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Manheim Minneapolis Manheim Northstar 

Open Sale Wednesdays 9:00am 
Commercial*Dealer*factory 

 

Open Sale Thursdays 9:30am 
Commercial*Dealer 

ON-SITE SERVICES AVAILABLE AT BOTH LOCATIONS 

8001 Jefferson Highway                    
Maple Grove, MN 55369                   

4908 Valley Industrial Blvd. N.    
Shakopee, MN 55379            

Three Sale Days 

Two locations 

One manheim 

TRA Tuesday Thunder Sale  1:00pm                                 
3 Lanes * 350+ UNITS 

Commercial * Dealer * Insurance 

 

 
 
 
 
 

Closed Factory Sales 12:00 Noon 
Fiat Chrysler Automotive 

Ford Factory 

 

Highline Sales 9:30am 
Monthly 

TRA Thursday sale 1:00pm 
2 lanes * 150+ Units 

Commercial * Dealer * Insurance 

 

 

 

 

Specialty Sales 12:30pm  
2nd & 4th Thursdays of each month 

Powersports * Heavy Trucks * Equipment 

 

$4,000 & Under Sale 3:00pm 
3 Lanes * 375+ UNITS 

Last Wednesday of each month 

Full reconditioning: Body, mechanical and                                     
detail*transportation services 

Electronic condition reports*24/7 online sales via ove.com 
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• West River Legislative Reception - Rushmore Plaza Holiday Inn, Rapid City - Monday,     
December 5, 2016, at 5:30 to 7:00 p.m. (west river time).

• East River Legislative Reception - Minerva’s, 301 S Phillips Ave, Sioux Falls - Wednesday, 
December 7, 2016, at 5:00 to 6:30 p.m. (east river time).

• SDADA Winter Board Reception with legislators - Ramkota River Centre, Pierre at 6:00 p.m. 
on Monday, January 23, 2017.

• SDADA Winter Board of Directors Meeting - Ramkota River Centre, Pierre at 10:00 a.m.   
on Tuesday, January 24, 2017.

• Annual NADA Convention in New Orleans, LA - January 26 through January 29, 2017.

• SDADA Annual Convention - Rushmore Plaza Holiday Inn, Rapid City, June 7 through 9, 
2017.

• NextGen Dealer Summit - Cedar Shores Resort, Oacoma, July 25 & 26, 2017.

• Annual Heavy Truck Dealer Meeting - 3:00 p.m. on Friday, September 8, 2017, Sheraton 
Hotel and Convention Center, Sioux Falls.

• Washington Conference - Washington, D.C. in September 2017, exact dates TBD.

• Fall Board of Directors Meeting - 10:00 a.m. on Wednesday, November 1, 2017 at         
Cedar Shores Resort, Oacoma.

• Annual Power Sport Dealer Meeting - 3:00 p.m. on Wednesday, November 1, 2017,        
Cedar Shores Resort, Oacoma, SD.

• Annual guided pheasant hunt is on Thursday, November 2, 2017 - leave Cedar Shores    
Resort, Oacoma, SD at 9:00 a.m. 
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The SDADA Report is the  
official publication of the 

South Dakota Automobile 
Dealers Association          

published monthly by:

SDADA Services, Inc.
3801 S. Kiwanis Avenue

PO Box 89008
Sioux Falls, SD 57109-9008

Phone: (605) 336-2616
Fax: (605) 334-1938

www.sdautodealer.com

Annual Subscription Rate: 
$35.00

Staff
Myron L. Rau, President
mlrau@sdautodealer.com

Pam Kolseth, Comptroller
pam@sdautodealer.com

Michelle Wells, Executive Assistant
michelle@sdautodealer.com

Jay Steensma, Print Shop Manager
jay@sdautodealer.com

Patty Hinz, Office Assistant
patty@sdautodealer.com

Fall has definitely arrived with signs of cool 
mornings, beautiful days and changing 
colors.  Hopefully we can all take a moment 
out of our busy schedules and enjoy some 
of nature’s beauty.

