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

LocatIon  Date 
Chicago, IL   September 16th - 17th
Minneapolis, MN   October 21st - 22nd     
Milwaukee, WI   November 4th - 5th     
Pittsburgh, PA  November 11th - 12th  
Rapid City, SD  December 9th - 10th 

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

LocatIon  Date 
Chicago, IL September 15th
Minneapolis, MN November 10th

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

LocatIon  Date  
Chicago, IL October 6th 
Pittsburgh, PA November 10th 
Minneapolis, MN November 17th

Proactive Selling System
2015 training calendar

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 reinsurance opportunities, compliance  
assistance and hands on development and training courses 
both in and outside of the dealership.

South Dakota Dealer Services
Automotive Development Group, LLC

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

LocatIon  Date 
Minneapolis, MN September 15th
Chicago, IL October 6th

David Kelly
Cell: 507.829.2638

Email: dkellysdds@gmail.com

Teri Everson
Cell: 605-838-5780

Email: teri.sdds@gmail.com

Lindsay Hach
Cell: 605-645-8884

Email: lindseyhsdds@gmail.com

Strategic Marketing Partner of the 
South Dakota Auto Dealers Association
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•	 Annual	Heavy	Truck	Dealer	Meeting	–	3:00	p.m.	on	Friday,																					
September	11,	2015,	Sheraton	Hotel	and	Convention	Center,	Sioux	Falls.	

•	 Washington	Conference	-	Capital	Hilton,	Washington,	D.C.	on															
Tuesday,	September	29	and	Wednesday,	September	30,	2015.

•	 Annual	Power	Sport	Dealer	Meeting	–	11:00	a.m.	on	Thursday,														
October	22,	2015,	Al’s	Oasis,	Oacoma,	SD.	

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

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

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

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

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

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

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

•	 Annual	NADA	Convention,	Las	Vegas,	NV	–	March	31	-	April	3,	2016.
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Chairman’s 
Message

Fellow South Dakota 
Auto Dealers, 
Since our last newslet-
ter, I have had the op-
portunity to open our 
new Indian Motorcycle 
facility on Main Street, 
in Sturgis. 
We certainly enjoyed be-

ing a part of the 75th Sturgis Motorcycle Rally!  For those of 
you who have never visited the Sturgis area during the Rally, 
it really is an experience - even if you only try it once! 
I have two primary takeaways from the Rally experience.
First, hundreds of thousands of folks converge in the Hills, 
and everyone, it seems, has a GREAT TIME!!  From around 
the world, Sturgis is well known!  People love the Hills and 
riding motorcycles! 
I was invited to a barbeque honoring combat veterans near 
Nisland, South Dakota on Rally Thursday evening.  I had 
never heard of Nisland.  It’s about 6 miles from Newell 
(I know that helps y’all!)  The ‘lodge’ belongs to Fred 
Lamphere.  What a delightful setting, what a great bunch of 
nice folks, what a delicious meal!  It was certainly a highlight 
of my Rally week!  
Second,  in the midst of seeming chaos find a way to enjoy 
the moment.  As we are so focused on our business, people 
want to find a reason to do business with us!  Our primary 
job in life is to help them determine WHY they should  do 
business with us.   Whether our customers purchase a motor-
cycle or a t-shirt, our job is to make that cash register ring!  
To do any less is to disappoint my customers!  It’s MY re-
sponsibility to offer goods and services Our customers want!

Bruce Eide
Vern Eide Motorcars

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

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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CSO and SDADA are excited to announce we are bringing  
George Angus from Team One to provide full day F&I classes.

Seminar: 8:00 A.M. - 5:00 P.M. 
Breakfast & Lunch will be provided.

Please plan on attending one of these all day seminars:
TUESDAY, OCTOBER 6TH, 2015 - SIOUX FALLS, SD
Sheraton Sioux Falls & Convention Center
1211 North West Avenue
Sioux Falls, SD 57104

WEDNESDAY, OCTOBER 7TH, 2015 - PIERRE, SD
ClubHouse Hotel & Suites
808 West Sioux Avenue
Pierre, SD 57501

THURSDAY, OCTOBER 8TH, 2015 - RAPID CITY, SD
Rushmore Plaza Holiday Inn
505 North Fifth Street
Rapid City, SD 57701

Please register by Friday, September 25th.

