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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

August 16–17, 2018
IADA Board Meeting
Des Moines

October 15–25, 2018
Town Meetings
Various Locations in Iowa

November 8–9, 2018
IADA Board Meeting
Des Moines

Chairman
Jeff Haun
Riley Mazda Subaru Mitsubishi

Vice Chairman
Mike Clemons
Clemons Chevrolet

President
Bruce Anderson

Secretary
John Gookin
Gookin Ford Sales

Treasurer
Jeff Finch
Wes Finch Auto Plaza

Immediate Past Chairman
Jim O’Halloran
O’Halloran International Inc.

Managing Your Market Territory
The Iowa Motor Vehicle Franchisers Act contains important provisions relating to factory-
assigned areas of responsibility, referred to as “community” in the statute. The provisions 
relating to area of responsibility were most recently strengthened in 2014 and contain critical 
notice and filing deadlines that you must be aware of in the event of any attempt by your 
manufacturer to change the boundaries of your assigned territory. 

Material changes to your assigned area are strictly regulated and can impact several areas 
of your operation, including permissible location and relocation of your dealership and that 
of neighboring dealers of the same line make, cooperative advertising support, and sales 
effectiveness measurements. 

Some important things to remember about the law:

• The factory cannot “unreasonably alter” your area of responsibility.

• The manufacturer must notify you at least 60 days before the effective date of the 
proposed change in area of responsibility.

• If the notice of proposed change does not contain an explanation of the basis for the 
proposed change, the manufacturer must provide one within 30 days of your request for 
the explanation.

• The manufacturer must provide either an opportunity to object to the alteration and to 
provide information in objection for the factory’s consideration or provide an internal 
appeal process.

• Within 15 days of completion of the manufacturer’s internal appeal process, the dealer 
may appeal the alteration by requesting a hearing with the Iowa Department of Inspections 
and Appeals. The burden of proof is on the manufacturer to show the reasonableness of 
the proposed change. Following the hearing, the Department of Inspections and Appeals 
may affirm, deny, or modify the proposed alteration in area of responsibility.

• No change in area of responsibility may take place during the time an appeal is pending.

• The manufacturer cannot take any adverse action against a dealer as a result of the 
alteration of an area of responsibility for at least twelve months following the effective 
date of the change.

• Iowa dealers in adjoining areas of responsibility will also receive notice and have rights 
to participate.

If you face a change in your area of responsibility and want to appeal, you may want to hire 
a lawyer and other experts to assist you. IADA can help connect you with law firms and 
economists that specialize in these issues. The area of responsibility provisions of the Iowa 
Code can be accessed on the Iowa legislature’s website. Contact Bruce Anderson for more 
information.

Send IADA Your Historic Photos to Be Featured 
in Our Anniversary Materials
IADA is excited to be celebrating its 100-year anniversary this year with the help of its 
members who have propelled it through many successes in bettering the automotive industry 
in Iowa. IADA has a proud history of working with Iowa’s dealers, and we’d like to share that 
history. If your dealership has any photos from its history or of involvement with IADA, we 
would love to see them and share them in our 100th anniversary celebrations and at our 100th 
Anniversary Gala on April 5, 2019. Please email your photos to aflaws@iada.com.

https://www.legis.iowa.gov/docs/code/322A.3A.pdf
mailto:banderson%40iada.com?subject=
mailto:aflaws%40iada.com?subject=
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Dealer News
Lujack’s Auto Plaza Will Launch $10 Million in New Construction 
Lujack’s Auto Plaza (Davenport), owned by Gurley Leep Automotive, plans to invest $8 million to build its new 34,000 square-foot 
Honda facility as part of its main campus. The new facility will house 20 service bays, a high-speed car wash, and amenities that will 
allow the dealership to meet the requirements of the Honda Environmental Leadership program,  including LED lighting, recyclable 
building materials, and energy-efficient features. In addition, $2 million will be invested in renovations at the site of the previous 
Honda facility; the updated facility will hold Lujack’s Kia and Mazda franchises upon the construction’s completion. Construction is 
expected to begin in August and to be completed in the summer of 2019.

Dahl Ford Receives 2018 Quad Cities Better Business Bureau Torch Award
Dahl Ford (Davenport) was recently awarded the Quad Cities Better Business Bureau Torch Award for Ethics. The award was 
granted to five businesses in the Quad City area that possess high levels of honesty, reliability, and trustworthiness. The dealership 
was celebrated by the Better Business Bureau at a luncheon held on April 26.