As the farmers get out and try to beat the 
clock against old man Winter, I believe 
another bountiful year is in store. Prices are 
not quite where they need to be.  That af-
fects everyone as we live in a rural agricul-

tural community.  We rely on money spent by the farmers!  It does 
not matter if we are talking about semi trucks, pick-up trucks,  
cars or equipment, farmers are an important part of keeping our 
businesses profitable.  

Talk about profits...it’s the time of the year where hunters flock to 
our great state in hopes of shooting a few of our pheasants.  You 
need to appreciate all the dollars that are spent in South Dakota 
during the hunting season.  So where maybe the crop prices aren’t 
where they need to be, the opportunity to make a few extra bucks 
off the land could be what makes the difference in keeping the 
family farm.  I need to remind everyone, it is not the gun, as much 
as the careless use and handling of guns that hurts or kills people.  
Please be careful and respectful of others while out there hunting 
for that elusive wildlife. 

For those that are interested, the Annual SDADA Pheasant Hunt is 
scheduled for November 3rd in Chamberlain.  Spots are limited!!  
Call the SDADA office for more information.

With elections just around the corner we really need to take the 
time to study and understand each issue on the ballot.  It is a lot 
more than just a presidential election!  We have our local House, 
Senate and districts, along with initiatives and measures that are 
important.  It is our God given right.  You can make a difference! 

The only sure thing about elections is there will be winners and 
losers.  Someone is going to be upset.  It is how we deal with the 
outcome that will make the difference!

Until next month, hunt safe!  

God bless.

Dutch VanSanten
I State Truck Center

http://www.sdautodealer.com 
mailto:mlrau%40sdautodealer.com%20?subject=
mailto:pam%40sdautodealer.com%20?subject=
mailto:michelle%40sdautodealer.com%20?subject=
mailto:michelle%40sdautodealer.com%20?subject=
mailto:michelle%40sdautodealer.com%20?subject=
mailto:michelle%40sdautodealer.com%20?subject=
mailto:patty%40sdautodealer.com%20?subject=
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F&I Foundation
Our Proactive Selling System® is designed to drive high results with 
today’s buyers. Our past participants of this impactful two-day workshop 
experienced dramatic PVR changes. Your managers will learn ways to 
expedite their process and create an environment where customers will 
buy more from them. 

LocatIon  Date  
Sioux Falls, SD  April 6th-7th
Rapid City, SD  December 7th-8th

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

LocatIon  Date 
Sioux Falls, SD  April 5th
Deadwood, SD  December 6th

F&I advanced
This workshop is designed to increase F&l manager’s skills level in the 
following areas- effective menu presentation, cash conversions, lease 
presentation, objection handling, forecasting and tracking (department 
and individual). Your managers will leave with a game plan to up their 
performance in those areas.

LocatIon   Date  
Sioux Falls, SD   February 17th
Deadwood, SD  May 11th
Deadwood, SD  September 21st 
Sioux Falls, SD  November 16th

Proactive Selling System
2016 South Dakota training calendar

to Register go to: www.adgtoday.com

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

South Dakota Dealer Services and its affiliates go beyond 
F&I products to offer income development and training,  
compliance assistance and hands on development both in 
and outside of the dealership.

South Dakota Dealer Services
Automotive Development Group, LLC

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

LocatIon  Date 
Sioux Falls, SD January 13th
Deadwood, SD October 12th

David Kelly
Cell: 507.829.2638

Email: dkellysdds@gmail.com

Lindsay Hach
Cell: 605-645-8884

Email: lindseyhsdds@gmail.com

Mark Ekhoff
Automotive Development Group

Cell: 612.360.9233
Email: mekhoff@adgtoday.com

Strategic Marketing Partner of the 
South Dakota Auto Dealers Association

Many more training dates and locations available. 
Please see our website for more information.
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Falling temperatures appear to be 
an indication that the Fall Season is 
right around the corner. It is time to 
cut back the foliage around the prop-
erty and get ready for hunting season. 
One of my favorite parts of this time 
of the year is pheasant hunting. The 
golf clubs have been packed away and 
the shotgun is in that void in my car. 
Although I hate to do it, soon it will be 

time to put the Harley in its winter spot.

