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Spring is officially here.  One day 
it's sunny and bright and then, of 
course...we still have snow!  These 
next few months are amongst my 
favorites.  Green grass is appear-
ing, babies are bouncing in the 
pastures and new growth appears.

Our growth and changes have been in the construc-
tion process.  With our construction projects going 

on, Susan and I have toured some of the newer dealerships in South Dakota 
gathering new ideas.  I would like to thank those of you who took time to show 
us around your dealerships. I witnessed high quality efficiency. Give yourself 
a pat on the back for a job well done. Whether you are doing a ground up new 
build or thinking about a remodel, I would encourage you to take some time 
to visit your friends stores.  

One way or another, we all deal with the same issues in our auto world.  It's 
always interesting to see how the other guy is dealing with it.  This includes 
factory programs to traffic pattern in the front and back of our stores.  I 
encourage you to visit with your fellow dealer friend sharing solutions and 
getting results.  

It's very exciting to see so many of us throughout South Dakota reinvesting 
in our communities, dealerships and employees.  These truly are good times 
in our state to be in the car business.  It's exciting to hear the optimism for 
the future a lot of us share.  I truly believe the tough times we recently have 
been through in the car business has made us better dealers.  

In last month's newsletter, I spoke about combining our summer conference 
with our trucking association partners, along with more involvement with the 
motorsports and RV dealers.  We have  received good feedback from some of 
you on this subject.  

I look forward to seeing all of you in Rapid City for the Annual SDADA Conven-
tion, June 4th-6th. Our staff is working hard to put together an informative, 
fun and enjoyable event.  Registration information is enclosed!

As we welcome the newness of Spring back into our lives, may you embrace 
the future with change and growth. 

Until next time...

Scott Peterson
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Will this winter ever 
end? Maybe it is due to 
my age, but it seems to 
me that this is a winter 
that absolutely will not 
end. We had nearly 3 
inches of snow in Sioux 
Falls again last week. It 
seems that many people are in a bad 
mood simply because they want to 
be outside. Even house pets want to 

be outside. Hopefully we will see an improvement soon!

Well, not only did I again mentally and physically survive the 
legislative session, the SDADA Membership did not lose any-
thing either.  In fact we again experienced some gains. We have 
no increase in taxes and no increased regulation; a successful 
session! The last day of the regular session was March 14th 
with a two week recess going on now.  They will return for one 
day on the 30th of this month.

The SDADA only shepherded one bill through the 2014 Leg-
islative Session. That Bill, that easily was adopted by the leg-
islature, was merely some cleanup that made no significant 
changes to the law. There were no new excise tax or license 
plate tax increase bills considered this session.

The 2014 Legislature did manage to pass a texting ban that 
applies to all drivers. As you know they prohibited our young 
drivers from texting last year, along with the adoption of the 
federal regulations prohibiting commercial drivers from tex-
ting while driving. It is about time we hold everyone to the 
same standard.

Based on the feedback I received, I will continue with my 
weekly report emails during the 2015 Legislative Session. I 
feel that my phone calls were greatly reduced because all of 
the SDADA Members were informed as to what was happen-
ing in a timely manner. If you are reading this column and did 
not receive my weekly updates, please get your current email 
address to your SDADA Office and I will add you to the group.

Your staff in Sioux Falls is busy planning the details of the up-
coming annual SDADA Convention scheduled for June 4 - 6, 
2014, at the Rushmore Plaza Holiday Inn, Rapid City. Please 
put these dates on your calendar. This event allows attendees to 
visit and learn from fellow dealers and vendors about what is 
working and what is not. By popular request, on Thursday eve-

(continued on page 9)
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I really don't like to write about the Consumer Finance Protection Bureau 
each month, but they seem to make themselves such an easy target. 
Every week brings another story that is just so outrageous that it bears 
mention. Plus they have placed our finance model under direct attack 
without regard for the adverse affects to the consumer. 

As you probably know, The Emperor's Clothes is a childhood story by Hans 
Christen Anderson. In this column,  http://dealer-communications.com/
expense-management/the-cfpb-and-the-emperors-new-clothes/ Randy Henrick,  associ-
ate general counsel and lead regulatory and compliance Counsel for DealerTrack, Inc., 
draws a very striking analogy between the CFPB and the Emperor:

The CFPB reminds me of the Emperor. They must know that the legal arguments they 
hope to validate in the Ally Bank Consent Order will not hold up in a court. My fear is that other lenders will be 
like the Emperor’s ministers and go along for fear that they will be the next entity upon which the CFPB will try to 
impose similar conditions and thus they go along as well.

