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Every successful dealership is built 
on more than inventory, financing, or 
sales. At its foundation is something 
far more valuable—trust.

Our customers trust us to conduct 
business honestly. Our communities 
trust us to operate responsibly. State 
leaders trust us to help shape 
policies that strengthen our industry. 
That trust has been earned over 
decades by thousands of 
independent dealers who work hard 
every day to do things the right way.

Recently, our industry has seen 
national headlines involving 
fraudulent dealerships and the 
misuse of temporary tags. While 
these stories may capture attention, 
they do not represent who we are as 
Oklahoma independent dealers.

The dealers I have the privilege of 
working with each day are small 
business owners, community leaders, 
employers, and neighbors. They 
sponsor local ball teams, support 
school fundraisers, donate to 
charities, and help families find 
dependable transportation. They 
understand that a handshake still 
means something and that their 
reputation is their most valuable 
asset.

That is why OIADA remains 
committed to protecting both our 
members and the integrity of our 
profession.
But our work doesn't stop when the 
legislative session ends.
Every day, we continue to answer 
compliance questions, provide 
educational resources, monitor 
regulatory changes, and advocate for 
policies that allow independent 

dealers to thrive. Whether you're a 
dealership that's been serving your 
community for generations or you 
are just beginning your journey, 
OIADA is here to support your 
success.
As our industry continues to evolve, 
so will the challenges we face. New 
technologies, changing consumer 
expectations, and evolving 
regulations will require us to remain 
informed, adaptable, and engaged. 
The strongest dealerships will be 
those that embrace education, 
maintain high ethical standards, and 
never lose sight of the relationships 
they build with their customers.

Thank you for your continued 
membership, your professionalism, 
and your commitment to serving 
Oklahoma motorists with honesty 
and integrity. Your support makes 
our association stronger, and 
together we will continue building an 
industry that earns the confidence of 
consumers, lawmakers, and 
communities across our state.

As always, thank you for allowing 
OIADA to serve you.

Amber Snook
AMBER 
SNOOK

Executive 
Director

Oklahoma 
Independent 
Automobile 
Dealers 
Association









The integrity of the independent 
automobile industry depends on one 
simple principle: every vehicle transaction 
should be legitimate, documented, and 
conducted in accordance with the law. A 
recent federal fraud case involving 
alleged fake dealerships and fraudulent 
temporary tags is a powerful reminder of 
why that principle matters.
Federal authorities recently announced 
charges against 11 individuals accused of 
operating a sophisticated scheme that 
allegedly used sham dealerships to gain 
access to temporary registration 
systems. Investigators claim the 
operation produced and sold thousands 
of temporary tags that were not 
connected to legitimate vehicle sales, 
allowing purchasers to avoid vehicle 
registration requirements, tolls, parking 
citations, and other legal obligations.

While the allegations are still being 
addressed through the court system, the 
case has drawn national attention 
because of its size and its potential 
impact on public safety. According to 
investigators, the fraudulent tags were 
associated with millions of dollars in 
unpaid tolls and traffic violations and 
complicated law enforcement efforts to 
identify vehicles involved in criminal 
investigations.

For honest, licensed dealers, this case is 
frustrating—but it also reinforces an 
important truth: the actions of a few bad 
actors can create additional scrutiny for 
an entire industry.

Protecting the Reputation of 
Independent Dealers
The overwhelming majority of Oklahoma's 
independent dealers take pride in 
operating ethical businesses. They follow 
state laws, complete accurate paperwork, 
pay licensing fees, and work hard to 
serve their customers with honesty and 
professionalism.

Unfortunately, fraudulent operations can 
damage public confidence and lead to 
increased oversight, stricter regulations, 
and additional compliance requirements 
that affect everyone—not just those who 
break the law.

Integrity isn't just good business—
it is the foundation of our 
profession.

Every legitimate dealer has a stake in 
protecting the reputation of our industry.



Compliance Is More Than 
Paperwork
Compliance is not simply checking 
boxes or completing forms. It protects 
your dealership, your customers, and 
your business.
Strong compliance practices include:
· Issuing temporary tags only as 
permitted by law.
· Maintaining complete and accurate 
sales records.
· Following all title and registration 
requirements.
· Keeping employee training current.
· Cooperating with state and regulatory 
agencies.
· Conducting every transaction with 
honesty and transparency.
These practices reduce risk, strengthen 
consumer confidence, and demonstrate 
the professionalism that defines 
Oklahoma's independent dealers.

