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Dealers Association. To add people to our 
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future articles, contact Brittany Bungert at 
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Dealer Principal Jeff Helms (left) shows Representative Dave Loebsack the service 
department at Strieter Motor Co. (Davenport) on Monday, February 20. Loebsack stopped 
by the dealership for a tour and to discuss issues impacting automotive retailing.
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Karl Chevrolet Named Top CPO 
Dealer in Nation for Chevrolet
Congratulations to Karl Chevrolet (Ankeny), which 
was named the top certified pre-owned Chevrolet 
dealer in the nation.

Hummel's Nissan Recognized 
as Top 50 Nissan CPO Dealer
Congratulations to Hummel's Nissan (Urbandale), 
which came in 26th on the list of the top 50 certified pre-
owned Nissan dealers.

Auto Tech Alum Wins Camaro 
for DMACC
Congratulations to Connor Sackett of Shottenkirk 
Chevrolet (Waukee) for his third-place finish at the 
National Skills USA contest held in 2016. A DMACC 
ASEP alum, Sackett won a 2014 Camaro SS for the 
school's automotive technology department. This was 
the second Camaro Sackett won for DMACC.

If you have dealership news to share, let Brittany Bungert know. 
Send her an email or call 515.440.7620.

Dealer NewsSunday Sales Prohibition More 
Complicated Than Many Realize
Iowa is one of 18 states that ban or restrict sales of automobiles on 
Sunday, and the statute is a bit more complicated than simply stating that 
automobile dealers have to be closed on Sunday. 

First, the statute addresses and acts as a prohibition only on aspects of 
“buying or selling at retail new or used motor vehicle.” That means that 
other dealership operations are unaffected by the Sunday closing law. 
The statute does not require the service department, parts department, 
or any other portion of the business that is not engaged in buying or 
selling motor vehicles at retail to close. The public policy behind that is, 
in part, that Sunday motor vehicle sales would be complicated by the fact  
that county treasurers, insurance agencies, banks, and other funding 
sources are closed on Sunday. Those considerations typically do not apply 
to other departments at the dealership like the service, collision repair, and 
parts departments. 

The definition of “motor vehicle” is also important in applying the Sunday 
law. Motor vehicle is a defined term in the statute and includes all self-
propelled vehicles subject to registration. So the definition and prohibition 
includes passenger cars, trucks, and motorcycles. There is an exemption 
for motor homes exceeding 8 feet in width or 32 feet in length (the 
Winnebago exemption).  An often overlooked aspect of the Sunday ban is 
that the prohibition includes purchasing all types of motor vehicles at retail 
on Sunday.

There are two tricky parts of the statute that are widely misunderstood and 
sometimes result in dealer license violation citations. The first is that the 
prohibition not only says that you cannot buy or sell motor vehicles at retail 
on Sunday, but it also says that you cannot represent or advertise that 
you do or that you intend to do so. An 
advertisement that says something 
along the lines of “come in today for 
a great deal on a new car or truck” is 
likely a violation of the statute if it is 
aired on a Sunday. 

The second tricky part is that the 
prohibition is on engaging in the 
business of buying or selling motor 
vehicles at retail on a Sunday. 
Naturally, “engaged in the business” is another statutorily defined term. 
It means “doing any of the following acts for the purpose of the sale of 
motor vehicles at retail: acquiring, selling, exchanging, holding, offering, 
displaying, brokering, accepting on consignment, conducting a retail 
auction, advertising as being engaged in any of those acts, or acting as 
an agent for the purpose of doing any of those acts.” Bottom line: It’s more 
than just inking the deal.

The full statutory prohibition is below. Contact IADA President Bruce 
Anderson with questions.

Iowa Code §322.3(9). A person licensed under this chapter shall 
not, either directly or through an agent, salesperson, or employee, 
engage in this state, or represent or advertise that the person is 
engaged or intends to engage in this state, in the business of buying 
or selling at retail new or used motor vehicles, other than mobile 
homes more than eight feet in width or more than thirty-two feet 
in length as defined in section 321.1, on the first day of the week, 
commonly known and designated as Sunday.

Scholarship Deadline 
Approaching Fast
The March 1 deadline to apply for $2,000 scholarships 
from the Iowa Automobile Dealers Foundation for 
Education is coming up quickly. 

High school students, college students, and those 
looking to further their education in the automotive 
field are encouraged to apply. The scholarships 
will be awarded to applicants who are committed 
to studying subjects related to the automotive retail 
industry, including technician training, collision repair, 
accounting, or business administration.

Spread the word by posting a link to the application on 
your website, Facebook, or Twitter. 

Applications are due at IADA headquarters by 5 p.m. 
on March 1, 2017.

