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F&I Workshop
Our Proactive Selling System® is designed to drive great results with 
today’s buyers. Our past participants of this impactful two-day workshop 
experienced dramatic PVR changes. Your managers will learn ways to 
expedite their process and create an environment where customers will 
buy more from them. 

LocatIon  Date 
Pittsburgh, PA  April 15th - 16th    
Sioux Falls, SD   April 22nd - 23rd    
Milwaukee, WI May 6th-7th 
Minneapolis, MN May 20th - 21st 
Minneapolis, MN August 19th - 20th     
Chicago, IL   September 16th - 17th
Minneapolis, MN   October 21st - 22nd     
Milwaukee, WI   November 4th - 5th     
Pittsburgh, PA  November 11th - 12th  
Rapid City, SD  December 9th - 10th 

Phone Skills Workshop  
After this half-day workshop participants will create more opportunities 
and generate additional profits by learning and applying new ways of 
handling incoming calls. They will walk away with new skills and strate-
gies to effectively prepare and present repair/maintenance solutions to 
clients over the phone.

LocatIon  Date 
Pittsburgh, PA April 14th 
Minneapolis, MN August 18th 
Chicago, IL September 15th
Minneapolis, MN November 10th

Sales Skills Workshop
This one day workshop is focused on helping sales people improve 
their sales process and increase closing ratio by lowering the natural 
sales resistance. Participants will learn effective ways to guide and help  
customers make a buying decision.

LocatIon  Date 
Sioux Falls, SD April 21st  
Chicago, IL October 6th 
Pittsburgh, PA November 10th 
Minneapolis, MN November 17th

Service Skills Workshop   
This half-day workshop is designed to help your managers improve their 
skills in the following areas - hiring, on-boarding and the training and 
development of your biggest asset - your human capital. Your manag-
ers will leave with new strategies they can implement to improve their 
team’s performance.

LocatIon  Date 
Chicago, IL April 7th 
Tampa, FL April 14th
Minneapolis, MN May 5th
Chicago, IL August 11th
Minneapolis, MN September 15th
Chicago, IL October 6th

Proactive Selling System
training calendar
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Chairman’s Message
Fifty years ago this year, Vern and Dorothy Eide added 
a ‘fourth’ kid to our family.  They already had me, fol-
lowed by sister Lisa, and in late July, 1964, my brother 
Brian came along!  However, in October, 1965, mom and 
dad took over the Buick agency in Sioux Falls.  The family 
moved here into the unknown wilderness from suburban 
Chicago.  A one car showroom, located at the corner of 
6th Street and Dakota Avenue, it was a humble start for 
a 40 year old couple with a family of three kids. Vern Eide 
Buick became our fourth ‘kid’! 

Vern Eide, as I have come to understand, was a ‘visionary’.  He and Dorothy took 
something, from virtually nothing, and molded it, cared for it, and loved it, into life.  
They risked so much, more than all they had.   More than ‘dreaming the dream’, they 
worked to create a living, profitable, and worthy entity that we know today as Vern 
Eide Motorcars, Inc.  Yes, Vern was the first generation ‘visionary’ behind our com-
pany.  Much as every immigrant who ever walked fresh off the boat into Ellis Island, 
Vern navigated the treacherous waters of banks, mortgages, manufacturers, and 
first time customers.  As years went by, the company grew, and so did us kids!  Vern 
Eide Motorcars has become a ‘second generation family-owned business’.  Many 
second generation businesses do not survive the egos, and infighting, and differ-
ences of style and opinion that the next generation bring. 

I know.  I get it.  I am second generation.  Some stores have become third generation.  
Our own Wegner Auto in Pierre is remarkably in its forth generation of operation.  
Remarkable indeed!  Congratulations to you Jenny and Jim! 

Your NADA understands that many family owned auto and truck dealerships are well 
into the second generation.  The challenges, worries and pitfalls that come with sec-
ond generation dealers are often different than the issues that plagued the visionary 
first generation founders.  This is why I am so excited about the NextGen initiative 
started by NADA last year.  NADA and ATD saw a need to cultivate future leaders who 
were younger, more tech-savvy and interested in becoming “influencers” not simply 
in their social media spheres and their dealerships, but also on Capitol Hill and in 
state legislatures. The result is NADA’s new NextGen program.

