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From the NIADA convention in Nashville, Tennessee  
 
Today I'm writing from my balcony at the NIADA convention at the Gaylord Opryland Resort in 
Nashville.  This is a fabulous venue for a large convention.  The education seminars have been 
very educational and I made some valuable contacts while visiting the booths at the massive 
trade show. 
 
Every dealer in Oregon should seriously consider attending at least one national convention.  If 
you don't save enough money or generate enough new revenue from what you learn at the 
convention to cover the cost of attending, then don't go back.  But if I were a betting man (I'm 
not), I'd bet you'll attend more than one. 
 
When (not if) you attend, bring your family along.  They'll enjoy the vacation while you are at 
work.  Next year's convention is in Dallas, Texas (where a theme park and huge water slide park 
are just two of the nearby family attractions) and the 2009 convention will be in Orlando, Florida 
(you do know what's in Orlando, don't you).  
 
OIADA convention around the corner 
OIADA's 50th convention is right around the corner from September 20th  to 22nd.  Oregon dealers 
will gather at the Salem Convention Center for our annual convention and trade show.  You 
should attend.  Our convention’s number one goal:  To benefit dealers who attend.   
 
Check out new vendors and visit with old friends.  Learn how to increase your bottom line.  
Celebrate the industry that provides your livelihood.  To register, go to www.oiada.com or call the 
office at 800-447-0302.  You'll be glad you made this event a priority on your schedule. 
 
Delivery Confirmation Agreement 
Do you use a "Delivery Confirmation Agreement?"  A Delivery Confirmation Agreement is the final 
document a purchaser signs.  It confirms, in writing, that the purchaser has inspected the vehicle, 
asked any questions about financing and the contract, and agrees to purchase the vehicle. 
 
Yes, it is yet another form to fill out for your customer to sign, but according to NIADA's attorney, 
Keith Whann, it can save you literally thousands of dollars if you have an unhappy customer 
inviting you to a courthouse meeting.  If you'd like to learn more about Delivery Confirmation 
agreements, read stay tuned to the Oregon Dealer News or attend our upcoming convention or a 
regional meeting near you. 
 
OIADA's Mag-E-Zine 
OIADA has recently embarked on creating a weekly email newsletter (commonly referred to as an 
E-Zine).  We are distributing the weekly email to all our members who provide us with an email 
address.  If you are not getting our weekly email, please send us your email address (email to 
Jami@oiada.com or call 503-362-6839). 
 
I love to fly and it shows 
I love to fly.  From Piper Cubs (a golf cart with wings) to 747s, it is thrilling for me and I fly anytime 
an excuse presents itself.  But flying has not agreed with me of late. 
 
If you’re a regular Oregon Dealer News reader you'll remember that last month I wrote much of 
my thoughts while stuck for eight hours in the Salt Lake City airport during a trip to Texas.  Once 
the tornados stopped spinning in the Lone Star State we were finally permitted to depart Utah. 



 
That fiasco was preceded by my March trip to Boston to meet other dealer association 
executives.  My flight out of Portland was delayed almost two hours due to Thunderstorm activity 
in the Chicago area.  I arrived late, but got there in one piece. 
 
Just a few weeks ago OIADA President Mike Dorn, Education Instructor Robert Probasco and I 
were flying in a small private plane from Salem to Bend for a regional meeting.  Before we made 
much progress, a navigational instrument failed and we had to turn back and completely miss the 
meeting (another apology to the guys and gals in Central Oregon). 
 
In June, Association Manager Jamie Wodzewoda, Membership Director Ladena Borchers and I 
attended the NIADA convention in Nashville, Tennessee.  We were on different flights.  They 
arrived without incident.  I arrived without my luggage and it didn't arrive until my third day in 
Nashville. 
 
And last, but not least, all three of us were on the same return flight to Portland via Houston.  
When we arrived at the airport, we learned that our flight had been cancelled.  No one seemed to 
know why.  Continental rebooked us on a Northwest flight which was scheduled to leave five 
hours later.  But thunderstorm activity in our flight path delayed our departure and resulted in 
about 15 minutes of the bumpiest air I have every experienced. 
 
