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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

ABOVE IADA leaders gathered in West Des Moines for the Spring Board & Annual Meeting, held April 19–20, 
2018. Pictured, from left: President Bruce Anderson, Secretary John Gookin of Gookin Ford Sales (Story City), 
2016–2017 Chairman Brad Deery of Deery Brothers (West Burlington), Vice Chairman Mike Clemons of Clemons 
Chevrolet (Marshalltown), Chairman Jeff Haun of Riley Mazda Subaru Mitsubishi (Dubuque), Immediate Past 
Chairman Jim O’Halloran of O’Halloran International (Altoona). 

IADA Directors Meet; Election Results Announced 
The IADA board of directors held its spring meeting in Des Moines on April 19–20, approving 
the association’s operating budget for the next fiscal year and holding the annual meeting.

The results of the recent election were announced. Danny Wilson of Wilson Toyota (Ames) 
was re-elected Director At Large and Matt Brown of Bob Brown Buick GMC (Ankeny) was 
re-elected District Three Director. Mike Molstead of Mike Molstead Motors Inc. (Charles 
City) was elected District Four Director.

Officers for 2018–2019 were elected at the annual meeting. Jeff Haun of Riley Mazda 
Subaru Mitsubishi (Dubuque) was elected chairman, Mike Clemons of Clemons Chevrolet 
(Marshalltown) was elected vice chairman, and John Gookin of Gookin Ford Sales (Story 
City) was elected secretary. Jeff Finch of Wes Finch Auto Plaza (Grinnell) will serve another 
year as treasurer and Jim O’Halloran of O’Halloran International (Altoona) will serve as 
immediate past chairman. 

During the meeting, the directors approved the association’s financials and budgeted for the 
upcoming fiscal year. They also approved moving forward on a renovation of IADA’s West 
Des Moines headquarters, which will begin later this year. The renovation, which will allow 
IADA to host dealer ad group meetings and board meetings on site, will be the first update to 
the association’s facilities in decades.

Several dealerships celebrating milestone anniversaries were honored at a dinner on April 19. 

Asher Motor Co. (Spencer) is celebrating its 100th anniversary. Founded by Blaine Asher 
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Motor Inn Donates to Marion 
County Sheriff’s Office
Motor Inn of Knoxville recently donated $1,990 to the 
Marion County Sheriff’s Office to cover expenses for 
the office’s new drug and tracking dog, Dallas. Dallas 
is a black Labrador who is completing K-9 training and 
will soon join the staff of the Marion County Sheriff’s 
Office. The money from Motor Inn’s donation will go 
toward food, leashes, and preparing the car that 
Dallas will ride in with his officer, Deputy Isaac Short. 
Along with tracking drugs, Short and Dallas will tour 
various schools to teach students about the dangers of  
drug usage.

Iowa Dealers Receive Ford 
President’s Award
Several Iowa dealers have recently received the Ford 
President’s Award, granted to only a couple hundred 
dealers around the country. Recipients of the award 
were selected for reaching the highest levels of 
customer satisfaction. Recipients are:

• Dahl Ford Davenport

• Fort Dodge Ford Lincoln

• Lynch Ford Chevrolet (Mount Vernon)

• Roling Ford (Shell Rock)

• Ulrich Motor Co. (Pella)

• Victory Ford (Dyersville)

• West Branch Ford

Ulrich Motor Co. Earns 2017 
Lincoln President’s Award
Ulrich Motor Co. (Pella) was one of 49 dealerships 
in the country to be selected for the 2017 Lincoln 
President’s Award. This award recognizes the 
dealership for its ability to provide customers with a 
satisfying sales and ownership experience through 
their dedication to customer service and satisfaction as 
a Lincoln dealer. 

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

Dealer NewsAnderson Report: We Love What We Do
BY IADA PRESIDENT BRUCE ANDERSON

“You really love your job, don’t 
you?” An Iowa auto dealer asked 
me that recently, and my immediate 
and reflexive answer was, “Of 
course I do, don’t you love yours?” 
That led to a longer conversation 
about how cool it is to work in the 
automotive industry. That surprised 
me a bit. Understand that I enjoyed 
the conversation and agree 
wholeheartedly that cars and the 
business of marketing them and 
keeping them in good repair is a fun 
and exciting line of work. But that’s 
not at all what I meant when I said I 
love my job.

