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Most of us have just 
came back from our 
Annual SDADA Con-
vention in Rapid City. 
As always, it was a 
fun time and everyone 
enjoyed the fellowship, 
speakers, outdoor activities, and 
meetings. I want to thank our staff 
and hosting dealers for all the hard 

work they put into this event. Many people felt it was one 
of our better conferences. Thank you all!!

It has been a fast and crazy year. I cannot express to all of 
you how much I am honored to have been your Chairman 
for the last year. I have been so blessed by the car business. 
One of the blessings is the friendship and respect shown to 
each other by our fellow car, motorsports, heavy duty truck 
and RV dealers.  You are such a great group of people! 
We are all very lucky to have each other and to be doing 
business in this great state of South Dakota. As I have said 
before, all we have is each other because we know where 
we stand with the franchises when the going gets tough. 

Your Board is made up of some of the most dedicated 
people I know. We have made a commitment to all of you 
to do the very best for our association and its dealers. One 
of those people is your new chairman Trace Beck. It feels 
good to pass the gavel to such a fine man. He will do a 
great job for all of us!

It is very exciting times in the car, RV, heavy duty truck 
and motorsports business in South Dakota. I wish each and 
every one of you tremendous success, health and happi-
ness!

God Bless,

Scott Peterson
Scott Peterson Motors, Belle Fourche & Sturgis
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The 2014 SDADA Annual 
Convention recently held 
in Rapid City was a huge 
success. We had great 
seminars, great food and 
great entertainment. It 
was very nice to see so 
many dealers and vendors in attendance. 
For those of you who missed it, perhaps you 
can join us next year in Sioux Falls.

I personally want to thank Mr. Scott Peterson for his leadership during the 
past year he served as Chairman of the Board. Although we did not have 
any earth shaking issues in the past year, Scott was always there when I 
needed him. The greatest success in the past year was raising $63,700 
for Rancher’s Relief, a program spearheaded by our Chairman. Great 
job Scott! I appreciate your leadership and guidance for the past twelve 
months.

Several things of note occurred at the annual convention: Scott Peterson 
passed the gavel to a very capable individual, Trace Beck, who will now 
serve as Chairman of the Board for the next year. Don Burns was chosen 
to receive the 2014 Chairman’s Award. Don is a very deserving individual 
that has contributed a great deal of time and effort to the SDADA and the 
SDADA Board of Directors. David Hersrud was chosen to receive the 2014-
2015 Franchised Dealer of the Year Award. David will now enter national 
Time Dealer of the Year competition.  Congratulations David! Again, a 
very well deserved award to a great guy and an avid supporter of SDADA.

Occasionally, I run into an article that I need to highlight. I found this one 
in AIADA’s FirstUp which comes to my email daily. It is entitled, “Feder-
ated Insurance’s “Claim of the Month” - Could it happen to you? And it 
goes like this: A young lady visited a dealership, asking to take a test 
drive. Judging her to be the required 20 years old, the dealership’s em-
ployee let her take a vehicle. She picked up some friends, drove around 
and subsequently caused an accident injuring herself and her passen-
gers. An investigation revealed she was only 16. The employee did not ask 
for her license or proof of insurance. She had neither. What policies are in 
place to prevent something similar from happening at your dealership? 
Do you know who’s driving your vehicles? Federated Insurance recom-
mends several best practices to help protect your business and manage 
risks. Start by accompanying all customers on test drives. Require copies 
of the customer’s valid driver’s license and proof of insurance. Establish 
a time limit for each test drive. Make sure all employees understand and 
follow your policy.

(Continued on page 11)
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(Continued on page 9)

Is this the beginning of the end for the dealer auto finance model? Will 
a flat fee model eliminate dealer risk?

Last month, BMO Harris Bank made the switch from dealer reserve to 
flat fees for compensating dealerships for arranging auto loans. The 
bank now pays a flat fee of 3 percent of the amount financed up to a 
maximum fee of $2,000 for contracts of 36 months or longer. BMO Har-
ris is the first large auto lender (17th largest by portfolio size) to make 
this move.