At last years Washington Conference, Myron invited Max Patnoe of Liberty Super-
stores, Rapid City to attend.  As a great example of the ‘up and coming second 
generation dealer, Max was introduced to some of the inside workings of NADA at the 
political and governmental levels.   This September 29-30th, your Board of Directors 
has invited Nick Simon of Groton Ford, Groton, SD, as the NextGen representative to 
join us in D.C. to learn about the dark workings of Washington. 

Now for the NextGen BIG NEWS!  Your SDADA is inviting any, and all NextGen dealers 
and managers to join us in Deadwood, August 28-29th, at The Lodge in Deadwood 
for the First Annual NextGen Summit.  That we know of, there are at least 38 NextGen 
managers and dealers here in South Dakota alone!  Connecting with your fellow ‘car 
guys’ in the beautiful northern Hills is a great way to network with dealers and build 
lifelong friendships.

Bruce Eide, Vern Eide Motorcars

July 27, 2015
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AUTOMOBILE and TRUCK DEALERS
*Numbers reflect annual economic activity during 2012.

ANNUAL CONTRIBUTION OF SOUTH DAKOTA’S NEW-CAR AND -TRUCK DEALERS*
DRIVING SOUTH DAKOTA’S ECONOMY

103
N E W - C A R 
AND -TRUCK
DEALERSHIPS

103
N E W - C A R 
AND -TRUCK
DEALERSHIPS

In 2012, there were an 
estimated 103 new-car 
and -truck dealers in 

South Dakota.

Total sales of all South Dakota 
new-car and -truck dealerships 

was $2.7 billion in 2012, 
representing 14.7% of total 

retail sales in the state.

$2.7 
BILLION
TOTAL SALES

$2.7 
BILLION
TOTAL SALES

14.7%
T O T A L
RETAIL SALES

14.7%
T O T A L
RETAIL SALES

South Dakota’s dealers maintain a multi-billion dollar retail industry

The annual payroll of new-car and 
-truck dealerships in South Dakota in 
2012 was $186 million, with average 

annual earnings for dealership 
employees at $49,610.

$186  
MILLION
P A Y R O L L

$186  
MILLION
P A Y R O L L

$49,610
A V E R A G E
A N N U A L   
E A R N I N G S

$49,610
A V E R A G E
A N N U A L   
E A R N I N G S

In 2012, new-car and -truck 
dealerships account for 3,743 jobs in 
South Dakota, employing an average 

of 36 people per dealership.

3,743
E M P L OY E E S
3,743

E M P L OY E E S
36

A V E R A G E  P E R
DEALERSHIP

36
A V E R A G E  P E R
DEALERSHIP

■ Are independent businesses, not manufacturer-owned stores; the vast majority are 
local, family-owned businesses that have been in their communities for generations

■ Invest millions of dollars in land, facilities, parts and service equipment 
to sell and service vehicles

■ Generate hundreds of millions of dollars in tax revenues for state 
and local government and provide nearly 15 percent of 
all retail spending in the U.S.

NATIONAL AUTOMOBILE DEALERS ASSOCIATION
NADA Industry Analysis: 8400 Westpark Drive, McLean, VA | 703.821.7010 | industryrelations@nada.org | www.nada.org
NADA Legislative Affairs: 412 First Street, SE | Washington, DC 20003 | 800.563.1556 | 202.547.5500 | Fax 202.479.0168  | legislative@nada.org | www.nada.org

AUTOMOBILE and TRUCK DEALERS...

www.nada.org/StateEconomy
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President’s Message
Wow, what a summer! In late spring, 
everyone predicted a drought. Now 
it seems there is water standing or 
flowing everywhere. It is sure nice to 
see everything growing and green all 
across the state.

The SDADA has scheduled fall F & 
I Training sessions. These sessions 
are scheduled at several locations 
around the state in September and 

October. Please look at the "Dates to Remember" in this pub-
lication. These sessions provide a chance to see some of the 
best in the business and just might give you another chance 
to increase your bottom line. If you have difficulty finding the 
registration materials, please contact your SDADA office and we 
can get the information to you promptly.

On the 16th, 17th and 18th of this month, I attended the an-
nual meeting of the Automotive Trade Association Executives 
(ATAE). This organization is 100 years old this year - just a bit 
older than I am! For me, this meeting is one of the highlights 
of each year. We always have the opportunity to find that prob-
lems in South Dakota are no different than other states across 
this country. We talk about existing franchise laws and where to 
go from here. As you know, every time the manufacturers come 
up with an onerous, expensive and/or unreasonable plan for 
dealers, we react with legislation. We always seem to be going 
in circles chasing our tails like a dog. There was also extensive 
discussion regarding the Consumer Finance Protection Bureau 
(CFPB) and where they continue to be headed. As a summary, 
it was a typical meeting including some depressing realities 
about the challenges we currently face and probably will con-
tinue to face in the future. However, it is also a time to spend 
with my peers from all across this country which is energizing 
and rejuvenating.