Willis Auto Campus, Lexus of Quad Cities Receive 2017 Elite 
of Lexus Award
Willis Auto Campus (Des Moines) and Lexus of Quad Cities (Davenport) have been awarded the 2017 Elite of Lexus Award. This 
award establishes them as two of the 31 elite Lexus dealerships in the central United States with this distinction. This distinction was 
granted to these dealerships for meeting high standards of excellence in customer service and satisfaction.

Iowa Dealerships Awarded 2017 Toyota President’s Award
The 2017 Toyota President’s Award is awarded to dealerships all around the nation who are proven to be innovative, reliable, and 
efficient as Toyota dealers. Iowa dealers receiving the award are:

• Dan Deery Toyota (Cedar Falls)

• Fort Dodge Ford Lincoln Toyota

• Rick Collins Toyota (Sioux City)

• Toyota of Iowa City

• Toyota of Muscatine

• Wilson Toyota (Ames)

Bill Colwell Ford Holds Successful Fill a 50 Event
Bill Colwell Ford (Hudson) hosted the “Fill a 50” event throughout April to gather items for the House of Hope in Waterloo. The 
House of Hope is a two-year housing program that serves single mothers and their children during transitional periods when the 
mothers need a place to raise their children. The dealership challenged the Cedar Valley community to bring in items such as 
garbage bags, twin size bedding, toilet paper, laundry detergent, etc., to fill the bed of a Ford F-150. The dealership, with the help of 
the community, was able to surpass its goal of donating 300 of these items to the House of Hope.

If you have dealership news to share, let Ashley Flaws know. Send her an email.

Bookmark This Link: UT510 Manual
The UT510 Manual is the Iowa Department of Revenue’s guide for vehicle registration. Everyone in your dealership who has a role 
with the registration of vehicles should have quick access to the manual, which covers everything from trade-ins to exemptions.

mailto:aflaws%40iada.com?subject=
https://tax.iowa.gov/sites/files/idr/documents/78614_0.pdf
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Q&A With CFO Al Voorhees as He Celebrates 25 Years With IADA
What is your role with IADA? 

I was hired to fill the position of the retiring Controller Chuck 
Yoder and continue to serve as the Chief Financial Officer for 
the Association. In addition, I have served as the Assistant 
Treasurer and Treasurer for Hawkeye Life Insurance Group, Inc. 
for the past 22 and three years, respectively.

How has your work developed and/or changed over your 25 
years with IADA? 

The most significant changes over the years would be in the 
areas of 1) technology and 2) the services we offer. In the 
first couple of years, we transitioned from a VAX mainframe 
computer to PCs capable of running our sales order processing, 
inventory controls, accounting, and reporting functions on 
Great Plains Dynamics. In addition, we also converted our 
Association management system (used for event registrations, 
dues, memberships) to a product called iMIS . An even broader 
spectrum of change would be the range of products that the 
Association has been able to offer to our members over these 
past 25 years: Bowman products, F&I systems, group health 
insurance, workers compensation insurance, long-distance 
telephone services, automotive forms, advertising specialty 
products, promotional apparel—and the beginning of electronic 
titling and registration. The key to our success as a staff has been 
in our abilities to adapt to the changing needs of our members.

What is one thing you have learned over the years working 
for the automotive industry? 

The automotive industry most typically is not on the bleeding 
and/or leading edge of technology; yet that is what drives 
the importance of bringing new employees into the staffing 
of an organization, and management’s ability to blend “old  
experiences” with “new perspectives” is essential to the 
organization’s success.
 

What is your favorite part of working for IADA?  

It’s the people—both our staff and our members that serve as 
directors on our boards. “Naming names” can be a slippery slope; 
however, I would like to cite just a few. Growing up in Clinton in the 
60s and 70s, my automobile experiences were focused around 
the McEleney operation. They were the first father and son to 
each serve as NADA’s chairman: Warren in the early 1970s, 
and John during one of the industry’s most challenging times 
in 2009. 25 different dealers have presided as the chairman of 
IADA’s board of directors, and they have helped provide many 
insights as to how our staff can support our members. I’m very 
appreciative that I could work with two leaders that have served 
as president of IADA: Gary Thomas and Bruce Anderson. Their 
strengths have been recognized by their peers as they both 
have been selected to serve as the National Chairman of the 
Automotive Trade Association Executives (ATAE). As for our 
staff, they are a team of hard-working individuals whose only 
focus is to improve and increase the value of your membership.  
Their tenures range from 48 years to only ninety days—and it’s 
the blending of all those unique talents brought together that 
makes every day enjoyable.

