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Adel Chrysler, Macke Ford Donate CPR 
Training Units to Community Organizations

Macke Ford Inc. (Coon Rapids) donated CPR training units to Coon Rapids-Bayard Schools and the Glidden Fire 
Department. The donations were made possible through a National Automobile Dealers Charitable Foundation 
program. Coon Rapids-Bayard School Nurse Danielle Willenborg, Macke Ford Service Manager Roger Tapps, 
Glidden Mayor Roger Hartwigsen, Glidden City Clerk Suzanne Danner, Macke Ford Receptionist Laura 
Hachmeister, Macke Ford Sales Manager Nate McAlister, Macke Ford Business Manager Lisa Beyerink, Macke 
Ford Sales and Internet Manager Mike Deeth, and Macke Ford Dealer Principal Gus Macke.

Adel Chrysler Inc. (Adel) donated a CPR training unit to Adel-DeSoto-Minburn School District. The donation was 
made possible through a National Automobile Dealers Charitable Foundation program. Physical Education Teacher 
Mike Whizner accepted the donation on behalf of the school district. Pictured, from left: Whizner, Adel Chrysler 
General Manager Ross Knobbe, Dealer Principal A. J. Perez.
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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.

Edwards Auto Group 
Purchases Fitzpatrick Auto 
Center, Gretter Autoland
Edwards Auto Group (Council Bluffs), led by Dave 
Edwards, has acquired two additional franchised 
dealerships in Iowa.

Tom and Bill Fitzpatrick of Fitzpatrick Auto Center 
(Storm Lake) sold their dealership to Edwards Auto 
Group. Tom Fitzpatrick was IADA chairman in 2005.

Edwards Auto Group also purchased Gretter 
Autoland (Washington) from John and Tom Gretter.

Iowa Automobile Dealers Foundation 
for Education Awards Scholarships
The Iowa Automobile Dealers Foundation for Education has awarded 15 
$2,000 scholarships to college-bound students. The recipients, who are 
seeking education to begin careers in the automotive industry, are:

• M. O. Kahn Scholarship recipient Danielle Bergan of Des Moines, 
recommended by Willis Auto Campus (Clive). Bergan is studying 
business administration at AIB College of Business.

• Stan & Marleen Moffitt Scholarship recipient Doug Biehn of Boone, 
recommended by Pat Clemons Inc. (Boone). Biehn is enrolled in 
the Chrysler CAP program at Des Moines Area Community College 
(DMACC).

• George White Memorial Scholarship recipient Jacob Dicks of 
Bondurant, recommended by Mercedes-Benz of Des Moines 
(Urbandale). Dicks plans to enroll in the auto tech program at 
DMACC.

• Pat & Carol Clemons Scholarship recipient Colby Hansen of Ames, 
recommended by George White Chevrolet (Ames). Hansen plans 
to study business at Wartburg College.

• Justin Hultman of Keota, recommended by Gretter Autoland 
(Washington). Hultman, who also received a Foundation scholarship 
in 2014, is enrolled in the diesel tech program at Kirkwood 
Community College.

• Michael Husar of Muscatine, recommended by Toyota of 
Muscatine (Muscatine). Husar, who also received a Foundation 
scholarship in 2014, is studying business administration at AIB 
College of Business.

• Edmund S. Elbert Memorial Scholarship recipient Landon 
Jergenson of Algona, recommended by Kemna Auto Center 
(Algona). Jergenson plans to enroll in the auto tech program at Iowa 
Lakes Community College.

• Michael T. Clemons Scholarship recipient Carter Lake of Le Mars, 
recommended by Total Motors (Akron). Lake plans to enroll in the 
Ford ASSET program at DMACC.

• Tyler Lundtvedt of Decorah, recommended by McGrath Buick 
GMC Cadillac (Cedar Rapids). Lundtvedt is enrolled in the auto tech 
program at Kirkwood Community College.

