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You CAN!
SuprPORT CADA PRODUCTS AND SERVICES
Bob Ghent, CADA Chairman

CADA is a very unique organization, in that we offe
many financial, insurance and other services to our
members. | would like to personally ask you

to consider utilizing the programs offered through
our association. Not only will you be surprised by
the variety of products that can be specialized to
meet the needs of your dealership, but the service
superb as well.

Most importantly, using the products and
services offered through CADA provides direct
support to our industry's legislative needsWith
numerous legislative battles on the horizon—inclgdBov. Ritter’s recently
announced Colorado Climate Action Plan—this supjsoneeded now more
than ever.

One of the programs available is the CADA Work&empensation
Program, which is administered througkells Fargo Insurance Services
They provide account management, training, and nowmseresources for you
to control and manage your workers compensatiamsla

While Wells Fargo Insurance Services provides tiseseices, they are also
able to offer youhe same premium level you are currently payingwit
Pinnacol. Participating in the CADA program will not raigeur premiums—
it may even save you money

Unlike most other programs in which you

may be participating, our program results in

direct support to your association and

industry.This year more than ever, CADA

will need all of the financial support

possible to ensure our industry is heard

and properly represented at the state

legislature. There are potential legislative

changes that could significantly impact your

dealership’s profitability. The CAL-LEV (CalifornLow Emissions
Vehicles) regulations are of primary concern, alailh numerous areas of
litigation, and various proposals that are less flaaorable to all types of
businesses in Colorado. Additionally, we are purgwhanges to strengthen
your rights and avenues for remedies under ther@dtoFranchise Act. YOU
can provide financial support without spending amemore.

CADA leadership and management relies very litdex@embership dues—
less than ten percent of operating costs. To do e rely on endorsed
vendor programs—and your suppoftthese programs. Please consider using
these endorsed vendors if you are currently
not doing so. It will be a WIN-WIN solution! For meinformation contact:
- Deb Lay, Insurance Services Account Manager
dlay@cadaonline.org , 303.282.1453
Bob Kogel, Insurance Services Account Manager
bobkogel@cadaonline.org, 303.282.1457
Chad Julius, F&I Resource Center Manager
chad.julius@cadaonline.org, 303.457.5119



President Bush Signs Energy Bill

That Includes CAFE Boost

President Bush, with strong support from Congrsigmed an energy bill
late last month that increases Corporate Average Eeconomy (CAFE) by
10 miles per gallon over 10 years.

NADA vice president of legislative affairs David g, who was at the
Energy Department in Washington for the bill signisays the fuel
economy increase is “challenging, but providesicigffit flexibility for
automakers to continue to meet consumer demana 'h&kw law increases
fuel economy to a fleet-wide average of 35 milesgadlon by 2020 and
permits automakers to trade credits among their fbeats to offset less-
efficient vehicles. Dealers were instrumental isweimg separate, attribute-
based car and truck fuel economy standards topbetsct product mix —

a top NADA priority. NADA was also
involved in improving unworkable CAFE
increases for medium- and heavy-duty
trucks.

The final bill does not determine which
government agency—EPA or the National
Highway Transportation Safety
Administration—has primary jurisdiction tg
regulate fuel economy and emissions.
NADA supported a provision to identify
NHTSA as the lead agency. The Bush
administration was expected to address the isslagarbDecember, with
Congress likely to hold oversight hearings sometinig year to examine
the administration’s approach.

No Match Letters

An Oct. 10 opinion by th&).S. District Court for the Northern District of
California effectivelyhalted the Department of Homeland Security’s
(DHS) issuance of “no-match” letters A court-issued preliminary
injunction raised real concerns

regarding a DHS rule, effective Sept.

14, outlining procedures employers ‘:

must use to verify the immigration -

status of new hires when a discrepancy | %
or “no-match” is identified. DHS has
indicated that, although it has not ruled

out an appeal, it is considering revisions

to the rule designed to address the

court’s concerns. Meanwhile, all

employers must continue to verify the
immigration status of new employees

using the 1-9 Employment Eligibility
Verification Form. Earlier this month,

the U.S. Citizenship and Immigration Services (US)CGkvised the -9 and
updated its Handbook for Employers, InstructiorrsGompleting the Form
[-9. The handbook and downloadable Form I-9 islabée at
www.uscis.gov/files/nativedocuments/m-274.pdf. Atfsheet with a list of
unacceptable and acceptable documents is avadable
www.uscis.gov/files/pressrelease/FormI9FS110707 @dil NADA
Regulatory Affairs at 703.821.7040 for more infotina.
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LEGISLATIVE PoLIcY COMMITTEE
What we can expect in 2008 from the statehouse

Matt Tynan , Tynan's, Denver Don Hicks, Shortline Auto, Denver
Legislative Policy Committee (LPC) Co-Chairman Legislative Policy Committee (LPC)
Co-Chairman Co-Chairman

Colorado auto dealers have been the target of algwerspective legislative proposals that will iténe among the
healthcare, transportation and environment issuréshvwill likely assume a good portion of the ldgtsre agenda at the
state capitol this year.

Among the bills affecting auto dealers, is a pragpty Rep. Alice Madden (D) of Boulder thaguires the inclusion of an
orange safety vest in all purchased vehicle$he purpose of the safety vest, according to Magd to provide increased
safety through higher visibility of drivers and pasgers that may find themselves in a situatiothahging a tire or
handling car maintenance in the dark hours alohiglaway or roadside.

In addition, Rep. Claire Levy (D) of Boulder is selging for a way to raise monies for assistangaanmning for
communities that promote less driving to residéims live in the area. To raise the funds, sh@isitering assessing an
$80 fee for all newly purchased low MPG vehicleat the time they are licensed.

On a more positive note, the staff at CADA is lawkat options to revise Colorado statutes as thleyer to thestate’s
Franchise act We have visited with the manufacturer’s lobbystsl they are interested in our proposed languagédave
expressed hopes of being able to support our sfterat a minimum, remain neutral.

Dovetailing into the franchise bill will be a btitle offered by Rep. Larry Liston (R) of Colora&gprings. His bill would
allow manufacturers to provide, either by purchaseor trade, Colorado auto dealers the ability to purtase
automobiles that are currently offered outside of ar state but not in the state of Colorado.

Sunday sales and the repeal of blue lavese being reviewed by the liquor lobby. The stafCADA has worked with the
liquor lobby to ensure tight bill titles that wouNOT include auto dealers. We believe that autdedse@pening an extra day
(Sundays) would present an economic disadvantagemenses to dealerships would rise substantiglyplening an
additional day. In addition, the likelihood, of atilchal car sales, is slim compared to that of iompptu liquor sales. Your
CADA staff has been in touch with the bill sponaod our industry’s position is
recognized with the sponsor as well as numerousl#grs.

In addition, we expect to work in a unified mannéth other lobbyists representing
businesses to strengthen our business lobbying&fitye plan to work in unison with
the Colorado Association of Commerce and Industnynonitor worker comp bills,
right to work legislation, healthcare bills, environmental protection bills, and
transportation bills, among others.