If you want a very good analysis of why Ally Financial's recent settlement with the government over auto dealer markups 
on indirect auto loans is dangerous, read Richard Riese's column in American Banker.  Riese is senior vice president of 
the Center for Regulatory Compliance at the American Bankers Association.  Riese argues that the settlement was based 
on leverage, not law.  

He makes a very strong argument against the CFPB that can be summed up in the final paragraph of his column:

“The government has overwhelming power and resources to pursue enforcement.  Leveraging a settlement on 
threat of litigation with less evidence than is required to prove intentional discrimination is an abuse of power. 
Compensating presumptively-minority borrowers who pay the same markup as individual non-minority borrowers 
undermines equal credit opportunity policy.”

Ironically, at the same time the CFPB is accusing others of disparate impact, CFPB's own managers have shown dis-
tinctly different patterns in how they rate employees of different races. This report in American Banker details the find-
ings that show a pattern of ranking white employees distinctly better than minorities in performance reviews used to 
grant raises and issue bonuses.

Ronald J. Rubin, a partner at Hunton &Williams LLP, comments on this issue in the Wall Street Journal.  http://online.wsj.
com/news/article_email/SB10001424052702303824204579423721516531650-lMyQjAxMTA0MDAwOTEwNDkyWj

"The lesson the CFPB should learn from its own disparate-impact experience: Statistics are complicated. Numbers 
don't lie, but people often misinterpret them. Effect does not necessarily equal cause."

It is inconceivable that CFPB's management could be discriminating against its workers. But disparate-impact statis-
tics equal discrimination. As they say, what's good for the goose is good for the gander!

It is likely that CFPB will continue to ignore all public accusations, Congressional inquiries and media investigations 
because that is what they do. 

(continued on page 9)
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SDADA’s
NADA

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

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

NADA’s Service 
Provider Data 
Access Addendum 
Now Available for 
Download 

Last month, NADA’s Legal and Regula-
tory Affairs department issued a sample 
Service Provider Dealer Data Access Ad-
dendum (“Addendum”) and cover memo 
for dealers to use with their third party 
service provider vendors. This follows a 
memo sent last August from NADA to all 
members that contained an overview of 
the primary regulatory issues surround-
ing dealer data, numerous practical tips 
for dealers to consider when protecting 
their data, as well as samples of the 
contract provisions required under fed-
eral law when a dealer wishes to allow 
access to dealer data with a third party 
service provider. The Addendum is now 
available to dealers as a Word docu-
ment at: www.nada.org/dealerdata.

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

ning, we will be holding a 
"night to remember" at Cra-
zy Horse Mountain. In addi-
tion, during this convention, 
everyone will get a chance 
to meet Ms. Peggy Laurenz, 
the incoming Director of the 
South Dakota Department 

of Revenue's Division of Motor Vehicles. Ms. Laurenz will 
be our keynote presenter during lunch on Friday, June 6th. 

It is certainly nice to be back in my office in Sioux Falls. 
The mounds of paper on my desk are starting to get smaller 
and the staff is again getting used to my presence. I certainly 
hope it will soon be time to put the golf clubs into the car and 
uncover the Harley Davidson (and of course put on a new 
coat of wax).

Until next month, stay SAFE and think Spring!

Myron Rau, President
South Dakota Auto Dealers Association

SDADA will award 15 - $1,000 scholarships 
in 2014 to full time college students.  Do you 
know someone who is looking for scholarship 
information?  Go to the SDADA website at:

www.sdautodealer.com
Call the SDADA office at 605-336-2616 if 
you have any questions about the application 
process!  Applications must be postmarked by 
April 18, 2014.

http://www.sdautodealer.com


Dealership selling of finance and 
insurance products comes down to 
the “V” word: value.

So says F&I trainer Ron Reahard of 
Reahard and Associates. “Unfortu-
nately, the process at some dealer-
ships is designed to add value for 
the dealership, not the customer.”

F&I managers are most effective 
when they convey an impression 
of professional helpfulness. They 
stumble when customers sense a 
hard sell.

