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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

March 22–25, 2018
NADA Show
Las Vegas

April 19–20, 2018
IADA Board Meeting
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The Three Most Expensive Mistakes 
Your Dealership Could Make
Mistakes happen—but these mistakes could 
be catastrophic for your dealership.

Used Car Buyers Guide Compliance
The Federal Trade Commission’s Used Car 
Buyers Guide changed last January for the 
first time since 1985. With fines in excess of 
$40,000 per violation (every used vehicle is 
a potential violation), possible unintended 
dealer responsibility for future warranty 
repairs relating to vehicles with improper or 
missing guides, and potential liability under 
the Iowa Consumer Protection Act for failure 
to disclose material facts, the store is quite 
literally in play if Used Car Buyers Guides are 
handled improperly. 

The new revised form went into effect on 
January 27, 2017 but the regulation permits 
dealers to use “existing stock” of the old form 
for up to a year. That means that January 
27, 2018 is a hard and fast deadline after 
which the old form cannot legally be used. 
Compliance audits and enforcement actions 
should be expected beginning on that date.

Contact IADA Printing & Promotions with 
questions about the new required form, which 
is available in several styles and display 
options, including custom printing.

Service Loaner Registration
Iowa Department of Revenue and Finance 
dealership audits continue with particular 
focus on improperly claimed “automobile 
rental tax” and “held for resale” exemptions. 
Many dealers use the cumbersome and 
dangerous “purchased for rental” exemption 
(UT05) which requires that the vehicle be held 
in the rental fleet for 120 days from registration 
and actually be rented and automobile rental 
tax (5% plus your jurisdiction’s sales tax 
rate of 6% or 7%) collected and remitted in 
order to qualify for and keep the exemption. 
Vehicles that are primarily used as service 
loaners are eligible for the “purchased for 
resale” exemption (UT04) and may use either 
county plates without payment of the 5% fee 
on new registration or be used with dealer 
plates if the service customer knows and 

acknowledges that the vehicle is subject to 
sale and may be reclaimed at any time.

Overtime
The federal Fair Labor Standards Act contains 
a provision generally providing dealers 
overtime exemptions for “salesmen, partsmen 
and mechanics” who are primarily engaged 
in selling or servicing automobiles, trucks 
and/or farm implements (provided that they 
do not meet the definition of “manufacturer”) 
and are primarily engaged in the business 
of selling such automobiles, trucks, or farm 
implements. Three important items to note 
regarding this narrow exemption: 

1. Service department personnel who 
are not primarily mechanics, such as 
lube technicians and detailers, are not 
covered by this exemption and are 
generally entitled to overtime for actual 
hours worked in excess of 40. 

2. Only automobile, truck, and farm 
implement dealers are covered by this 
law. Motorcycle dealers are not included; 
however, they may have employees 
covered by other exemptions from 
the payment of overtime such as the 
commissioned employee exemption 
which have other eligibility requirements.

3. Payment of minimum wage is required for 
every position regardless of whether it is 
eligible for an exemption from overtime. 

Federal law provides overtime exemptions 
for a variety of other positions, and their 
provisions are highly technical and subject 
to easy misinterpretation and misapplication 
resulting in significant potential liability for 
back wages. Dealers should analyze every 
position on their payroll to determine which 
are eligible for an overtime exemption and 
carefully comply with the provisions of the Fair 
Labors Standards Act governing overtime. 
The National Automobile Dealers Association 
has published a Driven Management Series 
guide entitled Federal Wage and Hour, Child 
Labor, and Wage Discrimination Compliance 
which is available at NADA.org.
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Des Moines Register 
Announces 2017 Metro’s Best
IADA members were named winners of the Des Moines 
Register’s Metro’s Best awards for 2017.

In the New Car Dealer category, Karl Chevrolet 
(Ankeny) took first place, Bob Brown Chevrolet 
(Urbandale) took second, and Hummel’s Nissan 
(Urbandale) took third.

In the Used Car Dealer category, Willis Auto Campus 
(Clive) took first place and Karl Chevrolet took second.

Pete Harkness Chevrolet Buick 
Closing November 30
Pete Harkness Chevrolet Buick (Centerville) will 
close on November 30.

