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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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January 22–25, 2015
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Iowa Automobile Dealers 
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December New Vehicle Registrations

December, 2014 New Vehicle Registrations Up
Iowans registered 12,335 new 
vehicles in December, bringing the 
total new vehicles registered in 
2014 to 137,663. The year finished 
strong with a 3.1% increase over 
December 2013, and a slight 0.73% 
increase from 2013’s total. This 
continues a trend of increasing new 
vehicle registrations each year since 
the market bottomed out in 2009.

Among the highest registration 
volume manufacturers, Chevrolet, 
Ford, and Toyota all saw market 
share decreases from 2013, 
while Jeep, Ram, Subaru, and 
Chrysler all posted double-digit market share percent increases. (For further data on the 15 
manufacturers with the highest registration volumes, see “Analysis of Highest Registration 
Volume Manufacturers in 2014” on page 2.) Outside of the highest volume manufacturers, 
Scion (-53.5%), Volvo (-17.5%), Cadillac (-17.1%) and Dodge (-15.6%) saw a decrease 
in market share while Infiniti (27%), Jaguar (22.2%), Mitsubishi (20.8%), and Land Rover 
(20.2%) saw significant percent increases in market share.

IADA obtains new vehicle registration information from preferred provider Reg-Trak Inc. For 
more information about Reg-Trak or to order your own customized reports, contact Scott 
Quimby at 877.335.2525.
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The Anderson Report: Women Underrepresented in Service Tech Jobs
By IADA President Bruce Anderson

I get it. The automobile dealership is a predominantly male 
workplace. I did not realize just how underrepresented women 
are, however, until I read a U.S. Department of Labor study on 
nontraditional occupations for women and learned that only 
1.2% of all service technicians are women. 

I’ve been trying to figure out why that number is so 
low. The common thinking and standard response 
is that it’s always been that way or that it’s just 
not a job women are interested in doing. But that 
reasoning seems to apply to other “traditionally 
male” occupations that have much higher female 
participation: 4.8% of welders, 7.4% of truck and 
tractor operators, and 12.6% of law enforcement 
officers are women.

Like being a service technician, those positions 
require significant technical training and expertise. 
Women employed in those jobs also earn their 
living in a male-dominated environment. There 
must be a reason that a higher percentage of 
women go into those professions. My hunch (and 
it’s only a hunch) is that those other jobs are 
viewed as either more lucrative or somehow more glamorous. 
I am concerned that part of the reason may be that people just 
do not realize what a computer-driven, high-tech, and highly 
compensated job being an automotive service technician 
is. Maybe the industry suffers from the image of service 
technicians still lingering from the portrayal of Andy Griffith’s 

favorite mechanics, Goober and Gomer Pyle.

You have probably figured out by now that the reason I’m 
wondering about this is that the demand for automotive service 
technicians is growing but the supply of them is not. One of the 

most common questions I get from IADA members 
is “Where can I get a good service technician?” 
It seems to me that there are two answers to that 
question: 1) Train one from scratch or 2) Hire 
one away from another dealer. Why wouldn’t we 
want to double the pool of potential employees by 
opening the field to women in a meaningful way?

There are two things you can do to help IADA’s 
efforts to get more technicians in the labor pool. 
And it’s only one thing if there are no female 
technicians in your service department. First, if 
you have a female service technician on staff, I’d 
love to talk with you and her about her career and 
the industry. Second, I’d like you to give every 
person who works at your dealership a copy 
of the Iowa Automobile Dealers Foundation for 
Education scholarship application and ask them if 

they know of any students who might be interested in working 
in an automobile dealership—especially if they want to be a 
service technician.

Bruce Anderson may be reached at 515.440.7630 or 
banderson@iada.com.

The 
demand for 
automotive 

service 
technicians 
is growing 

but the 
supply of 

them is not.

Analysis of Highest Registration Volume Manufacturers in 2014
Here’s a look at the manufacturers with the highest volume of new vehicle registrations in Iowa in 2014. Manufacturers highlighted 
in green had a market share percent increase over 2013 while shares in red had a market share percent decrease.

