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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.

January 26–29, 2017
NADA Convention & Expo
New Orleans
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Scholarship Applications Due

April 27–28, 2017
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Annual Meeting
West Des Moines
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The Iowa Automobile Dealers Foundation for Education has awarded more than 200 scholarships to students across 
Iowa, including those pictured above.

Scholarships Available for Students 
Interested in Dealership Careers
Applications are available for $2,000 
scholarships that will be awarded by the 
Iowa Automobile Dealers Foundation for 
Education in 2017. 

The scholarships will be awarded to students 
who are interested in pursuing careers in the 
automotive retail industry.

Applications, which can be found on IADA's 
website, are due March 1, 2017.

To apply, students must submit: 
• A letter detailing their career goals and 

interest in pursuing an automotive career
• A recommendation from a high school or 

college teacher, counselor, or co-worker
• An unofficial transcript of high school or 

college grades
• A copy of the applicant's Expected Family 

Contribution from the Free Application for 
Federal Student Aid (FAFSA)

It is optional, but recommended, that 
applicants also submit a statement of support 
or recommendation from an IADA member 
dealership.

Candidates with a parent who is the 
designated dealer principal of a car or 
truck dealership are not eligible to receive 
a scholarship. Preference will be given to 
applicants who plan to attend an Iowa college 
or university.

Contact Mary Cason, executive vice 
president  of the Iowa Automobile Dealers 
Foundation for Education, with questions. 
She can be reached at mcason@iada.com 
or 515.440.7625.

http://www.iada.com/pagecontent/documents/2017scholarshipapplication.pdf
http://www.iada.com/pagecontent/documents/2017scholarshipapplication.pdf
mailto:mcason%40iada.com%20?subject=
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In Memoriam: John Mathison
John Mathison, who was the dealer principal of 
Mathison Ford (Ames) until selling the business in 
1990, passed away in October. 

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

Dealer News

Victory Ford (Dyersville) General Sales Manager Larry Biermann (second from right) 
and Public Relations & Events Coordinator Kaleann Waterman (center) present a set of 
four CPR training units to three members of the Epworth Fire Department, Lieutenant Dan 
Neenan (left), Captain Larry Wilgenbusch (second from left), and Chief Tom Berger (right).

Victory Ford Donates CPR Training 
Units to Epworth Fire Department
Victory Ford (Dyersville) donated a set of four Little Anne CPR training 
units to the Epworth Fire Department through a National Automobile 
Dealers Charitable Foundation program.

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 unit upon acceptance of 
their application.

Download the 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.

2017's Top 20 Legal Trends for 
Automobile Dealers
BY ERIC L. CHASE
Read a deep-dive analysis of these 20 legal trends.

1. The Amazing 2016 Elections and How the Post-
Election Political Landscape of 2017 and Beyond 
Could Profoundly Change and Influence Laws, 
Regulations, Enforcement, and Profitability for 
Dealers

2. Will 2017 Be Another Year of Automaker (and 
Supplier) Misconduct and Challenges to Brand 
Integrity? How Bad Actors at Factories Injure 
People, Hurt Dealers and Enrage the Public. What 
Dealers Can and Should Do

3. Increased Retail Sales and Higher Dealership 
Values Affect Dealer-Franchisor Relationships; 
the Phenomenon of "Unreasonable" Factory 
Demands, Standards and Practices

4. State Franchise Laws: The Continuing Need 
to Level the Playing Field; the NADA and 
State Associations are Ever More Important to 
Franchised Dealers; the Tesla Story Continues

5. Autonomous Cars: How Self Driving Vehicles Could 
Shape the Way We Travel, the Way We Retail, 
the Way Dealers Interact with their Franchisors, 
and the Laws that Govern Drivers, Dealers and 
Automakers

6. Workforce Issues and Unionization
7. Involuntary Termination
8. Buy-Sell Activity: Is the Bull Market Over for 

Dealerships? Will There Be a Downturn? Rights of 
First Refusal

9. Privacy and Identity Theft: The Brave New World 
of Data Control and Cybersecurity; Millennial 
Reliance on the Internet; Hacking Can Happen 
Anywhere

10. Consumerism
11. Environmental Issues
12. Recalls in 2017: Reaping the Whirlwind of the Last 

Two Years
13. Terrorist, Unrest, and National Disasters
14. Warranty Reimbursement
15. Alternate Dispute Resolution
16. Taxes
17. Succession Planning
18. Factory Audits
19. The "Joint Employer" Issue May Fade
20. Encroachment (Protest Laws) and Franchise 

Modification Laws

2016 ICAR Honor Roll
Thank you to everyone who donated to ICAR in 2016. Because of your 
contributions, we were able to support pro-business, dealer-friendly 
candidates for the Iowa legislature. 