As I have indicated before, this is the craziest Presidential race 
that I have ever seen in my lifetime. I just hope that Americans 
don't get so disgusted with the process that they refuse to vote. 
Irrespective of the Presidential race, in South Dakota, we are 
electing or re-electing our entire legislature and we have a long 
list of ballot measures that need our 
attention. Please take the time to study 
the issues on the ballot before you go 
to your polling precinct. There are some 
pretty complicated issues on the ballot!  
I encourage you not only to vote, but 
also to allow your employees the time they need to vote.

The list of federal issues faced by this industry just seems to 
get longer. Those issues were all on the forefront of discus-
sion at the Washington Conference. The members from SDADA 
that attended have many stories to tell. Again, as you know, 
the results of our national and state elections will determine 
the direction taken by many of our personal and professional 
issues.

The Fall meeting of the SDADA Board of Directors is scheduled 
for Wednesday, November 2nd at Cedar Shores Resort in Oa-
coma, SD. I am sure we will again have a very lively discussion 
regarding the federal and state issues that have a direct effect 
on this industry. Please keep in mind that this meeting is no 
different than any other board meeting in that every member is 
invited and encouraged to attend. We will also be talking about 
our 2017 Legislative agenda, so please plan to attend so your 
input can be considered.

In closing, I encourage everyone to review the Dates to Re-
member contained in this edition of the SDADA Report. We 
have a lot on the calendar including receptions with state 
legislators. I would like to see more members participate in 
these social events; it demonstrates our strength and solidarity. 
Please plan to attend one or both of the legislative socials.

Stay SAFE!  Until next month . . .

Myron L. Rau, SDADA President

mailto:bjburgess%40aol.com?subject=
mailto:mlrau%40sdautodealer.com?subject=
mailto:tbarber%40piersonford.com?subject=
mailto:trace.beck%40beckmtr.com?subject=
mailto:dougk%40harryk.com?subject=
mailto:steve_biegler%40yahoo.com?subject=
mailto:bjburgess%40aol.com?subject=
mailto:schase.scf%40midconetwork.com?subject=
mailto:tfm%40byelectric.com?subject=
mailto:bruceide2001%40yahoo.com?subject=
mailto:eaprone%40brookings.net?subject=
mailto:dutch.vansanten%40istatetruck.com?subject=
mailto:dhealy%40dakotarv.com?subject=
mailto:jenny%40wegnerauto.com?subject=


Meet the new boss.

Federated provides clients with access to services offered through wholly independent third parties. Neither Federated nor its employees provide legal advice. 

Are you prepared if something were to happen  
to you? Is your successor? You deserve to 
transition your business to the next generation 
in the manner you deem best. A sound business 
succession plan can help protect your life’s work. 
Call your local marketing representative or visit 
federatedinsurance.com to learn more.

 
 16.15  Ed Date. 11/15  *Not licensed in the states of NH, NJ, and VT.   © 2016 Federated Insurance
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NADA Director’s Message
Virtually every dealer, manager or salesperson I know has been put in the position 
of having to explain to a customer that one vehicle, with the same MSRP as the 
identical vehicle sitting next to it, costs $4,000-5,000 more than the other one. 
Or they have sold vehicles at a significant loss at the beginning of the month in an 
effort to hit an objective that will allow them to perhaps(!) break even on vehicles 
they sell at the end of the month.

Manufacturers do not understand the disruption, confusion and malaise they 
cause with such ridiculous incentive(?) programs. They do permanent damage to 
their brand, customer-dealer relations and dealer-manufacturer relations.

The NADA Board of Directors had an extended discussion about this topic at our most recent meeting. 
The frustration, anger and distrust came quickly to the surface as we talked. There was a wide variety of 
ideas to deal with it, but there was not any consensus. Of course our anti-trust attorney kept the discus-
sion on track and us out of trouble!

The topic is on the agenda for the next Board Meeting but I'm not confident that NADA is in a great 
position to really do anything significant (other than have the discussion with the manufacturers) about 
this issue.