Here is how this story went 
down:

According to authorities, the 
defendants are accused of establishing 
sham dealerships in multiple state for 
the purpose of obtaining access to 
temporary tag systems rather than 
operating legitimate vehicle businesses.  
The 11 defendants created fake auto 
dealerships to issue over 100,000 
temporary plates selling them for $50 
to $250 each which ultimately caused 
and estimate of $15 million unpaid 
traffic tickets and E_Zpass tolls. 

Law enforcement officials stated that 
some of the fraudulent tags were 
associated with vehicles involved in 
criminal investigations, creating 
additional challenges for investigators 
attempting to identify vehicle owners 
and suspects. 

Moving the Industry Forward
Cases involving fraud often receive 
significant media attention, but they do 
not define the independent dealer 
community. Across Oklahoma, 
thousands of dealers are building 
trusted businesses, creating jobs, 
supporting local communities, and 
serving customers the right way every 
day.
The best response to fraud is continued 
professionalism, accountability, and a 
commitment to doing business with 
integrity.
Together, we can protect the 
reputation of Oklahoma's independent 
automobile dealers and ensure that our 
industry remains strong for years to 
come.

As regulations continue to evolve, OIADA 
remains committed to providing members 
with the education, resources, and 
legislative advocacy needed to help dealers 
stay compliant and informed. Together, we 
can continue to promote integrity, 
accountability, and professionalism 
throughout Oklahoma's independent 
automobile dealer community











1. Incomplete or 
Incorrect 
Paperwork
Missing signatures, incomplete 
forms, incorrect VINs, or 
simple clerical errors can delay 
title processing and create 
unnecessary headaches for 
both the dealership and the 
customer.

Before every deal is finalized:

· Verify all signatures are 
complete.

· Double-check VINs and 
vehicle information.

· Review all buyer and seller 
information for accuracy.

· Confirm every required 
document is included.

A five-minute review before a 
customer leaves can prevent 
weeks of follow-up later.

2. Improper Use 
of Temporary 
Tags
Temporary registrations are 
intended for legitimate 
vehicle sales and must be 
issued in accordance with 
Oklahoma law.

Dealers should ensure that 
every temporary tag:

· Is connected to a 
completed vehicle 
transaction.

· Is issued only when 
authorized.

· Includes accurate customer 
and vehicle information.

· Is properly documented and 
retained in dealership 
records.

Maintaining accurate records 
protects both your 
dealership and your 
customers.

3. Advertising 
That Doesn't 
Match Reality
Whether it's on your 
website, social media, or a 
third-party listing site, every 
advertisement should 
accurately reflect the 
vehicle and its price.

Review your advertising 
regularly to ensure:

· Vehicle prices are current.

· VINs and mileage are 
accurate.

· Photos match the actual 
vehicle.

· Dealer-added products 
and applicable fees are 
clearly disclosed.

· Financing claims are 
truthful and supported.

Transparent advertising 
builds trust and reduces 
customer disputes.



4. Poor Record 
Retention
Good recordkeeping isn't just about 
organization—it's one of your dealership's 
strongest protections if questions arise 
months or years after a transaction.

Maintain organized files for:

· Purchase documents.

· Sales contracts.

· Title paperwork.

· Temporary tag records.

· Disclosure forms.

· Communications related to the 
transaction.

Digital storage, combined with secure 
backups, can make record retrieval faster 
and more reliable.

5. Failing to Stay Current 
on Law Changes
Automotive regulations continue to evolve. 
Legislative updates, Service Oklahoma 
procedures, federal requirements, and 
industry best practices can all change over 
time.

Successful dealerships make education part 
of their business plan by:

· Reading association newsletters and 

legislative updates.

· Training employees regularly.

· Asking questions before problems arise.

Being proactive is always less expensive than 
correcting a compliance mistake after the 
fact.

Compliance Is a Competitive Advantage
Many dealers think of compliance as simply following the rules. In reality, it's one of the best investments 
you can make in your business.

Customers are more likely to recommend a dealership they trust. Lenders prefer working with dealerships 
that maintain accurate documentation. Regulators appreciate businesses that consistently follow 
established procedures. And employees gain confidence when they understand the right way to complete 
every transaction.