See the 2016 ICAR Honor Roll.

OF AUTOMOTIVE RETAILERS

http://www.amestrib.com/obituaries/20161109/john-martin-mathison-sept-4-1949-8212-oct-24-2016
mailto:bbungert%40iada.com?subject=
https://www.nada.org/CustomTemplates/GeneralPage.aspx?id=21474837743
https://www.nada.org/CustomTemplates/GeneralPage.aspx?id=21474837743
https://www.nada.org/WorkArea/DownloadAsset.aspx?id=21474837966
mailto:mcason%40iada.com?subject=
http://www.iada.com/PageContent/Documents/2017TopTwentyLegalTrends.pdf
http://www.iada.com/PageContent/Documents/2016ICARHonorRoll.pdf
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Dealer Deadlines
Consumer Credit Code 
Notification Form 

Every dealer arranging auto lending must file a 
notification and pay a $10 fee to the Iowa Attorney 
General by January 31. All dealers who sign retail 
installment contracts must file. You can find dealer-
specific instructions on how to fill out the form in our 
online Legal Library. The attorney general's office also 
has a helpful FAQ as well as filing information on its 
website.

Form 8300
The IRS requires that customers who are identified on 
cash reporting Form 8300 during 2016 be notified in 
writing by January 31, 2017. As a reminder, Form 8300 
is required to be reported on any consumer transaction 
in which your dealership receives more than $10,000 
cash. The notice must state your dealership name and 
address, the amount you reported on the form, and  
a statement that the information has been reported to 
the IRS.

There is a tricky trap in the IRS cash reporting rule that is 
easy to miss. The general rule is that when a customer 
uses more than $10,000 in cash in a transaction or 
related transactions, the recipient must report the 
receipt(s) on Form 8300. The trick is knowing when 
transactions are "related." There are two sections to 
the definition of "related transaction:"

1. Two or more transactions between a payer and 
a recipient totaling more than $10,000 in a 24-
hour period. That is a hard and fast rule that has 
nothing to do with calendar days or business days 
or banking days. It means that if you accept two or 
more cash payments totaling more than $10,000 
within a 24 hour/1,440 minute/86,400 second time 
period, you must comply with the IRS Form 8300 
reporting requirements. That means if a customer 
hands you 9,999 one dollar bills to purchase a car 
and then comes back 23 and a half hours later and 
sticks six quarters in your Coke machine, you have 
reportable related transactions.

2. Transactions are also related even when they are 
more than 24 hours between the cash payments, 
if the business knows, or has reason to know, that 
each is a series of connected transactions. An 
example of such a situation would be a customer 
who pays $9,000 cash for a used truck and at the 
same time orders running boards and a bed liner 
which she contractually agrees to pay for when 
installed”and then pays more than $1,000 for those 
items when delivered.

For additional information, consult the IRS Form 8300 
Reference Guide or the IADA Legal Library. Contact 
IADA President Bruce Anderson with any questions.

Four Things Dealership Employees 
Need to Know about Revised Used 
Car Rule
Changes to the Used Car Rule and the “Buyers Guide” that must be posted 
before displaying used automobiles for sale become effective January 27, 
2017. There is a grace period of one year during which dealers may use 
existing stock of the old form—but even that comes with a few warnings 
and requirements. 

Dealers, pre-owned vehicle managers, and every employee involved in 
the sale of used vehicles—from trade-in assessment or auction purchase 
clear through to customer delivery—should familiarize themselves with the 
Federal Trade Commission’s Dealer’s Guide to the Used Car Rule. Here 
are some of the major changes that will impact your used car operation: 

1. As of August 1, 2016 the maximum civil penalty for failure to properly 
display or complete the Used Car Buyers Guide increased from $16,000 
to $40,000 per violation, potentially meaning fines of $40,000 per day 
per used vehicle displayed at the dealership. That fact combined with 
the likelihood of increased enforcement and audit activity resulting 
from the long-delayed implementation of the new rules means there is 
significant incentive to get this right.

2. In addition to all of the warnings previously included in the Buyers 
Guide, consumers will now see a statement telling them: “OBTAIN 
A VEHICLE HISTORY REPORT AND CHECK FOR OPEN SAFETY 
RECALLS.” While there is no legal obligation in Iowa to provide a 
customer with a vehicle history report, the new form directs them 
to FTC.gov/UsedCars which in turn directs them to Autocheck and 
Carfax and VehicleHistory.gov. The form likewise advises consumers 
to check the recall database on SaferCar.gov. Dealers will be well-
advised to know what those sites contain about their used vehicle 
inventory.