Like most states, South Dakota has a law on the books that specifically deals with this topic (my empha-
sis added):

32-6B-57.   Sale by franchisor to franchisee at lower price than that charged to other franchisee prohib-
ited -- Exceptions -- Violation as misdemeanor -- Damages. It shall be unlawful for a franchisor to offer 
to sell or to sell any new vehicle to any franchisee at a lower actual price therefore than the actual price 
charged to any other franchisee for the same model vehicle similarly equipped or to utilize any device 
including, but not limited to, sales promotion plans or programs which result in such lesser actual price; 
provided, however, the provisions of this section shall not apply to sales to a franchisee for resale to any 
unit of government, federal, state, or local. Provided, further, the provisions of this section shall not ap-
ply to sales to a franchisee of any vehicle ultimately sold, donated, or used by said franchisee in a driver's 
education program. Provided, further, that the provisions of this section shall not apply so long as the 
franchisor offers to sell or sells new vehicles to all franchisees at the same price. Each and every person 
who violates this section shall be guilty of a Class 1 misdemeanor, and each and every person violating 
this section shall be liable thereby for all damages caused by such violation.

What has been done in enforcement of this law? Why do we have a law if we don't enforce it? Who's job 
is it to enforce this law?

These are all questions that have been discussed at many SDADA Board Meetings. Usually the discus-
sion has been tempered by concern about retribution by the manufacturer in some other area - warranty, 
advertising, incentives, etc. This is of particular concern to those dealers who are closer to the borders of 
our state and would be disaffected if dealers in other states would gain a competitive advantage.

What if a block of states would decide to enforce their laws? Could we affect change with manufacturers 
working together?

I don't know the answer to these questions, but I do know that this issue is not going away any time soon. 
We will have to address it or deal with it.

As always, I'm interested in your thoughts on this issue. Please contact me at dougk@harryk.com or 
605-680-9999.

Doug Knust
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Federated Insurance’s Claim of the Month - Could It Happen To You?

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 ofNH, NJ, and VT.

This article is for general information regarding risk prevention only and is not legal advice. The claim illustration is only a 
basis for discussion and an example of  one possible scenario. Coverage for actual claims will be determined solely by your 
individual policy terms and facts of  the claim. 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. © 2016 Feder-
ated Mutual Insurance Company.

A dealership supplied a loaner vehicle to a good, repeat customer. The customer’s 
texting while driving the loaner caused a rear-end collision with a motorcycle that had 
stopped for traffic. The motorcycle rider suffered a broken pelvis and broken legs. A 
loaner agreement had not been signed. The customer did not have a valid driver’s li-
cense.
CLAIM AMOUNT: $675,000
What policies are in place to help prevent this from happening at your dealership?     
Do you know who’s driving your vehicles? Federated Insurance recommends several 
best practices to help protect your business and manage risks; for example,
• Prohibit loaners to customers. Instead, arrange for customers to rent vehicles from 

an independent rental company.
• If you do provide loaners, require each customer to sign a loaner agreement and 

provide a valid driver’s license.
• Have your loaner agreement include terms that hold the customer contractually 

responsible for any damage to the loaner or third party vehicle or any accident or 
injury.

These are just a few loss control recommendations you can use to help protect your 
dealership. To learn more, contact your local Federated Insurance representative and 
request a copy of our Auto Dealer “Keys to Success” risk management packet. Feder-
ated Insurance is recommended by 19 state and national auto dealer associations just 
like yours for customized insurance programs and value-added risk management ser-
vices, such as Federated’s Shield Network®, the Risk Management Resource Center, 
and the Federated Employment Practices Network®. Visit www.federatedinsurance.
com to discover resources you can use to create or ramp up your own risk management 
program, or to contact your local representative.
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The annual SDADA
pheasant hunt is scheduled 

for thursday,  november 3rd.  if you 
would like to participate, call michelle 

at 605.336.2616.  Spots are limited! 

the fall board meeting is wednesday, 
november 2nd at 10:00 am at 

cedar shore resort

DID YOU KNOW SDADA
HAS AN IN-HOUSE

 Call Jay Steensma for a quote on 
your future printing needs.