For more information about the scholarships visit the 
IADA website or contact Mary Cason at 515.440.7625 
or mcason@iada.com. 
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Notes from the Statehouse: 
Session Quiet for Dealers
The Iowa legislature spent last week focused on 
a collective bargaining bill, which Governor Terry 
Branstad signed into law on Friday, February 17. As 
the legislature focuses on big agenda items that are 
Republican priorities, few dealer-specific bills have 
been introduced.

SSB 1079
The Department of Public Safety has proposed a bill 
that deals with the use of communication devices while 
driving. The current form of the bill defines "electronic 
communication device" as "an electronic device 
capable of being used to compose, send, receive, or 
read an electronic message. 'Electronic communication 
device' includes but is not limited to telephones, 
personal digital assistants, and portable or mobile 
computers." IADA Legislative Counsel Brad Epperly 
is working with the Department of Safety to adjust the 
language to alleviate concerns about devices installed 
in and integrated with vehicles.

Bill List
During the legislative session, you can view a list, 
updated each week, of all the bills filed during the 
session and IADA's position on that legislation on the 
IADA website.

First Funnel
The first funnel, or date by when legislation must be 
passed out of the chamber in which it originated, is 
Friday, March 3.

Dealers Aren't Liable 
for Lender Payoff Error
IADA recently helped a member dealership get the title 
to a vehicle after an incorrect payoff amount from the 
lender resulted in a difficult situation.

The IADA member dealership took a vehicle in on trade 
as part of a sale. During the purchase process, they 
requested the payoff from the lender and factored that 
amount into the deal. But several weeks later, when 
they hadn't received the title, an inquiry to the lender 
came back with the response that the payoff amount 
was wrong—to the tune of several thousand dollars. 
The lender claimed that the dealership owed them that 
amount and they would not release the title until they 
received their money.

IADA worked with the dealership's counsel to resolve 
the situation. The bottom line is this: An incorrect payoff 
amount is not the responsibility of a dealer. That is an 
issue between the lender and the borrower and lenders 
cannot withhold titles from dealers due to lender errors.

Let IADA President Bruce Anderson know if you 
encounter any similar situations.

See How Your 
Dealership 
Compares
Want to know how your dealership's 
pay plans, benefits, and work 
schedules compare to others? 
Participate in the 2017 NADA 
Dealership Workforce Study.

The study will be open until April 28.

Help IADA 
Celebrate Your 
Dealership
IADA will recognize dealerships 
celebrating their 25, 50, 75, and 
100 year anniversaries during the 
Spring Board & Annual Meeting 
held April 27 in West Des Moines 
and Urbandale.

Send your anniversary information 
to Mary Cason by April 3.

Automotive News Recognizing 
Best Dealerships to Work For, 
40 Under 40
Registration Open for 2017 Best Dealerships to 
Work For Program
Dealerships have until March 31 to register for the 2017 Automotive News 
Best Dealerships to Work For competition.

In order to be considered for the Best Dealerships to Work For list, which 
will be released in October, a dealership must register for the program. 
The two-part process for participating includes an employer questionnaire 
and an employee survey. The responses are used to determine the results 
of the competition and to provide every dealership with a complimentary 
Employer Benchmark Summary.

To be eligible to participate, a dealership must be franchised, been in 
business for more than one year, and have more than 25 employees.

For more information and to register, visit the Automotive News website.

Several Iowa dealerships have been recognized as part of the Best 
Dealerships to Work For program. In 2016, Audi Des Moines (Johnston) 
earned fifth place, Dave Wright Nissan Subaru (Hiawatha) came in 17th 
place, and Mercedes-Benz of Des Moines (Urbandale) took 30th place. 

Nominations Open for 40 Under 40
Automotive News is looking for 40 people under the age of 40 who are 
working in dealerships and having a big impact. Nominations are due by 
April 7.

To be eligible, a person must:
• be under 40 on July 17, 2017
• work at a dealership
• have demonstrated a significant business accomplishment

This will be the sixth year Automotive News honors dealership professionals 
under 40. The 2017 honorees will be recognized in Automotive News and  
at a luncheon at the 2018 NADA Convention in Las Vegas.

For more information or to nominate someone in your dealership, visit the 
Automotive News website.
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NADA Chairman: Every Dealer Should Have Concerns 
About a Border Adjustment Tax
BY MARK SCARPELLI, NADA CHAIRMAN

As all of you know, there’s been a lot of consternation in 
Washington, D.C., lately over the issue of the border adjustment 
tax or BAT. Groups representing a number of businesses and 
different industries have all voiced serious concerns about the 
potential for a BAT to lead to higher costs for a wide range of 
good and services—costs that could ultimately get passed down 
to American consumers.

