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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.

IADA Calendar

IADA Chairman Jim O’Halloran (right) presents former legislative counsel and honorary member Scott Sundstrom 
(left) with an obelisk in recognition of Sundstrom’s significant contributions to automotive retailing in Iowa.

Summer Board Meeting Recap: Sundstrom 
Honored, Board Approves Audit
The IADA Board of Directors met in Des 
Moines on August 10 and 11. Over the course 
of the two-day meeting they worked on a 
strategic plan for the association, recognized 
honorary member Scott Sundstrom, and 
conducted official association business, 
including approving a clean audit from CPA 
firm Brooks Lodden.

Honorary member Sundstrom, who was 
IADA’s legislative counsel before becoming 
Vice President of Government Relations for 
Wellmark Blue Cross and Blue Shield, was 
celebrated for his service to the automotive 
retail industry during a dinner held at 

Salisbury House in Des Moines. During his 
tenure as legislative counsel, Sundstrom’s 
significant accomplishments included 
legislation protecting areas of responsibility, 
creating a safe harbor for documentary fees, 
and making electronic registration and titling a 
priority for the Department of Transportation. 
While working with IADA, Sundstrom had the 
opportunity to meet with dealers at more than 
150 Town Meetings across the state.

The board of directors also heard reports on 
the association’s investments and finances 
and began preliminary work on the 2018 
legislative agenda.
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Fleetside Ford Purchases 
Anchor Motor Co.
Anchor Motor Co. (Osceola) has been sold to Terry 
Wojtowicz and Randy Pellow and the dealership has 
been renamed Fleetside Ford. 

For more information read “New Ford dealership 
comes to Osceola” from the Osceola Sentinel-Tribune.

Willis Elected to MINI National 
Dealer Council
Jason Willis of Willis Auto Campus (Clive) has 
been elected to the MINI National Dealer Council. 
Willis will serve a two-year term as one of two dealers 
representing the central region.

Stew Hansen, Hyundai Award 
$50,000 Grant to Blank 
Children’s Hospital
Stew Hansen Hyundai (Clive) and Hyundai have 
awarded a $50,000 Hyundai Hope on Wheels grant 
to Blank Children’s Cancer and Blood Disorders 
Center. The grant will be used for an administrative 
tool supporting clinical trials and to provide nutritional 
resources to patients.

Rydell Chevrolet Car Show 
Raises Funds for Service Dog 
Organization
The ninth annual Rydell Chevrolet (Waterloo) Car 
Show raised $10,500 for Retrieving Freedom, a non-
profit that trains service dogs for veterans, children 
with autism, and patients with diabetes. The car show 
included a record 191 vehicles.

Dealer NewsIowa Law Protects Franchisees 
from Manufacturer Coercion
Last week, NADA sent guidance to GM dealers on recent bulletins from the 
manufacturer regarding disclosure requirements when using non-GM parts 
and selling non-GM service contracts. The memo from NADA provides an 
overview of the potential problems with the directives contained in the 
bulletins.

Iowa law contains two anti-coercion statutes, 322.3(8) and 322A.11(3). 
The first statute makes coercion a prohibited practice and the second 
protects against termination and non-renewal.

Contact IADA President Bruce Anderson at banderson@iada.com or 
515.440.7630 with questions.

Five-Minute Feedback: How Do You Want 
to Hear from IADA?
One of the critical functions IADA performs is communicating with dealers 
and key dealership employees. In order to best serve member dealers, 
IADA needs to know how you want to hear from your association.

Please take our brief survey on how you would like IADA to communicate 
with you. The survey should take less than five minutes and your responses 
will be used to shape the IADA communications strategy. Feel free to reach 
out to Director of Communications Brittany Bungert directly to share your 
feedback on how your association can best share information with you. 
She can be reached at bbungert@iada.com or 515.440.7620. 

Strategic Plan Focus of IADA 
Executive Committee, Management
The board met with a strategic planner in special session to provide 
direction and priorities to IADA staff. The executive committee and 
management are currently building out the long-term strategic plan for 
board review and action. The plan will assist the association staff in 
guiding the operating budget and action plan for the coming decade and 
will address five priorities:

1. Protect, preserve and increase the value of the motor vehicle 
franchise system. Protecting and where necessary revising the Iowa 
motor vehicle franchise statute is the association’s highest priority.

2. Provide high value to members. This priority will include addressing 
skilled labor shortage and processes to ensure continuing value and 
importance of preferred vendors.

3. Increase member engagement. This board directive will focus on 
the most effective methods of communicating with members, key 
employees, and other stakeholders.

4. Ensure IADA’s strength and sustainability. This priority includes 
maintaining and growing both the grassroots engagement of the 
membership and the long-term financial position of the association 
and its membership.

