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F&I Workshop
Our Proactive Selling System® is designed to drive great results with 
today’s buyers. Our past participants of this impactful two-day workshop 
experienced dramatic PVR changes. Your managers will learn ways to 
expedite their process and create an environment where customers will 
buy more from them. 

LocatIon  Date 
Chicago, IL   September 16th - 17th
Minneapolis, MN   October 21st - 22nd     
Milwaukee, WI   November 4th - 5th     
Pittsburgh, PA  November 11th - 12th  
Rapid City, SD  December 9th - 10th 

Phone Skills Workshop  
After this half-day workshop participants will create more opportunities 
and generate additional profits by learning and applying new ways of 
handling incoming calls. They will walk away with new skills and strategies 
to effectively prepare and present repair/maintenance solutions to clients 
over the phone.

LocatIon  Date 
Chicago, IL September 15th
Minneapolis, MN November 10th

Sales Skills Workshop
This one day workshop is focused on helping sales people improve 
their sales process and increase closing ratio by lowering the natural 
sales resistance. Participants will learn effective ways to guide and help  
customers make a buying decision.

LocatIon  Date  
Chicago, IL October 6th 
Pittsburgh, PA November 10th 
Minneapolis, MN November 17th

Proactive Selling System
2015 training calendar

www.adgtoday.com

“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.

South Dakota Dealer Services
Automotive Development Group, LLC

Service Skills Workshop   
This half-day workshop is designed to help your managers improve their 
skills in the following areas - hiring, on-boarding and the training and 
development of your biggest asset - your human capital. Your managers 
will leave with new strategies they can implement to improve their 
team’s performance.

LocatIon  Date 
Minneapolis, MN September 15th
Chicago, IL October 6th

David Kelly
Cell: 507.829.2638

Email: dkellysdds@gmail.com

Teri Everson
Cell: 605-838-5780

Email: teri.sdds@gmail.com

Lindsay Hach
Cell: 605-645-8884

Email: lindseyhsdds@gmail.com

Strategic Marketing Partner of the 
South Dakota Auto Dealers Association
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http://www.sdautodealer.com 


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

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

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

•	 West	River	Legislative	Reception	-	Rushmore	Plaza	Holiday	Inn,	Rapid	
City	-	Monday,	December	7,	2015,	at	5:30	to	7:00	p.m.	(west	river	time).

•	 East	River	Legislative	Reception	-	Callaway’s,	500	East	69th	Street,	
Sioux	Falls	-	Wednesday,	December	9,	2015,	at	5:30	to	7:00	p.m.												
(east	river	time).	

•	 SDADA	Winter	Board	Reception	with	legislators	-	Ramkota	River												
Centre,	Pierre	at	6:00	p.m.	on	Monday,	January	25,	2016.

•	 SDADA	Winter	Board	of	Directors	Meeting	-	Ramkota	River	Centre,	
Pierre			at	10:00	a.m.	on	Tuesday,	January	26,	2016.

•	 Annual	NADA	Convention,	Las	Vegas,	NV	–	March	31	-	April	3,	2016.
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Call Michelle Wells at the SDADA office 
for more information at 605-336-2616
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The SDADA Report is the  
official publication of the 

South Dakota Automobile 
Dealers Association          

published monthly by:

SDADA Services, Inc.
3801 S. Kiwanis Avenue

PO Box 89008
Sioux Falls, SD 57109-9008

Phone: (605) 336-2616
Fax: (605) 334-1938

www.sdautodealer.com

Annual Subscription Rate: 
$35.00

Staff
Myron L. Rau, President
mlrau@sdautodealer.com

Pam Kolseth, Comptroller
pam@sdautodealer.com

Michelle Wells, Executive Assistant
michelle@sdautodealer.com

Jay Steensma, Print Shop Manager
jay@sdautodealer.com

Patty Hinz, Office Assistant
patty@sdautodealer.com

Late September found Myron, Jim Burgess, Nick Simon, Doug 
Knust and I in our nation's capitol, Washington D.C., for the annual 
NADA Washington Conference. 