“Does the customer feel you are 
trying to help or sell?” Reahard 
says. “The process has to help them, 
or they’ll do everything to avoid it.”

He tells of a successful F&I man-
ager who breaks down customer 
resistance by saying: “You don’t 
have to buy anything. I’m here to 
help you and answer questions you 
might have.”

In satisfaction surveys, customers 
sometimes slam F&I. “You want 
someone leaving a dealership say-
ing, ‘Wow, what a great place to buy 
a car,’” Reahard says. “A bad F&I ex-
perience can destroy that.”

Customers’ F&I beefs typically cen-
ter on someone pitching something 
they expressed absolutely no inter-
est in, too much time spent endur-
ing lengthy product presentations 
and waiting to get into the office in 
the first place as part of finalizing a 
vehicle purchase.

“You’d be surprised how many F&I 
managers will make the customer 
wait until they are ready,” Reahard 

says during a presentation entitled 
“Crank Up the Value of F&I” at a 
F&I Management and Technology 
conference.

While visiting a dealership as con-
sultants, he and his staff have wit-
nessed some egregious delays.

“Forty minutes once,” he says of 
an F&I manager keeping a cus-
tomer waiting. “He denied it, but 
we timed it. It’s not so much time 
in the F&I office that drives people 
crazy, it’s waiting to get in.”

Dealerships can time-manage to 
mitigate such delays. “But even that 
won't solve every issue,” says Marv 
Eleazer, finance director at Lang-
dale Ford in Valdosta, GA, citing 
imponderables.

“What happens if the customer is 
a subprime candidate and the deal 
needs to be worked with lenders 
and perhaps even the car needs to 
be switched?” he says.

Eleazer recalls a recent unexpected 
backup caused by a married couple 
getting into a lengthy and heated 
argument while discussing protec-
tion plans in his office. They even 
took it outside at one point. “I had 
another customer waiting.”

A Fort Wayne, IN, F&I manager, 
noting the vagaries of auto retail-
ing, tells of a slow business day un-
til just before closing time when he 
was “bombarded with four deals in 
a row.”   

Yet, needless delays often stem from 
F&I managers sequestered in their 
offices while preparing customized 

menus for impending customer 
presentations, Reahard says, ques-
tioning the wisdom of creating “a 
secret menu behind closed doors.”

It’s more palatable if a customer 
instead is in the office during that 
preparation period, he says. “Cus-
tomers are more understanding 
if they see you working on their 
stuff. Use various templates to put 
together a menu with them across 
the desk from you.”

Without first learning the automo-
tive needs of particular car buyers, 
an F&I manager is “perceived by 
customers as someone whose sole 
purpose is to sell them something 
they don’t want and don’t think 
they need,” Reahard says. “That’s 
not adding value, it is adding irrita-
tion.”

He offers ways F&I managers can 
shape positive customer percep-
tions.

•	 Be helpful, trustful and care 
what’s best for the customer.

•	 Make the F&I office look com-
fortable and inviting. “Some 
look like sales pits.”

•	 Present products of true value. 
“If a customer is not interested 
in a product, why are you pre-
senting it?”

•	 Offer products that are priced 
fairly and realistically.

•	 Keep it conversational. “Utilize 
a dialogue approach to sales. 
Have a conversation and let the 
customer discover value.”

~ sfinlay@wardsauto.com

Delays Drive Dealership Customers Crazy                            Mar 14, 2014 ~ by Steve Finlay
Reprinted from WardsAuto - The Information Center For And About the Global Auto Industry
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If you would like more detailed information on one of the listed Bills, go to: http://legis.sd.gov/Legislative_Session/Bills/

Bills marked with ** have reached a final disposition

HOUSE BILLS

**Bill #: HB 1038:  Authorize the Department of Public Safety to build a highway patrol office and motorcycle training facility in Rapid 
City, to make an appropriation therefor, and to declare an emergency.
SDADA Position:  Monitor
Bill Status:  Passed the House Appropriations Committee, Passed the House, Passed the Senate Appropriations Committee, Passed the Senate, 
Sent to Governor, Signed by Governor

**Bill #: HB 1048:  Repeal certain provisions regarding property and casualty insurance.
SDADA Position: I am closely monitoring this one. Reading it, the red flag immediately comes up because these sections deal with post crash 
repairs. After digging into it, the department is simply getting rid of this language because it is redundant language that appears in other 
sections of the same chapter of law. I will be in the committee to observe when it gets assigned.
Bill Status:  Passed the House Commerce Committee, Passed the House, Passed the Senate Commerce Committee, Sent to Governor, Signed 
by Governor

