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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.
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White Family Donates $20,600 to 
Foundation in Memory of George White
The family of the late George White of George White 
Chevrolet (Ames) donated $20,600 to the Iowa 
Automobile Dealers Foundation for Education to bring 
White’s contributions to the platinum level and establish 
a named scholarship.

White was instrumental in the founding of the IAD 
Foundation for Education. His son Paul White currently 
serves as the Foundation’s president.

“As a family we felt it would be a great way for us 
to honor my dad and his passion for the automobile 
business and his commitment to helping people get 
started in the automotive field,” Paul White said. “I 
think my dad would be very proud and impressed to 
see how the Foundation has grown over the years and 
the difference which it has made in so many lives. Also, 
I think he would be very grateful to everyone that has 
donated their time, money, and energy to help grow 
the Foundation and make it so efficient and impactful.” 

The entire White family, especially including George’s 
widow, Lynn, have been supportive of the Foundation 
since it’s inception. With the most recent contribution 
from Lynn White in memory of her husband, the family is continuing to invest in the Foundation’s 
future.

“My hope for the future of the foundation is it continues to grow in perpetuity making significant 
contributions to the automotive industry in Iowa by providing support to local educational 
institutions and helping Iowans get a head start on their automotive careers,” said Paul White.

Electronic Registration and Titling Progressing, 
First Successful Transaction Initiated
Testing is underway for the new electronic registration and titling process that will eventually be 
available statewide. A live transaction, using real time information and an actual customer was 
successfully initiated over the weekend, marking a significant milestone in the development 
of the new system.

The Department of Transportation has been taking a proof of concept approach to developing 
the electronic registration and titling system, building, designing, and improving with input 
from dealers, counties, IADA, and other stakeholders. 

Today, the system is live at one dealership in Polk County for new cars only. The next phase 
of the roll out will add additional dealers, additional counties, and the ability to register and 
title used vehicles.

Jessi White, formerly Assistant Manager in IADA Printing & Promotions, has been tapped 
to lead IADA’s outreach to dealers for the new electronic registration and titling program as 
Director of Dealer Services. Dealers should let her know who in their dealership is the primary 
contact for electronic registration, titling, and temporary tags, so she can be in touch as the 
program rolls out across the state. She can be reached at jwhite@iada.com or 515.440.7611.

George White
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Nominate 
Dealers for 
IADA Board of 
Directors
Nominations are being accepted for 
seats on the IADA board of directors. 
Three director positions are up 
for election in 2018: District Three 
Director, District Four Director, and 
Director At Large. The nominating 
committee is also accepting 
nominations for chairman, vice 
chairman, and secretary.

Current District Three Director Matt 
Brown of Bob Brown Buick GMC 
(Ankeny), District Four Director 
John Gookin of Gookin Ford 
Sales (Story City), and Director At 
Large Danny Wilson of Wilson 
Toyota (Ames) are eligible for re-
election. Brown and Gookin have 
served one full term each. Wilson 
was appointed to the Director At 
Large position following the passing 
of Scott Deter of Deter Motor Co. 
(Atlantic). 

The nominating committee is looking 
for people to serve who have an 
equity interest and are active in the 
day-to-day management of an IADA 
member dealership. The District 
Three and District Four Directors 
must be from a new-car dealership 
within the respective district. The 
Director At Large must be from a 
new-car dealership anywhere in 
the state of Iowa. The chairman, 
vice chairman, and secretary must 
have been IADA members for at 
least five years.

All members who are eligible to vote 
should have received nomination 
forms in the mail. The District 
Directors and Director At Large will 
be elected via ballot sent to eligible 
voters in March. The chairman, vice 
chairman, and secretary will be 
elected at the annual meeting. If you 
did not receive a nomination form 
but have a suggestion for someone 
the nominating committee should 
consider, contact IADA President 
Bruce Anderson at banderson@
iada.com.

MLA Interpretation Prompts Liability Concerns
IADA originally ran the following in the December 27, 2017 Action Update. Selling credit-related products 
like GAP, debt waiver, and credit life and disability insurance without first determining and documenting 
the Military Lending Act status of the customer is high risk behavior that can result in fines, civil liability, 
unenforceability or inability to perfect a lien on the vehicle, and rejection of the assignment of the retail 
installment contract by the funding source. NADA, IADA, and other stakeholders continue working 
toward resolution and clarification of the rule.

The Department of Defense recently issued a rule that significantly impacts dealerships that 
sell GAP and other credit-related products to active service members and their dependents.

This is a quickly developing situation. Funding sources may address the new interpretation 
with you soon; watch for those communications and, if possible, please share them with 
Bruce Anderson.

The following is IADA’s understanding of the new Military Lending Act (MLA) interpretation 
and is not legal advice. Dealers should consult with their legal counsel and other advisors.

