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The Anderson Report: FTC Enforcement Actions 
Good for Dealerships, Industry
By IADA President Bruce Anderson

Well, it’s about time. 

That was my reaction to the news 
that the Federal Trade Commission 
and 32 separate law enforcement 
agencies cracked down on deceptive 
practices in auto sales, financing, 
and leasing. You may be thinking, 
“Wait a minute—I thought you were 
on our side.” Be assured that I am 
on your side. I love the automotive 
retail industry and the entrepreneurial 
spirit that drives it. And yes, I think 
automobile dealers are over-
regulated. But that’s not what these 
enforcement actions are about. Take 
a look at the FTC’s announcement 
and pay especially close attention 
to the 34-page attachment that details the law enforcement actions. The list of dealer 
misconduct ranges from falsifying credit applications to posing as a private seller and even 
includes outright odometer fraud. 

We are better than this. Dealers who engage in or permit the kind of conduct that is detailed 
in the FTC announcement have no place in the industry. In fact, the report lists nine people 
who are awaiting sentencing for crimes committed while working in automobile dealerships. 
Our industry will be better off if folks like these are in prison. Their deceptive and criminal 
behavior lured customers away from legitimate dealerships, like yours, that play by the 
rules. They also give ammunition to regulators, legislators, and consumer advocates who 
want to impose additional rules, regulations, and red tape on your business.

I often tell policy makers that we don’t need a second, third, or fourth stop sign at a problem 
intersection. We need a traffic cop. Additional regulations burden the good dealers who 
abide by the rules, but they seldom do much to curb bad behavior by the folks who don’t 
follow the rules anyway. The Federal Trade Commission and state attorneys general play an 
important enforcement role as those traffic cops. 

Yes, some of the advertising rules are technical and complicated. Unintentional violations 
can happen. I have a theory about automotive advertising compliance that I call the 17% 
Rule. It works like this. Half of all automotive advertising issues result from not telling the 
truth. That’s right—50% of all automotive advertising issues stem from statements in ads 
that simply are not true. (Example: “$0 Down” is a lie if $3,000 is due at signing.) One-third 
of the problems are the result of dealers or marketing firms being cute, clever, or tricky. 
(Example: “40% Off Original MSRP” is no way to advertise the price of an eight-year-old 
used car.) That leaves 17% of advertising problems that stem from truly technical issues 
that really are complicated. 

Dealers can focus on the issues that can be difficult (like Regulation Z trigger terms and 
Iowa’s quirky raffle rules) when they aren’t dishonest or tricky in their ads. There’s help 
for those issues both in NADA’s recently issued A Dealer Guide to Federal Advertising 
Requirements and the online legal library of IADA.com. Your advertisements put your 
reputation—and the industry—on the line. Make sure you get it right.
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Automotive Advertising Issues

http://www.iowaemploymentconference.com/
https://www.ftc.gov/news-events/press-releases/2015/03/ftc-multiple-law-enforcement-partners-announce-crackdown
https://www.ftc.gov/system/files/attachments/press-releases/ftc-multiple-law-enforcement-partners-announce-crackdown-deception-fraud-auto-sales-financing/150326rusecontrolchart.pdf
http://www.nadafrontpage.com/upload/wysiwyg/2015 Convention/A Dealer Guide to Federal Advertising Requirements.pdf
http://www.nadafrontpage.com/upload/wysiwyg/2015 Convention/A Dealer Guide to Federal Advertising Requirements.pdf
http://iada.com/
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Dealer News

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

Chevrolet Names Dealer of the 
Year Award Winners
Congratulations to the two Iowa winners of the 2014 
Chevrolet Dealer of the Year Award, Ron Brown of 
Bob Brown Chevrolet (Urbandale) and Carl Moyer 
of Karl Chevrolet (Ankeny).

Acura Recognizes Dealerships 
of Distinction
Congratulations to Acura of Johnston (Johnston) on 
being a two-year recipient of the Acura Dealership of 
Distinction award.

Adel Chrysler Sold to Deerys
Adel Chrysler Dodge Ram Jeep (Adel) has been 
sold to Brad Deery, John Deery, Jr., and A. J. 
Perez, with Perez as dealer principal.