Lichtsinn RV Receives Clean 
Auto Alliance Award
Lichtsinn RV (Forest City) recently received the 
Environment & Safety Elite Award from the Clean Auto 
Alliance.

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

Dealer News

Stay connected  
with IADA!

Deadline Approaching for 
Used Car Buyers Guides
Dealerships have until January 27, 2018 to begin using the revised Used 
Car Buyers Guide. Any dealership that isn’t in compliance by that deadline 
could be facing fines of $40,654 per violation.

Potential mistakes dealers may make regarding the Used Car Buyers 
Guide include:

• Warranties. Dealers only need to detail the systems covered and 
length of coverage of any warranty if it is a “dealer warranty” or non-
manufacturer warranty where the dealer is obligated to perform the 
work. Dealerships should check the spot on the form that says “Third-
Party Warranty” if someone else is responsible for the coverage.

• Modifications. Modifying or embellishing the Used Car Buyers Guide 
is not permitted. According to the FTC’s Dealer’s Guide to the Used 
Car Rule, dealers “are not allowed to place any other wording or 
symbols (including logos) on the Buyers Guide.”

• Resizing. The posted Used Car Buyers Guide must be at least 11" high 
by 7¼" wide. The guide may not be reduced, but may be temporarily 
removed during a test drive as long as it is returned to its position as 
soon as the test drive is over.

• Display. Some vehicles will require both a Used Car Buyers Guide 
and a Monroney sticker. All used vehicles must display a Used Car 
Buyers Guide. The regulation defines a used vehicle as any “motorized 
vehicle, other than a motorcycle, with a gross vehicle weight rating 
(GVWR) of less than 8,500 pounds, a curb weight of less than 6,000 
pounds, and frontal weight of less than 46 square feet” which has 
been “driven more than the limited use necessary in moving or road 
testing a new vehicle prior to delivery to a consumer...”

For additional information, read the FTC’s FAQ answering dealers’ 
questions. IADA also has resources to help your dealership comply with 
the revised rule. IADA Printing & Promotions offers compliant forms and 
can assist with questions. They can be reached at promoprint@iada.com 
or 800.869.1966. IADA President Bruce Anderson may also be contacted 
with any questions at banderson@iada.com or 515.440.7630.

Renew Your Dealer Bond
Iowa dealers must renew their dealer bonds before the 
end of the year or risk losing their dealer license. This 
is the second year dealers must secure a bond valued 
at $75,000.

Dealerships in IADA’s dealer bond program should 
have received an invoice for their 2018 bond in October. 
Contact bonds@iada.com with questions about the 
status of your bond or your invoice.

Dealership Managers Must Know 
the Law on Harassment
Workplace sexual harassment and other bad behavior, especially in 
Washington, D.C. and Hollywood, have been the subject of constant 
news coverage lately. The federal Civil Rights Act of 1964 prohibits 
employment discrimination because of race, sex, religion, and national 
origin. Employment discrimination based on certain age and disability 
classifications are prohibited under other federal laws. The Iowa Civil 
Rights Act prohibits employment discrimination based on all of the 
same factors as federal law in addition to sexual orientation and gender 
identity. Many Iowa cities and towns have civil rights and/or human rights 
ordinances which provide similar protections. Harassment is a form of 
prohibited discrimination under all three sets of laws. 

The Iowa Civil Rights Commission has published a Harassment in the 
Workplace Fact Sheet that is required reading for all dealers and all key 
employees in management positions.
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NADA CHAIRMAN

Introducing the 2018 NADA Show
BY NADA CHAIRMAN MARK SCARPELLI

The upcoming NADA Show, March 22–25 in Las Vegas, is an 
experience you can’t get anywhere else.

NADA’s is the only four-day event that houses a sold-out expo 
with more than 500 exhibitors showcasing the latest products 
and services just for dealers. When you’re not shopping the latest 
and greatest, you’ll have every opportunity to learn about our 
ever-evolving business with our revved-up digital programs and 
a show-wide focus on today’s—and tomorrow’s—technology. 
The enrichment continues with more than 100 educational 
workshop sessions and dynamic lifestyle programs. And our 
exclusive dealer-franchise meetings are your chance to meet 
with your OEMs’ top executives and plan for the future.

