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The Anderson Report: Franchise 
Protections Worth Fighting For
By IADA President Bruce Anderson

I got into a fight earlier this year. 

I wasn’t looking for a fight. I didn’t start it. And it may not be over. Anyone who knows me 
very well understands that I am a pretty even-keeled guy. I have a long fuse, and I don’t get 
upset easily. I like to think that I’m pretty good at choosing my battles. And when someone 
tries to mess with the Iowa Motor Vehicle Franchise Act, I consider the battle lines drawn.

A Washington, D.C.-based association of recreational vehicle manufacturers sought the 
passage of legislation that would have stripped motorhome dealers from the Iowa Motor 
Vehicle Franchise Act and created a separate Iowa franchise law covering some, but not 
all, recreational vehicles. (For reasons I still don’t understand truck campers and motorsport 
recreational vehicles were excluded from the proposal.)

The Iowa legislature originally enacted the Motor Vehicle Franchise Act because of very 
specific concerns relating to consumer protection and road safety. The preamble of the bill 
details the rationale for its enactment. Governor Ray and the 1969 legislature wisely drafted 
the act to cover all motor vehicles subject to registration. That means that the law applies to 
you and your manufacturer regardless of whether you’re selling passenger cars, heavy duty 
trucks, school buses, or motorcycles. And yes, motorhomes, too. 

If you are franchised to sell 
anything else, including trailers, 
campers, hamburgers, cosmetics, 
and farm machinery you are not 
covered by the provisions of the Iowa Motor Vehicle Franchise Act. There are compelling 
policy reasons for that. 

I treated this legislative proposal as a fight for two reasons, and it’s important that everyone 
who is governed by the Iowa Motor Vehicle Franchise Act understand both of them. First, 
it’s not necessary to repeal existing rights in order to grant new ones. The bill would 
have fundamentally changed provisions relating to termination and non-renewal, area 
of responsibility, and sale/transfer rights for motorhome dealers by stripping them of the 
protections provided under the Iowa Motor Vehicle Franchise Act. Second, once you remove 
one type of “motor vehicle subject to registration” from the provisions of the existing law, it 
won’t take long for manufacturers of other types of motor vehicles to seek repeal for their 
vehicles as well. 

We heard that argument repeatedly. “Motorhome dealers aren’t like car dealers. It’s a 
different business model.” If that argument succeeded, I don’t think it would take long for 
motorcycle manufacturers to make the same one. And they would be followed by heavy 
duty truck manufacturers. Electric vehicle and hybrid manufacturers wouldn’t be far behind. 
But the reality is they are not that different and the rights and responsibilities of customers, 
motorists, manufacturers, and dealers should not vary depending on which type of motor 
vehicle subject to registration is involved.

Even though the proposal was not passed by the legislature this year, it remains eligible for 
consideration next year and the recreational vehicle manufacturers intend to renew their 
efforts to enact the legislation in 2016. I will be ready to defend the longstanding policy 
that all motor vehicles subject to registration should be covered by the Iowa Motor Vehicle 
Franchise Act. I may need you to join that fight.
IADA President Bruce Anderson can be contacted at 515.440.7630 or banderson@iada.com.

It's not necessary to repeal existing 
rights in order to grant new ones.

https://coolice.legis.iowa.gov/cool-ice/default.asp?category=billinfo&service=iowacode&ga=83&input=322A#322A
http://coolice.legis.iowa.gov/Cool-ICE/default.asp?category=billinfo&Service=Billbook&hbill=HF587
http://www.iada.com/pagecontent/documents/322APreamble.pdf
http://www.iada.com/pagecontent/documents/322APreamble.pdf
mailto:banderson%40iada.com?subject=
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Connie Lewis Celebrates 45 Years at IADA
On June 15, 1970, a 19-year-old named 
Connie Eckley began working part-time 
as a clerk at the Iowa Automobile Dealers 
Association. The association office was 
located in downtown Des Moines, near 
the campus of AIB College of Business, 
where she was studying business and 
accounting. 

Three offices, three association 
executives, and 46 chairmen later, 
Connie Lewis holds the record as 
longest-tenured IADA employee.

"I grew up here," Lewis said with a laugh. 

Her 45-year-career has taken her from a 
file clerk to warranty claims technician to 
staff coordinator. Her job responsibilities 
ranged from printing and collating the 
Flash Facts newsletter to COBRA 
administration. And she has been witness 
to nearly half the association's history.

When Lewis started working at IADA, Al 
Kahl was the executive vice president 
(she preceded Gary Thomas' arrival by 
10 years). She moved from file clerk to 
warranty claims technician, where she 
helped dealers submit their warranty 

work to the factory using a ticker-tape 
system. She eventually began working 
on the insurance program, which she 
managed for many years. And her 
responsibilities now include database 
management and accounts payable/
accounts receivable.