McGrath Dealerships Open 
Employee Fitness Center
A new amenity is available for the McGrath dealership employees in 
Cedar Rapids: an employee fitness center.

The 6,000 square foot facility opened January 2 and boasts an array of 
cardio and weight-lifting equipment, a yoga studio, and a spin studio.

“It’s an exclusive, brand new facility that encourages employees to use 
exercise as a stress-reliever,” said Wellness Director Lindsay Olson. 
“Having a fitness center on-site for employees increases productivity, 
improves attitude, encourages cohesiveness, and most importantly 
provides a great place to adopt a healthier, more fit lifestyle.”

Employees and their spouses can choose to join the fitness center for 
a low monthly rate. If the employee visits the fitness center 9 times in a 
month, that rate drops by more than half. A couple hundred employees 
have joined the facility, which is busiest before 7 a.m. and after 6 p.m.

“It comes down to investing in our people,” said Gavin McGrath, general 
manager of Pat McGrath Chevyland. McGrath added that they wanted 
to make it easier for employees to live healthy lifestyles and they were 
inspired by the success they had during a recent yearlong wellness 
program. “At the end of the day, our people love it,” McGrath said. 
“Employee reaction has been great.”

In addition to the equipment that 
employees can use, the fitness 
center offers classes throughout the 
week, including a Zumba-style class, 
cardio pump, spin, and yoga. Olson 
also offers one-on-one personal 
training sessions and nutrition 
counseling.

“The biggest success so far is 
seeing individuals visit and utilize the 
fitness center that otherwise would 
not have,” Olson said. “All levels of 
fitness feel comfortable participating 
in the group classes. It’s an amazing 
place to converse with co-workers 
outside of work and encourage one 
another to become a better, healthier 
version of themselves!”

Ford Announces Employee 
Excellence Award Winners
Congratulations to the dealership employees who 
earned the Ford Employee Excellence award. Iowa’s 
winners include:

• Todd Butters of Sioux City Ford Lincoln  
(Sioux City)

• Weston Conrad of Stivers Ford Lincoln 
(Waukee)

• Warren Humphrey of Deery Brothers Ford 
Lincoln (Iowa City)

• Jeff Krogman of Lynch Ford Chevrolet  
(Mount Vernon)

• Scott Passage of Stivers Ford Lincoln 
(Waukee)

• Rick Pattison of Ames Ford Lincoln (Ames)
• Josh Pokorney of Pritchard’s of Clear Lake 

(Clear Lake)
• Todd Prall of Dewey Ford (Ankeny)

Lincoln Announces Elite 
Achiever Award Winners
Congratulations to Ross Bleeker of Junge Cedar 
Rapids (Cedar Rapids), who was recognized by 
Lincoln as an Elite Achiever.

photo by Lindsay Olson

photo by Lindsay Olson

mailto:bbungert%40iada.com?subject=
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Commentary: Navigating the 
Maze of Federal Regulations
By NADA Chairman Bill Fox 

It's clear by now that new-car dealers are not just 
responsible for facilitating the complex transactions 
of vehicle sales to the American public, but also 
for complying with numerous federal and state 
regulations on a daily basis. And to assist dealers 
with this ongoing challenge, the National Automobile 
Dealers Association is providing its members with 
another essential tool to help navigate the maze 
of federal regulations. It's called A Dealer Guide to 
Federal Advertising Requirements.

In January 2014, NADA rolled out a vital resource 
for its members. The NADA Fair Credit Compliance 
Policy & Program serves as an optional tool to help 
dealers comply with fair credit requirements. Just like 
auto finance, several important federal requirements 
govern the field of advertising, and cover everything 
from credit and lease advertising to prize promotions 
to green-marketing claims. 

To demonstrate its commitment to advertising 
compliance, NADA released its comprehensive guide 
on federal advertising requirements at the 2015 NADA 
Convention and Expo. This provides a compliance 
resource in an area that has come under intense 
scrutiny by the Federal Trade Commission, and 
that has resulted in a series of enforcement actions 
against dealers across the country.

This guide—like the fair credit guide—is a pdf that is 
easily accessible at NADA.org. It provides dealers 
and others in the industry with information on 41 
federal advertising topics; a series of examples 
of “bad” and “good” ads; and the ability to quickly 
hyperlink throughout the document and to additional 
information on various advertising topics. The guide 
focuses on advertising standards at the federal 
level, so it is important that dealers consult with their 
state dealer associations on additional requirements 
imposed at the state level.

