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Director’'s Message

Advertising Violations continue to invite audit
and investigations for Oklahoma Car Dealers in state
and country wide. and fines are being assessed. The UMVD&MH Commission has
warned Oklahoma dealers and the rules are clear. A copy of the advertising rules
can be found on the Used Motor Vehicle, Dismantler, & Manufactured Housing
Commission website https://oklahoma.gov/oumvdmhc.html under Rules and
Regulations.

Advertising continues to be an issue as more and more dealers move online test-
ing the waters with little to no experience in education of the rules or allowing
salespeople or employees to advertise for them. Let’s be honest, you or I can
scroll through Facebook or Marketplace at any given time and find violations, |
will remind you once again...lets be careful with our words.

Review the Advertising Violations in this copy of Dealers’ Resource to or visit oki-
ada.com to keep updated with what is expected of you and your staff when it
comes to advertising your vehicles on social media or online.

The Mason Treat Act has been if effect since September 1st for Oklahomans. This
new law made changes to temporary license plates, created a new pre-
registration process and registration for Authorized Temporary License Plate
Vendors. Please be sure your dealership is purchasing tags from the 4 of the reg-
istered vendors for Oklahoma. These approved vendors are listed on your Used
and New Commission websites. Using a vendor that is not approved by the Com-
missions is a violations in the Rules and could invite audit and fines to your deal-
ership.

It has been an honor to be able to meet a great number of you through the imple-
mentation of the education of this new law in recent months whether virtually or
in person. Please continue to reach out as we all navigate this together with con-
tinued questions or concerns.

As always :Your voice and support as dealers and industry leaders is principal to
your success. I urge you to commit to getting involved and reaching out to your
representatives and legislative leaders in matters that directly effect you as Okla-
homa dealers and joining your auto dealer associations.

You can find and contact your legislator at

http://www.oklegislature.gov/FindMyLegislature.aspx?



http://www.oklegislature.gov/FindMyLegislature.aspx?

FIC settles misrepresentation claims against
online dealer for $1M in consumer redress

My hooptie rollin’, tailpipe draggin’ heat
don’t work an” my girl geeps naggin’ Sir Mix-a Lot
loved his car, problems and all, but the customers
of one particular online used car dealer were far
from singing that dealer’s praises. While the future
of the CARS Rule is uncertain, the Federal Trade
Commission’s enforcement focus on the auto in-

-

On July 10, a district court entered the FTC and a used cars dealer’s stipulated order for perma-

dustry is unwavering.

nent injunction, monetary judgment, and other relief. According to the complaint’s allegations, the
dealer’s website promised customers a 184-point mechanical, electrical, and cosmetic inspection of all
vehicles listed for sale; quick delivery with “your vehicle arriv(ing) within 14 days”’ and an easy online
sales process. The FTC alleged that, rather than fulfill these promises, the dealer violated the FTC Act,
the FTC’s Trade Regulation Rule Concerning the Sale of the Sale of Mail, Internet, or Telephone Order
Merchandise (“MITOR”), the FTC’s Used Motor Vehicle Trade Regulation Rule (“Used Car Rule”), and the
FTC’s Rule Governing Pre-Sale Availability of the Written Warranty Terms (“Pre-Sale Availability Rule”)
through various misrepresentation in the dealer’s advertising, delivery promises, and warranty disclo-

sures.

Section 5(a) of the FTC Act prohibits “unfair or deceptive acts or practices in or affecting com-
merce.” According to the complain, numerous consumers reported mechanical and cosmetic issues
with the cars they received, including significant brake problems that impacted the ability to drive the
vehicle safely. The MITOR prohibits a dealer from soliciting the purchase of a vehicle unless, at the time
of the solicitation, the dealer has a reasonable expectation of shipping the order within the time it clear-
ly and conspicuously states. According to the FTC, the dealer promised to ship vehicles within 14 days of
the order. However, numerous consumers reported delays in receiving vehicles, some well outside of
the 14 days, and difficulty in reaching the dealer or obtaining information about the status of their or-
ders. The dealer’s failure to ship the orders within that time frame triggered the MITOR’s requirement
that the dealer offer the consumer the opportunity to consent to the delay in shipping or to cancel the
order and receive a prompt refund. The FTC alleged that the dealer did no do so and did not maintain

requisite compliance records.

The used Car Rule, issued pursuant to the FTC’s authority under the Magnuson-Moss Warranty
Act, requires dealers to prominently and conspicuously display a “Buyers Guide,” which is a uniform
method for disclosing warranty information to protect consumers from potential post-purchase prob-
lems. The FTC alleged that the dealer required consumers to crate an account an pay a deposit to hold a
selected vehicle. The dealer only presented a Buyers Guide after the consumer had selected the vehicle
to purchase, provided personal information, and paid a deposit.



The Pre-Sale Availability Rule, also issued a pursuant to the FTC’s authority under the MMWA, re-
quires dealers who sell a vehicle with a written warranty to make the text of the warranty readily available
for examination by prospective buyers. The FTX alleged that the dealer sold a limited warranty with vehicles
but only presented a copy of the warranty as part of the package to finalize the transaction, which was after
the consumer had selected the vehicle to purchase, provided personal information, and paid a deposit.

Under the settlement, the dealer agreed to pay $1 million to be used for consumer relief. Earlier this
year, months before this enforcement action was announced, the dealer declared that it was winding down
its online used vehicle operations. Nevertheless, the settlement included the permanent injunction of the
following practices, among others, some of which are not limited to the sale of used vehicles:

e Misrepresenting the degree to which the good or service has completed a thorough inspection process
before being offered for sale

e Misrepresenting the mechanical condition of a used vehicle

e Misrepresenting the time within which the good or service will ship or the consumer will receive the
good or service

e Misrepresenting any other fact material to a consumer concerning any good or service

e Failing to provide buyers with the option to either consent to delay in shipping or to cancel the order and
receive a prompt refund if the dealer us unable to ship the order within the promised time period or the
time period permitted under the MITOR

e Failing to display a properly completed Buyers Guide through a hyperlink that is prominently and con-
spicuously displayed with each used vehicle offered for sale before offering the used vehicle for sale

online
e Misrepresenting the terms of any warranty offered in connection with the sale of a used vehicle

e Failing to make the text of a written warranty readily available for examination by the prospective buyer
by displaying it in close proximity to the warranted product or furnishing it upon request prior to the sale

e Failing to provide the Buyers Guide in Spanish for sales conducted in Spanish

The dealer also agreed to submit to compliance reporting for 10 years, create certain records for 10 years,
and retain those records for five years.



This settlement is a reminder of may many existing dealer obligations in connection with the sale of
used vehicles and foreshadows the FTC's application of its rules to developments in the automotive in-
dustry and means of consumer interaction.

For instance:

e Dealers selling vehicles online must still comply with presale Buyers Guide and warranty notice obli-
gations. The fact that a buyer doesn’t actually see the vehicle until later does not alter or extend the
proximity, conspicuousness, or temporal disclosure requirements.

e Where a sale is conducted in Spanish, the dealer must provide the Buyers Guide in Spanish.

e When delivery time frames are delayed, dealers must promptly communicate with consumers and

either obtain their consent to a later delivery or cancel the order and promptly refund any monies
paid.

Julia Whitelock is a partner in the Washington, D.C., office of Hudson Cook.
She can be reached at (202) 715-2018 or by email at jwhitelock@hudco.com

Julia Whitelock has given permission to OIADA to re-publish this article.