At OIADA, we're committed to helping our members navigate changing regulations with confidence. 
Through education, legislative advocacy, compliance resources, and member support, we're here to help 
Oklahoma's independent dealers succeed.

Remember: Compliance isn't just about avoiding penalties—it's about protecting your dealership, your 
customers, and the reputation you've worked so hard to build.







Each issue, we’ll highlight an Oklahoma Independent dealer who exemplifies professionalism, 
integrity, and dedication to the automotive industry. From family-owned businesses that have 
served generations of customers to entrepreneurs building successful dealerships from the group 
up, these stories deserve to be told.

Independent dealers are much more that vehicle retailers. They are small business owners who 
create jobs, support local schools and charities, sponsor youth sports, contribute to their local 
economies, and help families find reliable transportation every day.  

Every dealership has faced challenges. Whether navigating changing regulations, economic 
shifts, inventory shortages, or evolving customer expectations, Oklahoma dealers have 
continually demonstrated resilience and adaptability.  Their success comes from strong 
relationships, honest business practices, and commitment to treating customers fairly. 

Through Dealer Spotlight, we hope to share the experiences and insights that make our members 
successful. Each featured dealer will tell their story, discuss the lessons they’ve learned, and 
offer advice to others in the industry. We believe there is tremendous value in learning from one 
another and celebrating the achievements of those who represent the very best of independent 
automobile retailing. 

Contact Amber @ ambersnook@okiada.com or 405-232-2947

mailto:ambersnook@okiada.com










Used-vehicle inventory may be 
improving, but finding affordable, retail-
ready vehicles remains a challenge for 
independent dealers.
For independent automobile dealers, 
having more used vehicles available 
doesn't necessarily mean buying 
inventory has gotten easier.
Used-vehicle supply has shown signs of 
improvement, giving dealers more 
choices at auctions and in the wholesale 
market. But beneath those numbers is a 
challenge that many independent dealers 
know all too well: the vehicles customers 
can afford are often the same vehicles 
everyone is trying to buy.

That leaves dealers competing for clean, 
dependable, reasonably priced inventory 
while trying to keep retail prices and 
monthly payments within reach of their 
customers.

More Inventory Doesn't Always Mean 
Better Inventory
An increase in overall used-vehicle supply 
sounds like good news—and in many 
ways, it is. More vehicles entering the 
market can give dealers greater flexibility 
and eventually help ease some of the 
pressure on wholesale prices.
But the overall inventory number doesn't 

tell the whole story.
A dealership may have access to 
hundreds of vehicles at an auction, but 
how many actually fit its business model?
Independent dealers must consider 
acquisition price, mileage, condition, 
transportation, reconditioning costs and 
what the vehicle can realistically sell for in 
their local market.
A vehicle that looks like a bargain when 
the bidding starts can become 
considerably less attractive after adding 
a buyer's fee, transportation, tires, brakes, 
mechanical repairs and cosmetic work.
The number that matters isn't simply the 
hammer price.

It's the total amount invested before 
the vehicle ever reaches the front line.

More Cars on the 
Ground — But Are 
They the Cars 
Independent Dealers 
Need?



Affordable Vehicles Remain in High 
Demand
Many consumers aren't necessarily looking 
for the newest vehicle with the most 
technology. They're looking for 
dependable transportation at a payment 
they can afford.
That makes affordable used cars, trucks 
and SUVs extremely important—and 
extremely competitive.
For independent dealers, particularly 
smaller dealerships, this creates a difficult 
balancing act.
Buy too aggressively at auction and there 
may not be enough margin left to absorb 
unexpected repairs or negotiate with a 
customer.
Pass on too many vehicles, and the lot can 
quickly become short on inventory.
Meanwhile, consumers still expect value.
They may see headlines saying used-
vehicle inventory is increasing and assume 
prices should immediately drop. But 
dealers know that retail pricing reflects 
much more than supply alone.

The Cost of Getting a Car Ready to Sell
Acquisition is only the beginning.
Today's dealers must account for 
everything required to turn a wholesale 
vehicle into a retail-ready vehicle.
That can include:
• Mechanical inspection and repairs
• Tires and brakes
• Oil changes and routine maintenance
• Detailing and cosmetic repairs
• Transportation expenses
• Auction and purchasing fees
• Title and administrative costs
• Interest and floorplan expenses while 

the vehicle sits in inventory
Those expenses can turn what appeared 

to be a profitable purchase into a very 
thin-margin vehicle.
And when a dealer discovers an 
unexpected $1,500 repair after purchasing 
the vehicle, that expense can't always 
simply be passed along to the customer.

