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NEWSLETTER
October 28, 2020

Mike Molstead 
Named Iowa's 
TIME Dealer of 
the Year Nominee
Mike Molstead of Mike Molstead Motors 
Inc. (Charles City) is Iowa's 2021 TIME 
Dealer of the Year nominee.

A Reinbeck High School graduate, 
Molstead began his automotive career 
while in college.

"I was blessed to have a dealer (Harold 
Friedley) take a chance on me while 
attending the University of Northern Iowa 
on a football scholarship," Molstead said. 
"He saw my potential in this industry 
before I was even aware of it myself."

Molstead's dreams of playing in the NFL 
ended with a freak knee injury, so he 
refocused on the auto industry. Between 
1982 and 1995, he gained experience 
working at Friedley Lincoln Mercury 
(Cedar Falls), Dick Witham Chevrolet 
(Cedar Falls), Reed Cadillac Oldsmobile 
Honda (Waterloo), and Pat McGrath 
Chevrolet (Cedar Rapids). Then in 1995, 
he became a dealer, purchasing two 
dealerships to start Mike Molstead Motors 
Inc. In 2010 and 2012, he expanded, 
acquiring Ford, and Chrysler, Jeep, Dodge, 
and Ram franchises. 

"Over the last eight years, we are blessed 
to have doubled in size (both people and 
space)," Molstead said.

While Molstead has been building his 
business, he has also been fighting a 
significant health challenge. "For the last 
19 years, I have found myself undergoing 
continued treatment at Mayo Clinic as well 
as participating in alternative therapies for 
non-small cell lung cancer, a disease I was 
first diagnosed with in 2001," Molstead 
said. "I am very grateful to be here, still 
fighting a disease I would wish on no one."

Molstead also makes a point to focus on 
helping others.

"From day one as a dealer, I have always 

felt 'giving back' to the community we 
serve was as crucial as anything we do as 
a company," Molstead said. "Whether it's 
the school systems, fairs, law enforcement, 
civic groups, or many other worthy causes, 
we try hard to be very charitable."

Molstead and his wife, Paula, have five 
children, and three of his sons and a 
daughter-in-law work at the dealership. 
Molstead is grateful he has been able to 
see his sons take on roles in the business 
he has built. "The number one most 
rewarding thing for me has been the fact 

that God has allowed me to stay alive with 
Stage 4 lung cancer for long enough to 
see my boys all become professionals at 
what we do," Molstead said. "My sons are 
all hardworking and unbelievably talented 
at what they do. The future is in good 
hands."

Until then, Molstead intends to live and 
work with the same guiding principles.

"I intend to live with hope and love, as I 
continue to put faith over fear and run full 
force until the sand runs out."
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DEALER NEWS
Lichtsinn RV Named Top 
Winnebago Dealer
Winnebago Industries named Lichtstinn RV (Forest 
City) the top dealer in North America for the sixth 
consecutive year. The dealership was also named 
the top Winnebago dealer for class B and class C 
motorhomes and a top 20 dealer of class A gas and 
diesel.

Dealers Named Globe Gazette 
Readers' Choice Award Winners
The Mason City Globe Gazette recently announced the 
2020 Readers' Choice Award Winners. 

Billion Ford of Clear Lake (Clear Lake)
Runner Up: Truck Dealer 

Harley-Davidson of Mason City (Mason City)
Runner Up: Motorcycle/ATV Dealer

Hosmer Toyota & Hosmer Honda (Mason City)
Runner Up: New Car Dealer

Mason City Ford Lincoln (Mason City)
Runner Up: New Car Dealer, Truck Dealer, Used Car 
Dealer

Mason City Motor Co. (Mason City)
Runner Up: New Car Dealer

Mike Molstead Motors (Charles City)
Runner Up: Truck Dealer

Pritchard's Lake Chevrolet (Clear Lake)
Winner: New Car Dealer, Truck Dealer, Used Car Dealer
Runner Up: Auto Detailing, Auto Service, Oil Change

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

Temp Tag Expiration Extended 
to 90 Days
Governor Kim Reynolds signed an emergency 
proclamation extending the expiration of dealer-issued 
temp tags from 45 days to 90 days.

