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IADA Calendar Carl Moyer Named TIME Dealer of the 
Year Nominee, Iowa Dealer of the Year
Carl Moyer of Karl 
Chevrolet (Ankeny) is the 
2016 Iowa Dealer of the Year 
and 2017 TIME Dealer of the 
Year nominee for the state  
of Iowa.

Moyer began his automotive 
career at the age of 15, 
buying and selling cars 
at Dick Herman's Texaco 
in Des Moines. At 19 he 
became a sales manager 
at  Dick Walters Ford in 
Cedar Falls and nine years 
later came to work at his 
brother's dealership in the 
Des Moines metro. In 1978, 
Moyer bought his brother's 
Chevrolet dealership and 
founded Karl Chevrolet.

"I had a one-car showroom 
building and no employees or 
cars to sell. I wasn't projected 
to succeed in the automotive 
business, but that didn't stop 
me," Moyer said.

Moyer has been the top 
certified pre-owned Chevrolet 
dealer in the nation for 10 
consecutive years.

Beyond the dealership, 
Moyer is active in the Ankeny 
community. He was given 
the key to the city in 2008 
and named Ankeny Citizen 
of the Year in 2013. The 
dealership was a major 
sponsor of Ankeny Miracle 
Park, a special needs park 
that includes an all-inclusive 
playground and a baseball 
field that is specially designed 
for wheelchairs, walkers, and 
other mobility devices. Moyer 
has donated a car to give to 
a senior student for Ankeny 
prom for 17 years, upping 

the donation to two vehicles 
when the city's second high 
school opened. He supports 
the American Cancer Society, 
Variety – the Children's 
Charity of Iowa, On with 
Life, Ankeny SummerFest, 
the Ankeny Family YMCA, 
Ankeny Dollars for Scholars, 
and the Iowa Rush Soccer 
Club.

"We donate to well over  
100 locally sponsored events 
and charities each year," 
Moyer said.

Family—and the family 
business—are important 

to Moyer. All of his children 
and  four of his grandchildren 
work at the dealership.

"My family is by far my 
most meaningful lifetime 
achievement," Moyer said. 
"I feel so lucky to be able to 
do what I do and have my 
family around me each and 
every day at the dealership. 
Not many families can work 
together as well as we do."

Moyer and his wife, Penny, 
have three children and 
seven grandchildren.

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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Warthans Purchase Birdnow Chevrolet
Birdnow Chevrolet – Cascade (Cascade) has been sold to Doug 
Warthan, Cory Horsman, and Gwyn Wilson. The dealership will now be 
known as Cascade Chevrolet LLC. Warthan is dealer principal of the new 
dealership, with Horsman general manager and Wilson CFO. 

Elbert Chevrolet Closes
Elbert Chevrolet (Whittemore) has closed and Kemna Auto Center 
(Algona) has taken over the Chevrolet franchise. Elbert Chevrolet dealer 
principal Dan Elbert has joined the Kemna Auto Center marketing team.

Joe Pritchard Receives Award from Auto 
Rental News
Joe Pritchard of Pritchard Family Auto Stores was named the 2016 
Auto Rental News Professional of the Year in the vendor category.

Keast Auto Center Raises Money For 
Harlan Community School District
Keast Auto Center (Harlan) raised $5,410 for Harlan Community Schools 
through a Drive 4 UR School event held in August. More than 200 area 
residents took test drives as part of the fundraiser.

In Memoriam: Ellen Vaughn, LeRoy Newton
Ellen "Ellie" Vaughn, grandmother of Chad and Joshua VanNess 
of Vaughn Automotive (Ottumwa) and wife of the late Leon Vaughn, 
passed away in October. 

LeRoy Newton, dealer principal of the former Newton Motor Co. 
(Arlington) and employee of John Falb Motor Co. (West Union), passed 
away last month.

Dealer News

New Overtime Rules Take 
Effect December 1
Dealers should look at every position in the dealership 
to evaluate whether they are impacted by the new 
overtime rules, which go into effect December 1, 2016.

NADA has published frequently asked questions 
about the rule in "DOL's New White Collar Overtime 
Exemption Rule." The document can assist dealers 
with understanding how the new rules potentially 
impact their businesses.