NADA's goal this year is steadfast; to defend 
the efficient business model of dealers from the 
challenges posed in our nation's capital and be an 
effective advocate for the thousands of franchised 
new-car dealers across the country. 

This is a moment in the auto industry when all 
franchised new-car dealers must show their cards 
and their diligence—to our supporters and critics—so 
that we can continue to thrive and proudly serve our 
customers, manufacturers, and communities.

NADA will continue to provide the tools dealers need 
to manage the increasingly complex web of federal 
regulatory requirements that apply to our businesses.

Bill Fox, chairman of the National Automobile Dealers Association, 
is a partner at Fox Dealerships, Inc., in the upstate New York cities 
of Auburn and Phoenix.

AIADA to Host Washington 
Summit May 11
AIADA will host the ninth annual International Auto Industry Summit May 
11–12 in Washington, DC. The event includes a dinner with keynote 
speaker Robert O’Neill, a member of SEAL Team Six; a morning session 
featuring Politico’s Chief White House Correspondent Mike Allen and 
Gen Y Expert Jason Dorsey; and visits with members of Congress. 

If you’re planning to attend the summit, let IADA know. For more 
information and to register, visit AIADA.org.

Dealers Must Notify DOT When 
Changing Business Hours
Iowa Department of Transportation regulations require that licensed 
motor vehicle dealers advise the office of vehicle services at least ten 
days before any change in “name, location, hours, or method or plan 
of doing business.” The overlooked portion of that regulation is the 
requirement that the DOT be notified if you change business hours. It is 
a violation of your dealer license to post different hours than those on 
file with the department. There is no specific form or formal process. Any 
written document listing the new hours will work and can be submitted to 
the office of vehicle services in any of the following ways: 

By email: vehser@dot.iowa.gov

By fax: 515.237.3056

By mail: Office of Vehicle Services
P.O. Box 9278
Des Moines IA 50306-9278

Regulatory Refresh: Sales to Minors
In Iowa, a contract is enforceable only against a person of legal majority. 
A person attains the age of majority by turning 18 or getting married, 
whichever occurs first.

A contract made by a minor is voidable by the minor until a reasonable 
time after the date he or she becomes 18. Voidable means a minor can 
back out of the contract for any reason, or no reason at all. This is true 
even if the minor lied about his or her age. A sale of a motor vehicle 
would constitute a contract even if it were a cash sale. It is conceivable 
that a court could require a dealer to refund the entire purchase price and 
fees (with no set-off for the use of the car) in the event a minor decided 
to void a contract.

To protect the dealership, have the minor's parent or guardian sign (or 
co-sign) the car purchase order. If the parent or guardian wishes the car 
to be titled in the name of the minor, you may do that. Make a note in the 
section of the purchase order that says Other Information or Terms of 
Sale that the buyers want the car titled in the minor's name. Have both 
initial it.

If the adult co-signer is not the minor's parent or guardian, you should 
title the vehicle in both names. If the vehicle is financed, the finance 
company will insist that the vehicle be titled in both names.

If the minor is the only name on the title, under Iowa law the minor must 
have a valid Iowa driver's license, learner's permit, or intermediate 
license.

http://www.nadafrontpage.com/upload/wysiwyg/2015%20Convention/A%20Dealer%20Guide%20to%20Federal%20Advertising%20Requirements.pdf
http://www.nadafrontpage.com/upload/wysiwyg/2015%20Convention/A%20Dealer%20Guide%20to%20Federal%20Advertising%20Requirements.pdf
https://www.nada.org/faircredit/
https://www.nada.org/faircredit/
https://www.nada.org/
http://www.aiada.org/news/events/37-9th-annual-international-auto-industry-summit
https://www.legis.iowa.gov/docs/ACO/chapter/01-23-2013.761.425.pdf
mailto:vehser%40dot.iowa.gov?subject=
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Employee Education Opportunities
Two exciting educational opportunities for dealership employees are 
coming up. HR Managers and dealers are encouraged to attend the Iowa  
Employment Conference while marketing managers should consider 
attending Digital Strategy Boot Camp.

