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Dealership Information Security 
Programs Must Be Brought Into 
Compliance by December 2022
The Federal Trade Commission's Revised Safeguards Rule modifies and 
enhances the original Safeguards Rule that was adopted in 2003. It requires 
dealers to revise their current information security programs and adopt 
new compliance measures by December 9, 2022. 

What businesses does it apply to?

The answer is the same as the 2003 rule. If that one applied to you, this one 
does too. It covers "financial institutions." That means engaging in business 
transactions that are financial in nature or incidental to financial activities, 
including entering into financed or lease transactions with consumers. 
That means automobile dealers. There is an exemption for businesses 
that maintain customer information for fewer than 5,000 individuals. But 
be very careful about thinking this would exempt your business. There 
are requirements and best practices that require you to maintain certain 
records for certain periods, and the individual count adds up fast. It's not 
as simple as the number of vehicles you sell + the number of vehicles you 
repair. A single vehicle sale might involve two co-owners and a co-signer/
guarantor for example, resulting in you obtaining customer information 
about three individuals. A single oil change on a vehicle co-owned by two 
people will generate customer information for two people. 

What about truck dealers? 

The rule applies to consumer transactions, meaning the product financed is 
intended to be used primarily for personal, family, or household purposes. 
Although the rule does not generally apply to commercial transactions, it 
does apply to any vehicles sold for personal, family, or household use—
and the requirements will help provide protection to sensitive business 
customer information even if not technically required by law. 

What information does it apply to? 

"Customer information" consisting of "nonpublic personal information," 
which means "personally identifiable financial information." As a practical 
matter, it means all customer-related information that you possess or 
control. 

What are the penalties for non-compliance? 

In addition to consent decrees and injunctions against the dealership 
and individual owners and managers for first-time violations, the FTC can 
seek monetary fines of up to $46,517 per violation of a consent decree for 
subsequent violations. 

Where can a dealership get help complying?

First, read A Dealer Guide to the FTC Safeguards Rule from NADA. It's free 
for NADA members and available to non-members for $89. 

The next step for many dealerships will be to set up a demo with ComplyAuto. 
ComplyAuto provides customers with an all-in-one Safeguards Rule 
compliance solution that makes an overwhelming process manageable. 
NADA recently hosted a webinar with ComplyAuto discussing Safeguards 
Rule compliance that dealerships may find enlightening, as well.

Anderson Report: A New Year
BY IADA PRESIDENT BRUCE ANDERSON

Happy New Year! Are you making any New Year’s 
resolutions this year? Do you have any ideas or 
suggestions for goals that IADA should pursue in the 
new year?

You're probably thinking that either Brittany Bungert 
mistakenly loaded a column I wrote in January or that 
you opened an old email. The fact is that April marks 
the beginning of IADA’s program year. New officers 
and directors begin their duties next week at the 
conclusion of the annual membership meeting. Just 
like the holiday that hits January 1, this is a time for 
the association to celebrate, reflect, plan, and, most 
importantly, commit to getting better. 

Planning is one of the three big responsibilities that the 
IADA board of directors is tasked with. Members of your 
board of directors act as fiduciaries in the oversight of 
association operations, they are responsible for hiring 
and retaining a president of the association, and they 
plan for its future. In the grand scheme of things, I think 
the first and second responsibilities are the easiest but 
the third is the most important. 

Keeping an eye on how the financial results compare 
to budget and retaining a good accounting firm to 
perform an annual audit covers most of the oversight 
part of being a director. Making sure that I am doing 
my job takes care of the second. But planning what 
the association should look like five and 25 years from 
now and what we should do next to make those things 
happen is hard work. It requires thought, imagination, 
risk, and collaboration. 

The collaboration part is where you come in. The IADA 
board of directors and your association would really 
benefit from your thinking on what’s important, what’s 
unnecessary, and what’s next at your association. I 
would, too. Like many of you, I tend to work on the 
most urgent thing in front of me first. “What is the 
fastest boiling pot?” is a frequent question I ask my 
coworkers and myself. But we all know that “urgent” 
and “important” don’t always mean the same thing. 
Sometimes what is important gets pushed to the 
backburner while we tend to the fastest boiling pot. 

I am asking you to help me with that. Sure, we’ll always 
tend to those boiling pots, but what else do you think 
IADA should be working on? What would help you in 
doing your job? What do you think is important for the 
long-term health of automotive retailing? If you could 
fix one thing about IADA or automotive retailing, what 
would it be? Please let me know. My email address 
is banderson@iada.com. You can call or text me at 
515.401.7346. I look forward to working with you to 
make our industry and our association stronger in the 
coming year.

https://www.nada.org/safeguardsrule/
https://complyauto.com/glba/
https://www.nada.org/A_Dealer_s_Solution_for_the_Revised_Safeguards_Rule/
https://www.nada.org/A_Dealer_s_Solution_for_the_Revised_Safeguards_Rule/
mailto:banderson%40iada.com?subject=
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Dealer News
McLaughlin Family 
Companies Purchase 
Pocahontas Ford Lincoln
McLaughlin Family Companies acquired 
Pocahontas Ford Lincoln from Gus Holzmueller 
on April 1, 2022. The dealership is now called New 
Way Ford Lincoln Pocahontas.

Chevrolet Announces Dealer 
of the Year Award Winners
Ron Brown of Bob Brown Chevrolet (Urbandale) 
and Carl Moyer of Karl Chevrolet (Ankeny) were 
recently announced as Chevrolet Dealer of the 
Year award winners.

Five Groups with Iowa 
Presence Listed in 
Automotive News Top 150 
Dealership Groups 
Five dealership groups with locations in Iowa 
were included in the Automotive News Top 150 
Dealership Groups rankings.

