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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

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

April 19–20, 2018
IADA Board Meeting
West Des Moines

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 

The Anderson Report: What Manufacturers 
Really Think About State Dealer Associations
BY IADA PRESIDENT BRUCE ANDERSON

I was in a meeting last week with a representative of one of the automobile manufacturers’ 
associations. Just like automobile dealers, the manufacturers have their own associations. The 
meeting was scheduled to talk about several specific concerns (like warranty reimbursement 
and non-OEM part disclosure requirements) and she said two things that startled me and that 
I think you should know about. 

The first thing was that she believes her members think they have excellent relationships with 
their dealers and that state dealer associations unnecessarily pursue legislation to outdo one 
another and not because dealers have concerns, complaints, or issues that require legislative 
action.

I always thought I had a pretty good handle on what automobile manufacturers really think of 
automobile dealers. But I was surprised to learn that manufacturers think (or at least claim) 
that their dealers are content with their manufacturer relationships and that state dealer 
associations are just stirring things up at the statehouses to serve their own rather than their 
dealers’ purposes.

I think of Iowa Automobile Dealers Association as 
an extension and component of Iowa’s automobile 
retailers—an example of the whole being greater than 
the sum of the parts where economies of scale and 
common purpose come together for the benefit and 
betterment of the entire dealer body. We do the things 
we do at IADA because our dealer members tell us 
to, or want us to, or need us to. IADA’s success is 
measured by the success of its members. I know first-
hand that the same is true of dealer associations at the 
national, state, and local level.

I just figured that manufacturers thought of dealer 
associations that way too. While I have no expectation 
that it will change any minds, I did ask her why she thinks 
dealers pay dues to belong to voluntary membership 
associations like IADA. One of my colleagues pointed 
out that dealers are more likely to share concerns, 
complaints, and issues with state dealer associations 
than with their franchise manufacturers because they 
want those issues resolved and problems solved.

The other startling thing she said was that the 
manufacturers and their association lobbyists are 
meeting later this month to discuss the upcoming state 
legislative sessions. Read that last sentence again and 
let it sink in. Read it one more time and think about 
whether you need to be at the IADA Town Meetings 
that begin next week. If you have already RSVP’d, I’m 
looking forward to seeing you there. If you haven’t, 
take a look at the schedule and let me know which one 
fits your schedule best.
Bruce Anderson may be reached at banderson@iada.com or 
515.440.7630.

2017 Town Meetings 
Ames
Oct. 18, 8–10 a.m.

Cedar Rapids
Oct. 11, 8–10 a.m.

Coralville
Oct. 11, 12–2 p.m.

Council Bluffs
Oct. 19, 12:30–2:30 p.m.

Davenport
Oct. 10, 12:30–2:30 p.m.

Decorah
Oct. 9, 3–5 p.m.

Dubuque
Oct. 10, 8–10 a.m.

Mason City
Oct. 9, 11 a.m. – 1 p.m.

Sioux City
Oct. 19, 8–10 a.m.

Storm Lake
Oct. 18, 1–3 p.m.

West Des Moines
Oct. 17, 11:30 a.m. – 1:30 p.m.
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Big Barn Harley-Davidson 
Receives Award
Big Barn Harley-Davidson (Des Moines) received 
an award from the Iron Warriors Motorcycle Club 
for compassion and outstanding service after the 
dealership repaired the motorcycle that belonged to 
fallen Des Moines Police Sergeant Anthony Beminio 
for free.

Bowling Motors Named a Top 
50 RV Dealer
Bowling Motors & RV Sales Inc. (Ottumwa) was 
named a 2017 Top 50 RV Dealer by RVBusiness. 
The dealership will be recognized during the RVDA 
International Convention in Las Vegas on November 8.

IADA Members Win Daily 
Nonpareil 2017 Reader’s 
Choice Awards
Four IADA members won 2017 Reader’s Choice 
Awards from The Daily Nonpareil.

Edwards Auto Group
• Favorite auto repair (1st) 

• Favorite brake service (tied for 2nd) 

• Favorite exhaust/muffler shop (3rd) 

• Favorite auto dealer (1st)

• Favorite used auto dealer (1st)

• Favorite auto salesman - Todd Edwards (1st), 
Dick Spencer (3rd)

• Favorite RV dealer (3rd)

McMullen Ford
• Favorite auto dealer (2nd)

• Favorite used auto dealer (2nd)

• Favorite auto salesman - Dan McMullen (2nd)

Woodhouse 
• Favorite auto dealer (3rd)

• Favorite used auto dealer (3rd)

Camping World
• Favorite RV dealer (2nd)

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

Dealer NewsRegulatory Refresh: Negative Equity
Iowa law specifically permits negative equity to be financed by dealers 
and by captives as well as by banks and credit unions. Federal banking 
regulations require negative equity to be disclosed in the itemization 
section of the retail installment contract.