**Bill #: HB 1054:  Establish consumer protection standards regarding certain insurance claim practices and to provide for certain 
penalties.
SDADA Position: I am closely monitoring this one. Reading it, the red flag immediately goes up because there is a reference to post-crash parts. 
I worked with a coalition of lobbyists that hated the language for other reasons and we took an 11 page Bill down to a 3 page Bill. There was 
a great deal of testimony heard at the 1/17 hearing.
Bill Status:  Severely amended and passed the House Judiciary Committee on 1/17/14, Passed the House, Passed the Senate State Affairs 
Committee, Passed the Senate, Sent to Governor, Signed by Governor

**Bill #: HB 1056:  Repeal certain provisions regarding the taxation, the licensing, and the regulation of motor vehicles.
SDADA Position: Monitor
Bill Status:  Passed the House Transportation Committee, Passed the House, Passed the Senate Transportation Committee, Passed the Senate, 
Sent to Governor, Signed by Governor

**Bill #: HB 1061:  Include limited liability companies in certain provisions regarding the licensing of boats and motor vehicles and 
certain provisions regarding the dealers and manufacturers of certain vehicles, manufactured homes, and mobile homes.
SDADA Position: Monitor
Bill Status:  Passed the House Transportation Committee, Passed the House, Passed Senate Commerce Committee, Passed the Senate, Sent 
to Governor, Signed by Governor

**Bill #: HB 1062:  Provide for historical snowmobile license plates.
SDADA Position:  Monitor
Bill Status:  Tabled in the House Local Government Committee

**Bill #: HB 1072:  Provide for the titling, registration, and operation of golf carts.
SDADA Position:  Monitor
Bill Status:  Killed in the House Transportation Committee

11
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(Continued on page 13)

**Bill #: HB 1073:  Provide for the cancellation of expired mechanic's and materialman's liens.
SDADA Position:  Monitor
Bill Status:  Passed the House Judiciary Committee, Passed the House, Passed the Senate Judiciary Committee, Passed the Senate, Sent to 
Governor, Signed by Governor

Bill #: HB 1100:  Prohibit the use of certain photo radar speed detection systems and of certain photo monitoring devices to detect red 
light violations.
SDADA Position:  Monitor - I was asked to work this one behind the scene.
Bill Status:  Passed the House Judiciary Committee, Passed the House, Passed the Senate Judiciary Committee, Passed the Senate, Sent to 
Governor

**Bill #: HB 1120:  Provide for alternative documentation of financial responsibility for vehicles.
SDADA Position:  Neutral
Bill Status:  Passed the House Transportation Committee, Passed the House, Passed the Senate Transportation Committee, Passed the Senate, 
Sent to Governor, Signed by Governor

Bill #: HB 112:  Prohibit the collection in South Dakota of civil fines arising from speeding or red light cameras in other states.
SDADA Position:  Monitor
Bill Status:  Passed the House Judiciary Committee, Passed the House, Passed the Senate Judiciary Committee, Passed the Senate, Sent to 
Governor

**Bill #: HB 1150:  Require that the pledge of allegiance to the flag of the United States be recited at the start of each school day in every 
public school classroom.
SDADA Position:  Monitor
Bill Status:  Passed the House State Affairs Committee, Passed the House, Passed the Senate State Affairs Committee, Passed the Senate, 
Sent to the Governor, Signed by Governor

Bill #: HB 1177:  Title:  Restrict the regulation by local governments of distracted or inattentive driving.
SDADA Position:  Monitor
Bill Status:  Passed the House Judiciary Committee, Passed the House, Passed the Senate State Affairs Committee, Passed the Senate, Sent 
to Governor

**Bill #: HB 1211:  Establish the right to have a firearm in a motor vehicle under most circumstances.
SDADA Position:  Neutral
Bill Status:  Killed in the House Transportation Committee

**Bill #: HB 1258:  Allow for an affirmative defense of driving under the influence of prescription drugs in certain cases.
SDADA Position:  Neutral
Bill Status:  Killed in the House Judiciary Committee