Dealerships should fill out temporary tags with the 90 
day expiration date. The DOT has issued a memo on 
how to comply with this proclamation.

This temporary extension does not impact private sales, 
nor does it change dealerships' obligation to perfect 
the lien and submit titling and registration paperwork 
within 30 days of delivery of the vehicle.

Questions? Contact IADA Director of Dealer Services 
Jessi White at jwhite@iada.com or 515.440.7611.

Regulatory Refresh: Taxation of Demos
It has been nearly 20 years since the Internal Revenue Service issued 
guidelines governing the taxation of the use of demonstrator vehicles 
by dealership employees. In summary, those guidelines provide that if a 
dealer provides an employee with the use of a demonstrator, the value 
of the employee’s “personal use” of that vehicle must be added to the 
employee’s reportable income as a taxable fringe benefit. Dealers are 
encouraged to review their current policies and practices to be certain 
they are in compliance with IRS requirements.

The reportable value of that personal use for tax purposes is more 
favorable for “full-time salespersons” than it is for other employees if there 
is a written demonstrator policy or agreement containing certain required 
provisions. Dealerships may elect to use the “Full Exclusion Method” 
or “Simplified Out/In Method” for full-time salespersons. Both of these 
methods require extensive record keeping and consider total miles driven 
during normal working hours as non-taxable, and all other mileage as a 
taxable fringe benefit.

Most dealers find it simplest and advantageous to use the “Partial Exclusion 
Method” for qualified salespeople who have use of a demonstrator. The 
“Full Inclusion Method” must be used for all other employees who have 
use of a vehicle. Under these methods, qualifying full-time salespersons 
with a compliant demonstrator agreement will have reportable income 
of $3 to $21 per day depending on the value of the vehicle while other 
employees will have a reportable value of $3 to $42 per day depending 
on the value of the vehicle. The precise daily value can be calculated using 
tables available on the IRS website.

In order to be considered an eligible full-time salesperson, the employee 
must: 

1. Be a full-time employee of an automobile dealership;

2. Spend at least half of a normal business day performing the functions 
of a salesperson or sales manager;

3. Directly engage in substantial promotion and negotiation of sales to 
customers; and

4. Derive at least 25% of their gross income directly as a result of sales 
activities.

In order to receive the preferential treatment of any of the calculation 
methods available for “full-time salesperson” demonstrator use, the 
employer must reasonably believe that the salesperson is complying with 
a written policy or agreement which: 

1. Prohibits use of the vehicle outside of normal business hours by 
individuals other than full-time salespeople;

2. Prohibits use of the vehicle for personal vacation trips;

3. Prohibits use of the vehicle outside the sales area in which the 
dealership’s sales office is located; and

4. Prohibits storage of personal possessions in the vehicle. 

More information can be found on the IRS website and in the IADA Legal 
Library. Consult with your tax preparer with specific questions about your 
dealership's situation.

https://issuu.com/globeonline/docs/2020_readers_choice?fr=sZjM3NDIyNTg1OA
mailto:bbungert%40iada.com?subject=
mailto:bbungert%40iada.com?subject=
https://iada.com/app/uploads/2020/10/IM-20-30-Extention-to-90-days-of-dealer-issued-temporary-cards-revised-10.27.20.pdf
https://iada.com/app/uploads/2020/10/IM-20-30-Extention-to-90-days-of-dealer-issued-temporary-cards-revised-10.27.20.pdf
mailto:jwhite@iada.com
https://www.irs.gov/businesses/corporations/new-vehicle-dealership-audit-technique-guide-2004-chapter-14-other-auto-dealership-issues-12-2004#18
https://www.irs.gov/businesses/corporations/new-vehicle-dealership-audit-technique-guide-2004-chapter-14-other-auto-dealership-issues-12-2004#18
https://www.irs.gov/businesses/corporations/new-vehicle-dealership-audit-technique-guide-2004-chapter-14-other-auto-dealership-issues-12-2004#18
https://iada.com/legal-library/summary-of-demo-tax/
https://iada.com/legal-library/summary-of-demo-tax/
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ERT Update: 
Transactions 
Processing Quickly, 
Enhancements in 
Progress
The electronic 
r e g i s t r a t i o n 
and titling (ERT) 
system for new 
cars has proven 
popular with dealers and county treasurers alike as 
everyone continues to adjust to doing business during 
the pandemic. The ability to process transactions 
virtually instead of on paper has led to faster 
processing times, with some counties turning around 
ERT transactions in less than a third of the time it takes 
to process paper deals.