Last year, the Consumer Finance Protection Bureau (CFPB) released a bulletin that sug-
gested policies which allow dealers to exercise discretion over interest rates and provide 
direct financial incentives for charging higher prices may lead to fair lending violations 
under the Equal Credit Opportunity Act.

The CFPB claims that it is not pushing the industry to flat fees. On the other hand, CFPB Director Richard Cordray 
said in a written statement, “It is encouraging to see BMO Harris taking this proactive step to protect consumers from 
discrimination.”

What does that mean? Switching to flat fees does not eliminate dealer discretion, because flat fees can differ and deal-
ers would still have to choose finance sources. How do you think your finance managers will choose their lending source? 
Would it possibly be based on whose flat fee is the highest and, therefore, where they will make the most money?

NADA has released a new article, "The Fallacy of Flats", that addresses an important compliance issue facing dealers 
in connection with dealer-assisted financing. In this article, NADA’s Paul Metrey cautions dealers that lender programs 
that pay dealers a flat fee do NOT eliminate the dealer’s risk of violating fair credit laws.

It is therefore important that dealers develop an effective means of managing the discretion they exercise in pricing 
credit, regardless of the way lenders pay them. To that end, the NADA Fair Credit Compliance Policy & Program provides 
a dealer with an optional method of managing its discretion (and in a manner that allows consumers to benefit from 
competition) when working with lenders who pay dealers using a dealer reserve or dealer participation approach.

I strongly encourage you to read through this policy to see if it might help you mitigate these risks in your store.

FTC Staffers Opinions on Federal Blog

Three staffers from the Federal Trade Commission posted a blog on the agency’s website expressing their own opin-
ions—not the opinion of the FTC or any individual commissioner—about how new cars should be retailed in the U.S. 

The FTC staff bloggers, however, failed to acknowledge how the franchised dealer network actually benefits car buyers 
through price competition and safety, and provides enormous economic benefits to local communities.

During a flurry of media inquiries from Reuters, Automotive News, USA Today to CNN and others, NADA responded as 
follows:

“For consumers buying a new car today, the fierce competition between local dealers in a given market drives down prices 
both in and across brands – while if a factory owned all of its stores it could set prices and buyers would lose virtually 
all bargaining power,” said Jonathan Collegio, NADA vice president of public affairs. “And buying a car isn’t like buying 
a pair of shoes online. Cars require licensing to operate, insurance and financing to take home, and contain hazardous 
materials, so states are fully within their rights to protect consumers by standardizing the way cars are sold.”

So it is important that we have the bureaucrats' opinion? 

The Dealer Franchise System Works Best for Manufacturers

http://wardsauto.com/dealerships/flat-rates-not-only-alternative-government-regulator-says
http://www.autonews.com/article/20140430/FINANCE_AND_INSURANCE/304309993/bmo-harris-bank-switches-to-flat-fees-in-fair-lending-push
http://www.autonews.com/article/20140430/FINANCE_AND_INSURANCE/304309993/bmo-harris-bank-switches-to-flat-fees-in-fair-lending-push
http://www.mmsend4.com/link.cfm?r=98447419&sid=40215167&m=4423985&u=NADA&j=18789315&s=http://images.magnetmail.net/images/clients/NADA/attach/Fallacy_of_Flats.pdf
http://NADA Fair Credit Compliance Policy & Program
http://www.ftc.gov/news-events/blogs/competition-matters/2014/04/who-decides-how-consumers-should-shop


SDADA’S StrAtegic MArketing PArtner 
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Doug Knust, NADA Director
Harry K Chevrolet, Oacoma, SD

SDADA’s
NADA

Director’s 
Message

Continued...

A new NADA study highlights why the dealer franchise system is the most 
efficient  and effective way for auto manufacturers to distribute and sell 
automobiles nationwide.