CADA staff is closely monitoring the steps takegaeling the governor€limate
Change Action Plan We plan to present substantial data at upcomiiQ® (Regional
Air Quality Commission) hearings. It is our undarsiing that hearings will take place
prior to the Governor issuing an executive ordeadopt CAL-LEV standards in
Colorado. We will be touting the benefits of a V&ab0 state option by adhering to the
federal EPA standards as an alternative option&b-CEV.

EMERGENCY PREPAREDNESS GUIDE AVAILABLE ONLINE

A 10-pagedisaster preparedness guidéhat instructs business owners on how to devetogffective plan to
protect employees and customers in a disastemisavailable from the U.S. Small Business Adminigtra Key
preparedness strategies help small businesse#ydewtential hazards, create plans to remain ierapon if the
office is unusable, and understand the limitatiohtheir insurance coverage. An electronic versibthe guide
will be available online at www.sba.gov. For ememyepreparedness specific to dealerships, checklAltA's
A Dealer Guide to Creating an Emergency Responae, Blzailable online at www.nada.org.




GOVERNOR'S SENIOR POLICY ADVISOR ON CLIMATE
CHANGE ADDRESSES MDADA AT ANNUAL MEETING

also of the governor’s staff.

Nearly 100 dealers and dealership representatitesded the Metro
Denver Automobile Dealers Association annual meelov. 27, 2007,
at the Cherry Hills Country Club in Denver. Featuspeaker, Heidi
VanGenderen, senior policy advisor on Climate Cleangm the
governor’s office, addressed the group by presgramoverview of the
Colorado Climate Action Plan. The plan includegetisn on
transportation that addresses emissions redudtiongh an executive
order that could mandate the standards of Calidsriow Emission
Vehicles standards. A “question and answer” sedsibmwed which was
led by Executive Director of Public Safety and Eomiment Jim Martin,

Executive Director of Public Safety and )
Environment Jim Martin addresses concerns Several concerned dealers posed questions

from automobile dealers, as Heidi VanGenderen regarding the threat of lessened consumer
of the governor’s office looks on. choice of motor vehicles, if this plan were to b

instated, the use and possible loss of using E85

as an alternative fuel (California standards areestrictive, that E85 would not be viable under
the California plan), and the ceding of authority(alifornia Air Resources Board, of which we,
as Coloradans, would have no representation.

Other questions asked regarded the implementatmseps and concerns of adhering to Californ
standards through Executive Order from the Govelinstead of going through our elected

e

ia

officials in the state legislature. Jim Martin dfdidi VanGenderen vowed to look at all of these
issues.

Your CADA legislative staff will continue to searédr alternative ways to focus on clean cars in

the state and to provide education and necessfanyriation to those involved in this decision
making process.

John Medved poses
a question to
representatives from
the governor’s
office.

LITIGATION INVOLVING CREDIT AND DEBIT CARD RECEIPTS

NADA Legal & Regulatory has issued an alert regagdieveral lawsuits that have been filed arounddhmtry against

businesses for violating section 113 of the FACT &{2003.

This provision, which has bifurcated implementatitates but has been in effect for everyone
since December 2006, requires businesses thaidereléctronically printed credit and debit car
receipts to customers at the point of saledacate all but the last five digits and the expiation
date. This federal requirement does not apply to cradit debit card receipts that are handwritt
or manually imprinted.

The potential civil liability for violating sectioh13 is enormous. Defendants who are found to
have engaged in willful noncompliance are subjecaimong other things, statutory damages ir
the amount of $100 - $1,000 per violatimd attorney’s fees There is no cap on the amount of
statutory damages that may be awarded.

Dealers should take immediate steps to ensuredtegtronic credit and debit card receipts
conform to this requirement. Additional information the topic is available from

the Federal Trade Commission at: www.ftc.gov/bcpliedbs/business/alerts/alt007.pdf. NADA also pogtsrmation about

this and other FACT Act requirements at: www.nadgfactact (nembership login requirgd



GREENER CARS, BuT HOwW?
State should get high-emitting vehicles - jalopies - off the road
Tim Jackson, CADA President

When it comes to climate change and cleaning thét'ainot a question of doing something or doing
nothing. Rather, Colorado's challenge is to addiesse issues in ways that reflect the distinctive
values and needs of this state.

Colorado automobile dealers support the govergo&d of reducing vehicle emissions as part of an
overall response to climate change. After all, e here too.

While tailpipe emissions are far from the only ednitor to climate change globally - or to the gnddevel ozone pollution
that leads to health concerns locally - their cda't be ignored. But there is more than one opinégarding the best way
to reach the goal of cleaner cars.

Unfortunately, when the governor talks about mandaihg lower-emissions vehicles, rigid California stadards are the
only model available for Colorado to adopt. We don'believe it makes sense to rubber-stamp one-sizésfall
California standards for new vehicles. That plan is't designed for the unique challenges of Coloradand needs of
Coloradans. And it could have the opposite effectfahe one intended by promoters of adopting Califonia-Low
Emission Vehicle standards in our state.

Every day, Colorado consumers make it clear inetesfiowrooms across the state that they value lesttitat limit their
impact on the environment. Auto manufacturers hspent billions of dollars developing the technoldiggt makes this
possible, and it works; new cars today are as ragc99 percent cleaner than those of just a codpleaades ago.

But Colorado drivers also make it clear they wama@ety of vehicle options, and many of thesemmiwouldn't be
allowed under the California standards ramp-up.

Visit a showroom today and you will see hybrids, elan diesel power, ethanol-fueled E-85 and - sooecembinations
of these technologies. They all offer cutting-edgeays to reduce emissions and/or reduce dependenay foreign oil.
But even these technologies do not meet the out+@fach California standards. Rather than force the pblic into cars
that are too small or do not have enough power tdimb Colorado’'s mountains, it would be more effectre to give
Coloradans incentives to move to newer, cleaner car

As in so many other subject areas, Colorado isigiay intellectual leadership on these issues. IOo&l expert, University

of Denver chemistry professor Donald Stedman, ribigis5 percent of vehicles are responsible fol axedr half of vehicle

emissions. Another local expert, Douglas Lawsapricipal scientist at the National Renewable Epdragboratory in

Golden, told theJniversity of Denver Magaziriast year: "The low-hanging fruit for the urbanission reduction program
nationwide is high-emitter cars."

We believe the state should be focusing its effontsetiring those high-emitting vehicles.
In the short term, identifying and repairing oraggping aging high-pollution vehicles
could cut as much as 30 percent to 40 percentroémiiautomobile emissions for a
relatively low cost.

Ironically, the California standards could keepsth@igh-emitting vehicles on the road
longer by increasing the price of a new car. Thisagnic - known as the "jalopy effect" -
would take Colorado in precisely the wrong direatio

In contrast, a new state "cash for clunkers" pnogsaould be a positive step toward
taking more of these high-polluting vehicles outommission. When new lower
emission vehicles replace these clunkers, theaseldtrwill be cleaner air. Today's new cars ararciears.

We look forward to working with Gov. Ritter, hisa$t and other policymakers in pursuit of reducedssions. It is
important to create a plan that addresses Col@ranhjue needs in an intelligent, workable andiedimanner.



