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The Anderson Report: It’s Time to Think Big
How can IADA best serve dealers?
BY IADA PRESIDENT BRUCE ANDERSON

What’s the big idea? 

It is time for the Iowa Automobile 
Dealers Association to think big. 
And we need your help. I think it is a 
great time for your association to do 
strategic planning. The reason that I 
think it is such a good time is we do 
not have to do it. Your association 
is in a good position. Membership 
retention is high. The finances 
are strong. The staff is steady, 
professional, and experienced. 
We do not have to develop a new 
business plan or strategy to survive 
or continue to grow. What a great 
time to think long-term and to  
think big! 

It has been nearly 10 years since 
Iowa automobile dealers last 
engaged in a strategic planning 
exercise for the association. Think 
about what the automotive industry 
was like back then. The economy was in the tank. General Motors and Chrysler were on 
the verge of bankruptcy. Their CEOs together with the (now retired) new guy at Ford were 
appearing before Congress begging for money to stay afloat. And the IADA board of directors 
was meeting with the specific purpose of developing a strategic plan to serve Iowa’s automobile 
dealers for the coming decade. The result was a leaner organization with a smaller staff and 
a “mission-critical” approach to serving Iowa’s dealerships with a primary focus on enhancing 
their profitability and the protecting the value of the franchise system. 

So what’s next? I don’t know, but that’s where you come in. The IADA board of directors 
will be meeting to think long-term and develop a strategic plan for the organization in early 
August. All dealers were asked to complete a brief survey about their perceptions of IADA’s 
strengths and areas needing improvement for the board’s consideration. If you are a dealer 
who missed the survey or a dealership employee who has a thought, opinion, or idea about 
IADA’s future, I’d love to hear from you. Shoot me an email at banderson@iada.com or call me 
or text if that’s more convenient for you. My cell number is 515.401.7346. If you would prefer, 
send IADA chairman Jim O’Halloran of O’Halloran International an email at johalloranjr@
ohallorans.com or contact any member of the IADA board of directors.

I am a strong believer in being serious and intentional about planning for success. It does 
not just happen—especially in an organization like IADA. As we enter the second century of 
working for Iowa’s automobile dealers, I want us to dream big and think carefully about the 
mission of our association and how it can best serve Iowa’s dealers and their employees. So 
what do you think? What are we doing well? What do we have to do better? What should we 
start doing that we aren’t doing at all? What is your big idea?
IADA President Bruce Anderson may be contacted at banderson@iada.com, 515.401.7346 (mobile), or  
515.440.7630 (office).

IADA has changed significantly since this photo was taken. How 
should your association continue to evolve? 
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KAR Auto Group Adding 
Franchises, New Facility
Kar Auto Group, which has locations in Iowa, 
Wisconsin, and Minnesota, is adding franchises to its 
location in Decorah. Chrysler, Dodge, Jeep, and Ram 
franchises will be located in the current Decorah Auto 
Center dealership. The dealership’s existing Ford 
and Lincoln franchises will move to a new location in 
November 2017.

Karl Chevrolet Purchases 
Krieger’s Interstate Chevrolet
Carl Moyer of Karl Chevrolet (Ankeny) has 
purchased Krieger’s Interstate Chevrolet (Stuart). 
The dealership will now be called Karl Chevrolet of 
Stuart. 

For more information about the new dealership read 
“Karl’s Chevrolet Set to Open Location in Stuart” from 
Raccoon Valley Radio.

Hummel’s Nissan Receives 
Nissan Global Award
Hummel’s Nissan (Urbandale) received the 2016 
Nissan Global Award. This marks the second time 
Hummel’s Nissan has received the award, which 
recognizes the top 50 Nissan dealers worldwide.

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

Dealer News

Stay connected to IADA!

Des Moines Register’s ‘Readers’ 
Watchdog’ Column Addresses 
Lemon Law Complaints
An important lesson for dealers to remember: If a customer is unhappy, 
they might go to the media.

That’s what happened to an independent Des Moines dealership, which 
found itself the subject of a recent “Readers’ Watchdog” column on lemon 
law vehicles. The article, “Think you bought a lemon? Here’s what you 
need to know” focused on educating customers about the lemon law and 
how to make smart purchasing decisions when shopping for a vehicle. The 
article was fair to the dealership and the coverage of the sale that’s gone 
south could have been much worse. 

But seeing an article about a negative customer experience featured so 
prominently in the Des Moines Register is a chilling reminder that any 
customer complaint—even if it’s unfounded—can end up in the newspaper 
or blasted across social media. The customer may not always be right, 
but it’s in a dealership’s best interest to do what they can to make the 
customer happy before they pay the price in negative publicity.