According to the study, “Franchised dealers invest millions of dollars of 
private capital in their retail outlets to provide top sales and service experiences, 
allowing auto manufacturers to concentrate their capital in their core areas of 
designing, building and marketing vehicles”.

Key findings of the NADA study, “Auto Retailing: Why the Franchise System Works Best,” include:

The average dealership today requires an investment of $11.3 million, including physical facilities, land, inventory 
and working capital.

Nationwide, dealers have invested nearly $200 billion in dealership facilities.

Annual operating costs totaled $81.5 billion in 2013, an average of $4.6 million per dealership. These costs in-
clude personnel, utilities, advertising and regulatory compliance.

The vast majority—95.6 percent—of the 17,663 individual franchised retail automotive outlets are locally and 
privately owned. They generate billions in state and local taxes annually and provide significant employment op-
portunities that help build goodwill in the community.

Manufacturers benefit from the high return on capital invested in manufacturing vehicles, as opposed to the low 
margin of retailing them.

Dealers bear the cost and risks of these investments—at virtually no cost to the manufacturers—and provide a vast 
distribution channel that benefits the consumer.

The study is part of a major new “Get The Facts” initiative from NADA to promote the benefits of America’s franchised 
new-car dealership network. The initiative includes a Web site and variety of multimedia resources available at http://
www.nada.org/GetTheFacts.

The centerpiece of the project is a two and a half minute animated video detailing the benefits of the dealer franchise 
system, viewable here. Other resources include a 30-second video, a fact sheet on the consumer benefits of dealers, a 
longer informative FAQ, a document explaining the reasons for state franchise laws, an infographic and other materials.

Click here for the study.

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

http://www.nada.org/NR/rdonlyres/DF4863B1-591A-4CA4-917D-45FF870AE3D0/0/Auto_Retailing_Why_the_Franchise_System_Works_Best.pdf
http://www.nada.org/GetTheFacts
http://www.nada.org/GetTheFacts
http://www.nada.org/NR/rdonlyres/DF4863B1-591A-4CA4-917D-45FF870AE3D0/0/Auto_Retailing_Why_the_Franchise_System_Works_Best.pdf


10

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

A dealership provided a demo vehicle to a new salesman on his first day of work. That night, the new 
employee took three friends for a ride in the car, and wound up getting into a single-car accident. One 
passenger lost sight in both eyes. The driver was cited for driving under the influence. Had the dealership 
run a motor vehicle record (MVR) on the employee before giving him the car, they would have discovered 
multiple traffic citations over a three-year period.
CLAIM AMOUNT: $1 million

What policies are in place to help prevent this from happening at your dealership? Do you know who’s 
driving your vehicles? Federated recommends several best practices to help protect your business and 
manage risks; for example, 
• Obtain MVRs on prospective employees who may drive company or customer vehicles.
• Seek legal advice to make sure your use of MVRs in the hiring process meets your state’s regulations. 
• Implement a procedure for checking MVRs on a regular basis for all employees who have access to 

company vehicles.

These are just a few loss control recommendations you can use to help protect your dealership. To learn 
more, contact your local Federated representative and request a copy of our “Keys to Success” risk man-
agement brochure. Federated Mutual Insurance Company is recommended by 17 state and national auto 
dealer associations just like yours for customized insurance programs and value-added risk management 
services, such as Federated’s Shield NetworkSM, the Risk Management Resource Center, and the Feder-
ated Employment Practices NetworkSM. To discover how Federated can help you create or ramp up your 
own risk management program, or to contact your local Federated representative, click here.

- - - - - - - - 

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, RI, and VT.

http://www.federatedinsurance.com
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As you know, the SDADA has established a Strategic 
Marketing Partnership with Federated Insurance. Also, 
for your use and protection, the SDADA has a legally 
compliant form titled “Agreement for Vehicle Use” 
available for sale to all SDADA Members. For more loss 
control recommendations, contact your local Federated 
representative and request a copy of their “Keys to 
Success” risk management brochure. Federated Insur-
ance supports SDADA Members through customized 
insurance programs and value-added risk management 
services, such as Federated’s Shield NetworkSM and the 
Risk Management Resource Center.

