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"You cannot get through a 
single day without having an 
impact on the world around 
you. What you do makes a 
difference and you have to 
decide what kind of differ-
ence you want to make." 
- Jane Goodall

This quote holds true in so many ways in 
our personal and business lives and will mean different things to 
different people.

We are all so blessed to be in the Automotive, RV, Heavy Duty 
Truck and Power Sports business in South Dakota! What a won-
derful opportunity we are given to have a positive impact on the 
world around us. Individually and as a group we have given to 
ranchers in need by donating to the ranchers relief fund. We are 
always there to support our local charities, food banks, cancer 
drives, 4H clubs, local sporting events, teams and so much more.

Many of us volunteer on many nonprofit, church, local, state and 
regional boards. Many of our team members at our businesses 
are very involved in our communities also. This is a culture in 
our businesses that we should be proud of.

I know many of us do not take the environment we live in for 
granted.  Efficient lighting, recycling of our waste, wind and 
solar power are just a few of the positive things I see at some of 
our dealerships.

Individually we have an opportunity to positively impact all of 
those around us daily. My challenge to all of us is to make every 
day count. Let's make the most of the gifts God has given us. 
Let's have a positive impact on our family, friends, co-workers, 
community, environment and world we live in. Let's remember 
that even the smallest of actions can and will make a difference! 
Be a positive impact!

God bless!

Scott Peterson
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Myron Rau, President
South Dakota Auto Dealers Association

Here we go again, winter 
just seems to hang around 
like a bad neighbor. We 
have at least had a cou-
ple of teaser days when it 
is warm enough for us to 
think that Spring may ac-
tually come. People are getting very tired of 
being inside; they just want to get outside 
and enjoy the weather and start with spring 
yard work.

Again, it is that time of year when your SDADA staff is extremely busy. We 
have several Trucking Association events on the calendar, many of which 
are very time intensive. In addition, we are busy organizing and planning 
all events that are scheduled for the Annual SDADA Convention. We have a 
great lineup of events scheduled for the 2014 Convention. We have some 
great seminars planned along with golf at Arrowhead Golf Course and a 
great evening event at Crazy Horse Mountain. This convention in Rapid City 
is one that you do not want to miss! 

There are currently some interesting issues in the auto business. The GM 
recall has raised some ire among many including the United States Con-
gress. Also of interest is the current lemon law situation with Tesla. As you 
know, Tesla Motors seems to want an exemption from almost every current 
law, especially franchise laws. The test of the lemon law applicability will 
certainly be one to watch.

The South Dakota dealer owned off shore credit insurance company, Rush-
more Reinsrance Company II, Limited, will be holding its annual board of 
directors meeting in Winnipeg, Manitoba. This company has been very suc-
cessful and has resulted in huge dividends for all participating dealers. If 
you are not involved in this program, please check into getting involved.

I am sure that everyone is aware that Federated Insurance now carries the 
SDADA tag of “Strategic Marketing Partnership.” The local agents and I 
have met and I am happy to report that they are a very great team. Please 
give these folks some of your valuable time when they visit your dealer-
ship to provide a quote. Their service will not only benefit you, but will also 
benefit the SDADA.

REMEMBER: If you do not have a seat at the table, you may be what is 
served for dinner and perhaps that will be WELL DONE. Get involved and 
stay involved! 
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(Continued on page 9)

“It’s so hot I saw two trees fighting over a dog” - 
Southern colloquial expression

I recently returned from an NADA Finance Committee meet-
ing in New York. While there, I was able to attend the NADA/
JD Power Automotive Forum. This was the fifth annual one-
day event, originally organized by NADA, bringing together 
leaders from OEMs, suppliers, retailers, and the media to discuss how indus-
try and economic conditions will shape the future. Dealers have participated 
in forum panels in years past, but never has the NADA Chairman addressed 
the group.