This was my third visit on behalf of our state dealer body and I 
must say it is always a very valuable and enjoyable journey.  Of 
course, we ate well and enjoyed plenty of Scotch! 

The Conference keeps us all busy.  There is so much work done 
on our behalf by NADA.   Of the many alligators our association 
grapples with, let me say that the Number One most critical issue 
we face today is the Executive Branch ordered beaurocratic mon-
ster known as the CFPB.  

As most of you probably know by now, the CFPB, an outgrowth of 
the Dodd-Frank Banking Reform Act, was created by the President 
to regulate and reform the banking industry after the housing melt-
down in 2009.  It's all about lending practices of our nations banks.  
You may wonder why this matters to the auto industry, as Dodd-
Frank specifically exempted automobile dealer consumer lending 
from CFPB oversight.  Well..... remember the old story about, "If 
you think OSHA is a small town in Wisconsin”....??

So my plea to you all this month is to PLEASE support your busi-
ness, and your industry by contributing a couple hundred bucks to 
DEAC! I know, I know - nobody wants to hear about it!  But let 
me say to you all, NADA really needs our financial support to help 
turn back this issue in D.C.  Talking to our Congressional Delega-
tion DOESN'T GET THIS JOB DONE!  They do not get any say in 
what the CFPB does.  Yikes!! 

In closing my fellow dealers, when you get a call from one of your 
fellow dealers concerning DEAC, please...just give 'em a credit 
card number or a check and we can all see each other in Vegas in 
March. 

And share some Scotch all around! 

Bruce Eide
Vern Eide Motorcars

http://www.sdautodealer.com 
mailto:mlrau%40sdautodealer.com%20?subject=
mailto:pam%40sdautodealer.com%20?subject=
mailto:michelle%40sdautodealer.com%20?subject=
mailto:michelle%40sdautodealer.com%20?subject=
mailto:michelle%40sdautodealer.com%20?subject=
mailto:michelle%40sdautodealer.com%20?subject=
mailto:patty%40sdautodealer.com%20?subject=
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South Dakota Automobile 
Dealers Association

OFFICERS:
Chairman of the Board, Bruce Eide
Vice Chairman, Darrel Kaiser
Secretary/Treasurer, Dutch VanSanten
Immediate Past Chairman, Trace Beck
NADA Director, Doug Knust
DEAC Chairman, Jim Burgess
President, Myron Rau

BOARD OF DIRECTORS:
Tom Barber
Trace Beck
Steve Biegler
Jim Burgess
Shawn Chase
Bruce Eide
Ron Einspahr
Dan Healy
John Iverson
Darrel Kaiser 
Doug Knust
Steve Michelson
Larry Palsma
Scott Peterson 
Doug Sharp
Keith Stobbs
Dutch Van Santen
Jenny Wegner

PAST PRESIDENTS / CHAIRPERSONS:
Trace Beck
John Deniger
John Ehret
Merlin Fauth
Tom Graham
John Hagemann
David Hersrud
Jim Jacobsen
Dean Kjelden
Dan Lamb
Tom Mahan
Mike McCormick
Mark McKie                   
Steve Paula
Scott Peterson
Kevin Randall
John Roskos   
Marty Rypkema
Don Schoenhard
Steve Sewell 
Jim Wegner

President’s Message
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SDADA Report – President’s Message October 
2015 I certainly hope that most people who 
receive the SDADA Report enjoy reading my col-
umn each month. The reason for that statement 
is to let everyone know that many months it is 
a difficult task to find a subject to write about. 
Well, here it goes!

You may recall in my first year of employment 
with this great organization, I traveled to every 
corner of this state on a quest to visit every 

dealer in their store. Well, last year, then Chairman of the Board, Mr. Trace 
Beck, asked me to again visit every car dealer. I am happy to report that I have 
again completed that task. All in all, attitudes are good with sales going very 
well. Although I routinely visit dealerships in my travels around the state, visit-
ing an average of 40 each year, visiting all stores is a very monumental task 
that occupies a great deal of time, however, well worth the time!

