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•	 Annual	NADA	Convention	in	San	Francisco,	CA	–	January	23	-	26,	2015.

•	 SDADA	Winter	Board	of	Directors	Meeting	-	RedRossa	Italian	Grille,	Pierre	at	
10:00	a.m.	on	Tuesday,	February	10,	2015	with	the	annual	legislative	recep-
tion	that	evening.

•	 Annual	Meeting	of	Rushmore	Reinsurance	Company	II	Limited	(RRC)	–										
Winnipeg,	Manitoba,	Canada	on	Friday,	April	17,	2015.

•	 SDADA	Annual	Convention	–	Sheraton	Hotel	and	Convention	Center,	Sioux	
Falls,	June	10	through	12,	2015.

•	 SDADA	West	River	Golf	Outing	at	the	Elks	Golf	Course,	Rapid	City	–			9:00	a.m.	
shotgun	start	on	Friday,	June	26,	2015.

•	 Annual	Heavy	Truck	Dealer	Meeting	–	3:00	p.m.	on	Friday,	September	11,	
2015,	Sheraton	Hotel	and	Convention	Center,	Sioux	Falls.

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

•	 Annual	Power	Sport	Dealer	Meeting	–	11:00	a.m.	on	October	21,	2015,							
Al’s	Oasis,	Chamberlain,	SD.

•	 Annual	guided	pheasant	hunt	is	at	10:00	a.m.	on	Monday,	November	9,	2015,	
Cedar	Shore	Resort,	Oacoma,	SD.

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

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

Mark Your Calendar
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Chairman’s Message

The word around the State is 
everyone finished the year with 
a great December and January 
is starting off on the right track.

Things are starting to heat up 
at the Capitol in Pierre and it 
looks to be a busy legislative 
session for SDADA.  

There are a number of very important issues near 
and dear to our hearts that we need to stay on top of:      
Repeal of the Damage Disclosure law, extending the 
allotted period to provide customer title work from 30 to 
45 days, revenue enhancements (tax increases) to fix 
our roads and bridges, licensing electric motorcycles, 
motorcycle rentals, and weight rating changes for lemon 
law buybacks.  Myron has his work cut out for him and 
will need all the help he can get.  I strongly urge you to 
pay close attention to his weekly legislative updates 
and consult your local legislators accordingly.  At this 
point, we are very positive about the issues currently 
in front of us, however to finish strong, we need to stay 
engaged.  

An excellent opportunity to get some face time with 
your legislators will be at our Legislative Reception.  
Please mark your calendar to attend our Winter Board 
Meeting and Legislative Reception on February 10th.  
More information is enclosed on page 17.  

The NADA Convention is in San Francisco this week-
end.  If you are going to the convention, give me a call 
on my cell 605-222-2433 and I'll buy you a beer.  Myron 
gave me a huge expense account I need to burn up!

Have a great day!

Trace Beck
Beck Motor Company
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President’s Message
I hope everyone had a very Merry Christmas and 
a happy New Year! The new year brought us into 
the year 2015. I remember the turn of the century 
when we were all concerned about being able to 
write the year 2000 on our checks and on letters 
along with a concern that computers and other 
electronic devices will not be able to make the 
change to the new century. Wow, now it seems 
that the year 1999 was a LONG time ago. Perhaps 
I am just getting old!

As you know, the 2015 session of the South Dakota Legislature started on the 
13th of January. This session will not be much different than others; there will 
be a lot of talk about education funding and a lot of talk about highway funding. 
I ask that every member of this association stay abreast of the highway funding 
proposals. If there is something that you do not particularly like or understand, 
please give me a call. I have represented this industry for nearly 14 years and as 
a result, I have an understanding of what the SDADA Membership likes and does 
not like. However, your input is always appreciated and welcome.

Your SDADA Board of Directors has decided that our flagship piece of legislation 
is the repeal of the damage disclosure statutes. Each piece of legislation has 
a prime sponsor in the Senate and another prime sponsor in the House. On the 
Damage Disclosure Bill, the prime sponsors are Representative Steve Westra 
from Sioux Falls and Senator David Novstrup from Aberdeen. At this point, I 
have gathered several co-sponsor signatures on the Bill. When you have the 
opportunity, please talk to your local legislators about this Bill and solicit their 
support. 