Under the new interpretation, it appears that financing credit-related products (such as GAP 
or credit insurance) triggers a requirement for MLA compliance from which motor vehicle 
financing transactions are typically exempt. This issue relates only to transactions that include 
the financing of credit-related products and not those restricted to the financing of vehicle-
related products, such as the motor vehicle, service contracts or extended warranties, and 
negative equity. The interpretation is in effect and is retroactive to all transactions since 
October 3, 2016.

It appears that continuing to offer credit-related products without first determining the MLA 
eligibility status of the customer is no longer an option.

Dealers should consult with their attorneys and other advisors to make the business decision 
on how to proceed. IADA has identified three potential options dealerships may consider.

1. Stop selling credit-related products altogether.

2. Continue offering credit-related products to all customers, and be MLA compliant with 
customers who fall under the MLA. Many dealers may find it is too cumbersome to comply 
with the MLA requirements. As you consider that decision, make sure to read the full 
explanation of what is required for MLA compliance.

3. Don’t offer credit-related products to customers who fall under MLA requirements.

If you use options two or three, you will have to identify who is eligible through one of two safe 
harbor processes. Asking whether a customer is covered by the MLA or having the customer 
sign a document stating they are not covered will not work to determine MLA eligibility. The 
only safe harbor is to look up the customer in the Department of Defense’s MLA database or 
to view a code or indicator on a customer’s credit report. (Dealers may have to pay extra to 
have that indicator included in credit reports.) Dealers must look up the MLA status before the 
credit-related products are offered and they must retain a record of doing so in the deal jacket.

If you are aware of a military member who has benefited from purchasing a credit-related 
product, such as GAP, we would like to hear those stories. Real life examples of how credit-
related products benefit members of the military may be helpful as we work with government 
agencies on this issue.

IADA, NADA, and other stakeholders are engaged on this issue and it has become a top 
government relations priority. Contact Bruce Anderson with questions.

Buyers Guide Changes Go Into Effect This Week
If your dealership has not begun to use the revised Used Car Buyers Guide, it must do so 
before January 27. Dealerships that are not using the new buyers guide by Saturday will face 
potential fines of $41,484 per violation. That amount was recently increased by the FTC, up 
from the previous penalty of $40,654.

For more information on the Used Car Buyers Guide, read “Dealerships Must Begin Using 
Revised Used Car Buyers Guides by January 27” from the January 10 Action Update 
newsletter. Contact IADA Printing & Promotions at 800.869.1966 or promoprint@iada.com to 
order compliant buyers guides.
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Compare Your Dealership
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 
Career Fair Participants, 
Dealerships with Pets
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.

Dealer Deadlines
OSHA Form 300A
OSHA Form 300A for 2017 must be posted from February 1 to April 30. 
The form, which is a summary of work-related injuries, must be posted 
each year, even if no recordable work-related injuries or illnesses occurred 
during the year.

The form and instructions can be found on OSHA’s website.

Automobile dealerships with 11 or more employees were required to 
begin complying with OSHA’s recordkeeping regulation in January 2015. 
Dealerships must fill out OSHA Form 300, the Log of Work-Related Injuries 
and Illnesses; OSHA Form 300A, the Summary of Work-Related Injuries; 
and OSHA Form 301, the Injury and Illness Incident Report.

Consumer Credit Code Notification Form
Every dealer arranging auto lending must file a notification and pay a $50 
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.

Hawkeye Financial Services to 
Host Licensing Class
IADA preferred provider Hawkeye Financial Services 
will host a Credit Life and Disability Licensing Seminar 
on Tuesday, February 6 from 9 a.m. to 4:30 p.m.

To register, fill out the registration form and return it to 
Hawkeye by February 1.

Automotive News Seeking 
“Best Dealerships to Work For”
Dealerships can now sign up to participate in the 
2018 Automotive News Best Dealerships to Work For 
program. The program recognizes 100 dealerships as 
the “Best Dealerships to Work For.” Award-winning 
dealerships are honored at a ceremony held in the fall 
and in a special issue of Automotive News.

Several Iowa dealerships have been recognized by the 
program in recent years. In 2017, Mercedes-Benz of 
Des Moines (Urbandale) earned 12th place, Kemna 
Auto Center (Algona), came in 92nd place, and Audi 
Des Moines (Johnston) took 97th place.

The deadline for registration is April 6. For more 
information about the Best Dealership to Work For 
program, visit the Automotive News website.
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Notes from the Statehouse: Weekly Bill List 
Available for IADA Members
As part of IADA’s government relations efforts, a weekly bill list 
is available for members on the IADA website. The list includes 
information about the bill and IADA’s position on the bill.

