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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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The Anderson Report: Your Success is Our Success
BY IADA PRESIDENT BRUCE ANDERSON

A big part of my job is to think long-term. 
The 11 motor vehicle dealers who make up 
the Iowa Automobile Dealers Association 
board of directors expect and require that 
we collectively establish long-term goals 
and a strategic plan that I’m responsible 
for implementing together with the amazing 
IADA staff that I have the privilege of working 
with. 

In some ways that strategic planning process 
is very much like what all of you do in your 
businesses. However, there is one big 
difference: IADA measures its success by the 
success of its members. Oh sure, we have to 
make sure that we operate in the black just 
like you do, but being member-owned and 
organized as a “not for profit” entity means 
that the best way to make our business thrive 
is to help make your business thrive.  

It is an odd business model. But it’s especially 
appealing to me because I spent the first 
20 years of my 
professional life in 
the private practice of 
law where the same 
concept applies. An 
attorney’s success 
is most typically 
measured by the 
success and satisfaction of his or her clients. 

So here’s the “secret sauce” approach that 
IADA takes in trying to help you thrive: 

1. We hire the very best people we can find.

2. We focus first on vital needs that no 
one else in the marketplace provides 
to automobile dealers, like government 
relations, legislative advocacy, best 
practice guidance, and automotive 
career scholarships.

3. Our subsidiary, IADA Printing & 
Promotions, which provides dealers with 
access to IADA’s copyrighted forms, 
custom apparel, promotional items, and 
dealer office and shop supplies, does 
so with the same approach—everything 
we sell is best in class and competitively 
priced. We have member service that 
makes you feel like you own the place—
because you do! 

4. We use excess revenue (that’s what 
they call profit in the not-for-profit world) 
to do everything we can to increase the 
profitability of our members and enhance 
the value of the motor vehicle franchise 
system. We do that with things like a 
first-rate government relations team 
at the capitol, administering a multi-
prong approach to developing the next 
generation workforce for dealerships, and 
pursuing, developing, and implementing 

automated electronic 
forms and titling/
r e g i s t r a t i o n 
processes.

Those four points are 
not just aspirations. 
They are what we do 
and define what it’s 

like to work at IADA. If there’s an unmet need 
or service that you’d like to see pursued or 
if you think there is something that we could 
be doing better, I’d love to talk with you about 
it. So would all of my co-workers. Please 
contact any of us to let us know how we can 
help. You can find a staff listing with contact 
information on our website.
IADA President Bruce Anderson may be reached at 
banderson@iada.com or 515.440.7630.

Photocopying Military IDs Illegal
Photocopying U.S. government identification cards, including military identification cards, is 
against the law (18 U.S.C. § 701) and punishable by up to six months in prison and fines.

It is permissible for dealerships to ask to see a military or government identification, but 
alternative identification, including a state drivers license, should be used if an id must be 
photocopied.

If there’s an unmet need or service 
that you’d like to see pursued or if 
you think there is something that 
we could be doing better, I’d love 

to talk with you about it.

http://iada.com/Association/ContactUs.aspx
http://iada.com/Association/ContactUs.aspx
mailto:banderson%40iada.com?subject=
https://www.gpo.gov/fdsys/pkg/USCODE-2009-title18/html/USCODE-2009-title18-partI-chap33-sec701.htm
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NADA’s Dealership Workforce Study 
Provides Valuable Insight for Dealerships 
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 receive a custom report as well as a trends report 
analyzing workforce data. The 2018 Dealership Workforce Study will close 
on April 30, 2018. Learn more at NADAWorkforceStudy.com.

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.

The deadline for registration is April 6. For more information about the 
Best Dealership to Work For program, visit the Automotive News website.

Manufacturers’ Payments to 
Salespeople are Taxable
Incentive payments made by manufacturers to dealership employees, 
whether directly or through the dealership, are taxable income.

The IRS publication “Automotive Manufacturers’ Incentive Program to 
Vehicle Salespersons” provides guidance on how to properly report 
incentive payments.

The best practice is to avoid situations where manufacturers are paying 
incentives to your employees, unless you want to assume tax liability 
and responsibility for managing the incentive program. Implement a 
policy stating that employees are not permitted to accept incentives from 
manufacturers without your knowledge and prior written approval.

Cityview Announces Best of 
Des Moines 2018 Winners
Several IADA members were recognized as Cityview 
2018 Best of Des Moines award winners.