Learn from the most productive F&I trainer in the industry! 
Nationally renowned F&I trainer, GEORGE ANGUS

Location:    o  Sioux Falls            o  Pierre           o  Rapid City   

Company Name:______________________________________________ Phone #:________________________

Attendee(s):______________________________________________________________________________

Address:________________________________________________________________________________

City:_____________________________________________ State:_________ Zip Code:__________________

o Bill Us       o Check Enclosed       

Credit Card:    o Discover       o Mastercard       o Visa       o American Express 

Card Number:________________________________________________ Expiration Date:_________ CVV#_____

Printed Card Holder Name:___________________________________________________________________

Card Holder Signature: ______________________________________________________________________

RETURN REGISTRATION 
FORM TO:

PO Box 89008
Sioux Falls, SD 57109-9008

P: 605.336.2616 • F: 605.334.1938
Email: patty@sdautodealer.com

GEORGE ANGUS SEMINAR REGISTRATION FORM

George Angus is among the most 
sought after and well respected 
F&I trainers in the country. His 
Saturday morning message is 
quickly becoming a must read 
for F&I professionals in this ever 
changing environment. George 
will demonstrate how to improve 
sales performance and compliance 
with his straight forward,  
no-nonsense and often hilarious 
approach to F&I.

    Brought to you by:

Increase PVR with Credit Insurance!
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President’s Message
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Well, I managed to survive another Sturgis Rally. 
Motorcycle traffic in the Black Hills was heavier 
than I have ever seen it but getting in and out of 
Sturgis seemed easier than it was in past years. 
Congratulations to Black Hills Harley Davidson 
for a very successful show; again this year, peo-
ple were in line to get onto the grounds and into 
the buildings and tents.

As you know, the SDADA has had a long rela-
tionship with a business called U.S. Auto Force, 

formerly known as PAM Oil. Those that knew Dan Schnabel probably also know 
that he has retired. Well, his replacement recently stopped by to see me. The 
"new" guy is not so new. Mr. Sam Nash has been in the automotive market for 
over 25 years, specializing in tires and lubricants. Sam is a lifelong resident of 
Sioux Falls that will now be working as a business consultant to the franchised 
dealers in South Dakota, Minnesota and Nebraska. He specializes in training 
dealerships, their service writers, and parts departments on current programs, 
rebates and how to be champions in their field. When Mr. Nash stops by your 
store, please give him a warm SDADA welcome. Sam will be involved in many of 
our future events and annual convention. He looks forward to getting to know all 
SDADA Members on a personal level.

At the time of this writing, I am headed to the annual meeting of the Region 3 
Automotive Trade Association Executives (ATAE). We always have the opportunity 
to find that problems in South Dakota are very similar to the problems in our 
surrounding states. We will be talking about existing franchise laws and where 
to go from here. As you know, every time the manufacturers come up with an 
onerous, expensive and/or unreasonable plan for dealers, we react with leg-
islation. With the peers from this region of the country we will be discussion a 
long list of issues including the best practices of automotive trade association 
management. As a summary, it was a typical meeting including some depress-
ing realities about the challenges we currently face and probably will continue 
to face in the future. However, it is quality time well spent with my peers from 
this region of the country.

There will be a group of us headed to Washington, DC in late September to attend 
NADA's Washington Conference. This conference is always quite enlightening in 
that we learn what NADA is doing to protect our interests on Capitol Hill. The SD 
Dealer Delegation will also be visiting with our members of Congress to discuss 
the major issues facing us every day in our challenge to keep our businesses 
profitable and thriving. If you have suggested input, please contact me or one of 
the members of the SDADA Executive Committee. This year, the NextGen Dealer 
representative that will be going with us to DC is Mr. Nick Simon from Groton 
Ford.

Remember, running water never grows stagnant! Get involved and stay involved.

Until next month . . .