1-2-3

Dealers Prioritize Association Issues in Survey

CADA recently sought dealer member input on orgational priorities in a preparatory step for loegrt planning
process. Survey respondents united behind the tantassues as those the association should divechost energy, time,
and attentionMore than 87 percent of respondents felt the CADAtaff was responsive to the needs of our
membership, and members of CADA can expect the associatateeship and staff to focus on the key prioritéentified
by survey respondents. While overall the survey eaamplimentary of the direction and action by teeaxiation, there is
growing demand to accelerate even further the tegiven certain pressing challenges the deasmasunity faces.

The following issues are shown listed in descendintgr as submitted by the participants in the @ation survey:

1.

© NGO ~WDN

11. Consolidation of dealerships

Price/profitability

Personnel-ability to attract and retain
Regulations/regulation compliance

Employee health care cost
Competition/marketplace

Manufacturer requirements/cost shifting to dealers
California emission limits for Colorado cars

Product desirability, availability and quality

. Technology needs, changes and cost

10. Manufacturer mergers, bankruptcies and loss of Hgan

When asked,During the next three years, do you see your piteggerations
(buildings, land, employees, dealerships, etc.pagpg, decreasing or staying the
same? the surprisingly optimistic responses were:

n

1. Expanding 53 percent
2. Staying the same 39 percent
3. Decreasing 6 percent
Ranking CADA'’s critical CADA needs to give same Membership Satisfaction
priority issues or more attention to... (highest #1 to lowest #13)

1. Franchise laws 1. Health care costs 1. CADA staff availability
2. Defense of dealer litigation 2. Defense of litigation 2. Expertise in industry issues
3. Environment of industry 3. Franchise act improvements 3. Lobbying success
4. Health care costs 4. Dealer/industry image 4. Interest in opinion of members
5. Regulatory i.ssues _ 5. F&l compliance 5. Reporting useful information
6. Dealer and industry image 6. Environment for industry 6. Overall value to you and your
7. F&l compliance 7. Regulatory issues staff
8. Tax.policy and business 8. Tax policy for business 7. Representation by members of
io Enmvglllrz;r:\qs:tt Z;giifsr(s)nal 9. Manufacturer two-tier pricing . k;oard of birectors

issUes 10. Salesperson image . Bonds for dealers and

] salespersons

11. Salesperson image H Envwor?ment for deale.rs 9. Planning for the future
12. Manufacturer two-tier pricing 12. Education-legal compliance 10, Forms
13. Education-legal compliance 13. Manufacturer cost shifting 11, Insurance programs
14. Manufacturer cost shifting 14. Employment-personnel issues )
15. Endorsed services 15. CADA endorsed services 12. Endorsements
16. Statistical reporting 16. Non-legal education 13. Education program and quality




NADA DIRECTOR’S COLUMN

NADA Convention: Voice of the Dealer ®...Focus on Profitability!
Jeff Carlson,

Glenwood Springs Ford

Colorado NADA Director

Chairman, NADA Public Affairs Committee

Come join us in February for the 91st NADA Conventand Expo in San Francisco. This
year's focus will be profitable ideas for dealerith more than 650 exhibitors spanning five
halls and 750,000 gross square feet. The lateésthmology will be on display through our

exhibitors, as well as transactions designed todargyour business.
2008 NADA CONVENTION

The speaker lineup for this year’s convention widlude: & EXPO
G. Richard Wagoner, Jr. to address conventionon Fe  b. 9 Feb. 9-12. 2008
Jay Leno to deliver message on Feb. 9 i
Bob & Lee Woodruff will conduct an inspirational se rvice on Moscone Center

San Francisco, CA

Feb. 10

Tom Brokaw, legendary NBC newsman and author, to
address NADA Convention on Feb. 11

California Gov. Arnold Schwarzenegger invited to ad  dress
NADA on Feb. 11

In addition, there will be 36 workshops offeringmganew topics. This is your best opportunity teenatct with all your
fellow dealers at franchise meetings and plentyocial events-or more information and to sign up for the Expo, vsit
http://expo.nada.org/.

DEAC Fundraising Efforts Garner National Attention

Colorado will finish the 2007 year as the numbetese(#7) fundraiser for the NADA Dealer Electiontibon Committee
(DEAC). This is NADA's political action committeghich helps dealers contribute to the politicabgtn campaigns of
pro-business, pro-dealer candidates for electiae-@lection to the U.S. Congress.

DEAC fundraising increased in Colorado from jusein$39,000 for the year in 2006 to more than $61f002007—an
increase of more than 50 percent. As significanharease as that is—and it is significant—it igfar magnified by the
fact that 2006 was an election year and 2007 &rspecial thank you tblancy Ariano andJeff Carlson, who led the
effort for this ongoing NADA and CADA priority.

Additionally, Colorado has grown by five (5) in osumber of DEAC President's Club memb&ew Colorado DEAC
President's Club members at $5,000 each for 2GfJde:

Bob Ghent, Ghent Motor Company

Mike Faricy, The Faricy Boys Chrysler Jeep

Mike Ferris, Western Slope Auto

Ed Bozarth, Bozarth #1 Chevrolet

George Eidsness, Transwest Trucks

They join the following dealers who continued tHBEAC President's Club membership standing at $2e&Xh:
Nancy Ariano, New Country Auto Center
Jeff Carlson, Glenwood Springs Ford
John Schenden, Pro Chrysler Jeep
Lee Payne, Planet Honda
Dean Dowson, Empire Lakewood Nissan
Dick Heiman, Lithia Motors
Bill Vidmar, Vidmar Motors
John Medved, Medved Colorado



NADA REGULATORY REVIEW AVAILABLE ONLINE
NADA's Regulatory Reviewwhich is published quarterly by the NADA
Public and Legal Affairs Groups, contains the latederal regulatory
developments that affect franchised new-vehicldalsedregulatory
Reviewis now available on NADA's Web site at www.nada,angder
"Publications” (member login required).

NOMINATIONS FOR 2008 ENERGY-SAVING
DEALERSHIPS DUE IN FEBRUARY

It's time tonominate an energy-saving dealer for the annual USAoday Dealer Innovation Award. If you're
a dealer—or you know a dealer—who has taken stegavt® energy, submit a nomination at
www.nada.org/usatoday. The deadline for entrié%els. 29. Four winners will be chosen and featuneal full-
page ad iJSA Todayand NADA's AutoExeamagazine. One person out of the four winnershvélselected as
the grand-prize winner and honored March 18 ategiapceremony in connection with the New York
International Auto Show. The purpose of this awiar honor car and truck dealers who have useovitive
ideas and business practices to better servedhstiomers, communities, and employees.

