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•	 Annual	NADA	Convention	in	San	Francisco,	CA	–	January	23	-	26,	2015.

•	 SDADA	Winter	Board	of	Directors	Meeting	-	RedRossa	Italian	Grille,	Pierre	
at	10:00	a.m.	on	Tuesday,	February	10,	2015	with	the	annual	legisla-
tive	reception	that	evening.

•	 Annual	Meeting	of	Rushmore	Reinsurance	Company	II	Limited	(RRC)	–	
Winnipeg,	Manitoba,	Canada	on	Thursday,	April	16,	2015.

•	 SDADA	Annual	Convention	–	Sheraton	Hotel	and	Convention	Center,	
Sioux	Falls,	June	10	through	12,	2015.

•	 SDADA	West	River	Golf	Outing	at	the	Elks	Golf	Course,	Rapid	City	–			
9:00	a.m.	shotgun	start	on	Friday,	June	26,	2015.

•	 Annual	Heavy	Truck	Dealer	Meeting	–	3:00	p.m.	on	Friday,	September	
11,	2015,	Sheraton	Hotel	and	Convention	Center,	Sioux	Falls.

•	 Washington	Conference	-	Capital	Hilton,	Washington,	D.C.	on	Tuesday,	
September	29	and	Wednesday,	September	30,	2015.

•	 Annual	Power	Sport	Dealer	Meeting	–	11:00	a.m.	on	October	21,	2015,	
Al’s	Oasis,	Chamberlain,	SD.

•	 Annual	guided	pheasant	hunt	is	at	10:00	a.m.	on	Monday,	November	9,	
2015	(location	to	be	determined).

•	 Annual	RV	Dealer	Meeting	(tentative)	–	5:30	p.m.	on	Monday,	November	
9,	2015,	(location	to	be	determined).

•	 Fall	Board	of	Directors	Meeting	–	10:00	a.m.	on	Tuesday,	November	10,	
2015,	at	(location	to	be	determined).

Mark Your Calendar
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What a 
great day! 

It’s the middle 
of December,       
we live in the 
greatest State    
in the Country, it’s snowing, 
and my brother Steve and 
I are discussing what we 
should do for our employees 
for Christmas bonuses.  We 
are grateful to live in a time 
and place where we can be 

thinking about Christmas bonuses rather than any 
number of the natural and man-made disasters   
occurring throughout the world.

 
Yes, there are challenges everywhere we look in 
our business, but as my old friend John Hagemann 
says: “It’s not a problem, it’s an opportunity.”  I’m 
preaching to the choir.  Those of us who have lived 
in South Dakota know we get so much adversity 
thrown your way by Mother Nature that the little 
stuff we create amongst ourselves is water off our 
backs.  We learn to deal with it.  Most of the time 
we learn to benefit from it.
 
Christmas is less than a week away and most of 
the gifts have been purchased.  Now it is time to 
relax and take it all in.  Maybe take the day off 
and spend some time with your kids or grandkids.   
Maybe go for a ride around the county with your 
spouse and check out the Christmas lights.  Maybe 
come to Pierre and check out the decorated trees 
at the Capitol from all around the state.  Or maybe 
put on that heavy sweater you got for Christmas 
last year, grab your dog and your gun and go shoot 
a limit of roosters!  Whatever you do these last 
couple days before we celebrate the birth of Christ, 
relax and enjoy!

     Merry Christmas 
                    from all of us at

Trace Beck
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Wow, the weather has been quite an experience 
for the last couple of months. Zero to 60 de-
grees depending on what week or what area of 
the state you are talking about. I was convinced 

when we got a good shot of snow in November that we were in for a LONG 
winter. So far, we have not had it too bad (knock on wood).

Whether you want to talk about the controversial Consumer Finance Pro-
tection Bureau (CFPB), the Environmental Protection Agency (EPA), manu-
facturer issues, franchise issues or etc., this industry is never wanting for 
issues. Unfortunately, there will be federal and state issues that effect this 
industry for a long, long time; perhaps forever.

The SDADA is taking 5 bills to the 2015 Legislature for consideration. 
Early this month, prior to the legislative receptions in Rapid City and Sioux 
Falls, I emailed a list of speaking points to all SDADA Dealer Members. If 
you have additional comments that will help our efforts, please get those 
comments to me as soon as possible. Also, as indicated in that same 
message, the purpose for disseminating the speaking points was to arm 
all dealers with the correct information and encourage dealers to visit with 
their local legislators. If you have not met with your legislators, please do 
so before January 13th!

On Monday, January 12, 2015, I will again be headed to what I call "winter 
camp" at the State Capitol in Pierre. With pleasure, I will again be lobbying 
your efforts to the South Dakota Legislature. However, shepherding 5 bills 
through the system is a pretty heavy lift. I will need everyone to help on the 
local level in order to have success in passing all of these bills.

