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 2 SUMMER IS HERE
	 	 Summer	is	finally	here.	Our	

schedules	are	filled	with	
graduations,	weddings,	
vacations,	and	more,	but	let’s	
take	a	moment	to	look	back	
at	what	our	spring	weather	
had	in	store	for	us.

 3 THE ‘PLEASE DO NOT CALL’ 
RULE

	 	 The	federal	Do	Not	Call	
Registry	is	not	without	its	
flaws,	but	dealers	are	
nonetheless	bound	by	its	rule.	
Compliance	expert	offers	
a	primer	for	sales	and	BDC	
managers.

 6 TIME FLIES
	 	 They	say	time	flies	when	you	

are	older,	but	this	is	ridiculous–	
half	the	year	is	gone!	And	we	
have	certainly	been	busy!	
A	rundown	of	what’s	been	
happening	since	April.

 
 5 THREE KEYS TO TOTAL REG 
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Manual	Transaction	Fee
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 12 REGULATORY COMPLIANCE 
SHOULD TOP EVERY 
DEALER’S MIND, TO-DO LIST

	 	 Regulatory	compliance	is	
every	dealer’s	business.
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RECERTIFICATION COURSE

 16 NEW AND RENEWED 
  MEMBER LISTING

 19 BOUTIQUE CAR 
DEALERSHIPS COMING 
SOON?

	 	 “In	the	future	we	may	see	
dealerships	with	smaller	
footprints,”	says	Jim	Hoostal	
of	Interbrand.

 20 DMV’S “AWAREITY” 
TRAINING PLATFORM

	 	 We’ve	received	several	calls	
from	members	asking	if	the	
email	they	received	about	
“Awareity”	training	was	
spam.	The	answer	is	no.
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Summer is finally here. Our schedules are 
filled with graduations, weddings, vaca-
tions, etc., but let’s take a moment to look 
back at what our Spring weather had in 
store for us. The first week of April we had 
snowfall in Virginia. One week later, dev-
astating tornadoes took their toll on many 
areas of our state. Families were, and still 
are, displaced from homes that were com-
pletely destroyed. Fortunately no lives were 
lost, but our fellow Virginians still need our 
help. VIADA established a Tornado Relief 
Fund and solicited donations to help in res-
toration for those affected.  Several of our 
dealers contributed $3050 to help those 
affected.  Thank you for your generosity! 
Every penny donated goes to our neighbors 
in need.              

I would like to congratulate our State Qual-
ity Dealer nominees for this year. Only one 
will receive this coveted award and move 

on to compete on the national level. No 
matter who will represent Virginia, all who 
were nominated are winners. These dealers 
are great examples of hard work, success, 
and care for their communities. The State 
Quality Dealer will be announced at our 
annual convention in Virginia Beach in Oc-
tober. I urge you to consider attending the 
convention. I promise you will find dealers 
and exhibitors/sponsors that will help your 
dealership. I have attended for years, and 
every year I leave with a new idea or dif-
ferent perspective that ultimately helps the 
dealership. I look forward to seeing you th
ere.                                

Have you seen the new VIADA website? 
Take a few minutes and check it out. I 
must say that your staff at the state office 
are focused on updating and streamlin-
ing operations and doing a fantastic job of 
Continued on page 7

SUMMER	IS	HERE!
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Chairman of the Board
Rob	Fisher,	Northside	Auto	Sales

President
Bobby	Steele,	Steele’s	Auto	Sales

President-Elect
Brad	White,	Bluegrass	Auto	Sales

Vice President
Don	Sullivan,	Sr.,	Sullivan	Auto	Trading

Vice President
Matt	McMurray,	CMD,	Campus	Automotive
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Sajal	Narayan,	Best	Bet	Motor	Sales	Corp.
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Tom	Parsons,	TriState	Wholesale
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President:	Ricky	McReynolds,	Country	

Auto	Sales,	Inc.
J	B	McReynolds,	Country	Auto	Sales,	Inc.
Rodney	Williams,	Williams	Auto	Mart,	Inc.

PAST PRESIDENTS
Gail	Davis,	Davis	Auto	Sales	II

Sandra	Moss,	Moss	Motor	Company
Weldon	Whitehurst,	VA	Beach	Truck	Center

COMMITTEE CHAIRMEN
Steering & Budget

Andrew	Wiley,	Consumers	Auto	Warehouse

Member Benefits
Don	Sullivan,	Sr.,	Sullivan	Auto	Trading

Professional Development
Sajal	Narayan,	Best	Bet	Motor	Sales	Corp.

Publications & Events
Matt	McMurray,	CMD,	Campus	Automotive

Membership Development
Al	Abady,	Ellas	Auto	Outlet

Government Relations
Brad	White,	Bluegrass	Auto	Sales

Volunteers	Needed!
Want	to	take	on	a	leadership	role?	Do	you	
want	to	help	the	association	fight	against	
unnecessary	and	burdensome	regulations?	
And	help	educate	dealers	about	activities	

impacting	their	ability	to	operate	a	dealership?	
Become	an	active	member!	Please	contact	
Leigh	Dicks,	Executive	Director,	(757)	464-3460	

or	leigh@viada.org

BOBBY	STEELE
PRESIDENT,	VIADA
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Some professional sports teams periodi-
cally change uniform styles, forcing fans to 
buy the latest gear — except me. I proud-
ly wear my old gear while others have the 
shiny new stuff. The same goes for every 
new smartphone that hits the market tout-
ing new features that supposedly differenti-
ate it from the old version.

However, there is one way the smartphone 
market can get me to upgrade.

See, I continue to receive spam or robocalls 
even though I am registered on the Fed-
eral Trade Commission (FTC)’s National 
Do Not Call Registry. I typically use a fea-
ture on my phone to “Block This Caller” 
and save the phone number to a common 
contact name. Hey, the telemarketers have 
more phone numbers than I have time.

"Dealerships generally do not lever-
age robocalling technology to make 
phone calls, but many have active 

and successful business development 
centers to help drive vehicle sales. 
There are some restrictions on the 

calls the BDC members or salespeo-
ple can make to generate sales."

So, wouldn’t it be wonderful if I could click 
on another option to “File a ‘Do-Not-Call’ 
Complaint”? It could be next to “Block This 
Caller.” The service provider has the basic 
information needed to file a complaint: 
your name and phone number, the caller’s 
phone number, and the date and time of the 
phone call.

The FTC manages a list of consumers who 
register with its National Do Not Call 
Registry. Before a business makes calls to 
consumers trying to sell something, the 
business is required to confirm the phone 
number is not on the list.

Essentially, this means the telemarketer 
trying to sell me a timeshare in an exotic 

location should not have called in the first 
place, as I am registered. Yet the calls keep 
coming. Some of the calls are coming in 
from spoofed caller IDs with the same first 
six numbers as my phone number.

The FTC cites the increasing use of caller 
ID spoofing by sophisticated robocallers as 
one reason I keep receiving these calls.

Dealerships generally do not leverage robo-
calling technology to make phone calls, but 
many have active and successful business 
development centers to help drive vehicle 
sales. There are some restrictions on the 
calls the BDC members or salespeople can 
make to generate sales:

The dealership must scrub the number 
against both the National Do Not Call Reg-
istry and the dealer-specific do-not-call list.

• No calls are allowed before 8 a.m. or after 
9 p.m.

• You must not use autodialers or prere-
corded messages. 

• Calls can only be placed from the deal-
er-approved landline. 

• You may not block the caller ID.
• As a best practice, a dealership should 

employ the basic compliance model as 
outlined in other FTC rules.

First, designate a telemarketing coordina-
tor who is responsible for implementing, 
administering, managing, and auditing the 
program. The coordinator also will provide 
periodic reports to dealership owners or se-
nior management.

Next, develop and implement a written poli-
cy on how employees are to comply with this 
federal requirement. Since this requirement 
has been in place for nearly 15 years, hope-
fully you are at a point where you simply 
need to review and refresh a current policy.

Then create a dealership-specific do-not-
call list or confirm that your present list is 
complete and accurate. This list must in-
clude any consumer who opts out through 
your Privacy Notice process or has specifi-
cally said, “Do not call me again!”

Finally, periodically train all employees on 
your do-not-call policy and document their 
training with either a signed acknowledg-
ment form or with a class roster. “Periodic” 
usually means at least annually — optional, 
but recommended.

Until my new smartphone feature takes 
hold, you can add yourself to the federal 
registry at DoNotCall.gov. Good luck and 
good selling. n

The	‘Please	Do	Not	Call’	Rule
The	federal	Do	Not	Call	Registry	is	not	without	its	flaws,	but	
dealers	are	nonetheless	bound	by	its	rule.	Compliance	
expert	offers	a	primer	for	sales	and	BDC	managers.

By Gil Van Over, Executive Director of Automotive Compliance Education (ACE)
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They say time flies when you are older, but 
this is ridiculous – half the year is gone! 
And we have certainly been busy! A run-
down of what’s been happening since April:

• Handled many calls regarding the 
DMV Awareity Program (see article 
on page 15)

• A “Tornado Relief Fund” was created 
to help victims affected by the tornado 
that devastated part of our state in the 
Lynchburg area. (see page 7 for con-
tributors)

• Your Director of Education/Legisla-
tion, Pete Iaricci, attended the DMV 
Insurance Verification Study and will 
attend the next three meetings as well.