Myron Rau, President

mailto:bjburgess%40aol.com?subject=
mailto:mlrau%40sdautodealer.com?subject=
mailto:tbarber%40piersonford.com?subject=
mailto:trace.beck%40beckmtr.com?subject=
mailto:steve_biegler%40yahoo.com?subject=
mailto:bjburgess%40aol.com?subject=
mailto:schase.scf%40midconetwork.com?subject=
mailto:bruceide2001%40yahoo.com?subject=
mailto:eaprone%40brookings.net?subject=
mailto:dhealy%40dakotarv.com?subject=
mailto:john%40iversonchrysler.com?subject=
mailto:darrel.kaiser%40frontiermotors.com?subject=
mailto:dougk%40harryk.com?subject=
mailto:steve%40rushmorehonda.com?subject=
mailto:tfm%40byelectric.com?subject=
mailto:scott%40scottpetersonmotors.com?subject=
mailto:steamboating2010%40yahoo.com?subject=
mailto:bk.stobbssales%40midconetwork.com?subject=
mailto:dutch.vansanten%40istatetruck.com?subject=
mailto:jenny%40wegnerauto.com?subject=
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(Continued on page 15)
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You may have heard that I had a bit of a health setback this past month. If 
you’re interested in the details, you can read about it here. 
If you were around Myron at any meeting last year, you heard his story about 
his heart screening and how he discovered his heart blockage. He encouraged 
everyone to get the screening done.
I had the best of intentions. Though I remember having conflicts on a couple 
of the days the screening truck was in town, I did have the phone book out one 
day before I was interrupted by something urgent (like a car appraisal or some-
thing comparable).
I was lucky. I tempted fate and the grim reaper took a swing. Apparently the 

creator has some work left for me to do!
So let me encourage you to do two things. First, get the screening done. I, like Myron, was in pretty darn 
good physical condition and took care of myself. But we all exist in a rather stressful industry. Stress is a 
significant risk factor that most car dealers are exposed to.
Secondly,  EVERY day is a gift. We should not take it for granted and we should enjoy it and make the 
most of it. 
47-10: Fair Credit and Consumer Competition Wins a Round   
On one side of the arena is the Reforming CFPB Indirect Auto Financing Guidance Act (H.R. 1737 for 
short.) This is where NADA and its allies stand, working hard to preserve dealer-assisted financing. 
This grassroots battle started at the steps of the Capitol. And members of Congress have listened to the 
earnest call from NADA, industry partners, and franchised dealers everywhere. The U.S. House Financial 
Services Committee responded by passing a bill that would rescind the Consumer Financial Protection 
Bureau's flawed auto finance guidance; a guidance that threatens to eliminate a customer's ability to get a 
discount in the showroom.  
H.R. 1737, introduced this April by Reps. Frank Guinta (R-N.H.) and Ed Perlmutter (D-Colo.), passed in 
committee by an overwhelming 47-10 vote last month. This vote represents countless hours of hard work 
and dedication, dozens of meetings and phone calls between the industry and Congress, and an ingrained 
commitment to do what's best for consumers nationwide.  
On the other side of the arena stands the CFPB. 
Since 2013, the CFPB has led a crusade to alter the auto finance market in a way that would make it less 
competitive and more costly for consumers. For the past two years, the CFPB has pressured auto lenders 
to eliminate a dealer's discretion to discount auto financing for customers. It's 2015 and NADA has shown 
empirically that the CFPB's policy will harm car buyers because it eliminates the competition that brings 
lower rates for customers. Taking away a customer's right to find the best loan possible, or the right to 
negotiate, or the right to find a better deal, is not what Washington should be doing. 
NADA and its members are clear that we also support the nation's fair lending laws and the commitment 
of federal agencies to ensure fairness. But the CFPB's plays are misguided and its policies are wrong. 
The progress of H.R. 1737 demonstrates our elected officials understand this important dynamic and are 
willing to halt the CFPB's harmful actions on a supremely successful market. The bill places some neces-
sary safeguards on the agency, including:
Giving notice and a public comment period before issuing a future auto guidance;

http://harrykss.blogspot.com/2015/08/broken-hearted.html
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http://www.luvernetruck.com


ALEX “AJ”
OLSTAD
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DREW 
BARR

My name is 
Drew Barr and I 
attended Lincoln 
High School in 

Sioux Falls, SD. This fall I will be 
attending the University of South Dakota 
and will be studying business. I’ve lived in 
Sioux Falls all of my life and plan to stay 
in Sioux Falls after I graduate college. My 
aspiration is to one day take over for my 
dad as the owner of Jerry’s Auto Sales.

Congratulations Drew and Alex! These two scholarship recipients 
are obtaining a secondary education while working for a South Dakota 
franchised dealer.  They each received a $1,000 scholarship from  
SDADA to help cover some of the expenses incurred.