This year, NADA Chairman Forrest McConnell kicked off the NADA/JD Power Automotive Forum with 
a great speech about the consumer benefits of the current franchise dealer network for sales, service and 
handling vehicle recalls. But he used his southern wit and charm (and colloquialisms) to bring his mes-
sage to a level all could appreciate.

Just a sample of McConnell's magic: "If you tip a waiter 10% you're cheap. If you tip 3% they're on you 
like a rat on a Cheeto. The franchise system is a model that drives competition up and prices down. It 
is singlehandedly the best model for selling vehicles anywhere. The auto industry needs the franchise 
system."
Forrest is a great ambassador for the nation's dealers. But I'm thinking that the Yankees in the room had a 
visual on the big fat rat (with sunglasses) eating a Cheeto that mighta caused them to miss the rest of his 
point!! Gotta love those southern colloquialisms.

These links will give you more information on McConnell's speech. You can see his CNBC inter-
view here.

Consumer Finance Protection Bureau Seeks to Shape the Message

I don't know if you saw this article in American Banker but it really lays out how the Consumer Finance 
Protection Bureau works (dubiously) to shape the media's message to the public by bringing in hired 
guns and imposing midnight media embargoes to prevent opponents from  commenting in the same news 
cycle. This would seem to be all fair in a competitive business world but not in the context of a govern-
ment shaping its message to the public.

I agree with the comment at the end of the article: "Objectivity and transparency continue to be chal-
lenges for the CFPB. But rather than cure these deficiencies, the Bureau appears to be increasing its 
biases and opacity."

http://www.mediapost.com/publications/article/223658/nadas-mcconnell-spotlights-franchise-system-virtu.html
http://www.nadafrontpage.com/NADA_Chairman_Forrest_McConnell_Automotive_Forum.xml
http://https://www.youtube.com/watch?v=sYlAmteBObw&feature=youtu.be


SDADA’S StrAtegic MArketing PArtner 

for Property/casualty/Worker’s compensation insurance
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SDADA’s
NADA

Director’s 
Message

SDADA’S 
NADA 
Director’s  
Message
Continued...

Doug Knust, NADA Director
Harry K Chevrolet, Oacoma, SD

Economic ex-
pansion and a 
supportive cred-
it environment 
will keep used 
prices stable

Average wholesale prices of used 
cars and light trucks up to eight-
years-old will decrease by a range 
of 0.5% to 1% in 2014, according 
to the NADA Used Car Guide in 
its latest report, 2014 Used Vehi-
cle Price Forecast (which you can 
download here). This modest drop 
will keep levels on par with 2012 
and 14% higher than 2010. “Eco-
nomic growth is expected to accel-
erate to its fastest pace since 2005, 
keeping demand for new and used 
autos high,” said Jonathan Banks, 
executive automotive analyst for 
NADA Used Car Guide. “A strong 
economy, combined with other pos-
itive factors, leads to a more posi-
tive outlook for used vehicle prices 
in 2014.”

http://www.mmsend4.com/link.cfm?r=98447419&sid=36205247&m=3933046&u=NADA&j=17799619&s=http://www.nada.com/b2b/WhitePaper-2014-Q1.aspx?
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TENTATIVE AGENDA

WEDNESDAY, JUNE 4, 2014
6:00 p.m. Member Appreciation Dinner With All SDADA Members, Vendors and SDADA’s Board of Directors.  
  The Annual Meeting will be held during dinner.

  Vendor Forum

THURSDAY, JUNE 5, 2014
A.M. Off-Site For Golfing & ATV Rides
4:00 p.m. Leave Hotel for Crazy Horse Memorial.  Dinner & Transportation Will Be Provided.