The ladies have vowed to never fly with me in the future.  I’m just too risky for their taste.  I guess 
I can't blame them, but I'm ready to climb on board when the next opportunity arises.  I don't 
believe in bad luck.  I prefer faith. 
 
I want to close on a high note, so I’ll invite you again to OIADA’s 50th annual convention in Salem 
from September 20th to the 22nd.  I have attended a couple of OIADA conventions in my past life 
as the lobbyist for franchised dealers.  However, this will be my first as part of the OIADA family.  
If you have not attended an OIADA convention in the past, please join me!  If you’re a regular 
attendee, please be sure to find me and say “hi” when you’re in Salem. 
 
Until next month, keep on selling! 
 
Our convention’s number one goal:  To benefit dealers who attend. 
 
 
 

[ “Click It or Ticket”  
Help Save Lives – Day and Night 

By:  Larry Hecht, Hecht & Hecht Insurance Agency Inc. 
 

Has anyone noticed?  Law enforcement is serious.  In the back of my mind I knew that 
“Click It or Ticket” was something out there somewhere.  And really I used my seatbelt 
sometimes and was  “somewhat” better about using it more often.  I wasn’t at all serious 
about ALWAYS using it though.  Last week on a very short commute of less than 6 blocks I 
was pulled over and cited for  NO SEATBELT.  After returning to the office and with the 
knowledge that another Article was due, I decided to do some research. 
 



 

Click It or Ticket (CIOT) is the most successful seat belt enforcement 
campaign ever, helping create the highest national seat belt usage rate of 
82 percent. Coast to coast, day or night, the message is simple - Click It 
or Ticket.

 
More than 15,000 passenger vehicle occupants died in traffic crashes between the nighttime 
hours of 6:00 p.m. and 5:59 a.m. during 2005, according to the National Highway Traffic 
Safety Administration (NHTSA) – and 59 percent of those passenger vehicle occupants 
killed were NOT wearing their seat belts at the time of the fatal crash.  
 
The proportion of unbuckled deaths at night is considerably higher than the nearly as 
alarming 44 percent of passenger vehicle occupants who were not wearing their seats belts 
and were killed during daytime hours across the nation that same year.  
 
That’s why state and local law enforcement and highway safety officials launched an 
aggressive national “Click It or Ticket” seat belt enforcement mobilization to crack down on 
low seat belt use and to reduce highway fatalities – with a new emphasis this year on 
convincing more motorists to buckle up – day and night. 
Clearly more drivers at night than during the day are taking the attitude that “it will never 
happen to me,” but the risk of a fatal crash actually goes up significantly at night. Beginning 
mid-May, there will be increased enforcement across the nation to ensure that all passengers, 
in all vehicles, are buckled up – day and night. 

Regular seat belt use is the single most effective way to protect people and reduce fatalities in 
motor vehicle crashes. In 2005, 77 percent of passenger vehicle occupants in a serious crash 
who were buckled up survived the crash. When worn correctly, seat belts have proven to 
reduce the risk of fatal injury to front-seat passenger car occupants by 45 percent – and by    
60 percent – in pickup trucks, SUVs and mini-vans.  
Yet nearly one in five Americans (19 percent nationally) still fail to regularly wear their seat 
belts when driving or riding in a motor vehicle according to NHTSA’s observational seat 
belt studies. 
 
[Seat belt checkpoints] Stepped-up law enforcement activities are being conducted during 
the national “Click It or Ticket” enforcement mobilization campaign.  The mobilization is 
being supported by a projected $10 million in paid national advertising, and additional 
advertising in each state, to encourage all motorists, but especially motorists at night, to 
always buckle up.  
 
 
 
Seat belts clearly save lives.  Unfortunately, too many folks still need a tough reminder. 
That’s why law enforcement is out in force buckling down on those of us who are not 
buckled up. Wearing your seat belt costs you nothing, but the cost for not wearing it 
certainly will. So unless you want to risk a ticket, or worse - your life, remember to buckle up 
day and night – “Click It or Ticket.” 
 