EXECUTIVE EDUCATION PROGRAM

Detailed information about the neBabson College Executive Education Prograrfor automobile and truck
dealer executives isow available onlineat www.nada.org/ExecEd. The program, which siarMarch, will
focus on building the leadership, management, aisthbss capabilities of senior-level executives Site offers
information about the program and how to apply. fraaing will consist of 6 one-week modules appnoately
three months apart, conducted on the Babson Cotlegppus at the award-winning Executive Education
Conference Center in Wellesley, Mass. Dealersravigeid to apply to this limited-acceptance progtanvisiting
the site online or calling NADA at 703.760.7574

NADA SPEAKER ADDRESSES FRENCH OPEL DEALER ASSOCIATI ON

NADA lowa Director John McEleneywas invited to speak to tli@ench Opel Dealer Associationwhich
recently held its annual convention in New YorkyCMore than 150 Opel dealers from across Frarteadgd the
conference. In his remarks to the dealers, McEle@meghasized the importance of dealer profitabiigying that
unless dealers are profitable, it's difficult ftvetn to continue reinvesting in their operations.até® outlined
NADA's outreach efforts to manufacturers, and steelsthe importance the NADA Dealer Attitude Surp&ys

in developing positive relationships with all cattees. McEleney was recently elected as NADA's 20ia@
chairman, and will take office during the annuatwention in San Francisco, Feb. 9-12.

MANAGEMENT EDUCATION OPPORTUNITY

NADA Management Education and the Washington AreaMutomobile Dealers
Association (WANADA) will partner for the first timto present aew seminar
program at the 2008Vashington Auto Show Jan. 23-27. The program—Coaching
Dealerships to Profitabilityl—consists of three sans designed to help dealers
maximize profitability in fixed and variable opei@ts. Each seminar will be held
from 8:30 a.m. to 4:30 p.m. at the Washington Catiea Center, and will be taught
by NADA Dealer Academy and 20 Group consultantsesion for general manager
will be offered Jan. 23, a class on service antspaanagement will be held Jan. 24,
and a seminar on used vehicles will be offered d&nContact WANADA Director of
Events Kristina Henry at 202.237.7200, ext. 18nfimre information.




COLORADO DEALER FOR 2008
Don Hicks Competes for National Recognition in Comm unity Service
and Industry Accomplishments

Don Hicks, president of Shortline Automotive Inc. ad Porsche of Colorado Springswill be honored in February at the
NADA Convention for his nomination for the 2008 TBWagazine Dealer of the Year award. Hicks is oihe select

group of dealers from across the country to be rexhat the opening business meeting of the corarenivhich is attended
by more than 25,000 individuals from the automoliiustry.

Hicks began his automotive career in July 1972reesaj 60 “green peas” salespeopleG@aurtesy Ford
in Littleton , after working as a cable draftsman for Westegttic by day and working on used
Porsches at night.

“My mother cried when | got in the car businessithks recalls. “She was afraid that | wouldn’t make
it.”

In less than a year, Hicks was a senior salespenstnvas later promoted to sales manager in just 18
months. He climbed the ranks over the next decattad becoming the dealership’s general manager.

When an opportunity came for Hicks to open his aealership he decided to take the chance, and pmn 51987,
Shortline Subaru opened its doors. A series of inemchises and dealerships have followed, mosnthcthe debut of a
Porsche dealership in Colorado Springs in 2006¢kvbbtained the manufacturer’s coveted Premierédesthtus in just its
first full year of business.

In addition to his business successes, Hicks amddalership have also supported a wide rangegah@ations and
causes. He has raised money for the Pink Ribbondaiion, which helps cancer patients at the Unityeo Colorado
Hospital. Hicks has also supported the Sunny \Asisisted Living Center in Colorado Springs, Volwereof America, the
Colorado Springs Fine Arts Center, and others.

Still Hicks counts his employees as his most gytif civic contribution. “While being a member
of the Subaru Chairman’s Roundtable or a Porscemier Dealer is gratifying, it is important to
realize that without successful employees, neitfi¢hose awards would be possible,” said Hicks.

Nominated for the TIME Magazine Dealer of the Yaaard byDean Dowson of Empire Lakewood NissarHicks lives
in Denver with his wife, Lauren. The couple has daaghter and is expecting a second grandchildoim.A

The TIME Magazine Dealer of the Year award is thmobile industry’s most prestigious and highlyeted award for

car dealers. Recipients are among the nation’s sumstessful auto dealers who also demonstrategasiamding
commitment to effective community service. Hickssvetosen to represent CADA in the national comipetit-one of only
51 automobile dealers, from more than 19,500 netite, nominated for the 8%nnual award. The award is sponsored by
TIME Magazine in association with Goodyear Tire &id®er Company, along with NADA. A panel of facufembers

from the University of Michigan Graduate SchooBafsiness Administration select each finalist.

DEALERSHIP HIGHLIGHTS, MILESTONES, & TRANSITIONS

MOTORPLEX AT CENTERRA BRINGS

THE ART OF 'THE OPEN ROAD' “Loveland has long been famous for its amazing nemb
TO NORTHERN COLORADO of artists, who have had a major impact on theityuaf
Motorplex at Centerra in Loveland continues to living within this community,” saidRocky Scott

redefine the vehicle shopping experience with isster- president of Centerra. “Because we have embraeed th
planned auto park, which features two stunning new core values of the community, we wanted to enteh t
sculptures amongst the six multi-million dollar car shopping experience with significant pieces ofirathe
dealerships. The elegant pieces of art are loGtdte auto park that reflect the unique Colorado spirit.”

celebrated auto mall near 1-25 and Crossroads
Boulevard.



McWhinney Enterprises, the Motorplex’s developed an
longtime supporter of the fine arts, erected thémares
at the auto park’s north and south entrances. @stuth
end of Byrd Drive, the newest signature sculptisesr
60 feet in the air above a beautifully landscaped
roundabout. Entitled “The Open Road,” it symbolifes
freedom made possible through the automobile,
combining the liberty of exploration with our natie
endless highways and byways. The work at the north
entrance consists of three dramatic, curved, sbeams
that echo the Motorplex’s three-pronged logo.

Created by Jeffrey Hall of Denver, “These pieces
reinforce Loveland’s legacy as one of the top eight
‘Great Art Destinations’ in the United States, asned
by U.S. Artmagazine,” added Wendy Ellis, vice
president of marketing of McWhinney Enterprises.
“Jeffrey Hall masterfully captured the spirit okth
Motorplex with ‘The Open Road,’ in an elegant and
timeless fashion. Not only does it represent our
commitment to create a lasting legacy of art artlica
for Northern Colorado, but the piece also symbagliaer
quest to offer a truly memorable and satisfying
experience for our guests at the Motorplex.”

COLORADO DEALERS GRADUATE FROM
NADA/ATD DEALER CANDIDATE ACADEMY
Congratulations to the following
dealers who graduated from the
Dealer Candidate Academy of
NADA last year:
- Michael Edwards, Grand
Junction Chrysler-Jeep
- Zach Carlson, Glenwood Springs
Ford, Lincoln Mercury
- Nick Klahr, Castle Peak Automotive Center, Vail
NADA/ATD Dealer Candidate Academy is an intensive,
12-month apprenticeship course in dealership
management. Six weeks of classroom study are caubin
with 45 weeks of in-dealership training to prepdealer-
successors and key management personnel to operate
new car or truck dealership.

LAND ROVER DENVER EAST CELEBRATES
35TH ANNIVERSARY

Congratulations thand Rover Denver East who is
celebrating its 35th anniversary in Aurora in 2668
coincide with Land Rover's 60th anniversary buigdin
“The Best 4 x 4 x Far!” campaign.