NADA has also released A Dealer Guide to Federal 
Wage and Hour, Child Labor, and Wage Discrimination 
Compliance. The guide is available on the NADA 
website and is free for NADA members. Non-members 
can obtain a copy for $129.

Insurance Division Revises 
Service Contract Regulations
Revisions to the Iowa Insurance Division regulations 
governing motor vehicle service contracts became 
effective November 2, 2016. While there were 
not significant changes in the rules governing the 
provisions, filing, and sale of motor vehicle service 
contracts, the “prohibited acts” provisions are worth 
reviewing. 

First, the regulations make it an unfair or deceptive 
trade practice to use used parts to repair a motor vehicle 
covered by a motor vehicle service contract without the 
prior written authorization of the vehicle owner. Rebuilt 
parts may only be used if all of the following are true: 
1. The parts have been dismantled and reconstructed 

as necessary. 
2. All of the internal and external parts have been 

cleaned and made free from rust and corrosion. 
3. All impaired, defective, or substantially worn 

parts have been restored to a sound condition 
or replaced with new, rebuilt, or unimpaired used 
parts.

4. All missing parts have been replaced with new, 
rebuilt, or unimpaired used parts.

5. All rewinding or machining or other necessary 
operations have been performed.

6. The rebuilt parts have been put in working condition, 
using, as minimum standards, the manufacturer’s 
performance specifications in existence when 
the parts were originally manufactured if those 
specifications are publicly available.

Second, there is provision that makes it an unfair 
and discriminatory practice for a service contract or 
service contract provider to “make or permit any unfair 
discrimination between individuals of the same class 
in the rates charged for any contract, or in any other 
matter.” Charging different prices for the same product 
is risky behavior that may, in fact, be illegal.

View the revised regulations in their entirety.

http://www.messengernews.net/page/content.detail/id/623214/Dan-Elbert-joins-Kemna-Auto-Center-of-Algona.html?nav=5003
http://www.autorentalnews.com/channel/rental-operations/news/story/2016/10/auto-rental-news-names-2016-professional-of-the-year-winners.aspx
http://www.autorentalnews.com/channel/rental-operations/news/story/2016/10/auto-rental-news-names-2016-professional-of-the-year-winners.aspx
http://obituaries.ottumwacourier.com/story/ellen-vaughn-842907132
https://www.meaningfulfunerals.net/fh/obituaries/obituary.cfm?CFID=3892dd30-fc5e-40c0-b60e-039c670295cc&CFTOKEN=0&o_id=3943508&fh_id=11860
https://www.meaningfulfunerals.net/fh/obituaries/obituary.cfm?CFID=3892dd30-fc5e-40c0-b60e-039c670295cc&CFTOKEN=0&o_id=3943508&fh_id=11860
https://www.nada.org/CustomTemplates/GeneralPage.aspx?id=21474845255
https://www.nada.org/CustomTemplates/GeneralPage.aspx?id=21474845255
http://universityonline.nada.org/login.aspx?cid=DA4608E862694C43BCC8095FD4374DEE
http://universityonline.nada.org/login.aspx?cid=DA4608E862694C43BCC8095FD4374DEE
https://www.legis.iowa.gov/docs/iac/chapter/10-26-2016.191.104.pdf
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Connect with

Share Suggestions for 
2017 Legislative Agenda
Is your dealership facing a problem that requires a 
legislative fix? IADA needs to hear about it.

The IADA board of directors will establish the 2017 
legislative agenda during its meeting on November 18. 
Contact Bruce Anderson to share suggestions for the 
board to consider.

Regulatory Refresh: 
Dealer Plates
The primary purpose of dealer license plates is to 
permit dealers to demonstrate or test-drive their 
inventory vehicles on the public streets and highways 
without the hassle of registering and plating them. Iowa 
law limits the use of d-plates to three situations:

1. For the dealership's "private or business purposes" 
if the vehicle is "in the dealer's inventory and 
continuously offered for sale at retail."

2. To deliver a returned leased vehicle to the owner or 
transporting the vehicle to or from an auction.

3. A service customer of the dealer may operate  
a motor vehicle owned by the dealer, except a 
motor truck or truck tractor, while the customer is 
having his or her own vehicle serviced or repaired 
by the dealer.