• Pete and I attended the DMV study 
regarding the definition of a “motor 
vehicle dealer” at the end of June and 
one, if not both, will attend the rest of 
the meetings as well.

• MVDB has entered into an agreement 
with VIADA to be the sole provider of 
the two-day Dealer-Operator Course 
beginning July 2018. VIADA will now 
provide all administrative responsibili-
ties as well as course instruction which 
continues to be taught by Pete Iaricci 
and assisted by Lynn Hooper – both 
past presidents of VIADA and very 
knowledgeable about the regulations 

and laws that motor vehicle dealers 
need to follow.

• NEW WEBSITE: https://viada.org
• NEW CRM/membership database 

for VIADA
• NEW vendor to process dealer sup-

plies and ‘some’ form orders – forms 
are STILL available from Tina Allman 
every Thursday at the Fredericksburg 
Manheim Auto Auction and our NEW 
auction representative Sarah Shifflett 
on the second Wednesday of every 
month at the Harrisonburg Manheim 
Auto Auction. Sarah retired from 
Harrisonburg Manheim Auto Auc-
tion recently and is looking forward 
to continuing to help dealers. Those in 
the Virginia Beach area can still come 
by the office for forms. We will have 
‘some’ dealer supplies on hand since 
we need to supply some of the dealer 
‘favorites’ at both auctions.

• Dealer Day 2018 was very success-
ful, and the survey results validate the 
desire to continue offering seminar 
choices at this event. There will be 8-12 
seminars to choose from at this year’s 
convention as well!

• NEW bookkeeper at VIADA head-
quarters since mid-April – Marie Mi-
randa – hails from Florida, has a BS in 
Business Management, has a Certifi-
cate in Human Resource Management, 
is bilingual in Spanish, and even has 
some experience as a title clerk. 

• UPDATED magazines by Professional 
Mojo (our new contractor) beginning 
with the April edition who also creat-
ed our new website and updated our 
Facebook page.

• Membership contest created to en-
courage members to recruit a member 
AND win prizes to include registration 
and hotel at the 2018 VIADA Conven-
tion & Expo.

Now for what’s being planned:
• The VIADA Board of Directors will be 

holding their next board meeting on 
July 21 at the Virginia International 

Raceway in Alton, VA. The morning 
session will deal with governance mat-
ters and the rest of the day will be a 
strategic session evaluating the oppor-
tunities and challenges facing the mo-
tor vehicle dealer and how and what 
VIADA can do to help dealers with the 
changing environment.

• We are in the process of putting to-
gether a membership marketing plan 
to target the ‘new licensee’ and share 
with them the help and many benefits 
they receive by joining VIADA.

• Plans are being made for this year’s 
Convention & Expo, October 11-14, 
at the Oceanfront Hilton in Virginia 
Beach—33 exhibitors, 8-12 seminars, a 
Title & Registration class, state quality 
dealer announced, new VIADA officers
installed plus casino event. If anyone 
would like to assist me on this project, 
call or email me.

• Auction App – still on the list to set up 
but if there is an individual – perhaps 
either a dealer or an auction member – 
who would like to volunteer to help me 
get this online, contact me at leigh@
viada.org.

An email was sent to members after the 
website and database were launched ask-
ing you to create a new password to access 
your record. Not many have done so, and 
we don’t want you to miss out on anything. 
MOST IMPORTANTLY, we need to know 
where to send the monthly eNews Bulletin 
and other time sensitive emails as well as the 
cell number to text important alerts (you 
will be able to unsubscribe from specific 
ones). One of the main benefits for being 
a member is to be kept apprised of changes 
in the rules/regulations affecting dealers.  

As always, if you have any suggestions or 
ideas of things YOU need as a dealer that 
we are not providing, call me and let’s dis-
cuss it! We are here to HELP YOU SUC-
CEED! n

LEIGH	DICKS,	CAE
EXECUTIVE	DIRECTOR,	VIADA
LEIGH@VIADA.ORG

TIME	FLIES
EXECUTIVE	DIRECTOR’S	MESSAGE
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It happens on any given day at a dealership 
near you: customers come and go, some 
for service and others to buy new or used 
vehicles. For those looking to buy, they 
typically spend hours researching online, 
learning about features, comparing models, 
and working out the right deal. Indeed, by 
the time they arrive at the dealership, they 
often have a very good idea of what they 
want, and how much they can afford. From 
there, they take a test drive, talk with a 
salesperson – or two – and ultimately make 
the decision to purchase.

The point is that the process of buying a car 
takes time, effort and teamwork – the kind 
that involves virtually all areas of a retail 
operation – including registration and title. 
In fact, the business heroes in the “back of-
fice” have an important role to play at the 
conclusion of each and every sale. Ironical-
ly, when they handle registration and title 
correctly, almost no one notices – it seems 
like an automatic, seamless and transparent 
part of the experience. That’s exactly how 
it should be, because when it goes wrong – 
with delays or inaccuracies – this last step 
in the car buying journey can disrupt the 
customer’s life and create a very unhappy 
experience. Making sure that doesn’t hap-
pen requires a combination of expertise, 
advanced technology, experience and local 
knowledge. It’s a recipe that includes three 
important keys:

1. SPEED AND SIMPLICITY: A good 
registration and titling solution ought to 
be able to process transactions quickly, and 
offer instant delivery of registration and li-
cense plates so the customer doesn’t have to 
visit the local department of motor vehicles 
or pull out his screwdriver to install new 
plates.  Even more important, a registration 
and titling solution should offer quick and 
convenient turnaround on paperwork au-
dits, with error-free submission to the state. 
It should be easy to use, with an interface 
designed for simple data entry and for the 
workflow of a clerk or controller. The act of 

processing registration and title documents 
can do just this when technology is in place 
to provide an efficient process for deal com-
pletion. 

2. WORKFLOW FLEXIBILITY: Ad-
vanced registration and titling technol-
ogy shouldn’t force you into a process 
that can’t work for your dealership, nor 
should it complicate or confuse anyone. 
Your technology should be flexible, al-
lowing you to process transactions and 
deliver plate/decal inventory in a way 
that best fits the needs of your business 
and your customers. The ability to choose 
how you process transactions – whether 
each deal is completed one at a time or 
via batch processing – or how you issue 
plates/decals to your customers – either 
at point-of-sale from inventory on-hand 
or through a managed inventory delivery 
method – is critical to the customer expe-
rience, and technology should be in place 
to support your workflow, in the way that 
best suits your dealership. 

3. Service: Software on its own can only 
ever handle part of the job. The rest is 
up to knowledgeable professionals who 
understand the laws and requirements 
of vehicle paperwork, and know how to 
avoid problems and delays that even the 
best software can’t detect. That takes local 
DMV knowhow and the opportunity for 
ongoing training and knowledge sharing. 
Your partners/providers should have staff 
in state to support you and your deal-
ership, available for you when you need 
them the most. 

In an automotive retail environment that’s 
complicated – and getting more complex 
virtually every day – being able to speed 
up and simplify the process of registra-
tion is a key part in ensuring happy cus-
tomers. Long after the salesperson and 
the F&I manager have done their part in 
building a fair and satisfying experience, 
it’s the business office heroes who ensure 

that the experience stays positive and 
authentic, so that happy customers will 
come back for more business in the future.  

For more information from Dealertrack: 
Go.dealertrack.com/viada n

Three Keys to Total Reg & Title Efficiency: 
Speed, Flexibility And Service
by Dealertrack 

VIADA	PREFERRED	MEMBER	BENEFIT	PROVIDER

PAC Contributors for 
February 24 – June 8, 2018:

Gold ($500 to $999 annually)
Moss	Motor	Company	Inc.	$500
VIADA	District	4/Northern	Va	$500

Silver ($250 to $499 annually)
Courtesy	Auto	Sales

Bronze ($100 to $249 annually)
Davis	Auto	Sales

DWMW	Processing	LLC
Gantt	Insurance	Agency
Gary’s	Wholesaling	Ltd.

Steve	Farmer	Auto	Sales	Inc

Basic ($45 to $99 annually)
A1	Retail	LC

Gary	McCann	Auto	Sales	Inc.
Wamsley	Service	Center

Virginia Independent Auto Dealers 
PAC was established to solicit funds 

from independent dealers for 
contribution to candidates for 
statewide elections (Governor, 
Lt. Governor, Attorney General, 
and candidates for the General 
Assembly). All contributions are 

voluntary and reported to the state 
Board of Elections.

MAKE YOUR

PAC 
CONTRIBUTION 

TODAY
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POD PAPER REQUESTS
The Department of Motor Vehicles 
(DMV) continues to review its processes 
to ensure efficiency, and savings are opti-
mal. A recent evaluation was conducted 
to review historical PoD paper usage and 
ordering by dealers. Order requests are 
sent by email to Dealer Services, who en-
sures the requested amount is reasonable 
based on a dealerships retail sales, and 
prior orders. Our current process allows 
a dealer to order the maximum amount of 
PoD paper on a per request basis, rather 
than a yearly basis. This method of fulfill-
ment is not cost-effective for DMV. 

