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NEWSLETTER
September 1, 2021

The IADA board of directors held a socially distant meeting at the Surety Hotel in Des Moines on 
August 20, 2021.

Fort Dodge Ford Lincoln Toyota is celebrating its 25th anniversary in 
2021. Casey Johnson (center right); his wife, Deb (center left); and their 
children, Matt (right) and Abigail (second from right) Johnson and Nick 
(left) and Jordan (second from left) Johnson, were celebrated during a 
dinner. 

IADA Board of Directors Meets, Approves Audit
The IADA board of directors held its summer meeting on Friday, 
August 20, gathering primarily to review the association's annual 
audit. 

During the meeting, the board approved the audit and reviewed 
and approved the most recent financial reports. The board 
also heard updates on IADA initiatives including electronic 

registration and titling, the Iowa Automobile Dealers Foundation 
for Education, and operations, as well as discussing potential 
legislation for the 2022 general assembly.

The board also celebrated 25-year dealership Fort Dodge Ford 
Lincoln Toyota and the 2021 TIME Dealer of the Year finalist Mike 
Molstead of Mike Molstead Motors (Charles City).

Anderson Report: The Time for Debating has Passed
BY IADA PRESIDENT BRUCE ANDERSON

Shortly after I went to work for you back 
in 2006, I was with a group of automotive 
technology instructors at a meeting 
hosted by the Iowa Automobile Dealers 
Foundation for Education. One of them 
mentioned that the auto tech program 
at his community college had introduced 
electric vehicle technology to its curriculum 
and was pursuing a certified electric 
vehicle technician training program. Most 
of the folks in the room looked at him 
like he had announced that they were 
adding synchronized water ballet or finger 
painting to the course catalog. 

I’m pretty sure that I rolled my eyes, too. 
I thought he was wasting everyone’s time 
in a meeting that was already running 
long. Now I realize that the guy was a 
visionary. I’m sort of embarrassed to 
admit it, but it took me way too long to 
see the light. I no longer nod my head 
when I hear folks question or doubt the 

viability of electric vehicles or the reality 
of the fact that the conversion—or at least 
the diversification— of the fleet to electric 
powertrains is already underway. 

I have heard all of the issues and obstacles 
relating to EVs, running the gamut from 
range anxiety to adequacy of the power 
grid to environmental concerns about 
battery disposal and beyond. I suspect 
that horse stable operators and buggy 
retailers had some of the same doubts 
and concerns in 1917 when Ford Motor 
Company started mass production of the 
Model T, but within three years America 
had 15,000 gas stations. By 1930 that 
number had grown to 100,000. There 
are about 115,000 of them today. Range 
anxiety was probably an issue back then, 
too, since the Tin Lizzie only had a range 
of 20–40 miles. The free market figured it 
out. It always does. 

It seems to me that EV adoption has 
one huge advantage that wasn’t in place 
back when cars started rolling off the 
assembly lines in 1917. There is an existing 
network of nearly 17,000 franchised new 
automobile dealers already in place with 
a highly skilled and motivated workforce 
of over a million that is ready to sell and 
service vehicles with the new electric 
technology and in fact already doing so. 

So here’s my point. The time for debating 
the technology has passed. The decision 
has been made by the OEMs, the federal 
government, and, increasingly, by the 
marketplace. The future includes EVs, 
and just as they were at the dawn of the 
internal combustion era, automobile 
dealers are absolutely essential to selling 
and servicing electric vehicles now that 
they are mass-produced instead of a 
novel and niche product. 
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DEALER NEWS
C & S Car Co. Celebrates 25 
Years with Hyundai
C & S Car Co. (Waterloo) was recently recognized in 
Automotive News as a 25-year Hyundai dealer.

If you have dealership news to share, email bbungert@iada.com.

OSHA Revises COVID-19 Guidance
OSHA recently revised its guidance on preventing workplace spread of 
COVID-19. Key takeaways from the guidance include:

• Employers should facilitate employees getting vaccinated, including 
by strongly considering providing paid time off for workers to get 
vaccinated and recover from any side effects.

