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NEWSLETTER
July 7, 2021

Representative Ashley Hinson toured Dave Wright Nissan 
Subaru (Hiawatha) with dealer Dave Wright to learn more about 
automotive retailing and the issues facing the industry.

Senator Chuck Grassley stopped by Kemna Auto of Fort Dodge 
(Fort Dodge) to discuss the auto industry with dealership 
employees.

Members of Congress Visit Dealerships

DOT Issues Memo 
on New Salvage 
Vehicle Law
The Iowa DOT has released a memo about 
the salvage vehicle law change that went 
into effect on July 1. 

The memo includes a question and answer 
section that dealers may find helpful, 
addressing what happens if a customer 
crosses out 50 and writes in 70, how the 
law affects out-of-state vehicles, and 
outlines the process for title transfers.

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

Des Moines Register 
Publishes IADA 
Guest Column
The Des Moines Register published a 
guest column from IADA President Bruce 
Anderson responding to a misguided 
opinion piece arguing that dealerships 
and Iowa's electric vehicle registration fee 
are to blame for the state's slow adoption 
of EVs.

Anderson's article concludes, "Groups 
wanting to encourage electric vehicle 
adoption—and Iowa’s dealerships are 
leading the way—should focus on creating 
a robust charging infrastructure, educating 
consumers about the technology and 
working together toward common goals, 
instead of blaming the businesses and tax 
systems developed to protect and serve 
all Iowans."

Heavy Duty Truck 
Dealers Attend 
Virtual Fly-In
Three Iowa dealers attended the virtual 
Washington fly-in hosted by American 
Truck Dealers and met with Iowa's 
members of Congress to discuss the 
repeal of the federal excise tax on heavy 
duty trucks.

Jon McCoy of Truck Country, Jim 
O'Halloran of O'Halloran International, 
and Fred Grask of GTG Peterbilt – 
Cedar Rapids had virtual meetings with 
Representatives Hinson and Feenstra and 
a member of Representative Miller-Meeks' 
staff. A meeting with Representative Axne 
is scheduled for later this month.

For more information on the federal excise 
tax, read the issue brief from NADA.

https://iada.com/app/uploads/2021/06/IM-21-27-2021-Legislation-%E2%80%93-Salvage-Designation-from-50-to-70.pdf
https://iada.com/app/uploads/2021/06/IM-21-27-2021-Legislation-%E2%80%93-Salvage-Designation-from-50-to-70.pdf
https://iada.com/app/uploads/2021/06/IM-21-27-2021-Legislation-%E2%80%93-Salvage-Designation-from-50-to-70.pdf
https://iada.com/app/uploads/2021/06/IM-21-27-2021-Legislation-%E2%80%93-Salvage-Designation-from-50-to-70.pdf
mailto:jwhite@iada.com
https://www.desmoinesregister.com/story/opinion/columnists/iowa-view/2021/06/28/iowa-electric-vehicles-friendly-consumer-protection/5346436001/
https://www.desmoinesregister.com/story/opinion/columnists/iowa-view/2021/06/28/iowa-electric-vehicles-friendly-consumer-protection/5346436001/
https://www.desmoinesregister.com/story/opinion/columnists/iowa-view/2021/06/28/iowa-electric-vehicles-friendly-consumer-protection/5346436001/
https://www.desmoinesregister.com/story/opinion/columnists/2021/06/23/electric-vehicles-should-more-accessible-iowa/5308009001/
https://www.desmoinesregister.com/story/opinion/columnists/2021/06/23/electric-vehicles-should-more-accessible-iowa/5308009001/
https://files.constantcontact.com/9f497f7a001/87f0bf0b-65ad-4556-90af-eb774495619a.pdf
https://files.constantcontact.com/9f497f7a001/87f0bf0b-65ad-4556-90af-eb774495619a.pdf
https://files.constantcontact.com/9f497f7a001/87f0bf0b-65ad-4556-90af-eb774495619a.pdf
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DEALER NEWS
Grask Truck Group Renaming 
Dealerships
Grask Truck Group, which has three Iowa locations, 
is renaming its dealerships. The former Cedar Rapids 
Truck Center will now be GTG Peterbilt – Cedar 
Rapids, Quad City Peterbilt will now be GTG Peterbilt 
– Davenport, and Waterloo Peterbilt will now be GTG 
Peterbilt – Waterloo.

Willis Automotive Opening Pre-
Owned Store
Willis Automotive is opening a pre-owned location in 
Ankeny. The dealership, which is scheduled to open in 
July, will be located at 421 SE Oralabor Road.

Thompson Truck & Trailer 
Employee Named All Star
Dalton Bakke a parts specialist at Thompson Truck 
& Trailer (Cedar Rapids) was named a 2021 All Star 
in the Iowa City Cedar Rapids region by Kirkwood 
Community College. Bakke was recognized as one of 
two Transportation Industry All Stars.