IN AN EFFORT TO BETTER 
MANAGE OUR RESOURCES, 

WE WILL ALLOT A MAXIMUM 
AMOUNT THAT CAN BE 

ORDERED BY EACH DEALER 
ANNUALLY BASED ON RETAIL 
SALES. IN ADDITION TO THIS 

CHANGE, AUTO GROUPS OR 
DEALERSHIPS WHO ORDER 
FOR MULTIPLE LOCATIONS 

AT ONE TIME MUST SPECIFY 
EACH DEALERSHIP, AND THE 

AMOUNT REQUESTED FOR 
EACH DEALERSHIP. 

This structure for ordering will minimize 
DMV costs and waste, and still provide 
adequate supply for dealers to use for ve-
hicle purchases and tent sales. PoD paper 

requests may be denied if:
• The request exceeds the allowable 

amount based on the retail sales,
• The request exceeds the remaining 

amount of PoD paper allowed,
• The dealer does not have the appropri-

ate printer, or
• The dealer is not enrolled in the PoD 

program.

Online Dealer participants with service 
providers who maintain and issue license 
plate inventory on their behalf, may or-
der PoD paper sufficient enough for each 
transaction. Online Dealer participants 
that maintain license plate inventory will 
be required to follow our new process. 
Non-participating independent dealers 
who do not maintain license plate inven-
tory may order in a manner consistent 
with their retail sales. DMV will continue 
to evaluate PoD paper requests and usage, 
to effectively manage agency resources. 
Questions? Please email podtemptag@
dmv.virginia.gov.

ONLINE DEALER 
TRANSACTIONS
The Online Dealer Program (Program) 
established in Virginia in 1992 enables 
dealers to process original title transac-
tions for customers who purchase vehi-
cles. The Program allows customers to 
obtain license plates, decals and registra-
tion card at the dealership instead of hav-
ing to visit a DMV customer service cen-
ter. Since that time, the Program has been 

enhanced to allow additional transac-
tions. The following title and registration 
transactions can be processed through 
the Program: title only (customer), title 
and registration, title and transfer regis-
tration, title and transfer with registration 
renewal, courtesy vehicles, rental, leased, 
dealer title only (DTO) and many more. 
For a complete listing of transactions that 
can and cannot be processed visit https://
www.dmv.virginia.gov/commercial/deal-
er/dealerezguide/ and click on frequently 
asked questions (FAQ).

MANUAL TRANSACTION 
FEE
Pursuant to Va. Code §46.2-1530.2, the 
Department of Motor Vehicles (DMV) 
is required to assess a $15 fee for every 
transaction a dealer processes in excess 
of 20 at a DMV customer service center 
or dealer center. This fee is authorized 
for transactions that are capable of be-
ing processed electronically. The Online 
Dealer program allows dealers to process 
various transactions without visiting a 
DMV customer service center or dealer 
center to avoid the manual transaction 
fee. Transaction types that have no elec-
tronic filing option will not be assessed 
the manual transaction fee. The manual 
transaction fee cannot be transferred to 
any purchaser of a motor vehicle. For 
questions, please contact DMV Dealer 
Services. n

DMV NEWS
POD PAPER REQUIREMENTS, ONLINE 
DEALER TRANSACTIONS & MANUAL 
TRANSACTION FEE

REPRINTED	COURTESY	MOTOR	VEHICLE	DEALER	BOARD
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diamondwarrantycorp.com1-800-384-5023  |  info@diamondwarrantycorp.com

Learn more @

Great products and service start with great people. 
Diamond Warranty Corp. is here to provide 
world-class Vehicle Service Contracts, Gap 
Insurance, and ancillary products. We hope to be 
your diamond in the rough– A Cut Above

The Rest

VIADA’S TORNADO RELIEF FUND
 

VIADA established a Tornado Relief Fund to help those impacted by the tornado 
that devastated many lives in April. The following dealerships contributed to this 
worthy cause with $3050 raised.

THANK YOU FOR YOUR GENEROSITY!

Amherst Car & Truck Sales Inc.
Best Bet Motor Sales Corp.

Bryan Buchanan Auto Auction
Cedar Line Automotive

Davis & Associates Enterprises
Gary’s Wholesaling Ltd.
Hevener’s Cars & Trucks

Hi-End Auto, LLC
Hill City Auto Sales LLC

L & B Auto Inc.
Moss Motor Company Inc.

Northside Auto Sales
Shirlie Slack Mitsubishi

Star City Insurance
Sullivan Auto Trading Inc.

VIADA Tidewater District 1/Tidewater
Wright’s Auto Sales

Continued from page 2
it! Our website is just one prime example. 
We also have a Board of Directors meet-
ing in July where many topics will be ad-
dressed to move your association forward.                                            

I would like to also spotlight the women 
(and men) who have given their time and 
resources over the years to the VIADA La-
dies Auxiliary. The wonderful  acts of kind-
ness that the Ladies Auxiliary has done has 
truly changed the lives for children and 
their families for nearly four decades. Chil-
dren who are fighting battles far greater 
than we can imagine have found that they 
are not alone, through the love that has 
been shared with them by the Ladies Auxil-
iary. Let’s not forget the college scholarships 
that are awarded yearly. These have had a 
tremendous impact on the lives of the chil-
dren and families of our members.                                       

I hope you have a successful and safe sum-
mer and look forward to meeting you at 
convention in October! n

PRESIDENT’S	MESSAGE
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ADVERTISING TRANSFER 
FEES
When a dealer advertises vehicles for sale 
on their website or other online mediums, 
the advertisement should clearly identify 
the location of each vehicle listed for sale 
in the advertisement. Each vehicle adver-
tised for sale should physically be located 
at the advertised location. If a customer 
wants the dealer to transfer a vehicle for 
purchase to another dealership location 
that the dealer owns, a transfer fee may 
be charged. Transfer fees are only allowed 
when a dealer has multiple locations 
and the customer requests the vehicle 
be transferred from one dealership lo-
cation to another dealership location for 
potential purchase. The customer should 
be given the option of purchasing the ve-
hicle at the dealership where the vehicle 
is located. However, if the customer re-
quests that the vehicle be transferred to 
a dealership other than where the vehi-
cle is located, the dealership may charge 
a transfer fee. The transfer fee should be 
reasonable and should be disclosed to the 
customer prior to the transfer of the ve-
hicle, and this disclosure should be clear 
and conspicuous in the advertisement. 
Lastly, these transfer fees are a separate 
transaction, and should not appear on the 
buyers order.

NC E-LIEN REQUIREMENT
Beginning on July 1, 2018, all individu-
als and lienholders who conduct at least 
five vehicle lien transactions annually 

concerning NC registered vehicles will be 
required to use the NCDMV electronic 
lien system to record their liens on the 
NC title. Dealers or individuals who have 
recorded five liens will be notified by the 
NCDOT Division of Motor Vehicles that 
no future title services will be processed 
until they become an electronic lien-
holder. To participate in NC’s e-lien pro-
gram, you must sign up with an approved 
eDealer. The list of approved eDealers can 
be found at www.edealersvcs.com or you 
can contact NC ELT Helpdesk at elthelp-
desk@edealersvcs.com or call them at 
(800) 678-3875, ext. 112. If you need fur-
ther assistance, please contact the Vehicle 
Registration Section Telephone Commu-
nication Center at (919) 715-7000. 

SCAM USING MOBILE 
APPS
Perhaps an unfortunate incident involv-
ing a Florida man trying to buy a Ford 
F-150 could serve as appropriate evi-
dence as to why working with reputable 
dealerships and finance companies might 
be best when purchasing a vehicle.

Over the past few years, the Nation-
al Insurance Crime Bureau (NICB) has 
warned consumers to be on the lookout 
for scams when buying a used vehicle. 

Working with law enforcement officials 
in Daytona Beach, Fla., NICB has identi-
fied a number of online sales of vehicles 
using the mobile app OfferUp. Officials 
said these vehicles are listed below mar-

ket value and are being sold with fake 
VIN numbers and/or phony titles.

NICB recapped that Anthony Callegari of 
Deltona, Fla., was looking to purchase a 
used truck as a birthday and graduation 
present. Using the app, Callegari found a 
2017 Ford F-150 listed in Daytona Beach. 
After meeting the seller at a gas station, 
he test drove the truck and agreed to pur-
chase it for $20,000 cash. When he went 
to register the truck, officials told him the 
title was fake. He attempted to contact 
the seller to discuss the issue, only to find 
out the phone number had already been 
disconnected. Callegari notified the Day-
tona Beach Police and an investigator, 
accompanied by an NICB Special Agent, 
came out to inspect the truck. They dis-
covered three other VIN plates glued un-
der the fake VIN plate on the dashboard. 
The original VIN was from an F-150 that 
had been reported stolen in March and 
was deemed a total loss by the insurance 
company.