My name is 
Alex Olstad (AJ).  
I grew up in Sioux 

Falls, racing dirt bikes and participating in 
the rodeo.  I have always had a desire to fix 
things. I am currently working part time at 
I-State Truck Center.  I will be starting at 
Southeast Technical Institute in the Truck 
Diesel program, while continuing working. 
My ultimate goal is to be employed full 
time with I State following graduation.



SD Secure Dealer reaSSignment Form

SD Secure PoWer oF attorneY & DiScloSure Form

receiPt For DeliVerY oF title Form

Damage / SalVage notice Form

SD SalVage, recoVereD tHeFt anD Damage DiScloSure Statement

45-DaY SolD Plate

CALL SDADA WITH QUESTIONS AT 605-336-2616
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Auto/Mate Dealership systems
Bob Waterloo, Regional Sales Manager
4 Airline Drive
Albany, NY 12205
Phone: 877-340-2677 • Fax: 518-688-2481
bwaterloo@automate.com
www.automate.com
Services: Dealership Management System Software

AUTOPLEX, Inc.
Ken Hillman, Owner
47102 280th Street
Worthing, SD 57077
Phone: 605-382-2211• Fax: 605-372-2212
www.repairablecarlot.com
Dealer Number: D-1532
Services: Non-Franchised Dealer

TIMBER CREEK TRUCK & TRAILER LLC
Jerry Kleinsasser, Owner
16950 400th Avenue
Frankfort, SD 57440
Phone: 605-472-0772 • Fax: 605-472-0174
jerry@nrctv.com
Dealer Number: D-972
Services: Non-Franchised Dealer

welcome NEW SDADA Members

check us out on-line at:

www.sdautodealer.com
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Dealer licensing Office
445 E. Capitol Avenue, Pierre, SD 57501  |  Phone: 605-773-4416  |  Fax: 605-773-2549
licensing/renewal requirements, principal place of business requirements, bonding and insurance requirements, fees, dealer 
plates and permits, title and registration, recordkeeping requirements, violation penalty provisions, etc. 

MOtOr Vehicle infOrMatiOn sectiOn
445 E. Capitol Avenue, Pierre, SD 57501  |  Phone: 605-773-3541  |  Fax: 605-773-2550
general motor vehicle questions, titling and registration.

Dealer agents
Answers dealer business questions, provides training and instruction on compliance and procedures, enforces laws and 
regulations, investigates complaints and violations, conducts inspections, etc. 

Dealer agents in the fielD

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

brittany.kenzy@state.sd.us

Ron Rysavy 
300 S. Sycamore Ave., Ste 102

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

ron.rysavy@state.sd.us

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

pilo.pena@state.sd.us

Lori Colberg
715 S Maple 

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

lori.colberg@state.sd.us

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

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

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

                                                             Dealer PrOgraM                             Dealer PrOgraM
                     assistant / Pierre                         Manager / Pierre 

Currently 
interviewing

for this 
position

WatertOWn-regiOn 3
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NADA 
Director’s 
Message
continued...

Deep summer is when laziness 
finds respectability.

Making critical infor-
mation public, such as 
data and methodologies;
Consulting with the 
Federal Trade Commis-
sion, the Department of 

Justice and the Board of governors of the Federal 
Reserve System; and
Studying the costs and impacts on consumers for 
any future auto guidance.
Most importantly, H.R. 1737 will help ensure that 
any future regulation is based on accurate analysis 
that truly acts on the best interests of consumers. 
As the bill now moves to the U.S. House of Repre-
sentatives for consideration, NADA salutes Reps. 
Guinta and Perlmutter for their efforts on behalf of 
our industry and our customers. We greatly ap-
preciate their bipartisan leadership and steadfast 
commitment to fairness and competition. 
And with the resounding vote of 47-10, NADA 
appreciates our industry allies who have stood with 
us in this arena to protect the right of consumers to 
find the best credit possible.
ICYMI (In Case You Missed It…)
AutoNation CEO Mike Jackson called Honda 
Finance’s settlement with federal regulators for 
alleged discrimination in auto lending a “win-win-
win”.
Some thoughts on how car dealers can keep regu-
lators at bay.
Cyber thieves see car dealers as great targets.
As always, please contact me with any questions or 
concerns.