Iowa Employment Conference: April 22–23
Dealers and human resource managers can take part in Iowa’s largest 
employment issues conference April 22–23 at Prairie Meadows in 
Altoona.

For the third year, IADA is co-sponsoring the conference. In addition 
to the general HR and labor issue sessions offered during the two-day 
event, there will be a special IADA dealer-only session. “Hey, Where Did 
My Exemption Go? HR Headaches for Auto Dealers,” will be held on 
Wednesday, April 22 from 1 p.m. to 2:15 p.m. 

General sessions include “Pay Discrimination–Hidden Traps in 
Compensation Systems,” “Workplace Drug Testing,” and “Managing 
Social Media in the Workplace.” (See the complete list of sessions at the 
Iowa Employment Conference website.)

Registration is $235 per person. For more information and to register visit 
IowaEmploymentConference.com.

Brand Driven Digital Boot Camp: May 14
It’s more important than ever to have a solid strategy for building your 
digital brand. Brand Driven Digital is hosting a day-long boot camp to 
help businesses learn how to develop an effective digital strategy. 

The event will be held from 9:30 a.m. to 4 p.m. on May 14 at the Des 
Moines Social Club. IADA members can attend for a discounted rate of 
$145—just enter the promo code “iada” when registering. 

Topics covered during the interactive workshop will include:
• Defining your digital brand strategy
• Taking your website from good to great
• Understanding the digital ecosystem: online ads, email, social, 

content, mobile, and more
• Why email matters now more than ever

Attendees will be broken up into groups that will allow them to 
work through the challenges they face with attendees from similar 
organizations.

Visit BrandDrivenDigital.com to learn more.

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.

April 2 at 12 p.m.
Forecasting for 2015 and Beyond
This year promises to be very good to auto retailers, 
especially for those dealers who have firm strategies 
in place to seize the opportunities provided by the 
market. Use this forecasting process to help your 
staff reach even higher.

April 9 at 12 p.m.
Top 10 Digital Marketing Mistakes by Auto Dealers
Nan Mossey will highlight the top 10 digital marketing 
mistakes made by dealers and offer suggestions for 
identifying and acting on the opportunity each “oops” 
represents.

April 16 at 12 p.m.
Dealership Buy/Sell Marketplace of the Near Future
How will private equity, big money interests, and 
family offices affect the buy/sell market in the coming 
year? In this special presentation, Erin and Ryan 
Kerrigan will discuss the current and near future buy/
sell market for auto dealerships, providing critical 
perspective and understanding of what is driving the 
buy/sell market for dealerships.

April 23 at 12 p.m.
DMS Market Report for 2015: Top Five Dealer 
Questions Answered
Technology changes constantly. You need to know 
what works, what is beneficial to your business’ 
mission, and what is worth the added expense. Paul 
Gillrie will share the inside scoop, including how to 
choose between on-site and cloud solutions and how 
to make intelligent technology buying decisions for 
your dealership or group.

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.

http://www.iowaemploymentconference.com/wfData/files/Topic%20&%20Speaker%20List.pdf
http://www.iowaemploymentconference.com/
http://branddrivendigital.com/bootcamp/
https://www.eventbrite.com/e/digital-strategy-boot-camp-des-moines-tickets-14427616389
http://branddrivendigital.com/bootcamp/
http://iada.dealersedge.com/all-dealersedge-webinars.html
http://iada.dealersedge.com/all-dealersedge-webinars/upcoming-live-webinars/wjd1-live-april-2-brooke-samples-forecasting-for-2015-and-beyond-your-guide-for-creating-department-forecasts-that-yield-big-results.html
http://iada.dealersedge.com/catalog/product/view/id/67535/category/368/
http://iada.dealersedge.com/catalog/product/view/id/67514/category/368/
http://iada.dealersedge.com/all-dealersedge-webinars/upcoming-live-webinars/wjd4-live-april-23-paul-gillrie-dms-market-report-for-2015-5-top-questions-from-dealers-answered.html
http://iada.dealersedge.com/all-dealersedge-webinars/upcoming-live-webinars/wjd4-live-april-23-paul-gillrie-dms-market-report-for-2015-5-top-questions-from-dealers-answered.html
http://bit.ly/kVgq7Y
http://bit.ly/kVgq7Y
http://bit.ly/kVgq7Y