FRIDAY, JUNE 6, 2014
8:00 a.m. Registration Desk Opens
8:00 a.m. Opening Welcome & Breakfast 
  Annual Meeting
8:30 a.m. Business Session 1: The Five Powers of Leadership, by Malcom Chapman
10:00 a.m. Business Session 2: “Do’s and Don’ts of The Interview Process,” by Anne Jensen with The Avitus Group
11:00 a.m. Spouse Program: Join us for a morning of pampering with manicures and pedicures followed by a   
  relaxing luncheon 
11:15 a.m. Refreshments & Visit Displays
12:30 p.m. Luncheon 
  Business Session 3: Get To Know Your New Division of Motor Vehicles Director Peggy Laurenz
1:30 p.m. Business Session 4: ”The Consumer Decision Journey,” by Howard Polirer with The AutoTrader.com
4:30 p.m. Refreshments & Visit Displays
5:30 p.m. Governor’s Club Reception (by invitation only)
6:00 p.m. Chairman’s Reception
7:00 p.m. Chairman’s Banquet 
  Vendor “Pride of the Show” Winner Announced 
  SDADA’s Franchised Dealer of the Year Award
  Chairman’s Award 
  Passing of the Gavel
  Entertainment: Game Show Night: The Feud, Minute To Win It & Trivia
  Past Chairman’s Reception
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The Feud

Automotive

Trade Show

GAME SHOW NIGHT ON FRIDAY, JUNE 6 FOLLOWING THE CHAIRMAN’S BANQUET



ATV RIDES THROUGH THE MAJESTIC 
HILLS OF SOUTH DAKOTA

DINNER AND SHOW AT CRAZY HORSE MEMORIAL

GOLF OUTING AT ARROWHEAD GOLF COURSE

In addItIon to the educatIonal semInars that are scheduled durIng the 
south dakota automobIle dealers assocIatIon’s annual conventIon.

there are plenty of fun actIvItIes planned durIng the three day event:

Don’t Miss Out
On All The Fun!

14
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The By Laws of the South Dakota Automobile Dealers Association require that all members 
be notified of the Annual Meeting of the SDADA.

Therefore, you are hereby advised that the 2014 Annual Services Meeting of the South 
Dakota Automobile Dealers Association will be held on Wednesday, June 4, 2014, during 
dinner, starting at 7:00 p.m.  The Annual Meeting of SDADA will be held during breakfast at 
8:00 a.m. on Friday, June 6th.

The purpose of said Annual Meetings is to transact any such business as may properly 
come before the Annual Meetings.

3 Lessons on Retirement Planning from 2 Classic Old Cars
Financial Advisor Shares Tips for Pre-Retirees

Classic car aficionado David Rosell, CEO of Rosell Wealth Management and author of “Failure is NOT an 
Option,” (www.DavidRosell.com), says pre-retirees can learn a lot from their beloved old cars about financial 
planning for a secure retirement.

This story alone holds valuable lessons:

“I love adventure travel and, years ago, I went to New Zealand, where I bought a charming old Morris Minor 
from a German traveler who was heading home,” Rosell says.

“I paid $200 for the car, thinking if it got me to the Bay of Islands 150 miles to the north and back again, it 
would have been worth the money.”

As it turned out “Kiwi” carried Rosell all over the North Island. He took a chance and made a second invest-
ment of $200 to have the car ferried to the South Island to roam the mountains and rainforests.

The car not only hung in, he sold it for $600 to another newly arrived traveler when it came time to leave.

(Continued on page 21)
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Federated is SDADA’s Strategic Marketing Partner for 
Property/Casualty/Worker’s Compensation Insurance
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http://www.luvernetruck.com
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NEW YORK -- The definition of luxury automotive 
brands, and the motivation of luxury-car shoppers, 
is changing from a look-at-me display of wealth to a 
self reward for achieving success.

That was the conclusion of a panel of luxury-brand 
executives at the NADA/J.D. Power Automotive Fo-
rum here today. Executives said that pushes to small-
er front-drive vehicles, alternative powertrains and 
the entry of new vehicle types like crossovers have 
irreversibly shaken up automotive luxury.

“All the research is showing a very different mindset 
after the recession,” said Michael Bartsch, vice presi-
dent of Infiniti Americas. “Conspicuous consump-
tion has shifted to self reward.”