Can you tell us about life outside of IADA?  

My wife Connie is a Human Resources consultant for the 
Bearence Management Group. We have two daughters: Jordan 
has recently begun her career in the insurance industry with Farm 
Bureau, and Taylor is a senior at Iowa State with aspirations to 
earn an advanced degree in educational psychology. When the 
girls were younger, I spent my free time coaching youth sports 
teams in basketball, softball, and soccer. As I look into the future, 
I’d like to be emphasizing more travel with Connie and resolving 
the many challenges found in my golf game.

NADA Voluntary Fair Credit Compliance Program Reminder
President Trump has signed into law S.J. Res. 57, a joint Congressional resolution disapproving the Consumer Financial Protection 
Bureau’s flawed guidance issued in 2013 that had the effect of pressuring lenders and financing sources to eliminate dealer 
discretion in pricing credit. This resolution was brought pursuant to the Congressional Review Act which permits Congress to nullify 
federal agency regulations and bars the issuance of new or substantially similar regulatory provisions without an act of Congress.

The stated purpose behind the CFPB’s 2013 guidance was a claim that interest rates discounted by dealers create a risk of fair-
credit violations and may unintentionally discriminate against protected classes of borrowers. The guidance ignored legitimate 
business reasons for discounting credit (such as meeting a competitor’s offer), and the method used to identify the consumer’s 
background was based solely on zip code and surname and thus flawed. An independent study found an error rate of 41%. The 
agency’s own analysis revealed a 20% error rate.

While preserving the right of consumers to secure affordable auto loan rates by permitting dealers to remain competitive in the 
marketplace, S.J. Res. 57 does not change the long-standing federal and state prohibitions on credit discrimination based on race, 
color, religion, national origin, sex, marital status, age, or receipt of public assistance. Dealers are strongly encouraged not only 
against engaging in such credit discrimination but also to adopt policies to ensure and document compliance.

In 2015, NADA created an optional Fair Credit Compliance Policy & Program that was endorsed by and jointly issued with the 
National Association of Minority Automobile Dealers and the American International Automobile Dealers Association. Dealerships 
that have not already implemented the program should review it and the supporting documents. The program is “designed to 
strengthen a dealer’s ability to comply with fair credit laws while preserving the competitive benefits of dealer-assisted financing,” 
according to NADA. NADA members may access the Policy and Program on NADA’s website.

https://www.nada.org/faircredit/
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Dealers Present IAD Foundation Scholarships to Winners

Kallie Hoksbergen of Karl Chevrolet (Ankeny) presents Eric Beck of 
Reinbeck with the $2,000 Jim Holdiman Memorial Scholarship. Beck is 
in the automotive technician program at Hawkeye Community College.  

Scott Politte (left) and Scott Passage (right) of Stivers Ford Lincoln 
(Waukee) present Jacob Crossman of Des Moines with the $2,000 
M.O. Kahn Scholarship. Crossman plans to enroll in the Ford ASSET 
program at Des Moines Area Community College. 

Jason Hartson (left), Todd Vander Waal (center), and Charles Vander Waal 
(right)  of Ulrich Ford Lincoln (Pella) present Tanner Kramer of Pella with a $2,000 
scholarship. Kramer plans to enroll in the Ford ASSET program at Des Moines Area  
Community College.  

Matt Rist (left) of American Honda Motor Co. and Paul Thulin (right) 
of Randy Kuehl Honda (Cedar Rapids) present Trey Lantzky of 
Waverly with the $2,000 Michael T. Clemons Scholarship. Lantzky is 
in the automotive technician program at Kirkwood Community College.

Brad Freese of Freese Motors Inc. (Monticello) presents Jacob Lorenzen of Center 
Junction with the $2,000 L.R. and Iven Weber Memorial Scholarship. Lorenzen plans to 
enroll in the Ford ASSET program at Des Moines Area Community College. 

TIME Dealer of the Year Nominations
For 50 years, the best of the best dealer principals have been celebrated 
by IADA with the TIME Dealer of the Year award. Winners of this 
prestigious award are recognized for their outstanding performance 
in the dealership and in the community. Think your dealer principal fits 
the bill? IADA is now accepting nominations for the 2019 Iowa TIME 
Dealer of the Year. Nominees must be a franchised new-car dealer, 
be an NADA member, be the operating head of the dealership, have 
an active role in managing the dealership with an ongoing presence 
in the dealership, and agree to be available to participate in TIME 
Dealer of the Year functions following their selection for the award. 
Past nominees are eligible to be nominated again this year. 