You see, when it comes right down 
to it, I’m not in the automotive 
business. I am a lawyer working in 
the association industry—and yes, 
there is an association industry. 
Unlike you, I don’t really need to 
know much about automobiles 
to do my job. The two things that 
I have to know in order to do my 
job well are people and law. I am 
just lucky enough to get to do my 
job in the automotive environment. 
Something like that is true for all of 
my co-workers at Iowa Automobile 
Dealers Association. Whether 
we are introverts or extroverts, 
everyone at IADA gets to work with 
a whole lot of people and brings a 
specialized skill set to the task.

You may be thinking that is no 
different than everyone who works 
in your dealership. Everybody on 
your staff knows plenty of people 
and meets more every day. They 
each have a specialized skill set,  
too. And you’re right about that, but 
there is a key difference: an added 
element. The typical (and time-
honored) equation for most 

businesses is two-fold: 1) satisfy 
the customer and 2) turn a profit. 

At IADA and much of the association 
industry, the business model is 
significantly different, and it’s what 
makes my job so exciting. There 
are three prongs: 1) Satisfy the 
member (notice that I listed that first 
and that I used the word “member” 
instead of “customer.” We have 
both members and customers at 
IADA. Members always come first). 
2) Make certain that the expenses 
do not exceed the revenue (That is 
the non-profit business model. We 
exist for the benefit of our members; 
not to maximize our own profit). 3) 
Protect, preserve and increase the 
value of the motor vehicle franchise 
system.

The third item is key. It is the 
association’s mission. It is quite 
literally the reason I go to work 
every day. It’s the “secret sauce” of 
the IADA operation and something 
I both internalize and talk about a 
lot. I emphasize it with everyone 
who works here, including our 
volunteer leadership. We only 
succeed when our members and 
their industry succeed. How do 
we make that happen? That is not 
a rhetorical question, and there is 
not just one answer. In fact, I am 
convinced that if you’re answering 
that question (What can I do today 
to protect, preserve and increase 
the value of the motor vehicle 
franchise system?) it is pretty likely 
both that you’re fulfilling the IADA 
mission and loving your job. Ask 
yourself the question, and please 
shoot me an email or give me a call 
(515.440.7630) with your answer.

Our Mission
The mission of the Iowa Automobile Dealers Association 
is to protect, preserve, and increase the value of the 
motor vehicle franchise system and to provide support 
and services to all member dealerships.

mailto:bbungert%40iada.com?subject=
mailto:banderson%40iada.com?subject=
http://twitter.com/IowaADA
http://facebook.com/IowaAutomobileDealers
http://facebook.com/IowaAutomobileDealers
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TOP LEFT Walt (left), Amy (center left), Steve (center right), and Ellen (right) Keast of Keast Auto Center (Harlan) celebrate the dealership’s 25th anniversary. 

TOP RIGHT Nancy (left) and Gus (right) Macke of Macke Motors (Lake City) celebrate the dealership’s 50th anniversary.

LOWER LEFT Asher Motor Co. (Spencer) is celebrating its 100th anniversary. Pictured, from left: Phil Ramstack, Marcia Ramstack, Clinton Jones, Patty Jones, 
Greg Jones, and Cristy Jones.

LOWER RIGHT Riley Mazda Subaru Mitsubishi (Dubuque) is celebrating its 50th anniversary. Pictured, from left: Jeff Haun, John Riley, and Ann Riley.

BOARD MEETING, continued from page 1

in 1918, the dealership has passed through the Asher, Kahley, 
and Jones families over its century of existence. Current dealer 
principal Clinton Jones started working in sales at the dealership 
in 1961 and was Ken Kahley’s partner for more than 30 years. 
The Jones family has owned the dealership since 2015. Clint’s 
daughter, Marcia Ramstack, has worked at the dealership for 
22 years, and his son, Greg Jones, joined the family business 
in 2015.

Macke Motors (Lake City) is celebrating its 50th anniversary. The 
dealership was founded by current dealer principal Gus Macke’s 
brother, Steve, in 1968. Gus joined the business in 1969, and 
the brothers owned the business together until 1981 when Steve 
moved to Minnesota. Today, Gus and his wife, Nancy, own and 
operate the business.

Riley Mazda Subaru Mitsubishi (Dubuque) is celebrating its 
50th anniversary. Founded as M-K Matic by John Riley, his 
brother Jim, and friend Maynard Keehner, the dealership 
initially focused on selling performance cars and acquired a 
Subaru franchise in the early 1970s. In 1983, the dealership 
changed its name to Riley’s Auto Sales. In 1996, John’s son, Jim 
Riley, joined the business, and in 2006, Jeff Haun purchased 
John’s half of the dealership and became Jim’s business partner.