NADA Election Ballots Must 
Be Returned By July 21
Ballots were mailed at the end of June to dealers 
eligible to vote in the second round of the NADA election 
for Iowa’s director. Those ballots must be returned to 
NADA’s certified public accountants by July 21. Two 
dealers, Ken Kemna of Kemna Auto Center (Algona) 
and Jeff Weber of Anderson-Weber Inc. (Dubuque), 
met the requirements to be on the ballot. Whichever 
candidate receives the majority of votes will be Iowa’s 
NADA director from 2018 to 2021. 

Read This Before Taking a Boat on Trade
If you accept anything other than used motor vehicles in trade toward the 
purchase of cars and trucks, you need to read this article. While Iowa law 
technically permits a trade credit against the tax on the purchase of an 
automobile for any commodity, the rules prohibit it unless the dealership 
regularly engages in the business of retailing the traded commodity. If 
you tell a customer that they are entitled to a trade credit, prepare and 
submit the paperwork for titling and registration and charge a doc fee for 
the service, you're probably going to have to eat the chargeback when 
the county treasurer or Department of Revenue determines that the trade 
credit is disallowed.

The rules on who gets a trade credit toward the 5% fee on new registrations 
are more complicated than many dealers and most customers realize. 
Some customers are entitled to the trade credit and pay less tax when 
trading a boat (or travel trailer, all-terrain vehicle, etc.) toward the purchase 
of a motor vehicle. However, the customer only gets the trade credit if 
the dealer normally sells the traded commodity in its regular course of 
business, and then, only if the dealer intends to ultimately sell the trade at 
retail or use it in the remanufacturing of a like item. (The full regulation can 
be read on the Iowa legislature’s website.)

When it comes to travel trailers, boats, and all-terrain vehicles, the Iowa 
Department of Revenue can easily determine which dealers do not 
regularly engage in retailing them because a license or permit is required 
to do so. Even though you are licensed as an automobile dealer, you must 
have a separate license or permit to retail travel trailers, boats or ATVs. 
Click on the following links to see the treasurers' list of registered boat 
dealers and all-terrain vehicle dealers. Simply holding a license or permit 
as a travel trailer, boat or ATV dealer does not necessarily mean that you 
regularly engage in retailing them, but you can be certain that the tax 
authorities will take the position that being a licensed dealer is necessary 
if you're going to give a trade credit on those items.

The applications and instructions to become a registered boat dealer, ATV 
dealer,or a licensed travel-trailer dealer can be downloaded by clicking on 
the appropriate hyperlink. Questions can be directed to IADA President 
Bruce Anderson at 515.440.7630 or banderson@iada.com.

http://www.decorahnewspapers.com/Content/News/Local-News/Article/New-car-franchise-coming/2/10/43225
http://www.decorahnewspapers.com/Content/News/Local-News/Article/New-car-franchise-coming/2/10/43225
http://www.decorahnewspapers.com/Content/News/Local-News/Article/New-car-franchise-coming/2/10/43225
http://raccoonvalleyradio.com/2017/06/karls-chevrolet-set-to-open-location-in-stuart/
mailto:bbungert%40iada.com?subject=
http://twitter.com/IowaADA
http://facebook.com/IowaAutomobileDealers
http://facebook.com/IowaAutomobileDealers
http://www.desmoinesregister.com/story/news/investigations/readers-watchdog/2017/06/24/readers-watchdog-lemon-law/418175001/
http://www.desmoinesregister.com/story/news/investigations/readers-watchdog/2017/06/24/readers-watchdog-lemon-law/418175001/
https://www.legis.iowa.gov/docs/ACO/IAC/LINC/07-29-2009.Rule.701.212.5.pdf
https://www.legis.iowa.gov/docs/ACO/IAC/LINC/07-29-2009.Rule.701.212.5.pdf
http://www.iowadnr.gov/Portals/idnr/uploads/boating/boatdealers.pdf
http://www.iowadnr.gov/Portals/idnr/uploads/boating/boatdealers.pdf
http://www.iowadnr.gov/Portals/idnr/uploads/atv/atvdealers.pdf
http://www.iowadnr.gov/Portals/idnr/uploads/forms/5420488.pdf
http://www.iowadnr.gov/Portals/idnr/uploads/forms/5428067.pdf
http://www.iowadnr.gov/Portals/idnr/uploads/forms/5428067.pdf
http://www.iowadot.gov/mvd/ovs/trailer.htm
mailto:banderson%40iada.com?subject=
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NADA Visits White House to Discuss Tax Reform
BY NADA CHAIRMAN MARK SCARPELLI

Last month, I had the profound privilege of joining fellow NADA 
leadership at the White House to meet with some of the officials 
who write the rules and regulations that impact our great industry. 