• Employers should consider adopting policies requiring workers to 
get vaccinated or to undergo regular COVID-19 testing in addition 
to mask wearing and physical distancing if they choose to remain 
unvaccinated.

• Employers who are in areas of substantial or high community 
transmission should follow the CDC recommendation to wear a mask 
in public indoor settings.

• Anyone who is infected or experiencing COVID-19 symptoms should 
stay home from work.

• Anyone who is not fully vaccinated but has had close contact with 
someone who has COVID-19 should stay home from work.

• Fully vaccinated workers who have had close contact should get tested 
three to five days after exposure and wear a mask in public indoor 
settings for 14 days or until they receive a negative test result.

• Employers should revise policies that encourage workers to come to 
work while sick.

• Employers should implement physical distancing in communal work 
areas for unvaccinated or at-risk workers.

• Employers should provide face coverings for workers, unless their 
work task requires a respirator or other PPE.

• Employers should educate and train workers on the business's 
COVID-19 policies and train managers on how to implement those 
policies. Employers should implement protections from retaliation for 
employees who voice concerns about COVID-19-related hazards.

• Employers should suggest or require that all customers or visitors wear 
face coverings, regardless of vaccination status, when in areas of high 
or substantial community transmission. In areas of low or moderate 
community transmission, encourage unvaccinated customers or 
visitors to wear masks.

• Maintain ventilation systems and continue routine cleaning and 
disinfection.

In addition with the OSHA guidance, IADA encourages employers to review  
"What You Should Know About COVID-19 and the ADA, the Rehabilitation 
Act, and Other EEO Laws" from the EEOC, which includes guidance on 
reasonable accommodations.

Regulatory Refresh: Credit Cards
No law prohibits dealerships from limiting a customer's 
use of credit cards, but contracts with the card 
processors or financial institutions may have provisions 
prohibiting limiting the amount charged.

IADA's best practice guidance is that credit card logos 
and decals indicating acceptance should not be posted 
at store entrances, in the showroom, or in F&I offices. 
They should only be displayed in service facilities, at 
cashier stations, and in places where people pay for 
service but not for vehicles.

Businesses may impose a surcharge on credit cards 
(but not on debit cards, even if the card is processed 
as a credit card). The surcharge can be used to cover 
the actual transaction cost, but the requirements are 
extremely difficult to comply with. In order to impose a 
surcharge, a business must ensure that:

• The payment processor contract permits surcharges 
(many don’t).

• The surcharge does not exceed the lesser of the 
processing fee actually charged by the processor 
for that particular transaction or 4% (that fee varies 
card by card and transaction by transaction and 
may be impossible to immediately calculate).

• The surcharge is stated separately and there is no 
increase to the price of the goods or service.

• A clear disclosure of the surcharge is posted at 
the store entrance, point of sale, and on customer 
receipts.

• The disclosure on the receipt must list the actual 
amount of the surcharge, the fact that the surcharge 
is imposed by the business (as opposed to the card 
issuer), and a statement that the surcharge is not 
greater than what it costs the business to accept 
the credit card.

• The business must notify Visa and MasterCard at 
least 30 days in advance of starting to surcharge 
customers.

Keep in mind that the use of a credit card for the 
payment of any portion of the purchase price of an 
automobile subjects the customer and merchant to 
that card issuer's dispute resolution provisions.

NADA Releases Guide to Employee 
Retention Tax Credit
The Employee Retention Tax Credit, which was created in March 2020, is 
a credit against certain employment taxes for eligible employers. Eligible 
employers could qualify for up to $5,000 per employee for 2020 and up to 
$28,000 per employee in 2021.