According to my phone calls, there are still some concerns and 
misunderstandings with regard to changes that came with the 
repeal of our state damage disclosure statutes. As you know or 
should know, there were changes made to several forms used in 
your sales process. If questions or concerns arise, please do not 
hesitate to have your staff give me a call. 

Thanks for your membership!

Until next month . . .

Myron L. Rau, President
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In 2010, a Senate made up of 59 Democrats and 41 Republicans and a House made up of 233 Republicans 
and 200 Democrats passed a Dodd-Frank bill creating the Consumer Financial Protection Bureau (CFPB). 
Immediately concerns were raised since due to its unprecedented investigative and regulatory authority, its 
lack of accountability, and the unparalleled authority placed in its sole director, Richard Cordray.
Despite the above mentioned dealer exemption, the CFPB has made every effort possible to indirectly end 
the auto lending business model. Beginning with the Ally Bank settlement in December 2013 ($98 million) 
and recently the agreement by American Honda Finance Corp. to pay up to $25 million, the CFPB has bul-
lied, intimidated and harassed automobile lenders in an attempt to end discretionary dealer markups.
The CFPB continues to have the dealer finance model squarely in its crosshairs. I don't think I need to 
mention to this audience that were it not for finance income, the new vehicle department would be largely 
unprofitable in most stores.   
Though a couple of automotive lenders have embraced a flat fee model, most have remained committed (for 
now) to the current dealer discretion finance model. One has to wonder how long they (especially non-cap-
tives) will endure the CFPB's scrutiny.
NADA recently filed a Freedom of Information Act (FOIA) request to make public an agency memo that 
appears to plainly undermine the Bureau's long-standing claims that it is not targeting auto dealers through 
enforcement actions.

The Dodd-Frank Act specifically prohibits the CFPB from regulating auto dealers. Yet the Bu-
reau's actions have caused many, including both Republican and Democratic members of Con-
gress, to question whether the CFPB has attempted to skirt its jurisdictional boundary in an effort 
to regulate dealers.  
-NADA News Release

Reps. Frank Guinta (R-N.H.) and Ed Perlmutter (D-Colo.) have introduced H.R. 1737, the Reforming CFPB 
Indirect Auto Financing Guidance Act of 2015. The legislation would repeal a CFPB bulletin from 2013 that 
was designed to pressure lending institutions into eliminating the availability of auto financing discounts. 
Stay tuned. It would seem this issue is far from settled!
Blumenthal Wants to Ground Used Cars With Open Recalls:  The Senate will soon vote on an amend-
ment that would make it illegal for dealers to sell any vehicle with an open recall. Though the Senate Com-
merce Committee (chaired by Senator Thune) shot down the Democratic amendment proposed by senators 
Ed Markey (D-Massachusetts), Bill Nelson (D-Florida) and Richard Blumenthal (D-Connecticut) that would 

But the bottom line would be that auto dealers would be exempt from direct 
supervision by the consumer financial protection bureau. The Senate auto 
dealer compromise, if accepted by House negotiators, would be one of 
Obama’s most high profile losses in his effortsto overhaul Wall Street regu-
lations. The main contours of the House and Senate bills generally match 
the administration’s goals, but Obama has personally lobbied against ef-
forts to carve auto dealers out of the consumer agency’s jurisdiction.  
- CBS Money Watch, June 23, 2010

(Continued on page 15)