Find more information on the TIME Dealer of the Year website.

Nominations can be submitted here and must be submitted by June 
29 for consideration.

https://www.timedealeroftheyear.com
https://docs.google.com/forms/d/e/1FAIpQLScy09yFbqzOMJ4cyImNAdTL-6GLu8JDy2K5CQo2VbFrD7n1fA/viewform


Retail Warranty Reimbursement: Leveling the Playing Field
FROM ARMATUS DEALER UPLIFT

The factory-dealer relationship is anything but a level playing field, and unfortunately the behaviors of some manufacturers have 
necessitated state laws to protect dealers. These laws cover a myriad of issues, but one that is critical to your bottom line exists in 
40 states, with more on the way.

For years most dealers have submitted for annual increases to their warranty labor rate but have been stuck with an artificially low 
parts mark-up stipulated in their dealer agreements. This mark-up is typically 40% over cost, although some manufacturers will 
pay you list or MSRP. By the way, don’t be fooled by the “list” claim you may hear; you are not collecting 67%, which is anecdotally 
thrown around by your factory rep, or by your managers—you are most likely being paid a blended mark-up in the low to mid 50s.

Based on favorable state laws, you are entitled to collect “retail” from your manufacturer for parts used in a warranty claim. No, 
retail is NOT list price or MSRP; in most cases it is clearly defined in the law. Basically, retail is what your customers pay you for a 
warranty-like repair. In a store with typical pricing and discounting practices, the mark-up normally falls in the 75% to 85% range. For 
dealers utilizing a list pricing model, you should expect something in the 60% range. So even in a conservative pricing environment, 
a dealer should expect to improve his warranty gross profit by 50%; however, something on the order of doubling the gross is very 
realistic. This is a one-time process, and does not need to be repeated, unless you materially change your parts pricing strategy.

This is not to say that the manufacturer will simply lie down and grant you a 100% improvement in your gross. First of all, the laws 
mandate a submission, and detail what is required of the dealer, but that’s just the beginning.

Several things need to be considered in order to ensure the best possible result:

Thorough understanding of the law – Rest assured certain manufacturers will read the statute differently from you. Sometimes 
the positions they take are rather shocking, including those that will simply refuse to follow the law, or others that will attempt to 
include non-warranty-like repairs in a deliberate attempt to lower your mark-up.

Following the manufacturer’s protocol – It’s critical to understand the factory’s guidelines for the inclusion or exclusion of various 
aspects of the submission; each of them have different rules, and they typically won’t disclose all of them to you. If you can determine 
what they are, you should follow them within reason; do not be combative, or send up “legal signals” out of the gate.

Optimization – Absolutely key to this process is achieving the best possible result, and that can only be done through the proper 
selection of your submission sample—this is something that should not be left to chance or inferior technologies. Missing your mark-
up by even a few points can cost you thousands every year, perpetually. Do yourself a favor, and explore this aspect with some 
attention to detail—it will be worth it to you in the long run.

Warranty Auditors – Beyond technology, however, is the need for a thorough audit process. Your declaration will be scrutinized by 
factory auditors that know every nook and cranny of countering retail warranty submissions, and you should have someone familiar 
with their techniques, in order to preempt or refute their sometimes-questionable positions. Here again, it is better to get along with 
these folks, and in many cases, this is not a problem; however, without naming any specific manufacturers, some are extremely 
difficult.

Factory Responses – In many cases your approval will not be smooth, and the manufacturer may rebut your calculations, or in 
some instances, summarily reject your submission. Responding in the proper manner is critically important, since it could be the 
difference between achieving a substantial increase in your warranty parts gross, or obtaining nothing at all. There are many dealers 
that have re-submitted two, three or four times over the course of a year or two, costing themselves multiple six figures in lost profit.

The bottom line is that you have an extraordinary opportunity to receive a fair reimbursement for the parts utilized in the warranty 
work you perform. If this process is approached in a judicious and professional manner, you can quite possibly double your warranty 
parts gross profit. There are many pitfalls for the uninformed, but tremendous upside for those that perform the submission process 
properly.

For more information, Contact Armatus Dealer Uplift: 888.477.2228 or info@dealeruplift.com. Armatus has performed over 3,800 
successful retail warranty parts submissions to 24 manufacturers in 40 states.

Armatus Dealer Uplift is IADA’s newest preferred provider.

PREFERRED PROVIDER CONTENT

mailto:info%40dealeruplift.com?subject=