In closing, I would like to congratulate Doug Knust on 
his re-election to another 3-year term as SDADA’s 
Director to the NADA Board. Also, please be advised 
that we have again awarded 15 scholarships at 
$1,000.00 each. The letters went out last week.

Until next month . . . . . . .

Myron Rau, President
South Dakota Auto Dealers Association

President’s 
Message 

Continued...

Dealers urged to build co-sponsors on 
the Bureau Guidance Transparency 
Act (H.R. 4811)
In a rare show of bipartisan cooperation, the House 
Financial Services Committee sought to turn back an 
effort by the Consumer Financial Protection Bureau 
(CFPB) to eliminate dealers' flexibility to discount the 
interest rate offered to car and truck buyers.

The National Automobile Dealers Association (NADA), 
a vocal advocate for the legislation, applauded the 
committee's action. H.R. 4811, introduced by Rep. 
Marlin Stutzman, R-Ind., rescinds the bureau's 2013 
auto finance guidance and injects transparency and 
safeguards into the guidance-writing process.

“If the CFPB had the benefit of the public's perspec-
tive before issuing its auto lending guidance, it would 
have learned that its changes would likely hike car 
buyers' monthly payments and limit access to credit, 
especially for the marginally creditworthy,” said Ivette 
Rivera, NADA's vice president of Legislative Affairs.

“The CFPB has repeatedly chosen to issue guidance 
in lieu of following a formal rule making process un-
like their counterparts at other federal agencies. No-
tice and opportunity for public comment are critical in 
the development of good public policy,” the Financial 
Services Roundtable said in a letter to the committee 
prior to the vote.

The Guidance Transparency Act bill passed the com-
mittee on a bipartisan vote of 35 to 24 with Democrat-
ic Reps. Joyce Beatty (Ohio), Steven Horsford (Nev.) 
and David Scott (Ga.) supporting the bill.

Though the bill rescinds the 2013 auto finance guid-
ance, the CFPB can reissue it but only with greater 
transparency and public review.

Joining NADA, the Alliance of Automobile Manufactur-
ers, the American International Automobile Dealers 
Association (AIADA), American Financial Services As-
sociation (AFSA), Recreation Vehicle Industry Associa-
tion (RVIA), and the Recreation Vehicle Dealers Associ-
ation (RVDA) sent a letter of support to the committee 
for the Guidance Transparency Act prior to the vote.

Welcome New SDADA Member:
Mobility SaleS and Rental
Steve Jackson, Certified Mobility Consultant
200 East First St., Tea, SD 57064
Phone: 605-498-2200 / Fax: 605-498-2202
sjackson@imedmobility.com
www.imedmobility.com
D# 864
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our ladies were treated to a special lunch at the Firehouse brewing Company followed by an afternoon 
of relaxation at the Mystique day Spa and Salon in Rapid City.  these ladies had a great time!
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ATV RIDE THROUGH THE HILLS...
A GREAT TIME HAD BY ALL

SOME HAD MORE FUN THAN OTHERS!



tHe Ride to CRaZy HoRSe MeMoRial

lazer light Show

Thank you to Warren Yellow Hair and his daughter who told our group the Lakota story of the flute and the power of the drum.

15
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2014 CHAIRMAN’S AWARD WINNER:
DON BURNS, PHILIP MOTOR, INC., PHILIP, SD

Don Burns grew up in the business.  His father started the dealership in 
Philip, SD, in 1938.  At the age of 14, Don’s father passed away and the 
dealership was sold.  In 1977 Don accepted a position at the dealership 
as a Sales Manager.  By 1983 Don had put together a buy-sell agreement 
for Philip Motor, Inc. and took over as the Dealer Principal in April of 
1983.

