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lahoma (ADR) produced 
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ma Independent Automo-
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age and profit potential of 
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sent the independent mo-
tor vehicle dealer in Okla-
homa.  We appreciate 
your support.  



On January 4th, 2023, the Consumer Financial Pro-

tection Bureau (CFPB) and New York Attorney Gen-

eral (plaintiffs) filed a complaint in the South District  

court of New York against auto lender Credit Ac-

ceptance Corporation.  Credit Acceptance Corpora-

tion being one of the  largest subprime indirect auto 

financing companies in the United States. The com-

plaint was for alleged misconduct in the origination 

and servicing of its auto retail installment contracts.  

The complaint alleged that Credit Acceptance costs in 

loan agreements  violated New York usury limits and 

other consumer and investor protection laws.  While 

the compliant asserts several untested legal theories, 

the unquestioned headliner is its allegation that 

Credit Acceptance impulse dealers to inflate the sell-

ing price of a financed vehicle, creating “hidden fi-

nance charges.”  

The lawsuit attempts to force Credit Acceptance to 

reimburse consumers and pay penalties.  

CFPB states “Credit Acceptance obscured the true 

cost of its loans to car buyers, leading to severe fi-

nancial distress for borrowers and subjecting them to 

aggressive debt collection tactics on loans its own 

systems predicted that borrowers can’t afford to re-

pay.”  “The CFPB and the New York Attorney General 

seek to halt Credit Acceptance’s illegal practices and 

make consumers whole.”  

Credit Acceptance located in Southfield, Michigan is 

one of the United State’s largest publicly traded auto 

lenders  with a network of more  

Complaint filed against Credit Acceptance Corpo-

ration accusing “setting up buyers to fail”. 



than twelve thousand affiliated used car deal-

ers.  The CFPB states that close to 1.9 million 

people took out used car loans with Credit 

Acceptance from late 2015 to Early 2021, with 

a number of the rates as high as 22%. 

Credit Acceptance Corp. which made its mark 

offering auto loans to those who have bad 

credit and might not qualify for an auto loan 

otherwise, is accused by regulators of making 

predatory deals that set financially vulnerable 

buyers up to fail with exorbitant interest 

rates, expensive add on products that saddle 

the borrowers with debts that even the lend-

er believers that borrowers cannot afford to 

repay in full.   The complaint charged that 

dealers affiliated with Credit Acceptance de-

ceptively hid the add-on products in loan pa-

perwork or failed to disclose to borrowers 

that add-on products were included in the 

loan agreements. 

The lawsuit alleges that Credit Acceptance 

Corp. pushed unaffordable loans onto tens of 

thousands of low-income consumers through-

out New York without considering their ability 

to repay their loans in full. 

Credit Acceptance Corp defended its practices 

in a short statement ..."Credit Acceptance op-

erates with integrity and believes it has com-

plied with applicable laws and regulations. 

We believe the complaint is without merit 

and intend to vigorously defend ourselves in 

this matter."  

Contact OIADA  

Amber Snook 

ambersnook@okiada.com 

405-232-2947 
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There have been recent changes to the Rules and Regu-

lations Title 765  Oklahoma Used Motor Vehicle Dis-

mantler, and Manufactured Housing Commission. You 

can download, view or print Title 765 at link below or 

on the UMVD&MHC website. 

https://oklahoma.gov/content/dam/ok/en/oumvdmhc/documents/

about/Title-765-UMVPC-Rules-and-Regulations.pdf 

Some changes you will find include:  

765:1-1-2  Name change in the commission 

765:4-1-4  Criminal Record Report   Every applicant for a 

license to be issued by the Commission shall be required 

to submit a current report from the Oklahoma State Bureau 

of Investigation (OSBI Report) which indicates whether the 

applicant has been charged or convicted of a  felony. The 

report shall include information showing whether any of the 

charges or convictions were violent or sex offender felo-

nies.  

765:10-3-5  Prohibited Acts   (f)  A used motor vehicle 

dealer may not offer for sale or sell a used motor vehicle to 

the public which does not meet Oklahoma vehicle safety 

standards or does not have the appropriate federally man-

dated smog or emission equipment in working condition.  A 

vehicle without the federally mandated smog or emissions 

equipment may be sold at a dealer only auction with disclo-

sure that the emission equipment is absent or inoperable. 

765:11-1-2   Definitions       Rebuilder means a used mo-

tor vehicle dealer who is engaged in the business of re-

building repairable motor vehicles and who has paid the 

fee for and has been issued a rebuilder certificate as pro-

vided in 47 O.S. Section 591 et seq. 

765:12-6-1   Titles       Prior to the sale of any motor vehi-

cle at salvage pool or salvage disposal sales, a salvage 

title or junked title shall be issued for any salvage or junked 

vehicle as defined in 47 O.S Section 1105.  

765:15-1-5  that substantially related to the occupation of a 

used motor vehicle dealer and poses a reasonable threat 

to public safety.   

765:16-3-6  Advertising     An adver-

tisement may not list only a down pay-

ment price in lieu of the full price of the 

vehicle. 

765:20-3-   Advertising  A wholesale 

used motor vehicle dealer may not ad-

vertise in any medium which advertise-

ment may have the effect of causing 

any person to believe the wholesale 

dealer’s vehicle may be purchased by 

anyone other than a licensed used mo-

tor vehicle dealer. 

