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The Anderson Report: It’s Nomination Time
BY IADA PRESIDENT BRUCE ANDERSON

The official forms are about to be sent to IADA members asking for nominations for the board 
of directors election that is happening in March. After that the next step is for the nominating 
committee, which consists of the four dealers who are officers of IADA and the four most 
recent past chairmen, to meet by conference call and select the nominees to appear on the 
March ballot. 

I get to “staff” that call—which means that I take roll and record the minutes and answer any 
technical or legal questions that come up, but I don’t get to vote and I make it a point not to 
participate in the discussion unless I’m asked. Every single year I seem to get asked the same 
question: Who has expressed an interest in serving on the board? That question is usually 
prefaced by the observation that since I’m talking with auto dealers every day that I’m likely to 
know who is interested.

It’s true. I do talk with a lot of you in the course of the 
year, and I probably know more Iowa auto dealers and 
their key employees than even most dealers do. But 
board service is a topic that rarely comes up in our 
conversations. My hunch is that what’s behind that 
may be a combination of my reluctance to ever have 
it appear that I’m trying to cherry-pick board members 
and dealers’ assumption that serving on the board 
is something that you are recruited for rather than 
volunteer for. 

I’m also concerned that there are likely some dealers 
out there who would make excellent board directors 
but who are reluctant to serve because of the perceived time commitment and time away from 
the dealership that would be required. While this may be a simplification, the IADA board is 
structured to require its members to perform three core functions three times a year. That’s 
it—a grand total of three one-day meetings (okay, okay, there’s always a dinner the night 
before but we’re always done by early afternoon, so you can get back from Des Moines in 
time for dinner). 

The three core functions are financial and program oversight (budgeting happens at the April 
meeting and review of the annual audit at the August meeting), strategic plan establishment, 
policies and priorities (that is usually the emphasis of the November meeting where the 
legislative agenda is set), and assessing and evaluating how the staff is doing at implementing 
those plans, policies, and priorities. 

It is important work and it is vital to the success of the association, but it’s really not heavy 
lifting. I know that many non-profit organizations expect their volunteer board members to 
do significant work, including fundraising, member recruitment, and even some financial and 
communications functions. I’ve served on a few of those boards myself and can understand 
why someone would be reluctant to. That’s not what is expected of IADA board service—we 
are looking for vision and leadership. And I can tell from the successful businesses you have 
built that our membership is teaming with that. 

So here’s my point: when you get that nomination ballot in the mail later this month, please 
write a name on it (maybe even your own) and send it right back in. Or better yet—send me an 
email (banderson@iada.com) or give me a call or shoot me a text (515.401.7346) so I’ll have 
your name and know you’re willing to share your vision and leadership when the nominating 
committee asks me who has expressed an interest in serving on the IADA board.
Bruce Anderson may be reached at banderson@iada.com, 515.440.7630 (office), or 515.401.7346 (cell).

The core functions of the 
IADA board of directors:
1. Financial and program 

oversight
2. Establish strategic plan
3. Assess and evaluate 

staff implementation of 
strategic plan

mailto:banderson%40iada.com?subject=
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West Delaware High School students Sam Ruba and Caleb 
Zehr show off their prizes after winning first place in the DMACC 
Automotive Skills Contest.

DMACC Automotive Skills 
Contest Winners Announced
West Delaware High School students won the DMACC 
Automotive Skills Contest for the second time in three 
years. Students Sam Ruba and Caleb Zehr had the 
highest combined score on the written and hands-on 
phases of the competition, which is co-sponsored by 
IADA and the Iowa Automobile Dealers Foundation for 
Education. As part of their prize package, the duo will 
travel with their instructor, Jason Guyer, to compete 
in the National Automotive Technology Competition in 
New York later this year. 

Eight teams from schools around the state advanced 
to the hands-on portion of the competition. 