5. Government relations. This priority supplements and complements 
the highest priority of protecting, preserving and increasing the value 
of the franchise system, and includes continued engagement and 
advocacy by the association’s staff and membership on state and 
federal legislative and regulatory issues impacting Iowa’s automobile 
dealers.

http://www.osceolaiowa.com/2017/08/02/new-ford-dealership-comes-to-osceola/ati3rfc/
http://www.osceolaiowa.com/2017/08/02/new-ford-dealership-comes-to-osceola/ati3rfc/
http://files.constantcontact.com/9f497f7a001/f8b7a4cd-4995-4e8a-aaf8-154b5bb40a82.pdf
http://files.constantcontact.com/9f497f7a001/f8b7a4cd-4995-4e8a-aaf8-154b5bb40a82.pdf
https://www.legis.iowa.gov/docs/code/322.3.pdf
https://www.legis.iowa.gov/docs/code/322A.11.pdf
mailto:banderson%40iada.com?subject=
https://www.surveymonkey.com/r/7J8Q6CK
https://www.surveymonkey.com/r/7J8Q6CK
mailto:bbungert%40iada.com?subject=
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Selling Vehicles for Export
Selling a new vehicle to a customer who intends to 
title and register in a foreign country. 
Selling new motor vehicles for export is prohibited by 
the dealer sales and service agreement of nearly every 
manufacturer. Such sales will result in chargebacks 
of customer rebates and other incentives by the 
manufacturer.

Selling a used vehicle to a customer who intends 
to title and register in a foreign country. 
There is no prohibition on such a sale, provided 
that the sale is not just a veiled sham to avoid the 
manufacturer’s prohibition on selling new vehicles for 
export. Important considerations on such a sale: 

1. Do not attempt to finance or perfect a lien on such a 
sale. Require cash payment and proof of collected 
funds before making delivery. 

2. Like all vehicle sales, change of ownership, risk of 
loss, and delivery should all occur at the licensed 
dealership location.

3. Use an Iowa transit title to transfer the vehicle to 
the customer and show the customer’s foreign 
address. Unlike sales to Iowa residents, a foreign 
driver’s license number or passport number may 
be used rather than social security number or Iowa 
driver’s license number.

Taking a vehicle in on trade that is titled in a foreign 
country. 
Taking a vehicle in trade that is titled in a foreign country 
can be extremely complicated and very often it  is not 
possible to determine in a timely manner whether it can 
even be titled in Iowa. 

If the vehicle is currently titled in Canada you will need: 

1. Canadian title and registration; and

2. Letter from OEM stating the vehicle meets U.S. 
Federal Motor Vehicle Safety Standards; and

3. United States Customs approval in the form of 
stamp of approval on manufacturer letter; or 

4. Properly issued U.S. Customs form number 7501; 
or

5. Bond release letter issued by National Highway 
Traffic Safety Administration

If the vehicle is currently titled in a country other than 
Canada, you will need: 

1. The title or MSO and registration; and

2. A bond release letter issued by National Highway 
Traffic Safety Administration; and

3. U.S. DOT Form HS-7 stating that the vehicle meets 
DOT standards; and

4. If applicable, the translation of the ownership 
document by a certified translator and approved by 
an Iowa Motor Vehicle Enforcement officer.

Regulatory Refresh: Spot Deliveries
The term “Spot Delivery” covers a lot of territory. It can be something as 
simple and customer-friendly as agreeing to let your pre-approved and 
credit-worthy customer take her new car home based on a promise to 
bring that additional paystub back tomorrow all the way to the prohibited 
and illegal practice of getting the customer in the car, committed to the 
purchase, and on the road, knowing that it’s more than likely credit will be 
denied and renegotiation of the terms will be necessary. 

While everyone can agree that the second example is an extreme example 
of bad behavior that is not tolerated at any reputable dealership, the first 
example happens all the time. In a perfect world, financed cars do not get 
delivered before the paperwork is completed and the credit is approved 
and ready to be assigned. That is why the IADA best practice is to not 
perform spot deliveries. However, many dealers are willing to accept the 
risk associated with delivering a vehicle while still waiting for a “stip” or 
two—like a paystub or employment verification. That is why IADA Printing 
& Promotions stocks a spot delivery form. And it is why dealers should 
use it every single time they deliver a vehicle before the financing source 
has unconditionally approved the credit and irrevocably agreed to accept 
assignment of the retail installment contract. 

Requiring the use of the spot delivery form is an extra step. It requires 
an additional signature. It requires referencing the document on the 
retail installment contract. In short, it’s a hassle. But so is unintentionally 
becoming a buy here/pay here operation on a deal that you thought would 
never fall apart.

Federated Insurance 
Withdrawing from Group Health, 
Life, Disability Coverage
Federated Insurance has announced its withdrawal from health insurance 
business in 2018, a move that will leave IADA members with one less 
option in 2018 for group coverage.

According to the Owatonna People’s Press, the withdrawal from group 
health, group life, and group disability will be effective on December 31. 

LMC Insurance & Risk Management, an IADA preferred provider, is 
available to meet with all dealerships directly impacted by this decision. 
Contact Jim Rang to discuss alternative insurance solutions for your 
business. He can be reached at jim.rang@lmcins.com or 563.564.1692.

