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Dealers’ Resource is publication of the
Oklahoma Independent Automobile
Dealers Association. PO Box 5505,
Moore OK 73153. The Dealers’ Re-
source is published guarterly by OlADA.
The statements and opinions expressed
hersin are those of the individual au-
thors and do not necessarily reprasent
the views of OIADA. Likewiss , the ap-
pearance of advertisers, or their identifi-
cation as members of the O|ADA does
not constitute an endorsement of the

products or services featurad.

Copyright @2015 by O&R Morgan, Inc.
All rights reserved. This publication on
behalf of the Oklahoma Independent
Automobile Dealers Association, but is
emailed to all dealarsin the state in
effort to educate and encourage non-
members to join the Association and
support our efforts to improve the image
and profit potential of the industry. For
&0 years we have workead to represent

the independent motor vehicle dealerin
Oklahoma.

We appreciate your support.
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Every successful dealership is built  dealers to thrive. Whether you're a

on more than inventory, financing, or dealership that's been serving your

sales. At its foundation is something community for generations or you

far more valuable — trust. are just beginning your journey,
OIADA is here to support your

Our customers trust us to conduct success.

business honestly. Our communities As our industry continues to evolve,

trust us to operate responsibly. State so will the challenges we face. New

leaders trust us to help shape technologies, changing consumer
policies that strengthen our industry. expectations, and evolving

That trust has been earned over regulations will require us to remain
decades by thousands of informed, adaptable, and engaged.

independent dealers who work hard The strongest dealerships will be
every day to do things the right way. those that embrace education,
maintain high ethical standards, and

Recently, our industry has seen never lose sight of the relationships
national headlines involving they build with their customers.
fraudulent dealerships and the

misuse of temporary tags. While Thank you for your continued

these stories may capture attention, membership, your professionalism,
they do not represent who we are as and your commitment to serving
Oklahoma independent dealers. Oklahoma motorists with honesty

and integrity. Your support makes
The dealers | have the privilege of  our association stronger, and

working with each day are small together we will continue building an
business owners, community leaders,industry that earns the confidence of
employers, and neighbors. They consumers, lawmakers, and

sponsor local ball teams, support communities across our state.
school fundraisers, donate to

charities, and help families find As always, thank you for allowing
dependable transportation. They OIADA to serve you.

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 g
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



Insurance Agency
N ° o COMMERCIAL BONDS & INSURANCE
( )[ MldAmerlca, Inc. (800) 249-7212 | midamericainc.com

Dear Oklahoma Motor Vehicle Dealers,

The Oklahoma Independent Auto Dealers Association (OIADA) is pleased to announce a new
partnership with Insurance Agency of MidAmerica to serve the bonding needs of Oklahoma

motor vehicle dealers.

As many of you know, Rose Morgan has provided outstanding service to our members for
many years. We thank Rose for her dedication and wish her all the best in her retirement.

Beginning September 1, 2026, OIADA will partner with Insurance Agency of MidAmerica for
dealer bond services. We are pleased to share that Merchants Bonding Company will continue
to provide the surety underwriting for eligible dealer bonds.

To make the bonding process even more convenient, Merchants Bonding’s online platform
provides a streamlined experience for:

o New Motor Vehicle Dealer Bond Requests
o Bond Renewals & Payments 2 Bond Changes & Rider Requests

o Convenient Electronic Processing & Document Delivery Under this partnership, OIADA
members will continue to receive pricing of $306 for 2 years for qualifying dealer bonds.

Insurance Agency of MidAmerica's experienced team is ready to assist you with your bond
needs and support a seamless transition.

FOR QUESTIONS OR ASSISTANCE START YOUR BOND ORDER
Insurance Agency of MidAmerica Inc. Online Bend Portal
(800)249-7212 ¢ info@midamericainc.com

Midamericainc.com

We appreciate your continued membership and look forward to serving your bonding needs

through this enhanced partnership.
Sincerely,

OIADA & Insurance Agency of MidAmerica

*Insurance Agency of MidAmerica Inc. is the licensed agent. Bonds are underwritten by Merchants Bonding Company (Mutual), or Merchants

National Bonding, Inc.
6700 Westown Parkway, West Des Moines, lowa 50266. Bond issuance is subject to underwriting approval and eligibility. Rates are subject to

change without notice.