1. West Delaware High School 
Sam Ruba, Caleb Zehr  
Instructor Jason Guyer

2. Ar-We-Va 
Matthew Aschinger, Austin Blackman 
Instructor Eric Wollesen

3. Ankeny DMACC Career Academy 
Ross Wickemeyer, Michael Dwarika 
Instructor Mike Sander

4. Le Mars Community School District 
Tyson Weiler, Abraham Cerda 
Instructor Paul Fischer

5. Boone High School 
Brodi Brock, Kolby Moeller 
Instructor Leland Staton

6. Ballard High School 
Broc Bohning, Brant Spaid 
Instructor Leland Staton

7. Algona High School 
Patrick Thies, Zac Norland 
Instructor Timothy Ricklefs

8. Mount Pleasant High School 
Nancy Aicher, Tyler Stark 
Instructor Jerry Crouch

Tax Reform Provisions Impact Dealers
When President Trump signed the tax reform legislation into law at the 
end of 2017 it marked the culmination of a massive effort by legislators 
and advocacy groups, including IADA and NADA, to reform and preserve 
important parts of the tax code.

Important Provisions Preserved
Thank you to all of the dealers who spoke with members of Congress 
about the importance of preserving floor plan deductibility, advertising 
deductibility, and LIFO, and who helped to defeat the idea of a border 
adjustment tax (BAT) that was discussed earlier in 2017.

Estate Tax Reforms
Estate tax reform has long been a priority for NADA and dealers meeting 
with Iowa’s congressional delegation. The new law doubles the estate, 
gift, and generation-skipping transfer tax exemptions to $11.2 million per 
individual and $22.4 million per couple. It is important to note, however, 
that it will take an act of Congress to extend these provisions beyond 
December 31, 2025.

Dealerships Must Begin Using Revised 
Used Car Buyers Guides by January 27
Non-compliance can result in significant fines
Dealerships have until January 27 to begin using the revised Used Car 
Buyers Guide or face the potential for fines of $40,654 per violation if they 
are not compliant by that deadline.

IADA strongly advises dealerships begin using the revised buyers guides 
as soon as possible and that they take a close look at how the guides are 
being used to make sure it follows the law. Potential mistakes dealers may 
make 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 size may be increased but not reduced, and 
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 area 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...”

IADA Printing & Promotions offers compliant forms and can assist with any 
questions. They can be reached at promoprint@iada.com or 800.869.1966. 
IADA President Bruce Anderson may also be contacted with questions at 
banderson@iada.com or 515.440.7630. 

https://www.ftc.gov/tips-advice/business-center/guidance/dealers-guide-used-car-rule
https://www.ftc.gov/tips-advice/business-center/guidance/dealers-guide-used-car-rule
mailto:promoprint%40iada.com?subject=
mailto:banderson%40iada.com?subject=
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See How Your Dealership Compares
The annual NADA Dealership Workforce Study is the only way to see 
how your dealership compares to others both regionally and nationally. 
Registration for the 2018 study is now open and IADA encourages all 
members to participate in this highly informative study.

Study participants will receive a complimentary custom report showing 
how their dealership compares both nationally and in Iowa, as well as 
a complimentary trends report analyzing workforce data nationally and 
regionally.

The 2018 Dealership Workforce Study will close on April 30, 2018. Learn 
more at NADAWorkforceStudy.com.

Iowa Auto Dealer Seeking Dealership 
Pets, Career Fair Participants
If you or someone at your dealership is willing to be interviewed on the 
following topics, please reach out to Brittany Bungert.

Career Fairs. Does your dealership participate in high school or college 
career fairs? We want to hear from you!

Dealership Pets. Does a four-legged friend wander around your 
dealership? We’re looking for photos and stories about the cats, dogs, 
and other animals that are at the dealership on a regular basis.

Regulatory Refresh: Send Out 
Privacy Notices
A privacy notice must be mailed to current non-business charge account 
holders once a year. If you don't have it marked on your calendar to do so, 
send the privacy notices out now. For more information about the Federal 
Consumer Privacy Act, read the IADA Legal Library article “Federal 
Consumer Privacy Act (Gramm-Leach-Blilely).”

IADA Printing & Promotions offers products to fulfill all of your privacy 
notice needs. To order any forms email promoprint@iada.com or call 
800.869.1966.

Notes from the Statehouse: 
2018 Legislative Session Begins
The 2018 legislative session began on Monday, January 8, with Governor 
Reynolds delivering her first condition of the state address on Tuesday 
morning.