The fee for each standard dealer plate is $40 per plate. 
Special d-plates that permit a vehicle to haul a load or 
tow a trailer can be purchased for $750 per plate. The 
dealer plates for 2017–2018 should be used beginning 
January 1, 2017.

It may seem obvious, but in order to use a d-plate, 
you must display a d-plate. Dealer plates confer no 
privileges whatsoever when they are in a drawer, on 
the floor, or tossed on the seat of a vehicle. Iowa law 
mandates that "The special plate issued to a dealer 
shall be attached on the rear of the vehicle when 
operated on the highways of this state" (Iowa Code § 
321.37). Dealer "advertisement plates" confer no right 
or authority to operate a vehicle on the public roads—
whether it's for a test-drive or a quick errand.

Sending a customer out on a test drive without a 
d-plate attached to the vehicle is bad behavior and 
exposes the customer to the possibility of a fine. 
When law enforcement gets involved with test drives 
it can potentially subject the dealership to dealer 
license revocation. If your dealership has three license 
violations in a rolling 12-month period, you can lose 
your license.

The Anderson Report: Regulatory 
Compliance Best Defense Against 
Over-Regulation
BY IADA PRESIDENT BRUCE ANDERSON

Regulations serve a useful purpose and are vital to automotive retailing. 
I admit that I am part of the chorus of complainers about over-regulation 
and red tape. A large part of my job involves advocating on behalf of 
automobile dealers and arguing against the adoption of new burdensome 
regulations. But let’s not kid ourselves—there are some regulations that 
are in place for good reasons.

Don’t worry, I haven’t lost my mind. IADA will continue to fight against 
the implementation of pointless or duplicative regulations and for the 
repeal of those that just make no sense. And while there is no shortage of 
regulations that match those descriptions, many are on the books because 
they are appropriate and necessary. The result of reasonable regulations 
being violated is that more regulations get adopted.

Think about it. There is usually some obvious need when a regulation is 
first adopted. We got the Red Flag Rule because of rampant identity theft 
and the failure of some businesses to be certain they knew who they were 
dealing with before extending credit. The Safeguard Rule came along 
because some businesses weren’t taking reasonable steps to protect 
sensitive customer information from hackers and thieves. It’s the same 
with the Privacy Rule which was adopted to ensure that customers knew 
what businesses are going to do with that private information once it’s 
collected.

Sure, compliance can be a pain in the neck, but so is having a car stolen 
because you didn’t take the necessary steps to be certain that the person 
you delivered it to was really who she said she was. I have always 
contended that the dealer is the biggest victim of identity theft and that 
the Red Flag Rule is even more effective at protecting dealers than it is at 
protecting folks who have their identity stolen.

It seems to me that when new regulations get adopted, it’s typically for 
one of two reasons. Occasionally, it’s because there is a new and harmful 
practice or abuse in the marketplace that cries out for government 
protection. Auto-dialed, pre-recorded phone messages come immediately 
to mind. But more often than not it's because some regulator, legislator, 
or consumer advocate has decided that existing law does not adequately 
address the situation and a whole new regulation is needed. I call this the 
second stop sign syndrome. Running a stop sign is already illegal. Problem 
intersections don’t need a second stop sign. They need a traffic cop. But 
a new regulation (like a second stop sign) is cheaper than enforcement.

Here is the point that I maybe should have started with: Complying with 
regulations is the first and best defense against enactment of more 
regulations. Sure, acting collectively through a trade association with 
an effective government relations program (like IADA) is a proven and 
effective way to fight over-regulation. However, our industry benefits from 
having a pervasive culture of compliance. Regulators and legislators know 
that the best dealerships follow the law and treat their customers fairly. 
Those who don’t are “Exhibit A” in the case for adoption of new regulations. 

Bruce Anderson may be reached at banderson@iada.com or 515.440.7630.

http://twitter.com/IowaADA
https://plus.google.com/u/0/b/105602176721741904571/105602176721741904571/posts
https://www.facebook.com/IowaAutomobileDealers/?fref=ts
https://www.facebook.com/IowaAutomobileDealers/?fref=ts
mailto:banderson%40iada.com?subject=
https://www.legis.iowa.gov/docs/code/321.37.pdf
https://www.legis.iowa.gov/docs/code/321.37.pdf
mailto:banderson%40iada.com?subject=
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NADA Chairman: 100 Years of Standing Up for Our Customers
BY JEFF CARLSON, 2016 NADA CHAIRMAN

In October, I had the privilege of addressing 
the Automotive Press Association in 
Detroit. In addition to discussing what 
we're doing now and what we'll be doing 
in the future, I talked about the past—and 
about how NADA began. We should never 
forget that this association's genesis was 
in 1917 when dealers wanted to defend 
their customers from unfair policies in 
Washington, D.C. And a century later, we 
are doing the same thing on behalf of our 
customers and this great industry.