All 99 counties are currently using ERT for new vehicle 
transactions. The DOT continues to work on the ERT 
used car system and IADA will keep dealers updated as 
to when that will be available.

Additionally, eDealer Services (EDS) continues to make 
enhancements to the dealer side of the ERT system 
to allow dealers to better fit ERT into their business 
models.

IADA Director of Dealer Services Jessi White is working 
through those enhancements with EDS and will soon 
begin contacting dealerships for November training. 
Contact her at jwhite@iada.com or 515.440.7611 if 
your dealership is interested in beginning to use ERT.

Title Clerk Training Webinar 
Registration Open
Calling all title clerks! IADA is hosting a training 
webinar just for you. IADA Director of Dealer Services 
Jessi White will work through common titling and 
registration issues she sees, including:

• Signatures

• Calculating registration fees

• Registration credits

• Lease-specific issues

• Stop registrations

• And much more

The webinar will be held on Thursday, November 19 
from 9:30 to 10:30 a.m.

Register to attend the webinar.

IADA Membership Dues 
Frequently Asked Questions
How are membership dues 
calculated?
Dues for franchised dealers are 
calculated based on the number 
of new vehicles sold in the prior 
year. Independent dealers and associate members pay a flat rate for 
membership.

My dues went up. Why?
Did your dealership sell more cars in the last 12 months? Membership 
dues will increase with a higher sales volume. If you have questions about 
your specific situation, let us know.

Can I pay with a credit card over the phone?
Yes, dues can be paid with a credit card and over the phone. Call 
515.440.7614 to do so.

Do most dealerships pay the optional Legal Defense Fund and Iowa 
Automobile Dealers Foundation for Education contributions?
Although those contributions are optional, most dealers do choose to 
make the Legal Defense Fund and Iowa Automobile Dealers Foundation 
for Education contributions. Contact IADA President Bruce Anderson at 
banderson@iada.com or 515.440.7630 if you have questions about either 
contribution.

Who do I contact if I have misplaced my dues invoice?
Call or email IADA Controller Brad Baker. He can be reached at bbaker@
iada.com or 515.440.7614.

Dealer License Renewal: Printing, 
Zero Hours Clarifications
The Iowa Department of Transportation has asked IADA to spread the 
word on a couple aspects of the online dealer license renewal that are 
causing complications for dealers.

Printing License Certificates
Dealers must save or print their dealer license certificate when renewing 
online. If the license is not saved or printed at the time of renewal, dealerships 
need to call the DOT's Vehicle Services department at 515.237.3110 to 
request the certificate.

Many dealers are missing the step in the process where they can print or 
save their license certificates, and the DOT plans to make improvements to 
the process for the next renewal cycle. In the meantime, follow these steps 
when completing your renewal:

1. On the payment confirmation screen click the "Return to myMVD" 
button.

2. Click the blue link to open the license certificate file. If there is more 
than one link, make sure to open each one. 

3. Save and print the license certificates.

4. Click the finish button.

Zero Hours
If a dealership is not open at all on a given day of the week, Monday 
through Friday, the user will need to enter "12:00 a.m. to 12:00 a.m." for 
days when they are not open, which reflects zero hours. 

mailto:jwhite@iada.com
https://register.gotowebinar.com/register/3589022966541142028
https://register.gotowebinar.com/register/3589022966541142028
https://register.gotowebinar.com/register/3589022966541142028
mailto:banderson@iada.com
mailto:bbaker@iada.com
mailto:bbaker@iada.com
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Advisory Services was made for 
days like this
Empower Retirement helps savers focus on long-term goals with one-on-one advice

During times of market volatility, we believe it’s more important than ever for retirement plan participants to have access to 
thoughtful advice. A recent Harris Poll survey reveals that many Americans agree: 42% of respondents said they’d like their 
employer to provide guidance on managing retirement savings during this difficult time.1

Empower offers such support through Empower Retirement Advisory Services, which provides digital tools combined with 
one-on-one advice from investment professionals. Through Advisory Services, a participant gets a personalized strategy with 
ongoing investment management based on their unique needs and goals.  