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

Over the last several years, if you own a car deal-

ership, you better know how to improvise, adapt, 

and overcome or risk being left behind in the 

dust.  

 

Since supply chains and microchip shortages 

started back around Covid in 2020, never has a 

car dealership had to adjust how they do busi-

ness on the fly like they have had to learn how to 

today.    

 

Due to a host of factors, both new and used lot 

inventory has dwindled in dealerships across the 

country, making things tough for both the cus-

tomer and dealership when it comes to the 

choices of cars available to sell or purchase.   

 

This is especially true when it comes to used cars 

and the choices many dealerships have had to 

make keeping high mileage cars for re-

sale.  Normally, a car dealership would send high 

mileage trades to auction for the independent 

dealers to squabble over.  Not today!  

 

Today, dealers don’t want to miss out on that 

revenue stream especially when the price of 

used cars has gone up the way they have due to 

supply shortfalls.  A dealership doesn’t want an 

empty lot with limited choices for the customer 

either.   

 

Of course, inventory supply does seem to be on 

the up and up but until things get back to nor-

mal, dealerships need to consider how best to 

prepare high mileage vehicles for resale.  It’s of 

the upmost importance, in today’s automotive 

environment, to make sure you have a good de-

tailing and reconditioning process that works to 

help you along.   

 

   ONSITE DEALER SOLUTIONS MAKES 

DEALERSHIP INVENTORY SHINE 

 

Onsite Dealer Solutions (ODS) is a nationwide ser-

vice company that specializes in the automotive 

make ready process.  Partnered with car dealer-

ships across the United States, ODS brings our 

labor force to you, onsite, and offers a variety of 

custom dealer solutions and inventory manage-

ment software that helps increase speed to mar-

ket and effeciencies without sacrificing good 

quality craftsmanship.   

 

Let’s face it, it’s not easy selling a car with hun-

dreds of thousands of miles on it.  Most buyers 

move past ads or website inventory images that 

show cars with high mileage but due to the lack 

of supply options and the prices of used cars to-

day, more and more of these types of vehicles 

are being considered.   

 

A couple of ways to make sure that you appeal to 

consumers who might be looking at a high mile-

age car is to make sure that you have spent the 

time necessary to clean, detail, and recondition 

as best as possible.   

 

Things to consider during the reconditioning 

phase include upholstery cleaning, removing 

stains, eliminating odors, paintless dent removal, 

or buffing and polishing techniques like wet 

sanding and ceramic coating, all of which help 

restore the cars original appearance.   

 

ODS RECONDITIONING SER-

VICES AT A GLANCE 
 

•Pre-Owned Detailing 

•Buffing & Polishing 

•Wet Sanding 

•Window Tinting Service 

•Paintless Dent Repair & Removal 

•Windshield Repair 

•Headlight Repair 

•Protection Packages 

http://www.onsitedealersolutions.com/


www.autodealersresource.com 

FASTER, EASIER, SHOPPING FOR TEMP TAGS, 

FORMS, & SUPPLIES 

www.autodealersresource.com 

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


The Oklahoma Legislature is in session and OIADA is monitoring several bills on 

behalf of OIADA Members.  Following is a list of some of the bills we are currently 

watching.  We urge you to contact your representative.  Legislative Bill Search:    

Oklegislature.gov/billinfo  

 >click on Legislation     >Insert Bill #     >click on Search 

2023 Legislation 

Senate 

SB151 Creates motor vehicle inspection program. 

SB282 Allows retired Oklahoma state employee to return to work for the state in 6 
months rather than the current 1 year. 

SB323 Requires Service Oklahoma to notify owners of open recalls on vehicles.  Pre-
vents registration until car is repaired. 

SB427 Additional grounds for transfer of title authorized by the court for towing ser-
vice. 

SB445 Allows law enforcement to stop “unsafe vehicle: and issue notice of repair and 
fine. 

SB524 On lien foreclosure additional notice of sale must be posted on web site desig-
nated by the DPS. 

SB541 Gap protection charges. 

SB566 Allows lien claimant to charge up to $50.00 rather that $20.00 for processing. 

Oklegislature.gov/billinfo


SB576 Allows foreign export title to be issued without excise tax. 

SB593 Motor vehicle can’t deny payment to dealer for charge back because buy-
ers did not register the vehicle. 

SB622 Makes Service Oklahoma a separate agency. 

SB624 Changes odometer requirement from 10 to 20 years. 

SB643 Changes name of Motor Vehicle commission to the New Motor Vehicle 
Commission and lets them sell RVs on Sunday. 

SB690 Same as 427 

SB729 Allows dealers to deliver a vehicle off site or sell to the customer at their 
home or place of business.   

SB753 Copart Bill- allows e-signature for transfer of title when paying off a total 
loss. 

SB793 Removes 3% increase limit- Dept of Consumer Credit 

SB794 Unsupervised loans- add federal rate to max loan. 

SB836 Service Oklahoma will deliver a paper title or e-title when there is no lien. 

SB841 Wrecker rates would apply to repair facilities. 

SB888 On consumer loans, allow debtor to pay in cash. 

SB983 Restores the 1 ¼ sales tax exemption. 

SB984 If the sale of a motor vehicle includes a trade-in, gross receipts shall be cal-
culated based only on the difference between the value of the trade-in vehicle 
and the actual sales price of the vehicle being purchased. 