I explained this in great detail to the auto 
writers and other guests in attendance. And 
I did it through the eyes of our customers. 
After all, it's our customers who are seeing 
increased prices during the point of sale, 
financing, and even recall work as a result 
of unfair, unnecessary, and overly broad 
policies from Washington.

So I posed some of the following questions: 
If Washington wanted to implement a 
policy that would add $600 to the cost of 
financing a new car, what would that feel 
like as a dealership customer?

What about a policy that would take 
anywhere from $1,200 to $6,000 out of a 

customer's pocket when they trade in a 
used vehicle?

How about a policy that would add 
thousands of dollars to every single new 
vehicle that every manufacturer makes, 
up and down their entire lineups?

Or what if new-car buyers had to pay 
hundreds of dollars more at the retail level 
because Washington thought it was no 
longer beneficial to consumers to have 
multiple, independent retailers competing 
with each other for the same customers?

These are some of the questions I 
posed to the APA audience. The larger 
point is that it's not just dealers who are 
negatively impacted; our customers will 
also suffer from government overreach 
and misguided federal regulations. These 
are many of the battles we've been 
fighting in our nation's capital on behalf 
of our customers and fellow dealers, and 
the work is ongoing. Throughout the year, 
NADA has worked tirelessly to educate 
government officials and the media about 
the dealer business and how we provide 
efficient and cost-effective services to 
the driving public. We've had endless 

correspondence, roundtables, and even 
hearings with our federal regulators so 
they can understand how their decisions 
impact this industry and the customers 
whom we serve. This is what NADA was 
founded on, and it's what we do best.

Never forget that in 1917, Washington 
came up with the idea to classify 
automobiles as "luxury goods" in order to 
impose a new 5% tax on their purchase. 
This new luxury tax on what was rapidly 
becoming an essential item would hit a 
lot of Americans right in the pocketbook, 
at a time when they could least afford it. 
Someone had to quickly get the message 
to Washington... and auto dealers did 
just that. Thirty auto dealers went before 
Congress and argued that automobiles 
were a necessity—not a luxury—and a 
tax could price customers right out of the 
market for generations to come.

Congress listened back in 1917.

Today in 2016, we're working hard to get 
them to listen to us again.

Jeff Carlson is 2016 NADA chairman and a Ford and 
Subaru dealer in Colorado.

October New Vehicle Registrations Up 20.3% from 2015
Iowans registered 13,875 new vehicles in October 2016, a 20.3% increase over the 11,533 new vehicles registered in October 2015. 
Year-to-date, Iowans have registered 118,248 new vehicles, a 1.72% decrease from 120,318 in 2015.

IADA obtains new vehicle registration reports from Reg-Trak Inc. For more information on how you can order your own customized 
reports, contact Scott Quimby at 877.335.2525.

Biggest Registrations Increase  
October 2015 – October 2016

Make October 
2015

October 
2016

Increase Percent 
Increase

Chevrolet 2,324 3,020 696 29.95%
Toyota 1,129 1,361 232 20.55%
Subaru 353 558 205 58.07%
Nissan 605 788 183 30.25%
Ford 2,035 2,216 181 8.89%
Buick 236 362 126 53.39%
Jeep 698 824 126 18.05%
GMC 442 550 108 24.43%
Honda 645 750 105 16.28%
Hyundai 375 478 103 27.47%

Biggest Registrations Decrease  
October 2015 – October 2016

Make October 
2015

October 
2016

Decrease Percent 
Decrease

Infiniti 47 29 -18 -38.30%
Chrysler 320 309 -11 -3.44%
BMW 75 69 -6 -8.00%
Mitsubishi 39 36 -3 -7.69%
Alfa 
Romeo

1 0 -1 -100.00%

Source: Reg-Trak Inc.

mailto:scott%40reg-trak.com?subject=