In Portland the fine for a seat belt violation is $97.00.  In addition to the bruise on ones ego, 
it is a mark on ones driving record.  Although most insurance companies do not count this 
in the same manner as a moving violation it is up to each insurance company to decide.  
Portland and surrounding counties have an alternative for first time offenders.  If you have 
not attended a safety belt class in the past TEN YEARS, you may attend the TRAUMA 
NURSES TALK TOUGH safety belt class prior to your court date and your citation will be 
dismissed. 
 
The Trauma Nurses Talk Tough class is about the medical consequences of not using a seat 
belt. This two-hour class, is presented weekly at various locations -- the cost is $20.00. You 
receive a Certificate of Completion at the end of each session and this along with your 
citation must be returned to the Circuit Court by the court appearance date.  
For more information, please visit www.nhtsa.dot.gov.  Hecht & Hecht Insurance Agency 
Inc. provides dealer insurance throughout the Northwest.  Call us with questions or when 
we can be of assistance.  We can be reached in Portland at 503-542-1131 or 800-609-0979 or 
by e-mail info@hechtinsur.com. 

 
How Can Your Company Avoid Ethics Problems? 
From the Better Business Bureau 
 
Recently, the topic of corporate ethics has graced the pages of newspapers and 

magazines all across the country. CEOs of businesses of all sizes are now realizing that 
the only way to have a successful company is to act and conduct business in an ethical 
manner. 

 
Ethics should start from the top down in any organization. Being honest and open is 

the only way to succeed at business. As a CEO or top manager, how can you avoid ethics 
problems within your business? The Better Business Bureau offers the following tips: 

 
    * Bring your highest sense of ethics to your business and lead by example. 

Demonstrate high ethical standards of behavior toward your customers, suppliers, 
shareholders, employees and communities in which you do business. Be honest in all 
your dealings. 

    * Develop an ethics policy. Make certain that your policy starts at the top level so 
that company management sets an important example for all employees. Set up training 
programs that will assist employees in carrying out established ethics policies. Although 
an ethics policy may not stop unethical behavior, it may give people something to think 
about and provide a measurement against which to assess their behavior. 

    * Establish an internal communication system that allows employees to express 
concerns directly to top management if they suspect wrongdoing or are uncomfortable 
with current practices. Consider appointing an ombudsman. 

    * Treat your employees with respect and fairness. 
    * Reward your employees for ethical decision making and actions. 

http://www.nhtsa.dot.gov/
mailto:info@hechtinsur.com


    * Meet with your accounting staff to reinforce the highest reporting and accounting 
standards and expectations. When the line between doing what is right and what is legal 
is not clear, move back to what you know is right. 

    * Know what is going on in your company. Routinely walk around and talk to your 
employees directly. Get a feel for what they are doing. Be accessible and interested. 

 
 
 
Extra, Extra, Read All About It! 
 
OIADA member on top 50 list 
According to the June 2007 issue of Auto Dealer Monthly, OIADA member Tom Garza 
of Thomas Auto Sales in Hillsboro is one of the largest volume independent dealers in 
the United States.  According to the ADM report, Garza’s three stores moved 2,800 units 
in 2006, placing it at number six on the top 50 list.  The largest volume was City Auto 
Sales in Memphis, Tennessee with more than 4,800 units.  To qualify, the dealership(s) 
could not be publicly owned and the list was compiled from dealers who responded to a 
one-page submission form.  Congratulation to Tom Garza and Thomas Auto Sales 
 
OIADA executive named president of small business group 
OIADA Executive Director Darrell Fuller has been elected for a third time to serve as 
president of the Oregon Small Business Coalition 
(www.oregonsmallbusinesscoalition.com).  OSBC is comprised primarily of associations 
representing “main street” businesses such as restaurants, farmers, homebuilders and auto 
dealers.  The group works together on legislative issues of mutual interest.  The coalition 
is also active during election years by interviewing candidates for elective office and 
awarding endorsements to pro-business candidates of both parties.  A few years ago 
Darrell served two consecutive terms as OSBC, making this his third term. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

http://www.oregonsmallbusinesscoalition.com/
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ARTICLE:  QUESTION 
 
From NIADA A Delivery Confirmation Agreement is the final document a 

purchaser Convention signs.  It confirms, in writing, that the 
purchaser has inspected the vehicle, asked any questions about 
financing and the contract, and agrees to purchase the vehicle. 