Lobbying the State Legislature is an event to which I look forward to going 
to, but by the time it is over I cannot wait to get away from. As usual, as 
it has been for the last 23 years, I will be on the ground in Pierre for the 
entire 40 day legislative session. For those that have provided an email 
address, you can watch your email for weekly reports as to what is hap-
pening in the State Capitol Building. If you are not in that email group and 
you want to be, please call your SDADA Office and request to be added. As 
always, if there is an issue about which you would like to visit with me, 
please call your SDADA Office and a staff member will get a message to 
me.

Until next month/year - BE SAFE and have a very Merry Christmas!
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(Continued on page 9)

SDADA’s NADA Director’s Message
The votes were cast and the results tabulated. The control of the Senate has 
shifted and the Republicans have grasped tighter control of the House. The 
easy(!) part, the election, is done for the Republicans. Now for the difficult 
part - they have to govern.

I believe it would be a mistake for Republicans to assume that the electorate 
trusts  them more than Democrats. I think it would be fair to say that the vot-
ers disliked them less (for now!).

It seems Republicans must offer solutions for the issues of the day. They can-
not just poke holes in the Obama policies. Whether healthcare, immigration, 

the economy or other matters, they must offer alternatives.

They must reel in the federal bureaucracy. A good place to start would be with the CFPB which, today, 
more than four years after its passage, is still writing rules. This agency is a perfect example of federal 
bureaucracy run amok.

A new study of more than 8.2 million loan records by Charles River Associates concludes that the meth-
od used by the CFPB to measure for discrimination in an auto lender’s portfolio is “conceptually flawed 
in its application and subject to significant bias and estimation error.”

Meanwhile, banks nationwide are spending millions of dollars trying to comply with the unfair and ever-
changing rules that the CFPB continues to write. Those rules are then being forced down to businesses 
that transact business with the banks, costing even more money with no increased productivity.

Small businesses (not just automobile dealers) in our country need relief from the regulatory stranglehold 
of the federal government. Hopefully Republicans can give them some of the much-needed respite.

NADA Continues to Defend Franchise System:  Last month I referred to NADA’s arsenal of resources 
intended to get the dealers’ story out. These resources can be found at nada.org/getthefacts. The videos 
found here make a great short presentation for your Kiwanis or Rotary meeting. Please consider spreading 
the word.

Additionally, NADA is asking local officials to sign an open letter supporting dealers and then send this 
letter to transportation policymakers. This campaign has generated more than 700 signatures, from offi-
cials in all 50 states. If you know of local officials who would want to voice their support for local dealers, 
they can sign the letter online at www.supportlocaldealers.com. Take a look at this site.

Please remember, it is important that dealers are perceived as something other than a “middle man” and 
that we do add value to the system. If we don’t tell our story, who will??!!

Get the most from your investment at the 2015 NADA Convention & Expo:  The NADA Convention & Expo 
is the automotive industry event of the year and the world’s largest international gathering place for fran-
chised new-vehicle dealers. The convention offers dealers a rare chance to meet face-to-face with execu-
tives of major auto manufacturers and features hundreds of exhibitors showcasing the latest equipment, 

http://www.prnewswire.com/news-releases/new-comprehensive-study-of-loan-records-refutes-cfpb-position-on-auto-lending-283189991.html
http://www.prnewswire.com/news-releases/new-comprehensive-study-of-loan-records-refutes-cfpb-position-on-auto-lending-283189991.html
http://www.nada.org/getthefacts
http://www.supportlocaldealers.com


Federated Insurance’s “Claim of the Month” – Could it happen to you? 

A part-time employee at a dealership was rushing to complete a dealer trade and arrive at his destination 
prior to closing time. On his way, he slammed into another vehicle. The result was two deaths and two serious 
injuries. The police determined that the employee was driving 20 miles per hour over the speed limit, talking on 
his cell phone, and never even applied the brakes.

CLAIM AMOUNT: $4.5 MILLION

What policies are in place to help prevent this from happening at your dealership? Do you know who’s driving 
your vehicles? Federated Insurance recommends several best practices to help protect your business and man-
age risks; for example, 

•	 Have a “no distracted driving” policy signed by employees and kept on file.

•	 Order motor vehicle reports on ALL employees who may have driving privileges, even incidental.

•	 Consider outsourcing dealer trades.

These are just a few loss control recommendations you can use to help protect your dealership. To learn more, 
contact your local Federated Insurance representative and request a copy of our Auto Dealer “Keys to Success” 
risk management packet. Federated Insurance is recommended by 18 state and national auto dealer associa-
tions just like yours for customized insurance programs and value-added risk management services, such as 
Federated’s Shield Network®, the Risk Management Resource Center, and the Federated Employment Practices 
NetworkSM. Visit www.federatedinsurance.com to discover resources you can use to create or ramp up your own 
risk management program, or to contact your local representative.