Another Bill drafted by the SDADA concerns the extension of the time period for 
dealers to deliver a title to the new owner. This Bill is also very important to every 
dealer in this state. Please refer to the talking points that I sent out last month 
and again take time to contact your legislator and solicit their support.

We also submitted two Motorcycle Dealer Bills. One that will allow the rental 
of motorcycles in the same way that cars are rented. The other deals with the 
licensing of electric powered motorcycles. These two issues should also be ad-
dressed with your local legislator. I am on the ground in the Capitol every day, 
but I cannot get these Bills approved by the legislature without your help. Please 
take the time to reach out to your local legislator when you see them on the 
weekends. As soon as these 4 Bills get Bill Numbers, I will send it out so you can 
refer to the actual Bill when taking to legislators.

During the 2014 Session, I prepared weekly updates that were sent to the mem-
bership by email. This seemed to minimize my phone calls and members were 
not in the dark about any pending legislation. I will again be issuing these week-
ly updates starting Friday, January 16th.

The Winter Meeting of the SDADA Board of Directors is scheduled for Tuesday, 
February 10th at the RedRossa in Pierre. Please keep in mind that every Board 

(Continued on page 9)
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(Continued on page 9)

NADA Director’s Message
It goes without saying that the NADA Director's Column is intended to be about NADA 
issues. While I have discussed South Dakota issues in this space before, they have not 
usually been the primary focus. But the South Dakota Automobile Dealers Association 
has a very important bill in front of the legislature this year and I feel compelled to 
address it. 

The bill will repeal the South Dakota damage disclosure. We have been down this road 
before, but the hail storms last summer seem to have raised awareness of how bad our 
current damage disclosure law is. In fact, several legislators have learned firsthand 
about "diminution of value".

The used car dealers, insurance companies, body shops and salvage dealers have also expressed support of this 
bill. Through the years, we have struggled to get all these parties on the same page. As the saying goes, "the stars 
have aligned".

Two years ago, I added a body shop in my Ford store. Since then, I've seen the lengths to which people will go to 
avoid having to disclose damage on their vehicle. They have learned how a damage disclosure can crush the value 
of a late model vehicle. If you give people a reason to lie, cheat or steal, don't be surprised when they do so. Our cur-
rent damage disclosure law causes people to do just that.

I have never talked to a member of SDADA that thinks the damage disclosure law is a good one. We have discussed 
raising the damage limit or excluding certain equipment. That is simply spraying perfume on the pig.

This is our best opportunity to kill this law. We need your help. Please talk to your legislators about this bill. Make 
certain that they understand it and why we want to do it. Point out to them that all of this information is now public 
(Carfax, Auto Check, etc.) and that many of us are providing this information to your customers at no cost before 
they buy your vehicle.

Get involved. Make a phone call. Let's put a stake in the heart of the damage disclosure law once and for all!

Dealers Much More than "Middleman" for Consumers:  Tesla's sales model had stirred much discussion about 
the role of the traditional automobile dealer. We have been cast as everything from oligopolists, who just want to 
preserve an antiquated system, to middlemen, who add no value to the process.

NADA's arsenal of resources intended to get the dealers' story out continues to grow. The videos and other materials 
found here make a great short presentation for your Kiwanis or Rotary meeting. Please consider spreading the word.

NADA’s “Get the Facts” initiative is designed to inform policy makers, opinion leaders and the media about the 
numerous benefits of the dealer franchise network through a variety of multimedia resources and videos available at 
nada.org/getthefacts. 

The current franchised new-car dealer model has benefited consumers, manufacturers and local communities for 
nearly a century. It is supported by both dealers and factories as the best and most efficient way to buy, sell, service 
and finance cars in the marketplace. NADA’s Get the Facts page sets the record straight about the benefits of the 
franchise system for consumers and local communities all over America.

http://en.wikipedia.org/wiki/Oligopoly
http://www.slate.com/articles/business/the_edgy_optimist/2014/04/airbnb_uber_tesla_why_are_governments_so_rattled_by_their_business_models.html
http://www.nada.org/getthefacts
http://nada.org/getthefacts
http://www.nada.org/getthefacts
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What policies are in place to help prevent this from happening at your dealership? 