The NADA Washington Conference was a success again this year. The NADA 
hill staff does a wonderful job representing the interests of franchised dealers. 
They not only keep us informed as to what is and is not happening in DC, they 
also do a great job with assembling grassroots lobbying efforts. The do not 
hesitate to contact dealers and ATAEs to solicit help with a particular member 
of Congress.

We were again able to see every member of the South Dakota Congressional 
delegation during our visit to DC. We are very lucky to have a delegation that 
not only understands our issues but is very personable and willing to sit down 
to discuss our concerns. It seems the gift that continues to give is the Con-
sumer Finance Protection Bureau (CFPB). It seems that Congress is finally 
getting fed up with with this agency that enjoys absolutely no Congressional 
oversight. Hopefully they will get this bureau reigned in soon!

In order for the National Automobile Dealers Association (NADA) to do the great 
work they do with members of Congress, funds are needed to make sure we 
have members of Congress that are business friendly. You can do your part by 
contributing to NADA DEAC. The Dealers Election Action Committee funds are 
used expressly for the purpose. If you have contributed in 2015, thank-you! If 
you have not contributed in 2015, the clock is ticking. We have one of the most 
important Presidential Campaigns in history coming up in 2016. You can make 
a contribution through your SDADA Office by calling Pam Kolseth. If you are not 
sure if you have contributed this year, Pam can also help with that information. 

Please look at this contribution as an investment in your business, not as a 
contribution to a politician.

Thanks for your continued membership! Until next month . . .

Myron L. Rau, President

mailto:bjburgess%40aol.com?subject=
mailto:mlrau%40sdautodealer.com?subject=
mailto:tbarber%40piersonford.com?subject=
mailto:trace.beck%40beckmtr.com?subject=
mailto:steve_biegler%40yahoo.com?subject=
mailto:bjburgess%40aol.com?subject=
mailto:schase.scf%40midconetwork.com?subject=
mailto:bruceide2001%40yahoo.com?subject=
mailto:eaprone%40brookings.net?subject=
mailto:dhealy%40dakotarv.com?subject=
mailto:john%40iversonchrysler.com?subject=
mailto:darrel.kaiser%40frontiermotors.com?subject=
mailto:dougk%40harryk.com?subject=
mailto:steve%40rushmorehonda.com?subject=
mailto:tfm%40byelectric.com?subject=
mailto:scott%40scottpetersonmotors.com?subject=
mailto:steamboating2010%40yahoo.com?subject=
mailto:bk.stobbssales%40midconetwork.com?subject=
mailto:dutch.vansanten%40istatetruck.com?subject=
mailto:jenny%40wegnerauto.com?subject=




SDADA Report     7

NADA Director’s Message
What if you were asked to travel over 1,400 miles to a place of complete dys-
function, where people think differently (not raising the budget is viewed as 
cutting it); act differently (people says things they don't believe to get recogni-
tion); fight with their friends (members are known to battle it out on the Hill 
before breaking bread together later that day); and generally act like they have 
no connection to the people who sent them there in the first place? 
Your mission (should you decide to accept it): to change minds, affect policy 
change and to make it all happen fast (before the makeup of Congress changes 
again!). Sounds easy right?