SENATE BILLS

**Bill #: SB 23:  Revise certain provisions relating to deceptive trade practices, including unordered property or services, lodging res-
ervation and cancellation, violation penalties, attorney’s fees, entry rights for landlords and tenants, debit card theft, and organized 
retail crime.
SDADA Position:  Monitor. This Bill was drafted last summer and fall by the AG’s Office with input from numerous organizations, I was a par-
ticipant.
Bill Status:  Passed the Senate Judiciary Committee, Passed the Senate, Passed the House Judiciary Committee, Sent to Governor, Signed by 
Governor
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**Bill #: SB 39:  Revise certain provisions regarding the regulation of certain open containers of alcoholic beverages.
SDADA Position: This Bill makes some small tweaks to the open container law to correct problems with wine that is re-corked for transport 
when leaving a bar.
Bill Status:  Passed the Senate Transportation Committee, Passed the Senate, Passed the House Transportation Committee, Passed the House, 
Sent to the Governor, Signed by the Governor

**Bill #: SB 54:  Revise the definition of a boat dealer, used vehicle dealer, and dealer of mobile homes or manufactured homes, and to 
revise certain penalties for selling motor vehicles, snowmobiles, mobile homes, manufactured homes, or boats without a license.
SDADA Position:  Monitor
Bill Status:  Passed the Senate Transportation Committee, Passed the Senate, Passed the House Transportation Committee, Passed the House, 
Sent to the Governor, Signed by Governor

**Bill #: SB 95:  Revise certain vehicle dealer licensing provisions.
SDADA Position:  Support
Bill Status:  Passed the Senate Transportation Committee, Passed the Senate, Passed the House Transportation Committee, Sent to the Gov-
ernor, Signed by the Governor

**Bill #: SB 96:  Exempt certain purchases for law enforcement, fire protection, and emergency medical and transport services from the 
general provisions regarding procurement of public safety equipment for the state and its political subdivisions.
SDADA Position:  This Bill removes bidding requirements from municipalities when making certain purchases. We will be offering an amend-
ment that will require municipalities to purchase  law enforcement vehicles from a SD licensed dealer as is required of state government. 
Bill Status:  Withdrawn at the request of the prime sponsor.

**Bill #: SB 136:  Ensure available replacement parts and services for consumers of manufactured goods.
SDADA Position:  Oppose. This bill is a disguised version of what we know as “right to repair” legislation and is now known as “digital right 
to repair”. I will be working with the Auto Alliance Lobbyist and several other lobbyists to kill this bill. 
Bill Status:  Killed in Senate Commerce Committee

**Bill #: SB 139:  Authorize the testing of autonomous cars on the highways of South Dakota.
SDADA Position:  Support
Bill Status:  Tabled at the request of the prime sponsor

**Bill #: SB 179:  Prohibit the use of certain handheld electronic wireless devices for electronic messaging while driving and to allow 
conflicting local ordinances.
SDADA Position:  Neutral
Bill Status:  Passed the Senate Transportation Committee, Passed the Senate, Killed in the House Transportation Committee

WELCOME TO THE NEWEST SDADA NON-FRANCHISED DEALER MEMBER:

BuyER’S CHOICE AuTO SALES LLC          D#1742
Eric Osthus, Owner
101 West Highway 38; PO Box 365
Hartford, SD 57033
Phone: (605) 528-2277
sales@buyerschoiceautomotive.com / www.buyerschoiceautomotive.com



http://www.nadart.org


15

Auto Dealer Claim of the Month – March 2014

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

A young lady entered the dealership asking to take a test drive. The dealership’s employee judged her to be the 
required 20 years of age, and allowed her to take a vehicle. During the test drive, the customer picked up some 
friends, and later, caused an accident, injuring herself and her passengers. The subsequent investigation revealed 
the customer was only 16 years old. The employee who allowed the test drive did not ask to see her license or 
proof of insurance. She had neither.
Claim amount: $475,000
 
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, 

• Accompany customers on all test drives. 
• Require copies of the customer’s valid driver’s license and proof of insurance. 
• Establish a time limit for each test drive. 

These are just a few loss control recommendations you can use to help protect your dealership. To learn more, con-
tact your local Federated representative and request a copy of our “Keys to Success” risk management 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 Federated 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.

