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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

Iowa Automobile 
Dealers Association

September 12–13, 2017
NADA Washington Conference
Washington, DC

October 9–19, 2017
IADA Town Meetings
Various Locations Across Iowa

November 9–10, 2017
IADA Board Meeting
Des Moines

March 22–25, 2018
NADA Show
Las Vegas

Chairman
Jim O’Halloran
O’Halloran International Inc. 

Vice Chairman
Jeff Haun
Riley Mazda Subaru Mitsubishi

President
Bruce Anderson

Secretary
Mike Clemons
Clemons Chevrolet

Treasurer
Jeff Finch
Wes Finch Auto Plaza

Immediate Past Chairman
Brad Deery
Deery Brothers 

Representative 
Rod Blum Tours 
Community Honda
Representative Rod Blum toured Community Honda 
(Cedar Falls) on Thursday, August 24. Blum met with 
dealer Sam Buser and other dealership employees 
to learn about issues facing the automotive retailing 
industry.
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Deery Brothers 
Buys Dubuque  
Auto Plaza
Deery Brothers has purchased 
Dubuque Auto Plaza from Doug 
Warthan. The dealership will 
now be called Deery Brothers of 
Dubuque. 

For more information, read 
“Dubuque Auto Plaza to be sold to 
Deery family, add 12 employees” 
from the Telegraph Herald.

Wes Finch Auto 
Plaza Donates 
$1,000 to Grinnell 
Debate Team
Wes Finch Auto Plaza (Grinnell) 
donated $1,000 to the Grinnell High 
School Debate Team. The money 
will be used to help pay for travel 
costs and pay the entry fee for 
competitions.

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

Dealer News

photo by Gratisography

IADA Needs 
Your Input
You have an opinion. Now is your 
chance to share it.

Please take our two-minute survey 
on how IADA can best communicate 
with you.

Anderson Report: Let’s Send Help to 
Dealership Employees Affected by 
Hurricane Harvey
BY IADA PRESIDENT BRUCE ANDERSON

I do not like asking people for money. And 
I am not very good at it—even if it’s for a 
very good cause. That may seem like a 
strange admission since I work for IADA 
where we regularly ask for contributions to 
the IAD Foundation for Education and the 
Iowa Committee of Automotive Retailers 
PAC and the IADA Legal Defense Fund. 
Each is an important part of your association 
and deserving 
of your 
contr ibut ions, 
but I’m just not 
very good at 
making the ask. 

Thankfully I 
work for and 
with some folks 
who are really 
good at it. I like to think that the association is 
best served if I focus on other aspects of the 
operation and let the people who are really 
good at it—like Mary Cason who runs our 
foundation and Stan Moffitt who chairs the 
PAC—ask you for money. Of course, when 
it’s necessary or helpful, I’ll step up and make 
a call or visit and ask for a contribution. But 
like I said, I don’t like it, and I’m not good at it. 

But Hurricane Harvey is different. This is 
a crisis. And that is not an exaggeration. 
Houston, America’s fourth largest city, and 
large areas of both Texas and Louisiana have 
taken a beating. Our friends, colleagues, 
and counterparts at dealerships throughout 
the area impacted by the hurricane literally 
went under water. Thousands of dealership 
employees have suffered destruction and 
damage to their homes. They need our help. 

I have already told you that I don’t like asking 
for money and that I’m no good at it. That’s 
why I’m not going to do that. I am simply going 
to tell you how you can best help. I know 
Iowa’s automobile dealers and the people 
who work for them. I know what wonderful 
people you all are. I don’t need to ask any of 
you for money. I just need to be certain that 
you know how you can help. There are no 
gimmicks here and no challenges, contests, 
or matching grants. I have already heard from 
dealers who are willing to make the calls and 
issue the challenges but the answer really is 
simpler than that. 

We know that the men and women who 
work in automobile dealerships impacted 
by Hurricane Harvey need our help. Let’s 
send it. I am absolutely convinced that there 
is no better way to do that than for each of 
us to contribute to the NADA Foundation 
Emergency Relief Fund. I am confident 
saying that it’s the best way for automobile 
dealers and their employees to contribute 

for two reasons. 
First, the NADA 
F o u n d a t i o n 
E m e r g e n c y 
Relief Fund 
provides direct 
financial aid 
e x c l u s i v e l y 
to impacted 
d e a l e r s h i p 

employees. Second, every single penny 
contributed to the fund goes directly to 
dealership employees who have suffered 
damage or loss because of natural disasters. 
NADA covers 100% of the administrative 
costs, so 100% of every contribution goes 
right where it is needed and not to overhead 
or administrative expenses. 

I have already made my contribution. You can 
read more about the NADA relief efforts and 
make your contribution online at the NADA 
Charitable Foundation website or by sending 
a check payable to “NADA Foundation 
Emergency Relief Fund,” to:

NADA Foundation
8400 Westpark Drive, MS 7
Tysons, VA 22102

And because I don’t like asking people for 
money (and am not very good at it either), 
I’m going to ask you to do something else 
instead. Please share this column with your 
employees. Let them know that the NADA 
Foundation Emergency Relief Fund will be 
there to assist them when and if they are 
impacted by a natural disaster like a flood or 
tornado. And please let them know that their 
personal contributions—no matter the size—
will go directly to helping the people who do 
their jobs in Texas and Louisiana dealerships 
recover and rebuild.
IADA President Bruce Anderson may be reached at 
banderson@iada.com or 515.440.7630.