Our South Dakota delegation to the NADA Washington Conference in September (Chairman Bruce Eide, 
Jim Burgess, Dutch VanSanten, NextGen delegate Nick Simon, Myron and me) accepted the mission. The 
jury is still out on the success of the mission!
As any South Dakota dealer who has attended the NADA Washington Conference can attest, the experi-
ence of traveling to DC to learn the issues and lobby our Congressional delegation is invaluable. Not only 
do dealers learn the current issues that NADA is addressing, they get an opportunity to meeting Senators 
Thune and Rounds and Representative Noem on their turf and seeing how our government works up close 
and personal.
The addition of the NextGen program keeps our national association relevant. Many trade organizations 
are struggling to remain pertinent to their young members. I am extremely pleased that we have brought 
a NextGen member of the delegation each year that NADA has offered the program. I believe that Nick 
found this year's NextGen program to be of value.
The Washington Conference is one of the best investments of time and money our South Dakota Automo-
bile Dealers Association makes each year. 
Safety Recalls into the Foreseeable Future
One of the issues we discussed with our South Dakota Congressional delegation was legislation that 
would ground all vehicles under open recall at a dealership. This "one size fits all" concept is flawed 
because it fails to differentiate between recalls that involve a defect that should be immediately addressed 
and those with a negligible impact on safety, such as an incorrect phone number in the owner’s manual, or 
an airbag warning sticker that might peel off the sun visor. 
At our October NADA board meeting, we had an extended discussion about how dealers should handle 
safety recalls. NADA has issued guidance for this topic. It can be found here. (Because of the sensitive 
nature of this topic, you must log on to nada.org with your user id and password to access this guidance.)
I want to encourage you to look at this valuable information. Dealing with recalls will be a significant part 
of our business going forward. We are the front line for almost all safety recalls and thus promote the 
safety of the motoring public. We need to handle these recalls effectively and correctly.
NADA Convention Registration Now Open 
Considered the “Automotive Industry Event of the Year,” the NADA convention includes dealer-manufac-
turer franchise meetings, new educational workshops for dealers and managers, hundreds of exhibitors on 
the expo floor showcasing the latest equipment, services and technologies for dealerships and numerous 
networking events for attendees.

(continued on page ??)

http://www.nada.org/CustomTemplates/GeneralPage.aspx?id=21474842180
http://www.autonews.com/article/20151019/OEM11/151019876/more-automakers-will-be-included-in-takata-airbag-probe-nhtsa-says
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Federated Insurance's "Claim of the Month"- Could it happen to you?
A customer took a test drive accompanied by one of the dealer's sales representatives. When
they returned to the dealership, the customer parked the vehicle, took the keys out of the
ignition, and walked inside with the salesperson. The customer handed over the keys and
claimed he needed to go home and contemplate the purchase. The next morning, the vehicle
was gone. The theft investigation revealed that the customer had switched the keys with
another set after the test drive. The vehicle was never recovered.
CLAIM AMOUNT: $59,000

Who's watching your vehicles? What’s your strategy to help prevent this from happening at
your dealership? Federated Insurance recommends several best practices to use as protective
measures to help manage risks; for example,

• Require salespeople to put keys in and take keys out of the ignition at all times.
• Retain copies of driver's licenses for anyone who takes a test drive. No driver's license,
  no keys!
• Implement a policy/program for controlling your keys.

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 "Who's Watching Your Vehicles?- Keys to Inventory Control" risk management
packet. 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 Network~. 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.

Federated Mutual Insurance Company· Federated Service Insurance Company'· Federated Life Insurance Company

Owatonna. Minnesota 55060 • Phone (507) 455-5200 • www federated insurance com

'Not licensed in the states of NH, NJ. and VT.

This article is for general information regarding risk prevention and should not be considered legal advice. The claim example is only 

a basis for discussion and illustrates only one possible scenario Coverage for actual claims will be determined solely by individual 

policy terms and facts of the claim The recommendations presented are not guaranteed to reduce or eliminate any risk of loss.   

Seek qualified counsel regarding questions specific to your circumstances © 2015 Federated Mutual Insurance Company

http://www.federatedinsurance.com
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Work on The 2016 Sdada 
MeMberShip direCTory iS 
under Way...

are you missing out on an 
advertising opportunity?

have you updated your 
company’s information?

Contact patty hinz at the 
Sdada office at 605-336-2616

NADA Director’s Message Continued...
The NADA convention—which runs from Thursday, March 31, through Sunday, 
April 3, 2016—will be held at the Las Vegas Convention Center.
Dealers and their managers who register by Nov. 27, 2015, will receive the  
early-bird rate—a $100 discount from the onsite registration rate.
For more information or to register, visit www.nadaconvention.org.