Each year Land Rover Denver East contributes a©imuc
as $30,000 to various charities, notably Advocédes
Children on East Bethany and The Excelsior Youth
Center on East Oxford in Aurora.

Land Rover Denver East also celebrates the higb®kt
year-to-date for not only all Colorado Land Rover

dealerships, but also all the Land Rover storétsin
Market (West and Northwest U.S. Land Rover dealers)
As manager (GM)Kevin Clay brought Land Rover
Denver East from 68th place in the nation in 2@982nd
at this point in 2007.

COLORADO AUTO DEALERS TIE ONE ON FOR
THE PINK RIBBON FOUNDATION

The Colorado-based Pink Ribbon Foundation yet again
made another out-of-towner extremely happy. Thesr 7
Annual Power of Pink Gala was held Sept. 29 tcerais
money for the University of Colorado Hospital's
Anschutz Cancer Pavilion.

For the second year in a row, they

raffled off a 2007 Porsche Boxster

provided byPorsche of Colorado

Springs and charter spons@on Hicks.

The odds were great at 1 in 1000 chance 1

to win, and tickets were flying like hot

cakes Saturday evening as the drawing was appraachi
the 9 p.m. hour. In fact, tickets sold out compieteght
before their special guest speaker, Baby Einsteinder
Julie Aigner-Clark, pulled the winning ticket.

The live auction was presented by Hrent Range
Subaru DealersandSubaru Southwest Region
featuring the auction of a 2008 Subaru Outback 2.5i
Ltd. A Breckenridge man won the bid on the car. The
auction brought in $26,000 to the Foundation.

The Pink Ribbon Foundation has donated more than
$300,000 to the hospital since 2004 and has hetped
than 1,200 cancer patients. For more informatioh@n
you can get involved in this cause, visit their gigbat
www.thepinkribbon.org.

OWNERSHIP CHANGES AT DEALERSHIPS
ACROSS THE STATE

Several dealerships across Colorado have changed
ownership and/or their names, including:

Mike Ward purchased.ittleton Infiniti, now called
Mike Ward Infiniti of Littleton . For several years,
Ward was GM at Kuni Lexus in Littleton.

Garnsey-Wheeler Ford in Greeley is now
Spradley/Barr Ford Lincoln Mercury of Greeley,
Inc. The owners of this new dealership Kiéss
Spradley, William Barr , andRobert Womack.

After 33 years of busineskpngmont Toyota changed

its name and location. It is now call8thpp Interstate
Toyota-Scionand be located at 8019 Raspberry Way in
Frederick. Their ownership—a 13-time recipientiud t
Toyota President's Award—and service standards will
remain the same.



MAXIMIZING THE BENEFITS OF YOUR SAFETY COMMITTEE

Special Column by KPA, LLC

Want to reduce your insurance rates? At a time viligurance rates are skyrocketing, studies showeffective safety
committees can reduce dealership accidents by ab a8152%.The reasoreffective safety committees find solutions to
problemsthat can cause workplace accidents, illnessesingumies, meaning lower workers’ compensationroaicosts
and lower insurance rates, not to mention out-afkpbexpenses and potential damage to the degdarsbputation.

Obijectives of the Safety Committee
The safety committee is responsible for providirgaBe and healthy environment at the dealershipnides of the
committee are important contributors to the compasytheir actions will:

Improve the health and safety conditions of thdetship, for the benefit of employees, customend, suppliers;
Reduce the number, severity, and financial imp#&atjories and illnesses; and
Support compliance with health, safety, and envirental regulations.

Summary of Recommendations for an Effective Safety Committee
Senior management commitment is essential to @ctefé safety committee.

The safety committee should include senior manageard management from each department, and meet at
least quarterly.

The committee should thoroughly review and invedggall accidents during each safety committee imget

All safety inspection items identified in the fagilinspection document prepared by KPA shouldéwéewed and
corrective action assigned.

The safety committee should develop programs thet@age employees to work safely at all times.

The committee should have a system of communicatittgall employees on matters relating to the catte®’s

activities.

Your KPW EHS representative can play an active imkupporting the safety committee and its program
Your KPA EHS specialist is a powerful asset todeelership and should be used in reviewing thesitnyation findings,
planning corrective actions, and managing the claim

Acting on KPA Safety Inspection Findings

KPA performs a safety inspection on a regular b&ased on that inspection, KPW prepares a wrigport, which is
reviewed at the safety committee meeting typichéid immediately after the inspection. All safatgpection items
should be reviewed and given follow-up correctigéam. Each action item should be assigned to divitual on the
safety committee and a due date established. Dayeod the severity of the inspection finding, theadline could be as
little as one day and should generally be no ldi@n the next safety committee meeting. Prior atitre actions should be
reviewed at subsequent safety committee meetindsteymine the status of assigned corrective ax@ma compliance
within the committed deadlines.

Focus on Improvement

It is important for the safety committee to devepspgrams that encourage employees to work safellf imes. This
may include implementing safety incentive progradeyeloping new environmental health and safeticigd, training to
prevent accidents, and incorporating employee pafajgestions. KPA can actively assist you in eatihg and
implementing such programs and can provide suggiéstaing.

Communication is Critical Throughout the Organizati on

Communication throughout the organization is esakfur a successful health and safety program—aataymmunication
is a responsibility of the safety committee. Thenogttee should have a system of communicating alitemployees on
matters relating to the committee’s activities. 3danitiatives include environmental health aneégaflirectives designed
to keep employees safe from the hazards of theplack. Communication can be in the form of trainimgmos, and
having employee representation at the safety cot@eniheetings.

CADA Endorsed Providers Can Assist with Safety Comm ittees
KPA, with over 20 years of experience as the n&itaading provider of environmental health ancesamanagement
consulting services to dealerships, can show yeutbanaximize the benefits of your safety commiti€EA



representatives work with clients to ensuring thatlelines are in place and followed. For moreiimfation on how KPA
can assist you with your safety committee, call.88%3.1735, or email info@kpaonline.com.

Wells Fargo Insurance Servicegan also help

implement an effective Safety Committee. The

Workers Compensation Dividend Program was estadddidéin 1982. Pinnacol Assurance is the insuranceigen and
Wells Fargo Insurance Servicdsrmerly Accordid provides Account Management services. BenefiGADA
Dealerships include: additional up-front premiurscdiunts; participation in any annual group dividgrahd superior
individualized customer service. The program hagrned over $1million in dividends to participatidgalers in the past
five years.

CADA member dealerships are invited to participatthe quarterly program safety committee meetibgsnerous
representatives from Pinnacol Assurance, Wellsd-argurance Services, and CADA participate in thasetings. The
success of the program—and the dividends of all neempéarticipants—are affected by the performancéefroup. These
meetings allow dealership safety representativetiame best practices, learn from and preventairagcidents that have
happened at other dealerships, and help ensyparéifipants are taking workplace safety seriouslgre dealership
participation is sought at this time—especially thego can attend the quarterly meetings on a redalsis. If you would
like to attend, please contact: Dave Campbell, [Rrevention Mgr, Dave_Campbell@wellsfargois.conf).882.9256.

