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IADA Calendar

The Action Update newsletter is published 
every other week by the Iowa Automobile 
Dealers Association. To add people to our 
distribution list or share suggestions for 
future articles, contact Brittany Bungert at 
515.440.7620.

March 31–April 3, 2016
NADA/ATD Convention & Expo
Las Vegas, Nevada

April 14–15, 2016
Spring Board & Annual  Meeting
West Des Moines

May 10
AIADA Summit 
Washington, DC

June 7–8
ATD Fly-In
Washington, DC

August 11-12
Summer Board Meeting
Des Moines

Iowa Automobile 
Dealers Association
Chairman
Jeff Weber
Anderson-Weber Toyota  
Scion Lincoln

Vice Chairman
Brad Deery
Deery Brothers of  
West Burlington

President
Bruce Anderson

Secretary
Jim O'Halloran
O'Halloran International Inc.

Treasurer
Jeff Finch
Wes Finch Auto Plaza

Immediate Past Chairman
Dave Edwards
Edwards Chevrolet Cadillac

Senator Joni Ernst Tours Iowa 
Dealership 
Sen. Joni Ernst recently visited Wes Finch Auto Plaza (Grinnell) where she was given 
a tour by Dealer Principal Jeff Finch. She met many dealership employees and was 
particulary interested in learning about vehicle technology. 

Sen. Joni Ernst (right) visits with Jeff Finch (left) of Wes Finch Auto Plaza. 

Sen. Joni Ernst meets Wes Finch Auto Plaza's Fixed Operations Director Doug Meeker (left) and Assistant 
Service Manager John Moore (center left).
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Dealer News

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

Acura of Johnston Awarded 
2015 Acura Dealership of 
Distinction Award
Congratulations to Acura of Johnston (Johnston) 
on being awarded the 2015 Acura Dealership of 
Distinction award. This award is given to Acura 
dealerships who have had an outstanding yearly 
performance. This is the third year Acura of Johnston 
has received this merit. 

Karl Chevrolet, Bob Brown 
Chevrolet Recognized 
as Outstanding Sales 
Performers
Congratulations to Karl Chevrolet, Inc. (Ankeny) 
and Bob Brown Chevrolet (Urbandale) on being 
recognized as outstanding performers by Chevrolet. 
The top five Chevrolet, Buick, and GMC performers 
from each region were recognized. Karl Chevrolet 
was the number one certified pre-owned sales 
performer in the nation, while Bob Brown was fourth 
in the region. 

Connect with IADA

Notes from the Statehouse: 
Dealer Bills Advance Past  
First Funnel
Electronic vehicle registration, bonds, doc 
fees covered under pending legislation
 

Three bills of particular interest to dealers survived the first deadline 
of the legislative session. These bills passed out of the transportation 
committees in their respective chambers. They must now pass out of 
the Senate or House to continue past the second legislative deadline, or 
second funnel, on March 11.

Electronic Vehicle Registration, Dealer Bonds, Doc Fees (SF 2228)
SF 2228 advances IADA’s 2016 legislative priorities. It passed out of the 
Senate Transportation committee unanimously and is eligible for debate 
in the full Senate. The bill will likely be debated in the Senate yet this 
week. The bill will address three issues of importance to dealers and is 
supported by IADA.
• Electronic Vehicle Registration: After many years, electronic 

vehicle registration would be fully implemented by January 1, 
2018. The system would be voluntary for dealers, and your county 
treasurer would continue to provide guidance. The current system 
would continue to be available under the current system if you 
prefer to process vehicle registration forms by paper. The automated 
electronic system would be compatible with your DMS.

• Dealer Bond: The dealer bond covering titling violations would move 
from $50,000 to $100,000. The value of Iowa’s bond hasn’t changed 
in more than 20 years while the cost of vehicles has significantly 
increased. This provision protects both consumers and dealers, 
while preserving the current bond system instead of moving toward 
a tiered or pooled system where dealers would be insuring other 
dealers' losses.

• Doc Fees: The doc fee provision would establish a safe harbor for 
doc fees, permitting a motor vehicle dealer to charge "a documentary 
fee not to exceed one hundred eighty dollars for each motor vehicle 
sold in a transaction." This provision creates regulatory guidance in 
an area where there was the potential for significant enforcement 
without concrete rules for dealers to follow.

Dealer Licenses, Advertisements (SF 2247)
SF 2247 is a priority of the Iowa Independent Automobile Dealers 
Association. The bill passed the full Senate on February 24 and has 
been assigned to the House Transportation committee for further 
consideration. IADA is registered as "undecided" on this bill. 
• Dealer Licenses: Under this provision, dealers would not be 

permitted to "sell, loan, rent, lease, or charge a fee" for the use of 
their dealer license. 