Do you know who’s driving your vehicles? 

Federated Insurance recommends several best practices to help protect your business and     
manage risks; for example, 

• Know your drivers. Order MVRs on all employees who may drive company vehicles.

• Limit the number of demos.

• Transfer the risk: Get the title out of the dealership’s name.

These are just a few loss control recommendations you can use to help protect your dealership. 

To learn more, contact your local Federated Insurance representative and request a copy of our 
Auto Dealer “Keys to Success” risk management education materials. Federated Insurance is 
recommended by 18 state and national auto dealer associations just like yours for customized 
insurance programs and value-added risk management services, such as Federated’s Shield 
Network®, the Risk Management Resource Center, and the Federated Employment Practices 
NetworkSM. Visit www.federatedinsurance.com to discover resources you can use to create or 
ramp up your own risk management program, or to contact your local representative.

A sales rep drove a high-end demo home. That evening, she took friends out for dinner and 
drinks. On the way home, she caused an accident that resulted in two serious injuries, and 
the death of a single mother of three.

CLAIM AMOUNT: $3.5 MILLION

http://www.federatedinsurance.com
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Doug Knust, NADA Director
Harry K Chevrolet, Oacoma, SD

NADA Director’s
Message 
Continued...

This campaign emphasizes 
that local franchised auto 
dealers: fiercely compete for 
business and drive consumer 
prices down; take the side of 
consumers in warranty and 
safety recalls; create good-
paying local jobs and sig-
nificant tax revenue for local 
communities; and simplify an 
otherwise complex car-buying 
experience.

Dealers and local dealer asso-
ciations are encouraged to link 
to the videos on their websites, 
and with permission can co-
brand the videos with their own 
logos. For more information 
about co-branding content 
from NADA’s “Get the Facts” 
initiative, please contact      
publicaffairs@nada.org.

As always, please contact me 
with any questions or concerns.

WHERE ARE 
YOU GETTING 

YOUR KEY 
FOBS?

500 one-sided imprint

 
- second side imprint 

$0.08 ea.

1000 one-sided imprint

  
- second side imprint 

$0.06 ea.

CaLL TO PLaCe YOUR 
ORDeR TODaY

(605) 336-2616

Myron Rau, President
SD Auto Dealers Association

President’s 
Message
Continued...

of Directors Meeting is open for 
any member to attend. The eve-
ning after the board meeting, we 
will be hosting the legislators to 
a social gathering. Please plan 
to come to Pierre on the 10th 
of February and join us at the 
board meeting and the social 
with our elected officials.

As I do every year at this time, I 
moved into Gary Chase's Home 
in Pierre and will be there for the 
duration of the legislative ses-
sion. If you need to visit with me, 
please call your SDADA Office in 
Sioux Falls and ask the staff to 
get a message to me. If you wish 
to have my weekly updates sent 
to you by email, please make 
sure to get your email address to 
me and I will include you in the 
group.

As in past years, I look forward 
to representing the interests of 
this industry to the South Da-
kota Legislature.

http://publicaffairs@nada.org.


1 Go to the Legislature’s website 
at http://legis.state.sd.us/ses-
sions/2015/index.aspx (this is the 
2015 legislation only)

2 In the box next to Bill(s), type 
in the number of the bill you’re 
interested in, and hit ENTER.  (If 
you’re not sure of the bill number, 
click on “Bills” on the left side of 
the page, then you can select Text 
Search, Full List, or Subject Index.)

3 You’ll see a page showing the 
status of the bill number, the title, 
and the sponsors, this page displays 
the date the bill was first introduced, 
and which committee it was assigned 
to.   If the bill is scheduled for a 
hearing, it will show the date the 
hearing is scheduled.  If it has already been debated and acted on in committee, it will show whether it passed, was tabled or 
deferred to the nonexistent 41st legislative day (meaning it was killed).  If a bill is amended, this will be indicated.  If a bill has 
been voted on by the full Senate or House, that will also be indicated.

