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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.
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IADA Winter Board Meeting
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Brown's West Branch, Ervin Motor Co. Donate 
AED Training Units to Community Groups

Brown's West Branch donated a Little Anne AED training system to the Tipton Fire 
Department. Fire Chief Scott Donohoe (left) received the system from Brown's West Branch 
Public Relations and Events Coordinator Kaleann Means (center) and General Manager 
Tony Vandersee (right).

Ervin Motor Co. (Vinton) donated a Little Anne AED training system to Vinton Shellsburg 
Community Schools. District Nurse Kris Hallberg (center) received the system from Ervin 
Motor Co. General Sales Manager Bill Ervin (left) and Dealer Principal Keith Ervin (right).
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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.

Bill Colwell Ford (Hudson) filled the bed of a truck with items for 
the Northeast Iowa Food Bank. From left: Director of Development 
Mike Knipp, Food Solicitor Sheri Huber-Otting, and Executive 
Director Barbara Prather all of Northeast Iowa Food Bank, Owner 
Bill Colwell, General Manager Blake Colwell, and Marketing 
Manager Whitney Johnson of Bill Colwell Ford.

Bill Colwell Ford Collects Items 
for Northeast Iowa Food Bank
Bill Colwell Ford (Hudson) hosted "Fill a 50," an 
event where they filled the bed of a Ford F-150 with 
non-perishable items for the Northeast Iowa Food 
Bank. The dealership surpassed its goal of 300 items 
and collected 548 items for the food bank.

Annual August Sales 
Tax Holiday August 5–6
The annual Iowa sales tax holiday will be Friday, 
August 5 and Saturday, August 6. This will impact 
your parts department or pro shop if you sell clothing, 
including t-shirts and hats.

During the annual sales tax holiday, which takes 
place the first Friday and Saturday of August every 
year, Iowa sales tax cannot be collected on clothing 
or footwear priced at less than $100. All businesses 
selling those items are required to participate.

Sales that qualify as exempt must be reported and 
then deducted on your quarterly sales tax return. 
Retailers that improperly charge sales tax on clothing 
or footwear during the tax holiday will be required to 
make refunds in the event of an audit or complaint.

For more information, visit the Department of 
Revenue website.

The Anderson Report: Vendors 
Stealing IADA Forms
Electronic, Print Versions of Unlicensed 
IADA-Copyrighted Forms Being Sold
By IADA President Bruce Anderson

Just think how much more you could make on oil changes if you didn’t 
have to pay for oil filters. How cool would that be if the expense of 
a critical supply item like oil filters just went away and your service 
department had access to all the oil filters it needed without having to 
pay for a single one? You are probably thinking that’s nuts—no one 
is going to give you free oil filters and you sure aren't going to steal 
them just to pad your bottom line. But that is precisely what some 
unscrupulous vendors are doing with IADA copyrighted forms. And you 
may be buying stolen forms from them without even knowing it. 

IADA owns the copyright on both the Motor Vehicle Purchase Agreement 
(CPO5) and the Retail Installment Contract (RIC12). These are highly 
complex commercial instruments that are drafted, designed, and 
regularly updated by a team of consumer finance and automotive legal 
specialists for exclusive use by IADA members and customers. They are 
extremely valuable assets of your association and are sold in pre-printed 
and custom-printed formats exclusively by IADA Printing & Promotions. 
Additionally, IADA licenses the copyrighted content for electronic 
preparation and printing to third-party vendors who pay an appropriate 
licensing fee.

IADA has recently discovered that there are at least two electronic 
document vendors in the market and one pre-printed form distributor who 
are selling Iowa dealers IADA-copyrighted content without permission 
or license from the association. That is what I call a low overhead 
enterprise. They are charging Iowa automobile dealerships full price for 
forms that they have literally stolen. I am a lawyer and do not use the 
word “stolen” lightly, but that is precisely what they are doing: stealing 
the forms from your association and selling them back to you. They have 
no overhead. They do not have to employ those specialized attorneys to 
write the forms. They do not have to negotiate with dozens of banks and 
finance sources to accept assignments of the forms. And they don’t have 
to re-design the forms when there are changes required by state and 
federal laws. 