A number of bills of interest to automobile dealers have been 
introduced during the current legislative session. IADA, including 
Legislative Counsel Brad Epperly of Nyemaster Goode, is 
monitoring those bills closely and will update members on any 
significant developments.

SF 2048: Written Authorization for Estimates
This bill would require a company performing service or repairs on 
a motor vehicle to obtain written authorization from a consumer 
requesting an estimate to impose any charge related to the cost 
of conducting the estimate. IADA is actively opposing this bill.

SF 2068: Motorcycle Manufacturer Sales
This bill would permit low volume, Iowa-based motorcycle 
manufacturers to sell directly at retail. IADA is actively opposing 
this bill.

SF 2037: Window Tint
This bill would change the minimum standard of transparency for 
certain windows in a vehicle from 70% light transmittance to 35% 
light transmittance.

HSB 529: Choice of Automobile Repair Facilities Under 
Insurance Policies
This bill would prohibit an automobile liability insurer from 
requiring a claimant use a particular automobile repair business 
for an estimate or repair. Insurers would also be prohibited from 
requiring an automobile repair business to purchase supplies 
from certain vendors. IADA is actively opposing this bill.

HSB 528: Salvage Motor Vehicles
This bill addresses insurer’s application for a salvage certificate 
of title. 

Contact IADA President Bruce Anderson with any questions 
regarding IADA’s government relations program or position on 
current legislation.

Revised Retail Installment 
Contract Available from 
IADA Printing & Promotions
A new, revised version of IADA’s Iowa Vehicle Retail Installment Contract 
is available for IADA Printing & Promotions customers. The revised form 
has updates requested by both dealerships and lending institutions. 

Here are the answers to some frequently asked questions by dealerships 
using the new form.

How should the assignment box be completed?
It depends on the contract with the funding source, but the most common 
box to check (and the one that is most favorable to the dealer) is “without 
recourse.”

How should the “To” and “For” lines on the “To Others” section be 
filled out? Should we list the dealership or the actual provider on the 
“To” line?
It boils down to whether the payment is made on the customer’s behalf to 
the third party, which then results in a relationship between the customer 
and the third party vendor. For example, if the payment is made to Hawkeye 
Financial Services and the customer gets a credit disability policy out of 
the deal, then the “to” line should say “Hawkeye Financial Services.” But 
for add-ons like rustproofing, where the amount is paid to the dealer who 
then has a supplier cost and the customer doesn’t get a contract with the 
undercoating company, the service should be reflected on the purchase 
agreement and included in the “cash price” of the vehicle on line one and 
not be listed separately on the retail installment contract.

To learn more about the revisions to the retail installment contract or to 
place an order, contact IADA Printing & Promotions at 800.869.1966 or 
promoprint@iada.com. Questions about the revised retail installment 
contract can be directed to either IADA Printing & Promotions or IADA 
President Bruce Anderson.

Regulatory Refresh: 
Trade Credit
Iowa dealers need to 
be especially careful not 
to promise customers a 
trade credit that will not 
be allowed. Iowa law 
permits motor vehicle 
purchasers to reduce 
the taxable price of a 
motor vehicle by trading 
in one or more motor 
vehicles (or other goods 
of a type normally sold in 
the regular course of the 
dealer’s business and 
which the dealer intends 
to ultimately sell at retail or use in the remanufacturing 
of a like item). Big problems can arise however if the 
names on title to the trade vehicle do not precisely 
match the names on the purchased vehicle. 

The best practice is to implement and observe a firm 
rule that unless all of the names on both titles exactly 
match to never assume or quote the availability of a 
trade credit without checking the Iowa Department of 
Revenue rules governing trade credits.

There are very narrow exceptions to the general rule 
that all of the names must match on both titles that 
deal with married couples, transfers to closely held 
businesses and co-signers/co-owners required by a 
lienholder. The rules and explanatory charts, including 
examples can be found on pages 3-8 of the Iowa 
Department of Revenue UT510 Manual.

http://www.iada.com/PageContent/Documents/Bills.pdf
http://www.iada.com/PageContent/Documents/Bills.pdf
https://www.legis.iowa.gov/legislation/BillBook?ba=SF2048&ga=87
https://www.legis.iowa.gov/legislation/BillBook?ga=87&ba=SF2068
https://www.legis.iowa.gov/legislation/BillBook?ba=SF2037&ga=87
https://www.legis.iowa.gov/legislation/BillBook?ba=HSB529&ga=87
https://www.legis.iowa.gov/legislation/BillBook?ba=HSB528&ga=87
mailto:banderson%40iada.com?subject=
mailto:promoprint%40iada.com?subject=
mailto:banderson%40iada.com?subject=
https://tax.iowa.gov/sites/files/idr/documents/78614.pdf
https://tax.iowa.gov/sites/files/idr/documents/78614.pdf