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

http://www.autonews.com/article/20150722/BLOG13/307229995/how-honda-finance-s-settlement-could-be-a-win-for-all-retailers?utm_source=twitterfeed&amp;utm_medium=twitter
http://www.autonews.com/article/20150722/BLOG13/307229995/how-honda-finance-s-settlement-could-be-a-win-for-all-retailers?utm_source=twitterfeed&amp;utm_medium=twitter
http://wardsauto.com/finance-insurance-resource-center/how-auto-dealers-can-keep-regulators-bay?utm_rid=CPENT000000096859&amp;utm_campaign=2703&amp;utm_medium=email&amp;elq2=725c91ed6b1447a79c0707ad58275e1f
http://wardsauto.com/industry-voices/cyber-thieves-see-car-dealers-great-targets?utm_rid=CPENT000000096859&amp;utm_campaign=2815&amp;utm_medium=email&amp;elq2=dc0b459fe7184bcbb1af06b3d4469c15&amp;NL=WAW-10&amp;Issue=WAW-10_20150803_WAW-10_921&amp;sfvc4enews=42&amp;cl=article_4_1&amp;elqTrack=true&amp;elq=dc0b459fe7184bcbb1af06b3d4469c15&amp;elqCampaignId=2529&amp;elqaid=2815&amp;elqat=1&amp;elqTrackId=f5ecb572ca534ce99c32d9932da05f5b


http://www.rascompanies.com
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With the kids heading back to school, you may be thinking 
about putting some of your older ones on wheels. But what 
are the best cars for a teen driver?
Coming up with the right model can be a challenge, but 
there are some important factors to keep in mind, safety 
first and foremost. So, while your teen might have a BMW 
M3, Ford Mustang or Volkswagen Golf R high on their list, 
you're likely to look for something a bit more practical.
And affordable. You don't want to strain your household 
budget or stretch the thin wallet of a teen heading off to 
college. And affordability involves more than just the up-
front price. You also have to consider fuel and insurance 
costs. Teens typically get socked with hefty premiums, 
though you can bring that down with the right car.
The good news is that it's possible to hand your teen driver 
keys to a car they'll enjoy - and that you can afford and feel 
confident in as far as safety.
Here's a list of the top 10 cars for teens, according to a new 
study by Cars.com. The list, which is not ranked in order 
of preference, factors in total cost of ownership and only 
includes models that have earned a top safety rating from 
the Insurance Institute for Highway Safety.
honda fit. Slightly smaller than the familiar Honda Civic, 
Honda has come up with a car that's both fun and practical 
to own and drive thanks to its versatile "magic seats." You 
can pack in your friends - or a dorm room's worth of stuff 
when heading off to college. It starts at $16,060, and using 
the Kelley Blue Book online calculator has a total cost of 
ownership of $28,018. Fuel economy is 29 miles per gallon 
in the city, 37 mpg on the highway, according to the EPA.
Kia soul. This boxy crossover has earned a huge following 
for both its style and flexibility. This tall urban hatchback 
offers plenty of options, from bigger wheels to an 8-inch 
navigation screen, but you can drive off with a reasonably 
well-equipped base model for just $16,015. The total cost 
of ownership is estimated at around $29,900, and you'll 
get a reasonably good 24 mpg city, 30 highway.
Mazda3. The small Japanese maker has long been known 
for adding a bit more fun to its products, large and small. 
That zoom-zoom factor only enhances the overall appeal, 
especially if you opt for the forward collision warning that 
boosts the hatchback's rating to Top Safety Pick+, accord-
ing to the IIHS. Base price is $18,815, with a total cost of 
ownership estimated at $30,069. Fuel economy is rated at 
30 mpg city and 41 highway with the automatic transmis-
sion.
chevy sonic. Not traditionally known for its small cars, 
Chevy has scored well with the U.S.-made Sonic because of 
its style, well-outfitted interior, spaciousness and function-
ality. It also boasts one of the best infotainment systems 
in a small car. Prices start at $15,070, with a total cost of 
ownership of $30,108. Fuel economy runs 26 mpg city and 