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

Anderson Report: Dealers Are Too Modest
BY IADA PRESIDENT BRUCE ANDERSON

How in the world could we have an image problem? I am trying to figure it 
out. And I am asking for your help. You may not think that your dealership 
has an image problem, but you and I both know that as an industry, 
automotive retailing has long had a black eye. I have a hunch that the 
problem might be our modesty. 

Don't roll your eyes at me! Hear me out on this. It may strain credulity a bit 
to argue that automobile dealers have an image problem because they are 
too modest but I am firmly convinced that the alternative—that the bad 
reputation is deserved—is simply not true. So here’s my theory: Almost all 
of you are doing great work and have well-deserved excellent reputations, 
but when one of you screws up it gets amplified, repeated, caricatured, 
and is never forgotten, while no one ever talks about all of the good stuff 
you do.

I’m a lawyer; I know all about professions with reputations. Everyone 
seems to love their own lawyer (or at least respects them) but they tend to 
have a low opinion of attorneys in general. There is an old joke that 99% 
of lawyers are ruining the profession’s image for the rest of them who are 
doing things right. I hate lawyer jokes, but that one is funny because there 
is a kernel of truth to it. And that kernel is that sometimes it seems like 
99% of what you hear about lawyers is bad. That’s because the good ones 
are too modest to make sure that the stories of all the good work they do 
get told.

I’m aware that there are some bad actors in every line of work. I am not 
ignoring or excusing those in either the automotive or legal fields. What I 
am saying is that there are methods of dealing with the problems and the 
good outweighs the bad. In fact, it’s not even close. But we need to tell 
those good stories.

Not to stretch the bad lawyer metaphor too far, but when Shakespeare 
wrote, “The first thing we do, let’s kill all the lawyers,” it was in the context of 
an anarchist speaking. The character Dick the Butcher wanted to eliminate 
lawyers precisely because he knew all the good they did in preserving an 
orderly and functioning society. 

I won’t assign the same motivation to folks who point at dealers’ image 
issues as a justification for not wanting to use the franchise system, but 
there is a strong parallel. They push the myth that dealers are predatory 
middlemen profiting off an outdated distribution model when in fact, they 
simply do not understand (or maybe just don’t care) that dealers are the 
strong backbone that makes America’s road-based transportation system 
work in the first place. 

You are the folks who put the drivers on the road. Then you keep them 
there by operating the world’s most efficient and effective vehicle 
maintenance and repair system, doing everything from rotating tires to 
completing life-saving repairs and safety recalls. And you are doing all of 
that while sponsoring every imaginable charitable activity there is in your 
community, providing highly compensated high-tech jobs, and collecting 
and paying a boatload of taxes. 

I need you to help get those stories told. IADA wants and needs to know 
them, so we can share them with the right audience—a legislator, a news 
reporter, a regulator, a law enforcement officer. But we can’t tell stories 
that we don’t know. So whether it is a community event you sponsored, 
a charitable event that you hosted, or a simple emergency repair that 
saved the day, please let us know about it. You can send those stories 
to banderson@iada.com and bbungert@iada.com so we can share them 
with the right audience at the right time.

Webinar: Owning Your 
Used Vehicle Market
The automotive industry is rapidly adapting to the 
digital world—and it's making sourcing inventory more 
difficult. 

Join IADA for an educational webinar on July 21 from 
9:00 to 9:45 a.m. You'll learn how to break away from 
the pack and optimize your used car business in this 
educational webinar.

Created with dealers, general managers, and used car 
managers in mind, attendees will learn about:

• New sources of inventory

• Increasing your turn

• Better marketing methods

• Reducing your expenses

• Enhancing online transactions

Register to attend.

https://www.facebook.com/willispreownedankeny
https://www.facebook.com/willispreownedankeny
https://www.facebook.com/KirkwoodCorporateTraining/photos/a.299246045911/10159440152345912/
https://www.facebook.com/KirkwoodCorporateTraining/photos/a.299246045911/10159440152345912/
mailto:bbungert%40iada.com?subject=
mailto:bbungert%40iada.com?subject=
mailto:banderson@iada.com
mailto:bbungert@iada.com
https://register.gotowebinar.com/register/5102065320860564236
https://register.gotowebinar.com/register/5102065320860564236
https://register.gotowebinar.com/register/5102065320860564236
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Dealerships Should 
Provide Company Email 
Addresses for Employees
It's a nightmare scenario. 

A valued—and valuable—employee leaves to pursue 
another opportunity. After they leave, you realize that 
they had been using a free, personal email address for 
all of their work emails and you no longer have access 
to it. Now any of your data that exists in their email 
account is gone. What can a dealership do? 

At that point, it's too late, unless the former employee 
chooses to give their former employer access to the 
email account out of the goodness of their heart. That's 
why it is imperative that dealerships issue business 
email addresses through the dealership's domain to 
employees who use email for work. The business needs 
to be able to maintain control over that email address.  
Dealerships should also have a policy prohibiting 
employee use of personal email addresses for work 
purposes.

Maintaining control over employee email is essential 
for several reasons.