Most of all, allow me the opportunity to thank all of you in person 
for this amazing year in which I’ve been honored to serve you as 
NADA Chairman. I’ve been humbled to visit many of your states 
and metro areas while meeting thousands of fellow dealers and 
employees. I look forward to seeing you at the Friday general 
session, where we’ll welcome Nick Saban, the five-time national 
championship head football coach at the University of Alabama. 
On Saturday, I will pass the torch to 2018 Chairman Wes Lutz 
and we will introduce CEO of Waymo, John Krafcik. Our Sunday 
inspirational session will feature Robert O’Neill, former SEAL 
Team Six leader and New York Times best-selling author.  

If you haven’t booked your trip yet, I urge you to do it immediately. 
Rooms at the most popular premiere hotels are filling up quickly 

and six hotels are already 
sold out. 

The U.S. auto industry-
made up of 16,500-plus 
dealers, manufacturers, 
customers and allies-is 
strong. And your presence 
at our NADA Show says 
we are Vegas strong. Just 
like in any challenging 
time in our history, the 
U.S. auto industry must 
band together and move 
forward with resilience. 
We didn’t survive 100 
years without our 
members’ support. If you 
are an invested, engaged, 
and passionate member of our industry, support it! And celebrate 
it with us in Las Vegas.

This is your celebration, your show, and I will proudly be there. 
On behalf of everyone at NADA, we’ll see you at the 2018 NADA 
Show!

Scarpelli is 2017 NADA chairman and a multi-franchise dealer 
near Chicago.

The Anderson Report: Printing & Promotions Funds IADA Programs
BY IADA PRESIDENT BRUCE ANDERSON

When you hired me 12 years ago to come 
work at IADA you weren’t looking for a 
salesman. And you did not get one. So 
don’t worry too much—I am not trying 
to sell you anything here. Although I am 
about to get a little more “pitchy” than I 
usually do on a topic that I don’t talk about 
nearly enough. 

I was first hired at IADA as general counsel 
and my responsibilities included corporate 
governance, legislative lobbying, forms 
development and compliance, and staffing 
the regulatory hotline—legal stuff but not 
sales. Five years into that job, you put me 
in charge of the organization and added 
staff leadership, policy implementation, 
and financial stewardship to the mix. But 
sales was still not part of the job duties. 

Make no mistake about it though. IADA and 
its subsidiary IADA Printing & Promotions 
engages in sales. We do it every day 
and have some of the most talented, 
motivated and helpful sales professionals 
you will ever meet tasked with the sales 

responsibility. If you don’t know Mary 
Beth Clark, Briann German, Holly James, 
Jesse Reiter, and Jessi White, who make 
up the IADA Printing & Promotions portion 
of the IADA team, you are not getting the 
full benefit of your IADA membership.

I realize of course that sales and sales 
skills are no small part of the success of 
any organization or person for that matter. 
Yes I know that we are all always selling 
—whether it’s selling cars and trucks, 
services, concepts or ourselves. It’s not 
my job to sell you a single or particular 
thing that is available from IADA Printing 
& Promotions. But I spend so much time 
talking about regulatory compliance and 
industry best practices that I want to be 
sure that you know about not only the 
product lines we offer but also how it fits 
into the structure and operation of your 
state association. 

IADA Printing & Promotions is not just 
Iowa’s lowest-cost provider of dealer forms 
(including custom-printed and electronic 

versions), promotional items, logo apparel, 
business cards and dealer supplies, but 
it also helps fund IADA’s government 
relations, legislative advocacy, regulatory 
compliance guidance and other services 
that directly benefit your dealership.

It really is just that simple. And if it sounds 
like I’m selling, so be it. The business 
model developed by nearly a century of 
auto dealers’ leadership is to provide 
IADA’s members the best products, at the 
best price with the best service and to use 
the proceeds to fulfill the association’s 
mission—which is to enhance the value 
and profitability of your business. IADA 
and IADA Printing & Promotions are not 
just another vendor in the market. Through 
your membership, you own the place. 
Our prices, products and commitment to 
service prove it. 
IADA President Bruce Anderson may be reached at 
banderson@iada.com or 515.440.7630.
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