ICYMI (In Case You Missed It…)
A 60-year dealership employee receives a 2015 Chevrolet Colorado truck as a 
parting gift.

The mind-numbing number of automobile color choices and color names  can paralyze customers.

One industry consumer magazine asks the question: Why Do We Keep Buying Vehicles at Dealerships? 

Will Volkswagen AG's twelve brands survive the recent emissions cheating scandal? 

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

Doug Knust, NADA Chairman

http://www.nadaconvention.org
http://www.goodnewsnetwork.org/man-rewarded-for-60-years-work-at-car-dealership/?NL=WAW-10&amp;Issue=WAW-10_20151012_WAW-10_381&amp;sfvc4enews=42&amp;cl=article_6_1&amp;utm_rid=CPENT000000096859&amp;utm_campaign=3557&amp;utm_medium=email&amp;elq2=5e86deeff
http://wardsauto.com/industry-voices/car-buyers-can-face-hard-color-decision?NL=WAW-10&amp;Issue=WAW-10_20151005_WAW-10_651&amp;sfvc4enews=42&amp;cl=article_4_1&amp;utm_rid=CPENT000000096859&amp;utm_campaign=3493&amp;utm_medium=email&amp;elq2=7cee07fce1c24
http://wardsauto.com/industry-voices/car-buyers-can-face-hard-color-decision?NL=WAW-10&amp;Issue=WAW-10_20151005_WAW-10_651&amp;sfvc4enews=42&amp;cl=article_4_1&amp;utm_rid=CPENT000000096859&amp;utm_campaign=3493&amp;utm_medium=email&amp;elq2=7cee07fce1c24
http://www.bloomberg.com/news/articles/2015-10-19/vw-s-12-brand-behemoth-under-scrutiny-as-costs-of-scandal-mount
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Ask Ted Tufty what advice he can give 
when it comes to car and truck adver-
tising, and he will tell you every dealer 
should be the spokesperson for his own 
local TV commercial.

It was his approach when he owned and 
managed Ted Tufty Dodge and Ted Tufty 
Collision Center before selling to Lithia 
in 2001. For more than 60 years, Dodge 
cars and trucks and the Tufty name 
were synonymous in Sioux Falls.

The Tufty Dodge auto store started out 
downtown at Ninth Street and Dakota 
Avenue and moved to 33rd Street and 
Minnesota Avenue in 1947. It rose to be 
one of the city's best-known auto deal-
ers in the 1970s, '80s and '90s. Tufty 
took over the dealership at age 22 when 
his father, Duke Tufty, died in 1973.

"I grew up at the dealership.  I started 
sweeping floors and emptying trash at 
age 10.  I worked every single job. My 
dad even put me in the accounting de-
partment," Tufty says.  "Still, when my 
father died, the business lost 50 years 
of successful business experience."

Selling cars was the only business the 
younger Tufty ever knew.  Thrust into 
the management role, he learned early 
on that the car business travels on a 
rough road.

During the energy crisis of the late '70s, 
Tufty found himself and Ted Tufty Dodge 
straddled with $2.5 million in RVs - 25 
percent of the inventory. He says there 
were lots of sleepless nights.

Still, over the years, Tufty came to love 
selling cars and being a boss. Intuitive 
about the car business, he invested 
heavily in his employees and prided 
himself that the dealership had very 
little turnover.

"The employees were the most impor-

In retirement, Tufty misses car dealership, customers

tant asset at Ted Tufty Dodge. I knew 
I couldn't do all the work myself, so I 
made an effort to train them well and 
do what I could to keep them," he says.  
"That meant paying everyone once a 
week. Rewarding employees with nice 
commissions was motivating."

Tufty loved conducting his own training 
sessions. He also created an employee 
satisfaction index to rate the dealer-
ship. "It taught me how to listen to my 
employees," he says.

Although Tufty didn't finish college, he 
had business smarts.

"I was persistent to get the deal, but it 
had to be a good deal. If the customer 
had an issue, I would make it right. 
That is how we would operate at Ted 
Tufty Dodge." 