Our friends, colleagues, and 
counterparts at dealerships 

throughout the area impacted  
by the hurricane literally went 

under water.

http://www.telegraphherald.com/biztimes/articles/article_9b55f99b-c13e-5a22-93d6-724a9cbe65a0.html
http://www.telegraphherald.com/biztimes/articles/article_9b55f99b-c13e-5a22-93d6-724a9cbe65a0.html
http://ourgrinnell.com/wes-finch-auto-plaza-awards-1000-donation-to-grinnell-high-school-debate-team/
http://ourgrinnell.com/wes-finch-auto-plaza-awards-1000-donation-to-grinnell-high-school-debate-team/
mailto:bbungert%40iada.com?subject=
https://www.surveymonkey.com/r/7J8Q6CK
https://www.surveymonkey.com/r/7J8Q6CK
https://www.surveymonkey.com/r/7J8Q6CK
https://www.nada.org/EmergencyRelief/
https://www.nada.org/EmergencyRelief/
https://www.nada.org/EmergencyRelief/
mailto:banderson%40iada.com?subject=
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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 p.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

Regulatory Refresh: Deposits
Iowa law permits non-refundable deposits on the purchase 
of automobiles if (and only if) the deposit is not so high that 
it constitutes a penalty. The amount of the deposit must be 
reasonable both in respect to the anticipated or actual loss 
or damage caused to the dealer by the customer’s failure to 
complete the transaction and by the difficulty associated with 
proving that loss or damage.

The last paragraph may sound like “legalese”—especially if all 
you want to know is whether you have to refund the customer’s 
deposit. The reality is that while the copyrighted IADA Motor 
Vehicle Purchase Agreement (CPO5) is drafted with a valid 
and fully enforceable deposit provision, you may be required 
to refund the deposit if you put too big of a number in the  
blank provided. 

The “difficulty in associated with proof” part of “reasonable” is 
fairly easy to demonstrate. When you shake hands with that 
customer it is nearly impossible to calculate with precision how 
much you will be damaged if he or she doesn’t keep their word. 
You don’t know how long it will take to sell the unit again or how 
much advertising or sales spiffs it will take to move it. You don’t 

know how much the vehicle will depreciate in that time. You don’t 
even know if you’ll end up having to wholesale it. It’s the second 
part, proving that the deposit is reasonable in light of your 
actual or anticipated damages that is tricky. One approach is to 
calculate the cost of selling an average vehicle in your operation, 
factoring in such things as average days in inventory, floor plan 
interest, depreciation, and advertising costs.

Under the terms of the IADA Motor Vehicle Purchase Agreement, 
the dealer may keep the reasonable deposit on a new or used 
vehicle if the customer refuses to accept delivery of the vehicle, 
unless the buyer has canceled the agreement because of a 
manufacturer price change, a vehicle change, or because the 
dealer re-appraised the trade-in at a lower value.

This is an area that is extremely important for dealer public 
relations. Frequently, dealers will refund deposits to which they 
were otherwise entitled just to avoid unfavorable word-of-mouth 
advertising. If, in your opinion, the deposit is truly reasonable 
and non-refundable, be sure your customer knows this before 
making the payment and signs a purchase agreement that  
says so. 

https://docs.google.com/forms/d/e/1FAIpQLSePztB_YNhUkK7BhXpXUawYeQjFDIgp1TtZ2IkvfSypnB8bVw/viewform
http://www.iada.com/Catalog/Search.aspx?keyword=CPO5
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August New Vehicle Registrations Down 15.1%
Iowans registered 11,612 new vehicles last month, down 15.1% from the 13,677 new vehicles registered in August 2016. So far this 
year, Iowans have registered 91,494 new vehicles, which is down less than 1% from 2016.

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.
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August New Vehicle Registrations

Make August 
2016

August 
2017

Decrease % Change

Ford 2,442 1,881 -561 -22.97%

Chevrolet 2,753 2,511 -242 -8.79%

Chrysler 390 207 -183 -46.92%

Jeep 818 656 -162 -19.8%

Honda 873 725 -148 -16.95%

Buick 333 215 -118 -35.44%

Toyota 1,393 1,279 -114 -8.18%

Nissan 681 569 -112 -16.45%

GMC 593 484 -109 -18.38%

Kia 466 400 -66 -14.16%

Biggest Registrations Decrease
August 2016 – August 2017

Make August 
2016

August 
2017

Increase % Change

Lexus 114 148 34 29.82%

Acura 33 53 20 60.61%

Jaguar 7 21 14 200%

Audi 64 70 6 9.38%

Land 
Rover

12 18 6 50%

Genesis 0 5 5 NA

Hyundai 390 394 4 1.03%

Tesla 2 5 3 150%

Maserati 2 3 1 50%

Mitsubishi 61 62 1 1.64%

Biggest Registrations Increase
August 2016 – August 2017

Source: Reg-Trak Inc.

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