Inventory Age Matters More Than Ever
Another important consideration is how 
long a vehicle sits on the lot.
Every day a vehicle remains unsold 
represents money tied up in inventory. For 
dealerships using floorplan financing, it 
can also mean additional interest expense.
That makes inventory management just as 
important as inventory acquisition.
Dealers should regularly review aging 
inventory and ask:
Would I buy this vehicle again today for 
what I currently have invested in it?
If the answer is no, it may be time to adjust 
the price, increase marketing, wholesale 
the vehicle or find another way to move it.
Sometimes accepting a smaller profit—or 
even a small loss—can be better than 
allowing one vehicle to consume capital 
that could be invested in something that 
will sell faster.



Know What Sells in Your Market
National trends are useful, but 
independent dealers shouldn't 
underestimate one of their greatest 
advantages: knowing their local 
customer.
What sells quickly in Oklahoma City may 
not be the same inventory that performs 
well in Woodward, Ardmore, McAlester or 
another Oklahoma community.
One dealership may do extremely well 
with trucks and SUVs. Another may have 
customers searching for inexpensive 
commuter vehicles. Another may 
specialize in vehicles appropriate for 
first-time buyers or customers with 
limited financing options.
Independent dealers don't necessarily 
need the same inventory as the large 
national retailers.
They need the right inventory for their 
customers.

Buy With the Exit in Mind
One of the simplest inventory principles 
is also one of the most important:
Know how you're going to sell the 
vehicle before you buy it.
Before raising that bidder number one 
more time, dealers should already have 
an idea of the vehicle's realistic retail 
value, expected reconditioning cost, 
financing options and likely customer.
The excitement of winning at auction can 
disappear quickly when the vehicle 
arrives at the dealership and the numbers 
no longer work.
Sometimes the most profitable vehicle at 
an auction is the one you didn't buy.

Opportunity for Independent Dealers
Despite the challenges, today's market 

also creates opportunity.
Independent dealers can often react 
faster than larger operations. They can 
adjust inventory to local demand, develop 
relationships with multiple sourcing 
channels and personally understand 
what their customers are asking for.
That flexibility matters.
Improving used-vehicle supply is 
encouraging, but dealers shouldn't 
mistake more inventory for better 
opportunity.
Successful inventory management still 
comes down to disciplined buying, 
careful reconditioning, realistic pricing 
and understanding the customer 
standing on the other side of the desk.
Because ultimately, the goal isn't to have 
the most vehicles on the lot.
It's to have the vehicles your customers 
can—and will—buy.





THANK YOU
to Our Members

OIADA would not be the strong, respected voice it 
is today without the support of our members.  
Thank you for your commitment to our association, 
our industry, and the future of independent 
dealerships in Oklahoma. 

TOGETHER WE ARE STRONGER.

Proud to Represent ALL
ACROSS OKLAHOMA

ONE
STRONG VOICE

OUR MEMBERS
31 Junction Auto Sales
3B Auto Sales & Ser. DBA/ M.A.D
427 Auto Sales
71B Auto Auction
ACV Auctions
Advantage Motor Group
AFC Automotive Finance Co.
All Star Vehicle Sales
Allen's Used Cars
Altus Auto Auction
AmeraBoss Auto Sales
American Bus Sales
America's Auto Auction- Tulsa 
Z66
ARDMORE CAR AUCTION
Arrow Truck Sales
Atoka Wholesale Motors
Audi Tulsa
Ausbrooks Used Cars
Auto Showcase of Tulsa, LLC
Auto, Golfcart, & Battery Sales
Azteka Motors, Inc.
Barber-Dyson Ford-Elk City
Barber-Dyson Ford-Woodward
Barry Sanders Supercenter
Bauer Car Connection
Bell Motors
Best Buy Auto Sales
Billingsley Ford of Duncan
Billingsley Ford of Lawton
Billingsley Hyundai of Lawton
Billy Nowell Auto Sales
Black Label Motorsports
Blue Ribbon Auto Group
Bob Howard Chevrolet 
Bob Howard GMC
Bob Howard Honda Acura
BOB HOWARD TOYOTA