EMPLOYEE HANDBOOK : INTRODUCTORY MATERIAL

In addition to the policies you include, other iehave become standard components of effectiveayeplhandbooks and
are usually included as introductory material. Samgart the dealership’s philosophy while otherst jmake good legal
sense.

» Welcome Letter, signed by the dealer
D\ This is an opportunity to convey a sense of teainit md cooperation. Be supportive and appreagatif/
===\ current employees and offer a warm welcome to tidseare new.
* Introductory Statement and “At-will Disclaimer”
This statement explains that your handbook is pledvias an informational guide for employees amsbismeant to create a
binding contract. It is also used to help you, ¢h@ployer, retain your ability to terminate employéat-will” (i.e., with or
without cause) to the extent possible under fedstate, and local law. You should ensure that gtatement covers the
following points:

1. The introductory statement should state the datdémdbook becomes effective and that it replatesevious
handbooks and policies.

2. It shouldclearly state that the policies outlined in your handbaohko way constitute a contract and that they
should not be considered as such. (The use ofdyatdlic type or underlining can help you strdsis point.)

3. The statement should explain the dealership’s palfcat will” employment, i.e., that the employesy end
his/her employment at any time and for any reaswhtlhat the employer has the right to terminatesthployee at
any time and for any reason within the constradfifederal, state and local laws.

4. Finally, the statement should make it clear thabne but the dealer (or a person specifically desied by the
dealer) has the authority to enter into an agreéwwiegmployment for any specified period of timet@make any
promises of continued or permanent employmidote: Remember to use simple language. It is impothat all
employees fully understand the issues covereceimthoductory statement.

* Dealership History

This is an opportunity for you to tell your empl@geabout the origins of your company—when it waséted and by
whom; names and locations of other branches; ptdiohas; company growth (sales, units, revenueskure to mention
awards, community recognition, and any other sa@drimation.

This article is excerpted froBeveloping an Employee Handbd@®®RO06). To learn more about personnel policies,tand
create a professional employee handbook on yourR@rtake advantage of NADARolicies Now!program on CD-
ROM. Both products can be ordered online at wwwanad)/mecatalog, or by calling NADA at 800-252-NAP&xt. 2.



REMINDERS: REGULATORY CHANGES EFFECTIVE IN 2008

Motor Vehicle Sales Contract Disclosure

Requirement—March 1, 2008
Starting March 1, a revised Motor Vehicle Sales @ Disclosure provision will be required
(currently, CADA form 1-85 and 9-90). The Motor elle Dealer Board has developed an ofﬂma%
state form (DR 2434) for dealerships. The officidemaking hearing to adopt and finalize this

form was completed Nov. 8

The new provision being added is one required styylaar's Motor Vehicle Dealer Board
(MVDB) sunset legislation, and notifies consumefrthe existence of the MVDB and that it is
the proper place to file and investigate complaagsinst licensed dealers. The final language is
as follows:

The Colorado Motor Vehicle Dealer Boamkstihe authority to investigate all complaints
“yN— arising from the sale of a Motor Vehi€lelversports Vehicle from a licensed dealer. Any
complaints should be forwarded in writiogthe Auto Industry Division on behalf of the
Dealer Board to 1881 Pierce St. #142,évakiod, CO 80214, or you may send via fax to
303-205-5977. You may visit our websitenaw.revenue.state.co.us/dir’fhome.asp or
contact us at 303-205-5604.

CADA expects to have an inventory of the new foyrthe end of January. Contact Lauren Stadler toepdan order (see
page 3 for contact information).

State Minimum Wage Changes—Jan. 1, 2008

As a reminder, last November Colorado voters padseeindment 42, the state's
minimum wage initiative. That amendment to the Cadim Constitution [Article
XVIII, Section 15] raised the minimum wage for hiywvorkers from $5.15 per hour
to $6.85 per hour for 2007. That figure also nowréases annually based on the
Consumer Price Index. See the Jan. 3, 2007, inaligsue of Open Roabtlew
Minimum Wagefor more background and details of that amendment

As of 2008, Minimum Wage Order Number 24 applies@#®| in accordance with the
Colorado Constitution to establismaw state minimum wage rate of $7.02isit the
Colorado Department of Labor and Employment forerdetails at:
www.coworkforce.com/lab/ (a fact sheet and the Wéage Order Number 24 both available on the divisioreb site).

AUTO INDUSTRY RESOURCES

Auto Industry Division: 303.205.5746
www.revenue.state.co.us/dlr/home.asp
Titles/Registration: 303.205.5608
www.revenue.state.co.us/MV_dir/wrap.asp?incl=titlereg

Bulletin Suggestion or Comments?
If you have questions about items in this Bulletin or suggestions for future article topics,
please contact Nancy Burke at nancy.burke@cadaonline.org or 303.457.5115.

DISCLAIMER: CADA is not authorized to dispense legal advice. The Information contained in this
newsletter is for informational purposes only. CADA advises that dealers consult legal counsel on the
specifics of any law or regulation to ensure full compliance.




s RECORD RETENTION GUIDELINES

QUESTION: what are the recommendations for retaining andfoedding
consumer credit reports given both the safeguantks to protect this information, and

E E 9 the need to keep deal documents as proof of conggliar in defense of a consumer

complaint or lawsuit?

— ANSWER:

The answer varies between those who become cust@ndrthose who do not:

1. CREDIT APPLICANTS WHO DO NOTBECOME A CUSTOMER = SEVEN YEARS

The Colorado Statue of limitations is longer thiam televant federal statutes of limitations (FACGt AFCRA, five
years), so state law necessitates seven yearsinthidesany circumstance where an application was receivedband
a credit report was run but a car was not soléaséd rfot just those where the credit was denigd *

2.CREDIT APPLICANTS WHO DO PURCHASE AND BECOME A CUSIMER = TEN YEARS

For a completed deal, it is generally the statedtatute of limitations relating to potential lavtsithat determines the
recommended timeframe. In Colorado, it is recomredrttiat deal jackets and related customer fireduding the
credit application and the credit repdtbe retained for TEN YEARS to ensure records aedlable for lawsuits that
could arise against a dealer.

OVERVIEW OF THE FTC’S STANDARDS FOR SAFEGUARDING INFORMATION

Which dealers are covered by the Safeguards Rule?

The Safeguards Rule applies to all dealers whdfis@ncial institutions” under GLB [Gramm-Leach-Bly Act] and
the Privacy Rule. In other wordasny dealer that is “significantly engaged in finan@l activities” is a financial
institution . “Financial activities” include such things asemitg into finance or lease transactions with comexs. It
also includes insurance transactions, but thosgarerned by rules set by your State Insurance Cesiomer.

The FTC has never defined the phrase “significagtigaged,” but as a rule of thumb, you should amrsjourself
“significantly engaged” in financial activities fpurposes of the Safeguards Rule if you regulartgreinto retail
installment sale contracts and/or lease agreemétitonsumers, even if you immediately assign aallease
contracts to a bank or finance company.

What information is covered by the Safeguards Rule?