Selling a Vehicle
to a Minor Iin

Oklahoma

What Dealers Need to Know
Before Signing the Deal

A 16- or 17-year-old walks onto your lot with
cash, a driver’s license and insurance and
wants to buy a vehicle. Can you sell it to them?

Technically, Oklahoma law does not simply prohibit
a dealer from selling a vehicle to a minor. But that
does not mean the dealer should treat the transaction
like an ordinary sale.

The real issue is not whether the minor can own the vehicle.
The issue is whether the dealership can rely on the minor's contract.
And Oklahoma law gives dealers good reason to be cautious.

18 IS THE AGE HOW LONG CAN THE MINOR

OF MAJORITY BACK OUT?

Under 15 0.S. §13, a minor is generally Under 15 0.S. §19, a minor may generally

a person under 18 years of age. disaffirm a contract while still a minor or within
Oklahoma's contract statutes provide one year after reaching majority. In practical
that minors may enter into many types terms, that can mean until the buyer's 19th
of contracts, but those contracts are birthday.

subject to the minor’s right to disaffirm.

A has byil OKLAHOMA COURTS HAVE
& A minor has by law DEALT WITH THIS BEFORE
until his or her 19th g |
birthday to void This isn't just a theoretical concern.
the contract. Oklahoma Supreme Court cases involving

vehicle purchases show the real risk for dealers.

— Oklahoma Usad Motor Vehicle, Dismantler
and Manufactured Housing Commissson

Turben v. Wilson (1928) X B Gagev. Moore (1948) X

A 17-year-old purchased a used automobile, A 14-year-old purchased a motor bike and later
paid $253 down and signed notes and a chattel attempted to return it and obtain his money back.
mortgage. He kept the vehicle for 36 days and The Oklahoma Supreme Court held that the minor
then returned it and disaffirmed the purchase. could disaffirm the contract. The Court also

The Oklahoma Supreme Court upheld the rmade an important point for dealers: parental
judgment in favor of the minor. The dealer approval alone did not make the minor's contract
had argued that the young buyer represented binding. A parent’s advice or approval did not

; . ; transform the minor's promise into an enforceable
himself as being 18. That did not change adult contract when the minor remained the

the result. contracting party.



UNDER 18?2 DEALER CHECKLIST

Verify the buyer's age before o Make sure the adult is actually a
contracting. contracting party, not merely signing
an acknowledgment or permission form.

Eiﬂ L fely SO g tnos o For financed transactions, follow the
gnature. : : -
finance company's requirements.
Do not assume ca?h makes o Confirm insurance before delivery and
the transaction safe. follow Oklahoma's normal title, registration

Do not assume a parent’s verbal and temporary plate requirements.

permission makes the contract o If the minor is to appear on the title,

pinding. confirm the proposed ownership
arrangement.

Contract with the parent or legal

guardian as the purchaser. @ If a minor later attempts to disaffirm,
contact legal counsel before refusing
the request, repossessing the vehicle
or retaining money.

©O 0000

CAN A MINOR OWN OR TITLE A VEHICLE IN OKLAHOMA?

Yes., Oklahoma law contermplates a person under 18 owning a vehicle (47 0.5. §6-107). TH E BOTTOM Ll NE

Service Oklahoma's Application for Oklahoma Certificate of Title does not state that

the owner must be 18. Can an Oklahoma dealer sell a vehicle

involving a buyer under 187

WHAT IF THE PARENT SIGNS Tﬂb?

A parent’s permission statement is not the same as making the parent the purchaser, Potentially — but the dealership should
The safest practice is to contract with the minor’s parent or legal guardian. not treat the minor as an ordinary adult
contracting purchaser. Oklahoma law
ives minors significant rights to disaffirm
WHAT IF THE MINOR PAYS CASH? g e g

contracts, generally extending until one

Cash does not eliminate the issue, Oklahoma's minor-contract rules are not limited year after reaching majority.

to financed purchases. The Gage case involved a cash purchase, and the minor was
permitted to disaffirm the transaction.