The officers also found a GPS tracking sys-
tem in the glove box. Authorities believe 
the seller intended to track the truck and 
steal it. Since he only provided one key fob 
to the buyer, he could use the other key fob 
to steal the truck again. Once it was stolen, 
NICB alleged the thief would quickly list it 
for sale again on the app with another fake 
VIN number and title. Since the vehicle was 
stolen and the insurance company had paid 
the claim, police confiscated it, leaving Cal-
legari without a truck and no recourse to 
regain his $20,000.

DEALER	TALK
ADVERTISING TRANSFER FEES, 
NC E-LIEN REQUIREMENT, SCAM 
USING MOBILE APPS

REPRINTED	COURTESY	MOTOR	VEHICLE	DEALER	BOARD
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“Scams like these have all the appearances 
of being legitimate sales,” NICB president 
and chief executive officer Joe Wehrle said. 
“However, these alleged criminals are sell-
ing stolen VIN-switched vehicles, and the 
buyers are being scammed out of thousands 
of dollars.”

Recommendations that also could benefit 
wholesalers and used-car managers who 
scout the internet for inventory, the NICB 
offers these tips to help you avoid becoming 
a victim of vehicle cloning:

• Be careful when purchasing a used ve-
hicle from someone advertising it on-
line or in a newspaper.

• Any face-to-face meetings should take 

place at a location that is highly public, 
preferably at a police station.

• Use the free NICB VINCheck system 
and a vehicle history report to look for 
red flags.

• Have the title and VIN number 
checked by authorities before putting 
down any money.

• Trust your instincts. If a used-vehicle price 
sounds too good to be true, walk away.

Anyone with information concerning in-
surance fraud or vehicle theft can report it 
anonymously by calling toll free 800-TEL-
NICB (800-835-6422), texting keyword 
“fraud” to TIP411 (847411) or submitting 
a form on its website. n

IMPORTANT	REMINDER:
The following total amounts were recently assessed by the 

MVDB for noncompliance:

Failure to maintain posted business hours: $6,250
Failure to maintain dealer records: $1,250

Unlicensed salesperson: $750

coopertire.com  |  follow us

THE PROGRAMS ARE OURS. 
THE BENEFITS ARE ALL YOURS.

New Members of the Cooper Tire Medallion or Mastercraft Century Tire Benefit Programs 
Will Receive Double Incentives on core tire lines from June 1-September 30, 2018.

The Cooper Tire Medallion and Mastercraft Century Tire Benefit Programs can help independent dealers  
like you in countless ways. And when you join as a new member, one of those ways includes  

scoring double incentives this spring.

For info or to join the Medallion or Century Tire Benefit Programs, contact: 877.705.9510 
NIADA@CooperTireInsideSales.com 

nget  

FEATURED
VIADA is looking for YOUR content. If 
you can write on topics that we feature 
in VIADA publications, we’ll showcase 
your expertise by publishing your mate-
rial! We are inviting all associate mem-
bers to submit their “grass roots” content 
to be shared in our magazine publica-
tions and on our social media pages. We 
want to feature your NEW products and 
services, we want to announce your ex-
citing internal promotions and of course 
your company success stories! This is 
fantastic way to increase brand aware-
ness and credibility for your company 
within a highly targeted market of in-
dependent auto dealers. Email leigh@
viada.org for questions, comments or to 
submit material for consideration.
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We’ve reached a point in the Internet’s de-
velopment where you can buy virtually 
anything from the comfort of your own 
home. Rather than go out and shop, con-
sumers can use their computer or mobile 
device to browse through catalogs to find 
what they’re looking for.

While this is an innovation that many did 
not expect to see in their lifetime, it does 
come with a negative side effect: it’s causing 
significant harm to the retail industry. And, 
the automotive industry is not exempt.

Is the future as bleak as it seems? Let’s look 
at the facts.

DEALERSHIPS MAY BE IN TROUBLE
With more and more people shopping for 
cars online, they have less of a need to visit 
a dealership. While they’ll obviously need 
to make the trip in order to see the vehi-
cle they’re interested in, they’ll be spending 
less time there than ever before.

As a result, salesmen will find themselves 
with far more periods of inaction due to 
the lower volume of consumers who aren’t 
quite sure what they’re looking for. Fur-
thermore, customers who are more ada-
mant about the purchase they want to make 
are less likely to be swayed by sales tactics, 
regardless of the deal being offered.

So, what does this mean? Unfortunately, as 
face-to-face interactions with the sales staff 
become less frequent, the need for a large 
sales team becomes difficult to justify.

ADAPTATION IS KEY
Fortunately, online shopping isn’t the pro-
verbial nail in the coffin for car dealerships. 
Like in any industry, adaptation is neces-
sary for survival. In this case, dealerships 
will need to take advantage of the fact that 
consumers are spending more time online 
and grab their attention.

This means putting more manhours into 
social media strategies and reputation 
management as opposed to focusing too 
heavily on the physical sales made at your 
dealership.

You’re already dealing with consumers who 
know what they want. But, you also need 
to worry about online customers who don’t 
know what they want. The way you handle 
sales interactions with these customers is 
crucial.

In short, you need to offer them conve-
nience and lay off the pressure. Giving 
them the chance to customize their pur-
chase decision online as opposed to being 
bombarded by offers on the lot can go a 
long way toward making them sign the pa-
pers.

EQUIP YOURSELF TO HANDLE THE 
WORST
So, let’s say that in the future e-commerce is 
hitting your dealership a little harder than 
you’d anticipated. You’ll be glad that you 
invested the extra time in optimizing your 
company’s website to make it as easy as pos-
sible for consumers to visualize what they 
want from your dealership.

Interactive 3D models, detailed descriptions, 
and easily accessible reviews for vehicles and 
add-ons will help streamline the purchasing 
process for your customers. Loan calculators 
are a good addition, as well.

The worst-case scenario is that your lot 
gets less initial foot traffic. But, this is your 
chance to garner more online traffic that 
will eventually convert into a sale. Regard-
less of how you may feel about online shop-
ping in the automotive industry, one thing 
is clear: it isn’t going away.

Therefore, it’s better to acknowledge it and 
modify your marketing tactics. And re-
member, even if you don’t, your competi-
tors will. n

Online	Automotive	
Shopping	Threatens	to	
Take	Over,	But	Will	It?
By Will Henry

Find a VIADA
Membership 
Application on 
page 20.

To register, visit: 700credit.com/webinars



THE VIRGINIA INDEPENDENT NEWS | SUMMER 2018  |  11

Dealers complain that some legal viola-
tions are merely “technical.”  That’s true – 
the federal Truth in Lending Act is a rat’s 
nest of technical requirements, and some of 
them are easy to violate.  Here’s an example.

Susana Mendoza bought a vehicle from 
Sidney Auto Sales, Inc., and financed the 
purchase by signing a retail installment 
contract.  The RIC contained disclosures 
required by the Truth in Lending Act.  The 
disclosures included a payment sched-
ule providing for 29 monthly payments of 
$351.58 beginning on January 20, 2017, and 
“one final payment” due on June 20, 2019.  
The payment schedule did not identify the 
amount due for the final payment.  Men-
doza sued Sidney Auto, alleging that the 
failure to include the amount of the final 
payment violated TILA and Regulation Z.

The federal trial court granted Mendoza’s 
motion for summary judgment.  The court 
concluded that by not including the amount 
due for the final payment, Sidney Auto vi-
olated Section 1638(a) of TILA, which re-
quires a payment schedule to include “the 
number, amount, and due dates or period 
of payments scheduled to repay the total 
payments.”  The court awarded Mendoza 
$2,000 in statutory damages. 

If you haven’t gotten specific advice on the 
technical requirements for completing your 
retail installment sales contracts, this would 
be a good time to do so.  This sort of vio-
lation is perfect for class action treatment.  
Mendoza v. Sidney Auto Sales, Inc. 2018 
U.S. Dist. LEXIS 76908 (C.D. Cal. May 7, 
2018) n

THE 
CARLAWYER©

CASE OF THE MONTH

BY	THOMAS	B.	HUDSON	AND	NICOLE	F.	MUNRO

If it rolls, floats or flies, we write it! 

Whether you’ve been in business 5 minutes or 50 years, we have an insurance 
plan that we can tailor to fit your needs! Quick turnaround for new dealer bonds!  

www.ganttagency.com 
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Regulatory compliance is every dealer’s 
business.

That means issues such as advertising compli-
ance, data and cybersecurity and making sure 
consumers know or can find out when the ve-
hicle they purchase has an open recall, should 
be near the top of every dealers’ to-do list, ac-
cording to dealer trade groups, attorneys, and 
others that represent dealer interests.

And if you think changes at the Consumer 
Finance Protection Bureau will give dealers a 
little breathing room, take a deep breath.

Then consider this:

States are stepping-up their scrutiny of finan-
cial services companies and dealers, and if the 
CFPB finds a violation of law, make no mis-
take about it, the agency will do its job, said 
Shaun Petersen, senior vice president, legis-
lative and government affairs at the National 

Independent Automobile Dealers Associa-
tion.