This settlement is a reminder of may many existing dealer obligations in connection
with the sale of used vehicles and foreshadows the FTC's application of its rules to
developments in the automotive industry and means of consumer interaction.
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High-Level Expertise

eDiminished Value

e Appraisal Clause Evaluations

eExpert Witness Qualified

eEstate Sales

eConsignment

eBuyer’s Location Service

Product cycles, parts sourcing, manu-
facturing techniques, and the level of
complexity are all radically different
for specialty and high-line vehicles that
for the standard American brand vehi-
cle. Thus, that lightly dented stamped-
steel door panel on you Ford might
cost $50 to repair. That same dent in
the hand-formed aluminum door panel
of a Lamborghini can cost more than
$1000. Knowing the difference be-

Broadway in Oklahoma City, founded
by Mr. Charles L. Bauer. Many of Okla-
homa City’s first Ferraris, Cobras, Rolls
Royce, and Jaguars were sold at Tro-
phy Motors.

Bud Bauer at Bauer Car Connection
assists clients with all aspects of the
car buying experience. Over 40 yeas of
experience and knowledge serving as
and Oklahoma Automotive Expert.
Skilled in car sales , buying consulta-

more responsibility as sales manager
at Jackie Cooper for BMW and Rolls
Royce vehicles. In 1983, Mr. Bauer
won the BMW Product Knowledge
Award. Very few in the auto industry
locally can point to such and extensive
history with high-end, specialty and
European autos that date to the late
1970’s and early 1980’s.

tween these two can prevent
a costly mistake when pur-
chasing a high performance
vehicle.

When buying or evaluating a
high performance specialty
vehicle, ask questions of the
expertise and knowledge of
Bud Bauer. Gregory J. “Bud”
Bauer of Bauer Car Connec-

...independent expert
to settle disputes
on car values,
diminished values, &

documentation issues.

tion. “ At Bauer Cars, our only
business is the evaluation or sales of
pre-owned foreign and specialty vehi-
cles. It is something we have been do-
ing for over 50 years. In fact, we are
one of the few in Oklahoma that are
recognized by courts and insurance
companies as an “expert” for evalua-
tion purposes.”

In the 1950’s the first pre-owned , spe-
cialty, European and exotic car dealer-
ship was Trophy Motors at 1115 N

tion, automotive mediation, apprais-
als, and diminished value reporting.

In 1979 he go his first full time job
selling cars at Bolen Imports, and
sold a car his first day on the job, a
British-made 1979 MGB sports car.
With growing expertise and
knowledge came more responsibil-
ity. He was promoted to new car
sales manager for Fiats, Alfa-Romeo,
and Ferrari. A little later cam even




www.vehiclevalueexpert.com
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In 1987, Mr. Bauer started Bauer
Car Connection at 710 W Wilshire.
This business was and is devoted
almost exclusively to high end, spe-
cialty and high performance cate-
gory. This was the first totally in-
door showroom for such cars.
Though far more expensive to
maintain than an outdoor display
spaces are the only way to maintain
a high value auto in pristine condi-
tion. The first sale at his new com-
pany was a French-made, sea foam
green Peugeot 504 diesel. It was a
car that he knew well. The business
purchased the car from the original
owner, the same gentleman to
whom Mr. Bauer had sold it to
brand new at Bolen Imports. Like
extensive expertise for evaluation,
knowing the previous owner and
history of cars is a common charac-

teristic for the inventory at Bauer

CAR APPRAISAL & CONSULTLING FOR 33 YEARS - LICENSED IN OKLAHOMA 46 YEARS

=chg=re

= .‘
l deal with auction or other no histo-

Car Connection. The firm Does Not

- lry vehicles.

In 1994, the firm moved to it’s cur-
rent location at 2921 W Hefner Rd,
Oklahoma City, OK. Previously the
home of Albro’s Bicycle Shop built
in 1972, this 11,000 sq foot building
is capable of holding 26 cars inside
its showroom. The facility also has
a small shop and maintenance ar-
ea. Like the previous location, all
inventory, be it company-owned or
a customer’s car on consignment, is
kept inside, temperature con-
trolled, and alarm protected.

Bauer Car Connection’s and
Bud Bauer’s reputation and
knowledge is sufficiently well
respected that the company
is sought after as an inde-
pendent expert to settle dis-
putes on car values, dimin-
ished values, and documenta-
tion issues. Today, the firmis

used often to settle cases by
courts, insurance companies,
law firms and individuals to
determent the value of a ve-
hicle or the quality of repairs
that may have been per-
formed. The primary busi-
ness remains the evaluation
and sale of high-end pre-
owned foreign and specialty
vehicles for the company or
it’s consignment customers.

Licensed in Oklahoma since
1979, Bud has been selling
cars for 46 years. Started
Bauer Cars in 1987 and been
in the car appraisal and con-
sulting business for 33 years.

Consult with Mr. Bauer re-
garding car purchases and
automotive investments.

CAR CONNEJCTION INCORPORATED

B MW
EXOTICS

MERCEDES
and

'I'HESHABPEIIGAHS

S P EGCILAL

PORSCHE
INTEREST

JAGUAR
CARS

2208 W. HEFNER RD., SUITE D OKLAHOMA CITY, OK 73120

PHONE: 405.751.5200

www.bauersharpercars.com EMAIL: sales@bauersharpercars.com



http://www.bauersharpercars.com/

BETTER, FASTER |
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WHOLESALE

As the nation’s leading provider of end-to-end
wholesale vehicle solutions, Manheim is here to
help you be more successful with the in-lane * Manheim Tulsa
and online tools you need.

Manheim
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YOUR ONE STOP SHOP FOR
AUTO DEALER FORMS, TEMP TAGS, AND SUPPLIES

ADR IS A APPROVED VENDOR THROUGH UMVD&MHC FOR THE

10 DAY OKLAHOMA TEMPORARY TAG COMPLETE WITH A USER
FRIENDLY TEMP TAG PRE-REGISTRATION PORTAL

The forms and temporary tags Most orders are shipped UPS
offered by ADR have been ap- Ground Next Day Delivery
proved for use by Oklahoma li-
censed new and used dealers and
are designed to promote dealer
compliance with state and

To expedite orders:

Place your order at
www.autodealersresource.com

federal regulations.

Auto Dealers Resource 813 NW 34th Street Moore, OK 73160
www.autodealersresource.com adrofoklahoma@gmail.com

405-232-2947 1-800-346-4232




AB POINT AUTOMOTIVE GROUP- TULSA
CAMPINC, LLC-MCALESTER
CARSMART—OKC

CHELSEA AUTO SALES,LLC-CLAREMORE
EVERTHING AUTO REP&SALES-GUTHRIE
G&P AUTOMALL OF MUSKOGEE II-MUSKOGEE
JOL AUTOS-LEXINGTON

MC MOTOR SUPPLY-DUNCAN

OCHOA AUTO SALES- TULSA

OKIE NATION AUTOPLEX-TULSA

RIGHT PRICE AUTO AUCTION- SAPLULPA
SANCHEZ AUTOS, LLC—GUTHRIE
THOMAS AUTO SALES- VINITA

VYSS MOTORS, LLC- OKC

YUKON 66 SPORTS & IMPORTS—YUKON
MATTHEWS AUTO SALES &SAL- MACOMB
MEDLEY AMTERIAL HANDLING CO- OKC
OKLAHOMA MOTORCARS, - NORMAN
PRAIRIE MOTORS, LLC- NOWATA