The Safeguards Rule requires you to adequatelgqrand safeguard “Customer Information.” Customfarmation
is “any record containing ‘nonpublic personal imf@tion’ as defined [in the Privacy Rule] about atomer of a
financial institution, whether in paper, electrgroc other form, that is handled or maintained by behalf of you or
your affiliates.”

In generalCustomer Information is information about a consume with whom you have
entered into a finance or lease transactiarF-or example, information contained in a
consumer’s credit report or credit application,aot numbers, bank balances, etc. It include
not only information about your customgbsit also information you receive about the
customers of other financial institutions(e.g. banks, finance companies, other dealerships,
etc.). It even lists of the names of your financéease customers would be covered by the
Safeguards Rule.

NOTE: While Customer Information includes informatrelated to insurance transactions, the Safegsi&dle does not apply to
such information. That is because GLB requires esiate Insurance Department to issue its own safetyurule with respect to
customer information relevant to insurance trangat.






JOIN THE CADA WORKERS COMPENSATION PROGRAM
WITH PINNACOL ASSURANCE

Your dealership may currently be insured with Pinoal Assurance
for Workers Compensation, but you may no¢ participating
in your industry’s association program

This is to ask you to join theADA Workers Compensation Programthat is also insured through Pinnacol Assurance.
This change:
1. Requiresno additional monetary outlay
2. Couldevenlead to greater refund/dividend checks for your
dealership in the future
3. Can be completed by simply signing and returnirgattached
agreement form

Most importantly, it will provide direct support to your industry association With numerous legislative battles on the
horizon—including Governor Ritter’s recently annoedcClimate Action Plan—this support is needed nowentloan ever.

The CADA Workers’ Compensation Program is admimedehroughNells Fargo Insurance Services- they provide

additional account management, training, and nuageresources for you to control and manage youkever

compensation claims, costs, and premiums. The ias®ocand Wells Fargo Insurance Services hostaatey safety

committee meeting to administer this program, nevg@als, and to help ensure that participants aiataining safe
workplaces. While Wells Fargo Insurance
Services provides these added management and
account services, they are also able to offer you

(by state law}he same premium level you are currently payingiwRinnacol Participating in the CADA program, will

not increase your premiums, and it ns@yeyou money.

Further, unlike most other programs with Pinnacalvhich you may currently be participating, thisgram results in
direct support to your industrWells Fargo Insurance Services refunds a podfarommissions. This is an easy way that
you can contribute to the value that your assamiatielivers for you, including the following:
- Legislative and regulatory advocacy and updates

Political Action Committees (PACS)

Industry public relations and civic involvement

Employment law counseling (through MSEC)

Training seminars and programs

Legal and litigation updates

Statistical reporting / studies (Auto Outlook Ecomio Impact Study)

Member events / annual golf event

Communications: Open Road weekly e-newslettemaomthly CADA Bulletin

This year more than ever, CADA will need all of thefinancial support possible to ensure our industryis heard and
properly represented at the state legislatureAs you have likely heard, there are potentialdlgive changes coming that
could significantly impact your dealership’s prability and maybe even its viability. The CAL-LEZ4lifornia Low
Emission Vehicles) regulations are of primary concalong with numerous areas of litigation, andos proposals that
are less than favorable to all types of business€slorado. Additionally, we are pursuing key cbas to strengthen your
rights and avenues for remedies under the Coldfaaachise Act. One way you can provide financiglpsrt without
spending a penny more is through our endorsed venmograms.

CADA management has created a business modeldiieg very little ormembership dues—Iless than ten percent of
total revenue We rely on endorsed vendor programs such asnt@evith Wells Fargo Insurance Services / Pinnacold—an
your support of these endorsed programs. Help us help you pyastingyour industry trade association through this
program. For more information concerning the CADAMErs’ Compensation Program, please contact D&velyer or
Dave Campbell at Wells Fargo Insurance Servic&9@1332.9256.



FRoOM “GREEN" TO
Chad M. Julius, Director CADA F&Il Resource Center

For most the wordGREEN' brings to mind images of fresh-cut football fisldr baseball diamonds, the color of your least
favorite vegetable as a child’ or maybe the junidydragsters of the 1950s, the Green Monsteradays automotive
industry the buzz wordGREEN' has taken on many definitions that range fromhcasd financing to emission standards
and our environment. While the manufactures ard hawork to improve the overall environmental esitia impact side

of “GREEN' and your CADA staff is working towards a baland@dlorado emissions standard, it is up to
each of us to handle the other sides@REEN' within our states dealerships.

many ‘GREEN related programs from industry leading vendore/dlow for dealerships to gain more
green in terms of profits while offeringSREEN' friendly products and processes to dealershiff, sta

consumers and to aid our environment. Your CADA R&isource Center is proud to be partnered with two
of the most GREEN friendly product providers in the industry thrduGE Money Warranty Services and Allstate/AHIS.

Both of these outstanding companies have strommdial asset backing and are on the cutting ed¢gcbhology that
enables them to provide programs and processesahdie 100 percenGREEN like:

& 100 percent web-driven offerings on VSC and GAP'§@2B or Business to Business website and ORCA or
Online Remittance and Cancellation Application fraitstate/AHIS);
100 percent paperless rating, contract fulfillmeancellations, remittance/billing and reporting;
100 percent reduction in errors on coverage, ragesittance/processing and even claims with theJ&IR program;
100 percent cost reductions due to eliminated maepand cost to mail paper contracts, form progrargrfees
and even storage fees; and
100 percent faster overall processing of claimsittances and spiffs that allow for quick paymeatloto your
dealership.

& 666

The best part of all is that our active member elsaleceive this 8O ADDITIONAL COST ! That's right, your F&I
department and dealership can take a major stiye itGREEN' direction, while also providing savings back touyand
working with your trusted CADA staff. Over the neduple of months, we will be in contact to revieaw your CADA
F&I Resource Center can help your dealership ussettremendous opportunities to tuBREEN' into profits. For more
information please conta€thad Julius at 303.831.1722 or chad.julius@cadaonline.orgwsitwww.geaws.com as well
as https://credit.ahlcorp.com.

FEDERAL FACT ACT UPDATES

Businesses around the country are being sueddtativig a provision of the FACT Act of 2003 that
requires them to eliminate the expiration date ahtut the last five numbers on electronicallynped
credit and debit card receipts that are provideclsiomers at the point of sale. It is essentat dealers
review the FTC business alert at the following larid make sure their electronically printed cradi
debit card receipts conform with this requirementw.ftc.gov/bcp/edu/pubs/business/alerts/alt007.pdf

As part of its continued implementation of the FABGt of 2003, the FTC recently released three riaal fegulations
impacting dealers: the long- awaited "Red FlagdéRihe Address Discrepancy Rule, and the Affilisi@rketing Rule.
The Red Flags Rule requires dealers to develop m@mepsive procedures to prevent identity theft, thedAddress
Discrepancy Rule requires dealers to develop proesdo verify a customer's identity when receivangptice of address
discrepancy from a credit reporting agency. (Thenag must send a notice when the address it hfiedar a consumer
differs from the consumer address provided by #wdat when ordering the report.) The final compl@date for these
rules is November 1, 2008. The Affiliate MarketiRgle, which requires compliance by October 1, 2@@Berally requires
a business’s customers to be offered the oppoyttmitopt out” of receiving solicitations from theisiness's affiliates
before the affiliates may market to the customer.