Federated	Mutual	Insurance	Company	•	Federated	Service	Insurance	Company*	•	Federated	Life	Insurance	Company
Owatonna,	Minnesota		55060	•	Phone:	(507)	455-5200	•	www.federatedinsurance.com

*Not	licensed	in	the	states	of	NH,	NJ,	and	VT.

This article is for general information regarding risk prevention and illustrates only one possible scenario. The claim example is only a basis for discussion. 
Coverage for actual claims will be determined solely by individual policy terms and facts of the claim. The recommendations presented are not guaranteed 
to reduce or eliminate any risk of loss, nor should they be considered legal advice. Seek qualified counsel regarding questions specific to your circumstances. 
© 2014 Federated Mutual Insurance Company.
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Doug Knust, NADA Director
Harry K Chevrolet, Oacoma, SD

NADA Director’s
Message 
Continued...

Congratulations
Doug Sharp was recently selected to 
serve on the South Dakota Commu-
nity Foundation Board of Directors.
As a part of the leadership team of 
Sharp Automotive, Doug has been 

helping people in the Watertown and Brookings area 
find the right vehicle and keep it in impeccable condition 
since 1983.
Doug has also been a leader on the boards of various 
organization, including the South Dakota Auto Dealers, 
Watertown Development Company, Brookings Develop-
ment Company, Focus Watertown, SD Building Authority, 
SD Lottery Commission, Prairie Lakes Hospital Board 
and the Watertown Chamber.
Doug is looking forward to the opportunity to be a part 
of the South Dakota Community Foundation. The Sharp 
family has a history of community giving and involvement 
at the local level, so to be able to be part of a statewide 
effort in developing gifts, grants and other planned giving 
to benefit towns and cities in South Dakota is truly excit-
ing for him.

services and 
technologies 
and dozens 
of workshops 
with the in-
dustry’s best 
trainers. The 
2015 NADA 
Convention & 

Expo will take place Thursday, Jan. 
22 through Sunday, Jan. 25, 2015 
in the Moscone Center in San Fran-
cisco, CA. 

Take advantage of myNADAplanner, 
a FREE service that provides smart 
tools for you to research exhibitors, 
email exhibitors, schedule meetings 
with exhibitors, search and schedule 
workshops, build your personalized 
planner guide, and syncs with the 
2015 NADA mobile app which will be 
available in December.

Do this all before you travel to NADA 
2015!

As always, please contact me with 
any questions or concerns.

Welcome New Member: 
South Dakota Ethanol Producers Association
Dana Siefkes-Lewis, President
38650 171st Street; PO Box 111
Redfield, SD 57469
Phone: 605-302-0090
Direct: 605-475-3105
Fax: 605-475-3004
dana@redfieldenergy.com
www.sdethanol.com
Service Provided: Biofuels

http://www.nadaconvention.org/mynadaplanner2015/public/nz_ALMyNetzone.aspx?DL=HyNReXH+UQLREu4kSxlLoj+4GtkS08REK52IRmYpUlPh2K8AZ7IZgg==


Thank You Advertisers!  
WE THANK THE FOLLOWING COMPANIES FOR 

ADVERTISING IN THE SDADA REPORT                PUB-

LICATIONS IN 2014:

•	 DAKOTACARE

•	 FEDERATED INSURANCE

•	 LUVERNE TRUCK EqUIPMENT

•	 MANHAIN MINNEAPOLIS

•	 MANHEIN NORTHSTAR MINNESOTA

•	 RAS COMPANy 

•	 RUSHMORE REINSURANCE COMPANy II LIMITED

•	 SOUTH DAKOTA DEALER SERVICES

•	 ZURICH

We appreciate your 
continued support!

The Christmas Gift Poem

It isn't the flowing ribbons,

draped and curled with extra care,

or the fine and fancy bows

tied with ornamental flair.

It isn't the label on the box,

the sum of money spent,

or anything that shows the length

to which you obviously went.

The beauty of a Christmas gift

cannot be seen at all.

For the loveliness of giving

is a feeling, grand and tall.

It's the genuine offer of love,

the yearning to make a connection,

a show of honest gratitude,

a display of sincere affection.

- Author Unknown
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Is the CFPB Overestimating Racial Bias in 
Auto Loans? by Rachel Witkowski
Reprinted from American Banker 

WASHINGTON — The financial services industry believes it 
has finally discovered proof that the Consumer Financial 
Protection Bureau uses flawed methods to detect possible 
discrimination in auto loans.