Letterhead 
Envelopes 
Invitations

Flyers
Brochures

Forms 
Custom Imprints 
Thank You Cards 
Business Cards
Holiday Cards
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As provided by the South Dakota Division of  Motor Vehicles
NEW VEHICLE REGISTRATIONS - SEPTEMBER 2016            Page 1 of 2

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

Continued on page 12



As provided by the South Dakota Division of  Motor Vehicles
NEW VEHICLE REGISTRATIONS - SEPTEMBER 2016           Page 2 of 2

NOTE:  New vehicle registrations are provided by South Dakota Division of  Motor Vehicles.  All new vehicles registered 
under the Prorate (IRP) program are indicated as a Hughes County resident.  Figures reflect where the vehicle is titled, 
and not the county where the vehicle was purchased.  SDADA has no responsibility for authenticity of  registration figures.
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As provided by the South Dakota Division of  Motor Vehicles
USED VEHICLE REGISTRATIONS - SEPTEMBER 2016              Page 1 of 2

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

Continued on page 14
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As provided by the South Dakota Division of  Motor Vehicles
USED VEHICLE REGISTRATIONS - SEPTEMBER 2016              Page 2 of 2

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

WATERTOWN:

LORI COLBERG
Dealer Services Supervisor
715 S. Maple
Watertown, SD 57201
Phone: 605-882-5192
Cell: 605-520-9360
Fax: 605-882-5199
lori.colberg@state.sd.us

Pierre: 

LORI LANGDEAUX
Dealer Agent
445 East Capitol Avenue
Pierre, SD 57501
Phone: 605-773-4416
Cell: 605-280-4889
Fax: 605-773-4117
lori.langdeaux@state.sd.us

Aberdeen:
JASON SILVERNAGEL
Dealer Agent
14 S. Main, Suite 1-C
Aberdeen, SD 57401
Phone: 605-626-2249
Cell: 605-216-5893
Fax: 605-626-2946
jason.silvernagel@state.sd.us

Rapid City:
PILO PENA
Dealer Agent
1520 Haines Ave., Ste 3
Rapid City, SD 57701
Phone: 605-394-3394
Cell: 605-381-7236
Fax: 605-394-6076
pelo.pena @state.sd.us

Sioux Falls:
RON RYSAVY
Dealer Agent
300 S. Sycamore Ave., Ste 102
Sioux Falls, SD 57110
Phone: 605-367-5814
Cell: 605-941-4742
Fax: 605-367-5830
ron. rvsavy@state.sd.us
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After 53 years, Dodge Town dealership changes hands
Reprinted from the Rapid City Journal | Written by JIM HOLLAND - Journal staff

Eddie Rypkema looked around at shelves filled with mementos from his 37 years selling Dodge cars and trucks, a chapter soon set to close.  On 
Sept. 30, 53 years of  Rypkema family ownership of  Rapid City's Dodge Town comes to an end when it will become Liberty Dodge Ram, one of  four 
dealerships owned by the Patnoe family on Rapid City's east side.

"The toughest part will be cleaning out my office," said Rypkema, 58, who is also looking ahead to spending more time with family and continuing to 
dabble in the car business as co-owner of  R & K Auto Outlet, a pre-owned car lot on West Main Street.

"The car lot in The Gap is going to give me a reason to get up every morning, do what I want with my family and allow me to do a little traveling and 
go to the ranch," he said. "Who knows? Maybe another opportunity will arise down the road."

Max Patnoe, fourth generation member of  a western South Dakota family whose involvement in the car business dates back nearly 80 years, is look-
ing forward to finally settling down in an office.  Patnoe, Liberty Superstores general manager, will move to the Dodge Ram dealership from another 
Liberty showroom nearby. He had just moved from another Liberty office further south on Cambell Street.

"My dad said I need to put some pictures on the walls," Patnoe said. "I haven't had the chance."

The move consolidates Liberty's hold at or near the intersection of  East Omaha Street and Cambell Street.  Their Liberty Chrysler Jeep Fiat show-
room is at 1101 E. Omaha St, with Liberty Hyundai Mazda across the street at 404 Cambell St. Liberty Mitsubishi Volkswagen is a few blocks to the 
south at 600 Cambell St.

"It'll be a huge asset for us. We'll have four rooftops and the largest inventory for about 400 miles," Patnoe said.

Rypkema said informal talks of  selling Dodge Town to the Patnoes have been ongoing for several years. Negotiations became more serious at the 
beginning of  the summer, Patnoe said, with a deal to buy the assets of  the dealership official on Sept. 30.