In the Best Local Car Dealership (Domestic) category, 
Stivers Ford Lincoln (Waukee) was the winner and 
Karl Chevrolet (Ankeny) and Willis Auto Campus 
(Clive) were runners-up.

In the Best Local Car Dealership (Foreign) category, 
Willis Auto Campus was the winner and Hummel’s 
Nissan (Urbandale) was a runner-up.

In the Best Motorcycle Shop category, Struthers 
Brothers (Des Moines) was the winner and Big Barn 
Harley-Davidson (Des Moines) was a runner-up.

In the Best Local Automotive Salesperson category, 
Arlynd Edgington of Stivers Ford Lincoln was the 
winner and Chad Wilson of Hummel’s Nissan was a 
runner-up.

Scott Politte Named to 17 from 
’17 List
Scott Politte of Stivers Ford Lincoln (Waukee) was 
recognized by the Western Suburbs Business Journal 
as one of 17 business leaders who made a difference 
in Waukee or West Des Moines in 2017.

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

Dealer News

Notes from the Statehouse
The first month of the legislative session has wrapped up and the first 
funnel, or date by which Senate bills must be out of Senate committees 
and House bills out of House committees, is quickly approaching. IADA 
is focusing on issues including a statutory mandate for adequate and 
reasonable reimbursement for labor and parts in warranty and safety 
recall repairs; salvage titles and damage disclosures; general tax reform 
and federal coupling issues; and implementation of electronic titling and 
registration. For a weekly update on bills filed, visit the IADA website.

Celebrate Your Dealership’s 
Anniversary
IADA will recognize dealerships celebrating their 25, 
50, 75, and 100 year anniversaries during the Spring 
Board & Annual Meeting held April 19 in West Des 
Moines.

Send your anniversary information to Mary Cason by 
April 2.

Scholarship Applications 
Due March 1
Students have until March 1, 2018 to submit 
applications for one of several $2,000 scholarships 
that will be awarded by the Iowa Automobile Dealers 
Foundation for Education.

Download the scholarship application and guidelines.

Buyers Guides: Take Old Version Down
If you haven’t updated your buyers guides to be compliant with the revised 
rule, you have a per se violation. Go take them down and begin using 
compliant forms immediately.

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.nadaworkforcestudy.com/default.aspx
https://www.nadaworkforcestudy.com/default.aspx
http://www.autonews.com/section/bdtwf01
http://www.autonews.com/section/bdtwf01
http://www.autonews.com/section/bdtwf01
https://www.irs.gov/pub/irs-pdf/p3204.pdf
https://www.irs.gov/pub/irs-pdf/p3204.pdf
http://www.dmcityview.com/feature-1/2018/01/31/best-of-des-moines-2018/
http://www.dmcityview.com/feature-1/2018/01/31/best-of-des-moines-2018/
http://iowabusinessjournals.com/2018/01/22/people-making-a-difference-2/
mailto:bbungert%40iada.com?subject=
http://www.iada.com/PageContent/Documents/Bills.pdf
mailto:mcason%40iada.com?subject=
http://www.iada.com/pagecontent/documents/2018scholarshipapplication.pdf
http://iada.com/pagecontent/documents/011018BuyersGuide.pdf
http://iada.com/pagecontent/documents/011018BuyersGuide.pdf
mailto:promoprint%40iada.com?subject=
mailto:banderson%40iada.com?subject=
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Regulatory Refresh: Estimate Disclosure Law
A bill introduced in the Iowa Senate would require businesses 
performing motor vehicle repairs and service to obtain a written 
authorization from a consumer who requests an estimate in 
order to impose charges related to the cost of the diagnostics 
required to generate the estimate.

“IADA is registered opposed to the bill because it is duplicative 
and unnecessary, but we can’t defend bad behavior in the 
marketplace as part of our legislative advocacy efforts,” said 
IADA President Bruce Anderson.

Bad behavior and failure to follow the current law will result 
in excessive regulation and additional legislation that further 
complicates compliance. Following Iowa law and IADA best 
practices will result in customers never being surprised by a 
repair or estimate bill.

Iowa Law
The Estimate Disclosure Law (Iowa Code Chapter 537B) 
regulates repair estimates in two ways:

1. All motor vehicle repair facilities must give customers an 
opportunity to get a written or oral estimate for service work 
over $50.