Building his brand, he appeared in his 
own local TV commercials - the first 
local car dealer to do so.

''When you put your name on a busi-
ness, you create a lot of personal 
responsibility," he says. "The day a 
business doesn't strive to improve, it is 
the beginning of the end."

Tufty says it was a struggle coming to 
terms with selling the family business. 
Telling his employees was the hardest 
thing he ever had to do.

"The building was nearly 50 years old. 
I needed to either move the dealership 
to another part of town, rebuild taking 
on more debt and work another 20 more 
years to pay it off, or sell to Lithia and 
retire at age 50. I decided to sell." 

The timing of the deal was mind-bog-
gling, Tufty says.

"I decided to sell everything to Lithia, 
wrapping up the deal Sept. 10, 2001 - 

the day before 9-11," he says. ''If I had 
delayed my decision, things would be a 
lot different now."

With more than 400 boxes of car and 
truck sales records that had to be kept 
and maintained for seven years, Tufty 
made sure to take care of his former 
customers.

Retiring at 50 and finally walking away 
at 57, Tufty says he had to find ways to 
spend his time.

He and his wife, Stuart, continue to live 
in Sioux Falls and bought a home in 
Phoenix. They also traveled and started 
collecting art from all parts of the 
country.

Tufty regularly plays golf. Once an avid 
runner and marathoner, he feels the 
importance of exercising on a daily 
basis. He walks three and half to five 
miles a day.

Tufty also served as president of Make-
A-Wish for two years. His only child, Ted 
Jr., is a brain cancer survivor.

"My son was only 6 years old, and the 
doctors gave him a 50-50 chance of 
survival," Tufty says. "I know the feeling 
parents deal with when their child is 
facing a life-threatening situation.  
Today my son is 34 years old and a 
survivor.

Retiring at such a young age, Tufty 
says he misses running a business and 
especially the relationships he fostered 
with the people who worked for him.

"Some of the best days of my life were 
spent being a car dealer, taking care of 
customers and managing people,'' he 
says. "It was a time I will never forget."

-- reprinted from the 
   9/13/2015 Argus Leader
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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. 

DeaLeR agents in the fieLD

Brittany Kenzy
445 East Capitol Avenue 
Pierre, SD 57501-3185
Phone: 605.773.2122 
Cell: 605.280.4889 
Fax: 605-773-4117

brittany.kenzy@state.sd.us

Ron Rysavy 
300 S. Sycamore Ave., Ste 102

Sioux Falls, SD 57110
Phone: 605-367-5814
Cell: 605-941-4742
Fax: 605-367-5830

ron.rysavy@state.sd.us

Pilo Pena
1520 Haines Ave., Ste 3
Rapid City, SD 57701
Phone: 605-394-3394 
Cell: 605-381-7236
Fax: 605-394-6076

pilo.pena@state.sd.us

Lori Colberg
715 S Maple 

Watertown, SD 57201
Phone: 605-882-5192 
Cell: 605-520-9360 
Fax: 605-995-8087

lori.colberg@state.sd.us

Mike Mehlhaff
445 East Capitol Avenue 
Pierre, SD 57501-3185
Phone: 605.773.2122

Fax: 605.773.8416
mike.mehlhaff@state.sd.us

PieRRe-RegiOn 4                       siOux faLLs-RegiOn 2                   RaPiD city-RegiOn 1

                                                             DeaLeR PROgRaM                             DeaLeR PROgRaM
                     assistant / PieRRe                         ManageR / PieRRe 

WateRtOWn-RegiOn 3

Lori Langdeaux
445 East Capitol Avenue

Pierre, SD 57501
Phone: 605-773-4416 

Fax: 605-773-8416
lori.langdeaux@state.sd.us
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SDADA’s NADA Chairman, Doug Knust, SDADA Chairman Bruce Eide, SDADA’s NextGen Dealer Repre-
sentative, Nick Simon, Groton Ford, SDADA Secretary/Treasurer Dutch VanSanten, SDADA DEAC Chairman 
Jim Burgess and SDADA President Myron Rau all attended the 2015 Washington Conference. (pictured above 
with Representative Kristi Noem)

Newest SDADA Member...
HONEST DAN’S / Owner, Daniel Iseminger
1417 West 12th Street • Sioux Falls, SD 57104 • Phone: 605-929-5853 • www.honestdans.net



http://www.rascompanies.com
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If  you have a 
press release 

you would like to have 
considered for print in 

the next issue of  
the “SDADA Report” 

please contact 
Michelle Wells at the 

SDADA office.