http://www.heritage.org/research/factsheets/2011/07/consumer-financial-protection-bureau-unaccountable-and-costly
http://www.consumerfinance.gov/newsroom/cfpb-and-doj-order-ally-to-pay-80-million-to-consumers-harmed-by-discriminatory-auto-loan-pricing/
http://www.consumerfinance.gov/newsroom/cfpb-and-doj-order-ally-to-pay-80-million-to-consumers-harmed-by-discriminatory-auto-loan-pricing/
http://www.autonews.com/article/20140430/FINANCE_AND_INSURANCE/304309993/bmo-harris-bank-switches-to-flat-fees-in-fair-lending-push
http://www.fi-magazine.com/channel/finance/news/story/2015/06/bb-t-switching-to-flat-fee-compensation-model.aspx
http://https://www.nada.org/Press-Releases/2015/NADA-Requests-CFPB-Memo-Outlining-_Goal_-of-Limiting-Dealer-Discretion/?utm_source=MagnetMail&amp;utm_medium=Email&amp;utm_term=doug.knust@gmail.com&amp;utm_content=nadah2-2015-07-14&amp;utm_campaign=NADA%20Requests
http://www.americancommitment.org/content/senate-amendment-could-destroy-your-car-trade-value
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•	 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	Thursday,														
October	22,	2015,	Al’s	Oasis,	Oacoma,	SD.	

•	 Annual	guided	pheasant	hunt	is	on	Monday,	November	9,	2015																
-	leave	Cedar	Shores	Resort,	Oacoma,	SD	at	9:00	a.m.

•	 Annual	RV	Dealer	Meeting	(tentative)	–	5:30	p.m.	on	Monday,																	
November	9,	2015,	at	Cedar	Shores	Resort,	Oacoma,	SD.

•	 Fall	Board	of	Directors	Meeting	–	10:00	a.m.	on	Tuesday,																											
November	10,	2015,	at	Cedar	Shores	Resort,	Oacoma.

•	 West	River	Legislative	Reception	-	Rushmore	Plaza	Holiday	Inn,	Rapid	
City	-	Monday,	December	7,	2015,	at	5:30	to	7:00	p.m.	(west	river	time).

•	 East	River	Legislative	Reception	-	Callaway’s,	500	East	69th	Street,	
Sioux	Falls	-	Wednesday,	December	9,	2015,	at	5:30	to	7:00	p.m.												
(east	river	time).	

•	 SDADA	Winter	Board	Reception	with	legislators	-	Ramkota	River												
Centre,	Pierre	at	6:00	p.m.	on	Monday,	January	25,	2016.

•	 SDADA	Winter	Board	of	Directors	Meeting	-	Ramkota	River	Centre,	
Pierre			at	10:00	a.m.	on	Tuesday,	January	26,	2016.

•	 Annual	NADA	Convention,	Las	Vegas,	NV	–	March	31	-	April	3,	2016.
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Congratulations to Rice Honda Suzuki Victory, Rapid City 
for celebrating 50 years in business.  They started in the 

motorcycle business out of Don Rice’s garage, father
 of current owner, Wade Rice (pictured below).  Now 

they are three generations strong with the Rice 
grandparents, parents and grandchildren all working 

together under the same 
room roof.

Harley-Davidson, as part of the new 75 year part-
nership with the Sturgis Motorcycle Rally has con-
structed a permanent year-round space for riders to 
gather in Sturgis.  To ensure the new multi-purpose 
space was built on the legacy of the brand and is 
pure Harley-Davidson, 74 bricks from the compa-
ny’s Milwaukee headquarters, a building that once 
housed the company’s factory dating back more 
than 100 years, and one brick from the Harley-
Davidson Museum were integrated into The Rally 
Point’s final construction.

These bricks were driven 900 miles from Milwau-
kee to Sturgis in March -- through a foot of snow 
and sub freezing weather.  The Harley Davidson 
Rally Point plaza at the intersection of Main Street 
and newly named Harley-Davidson Way will be a 
home away from home for riders visiting the Black 
Hills for decades to come.

Harley Davidson and Sturgis Motorcycle Rally Celebrate Their 75 Year Partnership



SD Secure Dealer reaSSignment Form

SD Secure PoWer oF attorneY & DiScloSure Form

receiPt For DeliVerY oF title Form

Damage / SalVage notice Form

SD SalVage, recoVereD tHeFt anD Damage DiScloSure Statement

45-DaY SolD Plate

CALL SDADA WITH QUESTIONS AT 605-336-2616
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Dealer plates, what are the acceptable uses?
By Mike Mehlhaff, SD DMV Dealer Program Supervisor

Licensed South Dakota Auto Dealers have access to a va-
riety of different license plates and permits that are used 
to operate motor vehicles on our roads.  Dealers are given 
the responsibility of choosing the correct license or permit 
for the correct purpose.  Occasionally Dealer Licensing 
Agents and local law enforcement encounter dealers who 
are incorrectly using one or all of the licenses or permits 
that they can issue.