Along with NADA President and CEO Peter Welch and others, 
I presented the viewpoint of America's franchised auto dealers 
directly to Gary Cohn, director of the National Economic Council, 
and other senior staffers from the White House and the U.S. 
Treasury Department. We also had the distinguished privilege 
to meet briefly with Vice President Mike Pence. Presenting a 
united front, NADA had productive discussions with people who 
are working closely with the House and Senate leadership to 
draft a tax bill that will preserve the benefits of America's auto 
dealerships. 

I'm happy to report that individuals at the highest levels of this 
administration are reaching out to the business community, and 
they are listening to those of us in the auto industry.

Based on our conversations, it's clear that tax reform remains at 
the top of the agenda in Washington. And this will, we hope, give 
American businesses new opportunities that we haven't seen in 
the past few years. NADA is analyzing tax reform through the 
eyes of both consumers and dealers. We are asking two pivotal 
questions: 

1. Will tax reform stimulate consumer demand in the market? 

2. Will tax reform reduce the cost of dealer capital so you can 
continue to drive your local economy? 

It's important to note that it's still early in the tax writing process. 
The White House and Republican congressional leaders are 
trying to reach consensus on specific bill language over the 
summer. We've already seen some big issues emerge in the past 
few months, and NADA continues to tell the government that no 
matter what reform is set forth, American consumers should not 

be subjected to additional costs. Overall the discussions have 
been healthy and we've covered the topics that matter most to 
you, including repealing the death tax; creating a lower rate for 
business income from pass-through entities; lowering overall 
rates; accelerating cost recovery; eliminating the AMT; and 
repealing the 12-percent federal excise tax on heavy-duty trucks. 

The NADA leadership and I were proud to promote the benefits 
of the retail auto business and the fact that America's dealerships 
are local, diverse and modern, and that they save people 
money and create jobs. We reminded leaders in Washington 
that the majority of us are small businesses, but together we 
are an economic powerhouse, with more than 18,000 stores 
across the nation. Our local businesses are planted firmly in our 
communities, so we provide career opportunities on Main Street, 
and contribute mightily to our local tax bases. 

Our White House visit is testimony to the larger public discussion 
and NADA's movement to educate others about the dealer 
business—whether the general public, policymakers, opinion 
leaders, journalists, OEM executives or other stakeholders 
throughout the auto industry. 

During NADA's 100th anniversary convention in January, I told 
thousands of attendees in New Orleans that I would serve as 
the gatekeeper for this industry. Above all, that means being the 
gatekeeper between Washington's policies—well-intentioned or 
not—and your doors. I'm happy to report that there are great 
opportunities knocking for us all. 
Scarpelli is president of Raymond Chevrolet and Raymond Kia in Antioch,  
Ill., and co-owner of Ray Chevrolet and Ray Chrysler-Jeep-Dodge-Ram in Fox 
Lake, Ill.

Regulatory Refresh: Hail Damage Disclosures
It’s a best practice to disclose any hail damage, whether it’s on a new or used vehicle, whether it’s been fixed or not, and no matter 
the amount.

To disclose the hail damage, write on the motor vehicle purchase agreement, “Customer acknowledges hail damage” and have the 
customer initial it. Nothing more is required unless the damage exceeds 4% of MSRP on a new vehicle. If that is the case, you need 
to follow the proper procedures for new vehicle damage disclosure. 

New Vehicle Damage Disclosure
To comply with the law for disclosing damage exceeding 4% of MSRP on a new vehicle, you must first conspicuously post a required 
notice. There’s no required language, but we suggest the notice say: 

Notice to Our Customers 
We prepare each new vehicle for your use before delivery to you. This dealer preparation includes servicing and making 
adjustments on the vehicle. It may also include repairs and replacement of parts with new parts. A disclosure of these 
repairs, replacements, and adjustments will be provided to you upon request.

A specific written disclosure is then required for vehicles that have received repairs, adjustments, or replacements in excess of 4% 
of MSRP. 

Used Vehicle Damage Disclosure
If the damage exceeds 50% of the market value of a pre-owned vehicle before it became damaged, it must be disclosed. To learn 
more about properly disclosing damage to used vehicles, read “Damage Disclosure Statement” in the IADA online Legal Library.

http://iada.com/PageContent/Documents/NewVehicleDamageDisclosure.pdf
http://iada.com/MembersOnly/LegalLibraryView.aspx?pid=a9c3f268-1533-4009-b447-3765e1b030ea
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Iowa Auto Dealer Magazine 
Wins APEX Award for 
Publication Excellence
For the second year in a row, Iowa 
Auto Dealer magazine has won 
an APEX Award for Publication 
Excellence. 

Iowa Auto Dealer was recognized in 
the Magazines, Journals & Tabloids 
— 1–2 Person-Produced category. 
More than 300 magazines, 
journals, and tabloids were entered into the annual 
competition and fewer than half received awards. Just 
8 publications received awards in Iowa Auto Dealer’s 
category.