As in previous years, dealers will be represented at the state capitol every 
day the legislature is in session. IADA Legislative Counsel Brad Epperly 
of Nyemaster Goode will return for a second year as IADA’s lead lobbyist. 
He will work to advance the legislative agenda established by the board of 
directors during its winter 2017 meeting. 

Key dates this session include:

• February 16: The first funnel by when  Senate bills must be out of 
Senate committees and House bills out of House committees

• March 16: The second funnel by when Senate bills must be out of 
House committees and House bills out of Senate committees

• April 17: The 100th day of the session, when legislators’ per diem ends

Dealer Deadlines
Consumer Credit Code 
Notification Form
Every dealer arranging auto lending must file a 
notification and pay a $10 fee to the Iowa Attorney 
General by January 31. All dealers who sign retail 
installment contracts must file. You can find dealer-
specific instructions on how to fill out the form in our 
online Legal Library. The attorney general's office also 
has a helpful FAQ as well as filing information on its 
website.

Form 8300
The IRS requires that customers who are identified on 
cash reporting Form 8300 during 2017 be notified in 
writing by January 31, 2018. As a reminder, Form 8300 
is required to be reported on any consumer transaction 
in which your dealership receives more than $10,000 
cash. The notice must state your dealership name and 
address, the amount you reported on the form, and  
a statement that the information has been reported to 
the IRS.

There is a tricky trap in the IRS cash reporting rule that is 
easy to miss. The general rule is that when a customer 
uses more than $10,000 in cash in a transaction or 
related transactions, the recipient must report the 
receipt(s) on Form 8300. The trick is knowing when 
transactions are "related." There are two sections to 
the definition of "related transaction:"

1. Two or more transactions between a payer and 
a recipient totaling more than $10,000 in a 24-
hour period. That is a hard and fast rule that has 
nothing to do with calendar days or business days 
or banking days. It means that if you accept two or 
more cash payments totaling more than $10,000 
within a 24 hour/1,440 minute/86,400 second time 
period, you must comply with the IRS Form 8300 
reporting requirements. That means if a customer 
hands you 9,999 one dollar bills to purchase a car 
and then comes back 23 and a half hours later and 
sticks six quarters in your Coke machine, you have 
reportable related transactions.

2. Transactions are also related even when they are 
more than 24 hours between the cash payments, 
if the business knows, or has reason to know, that 
each is a series of connected transactions. An 
example of such a situation would be a customer 
who pays $9,000 cash for a used truck and at the 
same time orders running boards and a bed liner 
which she contractually agrees to pay for "when 
installed" and then pays more than $1,000 for 
those items when delivered.

For additional information, consult the IRS Form 8300 
Reference Guide or the IADA Legal Library. Contact 
IADA President Bruce Anderson with any questions.

https://www.nadaworkforcestudy.com/default.aspx
https://www.nadaworkforcestudy.com/default.aspx
mailto:bbungert%40iada.com?subject=
http://iada.com/MembersOnly/LegalLibraryView.aspx?pid=a3b115b4-1a19-4c1a-bf5e-d3ab469cf558
http://iada.com/MembersOnly/LegalLibraryView.aspx?pid=a3b115b4-1a19-4c1a-bf5e-d3ab469cf558
http://www.iada.com/Catalog/Search.aspx?keyword=privacy
http://www.iada.com/Catalog/Search.aspx?keyword=privacy
mailto:promoprint%40iada.com?subject=
http://iada.com/MembersOnly/ActionUpdateView.aspx?pid=ff5729a5-9bf5-4052-af4a-89482febf55f
http://iada.com/MembersOnly/ActionUpdateView.aspx?pid=ff5729a5-9bf5-4052-af4a-89482febf55f
https://www.iowaattorneygeneral.gov/for-businesses/creditorsassignee-notification/
https://www.iowaattorneygeneral.gov/for-businesses/creditorsassignee-notification/
http://www.iada.com/MembersOnly/LegalLibraryView.aspx?pid=9047b3f2-8227-42fb-a692-82b006ed71f2
http://www.iada.com/MembersOnly/LegalLibraryView.aspx?pid=9047b3f2-8227-42fb-a692-82b006ed71f2
http://www.iada.com/MembersOnly/LegalLibraryView.aspx?pid=9047b3f2-8227-42fb-a692-82b006ed71f2
https://www.iowaattorneygeneral.gov/for-businesses/iowa-consumer-credit-code-informal-advisory-opinions/faq-creditors-assignees/
https://www.iowaattorneygeneral.gov/for-businesses/creditorsassignee-notification/
https://www.irs.gov/businesses/small-businesses-self-employed/irs-form-8300-reference-guide
https://www.irs.gov/businesses/small-businesses-self-employed/irs-form-8300-reference-guide
http://iada.com/MembersOnly/LegalLibraryView.aspx?pid=329fb54e-b0f1-47d8-b6ad-9105b43ddbb7
mailto:banderson%40iada.com?subject=
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2018’s Top 20 Legal Trends for Automobile Dealers
BY ERIC L. CHASE