SDCL 32-6B-22 outlines what a Dealer 77 plate can and 
cannot be used for. Most importantly the 77 plate must be 
used on a vehicle owned by the licensed dealer; meaning 
that either an MSO/MCO or title is issued in the dealer-
ship  name, or an MSO/MCO or title is properly transferred 
into the dealership name with that document available for 
inspection by a Dealer Licensing Agent.  

The 77 plate also has limits set by SDCL 32-6B-22 specif-
ically prohibiting their use on vehicles that are for lease or 
for hire. Do not use plates for customer test 
drives, loaner vehicles given to customers 
of a dealerships maintenance shop, place-
ment on vehicles transporting items for the 
dealership or any other business when those 
items weigh more than 500 pounds, hauling 
dealer inventory, or any other purpose of a 
commercial nature.  Also, do not use a 77 
plate on a wrecker or service truck.  These vehicles are 
considered to be commercial and must be plated as such.  
Dealer 77 plates may not be placed on rental vehicles as 
SDCL 32-5B-1.2 requires rental vehicle to be titled in a 
name that is separate and distinct from the dealership 
and these vehicles should be licensed at the County.

77 plates can be used to provide a licensed vehicle to 
owners or staff of a dealership for non-commercial per-
sonal use; to allow an owner or employee of the dealership 
to operate a vehicle to perform tasks normal to the func-
tion of the dealership such as going to the bank or taking 
it to a service garage; or to transport property of the 
dealership, such as parts or cleaning supplies, as long as 
the property weighs less than 500 pounds.

Dealer Commercial Plates or 88 plates can also only be 
used on a vehicle that an MSO/MCO or title is issued in 
the dealership’s name, or the MSO/MCO or title is properly 
transferred into the dealership name with that document 
available for inspection by a Dealer Licensing Agent. There 

are only two legal uses of a dealer 88 plate.  According to 
SDCL 37-6B-22 88 plates can be used by the dealership 
to transport inventory replacement (such as to or from 
a dealer auction) and under SDCL 32-9-59 they can be 
used by prospective customers for demonstration pur-
poses for a period of no more than three days. 88 plates 
have no other legal use and may not be used like a 77 
plate.  88 plates can’t be placed on a dealerships service 
vehicle or wrecker and can’t be used on any for hire or 
leased vehicle.

Dealer Demonstration and In-Transit Permit or Blue 
Plates can be used for the demonstration of a vehicle 
by a prospective buyer for a period not to exceed three 
days.  They can also be used for transporting a vehicle for 
in-transit purposes by the dealer to and from a location 
that the dealer has bought or sold the vehicle such as an 
auto auction or another dealership and for travel to and 
from a service facility, such as a repair shop, detail shop, 
gas station, or car wash.  No other use of the blue plate is 
allowed and under no circumstances should they be given 

to a customer for any purpose other than 
demonstration.

The final plate available to the dealer is 
a Temporary 45 Day License Permit, also 
known as a sold plate or white plate.  SDCL 
32-6B-26 allows a dealer to issue one 45 day 
permit to the purchaser of a vehicle from the 
dealership.  This is the only authorized use of 

these plates. In the event that any circumstance causes 
the customer to be unable to license the vehicle, such as 
dealer not having a title to deliver or the customer being 
unable to pay their excise tax, the dealer cannot extend 
the time of the permit or issue another permit. 

If the dealer is unable to deliver title in 45 days due to a 
financial institution failing to provide the dealer a title for 
a vehicle that was paid off by the dealer within 10 days 
of acquisition and before the vehicle was sold the dealer 
may request an extension from the Dealer Licensing 
Program at the DMV.

I hope this article will provide guidance to dealers on how 
to properly use the licenses and permits that are provided 
to you to perform tasks necessary to the operation of your 
business.  If you have any questions about use of these 
licenses or anything else pertaining to the South Dakota 
Dealer Licensing Program please email me at mike.mehl-
haff@state.sd.us or call our office at 605-773-4416.

mailto:mike.mehlhaff%40state.sd.us?subject=
mailto:mike.mehlhaff%40state.sd.us?subject=
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NADA 
Director’s 
Message
continued...