“The acting director (Mick Mulvaney, who is 
also director of the Office of Management and 
Budget) has said, we’re not going to push the 
envelope, not going to overstep boundaries or 
limits, creating things that aren’t there, but if 
there are things that need to be addressed, we 
are going to address them,” Petersen said.

“One other thing we’ve seen with the CFPB 
and the acting director is that he has come out 
and said ‘state attorneys general, you need to 
take a bigger role, a lot of this you should be 
doing.’  It’s not just specific to dealers.”

Patty Covington, a partner at Hudson Cook, 
agrees that state attorneys general have 
stepped-up their scrutiny of financial services 
which includes dealers and “in New York and 
New Jersey, I’ve seen several enforcement ac-
tions against dealers.” 

The New Jersey attorney general brought 
actions against dealers amid allegations that 
some vehicles’ advertised prices were differ-
ent from their actual prices. The actions and 
allegations involved vehicles that had add-on 
products installed on them, she said.

Brad Miller, director of legal and regulatory 
affairs at the National Automobile Dealers 
Association, agrees that dealers should take 
advertising compliance very seriously as does 
the Federal Trade Commission. He too, has 
seen “literally dozens” of advertising enforce-
ments brought by the FTC and other regula-
tors.

NADA recently issued an advertising compli-
ance guide that highlights things that raises 
red flags with the FTC, Miller said.

“Finance or lease advertisements that con-
tain certain trigger terms such as monthly 
payment and APR must also include certain 

Regulatory	compliance	should	top	
every	dealer’s	mind,	to-do	list

By Arlena Sawyers, Correspondent
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other additional disclosures required under 
federal rules,” Miller said.

Also helpful to dealers is NADA’s Regulatory 
Maze, its annual updated list of major federal 
regulations, Miller said.

Released in March 2018, the 12-page docu-
ment contains brief descriptions and guide-
lines of dozens of federal laws such as IRS 
treatment of demonstration vehicles, employ-
ee drug testing and the Fair Credit Reporting 
Act.

It also addresses hot button topics such as 
protecting consumers’ personal information 
and recalls.

For a copy of NADA’s Regulatory Maze, visit 
www.nada.org. [Click Advocacy / Regulato-
ry Affairs / Regulatory Reference Materials. 
A login email address and password are re-
quired to download the full document.]

REGARDING RECALLS
Regulatory Maze, under the National High-
way Transportation Safety Administration 
recall regulation heading, notes that “new 
vehicles and parts held in inventory that are 
subject to safety recalls must be brought into 
compliance before delivery.”

When it comes to used vehicles, some dealer 
representatives suggest that dealerships dis-
close recall information to their customers 
and consider including links in their used-ve-
hicle advertising to http://safercar.gov, a web-
site that allows anyone to search for open re-
calls.

Helpful to dealers is a new tool that allows 
them to search for open recalls on up to 
10,000 vehicles at one time, at no charge. 
Available at www.freeautorecallsearch.org, 
the tool was created in partnership with 
the Alliance of Automobile Manufacturers, 
the Association of Global Automakers and 
Carfax.

To protect consumers’ data, the FTC Safe-
guards Rule states that “dealers must develop, 
implement and maintain — and regularly au-
dit — a written security program to protect 
customers’ information and must ensure that 
their service providers provide similar safe-
guards.”

Eric Chase, a dealer attorney with Bressler, 
Amery & Ross, in Florham Park, N.J., said 
dealers need to have one or more cyber 
experts on hand who know how to pro-
tect personal information — such as bank 
account information and social security 
numbers collected from customers and em-
ployees — from cyber crooks and high-tech 
hackers.

He said cyber issues are always “hot top-
ics” at the National Association of Dealer 
Counsel conferences, with which he is in-
volved and is composed mostly of attorneys 
that represent dealers.

“This is a top issue for dealers, and they’d 
better be watching out for all the problems 
that can happen, because if they don’t, it’s at 
their peril,” said Chase.

“We’ve seen instances where people go online 
and purchase cars, and they’re all phony.”

TAKING A LOW-TECH 
APPROACH
Keeping consumers’ personal information 
safe is a major compliance headache for 

dealers, but strong cybersecurity measures 
are only half the solution.

A low-tech, common sense approach can 
help, experts agree.

Sometimes it’s as simple as closing or lock-
ing a door or vetting third-party companies 
that have access to your property or data, 
said Max Zanan, president of Total Dealer 
Compliance, which is a company that pro-
vides in-store and online compliance audits 
for dealerships.

“I’ve seen F&I offices that don’t have doors; 
I’ve seen F&I offices that have doors but not 
locks and keys,” Zanan said.

“Let’s put credit applications and driver’s li-
censes into the (computer) system and limit 
access. If there is a company that comes in 
clean, there’s no paper in the F&I office for 
them to see,” he said.

“If a dealer uses a marketing company that 
has access to their customer data base, they 
should have safeguards in place.” n

REMINDER
ONLINE RECERTIFICATION COURSE
Take	this	course	at your own pace	at	your	home	or	work	

computer,	iPad	or	even	on	your	mobile	phone.	A	Q&A	review	
at	the	end	of	each	chapter	will	make	sure	you	are	aware	

of	key requirements.	You	will	receive	a	completion certificate 
once	you	have	finished	the	entire	course.	

After	completion	of	your	recertification,	you	may	revisit	
your	account	to	refresh	your	memory	of	any	course	material.

You	still	have	access	to	the	instructor	who	can	answer	
questions	about	the	course	content.

NEW REGISTRATION FEES & WEBSITE
VIADA	Members:	FREE	plus	$25	fee	for	the	MVDB
Non-Members:	$25	plus	$25	fee	for	the	MVDB
NEW	WEBSITE	TO	REGISTER	for	Online	Course

www.VADealerRecertification.com

QUESTIONS?	
Call	800-394-1960	or	Email	info@viada.org
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Exciting New Partnership Announcement 
for VIADA and CarDoozy

VIADA is thrilled to announce we have teamed up with CarDoozy to offer all VIADA 
 members over 700 really great products that dealers regularly use in their daily business. 
Get the best price on products such as banners, flags, floor mats, key tags,  stickers, forms, 
folders and much more! 

Symbol of Quality

Powered by Lewis Color

Save money on dealer forms
and supplies.

Supplies your dealership needs:
Balloons | Banners & Flags | Books | Floormats

Folders | Forms | Keys & Tags | Labels | Laser Forms
Promotional | Protective Covers | Stickers & Decals 

Supplies | AND MORE!
Visit VIADA.ORG to learn more.

12 BENEFITS OF 
MEMBERSHIP

VIADA provides benefits and services to 
members they are not always able to find 
on their own. With VIADA, the dealer has 
educational and networking opportunities 
through our schools, workshops, town hall/
district meetings, and annual convention 
and trade show.

Whether it’s creating an environment for 
sharing ideas, or serving as a place to come 
to for solutions to problems that arise, VIA-
DA is the only organization in Virginia 
whose primary purpose is the welfare and 
success of the independent dealer.

1. The only trade association in Virginia 
that represents the interests of inde-
pendent dealers before the Virginia 
Legislature, Department of Motor Ve-
hicles and the Motor Vehicle Dealer 
Board.

2. Five members who serve on the Motor 
Vehicle Dealer Board also represent-
ing your interests when regulations are 
created or revised.

3. A “Member Hotline” to get answers to 
complex questions.

4. Educational and training workshops to 
insure you have the latest information 
to remain compliant and learn about 
best practices in the industry.

5. Eight districts that hold dinner meet-
ings mostly on a quarterly basis to 
share information, learn something 
new, and network with other success-
ful dealers.

6. Online recertification course – mem-
bers only pay the $25 MVDB fee.

7. An “Auction Card” where members 
save up to $1400 worth of Buy/Sell/
Provider fees at auctions! Plus you get 
$200 from both Manheim Fredericks-
burg and Manheim Harrisonburg for 
products and services.

8. Member rebates are also available from 
Advance Auto Parts and Fisher Auto 

Parts – which more than cover the cost 
of membership! Check out Andrew 
Wiley’s testimonial in the April maga-
zine (pg 18)!

9. Members also receive a discount when 
purchasing forms and supplies.

10. Plus there are many Associate Mem-
bers who have services, programs ben-
eficial to your business – several offer 
discounts.

11. Need one-on-one consultation?  We 
have two industry experts that offer a 
member discount.

12. And lastly, your membership in VIA-
DA ALSO includes NIADA member-
ship and access to national benefits 
and services!

Cost of VIADA/NIADA membership is 
only $325 a year which is about $27 month.  
An investment in your business, for you 
and your family. n

BECOME A MEMBER OF VIADA



Request a demo at vitu.com or call 804-461-3686

CONSIDER US 
YOUR ONLINE 
VENDOR 

Vitu is leading the way in Virginia and introduced a host of 
services to make your job easier and more e�cient, including 
centralized plate fulfillment and deal auditing — all supported by 
Richmond-based local experts. Now, the competition is on edge 
— and they should be.

At Vitu, innovation never stops. It’s time you partnered with 
someone who delivers everything you ever wanted from an 
online vendor. We listen.