This article is for general information regarding risk prevention only and should not be considered legal advice. The claim 
illustration is only a basis for discussion and an example of one possible scenario. The recommendations presented are not 
guaranteed to reduce or eliminate any risk of loss. Qualified counsel should be sought regarding questions specific to your 
circumstances. © 2014 Federated Mutual Insurance Company.

http://www.federatedinsurance.com
http://www.federatedinsurance.com
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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:

Registration Materials Are

Included On Pages 20-21

19



*INFORMATION MUST BE RECEIVED BY MAY 23RD TO BE INCLUDED IN THE CONVENTION PROGRAM               TRANSFER FEES TO BACK

Dealership/Company                          E-mail:

Address:                                                        Phone:

City/State/Zip:

Please mark the appropriate box below for your registration fees:

r Dealer Principle $130
r Additional Dealership Representatives $110
r Exhibitor (first representative covered with booth; each additional representative $130)
r Non-Member $150 
r Spouse/Guest $100 
                                                                               TOTAL REGISTRATION FEES:   $

Please indicate the activities in which each individual will be participating.

Name

Spouse/Guest

Name

Spouse/Guest

Name

Spouse/Guest

Please print name(s) as it (they) will appear on 
your badge -- List each individual separately

 
DIAMOND             GOLD                                 SILVER          BRONZE                           OTHER

r $5000 and up         r $2500 - $4999              r $1000 - $2499          r $500 - $999            r under 

We would like to sponsor at the following level*:

   

r DISPLAy SPACE r ADDITIONAL SPACE       r CONVERSION SPACE r   ADDITIONAL VEHICLE 
         ($550)  10’ booth                 ($350)                                       ($325)                                       ($150)

DISPLAy TImES:  Wednesday 5-7 pm • Friday 7:30- 9:00 am / 11 am to noon / 4-7 pm

We would like to be an exhibitor*: (includes one free registration)   

HOTEL HEADQUARTERS:
Rushmore Plaza Holiday Inn

505 N 5th St, Rapid City, SD 57701 / Phone: 605-348-4000
ROOM BLOCk RELEASED MAY 4TH

SDADA’s 96th Annual Convention
June 4, 5 and 6, 2014

                                    INDIvIDUAL                 ATv                    DINNER &                                                                           DINNER &                                            
                                        GOLf                     RIDES              ENTERTAINMENT                                                                 ENTERTAINMENT    

6/4              6/5            6/5            6/5             6/6              6/6            6/6                

LUNcHDINNER bREAkfAST



Please Fax, mail or Scan and E-mail to:

SDADA, PO BOX 89008, SIOUX FALLS, SD 57109-9008 / PHONE: 605-336-2616 / FAX: 605-334-1938/ michelle@sdautodealer.com

     GOLf REGISTRATION
SDADA has scheduled a golf outing at the Arrowhead Golf Course on Thursday, June 5, 2014.  A continental breakfast is 
available, starting at 8:00 a.m., at the course.  Shotgun start at 9:00 a.m.  Lunch provided. (Transportation leaves at 7:45 a.m.)

Company:

$100 MINIMUM DONATION / Golf Fees For Anyone Not Registered For SDADA’s Convention is $150

Participants Name       Participants Name

Participants Name       Participants Name

                                                                      

r I would like to sponsor                   golf hole at $100 per hole.     HOLE SPONSOR TOTAL:  
                                               Number

Payment Options:

r Check Enclosed 
r Credit Card:      Visa      MasterCard      American Express     Discover

Credit Card No:                                                                                         Expiration Date:                    /                      CVV#:

Billing Address (if different than above):

City/State/Zip:

Authorized Signature:          

$

$

$

$

$

$

  $

  $

TOTAL REGISTRATION FEES:

TOTAL SPONSORSHIP FEES:

TOTAL BOOTH FEES:

TOTAL GOLF REGISTRATION FEES:

TOTAL ATV REGISTRATION FEES:

TOTAL GOLF HOLE SPONSORSHIP:

GRAND TOTAL DuE:

TOTAL GOLF FEE: $

     ATv RIDE REGISTRATION
SDADA has scheduled an ATV ride through the hills.  The riders will meet at the SDADA Registration desk at 9:00 a.m.
Lunch is provided.  (Transportation leaves at _______ a.m.)

Company:

$100 MINIMUM DONATION / Fees For Anyone Not Registered For SDADA’s Convention is $150

Participants Name      Participants Name

Participants Name      Participants Name

TRANSPORTATION NEEDED    r Yes     r No RENTAL NEEDED:    r Yes     r No     How many?