35 highway.
Vexing Vehicular Question for freshmen: to Drive or not 
to Drive?
hyundai elantra. Hyundai has done a bang-up job trans-
forming itself from an econobox brand to one offering sur-
prisingly sophisticated styling and great value. The roomy 
Elantra compact is one example. It's roomy, has a great 
safety rating and is reasonably affordable to operate. Base 
price is $18,075, with a $31,793 cost of ownership. Fuel 
economy is rated at 28 mpg city and 38 highway.
subaru impreza. Yes, Impreza impresses, whether you're 
looking for something practical, fun to drive or safe, it de-
livers on all counts. Teen drivers are likely to appreciate 
its on-road manners, as well as its great infotainment sys-
tem. Parents might want to opt up to the EyeSight crash 
avoidance system. Available as a sedan or wagon, pricing 
starts at $18,990, with the cost of ownership estimated at 
$31,864. Expect 28 mpg city, 37 highway.
toyota Prius. The current Toyota hybrid isn't the most ex-
citing vehicle, but it has a Top Safety Pick rating and in-
credible mileage. A new version of the world's best-selling 
hybrid will be hitting market in the coming months, so some 
shoppers might want to wait for its arrival. Expect better 
styling, more space and as much as a 10 percent bump 
in fuel economy. The 2015 Prius starts at $15,035, with a 
$34,633 estimated cost of ownership. Fuel economy is 51 
mpg city, 48 highway.
Volkswagen golf. VW has launched a whole "family" of Golf 
models for 2015, so there are plenty of options to choose 
from. As a group, they've won a wide range of awards, in-
cluding North American Car of the Year and Motor Trend Car 
of the Year. There are diesel, electric and gas versions and 
the sporty Golf R. You can buy into the Golf family starting 
at $18,815, with an estimated $35,710 cost of ownership. 
Fuel economy is 25 mpg city and 37 highway for the base 
model.
Jeep renegade. While many teens lust for the familiar 
Wrangler, the all-new Renegade is a safer, more practical 
and affordable alternative for teens. It is roomy, capable 
and fun to drive and even has removable roof panels. The 
new SUV starts at $18,990. Because it's so new there's no 
data for figuring cost of ownership. Mileage is 24 mpg city, 
31 highway.
ford focus. Rounding out the list is Ford's compact model. 
It's roomier than the little Fiesta yet gets nearly the same 
fuel economy. It's one of the most stylish models on this list 
and offers both practicality and fun. There also are plenty of 
options, including a superefficient 1.0-liter turbo EcoBoost 
engine that will boost fuel economy to 40 mpg. The base 
price is $19,785, with the total cost of ownership estimated 
at $34,153. The base model comes in at 26 mpg city, 36 
highway.

top 10 cars list for teen Drivers May help you fret a little less -- by PAUL A. EISENSTEIN
Reprinted from American International Automobile Dealers’ First Up
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HOLLYWOOD, FL – A government financial regulator 
that won dealer-related discrimination settlements 
against two major automotive lenders may go after 
more.

So says attorney Gerald Sachs, who once worked 
for that federal regulator, the Consumer Financial 
Protection Bureau, a creation of  2010's Dodd-Frank 
financial reform act.

Calling the CFPB “resolute” and on a “crusade,” 
Sachs, who served in its enforcement unit and now is 
in private practice, says: “They feel their mission is 
to protect consumers, so they are not going to back 
off filings.”

CFPB Director Richard Cordray “has not backed down 
from his people’s filings,” he says.

The agency won settlements against American Honda 
Finance and Ally Financial.      

At issue is the so-called dealer-reserve system in 
which auto lenders allow dealers to increase loan 
rates by varying percentage points as payment for 
acting as middlemen between lenders and car buy-
ers.

The CFPB has criticized that practice, saying it 
causes unintended discriminations of certain minori-
ties.

The bureau says its claims are supported by an 
analysis using surnames and zip codes to determine 
alleged lending disparity. But the methodology of the 
analysis has come under fire.    

In its complaint filings, the bureau has cited lenders, 
not dealers, because it has direct oversight over the 
former but not the latter.

Last year, Ally agreed to pay $80 million in restitu-
tion and $18 million in fines because some of its 
dealer clients allegedly charged higher loan rates 
to African-Americans, Hispanics, Asians and Pacific 
Islanders.

Honda recently agreed to institute new measures to 
reduce dealer discretion and compensation practices 
and pay $24 million in restitution to allegedly af-
fected minority borrowers.

“The Honda case could have been a lot worse,” Sachs 
says at the annual Automotive Resource Network 

conference here.