Through his experiences at the dealership, Don has become a very suc-
cessful dealer and a mentor to several auto dealers throughout the state.  He has been a great asset to Philip, 
South Dakota.  Don is a successful business man with a history of taking care of his employees.  He is a strong 
supporter of the community.  Former President of the First National Bank in Philip, Charles Ekstrum calls Don 
an “idea man” as he has been the leader of several community projects such as the Silver Leaf Assisted Living 
Center and the Lake Waggoner Golf Course.  Don took the lead on the construction of Silver Leaf and worked 
directly with the architect.

Don has served on the Philip Chamber of Commerce for many years.  He is currently the President of the Hos-
pital Board at Hans P Peterson Memorial Hospital in Philip.  He also currently owns and operates Plum Creek 
Gaming Lodge, with hunters coming from as far away as Arkansas.

Don served on the South Dakota Automobile Dealers Association Board of Directors from 1980 to 2011.  He 
was selected as the South Dakota Franchised Dealer of the Year in 2003 by his fellow dealers in the state.

Pictured Above: Don & Kerry Burns with their children, their spouses and their grandchildren.
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DAVID HERSRUD, THE HERSRUD COMPANY - STURGIS & BELLE FOURCHE, SD

David Hersrud was named the South Dakota Franchised Dealer of the Year for 2014 at the South Dakota Automobile Dealers As-
sociation’s 96th Annual Convention.  David was awarded his plaque of recognition at the Chairman’s Banquet Friday evening, 
June 6th.

In order to receive this award, the dealer must meet the following criteria:
•	 Must be a franchised new-car dealer
•	 Must be a member of the National Automobile Dealers Association
•	 Must be a member of a state dealer association
•	 Must be the actual operating head of the dealership as designated in their franchise paragraph of their factory agreement, 

or the owner’s designated agent with full authority for business operations for a minimum of one year with recognition by the 
sponsoring dealer association as the dealership’s voting representative

•	 Must have an ongoing presence in the dealership offices, actively managing the dealership
•	 Must have at least a five year record of active participation in affairs of the nominee’s state or local dealer association

David Hersrud, The Hersrud Company, Sturgis, SD has met all of the above listed criteria.

David Hersrud is a third generation dealer.  The Hersrud Company was founded in 1910 by his grandfather, Martin Hersrud in Lem-
mon, SD.  Martin’s sons Gordon and Morry also worked in the business.  Initially the company focused on farm equipment sales 
and then expanded to include auto sales.  The family relocated the business to Sturgis in 1977.  In 1985, they purchased the GMC 
dealership in Belle Fourche.

The Hersrud family dealerships have a long history of service to their community, supporting state and national organizations, 
Economic Development, United Way, Chamber of Commerce, Humanities Council, Jaycees, youth sports, education, church and 
hospital groups, and more.  David is currently serving on the Sturgis City Council.
 
David has been an active member of the South Dakota Automobile Dealers Association, serving on the Board of Directors.  He 
served as the Chairman from 2009 to 2011.  He also received the Chairman’s Award at the 2013 South Dakota Automobile Dealers 
Association’s Annual Convention.

David will be attending the National Automobile Dealers Association’s Annual Convention in Orlando, Florida on January 22-25, 
2015 to compete as South Dakota’s representative in the National Dealer of the Year selection process.  Congratulations David!

Some of David’s Family & Staff
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A&B Business Solutions
ADP Dealer Services, Bloomington, MN
Ally Remarketing - Smart Auction, Pipestone, MN
American Fidelity Assurance Co., Oklahoma City OK
AutoTrader.com, Oakbrook Terrace, IL
Avitus Group, Sioux Falls
Carbase.com, Sioux Falls
Central States of Omaha, Omaha, NE
DAKOTACARE - Boen & Associates, Sioux Falls &
Wollman Insurance Agency, Sioux Falls

Dealertrack Technologies, Inc., Lake Success, NY
Delta Dental of South Dakota, Pierre
DSI, Inc., Tea
Federated Insurance
JM&A Group, Deerfi eld Beach, FL
Luverne Truck Equipment, Brandon
RAS Companies, Sioux Falls
South Dakota Dealer Services, Sioux Falls
vAuto, Oakbrook Terrace, IL
VIN Solutions, Overland Park, KS

tHanK yoU to tHe FolloWinG CoMPanieS FoR diSPlayinG tHeiR PRodUCtS and 
SeRViCeS at tHe annUal ConVention.  We aPPReCiate yoUR SUPPoRt!