RICHLY ROOTED AUTO SALES-OKC
ROYALTY CONCIERGE MOTORS, LLP-TULSA
SETH WADLEY CJDR OF ADA- ADA

SETH WADLEY FORD OF ADA- ADA
SHOOTERS AUTO SALES-TULA

TB EXPRESS AUTO, LLC-OKC

TNR AUTOMOTIVE- OKC

VARSITY BUS SALES, LLC- CLAREMORE

Newly License

Dealers

2ND GENERATION MOTOR CO#3-TULSA
ARA TRUCKING AND SALES- OKC

BILL KNIGHT FORD OF BARTLESVILLE
CREAGER AUTOS- DEWEY

CREDIT CONNECTION AUTO SALES- MWC
F&B AUTO SALES- OKC

GD’S AUTO CUSTOMS- EL RENO
GOODNO AUTO SALES- EUFAULA
HIGHLINE AUTO GROUP-OKC

J.B. ROBISON AUCTIONEERS- VINITA
JEREMY HODGE CHEVROLET GMC- ARDMORE
KESSLER AUTO- SAPULPA

NORTH 40 TRUCKS-CHECOTAH

PRIME MOTORS- OKC

RED BUFFALO AS & TRADING CO- WEATHERFORD

SOUTH 9 AUTO SALES- DURANT
SPEED INC. MOTORSPORTS- OKC



The OIADA (Oklahoma Independent
Automobile Dealers Associations)
is a statewide association that rep-
CEENSRGERLIVENNEIERYQRUCE The road for an Independent Auto

states Independent Auto Dealers. Dealer can be uncertain. but it
The association works to protect doesn’t have to be.

dealers from unfair regulations and The OIADA can help make your path
legislation on a state level. We are : : :
certain with programs to assist you
in education with compliance, repre-
sentation, federally required safe-
guards, current industry updates
legislatively , and much more.

an inclusive community advancing
automobile dealers through

advocacy, education , promotion
and unification. Our members

share best practices that protect
and advance the industry. The incentives for membership out-

weigh membership cost by over

OKiada $ZOOO . in your pocket

OUR MISSION:
YOUR SUCCESS

Visit us at



http://www.okiada.com
http://www.okiada.com

Do You Want All Of

These Discounts?

Over $2000 to use in 2024 !

Okiada.com/member

vF;boTplan )xpress )

1 Free Floor Fee Up To
$75

$100 Off A Buy Fee

One Buy Fee up to $50
One Sell Fee up to $50

=533

AAUTO AUCTION

One Buy Fee upto $75
One Sell Feeup to $75

)( First Car Purchase
e iCCII' on Platform with no
p Commission Fee

/EPICVIN®

A One Month
Subscription Free

One Buy Fee up to $100
One Sell Fee up to $100

W
Manheim

$200 Off One Buy Fee @
Tulsa, Dallas, or DFW

One Buy Fee up to $150
One Sell Fee up to $150

ROUTE 66

AUTO AUCTION OF

ELRENO

One Buy Fee up to $150
One Sell Fee upto $150

Pooommierid

$200 Off Buy Fee or
$125 Off Sale Fee

/,K_\?
MID KANSAS

Auto Auction

$100 Off First 5 Cars Buy
Fee Online orIn Person

1st Hotel Stay when
visiting on us

$150 Off A Buy Fee



okiada.com/member
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DAAOKE
CONSIGNMENT SALE
w55 EVERY THURSDAY, 9:302m

Oklahoma City, OK 73
405-947-2886

DAAOKC.COM Feal”ri”g

In{)ps 8:35am & CSD%:-:IE:]NIEI:}'CT " UNITED AUTO CREDNT®
'~ Exeter

GSA FLEET SALE ) . ¢ H
Once a month uSsAa

Open to the Public TR COOPER
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Mmany more

Fleet Consignors ® .
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Garage Liability = Dealers” Physical Damage « Property Dealer Bonds » Sal-

vage Operations « WreckegServices Program, - Automotive Repair

Shops + Transport'Carniersifranchise « Non Franchise * Heavy Truck » Deal-
ers E&O Coverage s Workers Comp « Standard~A "~ Rated Carners

% OFr7/ss
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I N S U R A NN C E
Contact our specialist KATHY TAYLOR

580-765-5566 ext. 216  kathytaylor@loftiswetzel.com fax580-308-7340
410 E Grand Ave, Ponca City, OK 74601 e LoftisWetzel.com

WRECKER SERVICES PROGRAM EXCLUSIVE TO OUR AGENCY

WILL SAVE YOU MONEY!




Advertising Violations continue to invite audit and investigations for Oklahoma Car Deal-
ers and fines are being assessed. The commission has warned Oklahoma dealers and the
rules are clear. A copy of the advertising rules can be found on the Used Motor Vehicle,
Dismantler, & Manufactured Housing Commission website https://oklahoma.gov/
oumvdmhc.html under Rules and Regulations. Advertising continues to be an issue as
more and more dealers move online testing the waters with little to no experience in edu-
cation of the rules or allowing salespeople or employees to advertise for them. Let’s be
honest, you or I can scroll through Facebook or Marketplace at any given time and find vi-
olations, [ will remind you once again...lets be careful with our words.

"Advertisement"” means an oral, "Bait advertisement" means an alluring
written, graphic or pictorial state- but insincere offer to sell a product of which
ment made in the course of solic- the primary purpose is to obtain leads to
iting business, including, without persons interested in buying merchandise of
lglicpleyAE B ClE RN ECIEE I R the type advertised and to switch consumers
tation contained in a from buying the ad-
newspaper, maga- - y vertised product in
zine, publication, 4N Oy orderto sell some
notice, sign, poster, ' other product at a
display, circular, ' higher price or on a
pamphlet, letter, or basis more advanta-

on the Internet, ra- geous to the adver-
dio, television, or B tiser.

any other type of
media.

"Clear and Conspicuous" means that the statement, representation, or disclo-

sure is of such size, color, contrast, and audibility and is presented so as to be readily

noticed and understood. All language and terms, including abbreviations, shall be

used in accordance with their common or ordinary usage and meaning.



"Dealership addendum"™ means a form which is to be [ BI=11 10114 =1 {¢] i =Lk

displayed on a window of a new motor or used vehicle when Ve =0 =] o[ Tel =0 d 0 1A= | 1= o)
the dealer installs special features, equipment, parts or ac- the current or previous

cessories, or charges for services required to prepare a vehi- .
& G prep model year which have not

cle for delivery to a buyer. The addendum is to disclose: ; ;
been sold, titled or regis-

(A) That it is supplemental and it should not be deceptively tered to any type of pur-
similar in appearance to the manufacturer's label, which is chaser and are used by
required to be affixed by every manufacturer to the wind-

dealership personnel for

shield or side window of each new and used motor vehicle .
_ o demonstration purposes.
under the Automobile Information Disclosure Act; ; ;
Service vehicles, courtesy

(B) Any added feature, service, equipment, part, or accessory e[ e EHWA L 1| 55 e E =l
charged and added by the dealership and the retail price factory program cars, driver

thereof; education and factory exec-

(C) Any additional charge to the selling price such as utive cars shall not be de-

additional dealership markup; and, scribed as "demonstrator”
vehicles. Demonstrators
(D) The total dealer selling price may be advertised for sale,
as such, only by a
franchised dealer of
the same line-make of

vehicle.

"Factory executive/official vehicle" means a new motor vehicle with an original
Manufacturer's Statement of Origin, or used motor vehicle with a Certificate of Title
that has been used exclusively by an executive or official of the dealer's franchising
manufacturer, distributor, or their subsidiaries. The advertiser shall state clearly
whether the vehicle is a new or used vehicle.



"Rebate" or "Cash back" means a
sum of money refunded to a purchas-
er or for the benefit of the purchaser.
The purchaser may choose to reduce
the amount of the purchase price by
the sum of money or the purchaser
may opt for the money to be returned
to the purchaser for his or her benefit.