But that is all about to stop. IADA has retained counsel. In addition 
to cease and desist efforts, your association will be seeking a full 
accounting, restitution, and punitive damages where appropriate. 
Defending IADA’s copyrights and the assets of your association is 
vitally important to me. I am pretty passionate about IADA and Iowa’s 
automobile dealers. I am certainly not going to permit someone to steal 
from you.

If you purchase your IADA forms directly from IADA Printing & 
Promotions, you can be assured that the forms you are using are up to 
date and purchased legally. Many automated electronic form system 
vendors have paid to be approved and licensed by IADA to distribute its 
copyrighted forms and many of you are using those systems and have 
worked with IADA staff when installing and updating those systems. 
A few of you are working with bandits who are about to be sued. If 
you have any doubts or questions about the source of your forms and 
whether your vendor is working with (or stealing from) IADA, please  
get in touch with me and I’ll check it out. You can email me at 
banderson@iada.com or call/text me at 515.401.7346.

mailto:bbungert%40iada.com?subject=
https://tax.iowa.gov/iowas-annual-sales-tax-holiday
https://tax.iowa.gov/iowas-annual-sales-tax-holiday
mailto:banderson%40iada.com?subject=


3 Iowa Automobile Dealers Association   •   IADA.com July 6, 2016

Bob Boland Ford Presents IAD Foundation Scholarship
Bob Boland Ford (Bancroft) General Manager John Clark (left) presented David Bartelt (right) with the Edmund S. Elbert 
Memorial Scholarship awarded by the Iowa Automobile Dealers Foundation for Education. Bartelt is studying automotive training 
at Iowa Lakes Community College and currently works at Bob Boland Ford.

Department of Labor Overtime Rules Go Into Effect December 1
The U.S. Department of Labor issued rules effective December 
1, 2016 that increase the minimum salary/compensation 
levels of executive, administrative, professional, and computer 
employees in order to be exempt from overtime. These new 
regulations are separate and distinct from the dealer-specific 
statute that exempts “salesmen, partsmen and mechanics” 
from overtime provisions. In summary, the new rules:

1. Hike the salary threshold for executive, administrative, 
professional, and computer employees from $23,660 to 
$47,476 annually.

2. Hike the "highly compensated employee" minimum for 
exemption from $100,000 to $134,004 annually.

3. Permits employers to use nondiscretionary bonuses and 
incentive payments (including commissions) to satisfy up to 
10% of the new salary thresholds.

4. Provides for an automatic cost-of-living escalator for 
updating the minimum thresholds every three years.

The new rules do not change the "duties tests" that must be 
met in order for executive, administrative, professional, and 
computer employees to be exempt. For an overview of how the 

new "white collar" rules will impact automobile dealerships and 
their employees, see NADA's FAQ. 

NADA’s Dealer Guide to the Fair Labor Standards and Equal 
Pay Acts will be updated and revised to reflect these new 
threshold mandates before the December 1, 2016 effective 
date.

The new rules do not alter the long-standing salesmen, 
partsmen, and mechanics overtime exemption for dealership 
employees who are primarily engaged in selling or servicing 
automobiles, trucks, or farm implements. That exemption does 
not contain a salary threshold provision.

In addition to the revised overtime rules, the U.S. Supreme 
Court recently vacated a 2015 appeals court decision 
which had held that service advisors are not covered by the 
“salesmen” exemption from overtime pay. That ruling can be 
read in its entirety on the Supreme Court's website.

Contact IADA President Bruce Anderson with questions about 
the new overtime rules.

http://www.iada.com/pagecontent/documents/OvertimeFAQ.pdf
https://onlineuniversity-nadalms.mkscloud.com/Default.aspx
https://onlineuniversity-nadalms.mkscloud.com/Default.aspx
http://www.supremecourt.gov/opinions/15pdf/15-415_mlho.pdf
mailto:banderson%40iada.com?subject=
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NADA CHAIRMAN'S COLUMN

NADA Chairman: Auto Dealers Rally 
Behind Consumer-Focused Senate Bill
By Jeff Carlson, 2016 NADA Chairman

An important number that the nation's auto dealers should know is 2663. NADA's battle 
to tame the CFPB continues and Senate bill S. 2663 is the next chapter. This bill, entitled, 
"Reforming CFPB Indirect Auto Financing Guidance Act," is identical to last year's House 
bill—H.R. 1737—which passed the House with a resounding, veto-proof majority vote of 
332-96, including 88 Democrats. 