SB1064 Eliminates out of state vin inspections for vehicles and would allow VIN 
inspection be done by employees of salvage pools, salvage disposal sales, auc-
tions, dealers, or licensed automotive dismantler and parts recyclers shall be $1 
and shall not be retained but remitted to the Service Oklahoma Reimbursement 
Fund pursuant to Section 3-106 of this title. 



House 

HB1073 deals with titles surrender or vehicles that sustained a 60% or greater 
loss. 

HB1389 Excise tax is to be determined after the trade in – provides for a study 
of the impact of the motor vehicle excise tax change over the 3 years before 
11/1/25 

HB1390 Makes temporary tags valid for 60 days rather than 30. 

HB1802 When there is no security interest, lien, or other encumbrance on the 
vehicle, delivery of a certificate of title on a paper document or in an elec-
tronic format shall be made to the record owner. 

HB1838  Odometer Bill –  

HB1839 Makes Service Oklahoma a separate agency. 

HB1927 Deals with T-42 requires that before a resubmission, Notice of Sale is 
to be mailed, the personal property must have been possessed by the posses-
sory lien claimant for at least 21 days. 

HB2011 Allows for biennial registration of motor vehicles. 

HB2099 Provides for rebate up to $1,000.00 on electric bicycles. 

HB2133 Defines autocycle, changes the definition of moped, modifies the 
definition of motorcycle. 

HB2230 Deals with scrap metal dealers- provides delay of payment for cata-
lytic converters for a minimum of 15 days.  Requires that payment be made in 
the form of a check or money order and a copy of the identification of the 
seller shall be retained by the licensed scrap metal dealer for a period of two 
years. 

HB2243 Odometer Bill that complies with federal language. 

HB2338  Same as Senate Bill for foreign export excise tax exemption 

HB2602 Provides that a flat bed addition to a truck is exempt from excise tax. 



http://www.loftiswetzel.com/


Seven Reasons to Join Your State’s Independent Automobile 

Dealers Association (usedcarnews.com)  

Read full article in Used Car News: 

Seven Reason to Join your State  

Independent Automobile Dealers  

Association      

by Used Car News 

1) Education 

2) Representation 

3) Networking 

4) Reputation 

5) Savings 

6) Consumer Advocacy 

https://www.nhtsa.gov/
https://usedcarnews.com/index.php/component/k2/item/2717-seven-reasons-to-join-your-state-s-independent-automobile-dealers-association
https://usedcarnews.com/index.php/component/k2/item/2717-seven-reasons-to-join-your-state-s-independent-automobile-dealers-association


Get your Business in front of Oklahoma Dealers 

  1-800-346-4232  

1-405-232-2947 

14 thousand plus Annual Dealer 

website visitors 

 

12 thousand Dealers’ Resource 

Digital Magazines delivered per-

sonally to every licensed Dealer 

in the state of Oklahoma. 



 In the aftermath of the FTC’s re-

cently expanded Safeguards Rule to more 

clearly encompass protection of consum-

ers’ electronic Personal Information, 

dealerships and legal counsel are proba-

bly very busy staying on top of a host of 

new requirements. From having a quali-

fied individual in charge of managing the 

security program at the dealership and to 

translating “ having administrative, tech-

nical, and physical safeguards in place” 

into pragmatic solutions and processes 

that produce both robust results and de-

tailed compliance records.  

 Your legal team is probably working 

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 da-

ta in dealerships’ CRM, DMS, and even 

the loaner management systems.  Last 

year the California AG indicated that the 

subject of one of their first CCPA investi-

gations was and automotive business that 

collected Personal Information from par-

ticipants in their loaner and extended test 

drive program.  Not to mention the work 

needed to train and retrain staff on priva-

cy and security measures to make sure 

those policies “live and breathe” every 

day at your dealerships and are appropri-

ately logged to provide evidence of com-

pliance.  

 In this flurry of activity, it is likely 

that the largest unencrypted and easy to 

access repository of your customers’ data 

is probably being overlooked:  The Per-

sonal Information being left behind 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 ad-

dresses, 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! 

 

 

By Andrea Amico—founder & CEO of Privacy4Cars 



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 dis-

cover; 

 This issue is increasingly in the sight 

of regulators and plaintiff attorneys; 

 With rapidly advancing technology, 

the problem of data left in cars is 

evolving from a privacy and data se-

curity issue to a safety issue, further 

raising the bar on financial and repu-

tation exposure for dealerships; and  

 Consumers are increasingly aware 

and there is a massive divide in out-

comes in customer satisfaction, will-

ingness, to buy, and desire to pur-

chase additional services depending 

whether a dealership actively demon-

strates care for consumers’ privacy or 

not.  

  

In this article we will discuss the first 

two points.  

 

Personal Information is left 

behind in vehicles frequent-

ly and is easy to discover 

At Privacy4Cars we perform on a regu-

lar basis audits 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 previous owners and 

family members (which may include mi-

nors). This constitutes a wide spread 

breach affecting tens of millions of deal-

erships customers every year. 

 In our experience, it can often be 

easy to re-identify the previous owners 

and passengers and build detailed per-

sonal profiles simply by taking a few 

photos or video during a test drive, like 

the following example.  Extracting fur-

ther information that is not “obviously 

visible” or exploiting consumers 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 

security disclosures to the Automotive 

Information Security and Analysis Center 

(Auto-ISAC) other exploits, either devel-

oped independently in our R&D or by 

collaborating with university researchers, 

including recently a technique that ex-

pands what we were able to do with 

“CarsBlues” in 2018 and seems to be 

working with 100% of vehicles in circula-

tion equipped with Bluetooth. 