Additional information on these and other FACT Aetjuirements is available at www.nada.org/factlice Federal
Reserve Board also has issued final rules clagfyire requirements for providing electronic disales to consumers
under several of its regulations, including Redatat B, M and Z. The final compliance date for BiRB rules is October
1, 2008. NADA will provide guidance on these ruesll in advance of their respective final compliarates.



EPA ISSUES AREA SOURCE RULE FOR BODY SHOPS

Taking aim at hazardous air pollutants (HAPs) coimig cadmium, chromium, lead, manganese and nickel
the Environmental Protection Agency (EPA) has idsai¢ough area source rule covering body shops. The
rule, which mandates full compliance by Decembd?@equires body shops to:
- Paint only inside filtered, ventilated paint boothsrep stations.
Use high-transfer efficiency application equipment.
Clean guns with nonhazardous solvents, in gun-simgovashers, or use a method that does not inabmized
spraying to the open air.
Have painters trained and certified every five gear
Make a one-time facility compliance notificationE®A or the state by December 2009.

A proposed annual reporting requirement, objeaidaytNADA, was eliminated. Basic records demonstgatompliance
must be kept. NADA Regulatory Affairs staff is rewiing the final rule with input from a number ofdyoshop managers
with the aim of preparing a compliance bulletinlg#hnis year. Questions on the new rule may bectidg to NADA
Regulatory Affairs at regulatoryaffairs@nada.ong¢all 703.821.7040.

Effective Dec. 31, all new HFC-134a machines mastufad or imported for sale in the U.S. will mdghter industry
standards expected to improve their ability to eetind recycle refrigerants by 30 percent to 50qre. This new rule
from EPA doesn’t require service shops to replaeg& existing HFC-134a refrigerant machines. ButWAsuggests that
when purchasing new machines, dealerships ensatréntty meet SAE J2788.

The Occupational Safety and Health AdministratiO®sHA) has issued a rule clarifying employer and
employee responsibilities for the payment for ppasgrotective equipment (PPE). The rule:
Mandates that dealerships pay for most PPE reqby&SHA's standards and creates a clear and ¢ensis
policy to reduce confusion regarding what deal@skio not need to pay for.
Creates no new requirements regarding what PPEmégls must provide to employees. Dealerships needay
for uniforms, items worn for cleanliness, and otitems that are not PPE. They also need not pamést safety-
toe footwear, prescription safety eyewear, everydathing, and weather-related gear.
Says that though dealerships cannot require emgdotyeprovide their own PPE, employees who do smar
entitled to reimbursement. On the other hand, dglailes must ensure the adequacy of any employesgdech PPE
to protect against workplace hazards.
Indicates that dealerships need not pay to reptester intentionally damaged PPE.
Takes effect Feb. 13, 2008, and requires complibgdday 15. NADA intends to issue more comprehemgjvidance
before those dates.

D & H LITIGATION UPDATE

Since the filing of two class actions against seV€olorado dealerships alleging that D & H charges

constitute the “unauthorized practice of law” amalate the Truth in Lending Act, as well as Uniform

Consumer Credit Code (UCCC), both cases have heeegding slowly through the court system.
Originally filed in state court, both cases wermosed to federal court in Denver and
various motions were filed by the parties.
In October, one of the federal cases was sent foastiate court and will now be heard by a statetdadge in
Adams County. The TILA and UCCC claims were dismissThere had been some limited discovery in thagc
but it will be some time before the case actuatiggto trial.
The other case remains in federal court, and tthgguis now considering whether to dismiss threthefclaims,
leaving only one claim pending (alleged violatidriTdLA). In addition, the judge is also consideringpether to
dismiss one of the two defendant entities in theeca
No trial dates have been scheduled in either case.

CADA will continue to monitor these cases and pdeviipdates periodically. To date, no other cases baen filed against
other Colorado dealers. Colorado dealers are regdititht it is their choice as to whether or noyttiearge D & H.
However, if a dealer does so, D & H must be chaayeall deals—cash as well as credit. Dealers are encoutagshsult
with their attorneys concerning the use of D&H aeléted disclosures.



CADA CALENDAR OF SEMINARS AND EVENTS

EMPLOYMENT LAW SEMINAR: Top Ten Blunders Employers Make in Hiring and Firin g

Top Denver employment attorney, Todd Fredrickson, s

hares knowledge throughout the state

Learn to avoid mistakes that often lead to big ticket employment litigation

Learn to address hiring issues head on, such as creating and maintaining sound pre-hire paperwork,
complying with federal and state immigration laws, and not falling prey to breach-of-contract lawsuits
Learn to properly handle employment terminations without landing yourself or your business in the
middle of a discrimination or wrongful discharge lawsuit
Learn to better manage your employees when dealing with difficult hire and fire issues

TO REGISTER ONLINE FOR ANY CADA SEMINAR OR EVENT,
PLEASE VISIT www.cadaonline.org/registration

TOPIC DATE/TIME LOCATION

Legislative Policy
Committee (LPC) Meeting

Employment Law
Seminar

Employment Law
Seminar

Employment Law
Seminar

Employment Law
Seminar

NADA 91st Annual
Convention & Expo

Annual Colorado Dealer
Breakfast during NADA

Denver International
Auto Show

CADA Annual

Golf Event

Jan 16, 2008
7:30 a.m.

All CADA members are invited to

attend to hear an update on the state

legislative session.

Thursday, Jan. 24
7:30 to 9:30 a.m.
breakfast included

Thursday, Jan. 24
Noon to 2 p.m.
lunch included

Wednesday, Jan. 30
8:30 to 10:30 a.m.
breakfast included

Wednesday, Jan. 30
Noon to 2 p.m.
lunch included

Feb. 9-12, 2008

Sunday, Feb. 10
7:15 a.m.

RSVP information coming soon!
March 26-30, 2008

Monday, Sept. 8, 2008

William D. Barrow Building
290 E. Speer Blvd, 80203
(SW Corner of Grant/Speer)

For more information, contact
Nancy Burke at 303.457.5115.

William D. Barrow Building
290 E. Speer Blvd, 80203
(SW Corner of Grant/Speer)
Denver, 303.831.1722

Co’s BMW Center

4150 Byrd Drive

2nd Floor Conf. Room
Loveland, 80538

(I-25 and Crossroads Exit 259)
970.292.5200

Antlers Hilton Hotel

4 South Cascade Ave.
Colorado Springs, 80903
719.955.5600

Colorado Springs dealers should
register with CSADA, Ann
Winslow, 719.473.1465
Spradley Auto West

713 E Spaulding Ave

Pueblo West, 81007
719.543.6710

(Exit 101 West Royall
Gorge/Canon City)

Moscone Center,

San Francisco, CA

The Palace Hotel

Twin Peaks Room

2 New Montgomery Street
San Francisco, 415.512.1111
Colorado Convention Center,
Denver

Columbine Country Club

17 Fairway Lane

Columbine Valley, 80123