1. Franchisor Sales Performance 
Standards and Pressures on Dealers: 
The Time Has Come to End the Way 
Manufacturers Unfairly, Unlawfully, 
and Inaccurately Measure and Police 
Dealer Performance. A “Modest 
Proposal” for a Better Way.

2. Autonomous Cars: A Threat to 
Dealer Survival or a Major Growth 
Opportunity? Changing America’s 
Motor Vehicle Landscape and the 
New Laws Needed to Govern It.

3. One Year Later: The Impact on Dealers 
of the Changes in Government and 
the Push-Back Against Regulatory 
Growth; Trump’s Legal Problems; 
Stay Tuned for the 2018 Election 
Cycle.

4. Retailing by Non-Dealers: Tesla 
Impact; EV and Factory Sales; Is 

the Door Opening for Online and 
Department Store Sales?

5. After the GM Ignition, Takata, VW 
Emissions and Many Other Scandals, 
Are Brand Integrity and Brand 
Reputation Recovering? Not So Fast.

6. Taxes and the Positive Impact on 
Dealers of a Federal Tax Overhaul.

7. Franchisor Programs: Incentives, 
Two-Tiered Pricing, Stair-Steps, 
and More: “We Are Not the Dealers’ 
Enemy.”

8. State Franchise Laws.

9. Privacy and Identity Theft; Cyber 
Security.

10. Recalls.

11. Alternate Dispute Resolution.

12. Workforce Issues and  
  Unionizations; NLRB 
  Developments.

13. Environmental Issues.

14. Involuntary Termination.

15. Rights of First Refusal and Buy-Sell  
  Activity.

16. Consumerism.

17. Encroachment and Franchise  
  Modification.

18. Natural Disasters, Terrorism, and  
  Unrest.

19. Warranty Reimbursement.

20. Factory Audits.

Read Eric Chase’s in-depth analysis of 
each of these 20 trends.

Tax Reform Bill Is Opportunity and Success for Dealers
BY NADA CHAIRMAN MARK SCARPELLI

The nation’s auto dealers should have a happy holiday season 
thanks to NADA’s and my fellow dealers’ efforts to ensure that 
our priorities were accounted for in comprehensive tax reform 
legislation. On December 2, the Senate passed the “Tax Cuts 
and Jobs Act” (HR 1), which included an NADA-supported 
amendment to preserve 100% deductibility of floor plan loan 
interest. Thanks to a concerted effort by dealers all over the 
country, this critical provision was included in the legislation.

Preserving floor plan deductibility was one of NADA’s top priorities 
for tax reform. In the original Senate bill, the interest deductibility 
was slashed to 30% of adjusted taxable income, which would 
have been crippling to many dealers and created the risk of 
paying higher taxes even if a dealership does not show a profit. 
Not since the Great Recession has there been such a do-or-die 
moment for our business. Thanks to a lot of hard work, the final 
Senate bill (as well as the final House tax reform bill) recognized 
that small-business dealers use floor plan loans to finance our 
high-cost inventory and are different than big corporations. Limits 
on floor plan deductibility would disproportionately harm many of 
our small businesses that are critical to Main Street America. 

While challenging, this moment also presented an enormous 
opportunity to educate members of Congress on how our 
business operates. I’d like to thank my fellow dealers who have 
worked tirelessly to reach out to key legislators and explain the 
unreasonable burdens presented in the original Senate bill. The 
floor plan loan is the economic cornerstone of the franchised 
dealership. 