2. All estimates that use non-OEM aftermarket crash parts 
must clearly identify which parts are non-OEM.

The Customer’s Right to a Written or Oral Estimate
The law requires you to put the following disclosure on the repair 
order or on a separate sheet of paper, and requires you to have 
the customer initial it before you start work on the vehicle.

ESTIMATE

YOU HAVE THE RIGHT TO A WRITTEN OR ORAL 
ESTIMATE IF THE EXPECTED COST OF REPAIRS 
OR SERVICE WILL BE MORE THAN FIFTY 
DOLLARS. YOUR BILL WILL NOT BE HIGHER THAN 
THE ESTIMATE BY MORE THAN TEN PERCENT 
UNLESS YOU APPROVE A HIGHER AMOUNT 
BEFORE REPAIRS ARE FINISHED. INITIAL YOUR 
CHOICE:

__ Written estimate.__ Oral estimate.__ No estimate. 

__ Call me if repairs and service will be more than $___.

The paper with that disclosure also needs to have the date, the 
dealer’s name, the consumer’s name and telephone number, 
and the reasonably anticipated completion date.

The Estimate Disclosure Law applies to all motor vehicles 
subject to registration, except vehicles belonging to businesses 
and vehicles over 12,000 gross vehicle weight rating. Vehicles 
belonging to farms do not fall under the business exemption.

If the customer authorizes the repairs on the phone, then the 
law requires you to advise the customer of his or her right to an 
estimate. In that case, your service writer will note the customer’s 
response on the disclosure form.

If the customer requests a written estimate, you may make the 
estimate on the disclosure form or on another form. If you do 
not know in advance what the charges will be, you may quote 

an hourly rate for the work. If the customer requests it, you must 
provide the customer with a copy of the estimate. The estimate 
must include all charges, including any fees you impose, such 
as shop supplies or waste disposal fees. The estimate does not 
have to include sales tax.

If the actual repair work is going to be more than 10% higher than 
the estimate due to additional unforeseen but necessary repairs, 
you must obtain authorization from the customer either verbally 
or in writing. If you don’t get authorization, you can’t charge more 
than 10% over the estimate.

You must tell your customer in advance if you are going to charge 
him or her for disassembly, reassembly, partially completed 
work, or any other work (including towing) even if the repairs are 
not completed. Your advance notice includes any charges for 
examining the vehicle or preparing an estimate if the repairs are 
not completed.

Upon completion of the repairs:

• You must provide the customer with an itemized list of repairs 
and services, including a list of the parts or materials and a 
statement of whether they are new, used, remanufactured, 
or rebuilt. The itemization also needs to include the cost 
for each part or service, the amount charged for labor (an 
aggregate amount is ok), and the name of the person who 
did the work.

• You must return replaced parts to the customer unless the 
customer says he or she does not want them. You may also 
keep parts that you will reuse or sell, or parts required to be 
returned to the manufacturer so long as you have told the 
customer in advance that you will keep those parts.

Use of Aftermarket Parts: Disclosure Requirements
Any time you prepare an estimate that uses non-OEM aftermarket 
crash parts, you need to clearly identify which parts are non-
OEM. You also need to have the following disclosure on your 
estimate or attached to your estimate in 10-point type or larger:

This estimate has been prepared based on the use of 
aftermarket crash parts supplied by a source other than 
the manufacturer of your motor vehicle. Any warranties 
applicable to these replacement parts are provided by the 
manufacturer or distributor of these parts rather than the 
manufacturer of your vehicle.

For purposes of this law, an aftermarket crash part includes 
any non-mechanical sheet metal or plastic body part, including 
the inner and outer panels, that is manufactured or marketed 
by someone other than the original equipment manufacturer 
of the motor vehicle. “Aftermarket crash part” does not include 
replacement glass for windows, windshield, or backlights.

Anyone who installs an aftermarket crash part must take all 
reasonable steps to install it so that the manufacturer’s logo or 
name is visible upon inspection after installation.

Penalties
Failure to comply with any of these Estimate Disclosure Laws is 
an unlawful practice and violation of the Iowa Consumer Fraud 
Act. The Iowa attorney general can issue civil penalties ranging 
up to $40,000 per violation, plus attorney fees and court costs.

https://www.legis.iowa.gov/legislation/BillBook?ba=SF2048&ga=87