(ot ey vy

"Program car" means a car that is pur-

chased at a manufacturer's closed auc-
tion or sold by or directly from the manu-
facturer or distributor which is a current
or previous year model, that has been
previously tagged and/or titled, and re-
turned to the manufacturer for disposal.

B0 Ot e g 4 Wt e
ot Tenry 't

X 3 3¢ 1

Nl T e T
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Licensee" means any person required to obtain a license from the Oklaho-

ma Used Motor Vehicle, Dismantler, and MH commission.




"Disclosure" means required information that is "Dealer-added

clear, conspicuous, and accurate. In print and inter- §{HBRUEENSEIE )

net advertisements, disclosures shall be located ei- (Bl RN RN LE @R g=
ther adjacent to the price or in an area clearly customer in connection with
marked with reference symbols. In audio adver- the sale or lease of a new or
tisements, disclosures shall be clear and under- used motor vehicle includ-
standable in pace and volume and shall be located =M SRl 1Aaa]it=(o KL T eI gon
at the end of the advertisement. In a television or [ I-R{==Me [T E18 '
video advertisement, the disclosure must appear fee, service and handling fee,
continuously on the screen for a minimum of ten administrative fee, closing
seconds. fee, or ADP (additional deal-

er profit) fee. "Dealer-added

fee" does not mean legally

required charges such as a
lien entry filing fee. It is pro-
hibited to state or imply that
a dealer-added fee is re-
quired by law or by any gov-
ernment agency.

For TITLE 765. OKLAHOMA UMVD&MHC
COMMISSION RULES AND REGULATIONS

please click the link below.

Title-765-UMVPC-Rules-and-Regulations.pdf (oklahoma.gov)

Y\ \J
M. oKLAHOMA
? < Used Motor Vehicle, Dismantler,
ﬂ..“ and Manufactured Housing
Commission


https://oklahoma.gov/content/dam/ok/en/oumvdmhc/documents/about/Title-765-UMVPC-Rules-and-Regulations.pdf

Federal law requires new-car dealers to
provide the Guide to Customer upon request.

The guide provides detailed fuel economy estimates for model year 2024 light-duty vehicles,
along with estimated fuel costs and other information for prospective purchasers. By Law

dealers must display the GUIDE and provide copies to customers upon request.

Click Guide to download your Fuel Economy Guide for 2024
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fueleconomy.gov

USING THE FUEL ECONOMY GUIDE


https://www.fueleconomy.gov/feg/pdfs/guides/FEG2024.pdf

FAMILY

INTEGRITY

BOLD EVOLUTION

'3 EXCEEDING EXPECTATIONS

XCHANGE

RESILIENCE

dealerinfo@daxautoauction.com

S SERVICE EXCELLENCE

DAX OF AMARILLO
www. daxatamariio com
Sale Every Tuasday at 11AM

3208 SE 10th Ave, Amariio, TX 79104 | 806 374 8982
Regonal GM - KELSY ALLEN | 214 934 7244
kalyDdaxauction com

go
=
Ea)
-

Dealers Auction Xchange
is an independent,
family-owned

auto auction company.

Dedicated to providing
a transparent and

efficient platform for
buying and selling

DAX OF ROCKWALL
www daxatrockwal com
DAX Sales Tuesday 6PM & Thursday at 2FM
1810 E 1-30, Rockwall, TX 75087 | 972 771.991%
Ganeral Manager - TIM CLEMENT | 469 933 7955
limgdaxauction. com

DAX OF TAMPA BAY

waw daxauction com

Sale Every Wednasday at 3:30AM i
DAX v ..n, Wadnaesday at 8:304) X VEhICleS,
5 2738 Gall Bvd, Zephyrhills, FLL 33541 | 727 233.9799

Genarad Manager - JEFF EPPERSON | 727 647 3000

o@D daxauchon com

backed by exceptional
customer service and
industry expertise.

DAX OF WICHITA FALLS
waw daxofwichitatals, com
DAX Sale Every Other Wednesday ot SPM
2206 Shappard Access Rd, Wichita Falls, TX 76306 | 840.720.0435
General Manager - LISA SHELTON | 840 867.3797
lisa@daxauction.com

DAX DIGITAL
24 HOURS A DAY | 7 DAYS A WEEK



https://daxofamarillo.com/

SEALERS AUCTION! )
 YCHANGE OF AMARILL www.daxofams

s QPP = \

Evéry Tuesday a;;; T

-

DEALERS AUTO XCHAN

3208 SE 10th Ave
Amarillo, TX 79104
806.374.8982
dealerinfo@daxauction.cor r

LIVE IN LANE AND SIMULCAST SALE EVERY TUESDAY AT 11 AM.
INVENTORY UPDATED WEEKLY!




. oKLAHOMA
) e Used Motor Vehicle, Dismantler,

PN~ and Manufactured Housing
Commission

A SALESPERSON LICENSE IS NOT TRANSFERABLE!

e A person must apply for a salesperson license with the dealership where they plan to work.

A Salesperson license is not transferable from one job to the next.

A properly completed application, application fee, copy of drivers license with an OSBI Background
check is needed.

A Person with a felony is not able to work at all until they have been approved by the commissioners.

*“

Just been hired by a vehicle dealer to sell cars?
Congratulations!

But before you begin , you must obtain a salesperson license from the
OMVD&MHC

To do so, complete the Application for Used Motor Vehicle Salesperson’s Cer-
tificate of Registration and send it along with the $50 payment to the address
on the form.

Include a copy of your criminal history background report or Oklahoma State
Bureau of Investigation report, Copy of current OK driver’s license.

The license only allows you to sell vehicles for the employer listed on your ap-
plication. If you change dealerships, your new employer will need to reapply .


https://www.ok.gov/osbi/
https://www.ok.gov/osbi/

By Andrea Amico—founder & CEO of Privacy4Cars

In the aftermath of the FTC’s recently ex-
panded Safeguards Rule to more clearly encompass
protection of consumers’ electronic Personal Infor-
mation, dealerships and legal counsel are probably
very busy staying on top of a host of new require-
ments. From having a qualified individual in charge of
managing the
security pro-
gram at the
dealership and
to translating “
having adminis-
trative, tech-
nical, and phys-
ical safeguards
in place” into
pragmatic solu-

gram. Not to mention the work needed to train and
retrain staff on privacy and security measures to
make sure those policies “live and breathe” every
day at your dealerships and are appropriately logged
to provide evidence of compliance.

In this flurry of activity, it is likely that the
largest un-
encrypted
and easy to
access re-
pository of
your cus-
tomers’ data
is probably
being over-
looked: The
Personal In-

tions and pro-
cesses that pro-
duce both ro-
bust results and
detailed compli-
ance records.

Your
legal team is
probably work-
ing on “clean
desk” policies
and securing
physical files,
especially among the sales, service and F&I staff, but
also expanding similar protections and restrictions
to data in dealerships’ CRM, DMS, and even the
loaner management systems. Last year the Califor-
nia AG indicated that the subject of one of their first
CCPA investigations was and automotive business
that collected Personal Information from partici-
pants in their loaner and extended test drive pro-

formation
being left be-
hind in vehi-
cles that
change
hands. If you
ever sat in a
trade-in,
lease return,
or loaner
you know
what we are
talking
about: the home addresses, previous routes, text
messages, identifiers, and a lot more may be at any-
body’s fingertips. Your largest database of customer
PI is on the lot... and is for sale!



This treasure trove of consumer data is a large,
looming risk for your internal or external dealer
clients for four reasons:

= Personal Information is left behind in vehicles
frequently and is easy to discover;

This issue is increasingly in the sight of regula-
tors and plaintiff attorneys;

= With rapidly advancing technology, the prob-
lem of data left in cars is evolving from a priva-
cy and data security issue to a safety issue, fur-
ther raising the bar on financial and reputation
exposure for dealerships; and

Consumers are increasingly aware and there is
a massive divide in outcomes in customer satis-
faction, willingness, to buy, and desire to pur-
chase additional services depending whether a
dealership actively demonstrates care for con-
sumers’ privacy or not.