4 To check to see how a legislator voted on a bill in committee or on the floor, click on the vote total.

5 To refer to the actual testimony and debate, click the Public Broadcasting symbol to the far right.  If the symbol appears 
on a line which refers to a hearing, then you would be listening to testimony and debate in committee.  If the symbol is on a line 
which refers to a vote total, then you would be listening to just the vote on the bill.  If the symbol is on a line which refers to the 
House of Representatives or the Senate, then you would be listening to the floor debate.

6 For information on amendments to the bill, click on the date on the line referring to the amendment to read the actual word-
ing of the amendment, and to see how legislators voted on the amendment.

7 To read the complete bill, click on the Bill Text Versions at the bottom of the screen.  The first version (Printed) shows you 
the original wording of the bill.  If a bill is amended, the most current version of the bill would be the bottom one.  You can 
choose whether to view the bill in a HTML Version, or as a PDF.

Legislative Research Council Website:
http://legis.state.sd.us
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Study Rips CFPB's Anti-Bias Probes 
Of Car Lenders As Biased
Reprinted from Investor’s Business Daily
-- December 17, 2014

Shakedown: Confirming suspicions, the Obama regime has 
been suing auto lenders on false grounds. Its investigators 
have accused them of lending bias, but they're the ones 
who are biased, a major new study finds.

Conducted by Boston-based Charles River Associates, the 
study analyzed 8.2 million new and used-car loan contracts 
originated during 2012 and 2013, representing 30% and 
10% of all such contracts respectively. It thoroughly refutes 
the regime's allegation of widespread discrimination in the 
auto finance industry.

For starters, it measured racial disparities using the same 
proxy methodology the Consumer Financial Protection Bu-
reau uses in its investigations to ID the race and ethnicity 
of car buyers.

Unlike mortgages, auto loan data don't include the races 
of applicants, so investigators have to go by surnames and 
addresses to in effect guess their ethnicity. Such "proxies" 
are notoriously unreliable, but we had no idea they were as 
bad as this private study found.

According to Charles River, CFPB's proxy correctly IDs 
African-Americans less than 25% of the time. That means 
that when it sued Ally Financial last year, opening what 
plainly is a witch hunt against the auto finance industry, it 
didn't know for sure which borrowers were minorities.

In fact, it may have accurately guessed fewer than 60,000 
of the 235,000 minority car buyers it claims Ally discrimi-
nated against.

Ally strongly denied the charges but paid the regime almost 
$100 million to make the brand-damaging allegations go 
away, along with what could have been a costlier legal 
battle with the feds.

At the time of the settlement, Ally argued CFPB failed to 
factor credit scores, down payments, trade-ins, loan terms 
and other legitimate business variables in gauging rate 
disparities.

It wasn't lying. CFPB has since acknowledged it failed to 
account for such key factors in its probe, an oversight the 

study cites as another "significant flaw" in its approach 
to regulating the industry. If it had factored them, Charles 
River Associates found, alleged loan-pricing discrepancies 
between minorities and whites virtually disappear.

Its 143-page report slammed the agency for grossly over-
stating not just minority population counts but disparities 
in loan pricing, arguing the differences "are largely ex-
plained by objective factors (other) than race and ethnicity."

The administration's refusal to include such evidence is 
evidence of its own bias. In fact, the report noted "signifi-
cant bias" in its approach. The regime isn't going after car 
lenders to enforce civil rights laws. That's a smokescreen. 
It's really targeting the industry for shakedown, using 
"disparate impact" data as a way to trump up charges of 
racism.

Investigators are now using the same stat-based cudgel 
against the auto industry that they used against the mort-
gage industry in leveraging $1.2 billion in similarly ground-
less bias cases.

Like mortgage lenders, the auto industry is inoculating 
itself against further investigations by adjusting the way 
it makes loans. By lowering standards to please Obama's 
diversity police, they'll end up taking on more risk. In fact, 
CFPB threatens to continue persecuting auto lenders until 
they introduce a one-price-fits-all system for lending, ef-
fectively ending pricing for risk.