If you wish to sell a vehicle to a minor,

the best course of action is to contract
WHAT IF THE MINOR LIES ABOUT THEIR AGE? with the minor’s parent or legal guardian.

Do not rely on the customer's appearance or verbal representation. In the Turben case,
the dealer's contention that the 17-year-old had represented himself as being 18 did
not change the result. Verify date of birth before completing the transaction.

2N\ UNDER 187
DOES THE MINOR HAVE TO RETURN THE CAR? % GET THE ADULT INTO
Disaffirmance can become fact-specific. and dealers should obtain legal advice. THE CONTRACT —

Oklahoma law has historically given minors significant protection. Property remaining AS THE CONTRACTING PARTY.
in the minor's hands would returm to the seller upon rescission.

WHAT ABOUT “NECESSARIES"?

Oklahoma law contains a narrow exception for certain “necessaries.” A dealer should

not assume that a vehicle automatically qualifies as a necessary simply because the AT e
teenager needs transportation to school or work. This is a fact-dependent exception, *GE-“ G‘t\P‘ =,

pG*
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What Every
Oklahoma Dealer
Can Learn from

a Major Fraud

Investigation
The integrity of the independent For honest, licensed dealers, this case is
automobile industry depends on one frustrating —but it also reinforces an

simple principle: every vehicle transactionimportant truth: the actions of a few bad
should be legitimate, documented, and  actors can create additional scrutiny for
conducted in accordance with the law. A an entire industry.

recent federal fraud case involving

alleged fake dealerships and fraudulent Protecting the Reputation of
temporary tags is a powerful reminder of Independent Dealers

why that principle matters. The overwhelming majority of Oklahoma's
Federal authorities recently announced independent dealers take pride in
charges against 11 individuals accused of operating ethical businesses. They follow
operating a sophisticated scheme that  state laws, complete accurate paperwork,
allegedly used sham dealerships to gain pay licensing fees, and work hard to

access to temporary registration serve their customers with honesty and
systems. Investigators claim the professionalism.

operation produced and sold thousands

of temporary tags that were not Unfortunately, fraudulent operations can
connected to legitimate vehicle sales, damage public confidence and lead to
allowing purchasers to avoid vehicle increased oversight, stricter regulations,
registration requirements, tolls, parking  and additional compliance requirements
citations, and other legal obligations. that affect everyone —not just those who

break the law.
While the allegations are still being

addressed through the court system, the Integrity isn't just good business —
case has drawn national attention it is the foundation of our

because of its size and its potential profession.

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.

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



Compliance Is More Than Law enforcement officials stated that
Paperwork some of the fraudulent tags were

boxes or completing forms. It protects Criminal investigations, creating
your dealership, your customers, and additional challenges for investigators
your business. attempting to identify vehicle owners

Strong compliance practices include: and suspects.
- Issuing temporary tags only as

permitted by law. Moving the Industry Forward
- Maintaining complete and accurate = Cases involving fraud often receive
sales records. significant media attention, but they do
- Following all title and registration not define the independent dealer
requirements. community. Across Oklahoma,

- Keeping employee training current. thousands of dealers are building
- Cooperating with state and regulatory trusted businesses, creating jobs,

agencies. supporting local communities, and
- Conducting every transaction with serving customers the right way every
honesty and transparency. day.

These practices reduce risk, strengthenThe best response to fraud is continued
consumer confidence, and demonstrateprofessionalism, accountability, and a

the professionalism that defines commitment to doing business with
Oklahoma's independent dealers. integrity.
Together, we can protect the
Here is how this story went reputation of Oklahoma's independent
down: automobile dealers and ensure that our
industry remains strong for years to
According to authorities, the come.

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.

As requlations 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

O/ADA

Ghost Tags,
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[s Your Advertising Putting Your
Dealership at Risk?