Thank you   to Andy Gerlach, Secretary of the SD 

Department of Revenue (left) and Peggy Laurenz, Director of the SD 

Division of Motor Vehiclies (right) for taking the time to discuss the 

direction the Department plans for the future.
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Business
Session

#1

Business
Session

#2
Malcomb 
Chapman
Motivational Speaker

Anne
Jensen
Recruitment Manager

Business
Session

Business
Session

#3 #4
Glenn

Pereria
Dealer Educator

Keith 
Baker
Divisional Director of Sales

2014 Sdada ConVention SPeaKeRS
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2014 Sdada ConVention  - RaPid City, Sd2014 Sdada ConVention  - RaPid City, Sd

SDDEAC: TO ADVANCE THE SOUTH DAKOTA’S INDEPENDENTLY OWNED FRANCHISED 
DEALERSHIPS BEST INTERESTS IN THE LEGISLATIVE PROCESS

The Capital Club Reception is 
held for SDADA Members who 
have donated $250 or more 
in the last twelve months to the SDADA 
Dealers Election Action Committee (DEAC).  

It’s an opportunity to meet with the local 
legislators to discuss potential legislation.

Outgoing Chairman
SCOTT PETERSON

Incoming Chairman
TRACE BECK

We thank Scott for his 
leadership over the 
past 12 monthS. 

We look forward to the 
guidance from Incom-
ing Chairman Trace 
Beck!

Thank You

22



23

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 INSPECTOR
Answers dealer business questions, provides training and instruction on compliance and procedures, enforces laws and regula-
tions, 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 ASSISTANT
KENDALL VELDER

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

Fax: 605-773-4117
kendall.velder@state.sd.us

DEALER AGENTS IN THE FIELD

DEALER PROGRAM MANAGER
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 competition among all dealers, is the 
best assurance South Dakota consumers will continue to 
obtain the highest level of value and service for their au-
tomobiles, trucks and motorcycles. 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 per-
ceived abuses and oppressive acts by the manufacturer.



“Serving the needs of our         “Serving the needs of our         

dealerships and their customers dealerships and their customers 

through integrity, training and through integrity, training and 

teamwork.”teamwork.”  

South Dakota Dealer Services has partnered with          

 

South Dakota Dealer Services and its affiliates go beyond F&I products to 

offer , compliance assistance and hands on     

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

David Kelly 

Phone: 888.876.6684 

Cell: 507.829.2638 

Email: dkellysdds@gmail.com 

Mark Ekhoff 

 

Cell: 612.360.9233 

Email: mekhoff@adgtoday.com 

Tony Troussov - Director of Training 

 

Phone: 612.804.1706 

 

 

F&I Workshop  

April 23rd & 24th Sioux Falls, SD 

November 5th & 6th Deadwood, SD 

Phone Skills Workshop  

April 22nd Sioux Falls, SD 

December 16th Sioux Falls, SD 

Sales Skills Workshop 

April 8th Sioux Falls, SD 

Service Advisor Workshop 

February 6th Sioux Falls, SD 

 

2014 South Dakota Client Training Workshops 

2014 Regional Workshops 
Bloomington, MN - 4 F&I Workshops, 4 Phone Workshops, 2 Sales Skills Workshops, 2 Service Advisor Workshops 

Chicago IL - 2 F&I Workshops, 2 Phone Skills Workshops, 1 Sales Skills Workshop, 1 Service Advisor Workshop  

South Dakota Dealer Services



Aaah Summer...
that long anticipated stretch 

of lazy, lingering days, free of 

responsibility and rife with 

possibility. It's a time to hunt

 for insects, master handstands,

 practice swimming strokes, 

conquer trees, explore nooks and 

crannies, and make new friends.