Don’t be held back by your online vendor.
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NEW MEMBERS
4Auto Sales Inc.
Juan Sanchez-Concha 
492 Cambridge St. 
Fredericksburg, VA 22405
(703) 606-1433 
District 4

700Credit LLC
Ann Carson
27777 Franklin Rd. Ste. 1850 
Southfield, MI 48034
(614) 310-8218 x7224

Brushy Mountain Motors
Larry Daniels
391 Main St. 
Bland, VA 24315
(276) 688-0254 
District 8

Buy Low Auto Sales, LLC 
Shameka Cannaday
1623 Peters Creek Rd NW
Roanoke, Virginia 24017
(540) 598-6623
District 3

DRS Auto LLC 
Johnnie Thomas
1919-D Princess Anne St.
Fredericksburg, VA 22401
(540) 479-6901
District 4

Endurance Automotive LLC
Frederick Svede 
32385 Constitution Hwy.
Locust Grove, VA 22508
(540) 732-0353 
District 7

Erick Mendoza 
Erick Mendoza
10114 Cedar Knoll Ln.
Richmond, VA 23222
(804) 317-4253 
District 2

Five Star Motors  
Lener Paz
5106 Park Dr. Unit B
Fredericksburg, VA 22408
(540) 693-4627 
District 4

Gayles Automotive LLC
Arnold Gayles
14817 Kings Hwy
Drakes Branch, VA 23937
(434) 735-8705 
District 2

Hal’s Auto Sales LLC 
Hal  Nystrom
3500-B Robs Dr.
Suffolk, VA 23434
(757) 328-3907 
District 1

J T Auto Sales LLC 
Jason Turner
689 Rhody Creek Loop
Stuart, VA 24171
(276) 692-4814 
District 5

KJ Auto of Bristol LLC 
Katherine Davidson
15457 Lee Hwy.
Bristol, VA 24202
(276) 644-8238 
District 8

Legacy Motors 
Michael Hibben 
1530 E Little Creek Rd.
Norfolk, VA 23518
(757) 963-5667 
District 1

Looneys Used Cars
Gary Looney
274 Main St.
Bland, VA 24315
(276) 688-4574 
District 8

Melinda Anderson
Melinda Anderson
11513 Sinker Creek Dr.
Chester, VA 23836
(757) 374-8138 
District 1

Mullins Used Auto Parts & 
Recycling 

J L Whitlow Jr. 
502 30th Street NW
Roanoke, VA 24017
(540) 342-4192 
District 3

Neptune Auto Sales
Lannin Norkeveck
5021 Virginia Beach Blvd.
Virginia Beach, VA 23462
(757) 965-4233 
District 1

Precision Motorcycle Inc.
Steven J. Martineau
129 Southgate Ave.
Virginia Beach, VA 23462
(757) 248-8004 
District 1

Queens Motor Group
Kisha Brown
73 Afton Pkwy.
Portsmouth, VA 23702
(747) 292-6615
District 1

Select Cars of Thornburg 
Wilmer Nunez
8420 Jefferson Davis Hwy.
Fredericksburg, VA 22407
(540) 898-8554 
District 4

The Greenery Group LLC
Benoit Laverdure
92 Le Way Dr.
Fredericksburg, VA 22406
(571) 490-4769 
District 4

TitleTec
Joe Koch
15303 Dallas Pkwy. Ste. 1230
Addison, TX 75001
(804) 548-3932 

TJ Auto Sales LLC
Taimur Khan
2504 Princess Anne St.
Fredericksburg, VA 22401
(540) 907-3343 
District 4

Undag Auto Sales 
Gary Arnold
4701 Melrose Ave. NW
Roanoke, VA 24017
(540) 206-2463 
District 3

Unique Autos LLC
Nadeem Gilani
6525 Jefferson Davis Hwy. 
Ste. A
Spotsylvania, VA 22551
(540) 502-8280 
District 4

Universal Auto Sales & 
 Repairs Inc. 
Oliver Lawrence 
2425 Chanberlayne Ave.
Richmond, VA 23222
(804) 228-1111 
District 2

Vista Motor Sports 
Thomas McCue
1000 Main St. Ste. F
Altavista, VA 24517
(434) 309-7655 
District 6

Wade S. Dunbar 
Insurance Agency
Steven  Curry
14413 Justice Rd. Ste. 2
Midlothian, VA 23113
804-426-9879 
District 2

WHR Motors
Richard Lata
517 Memorial Blvd.
Martinsville, VA 24112
(276) 666-6756 
District 5

Z Auto LLC 
Zaherr Kamal 
8874 Seminole Trl.
Ruckersville, VA 22968
(434) 990-4922 
District 7

NEW	AND	RENEWED	MEMBERS

Thank you for your support!
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NEW	AND	RENEWED	MEMBERS

RENEWING MEMBERS
1 Stop Auto • Steve Sivak
A & G Auto Sales • Andreas Loizou
A & H Imports Inc. • Hamid Yazdani
A+Price Is Right Auto Parts & Supplies • 

Robert Cox
Abacus of Hampton Roads Inc. • William 

Thumel Jr.
ABC Auto Sales Inc. • Wayne Mills Jr.
Abingdon Auto Auction • Michael 

Anderson
Abingdon Auto Specialist Inc. • Joe 

Scroggin
Accent Autos & Powersports • Kevin King
ADS Management Group • Carl Farris
Airport Auto Sales • Stephen Brown
All American Auto Sales • Charles Clark
American Recovery Association • Les 

McCook
Amherst Car & Truck Sales Inc. • John 

Turner
Anderson Motorsports LLC • Kevin 

Anderson
Annex Auto Sales Inc. • Tim Talley
Arlington Auto Group • Aurelien Guillaud
Armstrong Auto Sales Inc. • Travis 

Armstrong
Atlantic Luxury Motors LLC • Franck 

Gomez
Augusta Auto Sales Inc. • Billy Trimble
Auto and Cycle Brokers of Tidewater • 

Jacob Kahle
Auto Energy • Jamie Lester
Auto Express • Ronald Mann
Auto Haus • Johann Hohlrieder
Auto Max of Gloucester • Dianne Niblett
Auto Max of York County Inc. • Robert 

Jobson
Auto Member • Vasily Mulyar
Autorad Motors • George Gatti
B & B Auto Sales Inc. • Kevin Brewer
B & E Auto Service Inc. • Dave Barnard
Bailey’s Auto Sales • Bobby Bailey
Baldwin’s Auto Sales Inc. • Michael 

Baldwin
Beach Auto Brokers Inc. • Brian Jones
Bel Air Auto Auction • Michelle Nichols
Best Bet Motor Sales Corp • Sajal Narayan
Best Buy Wheels • Alec Jacob
Beverage Tractor & Equipment Inc. • 

Charlie Beverage
Broaddus Used Cars • H. Stewart 

Broaddus  Jr.
Bryan Buchanan Auto Auction • Bryan 

Buchanan
C & B Auto Sales LLC • Cecil Holler
C L Hyman Auto Wholesale of Virginia 

Inc. • Christian Hyman
Calvin Smith Garage Inc. • Calvin Smith

Camping World RV Sales • Kevin Thomas
Campus Automotive Inc. • Matt 

McMurray
Capital Auto Sales • Sandra Foronda
CAR Financial Services Inc. • Acacia 

Cordero
CarDirect LLC • Brian Jones
CarLotz • Aaron Montgomery
Carolina Finance LLC • Wendi 

Christopher
Cars Plus of Danville Inc. • James Mobley
Caspian Auto Motors • Elshan Bayramov
Certified Car Center Inc. • Hamed Rod
Champion Auto Exchange Corp • Donna 

Viviano
Classic Automotive • Barry Muzzleman
Coleman Motor Co • Cary Coleman
Collier Motors Inc. • Ned Collier
Colonial Heights Auto Center Inc. • 

Thomas Cooke Jr.
Commercial Truck Ctr of Virginia LLC • 

William Deacon III
Commonwealth Motorcars Sales and 

Service LLC • Nasir Kashmiri
Commonwealth Motorsports LLC • 

Randolph Barbee III
Competition Cars and Classics LLC • 

Kenneth Martin
Consumer Auto Sales • Robert Watts
Consumers Auto Warehouse Inc. • 

Andrew Wiley
Cooper Corvettes Inc. • Robert Arnold  Jr.
Courtesy Auto Sales • Donald Boucher Jr.
Craftsman Automotive Inc. • Alan Himes
CreditMax Auto Sales LLC • Wayne 

Chellis
Culpeper Recycling LLC • Jacob Klitenic
Cumberland Auto Service Inc. • Gregory 

Atkinson
Curtis Motor Company Inc. • William J. 