Keast Auto Center (Harlan) is celebrating its 25th anniversary. 
Founded by Walt, Debbie, and Steve Keast in 1993, the 
dealership has had Ford and Lincoln franchises since 1993 and, 
in 2007, added Chevrolet, Buick, and GMC to the dealership’s 
line up.
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Online Sales Risky for Iowa Licensed Dealers
Engaging in online sales—or any sales where the customer is 
not physically present at the dealership—is risky business for 
licensed dealers in Iowa. Potential legal issues involve triggering 
the Door-to-Door Sales Act and the possibility of dealer license 
violations.

The Door-to-Door Sales Act gives consumers who purchase 
goods and services away from the seller’s principal place of 
business a three-day right of cancellation. If a deal requires 
compliance with the Door-to-Door Sales Act, the dealership 
must:

• Fill out the Notice of Cancellation and attach two copies to 
the buyer’s copy of the purchase order and keep the dealer’s 
file copy in your files.

• Place the following notice on the purchase order near the 
signature line in bold, 10-point type: 

 You, the buyer, may cancel this transaction at any time  
 prior to midnight on the third business day after the  
 date of this transaction. See the attached Notice of  
 Cancellation form for an explanation of this right.

• Verbally tell the customer at the time of the sale about the 
buyer’s right to cancel the purchase within three business 
days of the sale.

For more in-depth information on the right of cancellation, read 
“The Three-Day Right of Cancellation Rule” in the IADA online 
Legal Library.

Completing a sale away from your licensed dealer location, 
except in circumstances limited to locations with temporary 
sales permits or extension lot licenses, is a violation of Iowa law 
and the Iowa dealer license.

IADA strongly recommends that dealerships consider the laws 
and risks when deciding how and whether to engage in an online 
sales experience. The following best practices are essential for 
dealerships to keep in mind:

Do not display and sell vehicles from locations other than 
the licensed dealer location. (This includes the customer’s 
driveway.) The only exception to this is when a dealership 
obtains a temporary sales permit or extension lot license from 
the Iowa DOT. 

Use the online experience for customer engagement, 
research, and marketing. It is always best and safest from a 
legal perspective to sign the paperwork, complete the transaction, 
and deliver the vehicle at the licensed dealer location.

Do not have dealership personnel take the paperwork to the 
customer for negotiation and signature. If the paperwork must 
leave the dealership, a safer course of action is to mail unsigned 
documents to the customer to be reviewed and signed and then 
returned for the dealer’s consideration, review, and signature. 
Dealership personnel should not show up at the customer’s door 
to secure signatures and should not be physically present if the 
customer signs documents away from the licensed dealership 
location.

Dealer representatives should never sign paperwork away 
from the licensed dealer location. 

Ownership of the vehicle should always occur at the 
licensed dealer location. Vehicles should be owned by the 
customer and not the dealer when they leave the dealership lot 
for delivery. Who drives it off the lot is up to the customer. Make 
certain that the customer knows when ownership and risk of loss 
transfers—and make sure that the dealership’s standardized 
processes reflect that. It is a clear violation of Iowa law for the 
delivery driver to take the final paperwork to the customer with 
the intention of getting the customer’s signature at the time of 
delivery.

Know the laws. Compliance with the Door-to-Door Sales Act is 
always necessary if the customer does not sign the paperwork at 
the licensed dealer location. And the laws of another state may 
apply if you’re selling to a customer in another state.

Know the risks. If any part of the buying experience is happening 
away from the store, be certain that dealership management 
understands and accepts the risks.

Questions? Contact IADA President Bruce Anderson at 
banderson@iada.com or 515.440.7630. 

Dealer Deadlines: Take Down OSHA Form 300A, Save for Five Years
If you haven’t already done so, your dealership should take down OSHA Form 300A and place it in storage for the next five years. 
Form 300A is a record-keeping requirement from OSHA that was introduced in 2015. Every dealership with more than 10 employees 
at any point in 2017 must fill out the form serving as the Summary of Work-Related Injuries. The form must be posted from February 
1 until April 30 even if there are no work-related injuries from 2017. 

There is no filing requirement for the form, but the records must be saved for five years in case inspection is requested. 