• Advertisements: Print and digital advertisements "for the sale of a 
particular motor vehicle by a motor vehicle dealer" would be required 
to include the dealer's name and license number. 

Front License Plates (HF 2148)
HF 2148, which would require only one license plate be issued and 
displayed on the rear of motor vehicles, has gained traction in the House 
and has the potential to continue moving forward. The bill is eligible for 
debate in the House and has the support of IADA.

Contact IADA President Bruce Anderson at 515.440.7630 with questions 
or concerns about the potential legislation.  

Automotive News Accepting 
Nominations for Best 
Dealerships to Work For
Think your dealership is the best out there?  
Register your dealership for the fifth annual program 
that recognizes the best employers in the  
automotive industry. 

To be eligible, you must: be a new car dealership, 
have at least 25 employees, have been in business a 
minimum of one year, and apply as a single rooftop. 

Registration must be completed by April 8, 2016. 
For more information, visit the Best Dealerships to 
Work For website.

mailto:bbungert%40iada.com?subject=
https://twitter.com/IowaADA
https://plus.google.com/u/0/b/105602176721741904571/105602176721741904571/posts
https://www.facebook.com/IowaAutomobileDealers/
https://www.legis.iowa.gov/legislation/BillBook?ga=86&ba=SF2228
https://www.legis.iowa.gov/legislation/BillBook?ga=86&ba=SF2247
https://www.legis.iowa.gov/legislation/BillBook?ga=86&ba=HF2148
mailto:banderson%40iada.com?subject=
http://bestdealershipstoworkfor.com/
http://bestdealershipstoworkfor.com/
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By IADA President Bruce Anderson

"I know you're busy but..."

I hear that a lot—too much, in fact. Let me explain why I cringe 
every time someone says that to me. 

I talk with a lot of dealers and their key employees about a lot 
of topics. They range from regulatory compliance to staffing 
concerns, factory relations to restaurant recommendations, 
and so on. Since I started working for you ten years ago, I've 
had IADA Regulatory hotline calls that have covered everything 
from local zoning issues to picking your teeth in public. I'm not 
kidding, and I'm not complaining. I'm not too busy. Ever.

Sure, I keep busy, but I try to never confuse busy with 
important—calls and conversations with dealers and dealership 
employees are important. They are important not only because 
you need your questions answered, but because those 
conversations are an integral part of how IADA keeps  
up-to-date with what's going on among our members and in  
our industry.

IADA exists to protect and enhance the value of the franchise 
system and to support and serve all member stores. I think "all" 
is the key word in that sentence. My job involves supporting 
and serving all member stores. That means having those 

conversations, whether they're on the phone, in person, or via 
email or text. It also means supporting and serving even when 
I'm busy. No —especially when I'm busy.

This is true for everyone who works at IADA. Like your stores, 
IADA tries to run a lean operation. People who work here are 
good at multitasking. They're always busy, but never too busy 
to support and serve our members. Phone, fax, and email 
addresses for everyone who works here are available on the 
IADA staff webpage. Please contact us anytime we can help in 
any way.

I may be busy, but I promise to get right back in touch with you. 
Use whatever method you prefer. My cell phone number is 
515.401.7346 if you'd like to call or text and my office number 
is on the website, but please use my cell phone number in 
case I'm away from my desk. I'd also be delighted to have the 
conversation with you on social media if you prefer. Feel free to 
connect with me on Facebook or Twitter. 

Better yet, stop by the IADA offices at 1111 Office Park Road in 
West Des Moines the next time you're nearby. The coffee pot is 
always on, and we'd love to give you a tour and introduce you 
to everyone who works here for you. We're not too busy. 

Glendenning Motor Co. Inc. (Mount Ayr) donated a Resusci Anne Full Body CPR training unit to the Decatur 
County Hospital EMS, which is led by EMS instructor and evaluator Troy Armstrong. Pictured: Office Manager  
Lywanda Case (left), EMS lead Troy Armstrong (center left), Dealer Principal Lloyd Glendenning (center), General 
Manager Paul Glendenning (center right), and Service Manager Todd Glendenning (right).

Glendenning Motor Co. Donates CPR Training 
Unit to Decatur County Hospital EMS

Interested in donating a CPR unit 
to an organization in need?

Iowa dealers can donate up 
to 12 CPR training units to 
organizations throughout the state 
through the National Automobile 
Dealers Charitable Foundation 
(NADCF) Medical Grants Program. 
Organizations, such as hospitals, 
fire departments, YMCAs, and 
schools, are eligible to receive 
their choice of one of eight 
types of CPR training units upon 
acceptance of their application.

