
ACTI   N UPDATE
Iowa Automobile Dealers Association

1 Iowa Automobile Dealers Association   •   IADA.com June 24, 2015

IADA Calendar

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.

August 6–7, 2015
Summer Board Meeting
Des Moines

September 14–25, 2015
Town Meetings
Locations Around Iowa

September 29–30, 2015
NADA Washington Conference
Washington, D.C.

November 19–20, 2015
Winter Board Meeting
West Des Moines

Iowa Automobile 
Dealers Association

Chairman
Jeff Weber
Anderson-Weber Toyota  
Scion Lincoln

Vice Chairman
Brad Deery
Deery Brothers of  
West Burlington

President
Bruce Anderson

Secretary
Jim O'Halloran
O'Halloran International Inc.

Treasurer
Jeff Finch
Wes Finch Auto Plaza

Immediate Past Chairman
Dave Edwards
Edwards Chevrolet Cadillac

American Truck Dealers Host Dealer Fly-In
American Truck Dealers (ATD) hosted its first Washington, D.C. fly-in for heavy duty truck 
dealers in conjunction with its board meeting last week.

Three heavy duty truck dealers from Iowa were invited to participate: former ATD and IADA 
chairman George Grask of Cedar Rapids Truck Center (Cedar Rapids), IADA Secretary 
Jim O'Halloran of O'Halloran International (Altoona), and IADA Heavy Duty Truck Director 
Jon McCoy of Truck Country of Iowa (Dubuque).

The dealers met with Senators Chuck Grassley and Joni Ernst and Representatives David 
Young and Rod Blum to discuss tax reform, including LIFO, bonus depreciation, and Section 
179 expensing, and the federal excise tax. 

Top: Kathy Mason of NADA/ATD Legislative Affairs, 
IADA Secretary Jim O'Halloran of O'Halloran 
International (Altoona), IADA Heavy Duty Truck 
Director Jon McCoy of Truck Country of Iowa 
(Dubuque), former ATD and IADA chairman George 
Grask of Cedar Rapids Truck Center (Cedar Rapids), 
Senator Chuck Grassley, and IADA President Bruce 
Anderson. Middle Left: Grask, Representative David 
Young, McCoy, and Anderson. Middle Right: Anderson, 
O'Halloran, Senator Joni Ernst, McCoy, and Grask. 
Lower Left: O'Halloran, McCoy, Representative Rod 
Blum, and Grask.
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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.

Nissan Recognizes 2015 
Dealership Award Winners
Four Iowa dealerships received awards from Nissan.
Hummel's Nissan (Urbandale) was named a 2015 
Global Award winner and an Award of Excellence 
winner. Billion Nissan of Sioux City (Sioux City), 
John Deery Motors (Cedar Falls), and Lithia Nissan 
of Ames (Ames) were named Award of Excellence 
winners.

Hawkeye Life Hosts F&I 
Licensing Class at IADA
Hawkeye Life hosted an F&I licensing class at IADA 
headquarters on Wednesday, June 10. Attendees 
included employees at Birdnow Motor Trade 
(Oelwein), Dewey Dodge Chrysler Jeep Ram 
(Ankeny), Dewey Ford (Ankeny), Southtown 
Chrysler Dodge Jeep Ram (Indianola), Stew 
Hansen Chrysler Dodge Jeep Ram (Urbandale), 
and Stew Hansen Hyundai (Clive).

Lynch Ford Chevrolet (Mount Vernon) was awarded the 2014 Ford President's Award. 
Pictured, from left: Joe Kirby, Jeremy Clapham, Jeremy Boettcher, Dan Lynch, Jeff 
Krogman, and Jay Morrissey. 

Ford Honors President's Award 
Winners
To see the full list of Iowa dealerships that received 
the Ford President's Award, visit IADA.com.