That reward is pushing luxury makers into new ar-
eas, as consumers define for themselves what a pre-
mium vehicle means. Scott Keogh, president of Audi 
of America, noted that innovations like aluminum 
bodies, all-wheel drive and four-cylinder engines 
have gained significant share.

For some makers, that can require a change of brand 
image. Steve Cannon, CEO of Mercedes-Benz USA, 
said the brand has to go beyond its traditional image 
of making big, rear-wheel-drive cars.

“Our challenge is going to be to change the definition 
of rear-wheel-drive luxury because the future is go-
ing to demand it,” Cannon said. Smaller and electric-
drive vehicles are likely to play a bigger role in luxury 
lineups, he said.

But, he added, that will expand brands’ market cov-
erage. With the front-wheel-drive compact CLA, 

Mercedes has successfully attracted younger buyers, 
Cannon said: “They’re 10 years younger. In one fell 
swoop, we got 10 years younger with the CLA.”

Likewise, Uwe Ellinghaus, chief marketing officer 
for Cadillac, said that electric drive can be a luxury 
selling point: “Probably electric drivetrains someday 
will become more of a quality statement than a green 
statement.”

There was disagreement on the power of brands. Da-
vid Zuchowski, CEO of Hyundai Motor America, 
said that his brand’s price advantage makes a differ-
ence: “The customer actually looks in price bands and 
payment brands.”

But Mercedes’ Cannon said that “drivers’ image is still 
what draws the segment.”

This article was reprinted from

Michael Bartsch: 
"All the research is 
showing a very 
different mindset 
after the recession."

Customers' luxury motivation turns to self-reward, execs say
April 15, 2014 - 1:48 pm ET

for the 96th Annual 
Convention of the South Dakota 
Automobile Dealers Association
JUNE 4, 5 and 6, in Rapid City 
at the Rushmore Plaza Holiday Inn.

DON’T MISS OUT ON THE FUN!!!



http://www.nadart.org
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3 Lessons on Retirement Planning from 2 Classic Old Cars 
Continued...
Years later, fondly remembering the Morrie, he found a convertible version for sale in the United States. 
“Peaches” had been lovingly maintained, so the asking price was much higher, but she was a far more reliable 
bet than old Kiwi. Rosell bought it and continues to carefully maintain it. At 57 years old, it’s humming along 
smoothly.

So, what can a pre-retiree learn about financial planning from Rosell’s Morris Minors?
Plenty, he says.

•  There’s a time for taking risks, and a time for avoiding them. 
Rosell was a young man on that trip to New Zealand, and he planned to stay a few weeks. He could afford 
the risk of driving around in a charming old clunker because, if it broke down, he had time and other resourc-
es available.

“When you’re young and building your wealth, you can and should take more risks. Small- , mid- and large-
cap stock funds, and international stock funds are the most volatile – riskier – so they generally have the 
greatest potential for growth,” Rosell says.

Once you retire, your focus should be on a lack of risk and volatility, although you still want some growth to 
overcome the damaging effects of inflation.

•  If you look after your money the way you would a beloved old car, you can live the life you imagine. 
Many people contribute to company plans such as 401(k)s or pump their money into other savings and invest-
ment plans and then ignore them. That’s like investing in a car like Peaches and never checking the oil, Rosell 
says.

“Whether you’re managing the funds yourself or you hire a financial advisor, you need to be monitoring your 
progress toward your goals and making adjustments during your accumulation years,” he says.

“As you get closer to retirement, you need to begin planning for how much you’ll be able to withdraw each 
year without stressing your portfolio; how that affects the date  when you can retire; and when you should 
start collecting Social Security benefits.”

•  Gather all your important paperwork – and an index to it – and keep it where your family can find it.
When Rosell bought Peaches, its owner had a stack of paperwork documenting everything he’d done to main-
tain and restore the car. That has helped Rosell be proactive and focused in his maintenance efforts.

“If something should happen to you, you can make it much easier on your family by compiling the informa-
tion they need,” he says.