 One does not need to be an expert 

to find the Personal Information of previ-

ous owners and occupants either; when 

we sent mystery shoppers to 72 differ-

ent , large, reputable franchise dealer-

ships, they reported that they found Per-

sonal 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 custom-

er who bought a used car drove to the 

home of another customer who traded in 

their vehicle and started an altercation 

( we hear of this happening a few times 

already ). Or what would happen if, eve-

ry 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 af-

ternoon?  

This issue is increasingly in 

the sight of regulators and 

plaintiff attorneys 

 We already mentioned the recent 

FTC increased focus on safequarding 

electronic information.  While US Con-

gress 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 matter; there are over 200 state laws 

that regulate in one way or another the 

data collected, stored, and shared by ve-

hicles.  Among those, it is worth men-

tioning that most states have Data Secu-

rity Acts and Data Disposal Acts.  Those 

laws by and large mandate businesses to 

have “reasonable security” and that they 

cannot retain or disclose personal rec-

ords unless there is a “reasonable busi-

ness purpose.”  As dealers evaluate the 

risk exposure of their own dealership or 

clients, it is probably worth asking: how 

would you explain in front of a judge and 

jury that leaving somebody’s home ad-

dress and garage door codes stored in a 

vehicle for sale “reasonable security?”   



What “business purpose” could you ad-

vocate for keeping this information easy 

to access for anybody with the keys, in-

cluding staff and potential customers?  It 

is worth noting that the National Institute 

for Standards and Technologies’ (NIST) 

Special Publication 800-88;  Guidelines 

for Media Sanitization clearly states that 

clearing data from media storing Person-

al Information (such as a vehicle’s info-

tainment system ) is the minimum stand-

ard (NIST guidelines are often referenced 

in court cases to define 

“reasonableness”). 

 This is no longer a case of hypo-

theticals. Class actions brought by con-

sumers highlight this growing risk of 

businesses leaving behind previous con-

sumers’ 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 devic-

es for sale. It’s not just the 8-figure settle-

ment: plaintiff attorneys Morgan & Mor-

gan 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 Person-

al Information, especially around device 

disposal and unencrypted data.  We be-

lieve the parallels with the issue of Per-

sonal Information left in vehicles are un-

canny. 

 SIXT and Hertz settled for hun-

dreds of thousands with single plaintiffs 

over accusation of not properly disclos-

ing the collection and exposure of navi-

gation 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 simi-

lar 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.  Important-

ly, the judge noted that Avis Budget was 

unsuccessful in disproving either of the 

three key points of the case:  

(a) that vehicles collect Personal Infor-

mation (including sensitive and potential-

ly damaging data such as GPS and phone 

records),  

(b) that the data collection and likely ex-

posure to future renters was deceptive 

because not properly disclosed to con-

sumers, 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 fi-

nance 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 Personal Information left 

by their customers every time the name 

of their institution is on the title and be-

fore putting the vehicle back into the 

stream of commerce. 

 We recommend that dealers take an 

overarching look at the needs to safe-

guard 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 

Andera@privacy4cars.com and you can 

find more information at https://

privacy4cars.com 
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The Federal Trade Commission (FTC) extended the compliance deadline 

for the Safeguards Rule to June 9th,2023—in response to reports of per-

sonnel shortages and supply chain issues.  If you have already been 

working on implementing the revised Safeguards Rule at your dealership 

by the original date of December 9th, you are ahead of the game.  Great 

Work!  For those of you who have not, here is your fair warning that 

June 9th is just around the corner. If you have not started yet, do not let 

this extension keep you from getting 

started, as there are numerous require-

ments to meet.  If you are not already 

aware, you can meet the FTC Training Re-

quirements through the Dealer Education 

Portal.  This education portal will now 

stay up and active through and past the 

new extended deadline.   

Enter Dealer Education Portal Here  

http://www.okiada.com/education


WHAT PROVISIONS ARE INCLUDED IN THE SIX-MONTH EXTENSION?  

 

 

Consult the Federal Register Notice for details, but the extension applies to provi-

sions in the revised Rule that require dealerships to: 

• designate a qualified person to oversee their information security program, 

• develop a written risk assessment, 

 

• limit and monitor who can access sensitive customer information, 

 

• encrypt all sensitive information, 

 

• train security personnel, 

 

• develop an incident response plan, 

 

• periodically assess the security practices of service providers, and 

https://www.ftc.gov/legal-library/browse/federal-register-notices/16-cfr-part-314-standards-safeguarding-customer-information
http://www.okiada.com/education


Dealer Educa-
tion Portal Of-
fers 30-Day Free 
Trial of Priva-
cy4Cars Plat-
form Following 
Safeguards 
Course Comple-
tion 
By: TIADA Compliance 

• On: 01/17/2023 11:24:22 

In: Federal / National Posts 

Comments: 0 

Data privacy among consum-

ers has become a major regu-

latory issue across the coun-

try, with the Federal Trade 

Commission's updated Safe-

guards Rule taking effect this 

year. Dealers have until June 

9, 2023, to meet certain re-

quirements to stay compliant 

with this rule or risk serious 

financial penalties.  