The study warned that adopting such a flat-rate system 
would raise the cost of credit for consumers, concluding 
that about a third of all consumers would face higher costs 
of credit, regardless of race or ethnicity. All the more reason 
for the new Congress to step in and end this witch hunt.
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During the summer months of 1989, the late 
Jerry Prostrollo bought a Chrysler Dodge Plym-
outh franchise to join his other car dealership 
franchises in Madison, completing an effort 
that would transform Prostrollo Motors into the 
Prostrollo All American Auto Mall.

Jerry Prostrollo added 
the Chrysler brand to his 
auto business, which 
already offered GM and 
Ford products.  During 
the next quarter century, 
the Prostrollo’s saw the 
rise of the sports utility 
vehicle, the establish-
ment of the Ram truck 
brand, wars, economic 
recession and current 
new optimism about the 
future of U.S. branded 
automobiles.

The parent company of 
Chrysler Dodge, which 
consists of a merger of 
Chrysler and Fiat, re-
cently honored  Prostrol-
lo Motor Company with 
a 25th anniversary plaque that was presented 
by Candace Evans, a Chrysler service and parts 
area manager, to Pat Prostrollo and his son 
Nick.

According to Pat Prostrollo, president of the 
Madison auto dealership, bringing a Chrysler 
franchise back to Madison was an important 
goal for his father.

Jerry Prostrollo started working in car sales in 
1957 after purchasing a downtown Madison 
Chevrolet Oldsmobile car dealership. The previ-
ous Chrysler Dodge dealership in Madison had 
closed during the early 1980’s.  "When my 

father opened his (Chrysler) franchise, there 
hadn't been a local dealer for the brand in this 
town for about seven years," Pat Prostrollo said. 
"It was a great addition to the business, and 
over all of those years selling Chrysler, Dodge, 
Jeep and the old Plymouth brands...that was 
very good to us."

Pat Prostrollo said a 
large amount of confi-
dence in new car sales 
was created by Jeep's 
performance during 
2014. He pointed out 
that Jeep had the larg-
est market penetration 
for its products during 
the past year.

"The Jeep Cherokee and 
Ram pickups, they've 
moved up on the list of 
our top sellers," he said.

Chrysler Dodge moved 
into the sports car mar-
ket in a big way during 
late 2006, when the 
carmaker unveiled new 

Challenger and Charger models that its de-
signers had created to challenge Ford and GM 
sports cars.

Pat Prostrollo said the latest high performance 
versions of the Chargers and Challengers, the 
2015 SRT Hellcat series, will appear at the 
start of the new year. Chrysler's designers 
equipped the Hellcat version with a 6.2 liter 
Hemi engine that has a 707 horsepower rating. 
Prostrollo added that the latest designs to the 
Chrysler products invoke a "retro feel" to how 
the vehicles look.

By Chuck Clement, Staff Reporter / Reprinted from the Madison Daily Leader

(Continued on page 15)

prostrollo motors receives 25th anniversary honors: 
chrysler dodge dealership returned to madison in 1989
prostrollo motors receives 25th anniversary honors: 
chrysler dodge dealership returned to madison in 1989
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prostrollo motors receives 25th anniversary honors continued....
"That's the biggest trend out there today, trying to instill that retro look," Pat Prostrollo said.

Prostrollo said that the Chrysler company had acquired some advantages through the merger with the 
Italian carmaker Fiat, notably access to expanded capital and new products. The American and Ital-
ian companies had cooperated to manufacture a new version of the Dodge Dart, introducing the new 
model in 2012.

"We're looking at the new company with anticipation that they'll provide some fantastic products for 
us." Prostrollo said.

Get your local officials to show their support of what local car dealers do for their communities 
by asking them to sign the Open Letter at: www.SupportLocalDealers.com.
To sign it, fill out the form and click Submit.