A recently released industry-commissioned review of 8.2 mil-
lion auto loans found that the CFPB’s method was overesti-
mating African-Americans and other minority populations, 
potentially leading to inflated enforcement actions. If the 
agency doesn’t know a borrower’s race accurately, it casts 
doubt on whether it can detect racial bias, the study argued.

Though the CFPB and consumer groups dispute some of the 
study’s findings, the industry is using it as they press their 
case on Capitol Hill and elsewhere that the agency is going 
too far in its crackdown on auto lending.

The CFPB’s methodology is “flawed in its application and 
subject to significant measurements that lead to overes-
timation of racial disparities and calculations of alleged 
harm,” said Chris Stinebert, president and chief executive 
of the American Financial Services Association, which com-
missioned the report conducted by Charles River Associates. 
The study “was even more aggressive in its findings than we 
had expected.”

The industry has been battling the CFPB over its methods 
since March 2013, when the agency first warned lenders that 
they could be cited for so-called disparate impact when their 
partnering dealerships charge a different rate to minorities 
based on a portfolio-wide analysis.

At issue is how the CFPB identifies minorities and other le-
gally protected classes. For home loans, a borrower’s race 
is included in the application. But it’s not the same in auto 
lending, where that information isn’t available.

As a result, regulators like the CFPB use a proxy method to 
estimate the race of a borrower by instead looking at trends 
in surnames and geography. They often use a system called 
the BISG (Bayesian Improved Surname Geocoding), which 
has become the most common and arguably best option 
regulators use to estimate a borrower’s race.

But even regulators acknowledge the system is imperfect, 
identifying some borrowers as minorities when they are not.

The CFPB recently released a white paper meant to answer 
concerns raised by the industry and some policymakers on 

its proxy methodology. In the report, the agency did a sam-
pling study and noted that the BISG system was overesti-
mating African American and, to a lesser degree, Hispanic 
populations based on certain probability thresholds.

“As we stated in our September white paper, the bureau 
is committed to continuing our dialogue with other federal 
agencies, lenders, advocates, and researchers regarding the 
BISG proxy methodology, and we view the American Financial 
Services Association-funded policy paper as an effort to in-
form that dialogue,” said Sam Gilford, a CFPB spokesman.

But the Charles River study released Nov. 19 said the prob-
lems are worse than the CFPB acknowledged. The study 
found that the BISG system was overestimating African 
Americans by more than 40% based on a sample size of the 
actual population. The CFPB did a similar case study in its 
white paper and found the BISG system overestimated by 
about 20% of the actual African American population.

That has raised concerns even among some former CFPB of-
ficials familiar with the agency’s program.

“One, the paper reports that there’s a significant error rate in 
the BISG results, such as a significant rate of false positives. 
And two, that there are some controls that the CFPB could 
implement that might reduce the error rate,” the former of-
ficial said on condition of anonymity. “The bureau should 
analyze this paper carefully.”

The CFPB’s Gilford said the agency is reviewing the study 
and the suggestions it made, but he cautioned there were 
problems with the industry’s report, including justifying why 
certain minorities paid more for car loans.

“We continue to review these recommendations, but note that 
several of them are premised on unsubstantiated justifica-
tions for African-American, Hispanic, and Asian and Pacific 
Islander borrowers paying higher markups than similarly-
situated white borrowers,” he said.

But the industry argues that in addition to overestimating the 
population of a race, the agency is also overestimating the 
pricing disparities for minorities who get auto loans. Lend-
ers fear that when a firm is cited for disparate impact and 
required to send checks to harmed consumers, they could 
be sending money to the wrong people if the BISG system is 
overestimating the affected population.

“The study reveals that a real challenge to the CFPB’s test-
ing methodology is how it determines who gets a check or a 
rate adjustment. Because of the high error rate, it is likely 

(Continued on page 13)
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that checks or rate adjustments will be provided to people 
not assumed to be harmed,” said Paul Metrey, chief regula-
tory counsel at the National Automobile Dealers Association. 
“This is among the inherent flaws in the bureau’s methodol-
ogy.”

The Charles River study further contends that the loan pric-
ing disparities identified in the BISG system are inflated by 
87% for African Americans and 57% for Hispanics relative to 
the raw pricing disparities identified using the actual race.

The CFPB has “got to come to grips with flaws in its method, 
some of which are revealed in its own white paper,” Metrey 
said. The “CFPB needs to explain how it corrects for those 
flaws and it needs to build in controls to ensure the consum-
ers it is comparing are similarly situated.”

But consumer groups argue that the industry-commissioned 
Charles River study set out to diminish any possible auto 
loan pricing among minorities.

“The way the analysis was done included a lot of factors that 
artificially diminish the impact of race in their model” but 
“you also have to factor in if additional variables that have a 
high correlation to race,” said Delvin Davis, senior research-
er at the Center for Responsible Lending.