  

“We are excited to partner 
with Privacy4Cars to bring 
proper awareness, and valua-
ble tools, to our network,” 
said Earl Cooke, Director of 
Compliance and Business De-
velopment at the Texas Inde-
pendent Automobile Dealers 
Association. “The platform 
offers a unique solution for 
automobile dealers to delete 
consumer data from the vehi-
cles they acquire and sell.” 

  

Privacy4Cars' proprietary data 
deletion solution to clear con-
sumer Personal Information 
(home address, garage codes, 
text messages, and other da-
ta) is regarded in the whole-
sale and retail automotive 
channels as the most simple, 
efficient, effective, and audita-
ble solution to meet increas-
ing regulatory requirements 
and protect consumers.  

  

“There are hundreds of state 
and federal laws that regulate 

data collected by - and stored 
in - vehicles, with new legisla-
tion emerging seemingly dai-
ly,” said Andrea Amico, Priva-
cy4Cars Founder and CEO. 
“Keeping up with all of the 
regulatory changes might feel 
overwhelming for dealerships, 
which is why we're proud to 
partner with the Dealer Edu-
cation Portal to offer those 
that complete their Safe-
guards Course with 30-days 
free use of the Privacy4Cars 
platform. By properly edu-
cating themselves about these 
new regulations, and imple-
menting the use tools to de-
lete consumer Personal Infor-
mation while keeping a de-
tailed compliance record, 
dealerships will find them-
selves prepared for the Safe-
guards Rule when it goes into 
effect this spring.” 

  

please visit: https://

privacy4cars.com/. 

If you have completed the Safeguards Course, 

this is for you ! 

https://www.txiada.org/blog_profile.asp?User=1
https://www.txiada.org/blog_home.asp?Category=1
https://www.txiada.org/blog_home.asp?Display=474#Comments
https://www.ftc.gov/business-guidance/resources/ftc-safeguards-rule-what-your-business-needs-know
https://www.ftc.gov/business-guidance/resources/ftc-safeguards-rule-what-your-business-needs-know
https://c212.net/c/link/?t=0&l=en&o=3733287-1&h=3471008069&u=https%3A%2F%2Furldefense.proofpoint.com%2Fv2%2Furl%3Fu%3Dhttps-3A__privacy4cars.com_%26d%3DDwQGaQ%26c%3DeuGZstcaTDllvimEN8b7jXrwqOf-v5A_CdpgnVfiiMM%26r%3DKa87VcfQn5bDMvV-sT_kKWI2Yv2fCvbV8tk43gtdKfQ%
https://privacy4cars.com/
https://privacy4cars.com/


 

For more information about the Deal-

er Education Portal's Safeguards 

Course, please visit the Dealer Educa-

tion Portal. 

ABOUT THE DEALER EDUCATION PORTAL 

The Dealer Education Portal offers 

training for automobile dealers in the 

United States. Their Safeguards Course 

is endorsed by the National Independ-

ent Automobile Dealers Association 

and several state independent au-

tomobile associations. The Dealer 

Education Portal offers the Safe-

guards Course for what the FTC 

calls the “qualified individual,” as 

well as versions of the course for all 

other employees. 

ABOUT PRIVACY4CARS 

Privacy4Cars is the first and only tech-

nology company focused on identify-

ing and resolving data privacy issues 

across the automotive ecosystem. Our 

mission, Driving Privacy, means offer-

ing a suite of services to expand pro-

tections for individuals and companies 

alike, by focusing on privacy, safety, se-

curity, and compliance. Privacy4Cars' 

patented solution helps users quickly 

and confidently clear vehicle users' 

personal information (phone numbers, 

call logs, location history, garage door 

codes, and more) while building com-

pliance records. For more information, 

please visit:  https://privacy4cars.com/ 

https://dealerportal-texasdealereducation.talentlms.com/catalog
https://dealerportal-texasdealereducation.talentlms.com/catalog
https://dealerportal-texasdealereducation.talentlms.com/catalog/index
http://www.okiada.com/education