Bob Hurley RV Center, LLC
Bob Hurley RV OKC
Bob Moore Mazda
Boechman Ford , Inc.
Boomtown Motors
Broken Arrow Motor Co.
Bronco Autoplex  LLC.
Bruckner's Truck Sales
Bryan's Car Corner, Inc.
Buffalo Auto and Truck
Bullocks Auto Sales, LLC
C8 Truck and Trailer Sales, LLC
Camping World RV Sales Poteau
Car Hop
Car Nation
Car Source
Carl Cape Auto Sales
CarMax The Auto Superstore
Cars & Parts by Tim
Carter Chevrolet
Carter County Dodge Chry., LLC
Carter County Hyundai, LLC
Carvana, LLC
Chaco's Auto Sales
CHICKASHA CDJR
Chris Nikel's Chrysler Jeep 
Dodge
Chris Pruitt Auto Sales
CLEAR CREEK GOLF CAR & 
VEHICLES
Coast To Coast
Cold Iron Truck & Equipment
Collinsville Auto Sales
Competition Auto Sales
ComSoft/ Commercial Software, 
Inc
Crown Auto World Bristow
Cummins Truck Sales

D & D Truck Sales, Inc.
D & D Used Cars
D&H Classics, LLC
D.N B Motors V
David Stanley Chevrolet
David Stanley Dodge, LLC
David Stanley Mitsubishi
DAX Dealers Auction Exchange 
Dealer One Auto Credit, Inc
Dealers Auto Auction of OKC
Deals On Wheels
Dick Bailey Motors, Inc
Diffee Ford- Lincoln, Inc.
Discount Auto Sales
Ditch Witch of Oklahoma
Diversified Vehicles
Doenges Toyota Ford Lincoln
Doenges Truck Ranch
Don Hickey Used Cars
Drive Time Car Sales, LLC
Eagle Motors
Eastern Motors
Ed Wallace Ford
Edwards Auto Sales
Elite Motorsports, llc
Enlow 66 Auction, Inc.
Enterprise Car Sales
Eskridge Chevrolet
Eskridge Honda
Express Credit Auto #2
Ferguson Buick GMC LLC
Ferguson Kia
Ferguson Subaru
Ferguson Superstore
FinancePoint
First Rate Autos
Fisher's Auto Mall, Inc.
Fleetwood Motors

Floorplan Xpress Auto
Fort Thunder Harley Davidson
Four Stars Toyota
Fowler Dodge Inc.
Fowler Ford Inc
Fowler Honda
Fowler Toyota of Norman
Fowler Toyota of Tulsa
Fowler Volkswagen of Norman
Freedom Ford, Inc.
Frontier Chevrolet Co
Frontier Motor Co.
G & P Auto Mall of Muskogee, 
Inc.
GARV Motor & Marine
Gibson Truck Sales & Services
Gold Auto  Sales
Goodno Auto Sales
Green Country AS Internet 
Gallery
HAPPY TRAILER SALES
Harlan Ford, Inc
Harley Davidson World/ iron 
nation?
Harris Auto Sales, LLC
HE Powersports- Broken Bow
Heather Cannon Honda
Hertz Car Sales
High Rollers Truck Sales, 
Hominy Auto Sales
Howerton Auto Sales



I-35 Credit Auto
Idle-Time RV Sales & Service
Indian Motorcycles Of Okla City
Ingle Auto, LLC
Integrity Auto Finance, LLC
J&R Equipment
Jackie Cooper Imports of Tulsa
Jackie Cooper Infiniti
Jackie Cooper Nissan
James Hodge Ford, Inc
James Hodge Hyundai
Jay Hatfield Chevrolet of Vinita
Jay Hodge DCJR, LLC
Jerry Ferguson Buick GMC 
Trucks
Jerry's Auto Sales
Jess Wales Chevrolet 
Jim Norton Chevrolet
Jim Norton Ford
Jim Norton Toyota
Jim Norton T-Town Chevrolet
Jim Wheeler Auto Sales
JM AUTO EXCHANGE
Joe Cooper CDJR of Shawnee
Joe Cooper Chev. Cad. GMC of 
Shawnee
Joe Cooper Ford of Edmond
Joe Cooper Ford of Shawnee
Joe Cooper Ford Yukon, LLC
Joe Cooper Hyundai of Midwest 
City
Joe Cooper Lincoln of Edmond
John Holt GMC, LLC
John Vance Motors, Inc.
Johnson Family Used Cars
JT Auto Wholesale
Kalidy Kia
Kelley's Trucks & More
Kennes Wholesale Auto, LLC
Kent's Custom Cars & Trucks, 
Inc.
Kool Kars Sales
L & R Auto Brokers
LaRaza Motors
Lee Auto Sales
Lee's Truck & Auto Sales, LLC
Legacy Auto Remarketing
Lipscomb Chevrolet GMC 