For example, loan data reports have historically shown that 
minorities tend to fall into the subprime loan category based 
on credit scores and history. Subprime borrowers tend to get 
less favorable rates, or receive fewer offers than prime bor-
rowers so they have less to bargain with in reducing their 
rate at the dealership.

“Even in comparisons of consumers with the same credit 
score, race is still a significant factor and you have to be 
able to mitigate that,” Davis said. “We have a building case 
of evidence where there is a problem in pricing disparities 
with minorities and I think the CFPB knows that.”

Since the CFPB took its first significant stance on the topic 
by citing Ally Financial for disparate impact last December in 
conjunction with the Justice Department, the industry seems 
to have largely accepted that the agency would not back 
down from using a portfolio-wide analysis to find statistical 
disparities.

“We’re very hopeful that the study and data can be used in 
our continuing discussions with the CFPB,” Stinebert said. 
“We	all	have	the	same	goal:	to	reduce	any	overt	discrimina-

tion or disparate impact that might occur in the auto finance 
industry.”

However, the industry is pressuring the CFPB to consider 
other controls in its methodology, largely business and com-
petitive factors that can influence the price of a loan and 
which differ greatly among dealers. For example, one dealer 
might have more inventory than another dealer so they cut 
the price of the loan to move more cars off the lot. That would 
likely not show in a portfolio-wide analysis at the indirect 
auto lender without some clearly marked explanation from 
the dealer. The NADA launched a fair lending compliance 
program earlier this year where dealers would voluntarily 
document their reasons for deviating from the wholesale 
rate offered by the lender.

“As demonstrated in the AFSA study, there are clear limita-
tions in using the BISG proxy methodology to assess dispa-
rate impact in auto financing,” said Gina Proia, chief com-
munications officer at Ally Financial. “Ally believes that the 
most prudent course is for finance providers, dealers and 
other participants to come together to determine an industry-
wide solution that addresses the issue of disparate impact 
without triggering significant unintended consequences.”

As for establishing more controls in its methodology, the 
CFPB argues that is already taking into account certain 
“economic” controls that the industry suggested.

“We also note that the bureau seeks to maintain a robust 
dialogue with every lender subject to its supervisory and 
enforcement authority, and in that context has considered 
every economic control suggested by lenders and in some 
instances agreed to incorporate such controls into its analy-
sis,” Gilford said. “In assessing proffered controls, however, 
we require more than mere correlation with markup. Instead, 
consistent with the legal standard applicable to disparate 
impact, we look for evidence that allowing differential mark-
ups on the basis of a particular factor is supported by a le-
gitimate business need of the lender under evaluation. Here 
as elsewhere, our goal is to make our financial markets work 
better for everyone involved, and to create a fair marketplace 
for all consumers.”

Is the CFPB Overestimating Racial Bias in 
Auto Loans Continued...

May the Holidays 
Bring you 

Peace and Joy
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People in the car business are so used to being lectured on 
how they are doing things wrong -- social media, customer 
service, what have you -- that it’s notable whenever an 
automotive company sets a new benchmark for the rest of 
the world.

Zoom in for a closer look at the McLaren Racing pit crews 
doing their lightning-speed maintenance work the next time 
you’re watching a Formula 1 race. McLaren’s pit techniques 
are suddenly trending to become the hot new thing in 
global business management.

I’m not talking about changing big, slick tires. I’m talking 
about gathering and crunching the data to make the deci-
sion to change the tires before it’s too late. And it applies to 
business decisions as wildly far flung as inventory control, 
advertising buys, capital investments, tooling changes -- 
you name it.

Over the past few years, the British supercar and racing 
company McLaren has gone manic in analyzing real-time 
issues during its Formula 1 events. The team wires its 
participants to the gills, pipes data from all corners of the 
racetrack in a place like Abu Dhabi back to England, where 
a command center crunches it with the speed of a McLaren 
MP4-29, factors in all variables and shoots back decisions 
about what action to take and when.

“Atmospheric conditions indicate a chance of rain in the 
next 12 minutes,” you can imagine the system calculating. 
“Let’s go ahead and change those tires now, 15 minutes 
early.”

In recent weeks, the global financial consulting firm KPMG 
announced an alliance with McLaren to bottle that skill and 
translate it to business applications across the economy. 
KPMG clients will learn how they can make decisions in 
advance of trouble and change -- not during them. It is 
potentially the beginning of a new era of “predictive man-
agement.”

Gone will be the studied boardroom analyses of last quar-
ter’s problems and worries, or last month’s surprises, or 

Prepare to Embrace McLaren's               
Anticipate-and-Act Tactics
Reprinted from Automotive News Europe

last week’s hiccups. Tomorrow’s decision makers will hear 
about setbacks and customer complaints as they happen, 
and even before they can happen.