The application and donation 
process is simple. The 
organization in need should fill 
out the application and email it 
to mcason@iada.com. IADA will 
coordinate with NADCF to process 
and approve the application, 
and, following approval, will work 
with the dealership to arrange a 
donation presentation and promote 
the donation to local media. 

For more information, contact Mary 
Cason at 515.440.7625.

Anderson Report: We're Not Too Busy

http://iada.com/Association/ContactUs.aspx
https://www.facebook.com/bruce.anderson.7?fref=ts
https://twitter.com/IADA_Bruce?lang=en
mailto:mcason%40iada.com?subject=
mailto:mcason%40iada.com?subject=
mailto:mcason%40iada.com?subject=
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Social Media Security: Are 
Your Accounts Protected? 
Attacks on social media accounts are becoming 
increasingly common. It's important to take extra 
precautions in order to keep your accounts safe from 
unwanted parties. It's recommended that more than 
one party have administration rights to your social 
accounts, however, keep in mind the need to take 
necessary measures to ensure these rights don't 
fall into the wrong hands. Here are some things to 
discuss when deciding how to keep your social  
media secure. 
 

Two-Step Verification
Add extra security to the log-in process by using two-
step verification. This process takes accessing your 
accounts one step further by requiring a password, 
and then additionally asking for a security code.
 

Login Alerts
Edit your privacy settings so you receive alerts 
anytime someone tries to access your accounts. 
Make sure to deactivate admin rights from  
anyone who should no longer have login access.  
This includes former employees and unwanted 
external parties. 

While securing social media accounts is a priority, it's 
especially important to assure all individuals utilizing 
your accounts understand that dealership ads must 
comply with all rules and regulations.

Trigger Terms
If an ad has terms regarding the amount of any 
payment, number of payments, and finance charges, 
then it must also disclose:
1. The amount of percentage of the down payment.
2. The terms of the repayment.
3. The annual percentage rate and if the rate may 

be increased after the sale.
This law is required for all advertisements and 
includes social media advertisements. 

List Price
Dealers may not use the term list price or similar 
methods to imply that the dealer's current selling price 
represents a certain savings from the list price. 

Sharing on Social Media
Make sure all disclosures are clear and conspicuous 
when posting an ad on social media that was created 
for a separate medium.

To view more articles on advertising regulations, visit 
IADA's online Legal Library.

Revised OSHA Requirements 
Go Into Effect June 1
Revised Occupational Safety and Health Administration (OSHA) Hazard 
Communication requirements impacting dealers take effect June 1, 
2016. These changes were first proposed in 2009, enacted in 2010, and 
are being implemented in three phases. 

Chemical manufacturers were required to comply with the new 
requirements by June 1, 2015, while distributors had until December 1, 
2015. However, employers, including automobile dealers, are granted 
until June 1, 2016 to come into compliance.

There are three major changes required of dealerships:
1. Global Harmonizations System (GHS) compliant labels: 

Chemical containers must include a label with signal word, 
pictorgram, hazard statement, and precautionary statement unless 
the distributor documents why the new compliant labels cannot be 
provided. Examples are chemical containers (including bulk storage 
tanks) of antifreeze, waste oil, windshield washer, and motor oil. 

2. Material Safety Data Sheets (MSDS): Dealerships must replace 
the MSDS with the new mandatory 16-section Safety Data Sheets 
(SDS) as they become available.

3. Updated Hazard Communication Program: Dealers must provide 
employee training in the new requirements as necessary. This is an 
ongoing requirement that was implemented in 2013.

In a February 2015 enforcement guidance memo, OSHA stated that 
the agency will not cite employers who are end users of chemcials 
(including dealerships rather than manufacturers, importers, and 
distributors) for not having a GHS-compliant SDS if they are unavailable 
from distributors or manufacturers. However, as the SDS become 
available, dealers must replace existing MSDS with the new SDS, 
maintain them in the facility, and make them available for the employees 
to examine. 

The new GHS-compliant label looks like this:

For more information, visit the OSHA website. 

Hawkeye Financial Services to Host F&I Menu Objection Handling Training
Hawkeye Financial Services is hosting an F&I menu objection handling training session at IADA headquarters Wednesday, April 
20 and Thursday, April 21. The training will last from 8:30 a.m. to 5 p.m. Each attendee must provide a check for $189, which will 
be refunded after successful completion of the class. Please fill out and return the registration form by Monday, April 4 to  
secure your spot.