This critical amendment was more than just another tax issue 
to us. The way we’ve done business for decades was at stake. 
Without it, many of us would not be able to afford the vehicles 

that sit in our showrooms and lots—the vehicles customers 
come to buy. Preserving full deductibility of floor plan interest will 
help preserve auto sales, dealership jobs, and tax revenue for 
our state and local governments. 

NADA’s strong grassroots efforts played a huge role in this victory. 
Dealers across the country contacted their respective elected 
officials to voice their concerns. We especially thank Senator 
Rand Paul (R-Ky.), who sponsored an amendment to preserve 
full interest deductibility for floor plan loans, for his leadership on 
this issue. Other Senators who also fought to ensure the Paul 
amendment was added to the bill include John Kennedy (R-La.), 
Bill Cassidy (R-La.), Todd Young, (R-Ind.), Jim Risch (R-Idaho), 
John Thune (R-S.D.), and John Hoeven (R-N.D.). We thank 
them for all their efforts on our behalf! 

As the new year approaches, NADA will continue to work hard 
to produce positive outcomes for our community of dealers and 
the millions of customers we serve. 2017 has held many new 
opportunities and successes for our industry. As NADA chairman 
I’ve been privileged to serve and advocate for our more than 
16,500 members from coast to coast. Let’s continue to tackle our 
challenges together. And let’s look forward to next year, as we 
always have, with resilience and strength.  
Mark Scarpelli is 2017 NADA chairman and a multi-franchise dealer near 
Chicago.

Preserving full deductibility of floor plan 
interest will help preserve auto sales, dealership 
jobs, and tax revenue for our state and local 
governments.

http://www.iada.com/PageContent/Documents/2018TopTwentyTrends.pdf
http://www.iada.com/PageContent/Documents/2018TopTwentyTrends.pdf
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2017 New Vehicle Registrations Down Slightly From 2016
Iowans registered 299 fewer new vehicles in 2017 than in 2016, bringing the year-end total new vehicles registered to 137,702 
according to IADA preferred provider Reg-Trak Inc.

In December 2017, Iowans registered 10,743 new vehicles, which was up 4.2% from the 10,309 new vehicles registered in December 
2016. The December new vehicle registration totals were the second lowest since 2012.

Iowa New Vehicle 
Registrations

Year Vehicles Registered

2017 137,702

2016 138,001

2015 142,006

2014 137,663

2013 136,668

2012 130,420

2011 118,653

2010 103,697

2009 96,020

2008 114,001

Biggest Registration Increases 2016–2017
Make 2016 2017 Increase Percent Increase

Ram 5,627 6,266 639 10.2%

Honda 7,841 8,459 618 7.31%

Buick 3,103 3,345 242 7.23%

Ford 24,638 24,852 214 0.86%

Chevrolet 29,605 29,798 193 0.65%

Hyundai 3,899 4,029 130 3.23%

Audi 700 802 102 12.72%

Jaguar 84 163 79 48.47%

Volkswagen 1,454 1,529 75 4.91%

Kia 4,173 4,238 35 1.53%

Biggest Registration Decreases 2016–2017
Make 2016 2017 Decrease Percent Decrease

Dodge 4,564 3,689 -875 -23.72%

Chrysler 3,260 2,597 -663 -25.53%

Jeep 8,156 7,577 -597 -7.64%

Nissan 7,432 7,169 -263 -3.67%

Mazda 1,652 1,525 -127 -8.33%

Mercedes-Benz 762 655 -107 -16.34%

BMW 704 622 -82 -13.18%

Lincoln 767 686 -81 -11.81%

Cadillac 1,016 937 -79 -8.43%

Subaru 4,252 4,208 -44 -1.05%

Top 15 Makes 
Registered

1. Chevrolet 29,798

2. Ford 24,852

3. Toyota 14,264

4. Honda 8,459

5. Jeep 7,577

6. Nissan 7,169

7. Ram 6,266

8. GMC 6,117

9. Kia 4,238

10. Subaru 4,208

11. Hyundai 4,029

12. Dodge 3,869

13. Buick 3,345

14. Chrysler 2,597

15. Volkswagen 1,529

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.

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