The biggest change over the course of 
Lewis' career was the introduction of 
computers. "When Gary came, he got us 
switched over to the 20th century," she 
said. "Computers changed everything."

Lewis recalled working late into the  
night during the legislative session  
when the association was working on  
the lemon law.

"We worked late because we had to stay 
and make sure we got the letters out 
to dealers," she said. "Things are more 
efficient now."

Over the years, one thing has remained 
constant. "We're here for the dealers," 
she said. "You just have to take 
everything in stride, keep your head up, 
and remember that we're here for them."

Lewis' favorite IADA memories include 
traveling with dealers, including a trip to 
Hawaii in 1974 that began with a delayed 
flight due to a bomb threat. She and 
some co-workers even traveled to an out-
of-state association meeting in an RV for 
a staff road trip.

The association staff used to all take 
coffee breaks together, one in the 
morning and one in the afternoon, Lewis 
said. And for birthdays, they would 
make homemade ice cream. Those 
traditions fell by the wayside when the 
association's offices moved to West Des 
Moines in 1989, but Lewis remembers 
them fondly.

Today, Lewis enjoys reading and 
gardening in her spare time. She's 
been married to her husband, Al, for 37 
years, and enjoys spending time with 
her family—especially her three-year-old 
grandson. And as for the future, she's 
coy on the subject, but notes she won't 
be celebrating her 50-year-employment 
anniversary in 2020. 

"I'll be somewhere warmer," she said with 
a laugh.

The IADA staff in 1979. Pictured, from left: Controller & Office Manager Chuck Yoder, Administrative 
Assistant Chuck Burns, Office Secretary Norma Rose, Forms Department Supervisor Melva Edwards, 
Warranty Claims Technician Connie Lewis, Group Insurance Supervisor Margaret Lemon, Correspondence 
Secretary Dorothy Kreider, Warranty Claims Secretary Jeri Marshall, Office Clerk Linda Keasey, Credit 
Insurance Supervisor Ardys Bennett, and Field Service Director Ron Nanke.

Then and now. 
Connie Lewis in 
1972 and 2014.
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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.

Mercedes-Benz of Des Moines 
Adds Smart Franchise
Mercedes-Benz of Des Moines (Urbandale) has 
added Iowa's first Smart franchise. Smart Center 
of Des Moines is located at 9993 Hickman Road in 
Urbandale.

Murphy-Hoffman Co. 
Purchases Kenworth 
Dealerships
Murphy-Hoffman Co., a heavy-duty truck dealership 
group with locations in more than a dozen states, has 
purchased the Kenworth dealerships owned by Rod 
French. The Iowa dealerships now will be known as 
MHC Kenworth – Cedar Rapids, MHC Kenworth – 
Des Moines, and MHC Kenworth – Quad Cities.

Iowa Dealerships Receive 
Toyota President's Award
Seven Iowa dealerships earned the 2014 Toyota 
President's award. Congratulations to:

• Dan Deery Toyota (Cedar Falls)
• Hosmer Toyota (Mason City)
• McEleney Toyota (Clinton)
• Smart Toyota of Quad Cities (Davenport)
• Toyota of Iowa City (Iowa City)
• Toyota of Muscatine (Muscatine)
• Wilson Toyota (Ames)

Victory Ford Awards 
Scholarships to Local Students
Victory Ford (Dyersville) awarded four scholarships 
ranging from $500 to $1,000 to graduating high school 
students. The scholarships were the $1,000 Fueling 
the Dream Athlete of the Year Scholarship, two $500 
Fueling Your Education scholarships, and a $1,000 
Built Ford Tough FFA Scholarship.

Red Flags Rule Requires Action
Include Policy Review in Annual Corporate Minutes
In the event of an audit, there may actually be worse things than not 
having a Red Flags Rule written policy in place. Those things include not 
being able to find it or having it covered in dust. Red Flags Rule policies 
must be followed every day. They must be updated when necessary. 
And your board of directors must receive a report regarding them at least 
annually. 

Best practice tip: Make certain that your corporate minutes reflect that 
the board of directors has received and reviewed that report.

Federal law has required that dealers have an Identity Theft Prevention 
Program (Red Flags Rule policy) in place since August 1, 2009. After 
numerous delays, the Federal Trade Commission began enforcing the 
Red Flags Rule on January 1, 2011. 

Make no mistake; the rule is firmly 
in place and the consequences of 
not implementing and following it 
are severe. The initial penalty for 
each knowing violation is $2,500. 
Subsequent failure to comply can 
result in civil penalties as high 
as $11,000 per violation. Multiply 
those amounts times the number of 
customers your dealership has, and 
you will understand that the survival 
of your business can literally be in 
play as the result of noncompliance.