Five Advertising Mistakes That
Can Lead to Costly Problems

Today's custom ers often begin their vehicle search online, making your wehsite, social media pages, and
online listings the first impression of your dealership, While effective advertising is essential to growing your
business, it is equally important that every advertisem ent is truthful, accurate, and compliant with state and
federal regulations.

In recent years, consum er protection agencies have placed greater emphasis on dealership advertising prac-
tices. Their goal is simple: ensure consum ers receive clear, honest inform ation about vehicle pricing and -
nancing before they arrive at the dealership. Dealers who fail to follow these expectations may face com-
plaints, investigations, fines, or dam age to their reputation.

The good news is that a few simple hest practices can help reduce your risk,

1. Advertise the Real Selling 2. Make Sure Financing
Price Claims Are Accurate

scounts 1‘h-41' ot every __J:'-tI_IIrII:'I

|:1u:a||hn:_ toreceive. re not sup ;mr’rn-ni by wour actual lending practices.

When advertising a vehicle: Whenever advertising financing

o (Clearly state the selling price. Clearly identify any qualifications.
Explain any rebates or incentives. Avoid guarantees ’rh'=4’r cannot be fulfilled.
7= ’rhu:u:E rpryun—-rrn—-n’r-
. _u;-h_lrl:' ;_||_JL||I':.h|r|;g.
ommunication helps prevent misunder-
Custom ers appreciate honesty, and transparent ani im;:r-' and protects both the customer and your
pricing helps build trust before they ever visit your
lot,




3. Verity Every Online Listing

Inventaory changes quickly. A vehicle sold vesterday

should not still appear as available today.

Regularly review

Rl |r|1'||rrr| ation
Equipm ent lists
F'|'|||1‘|_|_

simprove customer satisfaction
=4r'|ri r‘rilu e complaints.

5. Train Everyone Who Cre-
ates Advertising

Advertising com pliance isn't just the res

B
:u;:u:urt =1

Are all reguired dis

Would a customer cle -nI Hruin-r'f-nui this ad-

vertisem ent?

A quick review can prevent expensive mistakes

Compliance Is Good Business

4. Disclose Dealer-Added
Products

If your de =4ler-_=.hif:| installs f:lrl:u:il_u::t-_: such as GPS ¢

fh_:: mnilu t= =4r||i any
Custom ers should understand
are purchasing and whether those items are o

tional or included in the advertised price.

Transparency today prevents disputes tom orrow

"Advertising Compliance Checklist"

» Price is accurate

» VIN matchesthe vehicle

» Photos reflect the actual vehicle

» Financing terms are truthful

= Dealer fees are clearly disclosed

= Incentives and rebates are ex-
plained

o Dealer-added products a
fied

¢ Inventory availabil

fied

been veri-

Honest advertising does maore than satisfy legal requirem ents—it builds customer confidence. Buyers are mare likely to
return to dealerships they trust and to recommend those businesses to family and friends.

Ab QlADd, we believe integrity is one of the greatest competitive advantages an independent dealer can have, As regu-
lations continue to evolve, our assaciation remains committed to providing members with timely education, practical
resources, and legislative advocacy to help dealerships operate successfully and confidently,

& strong reputation takes yvears to build but only moments to damage. By making accuracy, transparency, and honesty
part of every advertisement, Oklahoma independent dealers can continue to demonstrate the professionalism that

sats ourindustry apart,



omSoft

Dealership Software & Marketing
Cloud Solutions

CLOUD ADVANTAGES
Automatic backups of your data
No loss of data due to theft, fire, flood, computer crash or malicious software
Access from anywhere, anytime with an internet connection and your Windows laptop or PC
Single or multi-location and unlimited growth

Déalership Websites,
Advertising Feeds, Mobile App

Dealership Management Software

v/ Inventory Management

v Traffic/Desking v/Custom Responsive or
v/Deal and Paperwork Processing Template Integrated Websites
7 Buy-Here—Pay-Here _ v Marketing Feeds to Dozens of

Third-Party Advertisers
v/ Online Secure Credit Application and Payment Page
v'Mobile App Scans and Decodes VIN
v"Mobile App Scans and Decodes Driver’s License
v'Mobile App works for iPhone or Android
vAdvanced SEO Management

v/ Lease-Here-Pay-Here
v/Accounting
* v/'"Management Reports
v Integrated Partners
v Customer Relationship Management

Contact us for a demonstration without obligation!