Manufacturer Registration Volume Market Share % Change from 2013
Chevrolet 29,051 21.1% -6.6%
Ford 27,131 19.7% -6.3%
Toyota 13,469 9.8% -0.4%
Honda 7,825 5.7% 0.4%
Nissan 6,896 5% 9.8%
Jeep 6,016 4.4% 41.1%
GMC 5,921 4.3% -3.9%
Dodge 5,565 4% -15.6%
Ram 5,471 4% 44.5%
Chrysler 4,214 3.1% 11.2%
Hyundai 3,953 2.9% 1.8%
Kia 3,838 2.8% 2.3%
Subaru 3,385 2.5% 19.1%
Buick 3,284 2.4% 2.1%
Volkswagen 1,992 1.5% -9.6%

Source: Reg-Trak Inc.

http://www.dol.gov/wb/stats/Occupations.htm
http://www.dol.gov/wb/stats/Occupations.htm
http://www.iada.com/PageContent/Documents/2015scholarshipapplication.pdf
http://www.iada.com/PageContent/Documents/2015scholarshipapplication.pdf
mailto:banderson%40iada.com?subject=


3 Iowa Automobile Dealers Association   •   IADA.com January 7, 2015

Dealer News

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

Finnin Kia Receives National 
Customer Service Award
Congratulations to April Finnin-Rink of Finnin Kia 
(Dubuque). The dealership was recently named 
the top Kia dealership nationwide for customer 
satisfaction between January and September.

$2,000 Scholarships Available
Students interested in pursuing a career in the auto 
industry can apply for one of up to fifteen $2,000 
scholarships offered by the Iowa Automobile Dealers 
Foundation for Education. The scholarship application 
is due by 5 p.m. on Monday, March 2, 2015. 

Regulatory Refresh: 
Record Retention and 
Destruction Guide
Establishing and following a record retention and 
destruction policy is vital for dealerships that want to 
protect themselves in the case of litigation. Having the 
policy is not enough—it must be followed carefully, 
with documents destroyed once they are no longer 
required to be retained.

Keep in mind that there are significant legal and 
security risks if you keep records longer than required. 
IADA recommends regularly shredding outdated 
records as a best practice.

Consult the record retention guide on the following 
page to see retention requirements for many 
dealership documents and files.

2015 Legislative Session Preview
The 86th Iowa General Assembly will convene on January 12, and the 
2015 session has the potential to be a big one for auto dealers. 

The board of directors established IADA’s legislative agenda at their 
winter meeting, and the association’s government relations team has 
been laying the groundwork for executing that agenda. IADA Legislative 
Counsel Scott Sundstrom of Nyemaster will again represent the interests 
of dealerships at the state capitol daily during the session.

Here’s a look at a couple issues that have the potential to impact dealers.

Road Funding
Governor Branstad and members of the legislature have made it clear 
that road funding will be a priority during the 2015 session. Many options 
for finding that money are being discussed, with the gas tax getting the 
most play in the media. Another method that has been the subject of 
conversation is raising the fee on new registration 20%, from the 5% 
currently collected to 6%.

That 20% increase would be a tax that only Iowans pay. Visitors passing 
through Iowa contribute to the wear and tear on our roads and bridges 
but wouldn’t be helping to pay for that use through an increased fee on 
new registration. The increase also has the potential to depress vehicle 
sales, which ultimately would hurt the Road Use Tax Fund. If a customer 
delays purchasing a new vehicle because he or she can’t afford the 
vehicle or qualify for credit because of a tax increase, the Road Use Tax 
Fund will miss out on 5% of that sale. Road funding is a vitally important 
issue in Iowa, but there are better ways to make up the deficit than by 
increasing the fee on new registration.

When you see your local legislator, let him or her know that while you 
support finding ways to fix Iowa’s roads and bridges, it’s important that 
the money to do so not be collected in the showroom.

Universal Jurisdiction for County Treasurers
IADA frequently hears complaints from dealerships about the disparities 
in how each of Iowa’s 99 county treasurers interprets the UT510 manual. 
The board of directors included establishing universal jurisdiction for 
county treasurers, which would expand the county treasurers’ authority 
to permit them to title and register vehicles from any of the 99 counties 
rather than the one in which the customer resides, in the association’s 
legislative agenda. While this issue is important to dealers, it is one that 
most legislators won’t be thinking about on a daily basis. They need to 
hear from you. As the saying goes, the squeaky wheel gets the grease, 
so dealers should start squeaking. If you see your local legislator, make 
sure to tell him or her about instances in which different interpretations 
by county treasurers have created problems for your dealership or the 
customer. Hearing real world examples from constituents will make a big 
difference when the IADA government relations team discusses the issue 
at the capitol.

Grassroots Network: We Need Your Help
IADA will keep members apprised of issues that matter to dealerships 
throughout the session in this newsletter and, should the need arise, 
through legislative alerts sent via email. The strength of our government 
relations program lies in our grassroots network and the relationships 
you have with your legislators.

Not sure who your local legislators are or how to get in touch with them? 
You can find their contact information on the Iowa Legislature’s website. 
And if you have relationships with your legislators be sure to let us know 
by filling out our Grassroots Survey.