Dealers have been front and center on these efforts. In December, 
NADA joined dozens of other business groups in sending a letter 
to the chairman and ranking member of the House Ways and 
Means Committee voicing our concerns about the BAT provision 
that was included in the House Tax Reform Blueprint, and 
warning that “companies that rely on global supply chains would 
face huge business challenges caused by increased taxes 
and increased cost of goods, which would in turn likely result 
in reductions in employment, reduced capital investments and 
higher prices for consumers.”

That letter was just one part of a much larger effort we’ve 
undertaken to communicate to policymakers the seriousness 
of this issue and to convey clearly 
that we would have real problems 
with any proposal that threatened 
vehicle affordability or otherwise 
translated into higher costs for our 
customers.

We have the very same concerns 
today that we had in December. In 
fact, if anything our concerns have grown given that President 
Trump has since indicated that he will release his own tax reform 
measure sometime this spring, which may or may not have 
provisions that favor American exports over imports.

A BAT or—as President Trump has suggested—an import tariff 
could lead to: 1) higher costs for imported vehicles; and 2) higher 
costs for vehicle components (whether from Korea, Japan, 
Germany, Mexico, or Canada). If imported auto parts included 
in domestically assembled vehicles are also subject to border 
taxes or tariffs, it could mean higher prices even for vehicles built 
in America. After all, even the most American-made vehicle—the 
Toyota Camry—contains only 75% American-made parts.

Quite clearly, this is an issue for every dealer, because it could 
affect the vehicle affordability problem already confronting 
the vast majority of our customers. NADA’s position on any 
legislative or regulatory proposal that impacts the auto industry 
is straightforward: We are—and will always be—on the side of 
maintaining affordability for our customers.

In our advocacy to policymakers in Washington, D.C., our 
objective is just as clear: We explain how proposed policies will 
affect our customers’ ability to find affordable transportation.

Affordability generates fleet turnover, which drives a big portion 
of our economy. Our nation can’t afford to adopt any policy that 
causes demand destruction. 

We are well aware of the potential for a BAT or border tariff 

to negatively impact affordability, but quantifying that effect is 
difficult absent specific legislative language. As of today, no bills 
have been released by Congress or the Trump administration, 
and no hearings have been set. 

However, the important questions about consumer impact 
are being raised. Sen. Orrin Hatch (R-Utah), the Chairman 
of the Senate Finance Committee (the Senate’s tax writing 
committee), who has taken no position on the BAT, has raised 
the key questions that must be addressed before proceeding. In 
recent remarks to the U.S. Chamber of Commerce, he called for  
“definitive answers” to the following questions: Who is going to 
pay the incidence of this tax—meaning who will pay the price of 
the tax? Consumers? Would this new tax structure be consistent 
with existing trade policies? Which sectors of our economy would 
be net winners and losers, and then who would be the winners 
and losers within those sectors?

We have the exact same questions. And, frankly, so should 
everyone. Every dealer, every retailer, every automaker, and 
every American consumer should be asking the same questions 

before even considering standing 
behind this idea.

As always, we will apply the 
affordability test to any proposal—
tax, trade, CAFE standards, or 
anything else—that is considered in 
Congress. And we will ensure that 
the sponsors of those proposals 

have applied that same test before we offer any support or 
opposition. And if a BAT or border tariff is included as part of 
tax reform, it will be incumbent upon those advocating for it 
to prove how such a proposal would benefit consumers and  
ease the affordability problem already facing millions of 
Americans looking for a new car or truck for their personal 
transportation needs.

We look forward to seeing Congress schedule hearings on all 
the provisions of comprehensive tax reform once legislation is 
drafted and introduced. We will certainly use these hearings 
as an opportunity to drill down on our many questions. And in 
the meantime, I encourage every dealer to take advantage of 
opportunities to engage with their members of Congress, either 
at home in their dealerships or in Washington, and put these 
questions to them directly. That is what is driving our engagement 
in Washington. When we ask members of Congress to view 
policies through the lens of real customers spending real money, 
our grassroots engagement is more effective, and the resulting 
policies are more likely to generate positive economic outcomes 
for our local, state and national economies.

On behalf of each of our 16,500 dealers, you have my assurance 
that NADA will continue to work with the Trump administration 
and Congress to advocate for tax policies that advance our 
interests, protect our businesses, and enable our consumers to 
be the driving force behind our success and the success of the 
U.S. economy. 

NADA’s position on any legislative or 
regulatory proposal that impacts the auto 
industry is straightforward: We are—and 

will always be—on the side of maintaining 
affordability for our customers.
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