TRANSPORTATION NEEDED    r Yes     r No
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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.

THURSDAy, JUNE 5, 2014
A.m. Off-Site For Golfing & ATV Rides
4:30 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
8:30 a.m. Business Session 1: The Five Powers of Leadership, by malcom Chapman
10:00 a.m. Business Session 2: “The Do’s and Don’ts Of The Interview Process,” by Anne Jensen with The Avitus Group
11:00 a.m. Spouse Program: TBA 
11:15 a.m. Refreshments & Visit Displays
12:30 p.m. Luncheon & Vendor Forum
  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

TENTATIVE AGENDA
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More Car loans exceed Six Years as Prices Rev

More new-car buyers are opting for long loans stretching out 
past six years or for leases to try to keep monthly payments 
in check as car prices rise.

Loans with terms longer than six years — 73 to 84 or more 
monthly payments — jumped 19% in the fourth quarter 
compared with the period a year earlier to 20.1% of all new 
vehicle loans, according to Experian. All other loan catego-
ries declined or were basically flat.

That came as the average amount financed for a new car was 
the highest since 2008, averaging $27,430 in the quarter, 
Experian says, with an average monthly payment of $471. 
Long-term loans make costlier cars seem more affordable, 
but leave buyers with higher overall costs for the car and 
more time owing more than it is worth.

J.D. Power’s Power Information Network (PIN) found the long-
loan trend continued into last month with a record 33.1% 
of loans at 72 months or longer, with 84 months or longer 
at 3%.

PIN also found more cash-strapped buyers getting lower 
payments by leasing, which hit a record at 26.5% of new-car 
transactions last month.

Both trends point to how expensive new vehicles have be-
come. The transaction price — what customers actually 
paid — was $32,319 last month, 2% higher than a year 
ago, Kelley Blue Book reports. Some automakers lately have 
jacked up prices on popular models, such as General Motors’ 
Chevrolet Corvette, up $2,000 for a 2014, and Subaru’s For-

ester, up about $1,000 for a 2015.

Car dealers are helping fuel the loan and lease trends by 
trying to get buyers to focus on the monthly payment, rather 
than the total cost. “They want to sell you the most expen-
sive car or truck possible, so they come up with financing 
options that make it seem like you can afford more than you 
can,” says Mike Sante, managing editor of Interest.com, a 
financial website. He calls it one of the auto industry’s “clas-
sic tricks” to convince buyers “to buy cars they really can’t 
afford.”

To underscore the point, Interest.com just released a study 
that uses the median income in the 25 major metro areas to 
calculate a recommended limit for what buyers should spend 
on a car. In the lowest-income of the 25, Tampa, the “af-
fordable purchase price” is $14,209, with a $280 maximum 
monthly payment.

In general, Sante says buyers should limit themselves to 
four-year loans with a down payment of 20% and make sure 
the deal’s total cost is no more than 10% of a household’s 
gross income.

That might mean downsizing the new car, but Sante says 
even small cars today offer far more than in the past.

“The cars you can get for $20,000 are more than basic trans-
portation. They are fun, with lots of high-tech equipment and 
sometimes even quite stylish.”

Reprinted From USA Today -- March 12, 2014
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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


As provided by the South Dakota Division of  Motor Vehicles
New Vehicle RegistRatioNs - FeBRUaRY 2014            Page 1 of 2
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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 27



“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



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

27

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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AD PLATES

THERMAL KISS
DECALS

KEY FOBS

WHERE ARE YOU 
GETTING YOUR 

SPECIALTY ITEMS?

SDADA
Phone................................................605-336-2616
Fax....................................................605-334-1938
E-mail................................info@sdautodealer.com

NADA
Phone...............................................703-821-7000
..........................................................800-252-6232
ATD
Phone................................................703-821-7116 

S. D. STATEHOuSE
Governor’s Office.............................605-773-3212

Secretary of State............................605-773-3537

Attorney General..............................605-773-3214

Senate Lobby...................................605-773-3821

House Lobby....................................605-773-3851

Public Information Clerk..................605-773-4498

Department of Revenue...................605-773-3311

Dealer Licensing
Annette Severson, Secretary.........605-773-4416
Monica Weischedel, Training.........605-773-7222
Sherri Miller, Supervisor.................605-773-3545
Peggy Laurenz, Director of DMV....605-773-3541