Newly License Dealers  

Jan, Feb, March 2023 

BACON’S AUTO SALES  SAPULPA, OK    

BIG 12 AUTO SALES-TULSA TULSA,OK 

CIO MOTORS, LLC  OKLAHOMA CITY, OK 

D&M AUTO SALES  NICOMA PARK, OK 

EAGLE MOTORS  COMMERCE,OK 

GENESIS OF NORMAN  NORMAN,OK 

LO LO AUTO SALES  TULSA, OK 

LOS COMPANDRES AS  TULSA, OK 

MACIAS AUTO SALES  TULSA, OK 

NORMAN HYUNDAI  NORMAN,OK 

OKIE OVERDRIVE CLASSIC TRUCKS MINCO,OK 

POST OAK TOYOTA  MIDWEST CITY,OK 

SKY AUTO SALES, LLC  OKLAHOMA CITY,OK 

SUNSHINE AUTO SALES INOLA, OK 

TANNER MOTORS  OKEMAH, OK 

ALDANA’S AUTO SALES OKLAHOMA CITY,OK 

AUTO MALL   OKLAHOMA CITY,OK 

BEST MOORE AUTO  MOORE, OK 

BROWN & SONS AS  TECUMSEH,OK 

CAR CITY TULSA  TULSA, OK 

GREG DARNELL AUTOM MWC,OK 

LALA MOTORS, LLC  TULSA,OK 

MNM AUTO SALES  TULSA,OK 

NEXT CHAPTER VANS  RAMONA,OK 

OKIE AUTO SALES  TULSA,OK 

ROCKING F5 AUTO SALES ADA,OK 

ROOKS MOTOR CO  VALLIANT 

ROYAL MOTORS  OKC,OK 

SMART BUY AUTO S  OKC,OK 

SOUTH MAIN AUTO SALES STILLWATER,OK 

SOUTHWEST GMC  LAWTION,OK 

SOUTHWEST HONDA  LAWTON,OK 

TB USED AUTOS  OKC,OK 

BARRY SANDERS SPORTS/IM OKC,OK 

CLASSY AUTOS   CLAYTON,OK 

DAVID STANLEY MITSUB OKC,OK 

JUAN ALTAMIRANO USED C OKC,OK 

LEGACY AUTO REMARKET WOODWARD,OK 

RHODES TRUCK SALES  CADDO,OK 

SOUTHERN OK AUTO SALE ARDMORE,OK 

SUPERIOR MOTOR DEALS EL RENO, OK 



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

 

The U.S Department of Energy and Environmental Protection Agency have just re-

leased the 2023 Fuel Economy Guide.  The guide provides detailed fuel economy 

estimates for model year 2023 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.  

Click Guide to View 

https://www.fueleconomy.gov/feg/pdfs/guides/feg2023.pdf


Advertising Violations continue to invite audit and 

investigations for Oklahoma Car Dealers 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 Mo-

tor Vehicle, Dismantler, & Manufactured Housing 

Commission website https://oklahoma.gov/

oumvdmhc.html under Rules and Regulations.  Ad-

vertising continues to be an issue as more and 

more dealers move online testing 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, I will remind you once again...lets 

be careful with our words.  



"Advertisement" means an oral, 

written, graphic or pictorial state-

ment made in the course of solic-

iting business, including, without 

limitation, a statement or repre-

sentation contained 

in a newspaper, 

magazine, publica-

tion, notice, sign, 

poster, display, cir-

cular, pamphlet, 

letter, or on the In-

ternet, radio, televi-

sion, or any other 

type of media.  

"Bait advertisement" means an alluring but 

insincere offer to sell a product of which the 

primary purpose is to obtain leads to persons 

interested in buying merchandise of the type 

advertised and to switch consumers from buy-

ing the advertised 

product in order to 

sell some other 

product at a high-

er price or on a ba-

sis more advanta-

geous to the ad-

vertiser.  

"Clear and Con-

spicuous" means 

that the statement, representation, or disclosure 

is of such size, color, contrast, and audibility and is 

presented so as to be readily noticed and under-

stood. All language and terms, including abbrevia-

tions, shall be used in accordance with their com-

mon or ordinary usage and meaning.  

"Dealer-added 

fee" means an amount charged by 

the dealer to the customer in connec-

tion with the sale or lease of a new or 

used  motor vehicle including, but not 

limited to, processing fee, documen-

tary fee, service and handling fee, ad-

ministrative fee, closing fee, or ADP 

(additional dealer profit) fee. "Dealer-

added fee" does not mean legally re-

quired charges such as a lien entry fil-

ing fee. It is prohibited to state or im-

ply that a dealer-added fee is required 

by law or by any government agency.  
Licensee" means any person required to obtain 

a license from the Oklahoma Used Motor Vehi-

cle, Dismantler, and MH commission. 



"Dealership addendum" means a form which is to be displayed on 

a window of a new motor or used  vehicle when the dealer installs spe-

cial features, equipment, parts or accessories, or charges for services 

required to prepare a vehicle for delivery to a buyer. The addendum is 

to disclose: 

(A) That it is supplemental and it should not be deceptively similar in 

appearance to the manufacturer's label, which is required to be affixed 

by every manufacturer to the windshield or side window of each new 

and used motor vehicle under the Automobile Information Disclosure 

Act; 

(B) Any added feature, service, equipment, part, or accessory charged 

and added by the dealership and the retail price thereof; 

(C) Any additional charge to the selling price such as addition-

al dealership markup; and, 

(D) The total dealer selling price 

"Demonstrator" means those ve-

hicles that are of the current or pre-

vious model year which have not 

been sold, titled or registered to any 

type of purchaser and are used by 

dealership personnel for demonstra-

tion purposes. Service vehicles, cour-

tesy cars, daily rentals, loaners, fac-

tory program cars, driver education 

and factory executive cars shall not 

be described as "demonstrator" ve-

hicles. Demonstrators may be adver-

tised for sale, as such, only by a fran-

chised dealer of the same line-make 

of vehicle.  

"Disclosure" means required infor-

mation that is clear, conspicuous, and ac-

curate. In print and internet advertise-

ments, disclosures shall be located either 

adjacent to the price or in an area clearly 

marked with reference symbols. In audio 

advertisements, disclosures shall be clear 

and understandable in pace and volume 

and shall be located at the end of the ad-

vertisement. In a television or video ad-

vertisement, the disclosure must ap-

pear continuously on the screen for a 

minimum of ten seconds.  