You may not increase the selling price of a vehicle to cover the 
negative equity. This is especially important now since as many as 30% 
of buyers are upside down in their trades.

IADA recommends disclosing the customer’s negative equity position on 
the face of the Retail Installment Contract. List the negative equity amount 
in the "Amounts paid to others on your behalf" on the blank lines 4h, 4i, 4j 
or 4k on the IADA Form RIC12. For example:

4(i)      To: ABC Finance 
For: Remaining trade-in debt $2,000

Non-Netting Method
The disclosure method described in the following examples is called the 
non-netting method. Using this method, the total amount of the down 
payment and the negative equity amount are disclosed. IADA recommends 
this procedure because the paperwork shows exactly what happened, this 
method has been approved by the federal regulators.

Example
If there is a cash payment of less than the negative equity amount (we’ll 
say its $1,500), disclose as follows: 

Net Trade-In Allowance or Remaining Trade-In Debt ($2,000)
Cash Down Payment (Line 2a) $1,500
Net Trade-In Allowance (Line 2b) --
Total Down Payment $1,500 
(Line 4h, i or j) To: ABC Finance
For: Remaining trade-in debt $2,000 
TRADE-IN Year, Make & Model Gross Allowance Amount Owing Net 
Trade-In Allowance or Remaining Trade-In Debt ($2,000)

Example
If there is a cash payment of exactly the negative equity amount, disclose 
as follows: 

Net Trade-In Allowance or Remaining Trade-In Debt ($2,000)
Cash Down Payment (Line 2a) $2,000
Net Trade-In Allowance (Line 2b) --
Total Down Payment $2,000 
(Line 4h, i or j) To: ABC Finance
For: Remaining trade-in debt $2,000

Example
If there is a cash payment of more than the negative equity amount, 
disclose as follows: 

Net Trade-In Allowance or Remaining Trade-In Debt ($2,000)
Cash Down Payment (Line 2a) $3,000
Net Trade-In Allowance (Line 2b) --
Total Down Payment $3,000 
(Line 4h, i or j) To: ABC Finance
For: Remaining trade-in debt $2,000 
TRADE-IN Year, Make & Model Gross Allowance Amount Owing Net 
Trade-In Allowance or Remaining Trade-In Debt ($2,000)

Note: The Total Sale Price (the last Truth-in-Lending box on the RIC) is the 
sum of the cash price; other financed charges listed in (4) of the itemization 
(includes the negative equity amount) and the Finance Charge.

https://www.facebook.com/BigBarnHD/posts/10159447315820311
https://www.facebook.com/BowlingRVs/photos/pcb.10156571419612195/10156571419562195/?type=3&theater 
http://www.nonpareilonline.com/special_sections/page/page_3eb80fed-3578-5472-9440-0df734a223b0.html
http://www.nonpareilonline.com/special_sections/page/page_3eb80fed-3578-5472-9440-0df734a223b0.html
mailto:bbungert%40iada.com?subject=
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NADA CHAIRMAN’S COLUMN

The Equifax Data Breach: 
What Dealers Should Know
BY NADA CHAIRMAN MARK SCARPELLI

Equifax is one of three nationwide 
credit-reporting agencies that 
track and rate the financial history 
of consumers. Equifax recently 
announced a major breach of the 
data it stores and news coverage of 
the breach has been widespread. 
Equifax has stated that information 
from as many as 143 million 
people in the United States was 
compromised. Given the number 
of people affected and the sensitive 
type of information exposed, dealers 
should understand the basics of the 
breach and what it means for their 
customers. In particular, dealership 
employees should recognize they 
are likely to: (a) get questions 
from customers about the breach, 
and (b) see a potential increase 
in “credit freezes” and fraud alerts 
on credit applicants’ credit reports. 
As a result, dealership personnel 
should review the FTC guidance 
below and understand what they 
may encounter, what they should 
look for, and what steps they should 
take when facing a fraud alert or 
“frozen” credit report.

If dealership personnel do get 
questions, it is important to first 
explain that the reported breach 
occurred at Equifax, and does not 
involve the dealership, data stored 
at the dealership, or dealership 
processes.  Dealership personnel 
can also point consumers to the 
FTC’s consumer guidance “The 
Equifax Data Breach: What to 
Do?” That guidance: (a) provides 
a link to the Equifax website where 
consumers can determine if their 
information is at risk and how to 
sign up for the free credit monitoring 
service provided by Equifax, and 
(b) provides general information 
about steps consumers can take to 
protect their credit, including how 
to place a fraud alert, or a credit 

“freeze” on their account.