Rypkema retains ownership of  the property. Terms of  the deal were not disclosed. Patnoe said current Dodge Town employees will be retained, and 
the dealership plans to continue its long association with the Black Hills Stock Show & Rodeo.  The move comes as many other city auto dealerships 
are completing a migration to spacious, gleaming new dealerships located off  of  Interstate 90, Exit 60.

Indeed Liberty's home to its Hyundai Mazda dealership was the former location of  Granite Nissan, which completed a move to Exit 61 earlier this 
year.  Patnoe said the Liberty family is more than content to stay put, citing what he said was twice the traffic as on the interstate and room for 
expansion at the intersection. He said their current showrooms have all been recently updated and remodeled.

"Our long-term plan is to stay right here," said Patnoe, whose great grandfather, Ernest, opened Patnoe's Garage, selling Standard Oil products and 
Chevrolets in the small Mellette County town of  Norris in the 1930s.

Max's grandfather, Larry, came to Rapid City and first opened a men's clothing store downtown. He later became a partner in what was then called 
Frontier Ford.

When Frontier Ford was sold, Larry bought the AMC Auto Clinic, which eventually became Liberty. His son, Don, entered the business in the '90s and 
now serves as Liberty president and CEO. Max joined the family business in 2011 after earning a finance degree from the University of  Colorado.

The Rypkemas also have a long history in Rapid City. Eddie's father, Milo Rypkema, bought Dodge Town from John and Carole Hillard in 1966. The 
Hillards had owned the dealership, then located at the corner of  Fifth and Kansas City streets, for three years, Carole Hillard, who went on to become 
a Rapid City Councilwoman, state legislator and lieutenant governor for Bill Janklow's two terms as governor from 1995 to 2003, was the daughter 
of  Milo's brother, also named Eddie.

Rypkema bought out brothers Marty and Mark after Milo died in 2007. He said the lack of  any family members wishing to continue in the business 
influenced his decision not to follow the exodus of  automobile dealers to 190, Exit 61 and eventually to pursue selling his stake in Dodge Town.

"It's a very large investment to go to the interstate and, believe me, if  I had the siblings interested in having anything to do with it, I probably would 
have made the move and stayed in the business," he said.

"I don't have any kids that really want to run with it. I wish I did, but 1 don't, so I'm going to go the ranch and get away and do some other things I 
want to do," he said.

Rypkema said he'll miss his employees and customers, many of  both groups going back generations.  "It's been very good to my family, 53 great 
years. There were some great years and some lean years in there. Rapid City's business community and agriculture community has supported our 
business above expectations," he said.

Patnoe is excited about the future at the new Liberty Dodge Ram, with plans to keep the current Dodge Town staff  and boost the inventory of  Ram 
Trucks, Liberty's first new truck line, he said. The four dealerships will employ more than 100 people.

"When we announced it, our staff  was cheering and hollering," he said. Rypkema said he will be around to help with the transition, but he doesn't 
expect the new owners to need much help.  "They have experienced people," he said. "This isn't their first rodeo."

Patnoe stressed his thanks to the Rypkema family for their long tenure at Dodge Town. "Eddie and I have gotten along really well through this trans-
action," he said. The Rypkema family opened Dodge Town at its current location on East Omaha Street in 1974. From left, sons Eddie, Marty and 
Mike Rypkema and their father, Milo Rypkema.
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BROTHERS AUTO SALES, INC.
Pam Frankman, Secretary/Treasurer
2100 West 12th Street
Sioux Falls, SD 57104
Phone: 605.331.3595
Fax: 605.331.4916
sales@brothersautoonline.com
www.brothersautoonline.com
Dealer Number: D401

HARTFORD AUTO
Ryan Howe & Travis Woolsey, Owners
101 West Highway 38
Hartford, SD 57033
Phone: 605.528.3030
Fax: 605.528.3339
hartfordauto@goldenwest.net
Dealer Number: D1922

Memorial contributions can be made to the SDADA’s Education Trust Fund in honor of  those lost.

Roger Vesely  December 2, 1956 to October 7, 2016
Roger Vesely, 59, Rapid City, South Dakota, passed 
away on Friday, October 7th after a hard-fought battle 
with cancer.