Peterson Motors named 
Hills Small business of the year
Belle Fourche based Scott Peterson Motors was named the 
Black Hills Community Development Small Business of the 
Year.

Scott and Susan Peterson were recognized at the Black Hills 
Development’s annual meeting and banquet on Friday, June 
5th.

The Petersons have been involved in community activities 
for years in Belle Fourche ranging from charity fundraisers to 
leadership in the RiverWalk bike and walking path and the 
Purple Pride school and community partnership.

We congratulate Scott and Susan Peterson for their accom-
plishments!
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Wegner Auto Helps Raise Funds For Local School
Reprinted from the Capital Journal / May 23, 2014 
-- Wegner Auto Company, Inc. helped raise $2,110 in funding 
for Buchanan Elementary School with Chrysler brand’s Driver 
for the Kids® program.  The fundraising event was held on 
May 2, in conjunction with Bingo Night at the school.

“Drive for the Kids is a mutually beneficial program.  We are 
pleased to support our local schools and enjoy demonstrat-
ing a terrific, world class product,” said Jeff Hines, Manager 
of the Denver Business Center for Chrysler Group LLC.  “Par-
ents are genuinely interested in testing our 2014 Chrysler 
Town and Country minivan with all of the advanced safety, 
technology and economy features, as we are happy to help 
raise extra dollars for the kids and everyone has a great 
time!”

Brookings Auto Mall Donates More Than 2K to 
Friends of Baseball
Reprinted from the Brookings Register / May 27, 
2014  -- There’s no doubt when you think about America, 
hotdogs, baseball, apple pie and Chevrolet are usually the 
first things that come to mind.

The folks at the Brookings Auto Mall feel the same way and in 
an effort to preserve that American spirit, they’ve teamed up 
with Chevrolet to sponsor the Brookings Friends of Baseball.

Although the summer baseball season hasn’t officially start-
ed, the Brookings Auto Mall has taken several measures to 
raise funds for the organization including a free will brat 
feed with matching donations and a “Big Green Egg” grill 
giveaway.

The dealership will continue to promote its sponsorship 
throughout the summer with opportunities for the commu-
nity to get involved.

Recently a check for $1,203 was presented to the Brookings 
Friends of Baseball, in addition to $1,100 amount of equip-
ment and sporting attire.

“This donation was greatly unexpected,” said Brookings 
Friends of Baseball Executive Board President Jim Lerdal.  
“Both contributions, monetary and the equipment, will be 
put to use immediatelyl.  With more than 225 kids involved, 
this donation will not only beneift them, but the coaches and 
other volunteers of Friends of Baseball.”  Lerdall says this 
is a great way to begin their summer season and the kids 
couldn’t be more excited.

The Brookings Friends of Baseball organization manages 
and coordinates all Brookings’ baseball programs for youth, 
entering third grade to high school graduation.

The group hosts several tournaments, including the VFW 
state tournament, and regular games.

The non-profit organization is organized by volunteers, with 
the exception of some coaches, and is solely operated by do-
nations and local fundraisers.

“Supporting our youth has never been more important.  We 
are proud to support a group that inspired kids to play their 
best and learn from alll the life lessons that go along with 
playing baseball and being on a team,” said Brookings Auto  
Mall President Brian Sather.  “We would also like to send out 
a special thank you to the Elkton Meat Locker and Brookings 
Radio for thier contributions to our fundraisers.”

The grill giveaway winner was Roger Clark of Lake Campbell, 
the first of many summer events to promote the sponsorship 
and support Brookings area youth.

Chevrolet’s youth baseball program is a grassroots initiative 
that establishes a positive relationship between local deal-
ers and the communities they serve.  Chevy dealers spon-
sor their local youth baseball leagues as part of Cherolet’s 
nationwide commitment to support youth sports, one com-
munity at a time.