Some conference attendees say the CFPB is squeez-
ing settlements from targeted lenders, but lacks 
evidence that would stand up in court. “If they ever 
took anyone to court, they’d be clobbered,” Randy 
Hendrick, general counsel for DealerTrack, says of the 
bureau.

Sachs replies: “I agree all they have are statistics, 
not overt discrimination (evidence). Whether they 
would prevail at trial or not (is an open question). 
But I think they’d file suit against a company that 
refuses to work with them. Whether they win is some-
thing else.”

Hendrick points to an American Financial Services 
Assn.-commissioned study that challenges the accu-
racy of the CFPB analysis that led to the government 
discrimination claims.

The Charles Rivers and Associates study involving 
more than 8.2 million auto-financing contracts says 
data fails to support disparity allegations of differ-
ences in the amount of dealer reserve charged to 
minorities and non-minorities.

The association’s research cites significant bias and 
high error rates in the proxy methodology the CFPB 
used in reaching its conclusions last year.   

“(CFPB’s) statistics are severely undermined by the 
(AFSA-commissioned) study,” Hendrick says. He adds 
that in a Fair Housing Act legal dispute, “the U.S. 
Supreme Court said a case cannot be brought based 
on statistics.” 

Sachs offers advice to lenders who may find them-
selves in the bureau’s crossfires: “Find middle 
ground. Push back, yet be accommodating at the 
same time. There is an effective way to do both. 
Honda did it, and didn’t get hit hard.”

In similar investigations, other companies have mis-
takenly taken a contentious hang-tough stand, he 
says. “They’ve said, ‘This is privileged information, 
this claim is ridiculous, there’s no room for compro-
mise.’ That is 100% wrong. To say that to regulators 
makes them more resolute.”

Another tip from him: “Be cordial to examiners.”

sfinlay@wardsauto.com

attorneys Wonder if cfPB Would Win in court -- reprinted from NADA Headlines, written by Steve Finlay | WardsAuto 



Lookup Safety Recall 
Information by VIN

Go To: SAFERCAR.GOV

If you have a press release that you would like to have 
considered for print in the next issue of the “SDADA Report” 

please contact Michelle Wells at the SDADA office.
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Keeping Your Options Open
Like most business owners, you are concerned primarily with running your day-to-day operations and growing 
your business—oftentimes, planning for your retirement may be secondary. According to a 2009 study of small 
business owners, less than half (47 percent) of the business owners surveyed had a way to save for retirement 
that was set up through their business. Twenty-eight percent were not saving at all!
For those looking for a simple, yet effective, source of supplemental retirement income, an excellent option may 
be a permanent life insurance policy. The cash value in the policy accumulates on a tax-deferred basis during 
your working years, and can be withdrawn tax-free during your retirement years (in the form of policy loans 
and withdrawals). Unlike qualified retirement plans, such as a 401(k) or IRA, the contributions are not pre-tax. 
However, the policy does offer you significant flexibility.
• In addition to the ability to avoid income tax on policy loans or withdrawals, there are no limits on when 

money can be taken. Money may be loaned from the policy, or you may take withdrawals from the cash 
value as soon as such values exist. 
Unlike most retirement plans, which impose early withdrawal penalties until age 59½, values in permanent 
life insurance are accessible to you without waiting. Further, with a life insurance policy, withdrawals or 
loans are not required after age 70½ if they are not needed. 

• The income tax-free death benefit can provide a ready source of funds for surviving family members to meet 
their income needs in the event of the business owner’s death.

• Although premiums are paid with after-tax dollars, these dollars may be deductible to the company as com-
pensation for C corporation owner-employees (and non-owner key employees).

Keep in mind each individual’s financial needs are unique. Borrowing from a life insurance policy or surrender-
ing coverage to access a policy’s cash value may not make sense for everyone. On the other hand, a permanent 
life insurance policy can protect your family and offer you options.

Source: LIMRA Small Business Owners: 2009

This publication is intended to provide general recommendations regarding risk prevention. It is not intended to include all steps or 
processes necessary to adequately protect you, your business, or your customers. You should always consult your personal attorney 
and insurance advisor for advice unique to you and your business. © 2010 Federated Mutual Insurance Company. All rights reserved.

Federated Mutual Insurance Company • Federated Service Insurance Company* • Federated Life Insurance Company

Home Office: 121 East Park Square • Owatonna, Minnesota  55060 

Phone: (507) 455-5200 • www.federatedinsurance.com

*Federated Service Insurance Company is not licensed in the states of NH, NJ, RI, and VT.