NADA has a management guide on the Red Flags compliance, including 
a sample policy that can be adapted to your dealership’s specific needs. 
That guide can be accessed at NADA.org. The core requirements are:

1. Develop a written Identity Theft Prevention Program with procedures 
to identify, detect, and respond to information that indicates the 
possibility of identity theft.

2. Update that program to reflect changing identity theft risks.
3. Train staff who implement the program.
4. Oversee your service providers.
5. Involve senior management in approving, implementing, and 

administering the program, including annual reports to the board of 
directors.

While it may seem more like red tape than red flags, remember that 
the purpose behind the rule is to keep bad people from stealing cars 
from you. An effective and compliant Red Flags Rule policy should both 
record and document what you are already doing to prevent that from 
happening. 

Contact Bruce Anderson at 515.440.7630 with questions.

Best practice tip: 
Make certain that your 

corporate minutes 
reflect that the board 

of directors has 
received and reviewed 

the Red Flags Rule 
report.

Upcoming Webinars
June 18 at 12 p.m.
The Art and Science of Service Menu Design
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.

June 25 at 12 p.m.
Customer Communications for the Service Department
Forward-thinking dealers are quickly learning how to use text 
messages to enhance service-to-customer communications. 
Learn the basics of an effective yet TCPA-compliant 
communications platform.

mailto:bbungert%40iada.com?subject=
http://NADA.org
mailto:banderson%40iada.com?subject=
http://iada.dealersedge.com/all-dealersedge-webinars/upcoming-live-webinars/wjf3-live-june-18-ray-branch-service-menu-design-profit-structuring-art-science.html
http://iada.dealersedge.com/all-dealersedge-webinars/upcoming-live-webinars/wjf4-live-june-25-elena-ciccotelli-keith-gaytan-text-marketing-and-customer-communications-for-the-service-dept-selling-more-and-staying-legal.html
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Dealership Workforce Study Deadline June 30
NADA and ATD members interested in seeing how their dealership's employee benefits, compensation, and turnover compare to 
other dealerships should participate in the NADA Dealership Workforce Study. The deadline for participation is June 30.

It won't take much time to participate, and dealerships that do will receive two reports—a basic report comparing their dealership 
with aggregated data and an industry report—at no charge.

To learn more and sign up, visit NADAWorkforceStudy.com.

Takeaways from the 2014 NADA Dealership Workforce Study
Did you know that in 2013...

Pay
• The average annual salary in the industry increased 1.4% to $65,498.
• Car dealership employees earned 25% more than the median weekly earnings of all U.S. private sector employees ($976 

vs. $782); truck dealership employees earned 26% more ($985).
• Median weekly earnings grew at a slower pace than the previous year (1.3% compared to 3.7%).
• Pay gaps narrowed between:

• Sales consultants and sales and F&I managers
• Sales managers and F&I managers
• Luxury and non-luxury dealership positions, though compensation in luxury dealerships is an average 18% higher
• Employees of large dealer groups and mid-size dealer groups

• Truck sales consultants earned significantly more than car sales consultants (luxury or non-luxury).

Retention/Turnover
• Total car dealership employee turnover increased one point from 35 to 36, mainly because of increased Gen Y new hires. 

U.S. Bureau of Labor Statistics estimate of total turnover in the private sector was 42% (also up one point)—higher than 
turnover in dealerships.

• Sales consultant (car) was the highest turnover position at 66% (non-luxury turnover up 5% to 74%, luxury unchanged at 
41%). Female sales consultant turnover was 76%. Truck sales consultant turnover was 21%.

• Non-luxury turnover was up two points to 39%; luxury turnover was unchanged at 28%.
• Service tech was the only key position with year-over-year turnover improvement.
• Gen Y (ages 18–29) turnover was 55%; Gen X (ages 30–48) 34%; Baby Boomers (ages 49–67) 26%.
• Truck dealership turnover was down to 21%.

Gen Y (ages 18–29)
• Represented 47% of all dealership new hires.
• Made up 27% of the average dealership workforce, as compared with 23% in total U.S. workforce.
• Represented 36% total U.S. unemployed workforce, suggesting that dealerships pulled some of their new hires from the 

unemployed or underemployed.
• Were hired largely as sales consultants and B-techs.
• Had lower median salaries than older generations and lower tolerance for long work hours and workweeks.

Females
• Represented 17.7% of dealership employees, compared to 47% women in the total employed workforce.
• Represented 7% of employees in key positions, with F&I attracting the highest ratio of women (20%), service advisor 

next (16.5%).
• Represented 93% of employees in office and administrative support positions.

Impact of Hours Worked
• The total number of hours and weekends that employees were scheduled to work had a significant impact on retention. 