"Factory executive/official vehicle" means a new motor vehicle with 

an original Manufacturer's Statement of Origin, or used motor vehicle with a Cer-

tificate of Title that has been used exclusively by an executive or official of the 

dealer's franchising manufacturer, distributor, or their subsidiaries. The advertis-

er shall state clearly whether the vehicle is a new or used vehicle. 

"Program 

car" means a car 

that is purchased at 

a manufacturer's 

closed auction or 

sold by or directly 

from the manufac-

turer or distributor 

which is a current or 

previous year model, 

that has been previ-

ously tagged and/or 

titled, and returned 

to the manufacturer 

for disposal.  

"Rebate" or "Cash 

back" means a sum of money 

refunded to a purchaser or for 

the benefit of the purchaser. 

The purchaser may choose to 

reduce the amount of the pur-

chase price by the sum of mon-

ey or the purchaser may opt for 

the money to be returned to 

the purchaser for his or her 

benefit.  







When dealers ask us about mem-

bership in the Oklahoma Inde-

pendent Auto Dealers association 

(OIADA), they want to know two 

things—”What does it cost?” and 

“What is it worth?”  As for cost, it 

is just $295 per year.  As for what 

it’s worth, we often respond by 

first listing the tangible benefits.  

The two most obvious benefits put 

dollars immediately back into the 

dealer’s pocket—10% discount on 

forms and supplies purchased 

through Automotive Dealer Re-

source of Oklahoma and the VIP 

Member discount Cards good at 

auctions across Oklahoma and in 

neighboring states.  The VIP cards 

alone are valued at more than 3 

times the membership fee.  

 But the benefit that is often 

difficult to translate into “dollars in 

the pocket” is the dealer protec-

tion provided by OIADA’s repre-

sentation of the industry.  The 

achievements listed on the follow-

ing page are just a few of the no-

table instances where OIADA has 

impacted your profit and loss 

statement in a positive way. OI-

ADA is blessed to have Jami Lon-

gacre, one of the most respected 

and effectual voices at the capitol, 

serving as our legislative liaison.  

 

 

     OIADA staff 



UNLESS YOUR CAN ANSWER “YES” TO “ALL” OF THE QUESTIONS BELOW, YOU 

CANNOT AFFORD NOT TO JOIN THE OIADA TODAY ! 

 Can you qualify for and afford a $500,000 Dealer Bond? There has 

been proposed legislation in the past to do so. 

 Can you afford to offer a warranty (not service contract) on EVERY 

unit you sell? There was proposed legislation to do away with ALL “as 

is” sales. 

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

to change their mind and return your vehicle, NO STRINGS AT-

TACHED?  Again, there was proposed legislation to do so. 

 Do you want the Federal Government to subsidize New Vehicle sales 

by providing a guaranteed trade in value on ALL units 2001 and old-

er AND to require these vehicles to be crushed once they have been 

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

 Based on only 4 items above, can you afford NOT to spend $295 

yearly dues for being an OIADA member? 

 If you were given incentives every year that exceeded your 

yearly dues, WHY WOULDN’T YOU JOIN TODAY? 

 

Whether you realize it or not, your livelihood has been greatly affected by the actions of your 

state independent dealer association.  Today’s legislative climate is far scarier than ever be-

fore.  The above legislation could put up to 80% of All used motor vehicle dealers out of busi-

ness.  It’s your choice.  Please call your state association for membership application today. 

Visit us online at www.okiada.com to learn more about the OIADA, or stop by the office at 

your convenience.  

OUR MISSION IS YOUR SUCCESS.    WE NEED YOUR SUPPORT ! 



For further information about OIADA  

(Oklahoma Independent Automobile Dealers Association ) or an 

application please visit www.okiada.com and apply online or 

download application  or call us in the office  

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

 

Our Mission is Your Success 



The following list includes members who joined or renewed their OIADA 
membership during  2022 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 elsewhere in this newslet-
ter, on our website www.okiada.com , in store, mailed, faxed or emailed to 
you direct.  We urge you to be an active part of maintaining a strong and 
effective used car industry voice in the legislative and 
regulatory environment.  We need that voice more than 

6 D's Auto Sales 

71B Auto Auction 

A & G  Auto 

ABCOA Deal Pack 

Aces Preowned Auto Sales, 

LLC. 

ACV Auctions 

AFC Automotive Finance Co. 

Allen's Used Cars 

Altus Auto Auction 

America's Auto Auction-

Tulsa 

Atoka Wholesale Motors 

Ausbrook’s Used Cars 

Auto Showcase of Tulsa 

Auto Direct Finance 

AutoMax Hyundai 

Auto Expo 

Auto Select 

Auto, Golfcart, & Battery 

Sales 

AutoCue, Inc. 

Azteka Motors, Inc. 

Barry Sanders Supercenter 

Barry Sanders  Sports & Im-

ports 

Bauer Car Connection 

Best Buy Auto Sales 

Big Red Sports/Imports, Inc. 

Billingsley Ford of Lawton 

Billingsley Ford of Duncan 

Bill's Auto Sales 

Billy Nowell Auto Sales 

Bob Moore Cadillac of Nor-

man 

Bob Moore Mazda 

Broken Arrow Motor Co. 

Bronco Autoplex  LLC. 

Bryan's Car Corner, Inc. 