LaMair-Mulock-Condon: 
Dealers’ Insurance Solution
IADA preferred provider LaMair-Mulock-Condon 
Co. (LMC) is the solution for dealerships’ insurance 
needs. LMC can help dealerships obtain the 
insurance necessary to run their businesses, including 
workers’ compensation, garagekeepers, open lot 
coverage, life, and health insurance. Dealerships can 
also turn to LMC for help in navigating the Affordable 
Care Act through their ACA compliance consulting 
services.

Contact LMC’s Pat Duff at 515.237.0193 to learn 
more about how LMC can help your dealership.

mailto:bbungert%40iada.com?subject=
http://www.bizjournals.com/prnewswire/press_releases/2014/12/10/MN87677
http://www.bizjournals.com/prnewswire/press_releases/2014/12/10/MN87677
http://www.iada.com/pagecontent/documents/2015scholarshipapplication.pdf
http://www.desmoinesregister.com/story/news/politics/2014/11/06/terry-branstad-iowa-gas-tax/18613851/
http://www.desmoinesregister.com/story/news/politics/2014/11/06/terry-branstad-iowa-gas-tax/18613851/
https://www.legis.iowa.gov/legislators/find
http://www.iada.com/PageContent/Documents/leg_contact_survey.pdf
http://www.lmcins.com
http://www.lmcins.com
mailto:pat.duff%40lmcins.com?subject=
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Audit Reports Permanently
Accounts Receivable or 
Payable Ledger

8 years

Bank Statements and 
Reconciliations

5 years

Canceled Checks
Payroll and General 5 years
For Purchase of Assets 5 years after asset disposition

Capital Stock Book Permanently
Cash Disbursement Journal 8 years
Cash Received Journal 8 years
Expense Reports 6 years
Expense Ledger 8 years
Financial Statements 8 years, retain permanently if 

no formal audit reports.
General Ledger and Journal Permanently
Interdepartmental Sales 
Journal

8 years

Inventory Records (annual) 8 years
New Car Sales Journal 8 years
Notes Receivable Ledger 8 years
Parts, Accessories, and 
Service Sales Journal

8 years

Payroll
Earnings Records 5 years
Journal 5 years
Time Cards 3 years

Petty Cash
Vouchers 3 years
Summary Envelope 3 years

Prepaid and Accrued 
Expenses Journal

3 years

Subsidiary Ledger 8 years
Trial Balances 8 years
Vouchers: Vendors, 
Employees

8 years

Accounting

Articles, Bylaws, Minutes, 
Other Corporate Records

Permanently

Corporate

Correspondence
General Permanently
Legal and Tax 10 years

Correspondence

Taxes
Form 8300 5 years
Income Tax Returns

US and State Permanently
Related Work Papers 5 years

IRS Audit Results Permanently
Unemployment Tax Returns: US 
and State/Related Work Papers

5 years

Withholding Tax Returns: US and 
State/Related Work Papers

5 years

Withholding Tax Statements 5 years

Taxes

Accident Reports 6 years
Bills of Lading 10 years
Buyer's Guide—Used Car** No requirement*
Car Invoices* 6 years*
Car Purchase Orders* 10 years
Credit Applications

Denied* 5 years*
Approved* 5 years*

Credit Card Slips 1 year
Credit Denial Notices* 5 years*
Customer Files* 10 years*
Damage Disclosure Statements* 5 years*
Employment Applications

Terminated and Not Hired 3 years
Hired 3 years after termination

Insurance Policies—Expired 4 years
Internal Repair Orders* 3 years
Junking Certificate 3 years
Odometer Statements* 5 years
OSHA Records 6 years
Personnel Files 6 years after termination
Purchase Orders 6 years
Repair Estimates 9 months
Repair Order Check Sheet 2 years
Repair Order 6 years
Retail Installment Contract* 10 years
Sales Invoices 6 years
Service Contracts/Extended 
Warranties*

10 years after expiration

Shipping, Receiving Reports 6 years
Underground Storage Tanks—
Testing/DNR Correspondence

Permanently

Uniform Hazardous Waste 
Manifests

3 years

Vendor Invoices 6 years

Operations

*Each item in the deal jacket has its own retention requirement. Unless you 
want to strip the file, keep the car deal for 10 years, or, in the case of contracts 
performed over time, for 10 years past the contract’s expiration.