Leaders across the country are signing this 
Open Letter to show their support for local franchised 
new-car and -truck dealers. These family-owned, Main 
Street businesses employ more than 1 million people 
nationwide in good-paying jobs, while contributing 
hundreds of millions of dollars to their local economies 

and providing a competitive marketplace for new car and truck sales.  

VISIT THE SDADA WEBSITE AT:

www.sdautodealer.com

Visit the Website at: SupportLocalDealers.com



16

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

MOTOR VehiCLe iNfORMATiON SeCTiON
445 E. Capitol Avenue, Pierre, SD 57501  |  Phone: 605-773-3541  |  Fax: 605-773-2550
general motor vehicle questions, titling and registration.

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

PIERRE
MiKe MehLhAff

445 East Capitol Avenue 
Pierre, SD 57501-3185
Phone: 605-773-2121 

Fax: 605-773-4117
mike.mehlhaff@state.sd.us

DEALER PROGRAM MANAGER 
 - POSiTiON CURReNTLY VACANT - 

445 East Capitol Avenue 
Pierre, SD 57501-3185
Phone: 605-773-2122 

Fax: 605-773-4117

DeALeR AgeNTS iN The fieLD

DEALER PROGRAM ASSISTANT
BRiTTANY KeNzY 

445 East Capitol Avenue 
Pierre, SD 57501-3185
Phone: 605-773-4416 

Fax: 605-773-4117
brittany.kenzy@state.sd.us

SIOUx FALLS
RON RYSAVY 

300 S. Sycamore Avenue, Suite 102
Sioux Falls, SD 57110
Phone: 605-367-5814

Fax: 605-367-5830
ron.rysavy@state.sd.us

RAPID CITY
PiLO PeNA

4447 South Canyon Road, Suite 6
Rapid City, SD 57702-1889

Phone: 605-394-3394 
Fax: 605-394-6076

pilo.pena@state.sd.us

WATERTOWN
LORi COLBeRg

715 S Maple 
Watertown, SD 57201
Phone: 605-882-5192 

Fax: 605-995-8087
lori.colberg@state.sd.us

SDADA’S MiSSion StAteMent:  The level playing field, with fair and open competi-
tion among all dealers, is the best assurance South Dakota consumers will continue to 
obtain the highest level of value and service for their automobiles, trucks and motor-
cycles. SDADA is committed to taking whatever actions are necessary to accomplish 
this mission, including enacting legislation to protect members from overreaching 
and unfair manufacturer restriction on dealers ability to operate and sell the busi-
nesses they have worked hard to build.  SDADA will also work to support legislation 
to protect members from perceived abuses and oppressive acts by the manufacturer.

mailto:mike.mehlhaff%40state.sd.us?subject=
mailto:brittany.kenzy%40state.sd.us?subject=
mailto:ron.rysavy%40state.sd.us?subject=
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Sign up for South Dakota Auto 
Dealers Association’s 2015 
Legislative Reception on

at the Red Rossa Italian Grille
6:15 p.m. Reception

Hors d oeuvres will be served

FEBRUARY 10, 2015

COMPANY:

CITY:

NAMES OF ALL ATTENDING RECEPTION (Hors d oeuvres served): 

REMIT TO SDADA • PO Box 89008 • Sioux Falls, SD 57109-9008

ROOM RESERVATIONS CAN BE MADE DIRECT WITH THE 
CLUBHOUSE INN & SUITES, 808 W SIOUx AVENUE, PIERRE, SD 57501 • (605) 494-2582



“Serving the needs of our         
dealerships and their customers 
through integrity, training and 

teamwork.” 

South Dakota Dealer Services and its affiliates go beyond F&I products to 
offer reinsurance opportunities, compliance assistance and hands on     

development and training courses both in and outside of the dealership.  