Make sure all important financial information and other important documents are organized and stored in a 
fireproof box, and provide a list with information such as:

Location of wills and other important papers; bank accounts; investments; retirement assets such as 401(k)s; 
insurance policies; business interests; real estate; personal property; debts and money owed

Rosell says Peaches taught him many life lessons as well, including this one: “Like Peaches, one does not need 
to be flamboyant or showy to get positive attention!”
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How confident are you in your companies bookkeeping? 
Ask yourself these 4 simple questions.  

1.  Are you setting up a proper budget? According to an industry study there are more business failures in construc-
tion than any other industry, and construction is rated the highest risk industry in the US. This shocking statistic oc-
curs because most contractors fail to monitor their construction costs. 

Construction is not the only business model that fails due to improperly monitoring business costs. Proper bookkeeping 
puts you in control of your budget. If you don’t know your exact budget, how do you know if your business is profiting? 
Business owners should know:
•	 How much they’re making: gross and net profit for each project
•	 Direct labor, material and overhead costs

Timed payments for business expenses and cash flow management allow a business to properly track its budget. 

2.  Is your business tracking profit accurately?  
•	 Keep a detailed account of your balance and what your business is spending
•	 Be aware of your cash flow; prepare for what’s ahead
•	 Use your reports to make decisions on budgets and forecast for the future. 

A business can have positive cash flow in the short term and still be unprofitable. You must keep track of all your in-
vestments. To have a true picture of your company’s financial condition you need balance sheets, cash flow statements 
and profit and loss statements. By accurately tracking profitability you are taking a crucial step to the longevity of your 
business. 

3.  Do you have a timely and accurate accounting record?  To keep accounting records accurate a business must 
record all income and expenses in a timely manner. Bookkeeping inaccuracies could have a negative impact on tax 
returns (by paying far more to the IRS than necessary) or cause horrendous audits that could result in prison time.  

4.  Is In-house Bookkeeping hurting my business or wasting my money?  Does your business have someone in house 
who not only has the knowledge to accurately track day to day expenses, but whom you can also trust? Bookkeeping 
is very complex and can result in discrepancies if done incorrectly. Spending the money to hire a specialist helps you 
avoid costly mistakes. Outsourcing your bookkeeping needs can help you avoid training staff and purchasing expensive 
software, thus making your business more cost effective and evading possible embezzlement and/or fraud.   

If you’re thinking about outsourcing your bookkeeping needs, consider Avitus Group. Your company will receive 10% off 
our services through the association. Avitus Group Bookkeepers can give you regular, up to date and accurate report-
ing. They can even help with managing cash flow and paying invoices. Bookkeeping is a necessary and valuable piece 
to the business puzzle. Managing for success is crucial for the wellbeing of your business; let Avitus Group do your 
bookkeeping for you and give yourself peace of mind! 

For more information, please contact:
Avitus Group www.avitusgroup.com 800.454.2446 info@avitusgroup.com

http://www.avitusgroup.com
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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 
automobiles, trucks and motorcycles. SDADA is committed to taking whatever actions are necessary to accom-
plish this mission, including enacting legislation to protect members from overreaching and unfair manufacturer 
restriction on dealers ability to operate and sell the businesses 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.

http://www.dakotacare.com
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IMPROVING THE HUMAN CONDITION

Headline ~ 
there is a new cancer epidemic…
By Sanford Health with John Lee, MD

And it may not be what you would expect. 

The prevalence of head and neck cancers has exploded in the last few years across the nation and here in South Dakota. The 
amount of patients being treated for this at Sanford Health has gone from 9 in 2008 to 304 in 2013. 

“The number of people we’ve seen with tonsillar cancer in the last few years has tripled if not quadrupled in size,” says John 
Lee, MD, ear, nose and throat specialist at Sanford. “And in most of these new cases, the cause is the human papilloma 
virus - known more commonly as HPV.”