Lipscomb Ford, LLC
Lumpy's Auto Sales
LUV Ford, llc
M&J Motor
Madill Superlot
Mangum Auto Sales
Marc Miller Buick GMC Inc.
Max Credit Autos
McClain's RV Superstore OKC 
West,INC
McDaris Auto Sales, LLC
McKinsey Motor Co.
McNair Auto  Sales
McRushing Auto Sales
Metroplex Motor Co
Midtown Kia
Midway Auto Sales/ AESOP AD-
03246
Mike Hellack Chevrolet, Inc.
Mitchell Motors, Inc.
Morris Auto Sales
Motorsports Unlimited
MUSKOGEE AUTO AUCTION
Mustafa's Auto
N.E.O. TRUCKS
Neighborhood Motors Auto 
Group, LLC
Nelson Nissan 
NIMBUS AUTO SALES, LLC
Nissan of Lawton
Northcutt Chevrolet
Noss Motorsports, LLC
Nowco Motorsports, llc
NVP Warranty
OK Auto Remarketing
OK Work Trucks
Oklahoma Auto Exchange, LLC
Oklahoma Auto Sales
Oklahoma Honda Suzuki
Oklahoma Patriot Auto Sales
One Stop Auto
OT Truck & Tractor Sales, LLC
Overdrive automotive center
Parker's Used Cars
Patriot Buick GMC Hyundai
Patriot Chevrolet #4
Patriot Chrysler Dodge Jeep#7
Patriot Chy Dog Jeep #2

Patriot Chy Dog Jeep #3
Performance Auto Connection
Post Oak Toyota
PPL Motorhomes
Preferred Auto Sales, Inc.
Pucketts Used Cars
R & J Motors, LLC
Randy Bowen Chevrolet, Inc.
Randy Mitchell Auto
Ray's Used Cars
RBI Automotive
Red Line Auto Sports, Inc.
Regal Car Sales & Credit
Rick Sparks Auto Sales
Risen 1 Motorsports, Inc
RJ's Cars & Trucks
Roanda Motors
Rocket Motors
Romeros Auto Center
Ron Miller Motor Co.
Rook's Motor Co & Used Cars
Rt 66 Auto Auction of El Reno, 
LL
S. Brown & Associates
Sam Wampler's Freedom Ford 
Eufaula
Scissortail Auto Sales
Scott Auto Sales
Scott's Motor Cars
Select Auto Sales of Tulsa
Seminole Auto Sales
Shockley's Auto Sales, Inc.
Shreve Truck & Equip. Sales
Smalygo Auto Wholesale, Inc.
Solutions Auto Group
SOS Emergency Vehicle Sales
Speedtail Auto Sales
Split Rock Auto Sales
Sports & Imports, Inc. 
Stanley's Motor Co
Steels Used Cars
Stevens Ford
Stuteville Chevrolet of Durant, 
LLC
Sunshine Auto Sales
Sunshine Motors
Swedish Import Repair, Inc
Switzer & Son Select AS, LLC

T & T Auto Sales. Inc.
Tallgrass Motors, LLC
Taylor Auto Sales, Inc.
TB EXPRESS AUTO
Temple of Zoom Motorsports
The Key
The Pickup Shop
The Truck Shop, LLC
Thomas' Auto Sales
Thoroughbred Motors, Inc.
Tio Chuy's Auto Sales
Tio Chuy's Auto Sales #2
Toliver Chevrolet GMC LLC
Town & Country Auto, Inc.
Tri-State Wrecker Sales
Tru Honest Cars
Truetruck HD
Tulsa Auto Service and Sales
Twister Auto Sales
Union Ideal Car Sales
Vance Autogroup of Woodward
Vance Chevy GMC of Miami
Vance Chry, Dodge, Jeep, Ram
Vance Country Ford
Vance Ford Lincoln
Watson Auto Sales
Wetzel Agency, Inc. Loftis & 
Wetzel
Wheatland Motor Company
Wheels of OKC
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