919-851-2010 (voice) ® Text “comsoft” to 95000
Visit us at www.comsoft.com ® Email sales@comsoft.com




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 5. Failing to Stay Current

Retention on Law Changes

Good recordkeeping isn't just about Automotive regulations continue to evolve.
organization —it's one of your dealership's Legislative updates, Service Oklahoma
strongest protections if questions arise procedures, federal requirements, and
months or years after a transaction. industry best practices can all change over

Maintain organized files for: time.

Successful dealerships make education part

* Purchase documents. of their business plan by:

* Sales contracts.

* Reading association newsletters and

* Title paperwork.
Pap legislative updates.

* Temporary tag records. o
* Training employees regularly.
* Disclosure forms.
* Asking questions before problems arise.
* Communications related to the
transaction. Being proactive is always less expensive than

correcting a compliance mistake after the

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

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.
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Contact our specialist KATHY TAYLOR
580-765-5566 ext. 216 kathytaylor @loftiswetzel.com fax 580-308-7340

-

410 E Grand Ave, Ponca City, OK 74601 » LoftisWetzel.com

WRECKER SERVICES PROGRAM EXCLUSIVE TO OUR AGENCY

WILL SAVE YOU MONEY!




DEALERS' RESOURCE

MAGAZINE

| CELEBRATING THE DEALERS
WHO DRIVE OKLAHOMA FORWARD

- Behind every successful independent dealership
Is a story of hard work, determination, and a
commitment to serving the community.

That's why we're excited to introduce a new feature in
Dealers’ Resource Magazine—Dealer Spotlight.

INTEGRITY | INDEPENDENCE | <COMMUNITY | COMMITMENT
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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.

WE’D LOVE TO FEATURE YOU —

Would you like your dealership featured in an upcoming issue of
Dealers’ Resource Magazine?
We're looking for dealerships of all sizes from every corner of Oklahoma.
Whether you've been in business for 40 years or just opened your doors,
your story can inspire others.

If you're interested in being featured, contact the OIADA office.
We look forward to sharing your journey

with dealers across the state.

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



mailto:ambersnook@okiada.com

Does Advertising Work?

JUST DID !

For advertising in Dealers’ Resource please contact ambersnook@okiada, com



FinancePoint

MORE
APPROVALS.

FinancePoint helps
independent dealers
say YES to more buyers
with flexible financing
for credit-challenged
customers.

LOCAL DECISIONS. REAL PARTNERSHIP. BETTER RESULTS.

COMPETITIVE FAST, PERSONALIZED MULTI-TIERED SERVING
SUBPRIME LOCAL DEALER FINANCING OKLAHOMA

PROGRAMS DECISIONS SUPPORT OPTIONS DEALERS
SINCE 2000

YOUR LOCAL SUBPRIME LENDING PARTNER PARTNER WITH FINANCEPDINT TDDAY.
Helping independent dealers drive growth

and build stronger communities. k 405_677.6468 | @ ﬁnaﬂcepﬂintlﬂans.com




YOUR TRUSTED SOURCE

FOR DEALER FORMS,
TEMPORARY TAGS & SUPPLIES

DR

Of Oklahoma

NKLAHOMA
TEMPORARY TAG

- XYZ888888

EXPIRES 07-20-2027

MITHOBCTD Y ORLASCRS, ETATUTT

— WWW.AUTODEALERSRESOURCE.COM —————
APPROVED OKLAHOMA TEMPORARY TAG VENDOR

10-DAY TEMPORARY TAGS @ ONLINE PRE-REGISTRATION PORTAL

NEW 60-DAY TEMPORARY TAGS

EFFECTIVE JANUARY 1. 2027 @ SAME-DAY PROCESSING AVAILABLE

90-DAY COMMERCIAL FLEET
TEMPORARY TAGS . NEXT-DAY SHIPPING
WHY DEALERS CHOOSE ADR
EER=ERORER
\::%) . (i
\/ | e e \ .’
STATE-APPROVED | COMPLIANCE-FOCUSED | EASY ONLINE FAST FRIENDLY
DEALER FORMS | PRODUCTS ORDERING TURNAROUND OKLAHOMA-BASED