ground vehicles with an 
open recall, it appears 
the amendment will be 
introduced on the Senate 
floor. 
As we dealers know, 

many recalls have almost nothing to do with vehicle 
safety. We have recently seen recalls for items as 
trivial as a printing error in the owner’s manual. 
General Motors recalled Camaros because the air 
bag warning label on the sun visor may peel off.
Senator Thune recognized the logistical issues that 
go with such a policy when interviewed in the New 
York Times earlier. Imagine a South Dakota dealer 
taking an Infiniti or Porsche with an open recall on 
trade. The dealer would have to load that vehicle on 
a trailer and haul it to Minneapolis or Omaha. That 
would not lead to  favorable treatment for a con-
sumer either.  Keep your eye on this issue as well.
ICYMI (In Case You Missed It…)  Subaru dealer-
ship employee chastises manufacturers for offer-
ing more lucrative car deals through Costco than 
through their own dealer network.
NHTSA blocks former chief from testifying in a 
class-action lawsuit against Toyota.
Despite some main stream media reports to the con-
trary, more than one industry expert says there is no 
bubble in automobile lending.
And finally… Obama's overtime plan might impact 
auto dealers. 
As always, please contact me with any questions or 
concerns.

Doug Knust, NADA Director
Harry K Ford, Chamberlain, SD
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http://www.americancommitment.org/content/senate-amendment-could-destroy-your-car-trade-value
http://www.americancommitment.org/content/senate-amendment-could-destroy-your-car-trade-value
http://wardsauto.com/industry-voices/automakers-should-stop-rewarding-costco-members?utm_rid=CPENT000000096859&amp;utm_campaign=2601&amp;utm_medium=email&amp;elq2=56b1fb5953684d779e50a08b278e0bba
http://www.detroitnews.com/story/business/autos/2015/07/07/nhtsa-blocks-former-chief-toyota-testimony/29844871/
http://www.autodealermonthly.com/channel/finance-office/article/story/2015/07/there-is-no-bubble.aspx
http://www.cnbc.com/2015/06/22/subprime-auto-sales-bubble-not-so-say-experts.html
http://www.cnbc.com/2015/06/22/subprime-auto-sales-bubble-not-so-say-experts.html
http://www.autonews.com/article/20150712/RETAIL/150719974/overtime-plan-might-impact-dealers


http://www.rascompanies.com
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First Annual NextGen Dealer Summit

It’s time to reach out to the next generation of dealers...
The SD Auto Dealers Association is nearly 100 years old!  Many of our dealerships through-
out South Dakota have second, third and some even fourth generation dealers in the business.  
With an aging dealer principal body, we realize that the longevity of this association is based 
on the support we receive from these next generation dealers.  It’s because of this that the 
National Automobile Dealers Association created their NextGen Program.  SDADA will be 
joining forces with NADA and creating a NextGen Program for South Dakota.  

If you would like to get involved please attend the First Annual NextGen Dealer Summit 
scheduled for August 28th and 29th, at The Deadwood Lodge, in Deadwood, SD.  Friday 
evening, August 28th kicks off the event with a social and dinner that evening.  Meetings are 
planned for Saturday morning the 29th with family fun activities scheduled that afternoon.  
Saturday night concludes the event with a dinner and reception.

Look for more information in the mail.  If you have any questions about this program or you 
have someone in your dealership that would like to attend, please call the SDADA office at 
(605) 336-2616. 
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http://www.manheim.com
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David Shepardson - Detroit News Washington Bureau
July 21, 2015
Washington — A compromise six-year highway 
reauthorization bill introduced Tuesday would make 
significant changes in auto safety policy including 
doubling maximum fines for delayed recalls to $70 
million per campaign, allowing for email notifica-
tion of recalls and barring rental car firms from leas-
ing unrepaired recalled vehicles.

The compromise 1,030-page bill unveiled by Sen. 
Majority Leader Mitch McConnell, R-Ky., and Sen. 
Barbara Boxer, D-Calif., would also create a two-
year pilot program that would assess the value of 
informing consumers of vehicle recalls any time 
they get license plates. It would be open to up to six 
states.

But the bill is far short of what Democrats had 
sought. Democrats on Tuesday voted against start-
ing debate on the bill, but McConnell said he would 
again bring it up for debate Wednesday. The first 
three years of the six-year bill that will cost about 
$45 billion are paid for, but Congress would need to 
return to find funding for the final three years.

Automakers have urged Congress to reject requests 
by Democrats to amend the bill to add tougher auto 
safety provisions including lifting the cap on auto 
safety fines and create new criminal penalties for 
auto execs who fail to recall unsafe vehicles.

The issue is gas tax revenue — which has not been 
raised since 1993 when it was hiked to 18.4 cents 
per gallon — is not keeping pace with needs be-
cause Americans are driving more fuel-efficient 
vehicles.