For more information on the training, contact Marissa Hager at 515.226.8440 or mhager@hawkeyelife.com.

http://iada.com/MembersOnly/ActionUpdateView.aspx?pid=fb709b46-c979-4c4f-957f-00e7f8d3929e
http://www.iada.com/MembersOnly/LegalLibrary.aspx
https://www.osha.gov/
http://www.iada.com/pagecontent/documents/hawkeyeapril2016.pdf
mailto:mhager%40hawkeyelife.com?subject=
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See How Your Dealership Compares 
in NADA Dealership Workforce Study 
Ever wonder how your dealership compares in terms of compensation, 
benefits, and employee retention? Now is your chance to find out.

NADA's annual Dealership Workforce Study is open for 
dealership participation. Dealerships can sign up for the study at 
NADAWorkforceStudy.com and will have until April 29, 2016 to complete 
the questionnaire and payroll template.

Every dealership that participates will receive two complimentary 
reports: a custom report showing how your dealership measures up to 
comparable dealerships and a trends report that contains an overall 
analysis of data by region and the nation as a whole.

The 2015 Dealership Workforce Study reported that employee 
compensations and productivity at new-car dealerships increased in all 
job positions during 2014. It also stated that millenials were 48% of all 
dealership hires and 31% of dealership workforce, with a turnover rate  
of 54%.
 

Email workforcestudy@nada.org or call 800.557.6232 with questions.

RSVP for Iowa Night at 
the NADA Convention
Iowa dealers will gather for a happy hour reception on 
the first full day of the NADA convention in Las Vegas. 
IADA-member conference attendees are invited to 
enjoy drinks and heavy hors d'oeuvres on Friday, April 
1 at The Barrymore (99 Convention Center Dr.) in the 
Blue Dining Room from 5 to 7:30 p.m. The reception 
is free to IADA members thanks to sponsorships from 
presenting sponsor Hawkeye Financial Services and 
co-sponsor Flick Fusion Video Marketing. 

Please RSVP for Iowa Night by emailing Mary Cason 
at mcason@iada.com.

The 2016 NADA Convention & Expo will be held 
March 31–April 3. Keynote speakers include 
comedian Jeff Foxworthy, political strategist Karl 
Rove, former Vermont Governor Howard Dean, 
Politico White House correspondent Mike Allen, and 
Denver Broncos quarterback Peyton Manning.

NADA members can receive discounts between 
2% and 10% off published airfares on flights to the 
convention booked through Delta and United. For 
more information on the airfare discounts visit the 
NADA Convention website.

Is Your Dealership Celebrating 
a Milestone Anniversary?
If your dealership is celebrating its 25, 50, 75, or 100 year anniversary, 
we want to know!

IADA will recognize dealerships celebrating milestone anniversaries 
during the Spring Board & Annual Meeting held April 14, 2016 at Des 
Moines Golf & Country Club in West Des Moines.

Send your anniversary information, including the year your dealership 
began selling new cars and if you'll be having any celebrations at your 
dealership, to Mary Cason at mcason@iada.com by March 21. 

2016 IADA Board of 
Directors Election
The nominating committee has met and selected 
the following candidates to run for the District Two 
seat on the board of directors and for positions as 
officers. Ballots were sent by Brooks Lodden PC to 
those eligible to vote for the Distritct Two Director and 
officers will be elected at the annual meeting. 

District Two Director
• Doug Krieger, Krieger Auto Group (Muscatine) 

(Incumbent)
• Patrick Eads, Deery Brothers of Iowa City 

(Iowa City)

Officers
Chairman: Brad Deery, Deery Brothers of West 
Burlington (West Burlington)

Vice Chairman:Jim O'Halloran, O'Halloran 
International (Altoona)

Secretary: Jeff Haun, Riley Mazda Subaru 
Mitsubishi (Dubuque)

Treasurer: Jeff Finch, Wes Finch Auto Plaza 
(Grinnell)

https://www.nadaworkforcestudy.com/default.aspx
https://www.nadaworkforcestudy.com/default.aspx
mailto:workforcestudy%40nada.org?subject=
http://www.barrymorelv.com/
mailto:mcason%40iada.com?subject=
http://www.nadaconvention.org/nada2016/public/enter.aspx
http://www.nadaconvention.org/nada2016/Public/Content.aspx?ID=7714&sortMenu=106003
http://www.nadaconvention.org/nada2016/Public/Content.aspx?ID=7714&sortMenu=106003
mailto:mcason%40iada.com?subject=
http://www.nadaconvention.org/nada2016/public/Content.aspx?ID=7771&sortMenu=101001
https://www.nadaworkforcestudy.com/