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?



As provided by the South Dakota Division of  Motor Vehicles
New VehiCle RegiSTRaTioNS - JUly 2015                        Page 1 of 2

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

Continued on page 23
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Thermal Kiss Decals
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As provided by the South Dakota Division of  Motor Vehicles
New VehiCle RegiSTRaTioNS - JUly 2015                       Page 2 of 2

NOTE:  New vehicle registrations are provided by South Dakota Division of  Motor Vehicles.  All new vehicles registered 
under the Prorate (IRP) program are indicated as a Hughes County resident.  Figures reflect where the vehicle is titled, 
and not the county where the vehicle was purchased.  SDADA has no responsibility for authenticity of  registration figures.
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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
ReCReaTioNal VehiCle RegiSTRaTioNS - JUly 2015



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 26
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yeaR To DaTe New VehiCle RegiSTRaTioNS (1/15 - 7/15)      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.
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yeaR To DaTe New VehiCle RegiSTRaTioNS (1/15 - 7/15)      2 of 2



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

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

CALL TODAY!

Yogi Berra

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

www.cso.com

    

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

•  Profi t for the Dealership
•  Finance & Insurance Seminars

•  Higher Limits  
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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 (1/15 - 7/15)



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

Bruce Eide, Chairman   Vern Eide Motorcars, Sioux Falls bruceide2001@yahoo.com        605-373-8111        2015

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

Jenny Wegner, Group Insurance Director Wegner Auto Company, Pierre jenny@wegnerauto.com        605-224-9900        2016

Shawn Chase, Public Relations Director  Shawn Chase Ford, Redfield  schase.scf@midconetwork.com    605-472-1633        2017

                           TERM
NAME / POSITION          DEALERSHIP                                    EMAIL ADDRESS                                      PHONE                             ENDS

One

Two

Three

Four

Five

Six

Seven

Eight

Nine

Ten

Eleven

Twelve

Thirteen (At Large 2 yr.)

Fourteen (At Large 3 yr.)

Fifteen (PS Dlr.)

Sixteen (PS Dlr.)

Seventeen (RV Dlr)

Eighteen (HD Trk Dlr)

Country Ford

Harry K Chevrolet

Vern Eide Motorcars

Iverson Chrysler Center

Einspahr Auto Plaza, Inc.

Pierson Ford

Sharp Automotive

Stobbs Sales, Inc.

Frontier Motors, Inc.

Beck Motor Co.

Scott Peterson Motors

Rushmore Honda

Wegner Auto Company

Shawn Chase Ford

Biegler’s C&S Motorsports

Black Hills Harley Davidson

Dakota RV’s

I-State Truck Center

Larry Palsma

Doug Knust

Bruce Eide

John Iverson

Ron Einspahr

Tom Barber

Doug Sharp

Keith Stobbs

Darrel Kaiser

Trace Beck

Scott Peterson

Steve Michelson

Jenny Wegner

Shawn Chase

Steve Biegler

Jim Burgess

Dan Healy

Dutch Van Santen

tfm@byelectric.com

dougk@harryk.com

bruceide2001@yahoo.com

john@iversonchrysler.com

eaprone@brookings.net

tbarber@piersonford.com

steamboating2010@yahoo.com

bk.stobbssales@midconetwork.com

darrel.kaiser@frontiermotors.com

trace.beck@beckmtr.com

scott@scottpetersonmotors.com

steve@rushmorehonda.com

jenny@wegnerauto.com

schase.scf@midconetwork.com

steve_biegler@yahoo.com

bjburgess@aol.com

dhealy@dieselmachinery.com

dutch.vansanten@istatetruck.com

605-589-3362

605-234-6064

605-373-8111

605-996-5683

605-692-6106

605-225-3720

605-886-8081

605-853-3612

605-842-1880

605-224-5912

605-892-2643

605-348-4468

605-224-9900

605-472-1633

605-225-4533

605-342-9362

605-348-1212

605-336-2995

                        TERM
DISTRICT #                              NAME                               DEALERSHIP                                      EMAIL ADDRESS                                                 PHONE                             EXPIRES

2016

2017

2017

2015

2015

2015

2016

2016

2016

2017

2015

2017

2016

2015

2017

2018

2017

2018