3. The new English language version of the guide contains a Spanish 
language statement advising consumers to ask for a Spanish language 
version of the Buyers Guide if the transaction is conducted in Spanish. 
The requirement to post a Spanish language version of the Buyers 
Guide is triggered if the dealership personnel is speaking Spanish, 
but every consumer will now be advised that a Spanish language 
version of the Buyers Guide exists and to ask for it if the transaction 
is conducted in Spanish. Dealers who do not conduct transactions 
in Spanish have previously had no legally mandated reason to stock 
Spanish language Buyers Guides. Consumer expectations may 
change with the insertion of the new verbiage on every form.

4. Until January 27, 2018 dealers may opt to use their existing stock of the 
old Buyers Guide forms and, if they choose to disclose the applicability 
of a non-dealer warranty, must add the following as applicable below 
the ‘‘Full/Limited Warranty’’ disclosure: ‘‘Manufacturer’s Warranty still 
applies. The manufacturer’s original warranty has not expired on the 
vehicle;’’ ‘‘Manufacturer’s Used Vehicle Warranty Applies;’’ or ‘‘Other 
Used Vehicle Warranty Applies,’’ followed by the statement, ‘‘Ask the 
dealer for a copy of the warranty document and an explanation of 
warranty coverage, exclusions, and repair obligations.’’

Contact IADA President Bruce Anderson with questions about these 
changes. He can be reached at banderson@iada.com or 515.440.7630. 
IADA Printing & Promotions will stock buyers guides that are compliant 
with the new rules in 2017. Contact promoprint@iada.com for more 
information.

https://www.iowaattorneygeneral.gov/for-businesses/creditorsassignee-notification/
https://www.iowaattorneygeneral.gov/for-businesses/creditorsassignee-notification/
http://www.iada.com/MembersOnly/LegalLibraryView.aspx?pid=9047b3f2-8227-42fb-a692-82b006ed71f2
http://www.iada.com/MembersOnly/LegalLibraryView.aspx?pid=9047b3f2-8227-42fb-a692-82b006ed71f2
http://www.iada.com/MembersOnly/LegalLibraryView.aspx?pid=9047b3f2-8227-42fb-a692-82b006ed71f2
https://www.iowaattorneygeneral.gov/for-businesses/iowa-consumer-credit-code-informal-advisory-opinions/faq-creditors-assignees/
https://www.iowaattorneygeneral.gov/for-businesses/creditorsassignee-notification/
https://www.irs.gov/Businesses/Small-Businesses-&-Self-Employed/IRS-Form-8300-Reference-Guide
https://www.irs.gov/Businesses/Small-Businesses-&-Self-Employed/IRS-Form-8300-Reference-Guide
http://iada.com/MembersOnly/LegalLibraryView.aspx?pid=329fb54e-b0f1-47d8-b6ad-9105b43ddbb7
mailto:banderson%40iada.com?subject=
https://www.ftc.gov/tips-advice/business-center/guidance/dealers-guide-used-car-rule
http://www.ftc.gov/usedcars
http://www.vehiclehistory.gov/
http://www.safercar.gov/
mailto:banderson%40iada.com?subject=
mailto:promoprint%40iada.com?subject=
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November New Vehicle Registrations Up 2.67% from 2015
Iowans registered 9,444 new vehicles in November, up 2.67% from the 9,198 new vehicles registered in November 2015. With one 
month remaining in 2016, Iowans have registered 127,692 new vehicles, which is down 1.41% from the same time 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  
November 2015 – November 2016

Make Nov. 2015 Nov. 2016 Increase Percent 
Increase

GMC 362 417 55 15.19%

Toyota 900 948 48 5.33%
Chevrolet 2,027 2,070 43 2.12%
Buick 199 237 38 19.10%
Hyundai 225 254 29 12.89%
Mitsubishi 29 48 19 65.52%
Ram 383 399 16 4.18%
Subaru 280 296 16 5.71%
Mercedes-
Benz

49 63 14 28.57%

Nissan 457 471 14 3.06%

Biggest Registrations Decrease  
November 2015 – November 2016

Make Nov. 2015 Nov. 2016 Decrease Percent 
Decrease

Ford 1,777 1,738 -39 -2.19%
Dodge 298 262 -36 -12.08%
Mazda 122 94 -28 -22.95%
Chrysler 223 210 -13 -5.83%
Infiniti 34 28 -6 -17.65%
Lexus 93 90 -3 -3.23%
BMW 44 43 -1 -2.27%

Source: Reg-Trak Inc.
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mailto:scott%40reg-trak.com?subject=
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NADA Chairman:  
The Next 100 Years of 
Evolution is Here
BY NADA CHAIRMAN JEFF CARLSON

As the end of the year approaches and NADA's next 100 years is upon 
us, dealers are looking to the future of this industry more than ever. NADA 
is committed to being proactive and forward-looking in its mission to 
advocate for the franchise system and provide dealers with the resources 
they need to succeed. As part of that mission, NADA is proud to have 
commissioned an important study, "The Dealership of Tomorrow: 2025," 
by Glenn Mercer, a highly regarded automotive consultant.