• Lithia Motors ranked second overall, as well 
as second in terms of dealership acquisitions 
in 2021. Lithia has eight locations in Iowa.

• Ken Garff Automotive Group ranked ninth 
overall, as well as seventh in terms of 
dealerships added in 2021. The group has 
seven Iowa locations.

• Ed Morse Automotive Group ranked 60th 
overall, as well as ninth in terms of dealerships 
added in 2021. Ed Morse has three Iowa 
locations.

• Shottenkirk Automotive Group ranked 99th 
overall, as well as tenth in terms of dealership 
acquisitions in 2021. Shottenkirk has three 
Iowa locations.

• Kunes Auto Group ranked 107th. The 
dealership group has one Iowa location.

In Memoriam: John Santema
John Santema, owner of Hi-Way Chevrolet Buick 
(Rock Valley) from 1955 until his retirement in 
2001, passed away on April 3, 2022.

Transit Titles Valid for Out-
of-State Customers
In order to avoid chargebacks and recourse claims from funding sources, 
dealers must comply with the agreement between the dealership and bank 
or finance company. That agreement will almost always contain a provision 
that requires the dealership to “perfect a valid, first, and paramount lien” 
on the vehicle naming the funding source as the lienholder. There are 
likely other requirements in the agreement that must be met in order to 
avoid being required to buy back the deal, but perfecting the lien is the 
big one. 

Iowa law has a provision that is helpful in quickly and efficiently perfecting 
liens on vehicles purchased by residents of other states. Commonly 
referred to as a “transit title,” there is a process that permits licensed Iowa 
dealers to secure an Iowa title in the name of the out-of-state customer 
with a perfected valid, first, and paramount lien noted. Iowa titles issued to 
non-residents have some different handling and processing requirements, 
but the key fact is that they are Iowa titles. They are not inferior to any 
other title, and they are valid, effective, and enforceable in all 50 states. 

The  operative language of the statute provides that a nonresident of Iowa 
purchasing a vehicle in this state for removal to the nonresident’s state of 
residence . . . 

May apply for a certificate of title by surrendering the 
manufacturer’s or importer’s certificate or certificate 
of title, duly assigned  . . . . The treasurer in the county 
of purchase shall . . . upon payment of a fee of twenty 
dollars, issue a certificate of title in the name and address 
of the nonresident purchaser delivering the title to the 
owner. If there is a security interest noted on the title, 
the county treasurer shall mail to the secured party an 
acknowledgement of the notation of the security interest. 

Problems seem to arise when the customer fails to register the vehicle in 
the home state, and the funding source is unable to find any record of 
the title and perfected lien in the customer’s home state. The failure of 
the customer to register or record in the home state does not impair the 
enforceability of the lien on the Iowa title. 

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

Altering Title, Registration 
Document After Customer Signs Is 
Potentially Criminal Behavior
Dealership employees must not alter titling and registration paperwork (or 
any other contracts) after the customer has signed. Once the document 
is signed, it cannot be changed. Any mistakes must be corrected by 
creating a new document that is error-free and having the customer sign 
the new document—even if it means the customer needs to return to the 
dealership.

It is a potentially criminal offense to alter a document after the customer 
has signed it. County treasurers are correctly rejecting paperwork with 
information crossed out or erased. Dealership employees must do their 
jobs correctly and submit accurate, complete documentation to the 
counties.

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

https://www.porterfuneralhomes.com/obituaries/john-santema-1
https://www.legis.iowa.gov/docs/code/321.109.pdf
mailto:banderson%40iada.com?subject=
mailto:jwhite%40iada.com?subject=
mailto:jwhite%40iada.com?subject=
mailto:banderson%40iada.com?subject=
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March New Vehicle Registrations Down 25.44%
Iowans registered 9,085 new vehicles in March 2022, a decrease 
of 25.44% from March 2021. Year-to-date, 28,294 new vehicles 
have been registered, a decrease of 17.58% from 2021. Taken at 
face value those numbers are concerning, but some context may 
help lessen the initial panic.

Things that are also true:

• The number of vehicles registered in March 2021 was the 
highest since 2015.

• Registrations in March 2022 are up from March 2019. That 
year, the last March not impacted by COVID-19, saw 8,268 
new vehicles registered.

• There was a more than 10% increase in the number of 
vehicles registered between February 2022 and March 2022.

IADA obtains new vehicle registration reports from Reg-Trak Inc. 
For more information on how you can order your own customized 
reports, contact Scott Quimby at 877.335.2525.

Registration Decreases  
March 2021 – March 2022

Make March 
2021

March 
2022

Change Percent 
Change

Ford 2,110 1,275 -835 -39.57%

Chevrolet 2,387 1,704 -683 -28.61%

Toyota 1,237 880 -357 -28.86%

Honda 811 540 -271 -33.42%

Ram 725 559 -166 -22.90%

Buick 316 160 -156 -49.37%

Jeep 815 686 -129 -15.83%

Nissan 531 415 -116 -21.85%

Subaru 474 359 -115 -24.26%

GMC 643 535 -108 -16.80%

Kia 409 319 -90 -22.00%

Dodge 182 105 -77 -42.31%

Chrysler 174 121 -53 -30.46%

Volkswagen 198 145 -53 -26.77%

Lincoln 83 43 -40 -48.19%

Registration Increases  
March 2021 – March 2022

Make March 
2021

March 
2022

Change Percent 
Change

Polestar 0 195 195 NA

Tesla 39 76 37 94.87%

Mitsubishi 14 40 26 185.71%

Genesis 2 12 10 500.00%

Mazda 133 143 10 7.52%

Volvo 35 40 5 14.29%

Fiat 1 3 2 200.00%

Maserati 0 1 1 NA

McLaren 0 1 1 NA
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