Non-luxury sales consultants working 50–60 hours per week earned 3% more a year than their counterparts working 
40–45 hours. 

• Turnover increased with the number of hours over 45, and retention decreased.
• Scheduled hours had the greatest impact on Gen Y, who were paid less. 
• There was evidence of a trend toward shorter workweeks.

https://www.nadaworkforcestudy.com
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Recommend a Dealer to be Iowa's TIME 
Dealer of the Year Nominee
The TIME Dealer of the Year Award 
Committee is seeking Iowa's next 
nominee for the prestigious award.

Eligible dealers must:
• Demonstrate strong ethics
• Be active in their communities
• Give generously of their time 

and talents
• Be the designated dealer 

principal at an IADA and NADA 
member dealership

Nominations are due to Mary Cason by June 29.

Recent Nominees
2015 Jack Scieszinski 

2014 Brad Deery

2013 John McEleney

2012 Scott Deter

2011 Bill Colwell

2010 Paul Stueland

Webers Present Foundation Scholarship
Tim and Jeff Weber of Toyota of Muscatine (Muscatine) presented 
Michael Husar with an Iowa Automobile Dealers Foundation for 
Education scholarship. Husar is studying business administration at AIB 
College of Business.

photos courtesy of Iowa Lakes Community College

Automotive Education: Iowa 
Lakes Community College
Located at Iowa Lakes Community College's 
Emmetsburg campus, the automotive technology 
program has been preparing area students for careers 
in the industry since 1966.

"We are a smaller school that can spend some good 
one-on-one time with our students stressing not only 
the high level technical skills that are necessary in 
our industry today, but the everyday employment 
(soft) skills such as punctuality and customer relations 
that all employers demand of their employees," said 
Program Coordinator Larry Danielson, who also 
serves on the Iowa Automobile Dealers Foundation 
for Education Board of Directors.

Although the majority of the college's students come 
from Clay, Dickinson, Emmet, Kossuth, and Palo Alto 
counties, a growing number are coming from outside 
Iowa and around the state.

Danielson has seen many changes during his 28 
years teaching, but the most notable is a change in 
the students themselves.

"The demographics of the students have changed 
substantially over my time here at Iowa Lakes," he 
said. "We are enjoying a growth in ethnic as well as 
gender diversity. These individuals bring a unique 
mix of viewpoints to the classroom and to future 
employers' businesses."

To learn more about Iowa Lakes visit IowaLakes.edu.

mailto:mcason%40iada.com?subject=
http://www.iowalakes.edu/
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Deter Motor, Victory Ford Donate 
CPR Training Units to Local Groups
Deter Motor Co. (Atlantic) and Victory Ford (Dyersville) donated CPR 
training units to first responders in their communities through a National 
Automobile Dealers Charitable Foundation program.

For more information about the program, contact Mary Cason.

Deter Motor Co. donated CPR training units to the Atlantic Volunteer 
Fire Department. Pictured, from left: Deter Motor Co. General Sales 
Manager Elvis Hass; Tim Cappel, Shawn Page, Wayne Brosam, John 
Johnson, and Jeremiah Thompson of Atlantic Volunteer Fire Department; 
and dealer principal Scott Deter of Deter Motor Co.

Victory Ford donated CPR training units to Bi-County Ambulance.  
Victory Ford General Manager Jason Waterman, Bi-County Ambulance 
Office Manager Judy Boge, Victory Ford PR & Events Coordinator 
Kaleann Means, and Bi-County Ambulance EMT Sadie Bergfeld.

May Registrations up 5.3%
Iowans registered 10,839 new vehicles in May, up 
5.3% from the 10,297 new vehicles registered in May 
2014. So far in 2015, Iowans have registered 56,910 
new vehicles, which is up 6.4% from the same time 
last year. Chevrolet and Ford continued to dominate 
the new car and truck market share, while Toyota was 
third for new cars and Jeep was third for new trucks.

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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May 2015 Iowa New Car
Market Share

 1. Chevrolet 24.2%
 2. Ford 14.5%
 3. Toyota 12.3%
 4. Honda 6.3%
 5. Nissan 6%
 6. Hyundai 5.8%
 7. Chrysler 3.9%
 8. Dodge 3.9%
 9. Volkswagen 3.6%
10. Kia 3.5%

May 2015 Iowa New Truck  
Market Share

 1. Chevrolet 23.3%
 2. Ford 21.7%
 3. Jeep 7.9%
 4. Toyota 7.5%
 5. GMC 6.2%
 6. Ram 5.4%
 7. Honda 4.8%
 8. Nissan 3.6%
 9. Dodge 3.3%
10. Kia 3%

mailto:mcason%40iada.com?subject=
mailto:scott%40reg-trak.com?subject=