What if dealership personnel do 
see a fraud alert or encounter 
a “frozen” credit report? First, 
dealership personnel should 
review the FTC document entitled 
“Fraud alerts vs. credit freezes: 
FTC FAQs” that provides further 
information about fraud alerts and 
credit freezes. There, the FTC 
explains that if a customer’s credit 
is “frozen” then that customer’s 
credit report generally cannot be 
viewed until the customer takes 
steps to “unfreeze” their credit. 
They will be assigned a PIN they 
must use (and may forget), and it 
may include a fee that the customer 
must pay (both to place, and to 
temporarily “lift” the freeze), and 
may also include a lead time that 
could affect a financing transaction. 
If there is a fraud alert on the credit 
report, then the dealership must 
take certain additional steps to 
verify the identity of the applicant 
before the credit process can be 
finalized. Generally, that involves 
calling a phone number that the 
consumer provided at the time they 
placed the fraud alert and speaking 
with the consumer. 

Dealers and their employees 
should also be aware that there are 
already scammers trying to take 
further advantage of the Equifax 
breach by calling consumers and 
trying to obtain personal information 
through false pretenses. See the 
FTC warning for more. 

Lastly, this is a good reminder 
for dealers to revisit their Red 
Flags program to ensure that they 
are taking the required steps to 
detect and prevent scammers 
from opening a line of credit using 
someone else’s information.

Mark Scarpelli is 2017 NADA chairman and president of Raymond Chevrolet and Raymond 
Kia in Antioch, Illinois, and co-owner of Ray Chevrolet and Ray Chrysler-Jeep-Dodge-Ram 
in Fox Lake, Illinois.

Revised Fuel Economy 
Advertising Guide 
Effective Oct. 19
The FTC recently announced changes to its “Guide 
Concerning Fuel Economy Advertising for New 
Automobiles.”

“The revised Guide states that it is deceptive to 
misrepresent, directly or by implication, the fuel 
economy or driving range of an automobile and makes 
suggestions as to how to advertise fuel economy 
information without being deceptive,” according to 
NADA.

Watch for NADA to issue an updated version of 
the Driven guide on fuel economy advertising that 
addresses these changes.

Check Great Iowa Treasure 
Hunt for Unclaimed Property
The Great Iowa Treasure Hunt, a website operated 
by the state treasurer’s office, has a database of 
unclaimed intangible property for both individuals and 
businesses. Unclaimed property can include checking 
and savings accounts, over payments, insurance 
checks, and more. 

Several Iowa dealerships are listed in the database. 
If your dealership is listed, you can begin the claim 
process online to have your property returned to you.

Town Meetings Start Next Week
The first of 11 IADA Town Meetings will be held next 
week. The meetings will kick off October 9 in Mason 
City and conclude October 19 in Council Bluffs.

If your schedule has changed and you are now 
able to join us for a meeting, contact Mary Cason at 
515.440.7625 or mcason@iada.com.

FTC Releases Used Car 
Rule FAQ for Dealers
An FAQ answering dealers’ questions about the 
changes to the Used Car Rule that were announced in 
2016 has been released by the FTC.

IADA recommends every dealership takes the time to 
make sure they are complying with the revisions to the 
rule and have implemented or made plans to begin 
using the new Used Car Buyers Guide. All dealerships 
must be using the revised buyers guides by January 
28, 2018 or face significant penalties that could cost 
dealerships more than $40,000 per violation.

Contact IADA President Bruce Anderson with 
questions.

https://www.consumer.ftc.gov/blog/2017/09/equifax-data-breach-what-do
https://www.consumer.ftc.gov/blog/2017/09/equifax-data-breach-what-do
https://www.consumer.ftc.gov/blog/2017/09/equifax-data-breach-what-do
https://www.ftc.gov/news-events/blogs/business-blog/2017/09/fraud-alerts-vs-credit-freezes-ftc-faqs
https://www.ftc.gov/news-events/blogs/business-blog/2017/09/fraud-alerts-vs-credit-freezes-ftc-faqs
https://www.consumer.ftc.gov/blog/2017/09/equifax-isnt-calling
https://www.consumer.ftc.gov/blog/2017/09/equifax-isnt-calling
https://greatiowatreasurehunt.gov/
https://docs.google.com/forms/d/e/1FAIpQLSePztB_YNhUkK7BhXpXUawYeQjFDIgp1TtZ2IkvfSypnB8bVw/viewform
mailto:mcason%40iada.com?subject=
https://www.ftc.gov/tips-advice/business-center/guidance/answering-dealers-questions-about-revised-used-car-rule
mailto:banderson%40iada.com?subject=
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