F&I Workshop  
April 22nd & 23rd Sioux Falls, SD 

December 9th & 10th Rapid City, SD 
 

Phone Skills Workshop  
April 21st Sioux Falls, SD 

Service Workshop  
February 3rd Sioux Falls, SD 

2015 South Dakota Client Training Workshops 

2015 Regional Workshops 
Minneapolis, MN - 4 F&I Workshops, 3 Phone Workshops, 2 Sales Skills Workshops, 3 Service Advisor Workshops 

Chicago, IL - 3 F&I Workshops, 2 Phone Skills Workshops, 2 Sales Skills Workshop, 3 Service Advisor Workshop 

Tampa, FL - 1 F&I Workshop Los Angeles, CA - 2 F&I Workshops 

Pittsburgh, PA 2 F&I Workshops, 1 Phone Workshop 

Strategic Marketing Partner of the South Dakota Auto Dealers Association 

www.AutomotiveDevelopmentGroup.com 

Jon Nester 

Cell: 630.244.6916 

Email: jnester@adgtoday.com 

David Kelly 

Cell: 507.829.2638 

Email: dkellysdds@gmail.com 

Tony Troussov - Director of Training 

Automotive Development Group 

Cell: 612.804.1706 

Email: ttroussov@adgtoday.com 

Mark Ekhoff 

Automotive Development Group 

Cell: 612.360.9233 

Email: mekhoff@adgtoday.com 



19

As provided by the South Dakota Division of  Motor Vehicles
New Vehicle RegistRatioNs - DeceMbeR 2014          Page 1 of 2

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

Continued on page 21



Last year I joined a support 
group for procrastinators. We 
haven't met yet!

I don't trip over things, I do  
random gravity checks!

Old age is coming at a really  
bad time!

When I was a child I thought 
nap time was a punishment... 
now, as a grown up, it’s
just like a small vacation!

The biggest lie I tell myself is ..."I don't need to write that down, I'll       
remember it."

Lord grant me the strength to accept the things I cannot change, the     
courage to change the things I can & the friends to post my bail when 
I finally snap!

My people skills are just fine. It's my tolerance to idiots that needs work.

If God wanted me to touch my toes, he would've put them on my knees.

The kids text me "plz" which is shorter than please.  I text back "no"    
which is shorter than "yes.”

I'm going to retire and live off of my savings. Not sure what I'll do the    
second week.

Lord, Give me patience and give it to me NOW.

Funnies...

Please email Michelle at the SD Auto Dealers Association office if 
you have a press release you would like us to consider for the next 
issue of the “SDADA Report.” 
Email Address: michelle@sdautodealer.com

20
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New Vehicle RegistRatioNs - DeceMbeR 2014          Page 2 of 2

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

As provided by the South Dakota Division of  Motor Vehicles



Eyebrow Slogan Signs Available:

Smile Slogan Signs Available:

Oval Model Year Signs Available:

•	 Hold/Sold
•	 Red Tag Sale
•	 As Advertised
•	 Clearance
•	 Financing Available
•	 Like New
•	 List/Discount/Sale
•	 No Hassle Price

•	 Per Month
•	 Rebate
•	 Reduced
•	 Sale
•	 Was/Now
•	 Special
•	 Blank
•	 Border Only

Mirror Hang Tag Options Available:

HOw dO YOU HIgHLIgHT CARS ON YOUR LOT?



RecReatioNal Vehicle RegistRatioNs - DeceMbeR 2014

SNOWMOBILE             MOTORCYCLE                             ATV’S

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

YeaR to Date New Vehicle RegistRatioNs               Page 1 of 2
JaNUaRY - DeCeMbeR 2014 / As provided by the South Dakota Division of  Motor Vehicles

Continued on page 25
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NOTe:  New vehicle registrations are provided by South Dakota Division of  Motor Vehicles.  All new vehicles registered 
under the Prorate (IRP) program are indicated as a Hughes County resident.  Figures reflect where the vehicle is titled, 
and not the county where the vehicle was purchased.  SDADA has no responsibility for authenticity of  registration figures.

YeaR to Date New Vehicle RegistRatioNs               Page 2 of 2
JaNUaRY - DeCeMbeR 2014 / As provided by the South Dakota Division of  Motor Vehicles
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NOTe:  New vehicle registrations are provided by South Dakota Division of  Motor Vehicles.  All new vehicles registered 
under the Prorate (IRP) program are indicated as a Hughes County resident.  Figures reflect where the vehicle is titled, 
and not the county where the vehicle was purchased.  SDADA has no responsibility for authenticity of  registration figures.