In one example, KPMG’s London office used the McLaren 
approach to counsel a European grocery store chain on how 
much beer to warehouse in response to changing weather 
forecasts. Weather affects a consumer’s mood, which, in 
turn, affects his interest in buying a beer. That affects beer 
retail volumes, which affect grocery prices.

A good grocer probably already knew all that. But did he 
have the data-crunching powers and the operational resolve 
to process the information and act on it in advance?

This is all perhaps amusing to an industry accustomed to 
being chided for embracing new management habits too 
slowly. There is probably a factory boss somewhere reading 
this and chuckling to himself, “That’ll be the day that I get 
approval to do that!” There is a used-car manager reading 
these words and muttering, “No one could possibly know 
how to respond to my market before the customer walks in.”

And that, too, is predictable. But somebody is going to 
realize the competitive advantage of being able to act not 
merely “quicker,” but “sooner.”

you can reach Lindsay Chappell at lchappell@crain.com.

“Today in the town of David 
a Savior has been born; 
He is Christ the Lord.”

Luke 2:11
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DEALER LICENSING OFFICE
445	E.	Capitol	Avenue,	Pierre,	SD	57501		|		Phone:	605-773-4416		|		Fax:	605-773-2549
licensing/renewal requirements, principal place of business requirements, bonding and insurance requirements, fees, dealer 
plates and permits, title and registration, recordkeeping requirements, violation penalty provisions, etc. 

MOTOR VEHICLE INFORMATION SECTION
445	E.	Capitol	Avenue,	Pierre,	SD	57501		|		Phone:	605-773-3541		|		Fax:	605-773-2550
general motor vehicle questions, titling and registration.

DEALER AGENTS
Answers dealer business questions, provides training and instruction on compliance and procedures, enforces laws and 
regulations, investigates complaints and violations, conducts inspections, etc. 

PIERRE
MIKE MEHLHAFF

445 East Capitol Avenue 
Pierre, SD 57501-3185
Phone:	605-773-2121	

Fax:	605-773-4117
mike.mehlhaff@state.sd.us

DEALER PROGRAM MANAGER 
 - POSITION CURRENTLY VACANT - 

445 East Capitol Avenue 
Pierre, SD 57501-3185
Phone:	605-773-2122	

Fax:	605-773-4117

DEALER AGENTS IN THE FIELD

DEALER PROGRAM ASSISTANT
BRITTANY KENzY 

445 East Capitol Avenue 
Pierre, SD 57501-3185
Phone:	605-773-4416	

Fax:	605-773-4117
brittany.kenzy@state.sd.us

SIOUx FALLS
RON RYSAVY 

300 S. Sycamore Avenue, Suite 102
Sioux Falls, SD 57110
Phone:	605-367-5814

Fax:	605-367-5830
ron.rysavy@state.sd.us

RAPID CITy
PILO PENA

4447 South Canyon Road, Suite 6
Rapid City, SD 57702-1889

Phone:	605-394-3394	
Fax:	605-394-6076

pilo.pena@state.sd.us

WATERTOWN
LORI COLBERG

715 S Maple 
Watertown, SD 57201
Phone:	605-882-5192	

Fax:	605-995-8087
lori.colberg@state.sd.us

SDADA’S MiSSion StAteMent:  The level playing field, with fair and open competi-
tion among all dealers, is the best assurance South Dakota consumers will continue to 
obtain the highest level of value and service for their automobiles, trucks and motor-
cycles. SDADA is committed to taking whatever actions are necessary to accomplish 
this mission, including enacting legislation to protect members from overreaching 
and unfair manufacturer restriction on dealers ability to operate and sell the busi-
nesses they have worked hard to build.  SDADA will also work to support legislation 
to protect members from perceived abuses and oppressive acts by the manufacturer.

mailto:mike.mehlhaff%40state.sd.us?subject=
mailto:brittany.kenzy%40state.sd.us?subject=
mailto:ron.rysavy%40state.sd.us?subject=
mailto:pilo.pena%40state.sd.us?subject=
mailto:lori.colberg%40state.sd.us?subject=
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Get your local officials to show their support of what local car dealers do for 
their communities by asking them to sign the Open Letter at: www.SupportLocalDealers.com.
To sign it, fill out the form and click Submit.

Leaders across the country are signing this Open Letter to 
show their support for local franchised new-car and -truck 
dealers. These family-owned, Main Street businesses employ 
more than 1 million people nationwide in good-paying jobs, 
while contributing hundreds of millions of dollars to their 
local economies and providing a competitive marketplace      
for new car and truck sales. 

Visit www.SupportLocalDealers.com 



“Serving the needs of our         
dealerships and their customers 
through integrity, training and 

teamwork.” 

South Dakota Dealer Services and its affiliates go beyond F&I products to 
offer reinsurance opportunities, compliance assistance and hands on     

development and training courses both in and outside of the dealership.  