How are investors reacting to this new environment? 
Since the outset of the ongoing market volatility caused by the coronavirus pandemic, Empower has seen a significant increase 
in activity related to our financial wellness tools and one-on-one advice, including: 

22% increase in the use of our digital financial wellness tools, including the Next Step Evaluator.2 

Of those who have used the Next Step Evaluator, 47% reached out for one-on-on advice.3 

109% increase in appointments for one-on-one advice via our convenient pre-scheduling tool.4

Calls lasting 14% longer as participants seek to discuss strategies in more detail.4

During this period of uncertainty, 99.5% of our Advisory Services participants have retained the service, 
with enrollments increasing over the last month. 
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  nnaaddaarreettiirreemmeenntt..ccoomm

We believe in choice, so we offer a variety of solutions that provide professional 
financial advice to participants. Solutions such as Empower Retirement Advisory 
Services and Empower Dynamic Retirement Manager™ can offer much-needed 
guidance in all phases of the retirement planning journey. 

There is no guarantee provided by any party that participation in any of the 
advisory services will result in a profit.

Contact your Empower sales representative at 877-630-4015 for more on offering 
personalized retirement strategies.

1 Online survey conducted within the United States by The Harris Poll on behalf of Empower Retirement from March 16-18, 2020, among 2,028 
U.S. adults ages 18 and older. 

2 As of March 27, 2020. Empower recordkeeping data.

3 As of March 27, 2020. Empower recordkeeping data. Percentage of Next Step Evaluator users reaching out to RSG for 1:1 advice.

4 As of March 27, 2020. Empower recordkeeping data based on call volume at the same time last year.

5 As of September 30, 2019.

6 As of Empower Institute, Scoring the Progress of Retirement Savers, 2018.

FOR FINANCIAL PROFESSIONAL USE ONLY. 

Securities offered and/or distributed by GWFS Equities, Inc., Member FINRA/SIPC. GWFS is an affiliate of Empower Retirement, LLC; Great-
West Funds, Inc.; and registered investment adviser, Advised Assets Group, LLC. Investing involves risk, including possible loss of principal. This 
material is for informational purposes only and is not intended to provide investment, legal or tax recommendations or advice. 

Online advice and the managed account service are part of the Empower Retirement Advisory Services suite of services offered by Advised Assets 
Group, LLC, a registered investment adviser.

The managed account service offered through Empower Dynamic Retirement Manager is provided by AAG.

©2020 Empower Retirement, LLC. All rights reserved. GEN-FLY-WF-499091-0420 <ROXXXXXXX>

PPeeooppllee  wwhhoo  rreecceeiivvee  aaddvviiccee  
ffrroomm  aann  iinnvveessttmmeenntt  
pprrooffeessssiioonnaall  aarree  oonn  ttrraacckk  
ttoo  rreeppllaaccee  ttwwiiccee  aass  mmuucchh  
iinnccoommee  iinn  rreettiirreemmeenntt  aass  
tthhoossee  wwhhoo  ggoo  iitt  aalloonnee66

Empower is here when you need us most
We make it as convenient as possible to speak directly with one of our more than 200 investment professionals.5 Making 
appointments in advance allows participants to prepare questions, consult with a spouse or partner, and gather any 
related materials they may want to discuss. This also allows our representatives to get a better sense of an investor’s 
entire financial picture, answer questions more thoroughly, and provide a full Retirement Readiness Review with advice 
that’s tailored to a participant’s unique circumstances and overall goals. Recently Empower has seen a 22% increase 
in Retirement Readiness Reviews.4

Advice from an investment professional can make a difference
Professional advice can help reinforce the benefits of each person’s unique retirement strategy and ease concerns they may 
have about market volatility. But one-on-one financial advice often provides more than peace of mind — research and data 
show it can have measurable benefits and a lasting impact on financial wellness. 

For more information, contact 970-581-8633 or Todd.Adrian@empower-retirement.com