• Christopher Mott of Davenport, recommended by Lindquist Ford 
(Davenport). Mott is enrolled in the diesel tech program at Scott 
Community College.

• Trevor Moyer of Montezuma, recommended by Vannoy Chevrolet 
Co. (Montezuma). Moyer plans to enroll in the diesel tech program at 
DMACC.

• L. R. & Iven Weber Memorial Scholarship recipient Rachael 
Schueller of Durango, recommended by Riley Mazda Subaru 
Mitsubishi (Dubuque). Schueller plans to study accounting at Loras 
College.

• Garret Seaman of Spencer, recommended by H & N Chevrolet 
Buick (Spencer). Seaman, who also received a Foundation 
scholarship in 2014, is enrolled in the auto tech/diesel program at 
Northwest Iowa Community College.

• Kyle Smith of Council Bluffs, recommended by Edwards Chevrolet 
Cadillac (Council Bluffs). Smith is enrolled in the auto tech program 
at Iowa Western Community College.

• Taylor Voorhees of Clive, recommended by Willis Auto Campus 
(Clive). Voorhees plans to study business at Iowa State University.

In Case You Missed It: 
Washington Post Debunks 
Auto Financing Claim
The Washington Post Fact Checker column awarded 
"Four Pinocchios," the most egregious possible rating, 
for a claim that when dealers arrange financing, "auto 
dealer markups cost consumers $26 billion a year."

That false statistic has been cited by those who would 
like the CFPB to have authority over dealer financing, 
including Massachusetts Senator Elizabeth Warren.

There are two important points to remember when 
discussing this issue with regulators and legislators. 
Dealers should be compensated for the work they 
do, so a dealer reserve from arranging financing is a 
reasonable cost for services provided. Additionally, 
dealers often obtain rates for customers lower than 
the market rate and lower than the rate the customer 
would be able to obtain shopping around on his or 
her own. That is a valuable service that often saves 
customers money in the long run.

mailto:bbungert%40iada.com?subject=
http://www.washingtonpost.com/blogs/fact-checker/wp/2015/05/05/warrens-false-claim-that-auto-dealer-markups-cost-consumers-26-billion-a-year/
http://www.washingtonpost.com/blogs/fact-checker/wp/2015/05/05/warrens-false-claim-that-auto-dealer-markups-cost-consumers-26-billion-a-year/
http://www.washingtonpost.com/blogs/fact-checker/wp/2015/05/05/warrens-false-claim-that-auto-dealer-markups-cost-consumers-26-billion-a-year/
http://www.washingtonpost.com/blogs/fact-checker/wp/2015/05/05/warrens-false-claim-that-auto-dealer-markups-cost-consumers-26-billion-a-year/
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Source: Reg-Trak Inc.

New Vehicle Registrations in April Up .7% from Previous Year
Iowans registered 11,730 new vehicles in April 2015, up .7% from the 11,649 new vehicles registered in April 2014. So far in 2015, 
Iowans have registered 46,071 new vehicles, which is up 6.6% from the 43,305 that were registered through April 2014.

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.

April 2015 
New Car Registrations

 
Make

 
Registrations

Market 
Share

 1. Chevrolet 724 19.1%
 2. Ford 606 16.0%
 3. Toyota 461 12.2%
 4. Hyundai 267  7.1%
 5. Honda 236  6.2%
 6. Nissan 223  5.9%
 7. Chrysler 170  4.5%
 8. Volkswagen 158  4.2%
 9. Dodge 147  3.9%
10. Kia 145 3.8%

April 2015 
New Truck Registrations

 
Make

 
Registrations

Market 
Share

 1. Chevrolet 1,827 23.0%
 2. Ford 1,749 22.0%
 3. Toyota 628  7.9%
 4. Jeep 540  6.8%
 5. Ram 539  6.8%
 6. GMC 483  6.1%
 7. Honda 386  4.9%
 8. Nissan 378  4.8%
 9. Dodge 280  3.5%
10. Kia 234  2.9%