**The Used Car Buyers' Guide is not required to be kept, however, if you don't 
keep a signed copy it will be difficult to prove that your customer received one.
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In 2014, dealers made a difference in several Iowa communities with the donation of CPR training units through a National Automobile Dealers Charitable 
Foundation program. 1 Union County EMS Association received a CPR training unit from Stalker Chevrolet (Creston). 2 Belle Plaine Schools received a training 
unit from John Grieder Motors (Belle Plaine). 3 K & W Motors (New Hampton) presented a training unit to the New Hampton Fire Department. 4 Van Buren 
County Ambulance received a donation from Fesler Auto Mall (Fairfield). 5 George White Chevrolet (Ames) presented a CPR training unit to Collins-Maxwell 
schools. 6 Regional Health Services of Howard County received a donation from H &S Motors (Cresco). 7 Motor Inn (Estherville) presented a CPR training unit 
to the Wallingford Fire Department. 8 Broadlawns Medical Center received a training unit from BMW of Des Moines (Urbandale) and Mercedes-Benz of Des 
Moines (Urbandale). 9 Glendenning Motor Co. (Mount Ayr) presented a CPR training unit to the Mount Ayr Fire Department. 10 Jefferson County Health Center 
received a CPR training unit from Fesler Auto Mall (Fairfield). 11 Wilson Toyota Scion (Ames) presented a CPR training unit to Mary Greeley Medical Center.

1 2 3

4 5 6 7

8 9

10 11

CPR Training Units Available for Donation to Community Organizations
Iowa dealerships can donate a total of 12 CPR training units to qualifying organizations in 2015 through a National Automobile 
Dealers Charitable Foundation (NADCF) program. Organizations, such as hospitals, fire departments, YMCAs, and schools, are 
eligible to receive their choice of one of eight types of CPR training unit upon acceptance of their application.

Download the application from the NADA website. 

The application and donation process is simple. The organization in need should fill out the application and email it to  
mcason@iada.com. IADA will coordinate with NADCF to process and approve the application, and, following approval, will work 
with the dealership to arrange a donation presentation and promote the donation to the local media.

Dealerships are encouraged to reach out to organizations that may be in need of training units to tell them about the program.

For more information, contact Mary Cason at 515.440.7625.

http://www.nada.org/NR/rdonlyres/31C3FDAF-BA17-4B15-AF77-DD50762216E0/0/CPR_Training_Unit_Program_2013.pdf
mailto:mcason%40iada.com?subject=
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Upcoming Webinars
DealersEdge offers training webinars to IADA 
members at a discounted rate of $149 per webinar. 
Visit IADA.DealersEdge.com for more information or 
to purchase training webinars.

January 15 at 12 p.m.
Habits and Practices of Exceptional F&I Managers
Becky Chernek will examine the common attributes 
of the best F&I managers in the business, including 
communication skills, goal setting, role playing, 
continuing education, and performance analysis.

January 20 at 12 p.m.
Habits and Practices of Exceptional BDC Managers
The BDC manager can mean the difference 
between success and failure. Join us for a 60-minute 
workshop where Joni Stuker will outline the habits 
and practices of the best BDC managers.

January 27 at 12 p.m.
Internet Ups: Guiding the Prospect from Email to 
Phone to Showroom
An alarming number of Internet prospects—as many 
as 95% according to some estimates—never make 
it into the showroom. Learn how to convert online 
shoppers to showroom customers with specially 
designed processes and a well-developed skill set.

February 5 at 12 p.m.
Advanced Parts Storage Techniques
Smart parts managers are utilizing new concepts in 
parts warehousing that will not only allow you to store 
more parts in the existing space but also provide 
efficiencies when it comes to dispensing those parts 
to technicians and customers.

February 26 at 12 p.m.
How to Reconcile and Explain Differences Between 
the Sales/CRM Gross and the Accounting Gross
Accounting is guided by the financial statement. 
Sales is more interested in CRM data and their own 
commission tally sheets. The difference between the 
two often leads to misunderstanding, mistrust and 
sometimes arguments. Sandi Jerome will identify why 
these misunderstandings persist and what you can 
do to get sales and accounting on the same page.

VIP Season Ticket
Don’t forget about the VIP Season Ticket option to 
access all the webinars and training materials for  
one year. 

For $800, up to 10 members of your team will have 
access to new webinars, archived training recordings, 
and best practice and case study reports throughout 
the year.

Current Season Ticket subscribers can access their 
training programs and resources at the IADA Season 
Ticket website.

Dealer Deadlines
January 31
Consumer Credit Code Notification Form Due to Attorney 
General
Every dealer must file a Consumer Credit Code Notification form and pay 
a $10 fee to the Iowa Attorney General by January 31. All dealers who 
sign a retail installment contract must file. You can find dealer-specific 
instructions on how to fill out the form in our online Legal Library.