In this article we will discuss the first two points.

Personal Information is left behind
in vehicles frequently and is easy
to discover

At Privacy4Cars we perform on a regular basis au-
dits at wholesale, retail, and rental lots to check
how often PI is left behind in vehicles after they
exchange hands. We found out that in 2021 more
that 4 out of 5 vehicles in the US were resold while
still containing the Personal Information of the pre-
vious owners and family members (which may in-
clude minors). This constitutes a wide spread
breach affecting tens of millions of dealerships cus-
tomers every year.

In our experience, it can often be easy to re-
identify the previous owners and passengers and
build detailed personal profiles simply by taking a
few photos or video during a test drive, like the fol-
lowing example. Extracting further information
that is not “obviously visible” or exploiting con-
sumers with scams and social engineering based
on knowledge of data in cars is also much easier
that most, even in the industry, believe.




I know firsthand, having taught my then 8 year old
daughter how to hack a car with just a cheap burner
phone so she could still read text messages in the
car. We have also demonstrated in separate securi-
ty disclosures to the Automotive Information Securi-
ty and Analysis Center (Auto-ISAC) other exploits,
either developed independently in our R&D or by
collaborating with university researchers, including
recently a technique that expands what we were
able to do with “CarsBlues” in 2018 and seems to be
working with 100% of vehicles in circulation
equipped with Bluetooth.

One does not need to be an expert to find the
Personal Information of previous owners and occu-
pants either; when we sent mystery shoppers to 72
different , large, reputable franchise dealerships,
they reported that they found Personal Information
of consumers at 88% of those dealerships, just by
simply test driving one or two cars of their choice.
Dealers should evaluate likely scenarios, such as:
what would happen if a customer who bought a
used car drove to the home of another customer
who traded in their vehicle and started an alterca-
tion ( we hear of this happening a few times al-
ready ). Or what would happen if, every day, a
plaintiff attorney test drove a couple of cars in the
morning , called the old owner, and filed a suit
against the dealership and dealer principle by the
afternoon?

This issue is increasingly in the
sight of regulators and plaintiff at-
torneys

We already mentioned the recent FTC in-
creased focus on safeguarding electronic infor-
mation. While US Congress seems to be unable to
pass national Privacy Laws, a growing number of
states are filling the gap. Today, only a dozen states
do not have a privacy law being debated or passed.

Privacy laws are not the only laws that mat-
ter; there are over 200 state laws that regulate in
one way or another the data collected, stored, and
shared by vehicles. Among those, it is worth men-
tioning that most states have Data Security Acts and
Data Disposal Acts. Those laws by and large man-
date businesses to have “reasonable security” and
that they cannot retain or disclose personal records
unless there is a “reasonable business purpose.” As
dealers evaluate the risk exposure of their own deal-
ership or clients, it is probably worth asking: how
would you explain in front of a judge and jury that
leaving somebody’s home address and garage door
codes stored in a vehicle for sale “reasonable securi-
ty?”



What “business purpose” could you advocate for
keeping this information easy to access for anybody
with the keys, including staff and potential custom-
ers? It is worth noting that the National Institute for
Standards and Technologies’ (NIST) Special Publica-
tion 800-88; Guidelines for Media Sanitization clear-
ly states that clearing data from media storing Per-
sonal Information (such as a vehicle’s infotainment
system ) is the minimum standard (NIST guidelines
are often referenced in court cases to define
“reasonableness”).

This is no longer a case of hypotheticals.
Class actions brought by consumers highlight this
growing risk of businesses leaving behind previous
consumers’ Personal Information in vehicles instead
of deleting it before sale. Morgan Stanley recently
settled a class action lawsuit for $60 million—and
had already been fined $60 million by NY state au-
thorities — for leaving their customers’ Personal
Information in electronic devices for sale. It’s not
just the 8-figure settlement: plaintiff attorneys Mor-
gan & Morgan and Nussbaum’s successful settle-
ment made Morgan Stanley responsible for covering
plaintiff costs related to the data breach (up to
$10,000 per class member), cover 2 years of Identity
Theft monitoring and remedy, but also caused the
bank to have to significantly step up their oversight
and controls over Personal Information, especially

around device disposal and unencrypted data. We
believe the parallels with the issue of Personal Infor-
mation left in vehicles are uncanny.

SIXT and Hertz settled for hundreds of thou-
sands with single plaintiffs over accusation of not
properly disclosing the collection and exposure of
navigation and phone data in their rentals. A similar
settlement could be crippling —or a death blow —if
the defendant was a dealership. Just last December
in a similar case, a San Diego judge dismissed Avis
Budget’s motion to demur and greenlit what is likely
to be a painful and expensive discovery process.
Importantly, the judge noted that Avis Budget was
unsuccessful in disproving either of the three key
points of the case:

(a) that vehicles collect Personal Information
(including sensitive and potentially damaging data
such as GPS and phone records),

(b) that the data collection and likely exposure to
future renters was deceptive because not properly
disclosed to consumers, and

(c )that given no “reasonable consumer” would
have paid the same amount had they known of the
data collection and risks, this is a case of unfair

competition.




Dealer counsels should not be surprised to hear
that many of America’s auto finance companies,
from OEM captives and national banks to regional
subprime lenders and credit unions have expanded
their policies on the removal of personal property
to now include the deletion of the electronic Per-
sonal Information left by their customers every
time the name of their institution is on the title and
before putting the vehicle back into the stream of
commerce.

We recommend that dealers take an over-
arching look at the needs to safeguard consumer
Personal Information, including the data stored in
the vehicles on their lots.

A version of this article first appeared on the February
2022 issue of The Defender, The National Association
of Dealer Counsel Newsletter.

Andrea Amico is the founder and CEO of
Privacy4Cars. Andrea can be reached at

Andrea@privacy4cars.com and you can find more
information at https://privacy4cars.com

Andrea Amico has given OIADA permission to repub-
lish this article.

YOUR
AD
HERE

CLICK NOW

Contact OIADA

Amber Snook

ambersnook@okiada.com
405-232-2947

Multiple Advertising

packages available.



mailto:ambersnook@okiada.com?subject=advertising%20click%20button%20newsletter
mailto:AMBERSNOOK@OKIADA.COM

PELL WENE

PR Y MRS

e———
I - TR AW

JON THORNE'S

AUTO EMPORIUM

L) . -
' ' 1A . . 0 om{dc '
& YT ‘.-_\ ——

N 17 M DO TH » "

L

01 - IRTENR

Foil]
K' (Jack Edwards )| IZERIITETY)
: Lincols-Mervmry « Masds || WOTREST TR
’ Al { e s

T
e —————
218 - 1 SW 214 - 1W .k ¢

O DOWN ssauwsarw [XTRA CLEAN mianier' ncsk SELF-PARKING
OLIW BACK mcxse munmnd WOHE WiMaw) MANT (ITRAS SMARP
Fortw Arws BEST BUY JANILY S12E MOON ROOS SMART BUY

YOUr trusted SOUPCE 44 ki sis savieniaira s siss
for Auto Dealer
Supplies, Forms,

% Customized Sup-
~plies, and Temp Tags

OKLAHOMA 10 DAY TEMPORARY TAG
‘ - 4
_— L] |
&’ - ' L N 42
~ - ]