April 2015 
Total New Registrations

 
Make

 
Registrations

Market 
Share

 1. Chevrolet 2,551 21.7%
 2. Ford 2,355 20.1%
 3. Toyota 1,089  9.3%
 4. Honda 622  5.3%
 5. Nissan 601  5.1%
 6. Jeep 540  4.6%
 7. Ram 539  4.6%
 8. GMC 483  4.1%
 9. Dodge 427  3.6%
10. Kia 379  3.2%

mailto:scott%40reg-trak.com?subject=
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Doc Fees Can Cause Hiccups for Dealers
There is no law that says you have to charge a doc fee—or that you 
have to charge everyone the same amount. And no law, at least in Iowa, 
establishes a maximum doc fee. There isn't even a law that says you 
have to handle the titling and registration for your customer. But if that's 
all you know about doc fees, you could get into big trouble.

If you do charge a doc fee, the best practice is to charge everyone the 
same amount. There are at least two legal reasons for this. First, if you 
charge customers different prices for the same service, you subject 
yourself to claims (and perhaps even class action claims) that you have 
illegally discriminated if it turns out that the customers who pay more are 
part of a protected class under state or federal civil rights laws. (Here's 
a challenge: Try to find any customer who is not a member of some 
protected class.) The second reason behind the “charge everyone the 
same amount” advice is that if you waive the doc fee for cash customers 
but charge it to customers who finance their purchases, you have likely 
violated the federal Truth in Lending Act because a doc fee that is only 
imposed on a credit transaction will almost certainly be considered a 
finance charge that must be properly disclosed.

IADA most commonly receives 
reports and inquiries about doc fees 
being waived in two situations: when 
the customer is a tough negotiator 
and simply refuses to pay the fee 
and when manufacturer employee-
price plans limit the amount that can 
be charged. The fact that you waived a doc fee for a tough-negotiating 
customer whose deal you didn’t want to lose might be relevant in a 
discrimination or fair credit claim brought by the customer who didn’t get 
his or her doc fee waived. Rather than not charge the doc fee uniformly, 
the best practice is to reduce the purchase price of the vehicle when 
necessary. 

The employee-pricing-plan doc fee limits create a separate set of 
issues. The typical manufacturer employee-pricing program not only 
limits the amount of doc fee that can be charged but also contractually 
imposes penalties or loss of incentives in the event of a violation. This 
type of program is clearly abusive behavior by manufacturers and may 
require a legislative solution. However, the potential for significant audit 
chargebacks is so great that dealers currently have no option but to 
comply. IADA has confirmed with the consumer protection division of 
the Iowa attorney general’s office that it has no objection to charging 
a reduced doc fee when a dealer is contractually obligated to do so 
because of a manufacturer program. In that limited situation, the price 
reduction is clearly motivated by a non-discriminatory reason. 

Dealers often ask why Iowa has not established a safe-harbor doc 
fee price by passing legislation that establishes an absolute maximum 
amount dealers can charge. Manufacturer programs permitting dealers 
to charge the greater of the factory-set amount or state limit encourage 
the enactment of that type of legislation. Consumer advocates, including 
the attorney general, have resisted such legislation because they know 
that establishing a statutory maximum doc fee will likely result in many 
dealers increasing their doc fees to the statutory cap. Dealer advocates, 
like IADA, have consistently taken the position that setting prices is 
something that the free market can figure out on its own without any help 
from state government. 

For more information about doc fees, visit the IADA Legal Library. 
Contact IADA President Bruce Anderson with any questions or concerns.

The Anderson Report: 
Let's Connect
By IADA President Bruce Anderson

I want you to like IADA. On Facebook, that is. And 
while you're at it, I want you to be my friend, too.