Discounted Tickets Available for Iowa, 
ISU 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, Sept. 2

• Iowa State vs. UNI, Sept. 2

• Iowa vs. North Texas, Sept. 16

• Iowa vs. Penn State, Sept. 23

• Iowa State vs. Texas, Sept. 28

• Iowa vs. Purdue, Nov. 18

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

http://www.iada.com/Catalog/Product.aspx?sku=SPOT
http://www.southernminn.com/owatonna_peoples_press/news/local/article_b049628a-681d-50b7-981f-2331f5611e73.html
mailto:jim.rang%40lmcins.com?subject=
https://bravosportsmarketing.com/product/iada-iowa-football-2/
https://bravosportsmarketing.com/product/iada-isu/
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Meet with 
Legislators, 
Discuss Dealer 
Issues at IADA 
Town Meetings
Dealers and managers will have 
the opportunity to discuss Iowa 
franchise law issues with local 
legislators and learn details about 
electronic vehicle registration at 
IADA’s Town Meetings, which will 
be held October 9–19.

Register to attend one of the 
meetings.

Topics on the agenda include 
warranty reimbursement and two-
tier pricing, as well as an update on 
federal and state regulations.

West Des Moines

Ames

Storm Lake
Sioux City

Council Bluffs
Davenport

Coralville

Dubuque

Decorah
Mason City
11 a.m. to 1 p.m.
October 9

3 p.m. to 5 p.m.
October 9

8 a.m. to 10 a.m.
October 10

12 p.m. to 2 p.m.
October 11 12:30 a.m. to 2:30 p.m.

October 10
11:30 a.m. to 1:30 p.m.
October 17

8 a.m. to 10 a.m.
October 18

1 p.m. to 3 p.m.
October 188 a.m. to 10 a.m.

October 19

12:30 p.m. to 2:30 p.m.
October 19

Cedar Rapids
8 a.m. to 10 a.m.
October 11

NADA Chairman: A Good Relationship is a Two-Way Street
BY NADA CHAIRMAN MARK SCARPELLI

I'm proud to be an auto dealer. I'm proud 
to work with the manufacturers that 
make the great products we sell every 
day. And I'm proud of the gains we have 
made—for over 100 years—based on a 
symbiotic relationship between retailers 
and OEMs. And if we intend to keep 
serving our customers efficiently, safely 
and cost-effectively, we need to preserve 
that symbiosis, with dealers and OEMs 
working together, not against one another. 

I am holding strong to the stance that if 
factory efforts such as stair-step incentive 
programs run afoul of everything we 
and our customers care about, including 
fairness and transparency, then we are 
obliged to tell our factory partners that the 
stairs are merely steps leading directly to 
the basement. The ongoing proliferation of 
market strategies such as indiscriminate 
price coupons are complicated and 
deflating for both dealers and consumers. 
The same can be said of factory efforts 
within a dealer's fixed operations, 
namely our service centers, where we're 
hampered by oil/tire programs, service 
programs and much more. I am seeing 
that more often the ends do not justify the 
means.   

I have spoken to hundreds of my 
fellow dealers who agree that the No. 

1 disadvantage is that many of these 
factory programs are not available to 
everyone. Dealerships of different sizes—
or those in more rural and less populated 
locations—are on vastly different footing 
compared to those that are able to utilize 
these programs. Dealers are, at their most 
basic, entrepreneurs and change-makers. 
We are tough and resilient even in the 
harshest conditions. We are not asking 
for a handout; we simply expect equal 
footing.

I've said this before, but it bears repeating. 
To remain the booming economic engine 
our industry has been for this country, 
we need to remain profitable. To remain 
profitable, we need to be on the same 
page. Dealers and manufacturers should 
have the same goal: to sell our inventory 
in large volume and at competitive prices 
while maintaining the integrity of the brand 
and creating a great customer experience. 
There is a problem when dealers are 
carrying the latest and greatest models 
in their inventory, but still lack the 
opportunity to be profitable and satisfy 
their customers. There is a problem when 
the OEM mandates are many, but the 
realistic objectives are few. 

I'd like to remind all stakeholders of our 
great industry that the next few decades 
will bring rapid change. In his study, The 

Dealership of Tomorrow: 2025, Glenn 
Mercer announced critical findings from 
his research, including the fact that the 
current dealership model—the franchise 
system—will remain dominant. His 
research also postulates 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. While 
slow consolidation of store ownership 
will continue, private ownership will still 
dominate. 

What does this tell us? 

All in all, chances are the "Joe Smith" 
family-owned and operated, local 
dealership in Everywhere Township will 
stand the test of time. Dealers are doing 
all they can to adapt, pivot, and remain 
flexible through the challenges ahead. 
We ask that our manufacturers are with  
us, too. 

Every good relationship is a two-way 
street. OEMs and dealers have but 
one option: repave ours, smooth out 
the bumps, and restore that street to its  
full glory.
Scarpelli is the 2017 NADA chairman.

https://docs.google.com/forms/d/e/1FAIpQLSePztB_YNhUkK7BhXpXUawYeQjFDIgp1TtZ2IkvfSypnB8bVw/viewform
https://docs.google.com/forms/d/e/1FAIpQLSePztB_YNhUkK7BhXpXUawYeQjFDIgp1TtZ2IkvfSypnB8bVw/viewform