- . A\
DEALER NAME €X'~ Dssess UD888ss
- y
3 sssssssssssss g 3

MMMMM



http://www.autodealersresource.com

* QUICK TURNAROUND SERVICE

* EASY ONE PAGE APPLICATION
INO FINANCIAL STATEMENTS REQUIRED IN MOST CASES FOR USED DEALER B(

* CHECKS OR CREDIT CARDS ACCEPTED

SERVING OKLAHOMA SINCE 1955
813 NW 34TH ST. MOORE, OK 73160

1-800-346-4232 rosemorgan@e-oiada.com




STREAMLINE

RECON

Powered by SciutionWorks LLC

“We are a Car Company”

DEALER SERVICES

We come to you. Mobile reconditioning services for high-volume dealers who demand the best. Sireamline Recon
handles all details from dings to full body reconditioning. Our only goal is premiere quality restoration of your vehicles'
appearance. Streamline fechnicians are experts and continually mentoring fresh talent so there is always a steady
availability of top service and performance.

le & DEALER WRAP PACKAGE
. i . All-inciusive service for the most disceming and
i'. successful car dealers.
4 - =
[ |

Everytning you need for a front line-ready unit within
one packaged price. Eiminate “he lot walks with
multiple vendors. Since 2008, Sfreamline has been
successful in lowering reconditioning costs for
customers withou? sacrificing quality. Operation
managers monitor QC tc ensure you get what you
pay for and you choose which services best fit your
demographic and expcectations. Reconditioning
software is complimentary with our bundie so ycu can
track speed to market all the way from trade walk to
delivery.

PAINTING SERVICES

Al lhe dedlership level, every penny is scruliniced.

Streamline pertorms paint repairs at a fraction of
the cost and time of a body shop and offers a
warranty backing our work.

Whctherit's a small scratch or a full body repair, the
unit will get the attention it needs.

INTERIOR

Gain conirol over the sales process!

The chility to match and dye leather to save aseat is
a valuable service. When it comes to interiors, details
such as an offensive smell can be the difference
between a customer passing on or purchasing a
vehicle.

We'll eliminate every objection so you can sell your
vehicle with no apologies.

777 International Parkway, Suite 250
Flower Mound, Texas 75022 833.75. RECON
Lsherrell@getsw.com
WWW.StreamLineRECON.com



http://www.streamlinerecon.com/

STREAMLINE

RECON

Powered by SolutionWorks LLC

We are a Car Company

PAINTLESS DENT REPAIR (PDR)

Every second counfs in cosmetic repairs.

Whether yoli're a dealership customer that neecs
lo spruce up your vehicle belore posling il orline or
a rental car agency that needs your unit back on
the road, our highly fechnical PDR methods cre
here te save you time and moncy.

Instead of traditional methads of filling and painting
a dent, our PDR is done 75% cheaper and within
minutes.

STREAMLINE MONITOR

A process that is not mecsurad is destined for faiiure.

The latest industry standards demand focus on
speed to mcrket. So why do so many dealersnips
neglect to measure their vendors' spced end
accuracye

Our in-house inventory fracking system, Streamiine
Monitor, measures turn around fime down to the
second so you can have the confidence thar
speed and efficiency are our priority.

There is no better way to measure success than
Streamline Manitorl

DETAIL

Making a used vehicle feel new is cur highest priority.

Qur price point motivates our labor force to remain
with us long term and keeps cntry level cmploycces
dedicated to customer satisfaction.

Streamline is not just a cute name! We streamline and
manage the entire reconditioning process tcr our
clients.

Ask StreamlLine RECON can create a Quote for your Dealership today!

777 International Parkway, Suite 250

Flower Mound, Texas 75022 833.75. RECON

Lsherrell@getsw.com

WWW.StreamLineRECON.com


http://www.streamlinerecon.com/

"Risky Business Consulting specializes in equip-
ping dealers with Training, Support and Coaching that
they need to navigate through these challenging times

RBC of the Buy Here Pay Here business.
We offer everything from onsite reviews of whole op-
erations, team & individual training, as well as execu-
RISKY BUSINESS CONSULTING tive coaching for everyone from dealer principles all

the way down to front line staff!

— -
w find f b had & Andrea &
\ / You can find out information about Cha Andrea

get pricing by visiting their website

at

—

Leadership through Ownership?

"There is a common misconception about leadership these days,
especially with our emerging generation. Sometimes our young-

er leaders think that leadership is a title or that it's something You want to build trust and respect with the team you lead? Start
that is given to you based upon your position or status. But the  taking ownership and responsibility for everything you touch and
reality is, a great leader is one who understands what it truly give public credit and praise to those you lead. This won't hap-
takes to be a leader people will follow. pen overnight, but once a track record of leadership by owner-

ship is established, others will gladly follow!" Chad Pennington,
| believe this is where ownership comes in as a leader. It's been  Founder of
called "extreme ownership" by Jocko Willink and is a foundation  Risky Business
of truly good leaders. Taking ownership in everything in your Consulting
world means much more than taking credit for success. In fact,
it's just the opposite. A leader should also own every mistake
wholly, and never blame anyone else for the team or company
failures but themselves and always give credit for the win to his
or her team.

Chad and Andrea have spent a combined 34 years in Buy Here Pay Here operations at the dealership level & have learned many
lessons along the way.

The BHPH business comes with a lot of struggles and can be "risky” but a lot of fun at the same timel And many decisions have to
be made that always have magnifying consequences, both positive and negative.

The majority of dealers have to learn the hard way; by making the mistakes and just figuring out for themselves what the best fix is.
This is where we come inl
We help look out for potential roadblocks during decision-making and help with solutions to specific BHPH struggles.

We believe consulting should be a true partnership, and this is what you will get with RBC!

Bl P
Email or Text us today to find how we can help! Fl‘ 1 H'

riskybizconsulting@gmail.com or call us at 405.570.1390 & 405.570.4924



http://www.riskybizconsulting.com
https://www.linkedin.com/in/jocko-willink-260b289/