NADA created a guide to claiming the Employee Retention Tax Credit, 
which includes information on which businesses are eligible and how to 
calculate the credit.

mailto:bbungert%40iada.com?subject=
https://www.osha.gov/coronavirus/safework
https://www.osha.gov/coronavirus/safework
https://covid.cdc.gov/covid-data-tracker/#county-view
https://covid.cdc.gov/covid-data-tracker/#county-view
https://www.eeoc.gov/wysk/what-you-should-know-about-covid-19-and-ada-rehabilitation-act-and-other-eeo-laws
https://www.eeoc.gov/wysk/what-you-should-know-about-covid-19-and-ada-rehabilitation-act-and-other-eeo-laws
https://blog.nada.org/2021/08/09/a-guide-to-claiming-the-employee-retention-tax-credit/
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Town Meetings Start 
Next Month
After a hiatus in 2020, IADA staff is hitting the road in 
October for the annual Town Meeting tour.

This year's agenda includes:

• Electronic registration and titling

• Contiguous jurisdiction

• Electric vehicles

• The 2022 legislative agenda

At least one dealer or key manager from each member 
dealership should plan to attend. See dates, times, and 
locations and register at iada.com/town-meetings/.

Back to Basics: Odometer 
Disclosures & POAs
Federal law states that the odometer disclosure must 
be made on the back of the title if the title has space 
to do so. Dealerships cannot use a regular POA with a 
conforming title that requires odometer disclosure.

Dealerships can, however, use a POA for title assignment 
if the vehicle does not require odometer disclosure. 
Vehicles do not require odometer disclosure if they are 
10 or more model years old. 

Contact IADA Director of Dealer Services Jessi White 
with questions.

How to Add 2022 
Vehicles to ARTS
Dealerships can use a template to submit vehicle 
information to the DOT for new vehicle models that 
have not yet been added to ARTS.

To use the template, save a copy of it to your device, fill 
it out, and then email to dealer.programs@iowadot.us.

For detailed instructions on how to use the template, 
watch the IADA how-to video, "Adding Vehicles to 
ARTS."

Trade In Can Happen Before Delivery
The transfer of a trade vehicle to the dealer does not have to be 
contemporaneous with the delivery of the new vehicle in order to qualify 
for trade credit under Iowa law. This issue has become much more prevalent 
with the current inventory shortage and delays in vehicle production. It 
also arises in situations where a customer, often a snowbird, wants to trade 
in a vehicle before leaving the state for the winter and take delivery of the 
new vehicle upon returning the following spring.

There are two separate trade credits at issue, the registration trade credit 
for any remaining value in the annual registration/license plate and the 
trade credit against purchase price used to determine the amount subject 
to the 5% fee for new registration. 

The registration/plate credit is governed by Iowa Code §321.46(3) which 
disallows any credit that is not claimed within six months of the date of 
transfer. The best practice to maximize the value of remaining plate credit 
for a customer who is not taking immediate delivery of the new vehicle is 
to return the plate for refund of the credit unless the customer desires to 
retain the specific plate because it is a personalized specialty plate. In that 
event, the credit and transfer must be completed within six months. 

The trade credit toward 5% fee for new registration is governed by Iowa 
Code §321.105A, which does not have any time limit or deadline for the 
credit to be claimed or for the new vehicle to be delivered, titled, and 
registered. However, there is a requirement that there be a written 
purchase agreement that identifies both the vehicle being purchased and 
the vehicle being traded in. The description of the trade vehicle and new 
vehicle should be as specific as possible, ideally including model year, 
make, model, and VIN (if available). 

For the trade credit toward the 5% fee for new registration to be allowed, 
the transaction must be structured as a trade transaction in which the 
customer transfers the trade vehicle to the dealer in exchange for a credit 
toward the purchase price of a different vehicle. This type of qualifying 
transaction is different from transactions in which a dealer purchases a 
vehicle from an individual and then later sells the same individual a different 
vehicle. If the customer takes cash instead of credit for their vehicle and 
comes back later to purchase a different vehicle, no trade credit is allowed.

Contact IADA Director of Dealer Services Jessi White or IADA President 
Bruce Anderson with questions.
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