MeMorial contributions can be Made to the sdada education trust Fund 
through the sdada oFFice in honor oF those lost.

A gift of  $______ has been given to the SDADA Education Trust Fund in memory of  your loved one.

Name: 

Company:

Address:

City/State/Zip:

Darren J.C. “Bubba” Jacobsen passed away Thursday, Oct. 15, 2015, at Rapid City 

Regional Hospital surrounded by family and friends.  Bubba was the youngest son 

of Jim & Donna Jacobsen, of Sturgis, SD.  Please keep the Jacobsen family in your 

thoughts and in your prayers as they mourn their loss.

Darren ‘Bubba’  Jacobsen
February 16, 1983 - October 15, 2015



16     SDADA Report

http://www.manheim.com
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As a member of  the SDADA Avitus Group 
offers discounts on our service to 
association members.  For more information 
please contact: www.avitusgroup.com or 
call 1.800.255.7470.

Melanie Seiter, Executive Marketing Specialist
605.553.0514 mseiter@avitusgroup.com

http://www.avitusgroup.com
mailto:mseiter%40avitusgroup.com?subject=
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Secret to owning a car dealership for 40 years? The golden rule

BOWDLE (AP) - A humble fol-
lower of the Golden Rule, Bob 
Beadle credits reaching a 40-
year milestone of owning a car 
dealership to treating people 
just as he'd like to be treated.

"This has been a wonderful 
experience," Beadle said. "If 
we can make them (customers) 
happy they come back
again." 

Beadle began his career work-
ing as a salesman at his uncle's 
dealership in Ipswich in 1965. 
Soon after he began working at 
Spalding Auto in Aberdeen for 
10 years. In October of 1975 
he heard of a dealership for 
sale in Bowdle and immediately 
went to check it out.

"My wife and I drove out to 
see it, we looked at it and we 
bought it that day," Beadle said 
by telephone this week.

It took three years for Ford to 
approve the dealership and, in 
January 1976, Beadle Ford was 
in business in Bowdle.

"It was one employee when I 
started - one technician," Bea-
dle said. "Now, in between the 
whole store, it's 75 employees. 
It's changed. If you're not grow-
ing you're going to go away."

Fueled by competition and ne-
cessity to keep up with technol-
ogy, Beadle spent $1 million 
renovating the dealership in
Bowdle, despite the skeptics.

"I was talking to this guy up in 
the (Black) Hills and he said, 
'You spend $1 million dollars in 
a town of 500 people?'
And I told him that if I wanted 
to do business it's got to look 
just as nice as the guy selling 
down the road," Beadle said. 
"It's a reality that you have to 
do that."

And Beadle would do anything 
for his loyal customer base.

"It's a wonderful business," he 
said.  "You watch people grow 
and their families grow. They 
have kids and their kids
are buying.

"I have third-generation people 
buying from me. I have that 
because our customers are so 
loyal to us. It's a  wonderful 
world. When you have good 
customers it doesn't happen 
overnight. You have to earn 
their trust."

Beadle again comes back to the 
Golden Rule, which he prac-
tices no matter the customer or 
circumstance.

"I wouldn't intentionally cheat 
anybody," he said. "But you 
can't please everybody, you just 
can't."

And having sold about 10,000 
cars at his dealership, Beadle 
has learned a thing or two 
about about ensuring a custom-
er's satisfaction.