70W AUTO AUCTION
DURANT, OK

ALTUS AUTO AUCTION
ALTUS, OK

ARDMORE CAR AUCTION
ARDMORE,OK

BRINKLEY AUCTIONS
IDABEL, OK

CHUPPS AUTOCITON CO
CHOUTEAU,OK

CREEK EAST AUTO
CATOOSA, OK

DAKIL AUTO AUCTION
OKC,0K

ENLOW 66 AUCTION
TULSA

HOBART AUTO AUCTION
HOBART, OK

I-44 AUTO AUCTION
MIAMI, OK

INSURANCE AUTO AUC.
OKC, OK

HAYES AUCTION
PONCA CITY, OK

LAWTON CACHE AA
LAWTON,OK

MAPLE BROTHERS AA
MCALESTER,OK

MCALESTER AUTO A
MCALESTER,OK

MIDTOWN AA
TULSA, OK

AUTO AUCTION
DURANT, OK

ALTUS AUTO AUCTION
ALTUS, OK

ARDMORE CAR AUCTION
ARDMORE,OK

BRINKLEY AUCTIONS
IDABEL, OK

CHUPPS AUTOCITON CO
CHOUTEAU,OK

CREEK EAST AUTO
CATOOSA, OK

DAKIL AUTO AUCTION
OKC,0K

9219 HIGHWAY 70 W
580.916.3050

20864 US HWY 62E
580.477.1255

438 LOGDE RD
580.226.7710

401 N LINCOLN RD
580.286.6539

95305426 RD
918.543.6601

5955 E 580 RD
918.266.4488

200 NW 114TH
405.751.6179

8711 STATE HWY 66
918.224.7676

630 S BROADWAY
580.726.6666

7300 SHWY 137 S.B
918.540.2886

5555 SW 44TH
405-680.9211

1417 JOHN B HAYED RD
580.762.6334

9 SW 112TH ST
580.536.4645

9421 E 54TH
918.236.9556

1635 S.GEORGE NIGH E
918.426.1290

11910 E 11TH ST
918.27070W

9219 HIGHWAY 70 W
580.916.3050

20864 US HWY 62E
580.477.1255

438 LOGDE RD
580.226.7710

401 N LINCOLN RD
580.286.6539

9530 S426 RD
918.543.6601

5955 E 580 RD
918.266.4488

200 NW 114TH
405.751.6179

ENLOW 66 AUCTION
TULSA

HOBART AUTO AUCTION
HOBART, OK

[-44 AUTO AUCTION
MIAMI, OK

INSURANCE AUTO AUC.
OKC, OK

HAYES AUCTION
PONCA CITY, OK

LAWTON CACHE AA
LAWTON,OK

MAPLE BROTHERS AA
MCALESTER,OK

MCALESTER AUTO A
MCALESTER,OK

MIDTOWN AA
TULSA, OK

MINGO AUTO AUCTION
TULSA, OK

RT 66 AUTO AUCTION
EL RENO, OK

7266 AUTO AUCTION
TULSA, OK

DEALERS AUTO AUCTION
OKC, OK

MANHEIM TULSA AA
SAPULPA, OK

OKLAHOMA AUTO AUCT.
OKC, OK

ADESA TULSA
TULSA, OK

AMERICA’S AATULSA
TULSA, OK

8711 STATE HWY 66
918.224.7676

630 S BROADWAY
580.726.6666

7300 SHWY 137 S.B
918.540.2886

5555 SW 44TH
405-680.9211

1417 JOHN B HAYED RD
580.762.6334

9 SW 112TH ST
580.536.4645

9421 E 54TH
918.236.9556

1635 S.GEORGE NIGH E
918.426.1290

11910 E 11TH ST
918.270.4449

9955 E 21ST
918.467.2277

4399 E HWY 66
405.262.5471

66 N MINGO RD
918.794.0660

1028 S PORTLAND AVE
405.947.2886

9101 N FRANKOMA RD
918.227.3542

2728 SW 25TH S
405.680.8660

16015 E ADMIRAL PL
888.526.7326

8544 E ADMIRAL PL
918.832.1050

DEALERS AUCTION EXCHANGE OF AMARILLO
DAXOFAMMARILLO.COM

DEALERS AUTCION EXCHANGE OF WICHITA FALLS
DAXOFWICHITAFALL.COM

MID KANSAS AUTO AUCTION
WICHITA, KS

71B AUTO AUCTION

4716 S SANTA FE,

4635 N THOMPSON

SPRINGDALE, AR 479.756.5001

BIG VALLEY AUTO AUCTION

4315 N HUTTO RD

DONNA, TX 956.461.9000



The OIADA (Oklahoma Independent Automobile Dealers Associations) iS a
statewide association that represents the unique interest of
the Oklahoma’s Independent Auto Dealers.

The association works to protect dealers from unfair
regulations and legislation on a state level.

We are an inclusive community advancing automobile deal-

ers through advocacy, education , promotion and unification.

Our members share best practices that protect and advancg
the industry.

For an application or interest in membership in OIADA please contact Amber Snook at

ambersnook@okiada.com or call 405-232-2947 www.okiada.com



813 NW 34th St, Moore, OK 73160

ambersnook@okiada.com 405-232.2947

Membership Includes Dealer Support!

In addition to legislative activity and representation, members have access to the following benefits:
*VIP Discount Cards with value over $2000 redeemable at listed auctions and various vendors.
(see back of application)
eDiscount on an extensive line of compliant form and supplies from ADR of Oklahoma.

eKnowledgeable staff available to answer compliance questions.

*Newsletter, OIADA Dealer Handbook, Dealer Education, Advertising Guidelines, and 6‘ much
\\3
Y
Dealer License Number: e\\ 0‘"
' .\"Q‘s e‘,\) ((2

Firm Name: (\&&\ ea(\\\ *ﬂo ?‘
Owner or Principal: ‘eo\ 00(\\ (\\S

W O
Address: 0(0% R 36 \‘00

RO D -3 A

City, State, Zip: " ““00 3 e~|$' \96
Phone: \ \‘S\ Fax: ng
Email: \$Y\
Credit Card #: V Code: Exp:

Mame on Card:

Card Billing Address:

Signature: Date:

Make checks payable to OIADA , mail to : PO Box 6905, Moore OK 73153
D Enclosed are my annual dues of $295 to make sure that my business has all the advantages membership in the OIADA provides to help put

me at the forefront of my industry. By completing this form, | agree to abide by the Code of Ethics. Also, | am consenting to and giving OIADA,
its affiliates and subsidianes, my permission to (until | give written nofice to disconfinue) contact me and provide information to me at the

mailing and email addresses, telephone and fax number(s) | have provided.




Can You Answer “Yes” to
All Of The Questions?

Can you qualify || Can you afford to

for and afford a

$500,000 Dealer
Bond?

Do you want to
be obligated
to provide
EVERY buyer
with 7-14 days
to change their

offer a warranty

(not service con-
tract) on EVERY

There has been unit you sell?

proposed legis- There was pro-

mind and re-

lation in the past || posed legislation

turn your vehi-
cle, NO
STRINGS AT-

to do so. to do away with

ALL “as is” sales.

Do you want the Federal
Government to subsi-
dize New Vehicle sales

by providing a guaran-

teed trade in value on
ALL units 2001 and old-
er AND to require these
vehicles to be crushed
once they have been
traded in?

TACHED?

Ask about the “Cash for
Clunkers” bill that was
circulated.

Whether you realize it or not, your Again, there

livelihood has been greatly affected was proposed

legislation to

by the actions of your state inde- oo

pendent dealer association. Today’s

legislative climate is far scarier than ever before. The above legislation
could put up to 80% of All used motor vehicle dealers out of business.
It’s your choice. Please call your state association for a membership applica-
tion today. Visit us online at www.okiada.com to learn more about the OIADA,
or stop by the office at your convenience.

If you were given incentives every year Based on only 4 questions
above, can you afford NOT to
spend $295 yearly dues for be-

ing an OIADA member?

that exceeded your yearly dues,

WHY WOULDN’T YOU JOIN TODAY?

Our MIsSION 18 XYour Success, vy Need Your Support!
our


http://www.okiada.com/membership

The following list includes members who joined or renewed their OIADA mem-

bership during 2024 to date. We express our sincere appreciation for all the

members of OIADA and extend our invitation to dealers who are not members.
A membership application can be found on our website www.okiada.com

31 Junction Auto Sales

3B Auto Sales & Ser. DBA/
M.A.D

427 Auto Sales

71B Auto Auction

A &G Auto

ABCOA Deal Pack
Advantage Motor Group

AFC Automotive Finance
Co.

All Star Vehicle Sales
Allen's Used Cars
Altus Auto Auction

America's Auto Auction-
Tulsa

Arrow Truck Sales

Atoka Wholesale Motors
Ausbrooks Used Cars
Auto Direct Finance

Auto Showcase of Tulsa,
LLC

Auto Solutions

Auto, Golfcart, & Battery
Sales

AutoCue, Inc.
Automax Hyundai

Azteka Motors, Inc.