Delzell Brothers Celebrates 50th 
Anniversary As Chrysler Dealer
"Service counts. Anyone can sell a car but not everyone can keep 
you happy with it." Those were the words of Laurance "Tut" Delzell, 
founder of the business that would eventually become Delzell Brothers 
(Wapello) and grandfather of dealers Kent and Kirk Delzell. 

Those words, and another saying—"Take care of your customers. You 
can't ever have too many of them"— have guided Delzell Brothers 
through its decades-long history of selling and servicing cars.

In 1931, Tut Delzell opened a repair shop in Morning Sun. He built a 
service station and repair shop, and sold used cars and new Fords for a 
time. His sons Philip and Craig Delzell joined him in the business, and in 
1965, after acquiring a Chrysler franchise, Craig and Philip bought out 
their father and formed Delzell Brothers.

They remained in business together until the early 1970s, when Philip 
bought out Craig's half of the business. (Craig purchased a Chrysler 
franchise in Burlington, which was later sold to Deery Brothers.) 
Philip's four sons—Monte, Kent, Kirk, and Mark—were all active in the 
dealership, and in the mid-1980s, Kent and Kirk took over operation of 
the business.

"We really care about our employees and customers," Kent said, 
emphasizing how important it is to "treat employees and customers like 
you wish to be treated."

The dealership evolved with the times, including becoming one of the 
first Midwest dealerships to generate power with wind turbines. In 2010, 
their efforts were recognized with a Chrysler National Environmental 
Leadership Award. That award was important not only because they 
care about the future of the environment but also "because we wanted to 
lower our monthly expenses as much as possible," Kent said.

Today, Kirk's son Philip and Kent's daughter Jessica are working in 
the dealership, learning the ropes so that they can take over when it 
becomes their turn and carry on the family business.

Sales Away from Dealership Violate Dealer 
License, Trigger Door-to-Door Sales Act
Iowa’s automobile dealer license 
law makes it a prohibited practice 
to sell motor vehicles away from 
the licensed dealership location. In 
addition to the fines (and license 
suspension in the event of repeat 
offenses), selling away from the 
licensed dealer location triggers 
the Iowa Door-to-Door Sales Act, 
which requires providing a notice 
that the buyer has three business 
days to rescind the transaction.

An often overlooked provision 
of the Iowa Door-to-Door Sales 
Act requires that the contract 
be “in the same language as 
that principally used in the oral 
sales presentation.” That is an 
Iowa-specific requirement and 

is significantly different than the 
Spanish language Used Car 
Buyer’s Guide provisions that 
mandate the use of a Spanish 
language Buyer’s Guide and the 
inclusion of a single sentence 
in Spanish in the purchase 
agreement when the salesman is 
speaking Spanish to the customer.

Not only are you facing a fine 
and granting a right to return, 
this provision means the contract 
must be drafted in the language 
you used to make the sales 
presentation—and this requirement 
is not limited to Spanish 
transactions. Those are three very 
good reasons to make sure all 
sales happen at your dealership.

mailto:bbungert%40iada.com?subject=
http://iada.com/NewsArticleDetails.aspx?id=f755f865-129a-4710-993a-a107cbb9c616
http://stage.autonews.com/apps/pbcs.dll/article?AID=/20100426/RETAIL07/304269950/1400/1131&template=printart
http://stage.autonews.com/apps/pbcs.dll/article?AID=/20100426/RETAIL07/304269950/1400/1131&template=printart
https://coolice.legis.iowa.gov/cool-ice/default.asp?category=billinfo&service=iowacode&ga=83&input=555A
http://iada.com/MembersOnly/ActionUpdateView.aspx?pid=f9cd9017-7152-4859-829d-6ecf5fe24760
http://iada.com/MembersOnly/ActionUpdateView.aspx?pid=f9cd9017-7152-4859-829d-6ecf5fe24760
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Kemna Auto Center Presents 
Foundation Scholarship
Kemna Auto Center (Algona) presented Landon 
Jergenson with the Iowa Automobile Dealers 
Foundation for Education's Edmund S. Elbert 
Memorial Scholarship. Jergenson plans to study 
automotive technology at Iowa Lakes Community 
College.