The 2014 program will provide assistance to approximately 
330 leagues in the Northeastern region and Chevrolet deal-
ers will contribute over $600,000 in monitary and equipment 
donations.

(Continued on page 27)
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Wegner Auto Helps Raise Funds For Local School
continued...
Participants earned a $10 contribution to the school on their 
behalf from the Chrysler brand by taking a brief test drive in 
a 2014 model Town and Country minivan - highest ranked in 
loyalty 12 years in a row - as well as other Chrysler vehicles 
made available for test drives thanks to Wegner Auto Com-
pany Inc.

At the conclusion of the 2014 program, the school with the 
highest number of test drives in each one of the five geo-
graphic regions (Southeast, Northeast, Midwest, Central and 
West) will win an additional $5,000 for a total of $25,000 in 
additional funding from Chrysler through the Drive for the 
Kids Program.

Chrysler supports schools in the communities the company 
does business.  Since 1993, when Chrysler introduced Drive 
for the Kids, Chrysler dealers have worked with parents and 
educators in communities across the nation.  Chrysler has 
contributed over $6 million directly to local schools for stu-
dent needs, from playgrounds and field trips, to reading pro-
grams and new computers.  Chrysler is proud of this tradi-
tion of community involvement.  For more information, visit 
www.drive4kids.com

•	 Annual Heavy Truck Dealer Meeting – 4:00 p.m. on 
Wednesday, September 3, 2014, 
Rushmore Plaza Holiday Inn, Rapid City. 

•	 Washington Conference - Capital Hilton, Washington, 
D.C. on Tuesday, September 9 and Wednesday, Septem-
ber 10, 2014.

•	 SDADA East River Golf Outing at Bakker’s Crossing 
Golf Course, Sioux Falls – 10:00 a.m. shotgun start on 
Thursday, September 18, 2014. 

•	 Annual guided pheasant hunt is at 10:00 a.m. on Mon-
day, November 10, 2014 at Stan’s, Inc, Alpena, SD.

•	 Annual RV Dealer Meeting (tentative) – 5:30 p.m. on 
Monday, November 10, 2014, at the Crossroads Hotel 
and Convention Center, Huron.

•	 Fall Board of Directors Meeting – 10:00 a.m. on Tues-
day, November 11, 2014, at the Crossroads Hotel and 
Convention Center, Huron.

•	 Annual Power Sport Dealer Meeting – 11:00 a.m. on 
Tuesday, October 28, 2014, Al’s Oasis, Chamberlain, SD. 

•	 West River Legislative Reception - Rushmore Plaza 
Holiday Inn, Rapid City - Monday, December 8, 2014, 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 10, 
2014, at 5:30 to 7:00 p.m. (east river time). 

•	 Annual NADA Convention in San Francisco, CA – Janu-
ary 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 legislative reception that eve-
ning. The SDADA Executive Committee will meet jointly 
with the SDTA Executive Committee in the afternoon of 
Monday, February 9, 2015. The meetings and reception 
will be held at the RedRossa Italian Grille adjacent to 
the Clubhouse Inn and Suites in Pierre.

http://www.drive4kids.com
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Federated is SDADA’s Strategic Marketing Partner for 
Property/Casualty/Worker’s Compensation Insurance
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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.

Continued on page 31
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NOTE:  New vehicle registrations are provided by South Dakota Division of  Motor Vehicles.  All new vehicles registered 
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and not the county where the vehicle was purchased.  SDADA has no responsibility for authenticity of  registration figures.
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NOTE:  New vehicle registrations are provided by South Dakota Division of  Motor Vehicles.  All new vehicles registered 
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Continued on page 34



As provided by the South Dakota Division of  Motor Vehicles
New Vehicle RegistRatioNs - MaY 2014                           Page 2 of 2

34
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SDADA PAST CHAIR PERSONS:
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
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

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@dakotarv.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
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