"If they're not smiling when 
they pick up their vehicle, 
something's wrong," he said. "In 
this business most people
will spend more on cars than 
they do their home in their life-
time. They'll buy more than 10 
cars in their lifetime, so when 
a person makes that kind of 
purchase - if they're not smil-
ing when they pick up the car 
you've done something wrong."

Perhaps the biggest factor in 
Beadle's success isn't how he 
treats his customers and em-
ployees or how he adapts to 
changing times, but rather how 
much he enjoys what he does 
everyday.

"It's never been a job to me," 
Beadle said. "It's never felt like 
work. There's a lot of wonderful 
people out there in this world, 
there truly is."



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?
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Continued on page 23
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Continued on page 27
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THE cOrPOrATE And PErSOnAl BEnEFITS OF wEllnESS PlAnS
The Affordable Care Act (ACA) has brought signifi-
cant increases to some employee premiums and 
resulted in many plan changes. At the same time, 
employers also face significant direct and indirect 
health-related costs, thanks to lost time from sick 
days and injuries as well as "presenteeism." Presen-
teeism is the cost of employees showing up to work 
despite being sick or hurt, and working at a reduced 
productivity level and risking getting fellow employ-
ees sick or hurt in the process. 

Benefits to Employers:  According to one report en-
titled "Unscheduled Absence Survey," absenteeism costs large employers as much as $764,000 each 
year. One health blog, from National Medical Systems, says the leading factors driving both absentee-
ism and presenteeism costs are:

Other studies combine to estimate that 
employees who smoke cost their employers 
$5,816 per year compared to their non-
smoking peers, on average. There are esti-
mates that paid smoke breaks cost employ-
ers more than $3,000. 

This means that in the aggregate and over time, it's theoretically worth investing over $5,000 per em-
ployee in a wellness program if it could do nothing more than help them quit smoking. This is particu-
larly true in larger companies where the law of averages has a greater effect. It follows, then, that any 
efforts to improve employee wellness should focus on these issues, in order to maximize the net finan-
cial benefit to employees and employers alike. 

Additionally, a report called Association Between Changes in Health Risk Status and Changes in Future 
Health Care Costs: A Multi-Employer Study, published in the Journal of Occupational and Environmen-
tal Medicine, found that investment in a quality wellness program generated returns on investment of 
up to 3:1 by the third year. 

According to senior economist, Steven Nye, in a for the Society for Human Resource Management 
(SHRM): 

"The bottom line for employers is that if you start to change employee behaviors, you will start seeing 
health care cost savings very quickly. An employer can save an average of $100 in health care costs 
per employee per health risk eliminated in the year of the change, and $105 per risk reduced in the 
year following the reduction. But if you don't keep healthy people healthy and employees start accu-
mulating new health risks, you not only negate this savings but stand to add health care costs of $145 
per employee per health risk added within just one year."

As a member of The SDADA Avitus Group offers discounts on our service 
to association members. For more information please contact: www.avitus-
group.com or call 1.800.255.7470.

Melanie Seiter, Executive Marketing Specialist 605.553.0514             
mseiter@aviutsgroup.com

Copyright 2015
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“IF YOU DON’T KNOW WHERE YOU’RE GOING, 
YOU WILL WIND UP SOMEWHERE ELSE.”

CENSTAT LIFE ASSURANCE COMPANY
SDADA’s credit life and disability insurance company.

CALL TODAY!

Yogi Berra

Administered by: Central States Health & Life Co. of Omaha
1212 N. 96th Street • Omaha, NE 68114

www.cso.com

    

John Benson 800-826-6587 or  SDADA Sta�   605-336-2616   

•  Profi t for the Dealership
•  Finance & Insurance Seminars

•  Higher Limits  
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3801 S Kiwanis Avenue
PO Box 89008
Sioux Falls, SD 57109-9008

Dutch VanSanten, Chairman   I State Truck Center, Sioux Falls dutch.vansanten@istatetruck.com     605-336-2955        2016

Bryan Boocock, Membership Services Director Wegner Auto Company, Pierre bryan@wegnerauto.com        605-224-9900        2018

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

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

2018

2017

2018