Landon Jergenson (left) was awarded the $2,000 Edmund S. 
Elbert Memorial Scholarship from the Iowa Automobile Dealers 
Foundation for Education. Kevin Shaw, Sean Phillips, Tom 
Kemna, Dave Ludwig, and Stacey Carlson of Kemna Auto 
Center (Algona) presented the scholarship on behalf of the 
Foundation.

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 at no charge.

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

Grassley, Young Meet with Dealers

Senator Chuck Grassley visited with Dan Boettcher of Stew Hansen 
Dodge Ram Chrysler Jeep (Urbandale) about issues facing Iowa's 
automobile dealers.

Representative David Young (left) toured Willis Auto Campus (Clive) 
with Jason Willis (center) and Jim Usgaard (right). While at the 
dealership, Young had the opportunity to visit with employees and hear 
about issues facing the automotive retail industry.

Updated Credit Application 
Includes Auto Dial, Text Consent
IADA has updated our proprietary credit application to include consent 
for auto dialing and texting customers. To order credit applications visit 
the IADA online store or call Holly James or Jessi White at 800.869.1966.

For more information on why permission is needed to text customers, 
read "Texting Customers? Get Permission" on the IADA website. 

New Affordable Care Act 
Reporting Requirement
There is a new Affordable Care Act reporting 
requirement effective this year, with reporting 
occurring at the beginning of 2016. Dealers need 
to begin preparing for this requirement now. 
IADA preferred provider LMC Insurance & Risk 
Management has prepared summaries of the 
requirement. Large employers with fully-insured 
health plans can click here and large employers with 
self-funded plans should click here. 

Contact LMC's Jim Rang for more information about 
how LMC can assist with ACA compliance.

http://www.NADAWorkforceStudy.com
http://www.iada.com/Catalog/Product.aspx?sku=IADA-CA
http://www.iada.com/Catalog/Product.aspx?sku=IADA-CA
mailto:hjames%40iada.com?subject=
mailto:jwhite%40iada.com?subject=
http://www.iada.com/MembersOnly/ActionUpdateView.aspx?pid=5fd38c54-e2be-450c-aa9d-fdb35de34833
http://www.iada.com/PageContent/Documents/062415LMCFullyInsured.pdf
http://www.iada.com/PageContent/Documents/062415LMCSelfFunded.pdf
mailto:jim.rang%40lmcins.com?subject=
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Fort Dodge Ford Lincoln Toyota, Krueger 
Auto & Truck Villa Donate CPR Training 
Units to Local Organizations
Fort Dodge Ford Lincoln Toyota (Fort Dodge) and Krueger Auto & 
Truck Villa (Waverly) donated CPR training units to local organizations 
through a National Automobile Dealers Charitable Foundation program.

For more information about the program, contact Mary Cason.

Fort Dodge Ford Lincoln Toyota donated a set of CPR training units to UnityPoint's 
Trinity Regional Medical Center. Pictured, from left: Customer Relations Manager Abigail 
Johnson of Fort Dodge Ford Lincoln Toyota, Trinity Regional Medical Center's Health 
Education Department Director Sarah Marsh, Trinity Regional Medical Center's Training 
Center Coordinator Rod Case, Dealer Principal Matt Johnson, Dealer Principal Casey 
Johnson, and Trinity Regional Medical Center's COO Troy Martin.

Krueger Auto & Truck Villa donated a CPR training unit to Denver Community Schools. 
Pictured, from left: Denver Community Schools Superintendent Brad Laures, Denver 
Community Schools Activities Director Chris Krueger, Krueger Auto & Truck Villa New Sales 
Manager Travis Krueger, and Krueger Auto & Truck Villa Dealer Principal Denny Krueger.