• Valuable data that belongs to the dealership may 
be contained in those emails. If you lose access to 
the account, you lose access to that data. And if 
former employees maintain control of the account 
after their departure, they're taking that data with 
them to their next employer.

• Company email addresses should be backed up 
and protected by IT protocols. When an employee 
uses non-company email addresses for work, those 
emails aren't backed up and the protocols put in 
place to protect the dealership are circumvented.

• Do you trust your employees to have stringent 
security measures on their personal accounts? Are 
free email addresses as secure as ones established 
by your IT team? The answer to both of the 
questions is likely no. If your employee's personal 
account gets hacked and it contains private 
dealership data, that data could be exploited by 
hackers.

• There are also risks for the employee. In the case 
of litigation, an employee using personal email for 
work purposes may open up their personal account 
to be subject to discovery.

• Public perception is also important. A business 
using Gmail, Hotmail, Yahoo, or AOL email 
addresses creates a different image than a business 
using an address with a company domain. What do 
you want your image to be?

The bottom line is that it's best practice to provide 
company-controlled email addresses to employees. 
Work with your IT team to make it happen.

Regulatory Refresh: Estimate Disclosure
Customer expectations and service department/collision center procedures 
may have changed permanently because of the pandemic, however, 
Iowa’s estimate disclosure law has not. Whether you are speaking with a 
service customer in your service lane, at their home, or on the telephone, 
failure to comply with the Iowa Motor Vehicle Services Trade Practices Act 
constitutes a deceptive trade practice and can result in civil penalties of up 
to $40,000 and the loss of your right to collect the repair bill.

The law applies to all repairs or service expected to exceed $50 to be 
performed on any motor vehicle subject to registration used primarily for 
farm or personal use. Vehicles with a GVWR over 12,000 pounds are not 
covered by the law. While non-farm commercial vehicles are not covered 
by the law, it is a best practice to comply with the law on every repair.

A customer’s authorization to repair and acknowledgement of the right to 
a repair estimate may be made orally or in writing but in either case must 
be noted on a document that contains precisely the following language:

ESTIMATE

YOU HAVE THE RIGHT TO A WRITTEN OR ORAL ESTIMATE IF THE 
EXPECTED COST OF REPAIRS OR SERVICE WILL BE MORE THAN 
FIFTY DOLLARS. YOUR BILL WILL NOT BE HIGHER THAN THE 
ESTIMATE BY MORE THAN TEN PERCENT UNLESS YOU APPROVE 
A HIGHER AMOUNT BEFORE REPAIRS ARE FINISHED. INITIAL 
YOUR CHOICE:

_____ Written estimate.

_____ Oral estimate.

_____ No estimate.

_____ Call me if repairs and service will be more than $_____.

Additionally, the date, the dealership name, the customer’s name and 
telephone number, and the reasonably anticipated completion date must 
be included on the document.

Detailed guidance on complying with the law, including additional 
provisions relating to use of non-OEM “aftermarket crash parts” and the 
full text of the law is available on IADA.com.

Nominate Iowa's Next Dealer of the Year
IADA members are invited to submit 
recommendations for Iowa's next TIME 
Dealer of the Year Award nominee. 

The nominee should be active in the 
daily management of an IADA and NADA 
member dealership.

Iowa has a long history of successful Dealer 
of the Year nominees. Iowa's 2021 TIME 
Dealer of the Year nominee, Mike Molstead 
of Mike Molstead Motors (Charles City), was 
a national finalist, joining nine other Iowans 
who received that honor. And two Iowans, 
Warren McEleney (1977) and Charlie Zook 
(1999), were the national winner. 

Nominate a Dealer

https://www.legis.iowa.gov/DOCS/ACO/IC/LINC/2020.Chapter.537B.PDF
https://iada.com/legal-library/estimate-disclosure-law/
http://www.iada.com/
https://iada.com/dealer-of-the-year-nomination/
https://iada.com/dealer-of-the-year-nomination/
https://iada.com/dealer-of-the-year-nomination/
https://iada.com/dealer-of-the-year-nomination/
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Elizabeth Bundy of Deery Brothers of West Burlington presents 
a scholarship to Coleton Nehring. 

Tim Weber (left) of Anderson Weber Toyota Lincoln (Dubuque) 
presents the LR & Iven Weber Memorial Scholarship to Jared 
Krow (left center) with his parents, Heather (right) and John 
Krow (right center), who is business manager at Riley Subaru.

Richard Canganelli of Brad Deery Ford (Maquoketa) presents a 
scholarship to Caiden Atienza. 

Chris Pronschinske of Thompson Truck & Trailer (Decorah) 
presents a scholarship to Steven Sexton. 

Jim Riley of Riley Subaru (Dubuque) presents a scholarship to 
Maxwell Regan with his father, David Regan, who is service 
director at Riley Subaru.

Tyler Wright (left) and Dave Wright (right) of Dave Wright 
Nissan Subaru (Hiawatha) present a scholarship to Keegan 
Clayton.

Iowa Automobile Dealers Foundation for Education Scholarship Recipients