Dealer Agents
Aberdeen.......................................605-626-3000
Ron Rysavy - Sioux Falls...............605-367-5814
Pilo Pena - Rapid City....................605-394-3394
Craig Haak - Mitchell......................605-995-8027
 Lori Colberg, Watertown...................605-882-5192

IMPORTANT 
PHONE 

NuMBERS

Call SDADA
AT 605.336,2616



As provided by the South Dakota Division of  Motor Vehicles
RecReatioNal Vehicle RegistRatioNs - FeBRUaRY 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
JANUARY - FEBRUARY 2014 / As provided by the South Dakota Division of  Motor Vehicles



Eyebrow Slogan Signs Available:

Smile Slogan Signs Available:

Oval Model year Signs Available:

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

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

Mirror Hang Tag Options Available:

HOW DO yOu HIGHLIGHT CARS ON yOuR LOT?



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

YeaR to Date New Vehicle RegistRatioNs               Page 2 oF 2
JANUARY - FEBRUARY 2014 / As provided by the South Dakota Division of  Motor Vehicles
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March 6, 2014 --  After the weight of over 35 
inches of snow from October's winter storm Atlas 
caused the roof of his newly acquired dealer-
ship he was forced to find a new home for Scott 
Peterson Motor of Sturgis.

He did just that and included a major expansion.

"The old location just wasn’t big enough." Peter-
son said of the former Jacobsen Ford dealership 
which he purchased last July.  “We are building it 
for today and for tomorrow."

He recently obtained more than 22 acres of de-
velopment property south of Exit 32 at the mouth 
of Vanocker Canyon. The company will build a 
highly visible, state-of-the art dealership store 
and plans to develop retail space that will also 
include open green areas, a dog park and disc 
golf course.

“When we came to Sturgis, Susan (his wife) and I made a commitment to be a long-term asset to the community," Peterson said. 
“And we knew that a part of that was to build a new store. Winter storm Atlas forced us from our former location and put our plans on 
a fast track. But it didn't change our view that the project needed to be more than just a new location for us.  We wanted to work with 
like-minded businesses interested in expanding or moving to Sturgis.”

The dealership was closed temporarily following the storm, but within two weeks it was up and running in temporary facilities.

The new dealership will feature a 22,000 square foot showroom.  The theme will be based on the latest Ford designs and will feature 
open areas with spacious waiting rooms including a coffee and food bar.  The store will also build a brand new 16 bay service depart-
ment to expand its capabilities to the community.  This includes a touchless car wash and quick lube for service customers.

Pat Kurtenbach, president of Sturgis Economic Development Corporation said their organization was impressed at the scope of the 
Vanocker Junction project.

“Because Scott and Susan’s stellar reputation in Belle Fourche preceded them, we were excited to welcome them to Sturgis last 
summer,” Kurtenbach said.  “They have a successful track record with community involvement and business growth, but we certainly 
didn’t anticipate being able to help announce this size of economic expansion so soon.  It is clear their comprehensive development 
plans will change in the landscape of our business community.”

Not only will the property be home to the new dealership, it will also feature a dog park and a disc golf course.

“I talked to a number of people about what the community of Sturgis needs, and one of those things is a dog park,” Peterson said.  
“My wife was involved in getting the disk golf course going in Belle Fourche, so she will head that up.”  Site prep work is to begin im-
mediately.

“We are going to get this right,” Peterson said.  “We love Sturgis and this will be a project everyone can be proud of.”

Sturgis to see major expansion of Scott Peterson motors Ford store
Reprinted from the Black Hills Pioneer
by Mark Watson
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NOTE:  New vehicle registrations are provided by South Dakota Division of  Motor Vehicles.  All new vehicles registered 
under the Prorate (IRP) program are indicated as a Hughes County resident.  Figures reflect where the vehicle is titled, 
and not the county where the vehicle was purchased.  SDADA has no responsibility for authenticity of  registration figures.

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

SNOWMOBILE           MOTORCYCLE                       ATV’S
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http://www.cso.com
http://www.cso.com


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

                 TERM
DISTRICT #                              NAME                               DEALERSHIP                                   EMAIL ADDRESS                                             PHONE                              EXPIRES

2016

2014

2014

2015

2015

2015

2016

2016

2016

2014

2015

2014

2016

2015

2014

2015

2014

2015
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