2015 Legislative Session Wrap 
Up: New Laws Impact Dealers
The legislative session adjourned earlier this month 
with little fanfare and only a few new laws that will 
directly affect dealerships.

Counterfeit Airbags (HF 287)  
Effective April 24, 2015
This law makes it an aggravated misdemeanor and 
consumer fraud to sell or install a counterfeit airbag.

Vehicle Titles (HF 563)  
Effective July 1, 2015 
This law requires surrendering a properly endorsed 
certificate of title when a vehicle subject to registration 
is sold for scrap or junk and requires NMVTIS 
reporting, with exceptions for vehicles without title 
more than 12 model years old that were acquired for 
less than $1,000.

Rental Vehicle License Recovery Fee (HF 622)  
Effective July 1, 2015
This law permits a separate “vehicle license recovery 
fee” to recover actual fees paid to license, title, 
register, and plate rental vehicles. Amounts collected 
in excess of actual fees paid are required to be 
refunded in the following year as a consumer credit.

Notice of Garnishment (HF 569)  
Effective July 1, 2015
This law modifies notice of garnishment provisions.

Gas Tax (SF 257)  
Effective March 1, 2015
The gasoline tax increased by ten cents per gallon.

Workers' Compensation Election of Non-Coverage 
Rules by Corporate Officers (HF 259)  
Effective July 1, 2015 
This law changes the requirements regarding the 
exclusion of workers' compensation coverage by 
corporate officers.

Regulatory Refresh: Post 
Damage Disclosure Notice
The protections of Iowa's damage disclosure law 
for new vehicles do not apply to your dealership 
if you haven't conspicuously posted a notice that 
any "repairs, adjustments or replacements" will be 
disclosed upon request. There is no specific language 
that must be used, nor is the word "conspicuous" 
defined by the law. IADA suggests the following: 

NOTICE TO OUR CUSTOMERS
We prepare each new vehicle for your use before 
delivery to you. This dealer preparation includes 
servicing and making adjustments on the vehicle. 
It may also include repairs and replacement of 
parts with new parts. A disclosure of these repairs, 
replacements, and adjustments will be provided to 
you upon request.

mailto:mcason%40iada.com?subject=
http://coolice.legis.iowa.gov/linc/86/external/govbills/HF287.pdf
http://coolice.legis.iowa.gov/linc/86/external/govbills/HF563.pdf
http://coolice.legis.iowa.gov/linc/86/external/govbills/HF622.pdf
http://coolice.legis.iowa.gov/linc/86/external/govbills/HF569.pdf
http://coolice.legis.iowa.gov/linc/86/external/govbills/SF257.pdf
http://coolice.legis.iowa.gov/linc/86/external/govbills/HF259.pdf
http://iada.com/MembersOnly/LegalLibraryView.aspx?pid=0b0242eb-431b-41d7-97e2-ff4897e7e362
http://iada.com/MembersOnly/LegalLibraryView.aspx?pid=0b0242eb-431b-41d7-97e2-ff4897e7e362


5 Iowa Automobile Dealers Association   •   IADA.com June 24, 2015

Dealer Competition 
Benefits Car Buyers
By NADA Chairman Bill Fox

What’s in 2.2%? As a percentage 
of total sales, it’s a number that 
represents the average pretax, net 
profit at U.S. franchised new-car 
dealerships, according to NADA 
Data 2014. 

And what may be a startling fact 
is that the 2.2% profit, which 
accounts for sales in the new- and 
used-vehicle, service and parts 
departments, is more than a one 
percentage point less than what 
many other retailers earn.

This figure has remained the 
same for the third straight year. 
And this dynamic is attributed to 
fierce competition at dealerships 
that benefits car buyers. In fact, a 
recent study from the Washington, 
D.C.-based Phoenix Center proves 
that price competition among 
auto dealers lowers car prices for 
consumers, often by $500 or more 
per car.