F&I Workshop  
April 22nd & 23rd Sioux Falls, SD 

December 9th & 10th Rapid City, SD 
 

Phone Skills Workshop  
April 21st Sioux Falls, SD 

Service Workshop  
February 3rd Sioux Falls, SD 

2015 South Dakota Client Training Workshops 

2015 Regional Workshops 
Minneapolis, MN - 4 F&I Workshops, 3 Phone Workshops, 2 Sales Skills Workshops, 3 Service Advisor Workshops 

Chicago, IL - 3 F&I Workshops, 2 Phone Skills Workshops, 2 Sales Skills Workshop, 3 Service Advisor Workshop 

Tampa, FL - 1 F&I Workshop Los Angeles, CA - 2 F&I Workshops 

Pittsburgh, PA 2 F&I Workshops, 1 Phone Workshop 

Strategic Marketing Partner of the South Dakota Auto Dealers Association 

www.AutomotiveDevelopmentGroup.com 

Jon Nester 

Cell: 630.244.6916 

Email: jnester@adgtoday.com 

David Kelly 

Cell: 507.829.2638 

Email: dkellysdds@gmail.com 

Tony Troussov - Director of Training 

Automotive Development Group 

Cell: 612.804.1706 

Email: ttroussov@adgtoday.com 

Mark Ekhoff 

Automotive Development Group 

Cell: 612.360.9233 

Email: mekhoff@adgtoday.com 
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As provided by the South Dakota Division of  Motor Vehicles
New Vehicle RegistRatioNs - NoVeMbeR 2014          Page 1 of 2

NOTE:  New vehicle registrations are provided by South Dakota Division of  Motor Vehicles.  All new vehicles registered 
under the Prorate (IRP) program are indicated as a Hughes County resident.  Figures reflect where the vehicle is titled, 
and not the county where the vehicle was purchased.  SDADA has no responsibility for authenticity of  registration figures.

Continued on page 21



We take this time 
to thank you for the 
opportunity to serve you 
throughout the year.  

We wish you 
and yours a 
Merry Christmas and a 
Happy and Prosperous New Year!
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New Vehicle RegistRatioNs - NoVeMbeR 2014          Page 2 of 2

NOTE:  New vehicle registrations are provided by South Dakota Division of  Motor Vehicles.  All new vehicles registered 
under the Prorate (IRP) program are indicated as a Hughes County resident.  Figures reflect where the vehicle is titled, 
and not the county where the vehicle was purchased.  SDADA has no responsibility for authenticity of  registration figures.

As provided by the South Dakota Division of  Motor Vehicles



Eyebrow Slogan Signs Available:

Smile Slogan Signs Available:

Oval Model Year Signs Available:

•	 Hold/Sold
•	 Red Tag Sale
•	 As Advertised
•	 Clearance
•	 Financing Available
•	 Like New
•	 List/Discount/Sale
•	 No Hassle Price

•	 Per Month
•	 Rebate
•	 Reduced
•	 Sale
•	 Was/Now
•	 Special
•	 Blank
•	 Border Only

Mirror Hang Tag Options Available:

HOw DO YOU HIgHLIgHT CArS ON YOUr LOT?



RecReatioNal Vehicle RegistRatioNs - NoVeMbeR 2014

SNOWMOBILE             MOTORCYCLE                             ATV’S

NOTE:  New vehicle registrations are provided by South Dakota Division of  Motor Vehicles.  All new vehicles registered 
under the Prorate (IRP) program are indicated as a Hughes County resident.  Figures reflect where the vehicle is titled, 
and not the county where the vehicle was purchased.  SDADA has no responsibility for authenticity of  registration figures.
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As provided by the South Dakota Division of  Motor Vehicles
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NOTE:  New vehicle registrations are provided by South Dakota Division of  Motor Vehicles.  All new vehicles registered 
under the Prorate (IRP) program are indicated as a Hughes County resident.  Figures reflect where the vehicle is titled, 
and not the county where the vehicle was purchased.  SDADA has no responsibility for authenticity of  registration figures.

YeaR to Date New Vehicle RegistRatioNs               Page 1 of 2
JANUARY - NOVEMbER 2014 / As provided by the South Dakota Division of  Motor Vehicles

Continued on page 25
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NOTE:  New vehicle registrations are provided by South Dakota Division of  Motor Vehicles.  All new vehicles registered 
under the Prorate (IRP) program are indicated as a Hughes County resident.  Figures reflect where the vehicle is titled, 
and not the county where the vehicle was purchased.  SDADA has no responsibility for authenticity of  registration figures.