Barry Sanders Supercenter

Bauer Car Connection

BBR Auto Sales
Bell Motors
Belter's Used Cars

Ben's Detail & Auto Sales,
inc

Best Buy Auto Sales
Bigfoot Motor Sales, llc
Billingsley Ford of Duncan
Billingsley Ford of Lawton
Billy Nowell Auto Sales
Bishops Corner Auto Sales
Blue Ribbon Auto Group
Bob Moore Mazda

Bob Moore of Norman
Broken Arrow Motor Co.
Bronco Autoplex LLC.
Bryan's Car Corner, Inc.
Bullocks Auto Sales, LLC

C8 Truck and Trailer Sales,
LLC

Car Hop

Car Mart of Tulsa
Car Nation

Cardinal Auto Center
Carl Cape Auto Sales
Carl's Auto Sales
Carmand

CarMax The Auto Super-
store

Cars & Parts by Tim
Carter Chevrolet

Carter County Dodge
Chry., LLC

Carvana, LLC
Cavender's Auto Sales
Chaco's Auto Sales
Chris Pruitt Auto Sales
CM Brothers

Coast To Coast

Cold Iron Truck & Equip-
ment

Collinsville Auto Sales
Competition Auto Sales

Credit Connection Auto
Sls, Inc.

Crown Auto World Bristow

Crown Used Card OKC
Cummins Truck Sales

D & D Truck Sales, Inc.
D & D Used Cars

David Stanley Chevrolet

DAX Dealers Auction Ex-
change

Dealer One Auto Credit,
Inc

Dealers Auto Auction of
OKC

Dick Bailey Motors, Inc

Discount Auto Sales

Ditch Witch of Oklahoma
Diversified Vehicles

Doenges Toyota Ford Lin-
coln

Don Hickey Used Cars
Down The Road Motors
Dream Motor Cars
Drive Time Car Sales, LLC
Dunford Auto Sales
Eagle Motors

Eastern Motors
Edwards Auto Sales
Elite Motorsports, lic
Enlow 66 Auction, Inc.
Enterprise Car Sales
Eskridge Honda

Everybody Drives Auto
Sales, llc

Express Credit Auto #2
Ferguson Superstore
First Rate Autos, llc
Fisher's Auto Mall, Inc.
Floorplan Xpress Auto
MJ Auto Sales, Inc
Morris Auto Sales
Mustafa's Auto

My Auto Store, LLC
Nelson Nissan

Next Chapter Vans



Fowler Dodge Inc.
Fowler Ford Inc

Fowler Honda

Fowler toyota of Norman
Fowler Toyota of Tulsa

Fowler Volkswagen of
Norman

Frazer Computing, LLC

G & P Auto Mall of Mus-
kogee, Inc.

Genuine RV & Pow-
ersports

Gibson Truck Sales & Se-

vices
Girlfriend Used Cars, LLC

Golden Auto Sales &
ENE]

Goodno Auto Sales

Green Country AS Inter-
net Gallery

Harley Davidson World/

iron nation?

Harris Auto Sales, LLC
Hertz Car Sales

Hitech Auto Service, Inc

Hog Creek Auto Sales &
Salvage

Hominy Auto Sales
Howerton Auto Sales
Hunt Motor Company

Hwy 33 Truck and Trailer
Sales

I-35 Credit Auto
I-35 Truck Sales

Indian Motorcycles Of
Okla City

Ingle Auto, LLC

Integrity Auto Finance,
LLC

Inter Insurance Agency
J&P Auto Sales

J&R Equipment

J.B. Robinson Auc-
tioneers, LLC Auto Auc-
tion

James Hodge Ford, Inc
Jay Hatfield Chevrolet of
vinita

Jay Hodge DCJR, LLC
Jerry's Auto Sales

Jess Wales Chevrolet

Jim Wheeler Auto Sales

Joe Cooper Ford Yukon,
LLC

John Vance Motors, Inc.
Kelley's Trucks & More

Kent's Custom Cars &
Trucks, Inc.

Kevin Grover GMC
Kool Kars Sales
L & R Auto Brokers
LaRaza Motors

Lee Auto Sales

Lee's Truck & Auto Sales,

LLC
Legacy Auto Remarketing

Len Roberts Enterprises,
Inc.

Liberty Auto Finance
Lipscomb Chevrolet GMC
Lumpy's Auto Sales

LUV Ford, llc

M G Motor Sports, LLC
M&J Motor

Madill Superlot

Mangum Auto Sales

Marc Miller Buick GMC
Inc.

Marr Auto Sales

Max Credit Autos
McKinsey Motor Co.
McNair Auto Sales
Metro Car Company, Inc
Metroplex Motor Co
Michael Motors, llc

Midway Auto Sales/ AE-
SOP AD-03246

Mitchell Motors, Inc.
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Nissan of Lawton

Noss Motorsports, LLC
Nowco Motorsports, llc
NVP Warranty

OK Auto Remarketing

OK Work Trucks
Okahoma RV Center
Oklahoma Auto Exchange
Oklahoma Auto Sales
Oklahoma Motor Cars

Oklahoma Patriot Auto
Sales

One Stop Auto
One-Ten Motors, llc
OT Truck & Tractor Sales

Overdrive automotive
center

Paramount Capitol Mo-
tors/&Elite

Parker's Used Cars
Patriot Auto Group—
All locations :

Performance Auto Con-
nection

Pheasant Run Auto Sales
Tulsa &Claremore

Poskey's Auto and Repair
Post Oak Toyota

PPL Motorhomes
Preferred Auto Sales, Inc.

Preowned Nation Auto
Sales

Primos Auto Credit Inc

Pucketts Used Cars
R & J Motors, LLC

Randy Bowen Chevrolet,
Inc.

Randy Mitchell Auto
Ray Hibdon's Car Choice
Ray's Used Cars

Red Line Auto Sports, Inc.
Regal Car Sales & Credit
Rick Sparks Auto Sales
Risen 1 Motorsports, Inc
RJ's Cars & Trucks
Roanda Motors

Rocket Motors

Romeros Auto Center
Ron Miller Motor Co.
Ron's Cycleland

Roper Land and Lake Vehi-
cles

Rt 66 Auto Auction of El
Reno, LL

S. Brown & Associates
Sal's Auto Sales

Sam Wampler's Freedom
Ford Eufaula

Scissortail Auto Sales
Scott Auto Sales

Scott's Motor Cars
Shockley's Auto Sales, Inc.

Shreve Truck & Equip.
Sales

Smalygo Auto Wholesale,
Inc.

Solutions Auto Group
Southlake Auto Group, llc
Speedtail Auto Sales, llc
Split Rock Auto Sales, lic
Sports & Imports, Inc.
Stanley's Motor Co
Sterling Credit Corp.

Streamline RECON /
Solutionworks

Sunshine Auto Sales

Sunshine Motors, llp

Swedish Import Repair, Inc

Switzer & Son Select AS,
LLC

T & T Auto Sales. Inc.
Tallgrass Motors, LLC
Taylor Auto Sales, Inc.

Temple of Zoom Motor-
sports

The Car Man, LLC
The Key

The Pickup Shop
The Truck Shop, LLC
Thomas' Auto Sales

Thoroughbred Motors,
Inc.-note

Tio Chuy's Auto Sales
Tio Chuy's Auto Sales #2
TLC Auto Gallery

Toliver Chevrolet

Town & Country Auto, Inc.

Tri-State Wrecker Sales

Tru Honest Cars

Truetruck HD

Tulsa Auto Service and
Sales

Twister Auto Sales
Union Ideal Car Sales
Universal M H/Used Cars
Vision Motorsports
Watson Auto Sales

Wetzel Agency, Inc. Loftis
& Wetzel

WG Auto Collection, LLC
Wheatland Motor Compa-
ny

Wheels of OKC

White's Auto Sales
Wholesale Motors, Inc.
Wilson Used Cars

XLR8 Motor Sports

Yukon 66 Sports and Im-
ports

Z 66 Auto Auction

Zenith Automotive Sales

A INDERN
¥ MEMBER X%\