HPV is a common virus that is transmitted sexually and has dozens of different strains. Some strains lead to no adverse 
health issues and go away on their own. 

Other common risk factors include tobacco and alcohol use. Men are nearly twice as likely as women to have a head or neck 
cancer, and they are more common in people ages 50 and older. 

Typical symptoms of head and neck cancers include a lump or sore in the mouth that won’t heal, a sore throat that does not 
go away, difficulty swallowing, or a change or hoarseness in the voice. 

“It’s important to be aware of any changes in your body,” says Dr. Lee. “These types of cancers spread quickly, so it’s impor-
tant to detect them in their earliest stages, so our patients have the best treatment options and outcomes.”

Most head and neck cancers begin in the squamous cells that line the moist surfaces inside the head and neck. Typical 
treatments include surgery, radiation and chemotherapy.  What combination is used depends on the patient and the stage 
of cancer. 

But as the number of patient cases has increased, so has Sanford’s success in helping patients overcome the disease. The 
team of expert physicians is producing one of the best health outcome rates in the nation for head and neck cancer patients. 

A recent study at Sanford tracked the survival rate of head and neck cancer patients over the last five years. Two years post-
treatment, 98 percent of the patients survived their cancer. This is compared to the national average of 72 percent according 
to SEER survival data tracked by the National Cancer Institute.

“Surgical, targeted radiation and chemotherapy treatment options are better than ever,” says Dr. Lee. “By coordinating care 
between a variety of specialists, patients can be diagnosed and get a comprehensive treatment plan. Together we all work 
to remove the cancer and get each person back on a track toward good health.”  

Making some simple lifestyle changes can significantly lower the risk of developing a head and neck cancer. Quitting smok-
ing can substantially reduce the risk.  Limiting alcohol consumption and number of sexual partners also will also lower the 
risk. 

To learn more about preventing your personal risk for developing this type of cancer or to schedule an appointment with our 
team of experts, call the Sanford Ear, Nose and Throat Clinic at (605) 328-8200.

Head and neck cancers spread quickly. Check with your health care provider if you see any of the following signs:
•		A	sore	in	your	mouth	that	doesn’t	heal

•		Constant	mouth	pain

•		Lumps	or	patches	in	your	mouth

•		Pain	around	your	teeth

•		Changes	in	your	voice

•		A	lump	in	your	neck



“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
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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 28
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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.
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As provided by the South Dakota Division of  Motor Vehicles
RecReatioNal Vehicle RegistRatioNs - MaRch 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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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
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     SDADA Annual Convention – Rushmore Plaza Holidays Inn, Rapid City, June 4 through 6, 
     2014. The SDADA Board of Directors and spouses will be invited to an appreciation dinner
     at 6:00 p.m. on Wednesday, June 4, 2014 the attending vendor sponsors and all other 
    attendees will join us for the appreciation dinner. 

•	 SDADA	West	River	Golf	Outing	at	the	Elks	Golf	Course,	Rapid	City	–	9:00	a.m.	shotgun	
start	on	Friday,	June	27,	2014.	

•	 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,	September	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	Monday,	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	Tuesday,	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	-	Wednes-
day,	December	10,	2014,	at	5:30	to	7:00	p.m.	(east	river	time).	

•	 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	legislative	reception	that	evening.	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.

•
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SDADA PAST CHAIR PERSONS:
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

McKie Automotive

Wegner Auto Company

Shawn Chase Ford

MidAmerica Motoplex

Black Hills Harley Davidson

Schaap's Traveland

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

Mark McKie

Jenny Wegner

Shawn Chase

Jeff  Johnson

Jim Burgess

Rachelle Schaap

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

markm@mckieauto.com

jenny@wegnerauto.com

schase.scf@midconetwork.com

jeffj@midamericamotoplex.com

bjburgess@aol.com

rachelle@rvtraveland.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

605-348-4500

605-224-9900

605-472-1633

605-221-4000

605-342-9362

605-332-6241

605-336-2995
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