Roger was the General Manager at Courtesy Subaru, 
having worked there for over 34 years.

Keep the Vesely family in your prayers.

A gift of $______ has been given to the 
SDADA Education Trust Fund
in memory of your loved one.



18     SDADA Report

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

As provided by the South Dakota Division of  Motor Vehicles
ALL RECREATIONAL VEHICLE REGISTRATIONS - SEPTEMBER 2016
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As provided by the South Dakota Division of  Motor Vehicles

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

(Continued on page 21)

NEW & USED YEAR TO DATE VEHICLE REGISTRATIONS (1/16 - 9/16)     1 OF 2
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As provided by the South Dakota Division of  Motor Vehicles

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.

NEW & USED YEAR TO DATE VEHICLE REGISTRATIONS (1/16 - 9/16)     2 OF 2
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THURSDAY, JAN 26TH:
7:30am-6pm   Exhibitor Registration

9am-6pm    Attendee Registration

10:30am-noon   Meet NADA: Convention Orientation

1pm-2pm      Concurrent Workshops, Studio & Exchange

1pm-2:45pm   Super Sessions

2:30pm-3:30pm   Concurrent Workshops, Studio & Exchange

3:15pm-5pm   Super Sessions

4pm-5pm    Concurrent Workshops, Studio & Exchange

7pm-10pm   NADA100 Carnival, Mardi Gras World (optional ticketed event)

FRIDAY, JAN 27TH:
7:30am-5pm   Attendee Registration

8:30am-5pm   Expo Hall Open – Ribbon Cutting

10:30am-11:30am   Concurrent Workshops

10:30am-11:45am   Dealer Franchise Meeting: Acura, Audi, FCA, Fiat, Mazda, Nissan

2:30pm-4pm   Opening General Session featuring Jim Gaffigan

8pm-10pm   NADA Academy Alumni & NextGen Hoodoo Voodoo Reception; hosted by NADA Academy, NADA PAC and Legislative Affairs

SATURDAY, JAN 28TH:
8am-5pm    Attendee Registration

8:30am-5pm   Expo Hall Open

8:30am-9:45am   Dealer Franchise Meetings: Buick-GMC and Chevrolet, Ford, Honda, Kia, MINI, Subaru, Volkswagen

9am-10am   Concurrent Workshops, Studio & Exchange

10:15am-11:30am   Dealer Franchise Meetings: Cadillac, Infiniti, BMW, Lincoln, Mercedes-Benz, Porsche, smart

10:30am-11:30am   Concurrent Workshops, Studio & Exchange

1pm-2:30pm   Women’s Dealer Event, Tomas Bistro (optional ticketed event)

3pm-4:30pm   General Session featuring Mark Fields, President and CEO, Ford Motor Co.

SUNDAY, JAN 29TH:
8am-4pm    Attendee Registration

8:30am-4pm   Expo Hall Open

9am-10:15am   Inspirational Session featuring Amy Purdy

10:45am-11:45am   Concurrent Workshops, Studio & Exchange

10:45am-noon   Dealer Franchise Meetings: Hyundai, Mitsubishi, Toyota, Volvo

12:30pm-2:30pm   Desserts on Us; compliments of  NADA

1pm-2:30pm   Digital Innovation Summit with Erik Qualman

4pm    2017 NADA Convention & Expo closes
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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.

As provided by the South Dakota Division of  Motor Vehicles
YEAR TO DATE RECREATIONAL VEHICLE REGISTRATIONS (1/16 - 9/16)



http://www.rascompanies.com


“IF YOU DON’T KNOW WHERE YOU’RE GOING, 
YOU WILL WIND UP SOMEWHERE ELSE.”

Censtat Life assuranCe Company
SDADA’s credit life and disability insurance company.

CALL TODAY!

Yogi Berra

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

www.cso.com

    

John Benson 800-826-6587 or  SDADA Staff  605-336-2616   

•  Profit for the Dealership
•  Finance & Insurance Seminars

•  Higher Limits  



3801 S Kiwanis Avenue
PO Box 89008
Sioux Falls, SD 57109-9008

We are here for YOU!             605.336.2616