Curtis
Custom Truck One Source • Doug White
CWMW Processing LLC • Charlie 

Williams
D & C Motors LLC T/A Auto Buying 

Service • Lori Collette
Dandees Inc. • Aaron Brewster
Davis Auto Sales II • James Davis Sr.
Davis Auto Sales II • Mrs. Gail D Davis
Davis Motor Sales • James R Davis
DirectCarBuying.Com • Robert Bassam 

Seyed
DistInc.t Motors LLC • Chiffon Green
DMV Auto Group Inc. • Sam M Azizi
Donovan’s Used Cars • Edward Donovan
Downtown Auto Sales LLC 040585 • 

Shokhzada Ismailov
Drive Away Motors Inc. • Theresa C 

Phillips
Drivers Choice • Shannon Ducote

E Z Auto Rental Inc. • J Henry Jones III
Earls Credit Auto Sales • Richard Johnson
East Coast Auto Sales LLC • Eric Senn
East Main Rides LLC • Edward Atkins
Easy Ride Auto Sales Inc. • John Hattar
Eaton Motor Sales • Gary F Eaton
Eggleston Services • Paul Atkinson Jr.
Ellas Auto Outlet Inc. • Alyas Abady
Elliott’s Auto Sales • Sandra Pelter
Elliott’s Auto Sales Inc. • Thomas Elliott Jr.
Eurotech Auto Service Inc. • Richard 

McMullen
Exotic Motorcars of DC • Steven 

Frederickson
First Stop Auto Sales Inc. • Paul Robinson
Friendly Motor Co LLC • Larry Holliday  Sr.
FSI Auto Sales • Glenn Frith
Full Throttle Auto Sales LLC • Carroll 

Howard
Funderburk Auto Wholesalers • 

Christopher Funderburk
Gantt Insurance Agency Inc. • Don Gantt
Gary McCann Auto Sales Inc. • Gary 

McCann
Gary’s Wholesaling LTD • Gary Wilberger
GEICO Local Dealer Hotline • Ben Willis
Gemini Auto • David Wojcik
H & H Auto LLC • Matt Hill
H & H Truck Center • John Holloway
Hartman Motor Sales • Richard Hartman
Hartsel Auto Shop • Joe Hartsel
Hayden’s RV’S • Charles Cheek
Hevener’s Cars & Trucks • Richard 

Hevener II
Hood Brothers Garage Inc. • Glenn Hood
Hoover Auto Sales LLC • David Hoover
Innovative Automotive Solutions • Tom 

Wade
International Auto Wholesalers • Davood 

Moghadam
J & J Auto Sales • Jennifer Kelly
J & J Autoville Inc. • Donald Jarrett  Jr.
J.D. Byrider • Gary Duncan
JakMax • Jack Bostain
Joel’s Auto Wholesale Inc. • Joel Tosh
John’s Auto Sales Inc. • Levita Haynes-

Moore
Justus Auto Sales • Kenny Justus
Keith’s Auto Sales Inc. • Keith Knupp
Kennon Auto Sales • James C Kennon
Key Truck & Equipment Inc. • Kenneth 

Jones
Keysville Auto Center Inc. • Randy 

Claybrook
Kool Automotive LLC • Ross Kool
KP’s Cars LLC • Kevin Pollard
L & B Auto Inc. • Paul Martin
LA Auto Star Inc. • Vitali Livits
LaCrosse Service Center • David Williams
Continued on next page
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Email leigh@viada.org
for ad rates or to secure space 

for our upcoming fall issue. 

Deadline is August 31st!

Continued from previous page
Lewin-Yount Co - Auto Sales LLC • Steve 

Sale
Liberty Motors LLC • Hassen Allani
Lucky Line Motors Inc. • Mohammad 

Ibrahim
Lynn Hooper, CMD • Lynn C Hooper
M & M Auto Rental Inc. • Bill Lewis Moss
Maguire & Sons Auto Brokers • Timothy 

Maguire
Manheim Harrisonburg • Karl Kiracofe
Mark IV Suzuki Sales Inc. • Fred Brown
Marlin Motors Wholesale Inc. • Jeff Fox
Martin Auto & Truck LLC • Jay Martin
Martin Motor Co Inc. • Frank Martin
Maurertown Trailers • Jordan McMullen
MGmotorsports LLC • Mike Gardner
Mic Topping Auto Center • Michael 

Topping
Mike Duman Auto Sales Inc. • Mike 

Duman
Mike’s Auto Sales • Michael Hyler
Mike’s Auto Sales Inc. • Mike Abenante
Mink Motor Sales Inc. • Jerry Mink
Mobility Works • Jim OMeara
Monticello Motors LLC • David 

Treccariche
Mount Landing Sales • Gene E Sydnor
MT Joy RV Sales & Service • Robert 

Bankert
Nationwide Cassel LLC • Martin Less
New Millennium Auto Sales Inc. • 

Timothy Higginbotham
Nick’s Auto Supermart • Nicholas Tibbitt Jr.
Northside Auto Sales • Robert Fisher
Owen Used Car Center LLC • Alton Owen  Jr.
P.A.C. • Jack Peoples Jr
Payne Motors Inc. • Mack Payne
Peaks Motors Inc. • Joe Tate
Pete’s Custom Auto Service • Donald Lee 

Medlin
Piedmont Motors • Mack Chehreh
Power Line Rent Equip Inc. • Robert 

Johnson Jr.
Pro Automotive • Kahsay Areki
R J Motors  Ltd • Richard Jones
R. M. Motors • Robert Monsour
Radford Auto Auction Inc. • David Sale
Ragans Auto Sales LLC • Mac Ragans
Renner’s Auto Sales LLC • Gary Renner
Ricks Auto Care & Tire Center Inc. • 

Winona L Henry
Rick’s Auto Solution • Ricky Miles
Roanoke Auto Auction Inc. • Loren Bruffey Sr.
Route 11 Valley Auto Sales • Lee Eddie 

Haley Jr.
Ruckersville Automart LLC • Earl Powell
Sam & Sons Auto Sales Inc. • Samuel E. 

Bishop IV

NEW	AND	RENEWED	MEMBERS

PLACE YOUR AD IN VIADA’S
FALL ISSUE

STAY IN FRONT OF DECISION MAKERS ACROSS VIRGINIA.
REACH YOUR TARGET AUDIENCE WITH AFFORDABLE RATES.

IT’S ADVERTISING TO GROW YOUR BUSINESS.

Select Auto Imports Inc. • Mohammad 
Hajimohammad

Select Automotive.Com • George Loizou
Settle’s Cars & Trucks LLC • William Settle
Shirlie Slack Mitsubishi • Shirlie Slack
Shore Drive Auto World • William 

Robinson
Shoreline Auto Center • Gary Christopher 

Wright
Snyder’s R.V. • Jeremy Snyder
Star City Car Sales • William Roberts
State Line Motors • Patrick Bridwell
Sterling Auto Sales • Ali Ashraghi
Student Auto Sales • Joseph Scango
Swope Auto Sales LC • Edwin Swope
TAS Inc. T A TriState Wholesalers • 

Thomas Parsons
Terry’s Automotive Inc. • Terry Wood
The Auto Store • Joseph T Byrum
The Auto Superstore • Dennis Minetos
The Automotive Company LLC • Jean 

Assaad
The Car Store • Tarun Gera
Thomas Motors • Brenda Thomas
Tidewater Auto Sales Inc. • Derrell Barnes
Tidewater Motor Credit • JR Kostelich
Timberland Truck Sales Corp • Jack K. 

Lippett
Toone Enterprises Inc. • T A Lakeview 

Motors • Brent K Toone

Total Package Auto LLC • Ryan Alexander
Trimpey’s Auto • Harold Trimpey
Trips Auto Sales • C T Hardesty III
United Import Co Ltd • Samad Jafari
Universal Auto Sales LLC • Ijaz Malik
USAL Services • Stephen Jones
Used Cars of Fairfax LLC • David Petrocci
Variety Mobile Home Service Inc. • Jerry 

Farmer
Vinton Car Connection Inc. • Jay Akers
Virginia Classic Mustang Inc. • Brant 

Halterman
Virginia Truck & Trailer Sales Inc. • 

Ronald Gibbs
Wamsley Service Center • Neil Wamsley
Warren Auto Sales Inc. • Warren Fitzgerald
Waterlick Motor Company • Jason Martin
Westons Auto Sales Inc. • John Weston III
White Horse Auto LLC • Waleed Ahsan
Wholesale Direct Auto Sales • Michael 

DeLuca
Williams Auto Mart Inc. • Rodney 

Williams
Woodyard Auto Sales Inc. • William 

Licurgo
Your Kar Company Inc. • Mark Dolson
Zuskin’s Auto Sales • Steve Zuskins n
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There are boutique shops selling stylish 
merchandise and boutique hotels catering 
to guests who like cozy surroundings.

So why not boutique car dealerships? Mak-
ing the customer-experience case for put-
ting those in select markets is Jim Hoostal, 
executive director-automotive for Inter-
brand, a brand consultancy.

He foresees the advent of smaller facilities 
as auto retailing changes with the times. 
The future of retailing will involve leverag-
ing technology trends while accommodat-
ing digitally oriented consumers, he tells 
WardsAuto.

More and more car shoppers do much of 
the buying process online, going only to the 
dealership to wrap things up. Considering 
that, why maintain large and lavish stores?

Hoostal poses that question (as did the Na-
tional Automobile Dealers Assn. a few years 
ago when many automakers prodded deal-
ers to build so-called “Taj Mahal” stores).