Form 8300
The Internal Revenue Service requires that customers who are identified 
on cash reporting Form 8300 during 2014 be notified in writing by 
January 31, 2015. 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.

Visit the IADA Legal Library for a guide to the $10,000 Cash Reporting 
Rule and Form 8300.

OSHA Recordkeeping 
Requirement Begins
Automobile dealerships with 11 or more employees must begin 
complying with OSHA’s recordkeeping regulation, which went into effect 
on January 1. Although dealerships were formerly exempt from this 
requirement, that exemption was repealed earlier this year.

There are three forms that dealerships will need to use:
• OSHA Form 300, the Log of Work-Related Injuries and Illnesses
• OSHA Form 300A, the Summary of Work-Related Injuries  

and Illnesses
• OSHA Form 301, the Injury and Illness Incident Report

The Form 300A summary must be posted annually, even if no recordable 
work-related injuries or illnesses occurred during the year. The deadline 
to file the Form 300A for 2015 is February 1, 2016.

Resources
NADA recorded a webinar in October that is required viewing for 
whoever will be in charge of OSHA recordkeeping compliance at your 
dealership. You can access the webinar “OSHA’s Repeal of Dealer 
Recordkeeping Exemptions” through NADA University.

OSHA has also prepared resources for businesses that are new to the 
recordkeeping requirement.

• Updates to OSHA’s Recordkeeping Rule: Who is Required to Keep 
Records and Who is Exempt

• Brief Tutorial on Completing the Recordkeeping Forms
• Updates to OSHA’s Recordkeeping Rule
• FAQs
• OSHA Reporting Requirements for Employers
• Updates to OSHA’s Reporting and Recordkeeping Rule: An 

Overview
• Updates to OSHA’s Recordkeeping Rule: Reporting Fatalities and 

Severe Injuries

http://iada.dealersedge.com/all-dealersedge-webinars.html
http://iada.dealersedge.com/all-dealersedge-webinars/upcoming-live-webinars/wja2-live-january-15-becky-chernek-habits-practices-of-exceptional-f-i-managers.html
http://iada.dealersedge.com/all-dealersedge-webinars/upcoming-live-webinars/wja3-live-january-20-joni-stuker-habits-practices-of-exceptional-bdc-managers.html
http://iada.dealersedge.com/all-dealersedge-webinars/upcoming-live-webinars/wjad-live-january-27-mark-rodriguez-internet-ups-guiding-the-prospect-from-email-to-phone-to-showroom.html
http://iada.dealersedge.com/all-dealersedge-webinars/upcoming-live-webinars/wjad-live-january-27-mark-rodriguez-internet-ups-guiding-the-prospect-from-email-to-phone-to-showroom.html
http://iada.dealersedge.com/all-dealersedge-webinars/upcoming-live-webinars/wjb1-live-february-5-david-summers-advanced-parts-storage-techniques-get-more-efficiency-from-existing-space-without-costly-equipment-solutions.html
http://iada.dealersedge.com/all-dealersedge-webinars/upcoming-live-webinars/wjb4-live-february-26-sandi-jerome-how-to-reconcile-explain-differences-between-the-sales-crm-gross-and-the-accounting-gross.html
http://iada.dealersedge.com/all-dealersedge-webinars/upcoming-live-webinars/wjb4-live-february-26-sandi-jerome-how-to-reconcile-explain-differences-between-the-sales-crm-gross-and-the-accounting-gross.html
http://bit.ly/kVgq7Y
http://bit.ly/kVgq7Y
http://bit.ly/kVgq7Y
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://iada.com/MembersOnly/LegalLibraryView.aspx?pid=329fb54e-b0f1-47d8-b6ad-9105b43ddbb7
http://iada.com/MembersOnly/LegalLibraryView.aspx?pid=329fb54e-b0f1-47d8-b6ad-9105b43ddbb7
http://vt.lightspeedvt.com/tc/#/trainingcenter/course/16966
http://vt.lightspeedvt.com/tc/#/trainingcenter/course/16966
https://www.osha.gov/recordkeeping2014/OSHA3746.pdf
https://www.osha.gov/recordkeeping2014/OSHA3746.pdf
https://www.osha.gov/recordkeeping/tutorial.html
https://www.osha.gov/recordkeeping2014/index.html
https://www.osha.gov/recordkeeping2014/faqs.html
https://www.osha.gov/Publications/OSHA3754.pdf
https://www.osha.gov/recordkeeping2014/OSHA3744.pdf
https://www.osha.gov/recordkeeping2014/OSHA3744.pdf
https://www.osha.gov/recordkeeping2014/OSHA3745.pdf
https://www.osha.gov/recordkeeping2014/OSHA3745.pdf