YeaR to Date RecReatioNal Vehicle RegistRatioNs
JaNUaRY - DeCeMbeR 2014 / As provided by the South Dakota Division of  Motor Vehicles

SNOWMOBILE           MOTORCYCLE                       ATV’S



http://www.cso.com
http://www.cso.com


28

One

Two

Three

Four

Five

Six

Seven

Eight

Nine

Ten

Eleven

Twelve

Thirteen (At Large 2 yr.)

Fourteen (At Large 3 yr.)

Fifteen (PS Dlr.)

Sixteen (PS Dlr.)

Seventeen (RV Dlr)

Eighteen (HD Trk Dlr)

Country Ford

Harry K Chevrolet

Vern Eide Motorcars

Iverson Chrysler Center

Einspahr Auto Plaza, Inc.

Pierson Ford

Sharp Automotive

Stobbs Sales, Inc.

Frontier Motors, Inc.

Beck Motor Co.

Scott Peterson Motors

Rushmore Honda

Wegner Auto Company

Shawn Chase Ford

Biegler’s C&S Motorsports

Black Hills Harley Davidson

Dakota RV’s

I-State Truck Center

Larry Palsma

Doug Knust

Bruce Eide

John Iverson

Ron Einspahr

Tom Barber

Doug Sharp

Keith Stobbs

Darrel Kaiser

Trace Beck

Scott Peterson

Steve Michelson

Jenny Wegner

Shawn Chase

Steve Biegler

Jim Burgess

Dan Healy

Dutch Van Santen

tfm@byelectric.com

dougk@harryk.com

bruceide2001@yahoo.com

john@iversonchrysler.com

eaprone@brookings.net

tbarber@piersonford.com

steamboating2010@yahoo.com

bk.stobbssales@midconetwork.com

darrel.kaiser@frontiermotors.com

trace.beck@beckmtr.com

scott@scottpetersonmotors.com

steve@rushmorehonda.com

jenny@wegnerauto.com

schase.scf@midconetwork.com

steve_biegler@yahoo.com

bjburgess@aol.com

dhealy@dieselmachinery.com

dutch.vansanten@istatetruck.com

605-589-3362

605-234-6064

605-373-8111

605-996-5683

605-692-6106

605-225-3720

605-886-8081

605-853-3612

605-842-1880

605-224-5912

605-892-2643

605-348-4468

605-224-9900

605-472-1633

605-225-4533

605-342-9362

605-348-1212

605-336-2995

                 TeRM
DISTRICT #                              NaMe                               DeaLeRSHIP                                   eMaIL aDDReSS                                             PHONe                              eXPIReS

2016

2017

2017

2015

2015

2015

2016

2016

2016

2017

2015

2017

2016

2015

2017

2015

2017

2015

1998-2000 Steve Paula  Brookings
1996-1998 John Roskos  Rapid City
1995-1996 Kevin Randall  Rapid City
1993-1995 Jim Jacobsen  Sturgis
1992-1993 Steve Sewell  Webster
1991-1992 Dean Kjelden  Sioux Falls
1990-1991 Don Schoenhard, Sr. Huron
1989-1990 John Ehret  Yankton
1988-1989 Merlin Fauth  Rapid City
1987-1988 Tom Graham  Sioux Falls

2013-2014 Scott Peterson  Belle Fourche
2012-2013 Mark McKie  Rapid City
2011-2012 John Hagemann  Yankton
2009-2011 David Hersrud  Sturgis
2008-2009 Dan Lamb  Onida
2007-2008 Mike McCormick  Salem
2006-2007 Marty Rypkema  Rapid City
2004-2006 Jim Wegner  Pierre
2002-2004 John Deniger  Huron
2000-2002 Tom Mahan  Groton

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

Jeff  Johnson, Membership Services Director Vern Eide Motoplex, Sioux Falls jeffjjohnson@verneide.com        605-221-4000      2015

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

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

                        TeRM
NaMe / POSITION          DeaLeRSHIP                                    eMaIL aDDReSS                                      PHONe                          eNDS
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