SUPPORT

© 4052322047 | & 1800-346-4232 | (@ adrofokzhoma@gmilom

813 NW 34th Street ¢ Moore, Oklahoma 73160




DEALER FORMS KEY TAGS WINDSHIELD STICKERS STOCK STICKERS

* Bill of Sale * Write-On Tags * Years * New

* Odometer * Pre-Printed Tags | = As-ls * Pre-Owned
Disclosures = Multiple Colors | * Warranty * Write-On

* We Owe » Heavy Duty * 4x4, Leather, = Easy to Use

* Buyers Guides Sunroof & More!

* And More! |

Your trusted source

TRl

OKLAHOMA
for Auto Dealer 30 DAY TEMPORARY TAG
Supplies, Forms, . YAA888888
Customized Supplies, ExpIRes 07-20-2027 B e
and Temp Tags
www.autodealersresource.com
e
e b S Ns o tre | OSeL Do
(¢)

and reliable dealership needs next business day and here to help

Adam's Auto Sales /|

Buy Here - Pay Here i

AYSIDE Uptown Hummer‘
 *AUTO SALES* | “_~_,’_J Bl Finoncing Avaliabic

228 - 1%" x 5 ¥" 206 - 1%" x4 Va" 213-1%"x 3 %" 203 - 1%" x4 %" 214 -1%" x 3 16"

www.andrewsmotors.com
= — J

@ 813 NW 34th Street -+ Moore, OK 73160 O 405-232-2947 O 1-800-346-4232




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

Used-vehicle inventory may be tell the whole story.
improving, but finding affordable, retail- A dealership may have access to
ready vehicles remains a challenge for hundreds of vehicles at an auction, but

independent dealers. how many actually fit its business model?
For independent automobile dealers, Independent dealers must consider
having more used vehicles available acquisition price, mileage, condition,
doesn't necessarily mean buying transportation, reconditioning costs and
inventory has gotten easier. what the vehicle can realistically sell for in
Used-vehicle supply has shown signs of their local market.

improvement, giving dealers more A vehicle that looks like a bargain when

choices at auctions and in the wholesale the bidding starts can become

market. But beneath those numbersis a considerably less attractive after adding
challenge that many independent dealers a buyer's fee, transportation, tires, brakes,
know all too well: the vehicles customersmechanical repairs and cosmetic work.
can afford are often the same vehicles The number that matters isn't simply the
everyone is trying to buy. hammer price.

That leaves dealers competing for clean, It's the total amount invested before
dependable, reasonably priced inventory the vehicle ever reaches the front line.
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




Affordable Vehicles Remain in High to be a profitable purchase into a very

Demand thin-margin vehicle.

Many consumers aren't necessarily lookingAnd when a dealer discovers an

for the newest vehicle with the most unexpected $1,500 repair after purchasing
technology. They're looking for the vehicle, that expense can't always

dependable transportation at a payment simply be passed along to the customer.
they can afford.
That makes affordable used cars, trucks Inventory Age Matters More Than Ever

and SUVs extremely important —and Another important consideration is how
extremely competitive. long a vehicle sits on the lot.

For independent dealers, particularly Every day a vehicle remains unsold
smaller dealerships, this creates a difficult represents money tied up in inventory. For
balancing act. dealerships using floorplan financing, it

Buy too aggressively at auction and there can also mean additional interest expense.
may not be enough margin left to absorb That makes inventory management just as
unexpected repairs or negotiate with a important as inventory acquisition.

customer. Dealers should regularly review aging
Pass on too many vehicles, and the lot can inventory and ask:

quickly become short on inventory. Would | buy this vehicle again today for
Meanwhile, consumers still expect value. what I currently have invested in it?
They may see headlines saying used- If the answer is no, it may be time to adjust
vehicle inventory is increasing and assume the price, increase marketing, wholesale
prices should immediately drop. But the vehicle or find another way to move it.
dealers know that retail pricing reflects Sometimes accepting a smaller profit —or
much more than supply alone. even a small loss —can be better than

allowing one vehicle to consume capital
The Cost of Getting a Car Ready to Sell that could be invested in something that
Acquisition is only the beginning. will sell faster.
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
« QOil 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




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.
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OVE R $ 2 0 0 0 Join OIADA and I_%eceive
I N D I SCO U NTS! Your 2024 VIP Discount Card!