NHTSA must conduct a number of research proj-
ects, including a report on the feasibility of a system 
in each new motor vehicle to indicate when the 

vehicle is subject to an open recall. Democrats this 
month proposed a dashboard light that would warn 
owners of uncompleted recalls.

The bill would also clarify that data stored in ve-
hicle event data recorders — better known as black 
boxes — remains the property of the driver and 
specifies under what conditions the data may be 
accessed by law enforcement. NHTSA would be 
required to write new rules within two years to 
establish the appropriate period during which black 
boxes event may capture and record for data neces-
sary for accident investigations.

In late 2012, NHTSA proposed rules that would 
mandate the installation of black boxes in all light-
duty vehicles and wanted them to be required in 
all vehicles starting in September 2014, but almost 
three years later the agency still hasn’t finalized the 
rules. In a report issued this month, the Transporta-
tion Department says it plans to finalize the rules by 
the end of the year.

NHTSA’s vehicle safety budget would be autho-
rized to rise from $132.7 million for next year to 
$147.3 million by 2020.

NHTSA could get another $46 million or more in 
funding if it meets improvements as certified by 
the Transportation Department Office of Inspector 
General.

The Transportation Department would also need 
to study whether to lift rules that bar windshield 
obstructions and allow information to be displayed 
such as lane-departure warnings, forward collision 
warnings and active cruise-control systems.

Article reprinted from The Detroit News
dshepardson@detroitnews.com

Highway bill would double auto 
recall fines
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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. 

Dealer agents in the fielD

Brittany Kenzy
445 East Capitol Avenue 
Pierre, SD 57501-3185
Phone: 605.773.2122 
Cell: 605.280.4889 
Fax: 605-773-4117

brittany.kenzy@state.sd.us

Ron Rysavy 
300 S. Sycamore Ave., Ste 102

Sioux Falls, SD 57110
Phone: 605-367-5814
Cell: 605-941-4742
Fax: 605-367-5830

ron.rysavy@state.sd.us

Pilo Pena
1520 Haines Ave., Ste 3
Rapid City, SD 57701
Phone: 605-394-3394 
Cell: 605-381-7236
Fax: 605-394-6076

pilo.pena@state.sd.us

Lori Colberg
715 S Maple 

Watertown, SD 57201
Phone: 605-882-5192 
Cell: 605-520-9360 
Fax: 605-995-8087

lori.colberg@state.sd.us

Mike Mehlhaff
445 East Capitol Avenue 
Pierre, SD 57501-3185
Phone: 605.773.2122

Fax: 605.773.8416
mike.mehlhaff@state.sd.us

Pierre-regiOn 4                       siOux falls-regiOn 2                   raPiD city-regiOn 1

                                                             Dealer PrOgraM                             Dealer PrOgraM
                     assistant / Pierre                         Manager / Pierre 

Currently 
interviewing

for this 
position

WatertOWn-regiOn 3



As provided by the South Dakota Division of  Motor Vehicles
New Vehicle RegistRatioNs - JUNe 2015                        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 23
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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?
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As provided by the South Dakota Division of  Motor Vehicles
New Vehicle RegistRatioNs - JUNe 2015                       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.



“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 

http://www.automotivedevelopmentgroup.com
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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.

As provided by the South Dakota Division of  Motor Vehicles
RecReatioNal Vehicle RegistRatioNs - JUNe 2015
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“IF YOU DON’T KNOW WHERE YOU’RE GOING, 
YOU WILL WIND UP SOMEWHERE ELSE.”

CENSTAT LIFE ASSURANCE COMPANY
SDADA’s credit life and disability insurance company.

CALL TODAY!

Yogi Berra

Administered by: Central States Health & Life Co. of Omaha
1212 N. 96th Street • Omaha, NE 68114

www.cso.com

    

John Benson 800-826-6587 or  SDADA Sta�   605-336-2616   

•  Profi t for the Dealership
•  Finance & Insurance Seminars

•  Higher Limits  

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

2014-2015 Trace Beck  Pierre
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 bruceide2001@yahoo.com        605-373-8111      2015

Bryan Boocock, Membership Services Director Wegner Auto Company, Pierre bryan@wegnerauto.com        605-224-9900      2018

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:trace.beck%40beckmtr.com?subject=
mailto:scott%40scottpetersonmotors.com?subject=
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