When IADA and I first started venturing onto social 
media four or five years ago, many of our members 
seemed to have the attitude that since they didn’t 
much care what I was having for lunch or what my 
dog looks like, there was no reason to connect to me 
or the association on social media. Let me assure you 
that is not how we use social media at IADA.

The reality is that the fax machine is quickly becoming 
obsolete and the newspaper industry has withered 
while social media has continued to grow in both 
popularity and scope. I know two things about you 
if you’re not on Facebook or Twitter. I know that 
you’re missing an awful lot of great content that is 
tailored to your needs and interests (like Iowa-specific 
automotive news). And I also know that you work with 
people deeply immersed in social media who are 
probably checking it several times a day. 

The point of this column is not to get you to open a 
Facebook account if you don’t have one. But if you’re 
already there—and since folks who work with you 
are—let’s connect. 
I’d love to know more 
about you and your 
dealership and how 
IADA can serve both. 
I’m convinced that 
much of the content 
that is available through 
IADA's and my social 
media accounts further 
the association’s 
mission, which is to 
increase the value 
and profitability of 
every Iowa automobile dealership. Social media is a 
great place to make that happen. If you decide after 
friending, following, or liking us that I’m wrong, you 
can always disconnect—no hard feelings.

Here are the links to get you started: 

IADA’s Facebook page

My Facebook page

IADA’s Twitter feed

My Twitter feed

My Instagram account  
Fair Warning: If you click here, you may see pictures of both the 
world’s best cheeseburger and my dog Stella.

We can connect offline, too. You can reach me at 
515.440.7630 or via email at banderson@iada.com. 

If you do charge a doc 
fee, the best practice 

is to charge everyone 
the same amount.

http://iada.com/MembersOnly/LegalLibraryView.aspx?pid=e718bfa4-133d-4b76-89ff-7c2e2e1a4213
https://www.facebook.com/IowaAutomobileDealers
https://www.facebook.com/bruce.anderson.7
https://www.facebook.com/IowaAutomobileDealers
https://www.facebook.com/bruce.anderson.7/
https://twitter.com/iowaada
https://twitter.com/iada_bruce
https://instagram.com/iada_bruce/
mailto:banderson%40iada.com?subject=
https://www.facebook.com/IowaAutomobileDealers
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Accepting Card Payments: Tips for Small Businesses
From TSYS Merchant Solutions

These tips can help increase customer satisfaction and 
enhance business profitability.

Acceptance — For maximum sales, accept as many kinds 
of cards and payment types (credit, debit, prepaid, etc.) as 
possible. Never complete a sale without receiving a valid 
authorization because without one, it’s impossible to get paid. 
Be sure to factor the cost of card acceptance into your pricing.

Chargebacks — Cardholders may dispute a transaction 
up to 120 days after making a purchase. This is called a 
chargeback. Be sure to print your company name and phone 
number prominently on purchase receipts so they match what 
customers will see on their monthly statements. This helps 
cardholders remember their purchase and gives them the ability 
to contact you if they have any questions. Keep signed receipts 
and invoices for 12 months to be able to fulfill chargeback copy 
requests. When you have detailed documentation, you have a 
better chance of refuting a cardholder’s chargeback request.

Declines — If a transaction is declined, it is likely that the 
purchase amount exceeds the credit limit available (credit 
cards) or the account balance (debit and prepaid cards). Tell 
the cardholder that their transaction has been declined and 
ask for another payment method. Advise them to call the 800 
number on the back of their card for details.

Discounts and Incentives — You may offer a discount or 
in-kind incentive for payment by using cash, check, debit card 
or credit card transactions. The discount or incentive must 
be universal and cannot be based on issuer or payment card 
network.

Laundering or Factoring — You must process and deposit 
transactions for your business only. Doing so for another 
business that does not have a valid processing agreement is 
not allowed. These transactions usually go hand-in-hand with 
fraud and are typically associated with high chargeback rates. 
Participating in laundering or factoring creates great potential 
for your business to be involved in illegal activity.