On NADA's behalf, Mercer is taking a comprehensive and thoroughly 
researched look at what automotive retailing will look like to dealers, 
consumers, and manufacturers in 2025.

The report's preliminary findings are extremely positive. According to 
Mercer, the franchised dealership model will see plenty of evolution—but 
not a revolution—over the next 10 years. As all of us expect, there will be 
some significant changes coming to U.S. dealerships, but there won't be a 
disruptive overthrow of our long-held business model, which has survived 
more than 100 years.

Mercer announced some critical findings from his research during the 
Auto Conference LA in November. Above all, Mercer found that our 
current dealership model will remain dominant, with direct-sales efforts 
focused on high-end vehicles and representing just a small fraction of U.S. 
vehicle sales. He also expects that dealerships will become more alike 
with dealers adopting prescribed features of factory stores. Our numbers 
may also fluctuate over the next few years, with the number of dealerships 
shrinking slightly, to an estimated 16,500 stores by 2025. This means that 
steady but slow consolidation of store ownership will continue and private 
ownership will continue to dominate.

An important finding for smaller dealer members is that, while facing 
different challenges than larger metro dealers, they have the advantage 
of geographically protected markets, strong customer relationships, and 
lower rates of change to manage.

The report also forecasts that light-vehicle sales will be in the range of 
17–18 million, much like the levels they are today. However, the mix 
may shift to more expensive vehicles and higher-income customers, and 
dealers will need to focus on capturing revenue from service—including 
through innovative approaches to customer service—as profit margins on 
new vehicles continue to decline. Additionally, online sales will become 
more commonplace but will not be dominant. The study also examines 
the impact of electric vehicles, autonomous cars, and mobility services. 
Mercer anticipates that electric-vehicle sales will grow by 2025 but remain 
less than 5% of the market. Regardless, according to Mercer, it is critical for 
dealers to continue to embrace the market potential for electric vehicles.

We expect Mercer to complete his full report ahead of the NADA 100th 

Convention & Expo in New Orleans in January. As NADA shares the result 
of this study through several dealer workshops at the convention, we hope 
that it will stimulate long-term thinking and planning for all of us in the U.S. 
auto industry. Ours has long been an industry that rewards resilience, hard 
work, passion, and entrepreneurship, and I'm confident that U.S. auto 
dealers are ready for the next 100 years of evolution.

Jeff Carlson, 2016 NADA chairman, is a Ford and Subaru dealer in Glenwood Springs, Colo.

Thank You 2016 Sponsors 
and Advertisers
Thank you to the 16 companies that sponsored IADA 
meetings or advertised in the membership directory or 
Iowa Auto Dealer magazine this year. Their support 
is essential in helping IADA serve Iowa's automobile 
dealerships.

American Fidelity Assurance Co.  
Silver Sponsor, Advertiser

Arenson Law Group PC
Gold Sponsor, Advertiser

Auto/Mate Dealership Systems
Bronze Sponsor

Carrier Access
Advertiser

Dealertrack
Silver Sponsor, Advertiser

Foster Group
Silver Sponsor, Advertiser

Hawkeye Financial Services
Platinum Sponsor, Advertiser

IADA Services Inc.
Platinum Sponsor

LMC Insurance & Risk Management
Silver Sponsor, Advertiser

KCCI
Advertiser

Manheim
Advertiser

Miles Capital
Silver Sponsor

Reg-Trak Inc.
Advertiser 

TrueCar
Advertiser

TSYS Merchant Solutions
Platinum Sponsor, Advertiser

Works24
Bronze Sponsor

IADA Holiday Hours
IADA will be closed on Monday, December 26 and 
Monday, January 2.

If you are running low on supplies or need to place an 
order with IADA Printing & Promotions, do so earlier 
than you normally would. UPS, FedEx, and Spee-
Dee Delivery will also be closed on December 26 
and January 2. Contact promoprint@iada.com with 
questions or to place an order.

mailto:promoprint%40iada.com?subject=