“In the future we may see dealerships with 
smaller footprints,” Hoostal says. “One pos-
sibility is boutique stores that offer a great 
experience (including test drives), but the 
inventory is elsewhere. You don’t have 300 
cars on site. It would preclude customers 
walking the lot,” an odd practice to some 
digital-reliant youthful consumers.

Hoostal recalls someone telling a young 

colleague who was in the market for a new 
vehicle that he should partake in the tradi-
tional practice of checking out inventory 
by walking the dealership’s lot. The reply: 
“Why would I want to do that?”

Gen Y and Z are “digital natives” who 
“think driving to a dealership to look at 
inventories without any preparation would 
be strange, a waste of time and not wise,” 
Hoostal says. “This is the fully empowered 
generation. They shop for most things on-
line – the Amazon factor. So why would a 
car be different?”

The scaled-down boutique dealership mod-
el could work well in cities where space is 
tight and real estate expensive, Hoostal 
says.  

Mike Sullivan, head of the Sullivan Auto 
Group based in Santa Monica, CA, says 
prime real estate there is $23 million an 
acre (0.4 ha). If a dealer needs four acres to 
build new facilities by today’s current-size 
standards, “that’s about $100 million for the 
dirt,” Sullivan said at a recent automotive 
conference.

Hoostal says dealers and automakers must 
collaborate more to face a new world of in-
creased mobility alternatives, impending 
autonomous vehicles and subscription ser-
vices in lieu of vehicle ownership.

“Dealers need to be a bigger part of the eco-

system in partnership with manufacturers,” 
he says. “That is more critical now than 
ever. Manufacturers who are successful will 
co-create the future with retailers.”

Auto retailing has come a long way in cus-
tomer friendliness, he adds. “There is no 
question the car-buying experience today 
is better than it was 10 years ago, and it’s 
certainly better than 20 years ago.”

Whatever happens in the future, Hoostal is 
certain “dealers aren’t going away.”

His company works with automakers and 
its dealers on brand enhancement. A cur-
rent client is Subaru, which has drawn in-
dustry praise for its branding and market-
ing efforts.

Hoostal in the early 2000s was direc-
tor-dealer development for Mazda’s North 
American unit when it launched the “Maz-
da Retail Revolution.”

The pioneering project included dealer-
ships with airy interiors to convey open-
ness and wireless technology and computer 
terminals throughout for shoppers’ in-store 
use.

“It was ahead of its time, probably by 10 
years, to be frank,” Hoostal says. “A lot of 
the customer-experience principles we es-
tablished back then still are relevant today, 
in fact more relevant, because technology 
has caught up with the ideas.” n

BOUTIQUE 
Car	Dealerships	
Coming	Soon?

“In	the	future	we	may	see	dealerships	with	
smaller	footprints,”	says	Jim	Hoostal	of	Interbrand.

By Steven Finlay
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JOIN VIADA!
USE YOUR AUCTION CARD

SAVE UP TO 
$1,400 

worth of Buy/Sell/Provider 
Fees! PLUS $400 at 

Manheim for 
products and services!

A Membership Application 
is on the inside back cover.

Abingdon	Auto	Auction,	VA
ADESA	East	Tennessee
ADESA	Knoxville,	TN
ADESA	Washington,	DC	
America’s	Auto	Auction,	VA
Bryan	Buchanan	Auto 
Auction,	VA

BSC	Bel	Air	Auto	Auction,	MD
Greensboro	Auto	Auction,	NC
Greenville	Auto	Auction,	NC
Manheim	Fredericksburg,	VA*
Manheim	Harrisonburg,	VA*
Richmond	Auto	Auction,	VA
Tri	Cities	Auto	Auction,	TN

*Manheim Fredericksburg & 
Manheim Harrisonburg: One 
punch entitles card bearer up 
to $200 in auction products or 
services. These products and 
services include, but are not 
limited to: Electronic Condition 
Reports, Detail Services, Paint/
Body Repairs, and Mechanical 
Services. (Discount may NOT 
be applied to fees or account 
receivable balance.)

DMV’s	“Awareity”	
Training	Platform

By Leigh Dicks, Executive Director

We’ve received several calls from members asking if the email they received about “Awarei-
ty” training was spam. The answer is no - it is not spam and if you want to be able to use the 
DMV system as an online dealer or a print-on-demand (PoD) dealer, you MUST complete 
this training WHEN YOU GET THE EMAIL FROM DMV.

Here’s the scoop on what happened. DMV sent a letter dated February 7 to the four ven-
dors who participate in the Online Dealer Program (OLD) asking for contact information 
and email addresses of their customers to be provided to DMV no later than April 1, 2018. 
DMV then sent an email to the online dealers letting them know that they needed to take 
the training in order to continue having access to DMV records.

The email subject line was “Virginia Department of Motor Vehicles - Awareity Platform 
Welcome Message” and provided a link to access the training. This is where the uncer-
tainty began because none of the dealers knew about this requirement and “Awareity” isn’t 
even a word so they thought it was spam and many deleted the email.

Add more complication to this when the MVDB sent out the email to ALL dealers letting 
them know of this new DMV requirement and VIADA also sent out a similar notice to all 
its members. Then, because of the calls/confusion, DMV prepared and sent out a FAQ that 
listed not only ‘online dealers’ but now it mentioned that PoD ALSO needed to take the 
training. See where this is going....

I called DMV and was told that PoD would ‘eventually’ also be required to take this train-
ing. So, the answer to all this confusion is, if you receive an email from DMV with “Aware-
ity” in the subject line, you have been designated as a dealer who needs to take the training 
(online or PoD). So, please follow the instructions in the email and complete the training. 
AND if you did trash the original email, DMV sends out ‘reminder’ emails if you didn’t 
take the training when they sent you the first email.

Visit https://goo.gl/zFDD21

If you have any questions, call DMV 804-497-7100. n



Mail to: VIADA, 4700 Thoroughgood Square, Virginia Beach, VA 23455-4043 | (757) 464-3460 | (800) 394-1960 | viada.org

 MEMBERSHIP APPLICATION (PLEASE PRINT)    Date of Membership 
Dealer’s Business Name       Phone
Primary Dealer/Operator q Mr. q Ms.     Cell Phone
Address         Fax
City/State/Zip        Dealer’s License
Email         Date of Birth
Email 2         Web Address
Payment q Annual Dues (includes National, State & Local), $325.00 q Auto Renew My Annual Dues
q Voluntary VIADA Political Action Committee Contribution, $25.00 (optional)
q Check (payable to VIADA) q Cash q Visa q MasterCard q Discover q Amex   
Total enclosed 
Credit Card No.
Expiration Date         Sec. Code
Billing Street Address         Billing Zip Code
Recommended By (Current Member)     
    
Signature

It takes a Member	to	
get	a	Member!
As	a	VIADA	member	you	know	the	benefits	this	association	
has	to	offer.	Share	that	success	with	fellow	dealers.	There	is	
strength	in	numbers.

RECRUIT A MEMBER TODAY

MEMBERSHIP BENEFITS
EDUCATION
• Workshops: BHPH / Rental / Title & 

Registration
• Dealer Day
• The Virginia Independent News
• Used Car Dealer Magazines
• Monthly eNews Email
• District Meetings
• Annual Convention & Expo
• VIADA Website / Facebook.com/info-

viada
• Certified Master Dealer (CMD) Program
• www.VADealerRecertification.com

ADVOCACY / REPRESENTATION
• VIADA represents you AND your 

interests
• General Assembly Lobbyists
• Congressional Lobbyists
• DMV and MVDB Representation
• Political Action Committee

EXTRA PROFIT CENTERS
• Finance Programs/Manuals
• Service Contracts/Warranties
• Floorplans
• Rental Program
• Certified Program

INSURANCE & PROTECTION
• Dealer Bond
• Garage & Lot Liability
• Rental Fleet Insurance
• Privacy Policy Manual / Red Flag Rule
• Information to help you stay compliant 

with Federal & State Laws
• $3,000 Accidental Death and Dismem-

berment / Health Discount Card / Child 
Safety Kits

SAVE $$$
• Discounts on Dealership Forms
• Auction Card Discounts
• Access to Member Benefit / Associate 

Providers
• NADA Guides
• OFAC Reports
• Advance Auto Parts & Fisher Auto Parts 

Discounts
• Membership and Services Directory

HELP HOTLINE & LEGAL COUNSEL
• Member Hotline… Immediate Answers 

to Complex Questions
• Access to Legal Consultation...VIADA 

retains an industry-knowledgeable 
Attorney

• One-on-One Consultation Discount

VIADA:	LARGE	ENOUGH	TO	SERVE,	
SMALL	ENOUGH	TO	CARE!

DID YOU KNOW?
When	you	join	VIADA,	you	also	

have	access	to	NIADA	
products	and	services.	

q



Virginia Independent Automobile Dealers Association
4700 Thoroughgood Square
Virginia Beach, VA 23455
(800) 394-1960 | info@viada.org

SAVE the DATE
VIRGINIA	BEACH,	VA

October 11-14, 2018
Hilton Virginia Beach Oceanfront

VIADA
2018 Convention

& Trade Expo
EXHIBITOR SPACE AND SPONSORSHIPS AVAILABLE