Employment at new-car 
dealerships is also at a near 
all-time high. Last year, more 
than 1 million people worked at 
dealerships across the country, 
which was higher than any other 
auto-related industry. Dealers, on 
average, employed 64 people per 
dealership in 2014.

Additionally, dealers pay one of the 
highest wages for any retail trade. 
Nationwide, the annual payroll last 
year was more than $58 billion—
with employees, on average, 
earning more than $55,000 a year.

Combined recall and warranty 
work performed at new-car 
dealerships increased by 21.6% to 
8.5 billion last year—all at no cost 
to our customers.

Taking all of this into account 
indicates that the retail-automobile 
industry is a pillar of the nation’s 
economy, and the dealer-franchise 
network remains the best, most 
competitive, and most cost-efficient 
way to distribute and sell new cars.

Fox is 2015 NADA chairman and a multi-
franchise dealer in upstate New York.

New NADA Retirement Program from Empower 
From the National Automobile Dealers Association
NADA is excited about its all new retirement program from Empower Retirement. Because 
NADA remains committed to providing its dealer members and their employees with a high 
quality retirement program, the NADA board decided to phase out the current NADART 
retirement program and replace it with a more enhanced offering. The new NADA program 
will offer significantly lower fees while still providing top-shelf service and class-leading 
investment options. Meanwhile, NADART is healthy and operating well and during the 
transition it is business as usual.

The plans and services offered to dealers by Empower will bear NADA’s name, and, with it, 
our excellent reputation. NADA has secured important long-term contractual commitments 
from Empower and will maintain a full-time quality control staff to monitor the new program. 
Highlights of the new program include:

• A “Most-Favored Program” Provision 
All investment options that are offered or made available through the NADA Retirement 
Program will be offered on pricing terms that are at least as good as or better than 
identical investment options made available by or through Empower to others. 

• Great Service 
An agreement to establish and maintain a dealer-dedicated service and call center so 
that dealer plan sponsors will have a single point of contact for their entire plan needs. 
In doing so, Empower also hired a number of former NADART employees to work on 
its new team. This dedicated team is in addition to the vast compliance, plan design, 
testing, and other capabilities Empower offers.  

• Robust Fiduciary Services 
The new NADA program (like the outgoing NADART program) will include a 3(16) 
Plan Administrator (to review and execute Form 5500), a Plan Trustee, and a 3(38) 
Investment Manager (to select and monitor the investment options).

NADA is confident that the new NADA Retirement Program from Empower will provide a 
competitive and attractive program that NADA, and state and metro dealer associations, can 
be proud of. To learn more, please visit https://dcprovider.com/NADAWR/index.html. You will 
need the following password for access: NADA@Empower2015.

About NADA
The National Automobile Dealers Association (NADA) represents nearly 16,000 new-car and 
-truck dealerships with 32,000 domestic and international franchises. For more information, 
please visit NADA.org.  

About Empower Retirement
Empower Retirement, a division of Great West Life & Annuity Company, is the second 
largest 401(k) provider in the country.  It provides retirement services for 7 million 
participants, and has 30,000 plans and over $400 billion in assets administered. For more 
information, please visit Empower-Retirement.com.  

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

https://www.nada.org/PublicAffairs/Press-Releases/2015/NADA-Report_-New-Car-Dealership-Profits-Remain-Steady-at-2_2_/
https://www.nada.org/PublicAffairs/Press-Releases/2015/NADA-Report_-New-Car-Dealership-Profits-Remain-Steady-at-2_2_/
http://www.phoenix-center.org/pcpp/PCPP48PressReleaseFinal/index.html
http://www.phoenix-center.org/pcpp/PCPP48PressReleaseFinal/index.html
https://dcprovider.com/NADAWR/index.html
http://www.NADA.org
http://www.Empower-Retirement.com
mailto:mcason%40iada.com?subject=