Your Dealer Discount VIP Card is just one of the many benefits of OIADA Membership. Their value alone

is over six times greater than the $295 annual membership fee. Join OIADA today to get started saving
on all of these discounts listed with your own Member-Exclusive Dealer Discount VIP Card with the
following vendors.

= — -
s . St
DAX Amarillo or Wichita Falls
\m daxofamarillo.com daxofwichitafalls.com $150 Off One Buy Fee
e ...-..-c...uh_'_' 1oHI

T Mid Kansas Auto Auction $100 Off First 5 Cars Buy Fee Online
MID KANSAS 4716 S S Fe St. Wichi or in Person / 1st Hotel Stay
AavTo avcTioN kRSt Wkiciak when visiting on us.
' RJ America’s Auto Auction—Tulsa $200 Off Buy Fee
'ﬁUTQ_"gUCTfONL:’ 8544 E Admiral Place 918-832-1050 or $125 Off Sale Fee
Route 66 Auto Auction One Buy Fee up to $150
4399 E Highway 66, El Reno OK One Sell Fee up to $150
Dealers Auto Auction One Buy Fee up to $150
1028 S Portland, OKC 405-947-2886 One Sell Fee up to $150
v . Manheim—Tulsa-Dallas— or DFW $200 off One Buy fee @
[
4% Manheim Tulsa, Dallas, or DFW Auctions Tulsa, Dallas, or DFW Auctions

EPICVIN www.epicvin.com

b E P I CVI N & One Month of Unlimited Vehicle History

Reports Subscription FREE— $249 value

71B Auto Auction—4635 N Thompson— Springdale, AR 479-756-5001 =~ One Buy Fee up to $100

One Sell Fee up to $100
EpiCar www.epicar.ai Q h
First Car Purchase on Platform Y| - ?

with no Commission Fee =)

One Buy Fee up to $75
One Sell Fee up to $75

£66 Auto Auction—66 N Mingo Tulsa, OK 918-794-0660

One Buy Fee up to $50

ADESA Tulsa—1601 E Admiral Place Tulsa, OK
One Sell Fee up to $50

Big Valley Auto Auction—4315 N Hutto Rd, Donna TX
956-461-9000

= . Floorplan Xpress — floorplanxpress.com L
Floorpl;rl_x\pFaEéé"‘) 405:05-; b= rBInE 1 Free Floor Fee up to $75 i

$100 off a Buy Fee

—— | EXCLUSIVE MEMBER SAVINGS. Btk ssvsiiogayitivour

Member-Exclusive Dealer

VIP | REAL BENEFITS THAT ADD UP e T



THANK YOU

*
OKLAHOMA

OIADA would not be the strong, respected voice it e L e

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.

=== DEALERS ASSOCIATION ==

TOGETHER WE ARE STRONGER.

ALL

ACROSS OKLAHOMA

STRONG VOICE

31 Junction Auto Sales

Bob Hurley RV Center, LLC

3B Auto Sales & Ser. DBA/ M.A.DBob Hurley RV OKC

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
266

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 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

o900
% OUR MEMBERS

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

Carter County Dodge Chry., LLC Eagle Motors

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

Eastern Motors

Ed Wallace Ford
Edwards Auto Sales
Elite Motorsports, lic
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.

GARYV 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

Il Wlember Y7

Lipscomb Ford, LLC
Lumpy's Auto Sales

LUV Ford, lic

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, lic

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

Join the voice that protects your business and supports your success.

*
VISIT OKIADA.COM OR CALL 405-232-2947 TO JOIN TODAY!
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