During the year, dealerships must complete OSHA Form 300 documenting the Log of Work-Related Injuries and Illnesses as they 
occur. That form can then be used to fill out Form 300A to post the following year. Dealers must also complete OSHA Form 301, 
the Injury and Illness Incident Report, within seven calendar days of a work-related injury or illness and store these for five years, 
as well.

For more information, visit OSHA’s website. 

http://www.iada.com/Catalog/Product.aspx?sku=NC-3DAY
http://iada.com/MembersOnly/LegalLibraryView.aspx?pid=6735c720-08b8-47fa-be92-3fd9a8d74177
mailto:banderson%40iada.com?subject=
https://www.osha.gov/
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Regulatory Refresh: Child Labor Laws
With the end of the school year approaching, your dealership may be considering hiring minors for summer work. Before you add 
them to your payroll, make sure you know what they are allowed to do on the job and what is prohibited by the law. Violators of child 
labor laws may be required to pay a civil penalty of up to $10,000 for each employee that is underage. 

Exemptions to the laws enforcing hours and minimum wage exist for dealers who employ their own children, but they must still 
comply to the laws regarding hazardous occupations. 

For more information on child labor laws and how they could affect your dealership, visit the IADA Legal Library.

Legal Job Duties
• Office and clerical work
• Cashiering and selling
• Assembling orders, packing and shelving 

parts
• Errand and delivery work by foot, bicycle, 

and public transportation
• Clean-up including the use of vacuum 

cleaners and floor waxers
• Grounds maintenance (except using power 

machinery)
• Car cleaning, washing, and polishing
• Dispensing gasoline and oil

Prohibited Job Duties
• Driving a motor vehicle
• Any job using pits, racks, and vehicle lifts
• Inflating tires mounted on a rim equipped with 

a removable retaining ring
• Any work with power machinery, including 

lawn mowers and lawn trimmers
• Maintaining or repairing any machines or 

equipment
• Using ladders or scaffolds
• Using any dangerous or hazardous chemicals

When They Can Work
Labor Day through May 31: Outside school hours 
and no earlier than 7 a.m. or later than 7 p.m. Not 
more than three hours per school day and eight 
hours per non school day. Not more than 18 hours 
a week.

June 1 through Labor Day: No earlier than 7 a.m. 
or later than 9 p.m. Not more than eight hours a 
day or 40 hours a week.

Breaks: Mandatory 30 minute break period for any 
14 or 15 year old that works five hours or more in 
one day.

Can They Drive on the Job?
No.

Legal Job Duties
• Any job that is not declared hazardous

Hazardous Job Duties Include
• Exposure to dangerous or poisonous dyes or chemicals
• Driving
• The use of hoists, forklifts, cranes, power-driven saws, or 

explosives

When They Can Work 
There are no special restrictions on the amount of hours or the time 
periods when 16- and 17-year-olds can work.

Can They Drive on the Job?
A 16-year-old may drive only on your lot. They are not allowed to 
drive on any non-private property, including streets and alleys. This 
requirement is strictly enforced.

Employees that are 17-years-old can drive during work hours only 
under the following conditions:

• The driver holds a valid driver’s license.
• The driver has completed a state-approved driver’s education 

course.
• The employer instructs the driver to always use seat belts.
• The driver does not have any record of moving violations at the 

time of hire.
• The driving is restricted to daylight hours.
• The driver stays within 30 miles of the place of employment.
• The driver’s driving duties add up to no more than ⅓ of the 

employee’s workday and no more than 20% of the employee’s 
workweek.

• The driver transports no more than three passengers in addition to 
the driver.

• The driver makes no more than two trips per day to deliver the 
employer’s goods to a customer. The delivery of a vehicle is not 
subject to this limitation.

• The driver transports non-employee passengers (for example, 
customers) no more than two times per day.

• The driver cannot be hired as a delivery driver or shuttle driver.
• The driver does not make route deliveries, route sales, or urgent, 

time-sensitive deliveries (e.g., pizza).
• The vehicle being driven does not exceed 6,000 pounds GVWR.
• The vehicle has seat belts.
• The vehicle is not used for towing.
• The Iowa graduated driver’s license has rules for 16- and 17-year-

olds, including an intermediate license that has some restrictions. 
Make sure that any 17-year-old employees who will drive on the 
job have a full or unrestricted driver’s license.

14- and 15-Year-Olds 16- and 17-Year-Olds

http://iada.com/MembersOnly/LegalLibraryView.aspx?pid=897d1a75-d214-4419-91ff-9497bb56e2cc