Annual Sales Tax Holiday August 4–5
The annual Iowa sales tax holiday will be Friday, August 4 and Saturday, 
August 5. 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.

Motor Vehicle Service 
Contract Provider, Company 
Registration Forms Due
Motor vehicle service contract provider filings and 
service company annual registration forms must be 
submitted to the Iowa Insurance Division by August 1. 

The penalty for a late filing of the Providers Annual 
Filing Form is $200. The penalty for a late filing of the 
Service Company Registration Form is revocation of 
your Iowa registration and loss of the right to sell motor 
vehicle service contracts in Iowa until the qualification 
and registration process has been completed again. 

To file, visit the Iowa Insurance Division's website.

Discounted Tickets Available 
for Football Games
IADA members can purchase tickets to select Iowa, 
Iowa State, and UNI football games at a discount. 

Tickets are available for:

• Iowa vs. Wyoming 
Saturday, September 2

• Iowa State vs. UNI 
Saturday, September 2

• Iowa vs. Northern Texas 
Saturday, September 9

• Iowa vs. Penn State 
Saturday, September 23

• Iowa vs. Purdue 
Saturday, November 18

Visit the Bravo Sports Marketing web pages for 
IADA’s Iowa tickets and Iowa State/UNI tickets for 
prices and additional information.

Registration Open for Fall 2017 
Iowa Employment Conference
Registration for the Iowa Employment Conference Fall 2017 meeting, 
which will focus on recruiting and employee retention, is now open. 
The one-day meeting, which will take place at The Meadows Events & 
Conference Center in Altoona, will include sessions lead by speakers from 
law firms, consulting companies, and human resources groups.

An early bird registration rate of $229 is available until July 15. The regular 
registration rate is $249 per attendee.

Topics covered during the conference include:

• Engaging Employees through Strengths

• Pre-Employment Drug Testing: Avoiding Traps for the Unwary 
Employer After the Conditional Offer

• Three Good Things: How to Build Your Resiliency and Reduce 
Employee Burnout

• Reducing Turnover: Practical Ideas and Strategies

To learn more and to register, visit IowaEmploymentConference.com.

McGrath Family of Dealerships Presents 
Scholarship to Brooke Lentz
McGrath Family of Dealerships Owner Pat McGrath (left) presents 
Brooke Lentz with a scholarship from the Iowa Automobile Dealers 
Foundation for Education. Lentz, the public relations and events 
coordinator for the dealership group, will pursue her MBA at the University 
of Dubuque.

https://tax.iowa.gov/iowas-annual-sales-tax-holiday
https://iid.iowa.gov/documents/motor-vehicle-service-contract-provider-annual-filing-form
https://iid.iowa.gov/documents/motor-vehicle-service-contract-service-company-registration-form
https://iid.iowa.gov/motor-vehicle-service-contracts-entities
https://bravosportsmarketing.com/product/iada-iowa-football-2/
https://bravosportsmarketing.com/product/iada-isu/
http://www.iowaemploymentconference.com/
http://www.iowaemploymentconference.com/
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June New Vehicle Registrations Up 1.54% from 2016
Iowans registered 10,656 new vehicles in June 2017, up 1.54% from the 10,494 vehicles registered in June 2016. The first six 
months of the year have seen 66,351 new vehicle registrations, which is down 1.11% from the 67,093 vehicles registered at the 
same point in 2016.

IADA receives 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.

Source: Reg-Trak Inc.

Make June 2016 June 2017 Increase Percent 
Increase

Ford 1,906 2,022 116 6.09%

Hyundai 235 341 106 45.11%

Honda 657 740 83 12.63%

Buick 177 244 67 37.85%

Kia 303 361 58 19.14%

Ram 379 435 56 14.78%

Subaru 303 324 21 6.93%

Jaguar 3 18 15 500.00%

Lincoln 52 67 15 28.85%

Cadillac 69 81 12 17.39%

MINI 22 31 9 40.91%

Make June 2016 June 2017 Decrease Percent 
Decrease

Jeep 708 598 -110 -15.54%

Toyota 1,174 1,103 -71 -6.05%

GMC 433 367 -66 -15.24%

Dodge 343 293 -50 -14.58%

Mazda 166 123 -43 -25.90%

Chevrolet 2,159 2,124 -35 -1.62%

Chrysler 227 209 -18 -7.93%

Lexus 113 97 -16 -14.16%

Fiat 8 3 -5 -62.50%

Infiniti 34 30 -4 -11.76%

Nissan 592 588 -4 -0.68%

Biggest Registrations Decrease   
June 2016 – June 2017

Biggest Registrations Increase   
June 2016 – June 2017
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