NADA commends Sen. Jerry Moran (R-Kan.) for introducing this critical legislation this past 
March. Democrats and Republicans from both sides of the aisle have recognized a simple 
truth: Every consumer deserves access to competitive financing and great rates when they 
buy a new car or truck. 

America's franchised auto dealers strongly support S. 2663, and businesses that make, sell, 
service, auction, and finance motor vehicles have also joined in this support. Practically the 
entire auto industry is united on this issue. Like H.R. 1737, the bill would rescind the CFPB's 
flawed auto finance guidance, and make the bureau more transparent and accountable 
when issuing future guidance. The bill calls for a public comment period, coordination with 
regulatory agencies that possess authority over dealers, and a study of the impact of the 
guidance on small businesses and, most importantly, consumers. 

S. 2663 is a moderate bill that does not dictate a result. It's important that dealers urge their 
Democratic senators to support S. 2663 when it comes up for a vote. Due to the shortened 
congressional session with the presidential election looming, we need to be ready for a vote 
at any time.

The bill allows for transparency and public notice so the public has an opportunity to analyze 
and to comment on the CFPB's attempt to change the auto financing market via "guidance." 
And it protects fair credit laws and their enforcement in order to safeguard equal opportunity 
in auto financing. 

We're fighting for what dealers have known from the beginning: our current system of 
convenient dealer-assisted financing is fair and competitive. It boosts access to affordable 
credit for consumers and saves them money. 

At the same time, NADA supports the Senate in its oversight to ensure that the CFPB's 
actions do not hurt consumers, especially those with less-than-perfect credit. If the CFPB 
intends to disrupt our highly efficient model, it can only be justified through reliable and 
sound analysis. Yet the CFPB continues to try to eliminate a dealer's ability to discount 
credit for consumers, despite a clear prohibition in Dodd-Frank against regulating dealers. 

The optional NADA/NAMAD/AIADA Fair Credit Compliance Policy & Program is being 
adopted by a growing number of franchised dealers. Many are taking the proactive steps 
to ensure that the deserved participation that we earn when arranging financing falls within 
the Equal Credit Opportunity Act. Each of the three major credit application aggregators—
including several other companies—have licensed the use of the program to facilitate its 
adoption and implementation by dealers. 

The significant flaws in the CFPB's policy do not serve the nation's 16,500 franchised 
dealers—or the consumers they proudly serve. 

NADA will continue to support our members through these challenges as we prove that 
dealers provide the most competitive, efficient consumer benefits on the planet in our 
current auto finance model. 

Visit NADA.org/autofinance to learn more about how the CFPB's campaign to eliminate 
discounted financing rates is raising credit costs for consumers.

Jeff Carlson, 2016 NADA Chairman, is a Ford and Subaru dealer in Glenwood Springs, Colorado.

Service Animals 
Must Be Allowed 
on Test Drives
Businesses must allow service 
animals to accompany people 
with disabilities in all areas of a 
facility where the public is normally 
allowed to go—which means 
dealerships must allow service 
animals on test drives.

A service animal is a dog that has 
been individually trained to do 
work or perform tasks for people 
with disabilities. Disabilities aren't 
always visible (service animals can 
benefit individuals with physical, 
sensory, psychiatric, intellectual, 
or other mental disabilities) and 
you cannot ask an individual 
with a service animal about their 
disability. In fact, there are only 
two questions you can ask about 
service animals:

1. Is the dog a service animal 
required because of a 
disability?

2. What work or task has the dog 
been trained to perform?

You absolutely cannot ask about 
the person's disability, require 
medical documentation, require 
documentation for the dog, or 
require that the dog demonstrate 
it's ability to perform the task.

Emotional support animals do 
not have the same protections 
as service animals, but it can be 
difficult to differentiate between 
the two without asking prohibited 
questions. And Iowa law gives 
people training service animals 
the right to be accompanied by 
the service animal in any place the 
general public is permitted to go.

The downside of allowing an 
animal too much access is that 
you have a dog in your facility 
or along on a test drive. The 
downside of refusing access to a 
service or support animal might be 
litigation, liability, or bad publicity. 
It's probably less expensive to get 
a good portable seat cover for pets 
than to defend a claim for refusing 
access for a disabled customer.

http://www.nada.org/autofinance
https://www.legis.iowa.gov/docs/code/216C.11.pdf