YeaR to Date New Vehicle RegistRatioNs               Page 2 of 2
JANUARY - NOVEMbER 2014 / As provided by the South Dakota Division of  Motor Vehicles
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NOTE:  New vehicle registrations are provided by South Dakota Division of  Motor Vehicles.  All new vehicles registered 
under the Prorate (IRP) program are indicated as a Hughes County resident.  Figures reflect where the vehicle is titled, 
and not the county where the vehicle was purchased.  SDADA has no responsibility for authenticity of  registration figures.

YeaR to Date RecReatioNal Vehicle RegistRatioNs
JANUARY - NOVEMbER 2014 / As provided by the South Dakota Division of  Motor Vehicles

SNOWMOBILE           MOTORCYCLE                       ATV’S



http://www.cso.com
http://www.cso.com
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One

Two

Three

Four

Five

Six

Seven

Eight

Nine

Ten

Eleven

Twelve

Thirteen (At Large 2 yr.)

Fourteen (At Large 3 yr.)

Fifteen (PS Dlr.)

Sixteen (PS Dlr.)

Seventeen (RV Dlr)

Eighteen (HD Trk Dlr)

Country Ford

Harry K Chevrolet

Vern Eide Motorcars

Iverson Chrysler Center

Einspahr Auto Plaza, Inc.

Pierson Ford

Sharp Automotive

Stobbs Sales, Inc.

Frontier Motors, Inc.

Beck Motor Co.

Scott Peterson Motors

Rushmore Honda

Wegner Auto Company

Shawn Chase Ford

Biegler’s C&S Motorsports

Black Hills Harley Davidson

Dakota RV’s

I-State Truck Center

Larry Palsma

Doug Knust

Bruce Eide

John Iverson

Ron Einspahr

Tom Barber

Doug Sharp

Keith Stobbs

Darrel Kaiser

Trace Beck

Scott Peterson

Steve Michelson

Jenny Wegner

Shawn Chase

Steve Biegler

Jim Burgess

Dan Healy

Dutch Van Santen

tfm@byelectric.com

dougk@harryk.com

bruceide2001@yahoo.com

john@iversonchrysler.com

eaprone@brookings.net

tbarber@piersonford.com

steamboating2010@yahoo.com

bk.stobbssales@midconetwork.com

darrel.kaiser@frontiermotors.com

trace.beck@beckmtr.com

scott@scottpetersonmotors.com

steve@rushmorehonda.com

jenny@wegnerauto.com

schase.scf@midconetwork.com

steve_biegler@yahoo.com

bjburgess@aol.com

dhealy@dieselmachinery.com

dutch.vansanten@istatetruck.com

605-589-3362

605-234-6064

605-373-8111

605-996-5683

605-692-6106

605-225-3720

605-886-8081

605-853-3612

605-842-1880

605-224-5912

605-892-2643

605-348-4468

605-224-9900

605-472-1633

605-225-4533

605-342-9362

605-348-1212

605-336-2995

                 TERM
DISTRICT #                              NAME                               DEALERSHIP                                   EMAIL ADDRESS                                             PHONE                              EXPIRES

2016

2017

2017

2015

2015

2015

2016

2016

2016

2017

2015

2017

2016

2015

2017

2015

2017

2015

1998-2000 Steve Paula  Brookings
1996-1998 John Roskos  Rapid City
1995-1996 Kevin Randall  Rapid City
1993-1995 Jim Jacobsen  Sturgis
1992-1993 Steve Sewell  Webster
1991-1992 Dean Kjelden  Sioux Falls
1990-1991 Don Schoenhard, Sr. Huron
1989-1990 John Ehret  Yankton
1988-1989 Merlin Fauth  Rapid City
1987-1988 Tom Graham  Sioux Falls

2013-2014 Scott Peterson  Belle Fourche
2012-2013 Mark McKie  Rapid City
2011-2012 John Hagemann  Yankton
2009-2011 David Hersrud  Sturgis
2008-2009 Dan Lamb  Onida
2007-2008 Mike McCormick  Salem
2006-2007 Marty Rypkema  Rapid City
2004-2006 Jim Wegner  Pierre
2002-2004 John Deniger  Huron
2000-2002 Tom Mahan  Groton

Bruce Eide, Chairman   Vern Eide Motorcars, Sioux Falls bruceide20012yahoo.com        605-373-8111      2015

Jeff  Johnson, Membership Services Director Vern Eide Motoplex, Sioux Falls jeffjjohnson@verneide.com        605-221-4000      2015

Jenny Wegner, Group Insurance Director Wegner Auto Company, Pierre jenny@wegnerauto.com        605-224-9900      2016

Shawn Chase, Public Relations Director  Shawn Chase Ford, Redfield  schase.scf@midconetwork.com    605-472-1633      2017

                        TERM
NAME / POSITION          DEALERSHIP                                    EMAIL ADDRESS                                      PHONE                          ENDS
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mailto:bruceide2001%40yahoo.com?subject=
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