Receipts — Do not print the full cardholder account number 
and expiration date on paper receipts to help eliminate fraud. 
Mask all cardholder account number digits with an “X” except 
for the last four and eliminate the expiration date entirely.

Refunds and Adjustments — Make sure your refund and 
adjustment policy is clearly stated and displayed at checkout 
and/or on purchase receipts. For returned merchandise 
purchased with a payment card, it’s best to issue a refund to 
that card or in-store credit. This protects your customers from 
individuals who fraudulently make purchases on their payment 
cards or attempt to return stolen goods for cash.

Securing Cardholder Information — Your business must 
adhere to the Payment Card Industry Data Security Standard 
(PCI DSS). PCI DSS is meant to keep your customers’ data 
safe and provides guidelines about how to secure cardholder 
information. Consider your payment processor a partner in PCI 
DSS compliance. They can help you validate that the payment 
equipment and software application you use are compliant, and 

can provide education about PCI DSS requirements as well as 
assistance in completing the self-assessment questionnaire, 
regular scanning, and ongoing audits.

In general, PCI DSS and the card brands do not permit storage 
of full magnetic-stripe, PIN, or card-validation code information 
under any circumstances. Securely store only customer 
account information that is essential to your business (e.g. 
name, account number, and expiration date), and limit access 
to authorized personnel.

Contact your payment processor immediately in the event that 
transaction data is accessed by an unauthorized party.

Settlement — The sooner you settle transactions with 
your payment processor, the sooner you get paid. Deposit 
transaction receipts the same day to avoid higher processing 
fees and fines. Transactions submitted more than 30 days after 
the original sale date may result in chargebacks.

Skimming — Employees who have access to payment cards 
can easily steal card information by writing it down or using a
small device to record a card swipe. This activity is called 
skimming and is illegal. Watch your employees and keep an 
eye out for any suspicious notebooks or devices they’re using. 
You may also want to consider offering your customers the 
ability to use payment equipment that enables them to keep 
their cards in-hand.

When a Payment Card Won’t Swipe — When a payment 
card won’t swipe properly, its usually because it’s been 
demagnetized or your payment equipment reader may be dirty 
or scratched. However, in some cases, the card presented for 
payment can be counterfeit.

When cards won’t swipe, your business should take the 
following precautions:

1. Clean and check your payment equipment.
2. If working properly except for the swiping process, key-

enter the transaction using the Address Verification Service 
(AVS) while checking the security features (embossing, 
signature panel background, hologram, etc.) to determine 
they haven’t been altered.

3. Check the “good through” or “valid through” date to make 
sure the card is not expired.

4. Have the cardholder sign the merchant copy of the receipt 
and compare their signature to the one on the card to make 
sure they match.

5. Do not accept an unsigned card. If a card is presented 
unsigned, ask the cardholder to sign it immediately and 
then compare the signature to one on another form of 
identification like a driver’s license or passport.

6. If your payment equipment isn’t working properly, prepare 
a manual imprint sales draft using a multi-part sales draft 
form and make sure to obtain the cardholder’s signature.

TSYS Merchant Solutions is an IADA preferred provider. For 
more information visit TSYSMerchantSolutions.com/assoc.

http://TSYSMerchantSolutions.com/assoc
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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.

May 21 at 12 p.m.
Sales Managers: Five Quick Fixes for Immediate 
Profit Improvement
Attention Sales Managers: There are five 
improvements you can make today to grow the 
bottom line. Join Steve Nickelsen to learn what 
changes you can make to get immediate results.

May 28 at 12 p.m.
BDC Managers: Five Sure-Fire Bottom Line Builders
BDC and marketing managers, this session is for 
you. Join Joni Stuker to learn her top five fixes for  
the BDC.