C8 Truck and Trailer Sales, 

LLC 

Campbell Nissan 

Car Gallery 

Car Hop 

www.okiada.com/membership 

http://www.okiada.com/membership


Car Nation 

Carl's Auto Sales 

CarMax The Auto Superstore 

Carter County Dodge Chry., LLC 

Carvana, LLC 

Cavender's Auto Sales & Leas-

ing 

Champ Hinton Used Cars 

Chase N Cars 

Coast To Coast 

Collinsville Auto Sales 

Credit Connection Auto Sls, Inc. 

Crown Auto World Bristow 

Crown Used Cars OKC 

D & D Truck Sales, Inc. 

D & D Used Cars 

David Stanley Chevrolet 

Dealer One Auto Credit, Inc 

Dealers Auto Auction of OKC 

Diamond Certified Vehicles 

Discount Auto Sales 

Doenges Toyota Ford Lincoln 

Don Hickey Used Cars 

Doug Gray Motor Company 

Down The Road Motors 

Drive Time Car Sales, LLC 

Dunford Auto Sales 

Eastern Motors 

Edwards Auto Sales 

Enlow 66 Auction, Inc. 

Eskridge Honda 

Everybody Drives Auto Sales, 

LLC 

Express Credit Auto #2 

Ferguson Superstore 

Fisher's Auto Mall, Inc. 

Floorplan Xpress Auto 

Frazer Computing, Inc. 

G & P Auto Mall of Muskogee, 

Inc. 

Genuine RV & Powersports 

Green Country AS Internet Gal-

lery 

GWC Warranty Corporation 

Harley Davidson World 

Harris Auto Sales, LLC 

Hertz Car Sales 

Hominy Auto Sales 

Howerton's Auto Sales-note 

Hudiburg Subaru 

Hunt Motor Company 

Hwy 33 Truck and Trailer Sales 

I-35 Credit Auto 

I-35 Truck Sales 

Impressive Motors 

Indian Motorcycles Of OKC 

Integrity Auto Finance, LLC 

James Hodge Ford, Inc 

Jay Hatfield Chevrolet of Vinita 

Jerry's Auto Sales 

JMC Auto Sales 

Joe Cooper Ford Yukon, LLC 

John Vance Motors, Inc. 

Kelly’s Trucks & More 

Kent's Custom Cars & Trucks, 

Inc. 

Kool Kars Sales 

Lake Auto Group 

LaRaza Motors 

Lee Auto Sales 

Len Roberts Enterprises, Inc. 

Liberty Auto Finance 

Lumpy's Auto Sales 

LUV Ford,LLC 

M G Motor Sports, LLC 

Madill Superlot 

Mangum Auto Sales 

Marc Miller Buick-Pontiac-

GMC,Inc 

Oklahoma Independent Automobile Dealers Association 



Oklahoma Independent Automobile Dealers Association 
Max Credit Autos 

McNair's Auto  Sales 

Mitchell Motors, Inc. 

MTS Truck Sales, LLC 

My Auto Store, LLC 

Next Chapter Vans 

Nissan of Lawton 

Nix Auto Center, Inc. 

NVP Warranty 

OK Auto Remarketing 

OK Work Trucks 

Oklahoma Auto Exchange, LLC 

Oklahoma Auto Sales 

OnSite Dealer Solutions 

Overdrive Automotive Center 

Parker's Used Cars 

Patriot Auto Group,LLC 

Phagan Motors 

Preferred Auto Sales, Inc. 

Pride Truck Sales LP 

Quality Value Auto Sales 

R & J Motors, LLC 

Randy Bowen Chevrolet, Inc. 

Randy Mitchell Auto 

Ray Hibdon's Car Choice 

Red Line Auto Sports, Inc. 

Regal Car Sales & Credit 

Romeros Auto Center 

Ron Miller Motor Co. 

Rt 66 Auto Auction of El Reno, 

LL 

S. Brown & Associates 

Sal's Auto Sales 

Scissortail Auto Sales 

Scott Auto Sales 

Scott's Motor Cars 

Shockley's Auto Sales, Inc. 

Shorty's Auto Sales, LLC 

Shreve Truck & Equip. Sales 

Smalygo Auto Wholesale, Inc. 

Solutions Auto Group 

Sooner Kia 

Speed Motors,LLC 

Sports & Imports, Inc. 

Sterling Credit Corp. 

Steve's Cars 

Street Cars Direct 

Sunshine Auto Sales 

Super Sports 

Switzer & Son Select AS, LLC 

T & T Auto Sales. Inc. 

Tallgrass Motors, LLC 

Taylor Auto Sales, Inc. 

Temple of Zoom Motorsports 

Terry Halbert Auto Sales, Inc. 

The Car Man, LLC 

The Key 

The Pickup Shop 

The Truck Shop, LLC 

Thoroughbred Motors, Inc.-

note 

Tio Chuy's Auto Sales #2 

Tio Chuy's Auto Sales 

Todd Auto Sales 

Town & Country Auto, Inc. 

Tri-State Wrecker Sales 

TradeX 

Truetruck HD 

Twister Auto Sales 

Universal M H/Used Cars 

Wade's RV Supercenter 

Wade's RV Supercenter OKC 

Watson Auto Rental & Sales 

Way Out West Auto Sales 

Wetzel Agency, Inc. 

Wheatland Motor Company 

Wheels of Norman 

Wheels of OKC 

Wholesale Motors, Inc. 

Wilmes Ford-Lincoln-Mercury 

Wilson Used Cars 

Z66 Auto Auction 