June 4 at 12 p.m.
General Managers: Top Five Bottom Line Builders
The best trainers and consultants have a list of "go 
to" items to employ immediately to add additional 
profit to the bottom line. Jeff Sacks will share his top 
five fixes for dealership general managers.

June 11 at 12 p.m.
Dealership IT Managers: Five Sure-Fire Bottom Line 
Builders
Dealership information technology managers, 
learn how you can bring more to the bottom line by 
evaluating voice and data bills, creating a hardware 
replacement strategy, determining the ROI of moving 
to the cloud, and making the right call on tablet 
purchases.

June 18 at 12 p.m.
The Art and Science of Service Menu Design and 
Profit Structuring
Ray Branch will reveal simple steps you can take to 
reverse engineer your promotional service menus, 
without giving away the profits and without giving 
your customers to competitors. Branch's scientific 
approach to repair order analysis can help you 
revolutionize your service lane selling success.

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.

Commentary: Congress Won’t Preserve 
Consumer Discounts Without Your Help
By NADA Chairman Bill Fox

The effort to preserve dealer-assisted financing continues with NADA 
and its valued partners. With the introduction of HR 1737, Congress 
is continuing its bipartisan efforts to rescind the Consumer Financial 
Protection Bureau’s flawed 2013 auto finance guidance.

The House bill, “Reforming CFPB Indirect Auto Financing Guidance Act 
of 2015,” was introduced by Representatives Frank Guinta (R-N.H.) and 
Ed Perlmutter (D-Colo.).

Lawmakers on both sides of the aisle recognize that the CFPB’s 
overreach into our industry would not only harm the intensely competitive 
indirect auto lending market but, most importantly, would also harm 
consumers by limiting their ability to obtain discounted auto financing 
from their local dealers.

How?

The auto finance market is extremely competitive, with thousands of 
banks, credit unions, and other lenders competing to provide loans—
and that competition drives interest rates down. Not only do dealers 
help customers tap into that market and find great financing options, 
but dealers can also discount those great rates even further. The 
financing market may be complicated, but the reality is not. Dealers 
help consumers save money on auto loans. That’s why 80% of new-car 
buyers chose to finance through their dealership

But the CFPB wants to eliminate this competitive marketplace and rate 
discounting. It has proposed an inflexible system of price fixing and flat 
fees that will destroy competition and lead to higher interest rates for 
everyone.

Instead of protecting consumers, the CFPB’s policy to eliminate 
discounts in the showroom would prevent consumers from saving 
millions of dollars each year through dealer-assisted financing.

HR 1737 would establish important consumer safeguards. First, it would 
require the CFPB to study the true impact on consumers before new 
guidance is issued. The bill also includes provisions for a public comment 
period, consulting with the agencies that share jurisdiction over the 
indirect auto financing market, and disclosing its testing methodologies 
prior to issuing any future guidance related to indirect auto credit. These 
are all steps every other federal agency must take before issuing market-
altering rules or regulations. There’s no reason the CFPB shouldn’t be 
held to the same standard.

The National Automobile Dealers Association—and its 16,000 dealer 
members—applaud Congressional efforts to protect consumer interests. 
We applaud the leadership of Representatives Guinta and Perlmutter. 
And we stand behind our financing model and will work hard to make 
sure it is available for the benefit of customers nationwide.

Be sure to urge your members of Congress, especially your Democratic 
representatives, to cosponsor HR 1737.

To view the bill text and issue brief, visit NADA.org/cfpb. For more 
information, contact NADA’s legislative affairs office at  
legislative@nada.org.  

Bill Fox is 2015 NADA chairman and a multi-franchise dealer in the 
upstate New York cities of Auburn and Phoenix.

http://iada.dealersedge.com/all-dealersedge-webinars.html
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http://iada.dealersedge.com/all-dealersedge-webinars/upcoming-live-webinars/wje3-live-may-21-steve-nickelsen-sales-managers-5-surefire-quick-fixes-for-immediate-profit-improvement.html
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