      
     (1) True _____  False ______ 
 
Hecht & Hecht The risk of a fatal crash actually goes up significantly at night. 

    
     (2) True _____   False _____ 
 
Ethics – Better 
Business Bureau Ethics should start from the bottom up in any organization. 
  

(3) True _____   False _____ 
 
Extra Extra  The OSBC stands for Office of Standard Business & Compliance. 
  
     (4)  True _____  False ______ 
 
 
Hecht & Hecht Regular seat belt use is the single most effective way to protect 

people  and reduce fatalities in motor vehicle crashes. 
    

(5) True ____  False _____ 
 
 

Extra Extra  According to the June 2007 issue of Auto Dealer Monthly, OIADA 
 member Tom Garza of Thomas Auto Sales in Hillsboro is one of
 the largest volume independent dealers in the United States.  

 
       (6) True ____  False _____ 
      
 

 for Aug. 2007 Continuing Education Packet #  8-07 
 

NOW DROP DOWN AND SEE HOW YOU DID! 
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an excuse presents itself.  But flying has not agreed with me of late. 
 
If you’re a regular Oregon Dealer News reader you'll remember that last month I wrote much of 
my thoughts while stuck for eight hours in the Salt Lake City airport during a trip to Texas.  Once 
the tornados stopped spinning in the Lone Star State we were finally permitted to depart Utah. 



 
That fiasco was preceded by my March trip to Boston to meet other dealer association 
executives.  My flight out of Portland was delayed almost two hours due to Thunderstorm activity 
in the Chicago area.  I arrived late, but got there in one piece. 
 
Just a few weeks ago OIADA President Mike Dorn, Education Instructor Robert Probasco and I 
were flying in a small private plane from Salem to Bend for a regional meeting.  Before we made 
much progress, a navigational instrument failed and we had to turn back and completely miss the 
meeting (another apology to the guys and gals in Central Oregon). 
 
In June, Association Manager Jamie Wodzewoda, Membership Director Ladena Borchers and I 
attended the NIADA convention in Nashville, Tennessee.  We were on different flights.  They 
arrived without incident.  I arrived without my luggage and it didn't arrive until my third day in 
Nashville. 
 
And last, but not least, all three of us were on the same return flight to Portland via Houston.  
When we arrived at the airport, we learned that our flight had been cancelled.  No one seemed to 
know why.  Continental rebooked us on a Northwest flight which was scheduled to leave five 
hours later.  But thunderstorm activity in our flight path delayed our departure and resulted in 
about 15 minutes of the bumpiest air I have every experienced. 
 
The ladies have vowed to never fly with me in the future.  I’m just too risky for their taste.  I guess 
I can't blame them, but I'm ready to climb on board when the next opportunity arises.  I don't 
believe in bad luck.  I prefer faith. 
 
I want to close on a high note, so I’ll invite you again to OIADA’s 50th annual convention in Salem 
from September 20th to the 22nd.  I have attended a couple of OIADA conventions in my past life 
as the lobbyist for franchised dealers.  However, this will be my first as part of the OIADA family.  
If you have not attended an OIADA convention in the past, please join me!  If you’re a regular 
attendee, please be sure to find me and say “hi” when you’re in Salem. 
 
Until next month, keep on selling! 
 
Our convention’s number one goal:  To benefit dealers who attend. 
 
 
 

[ “Click It or Ticket”  
Help Save Lives – Day and Night 

By:  Larry Hecht, Hecht & Hecht Insurance Agency Inc. 
 

Has anyone noticed?  Law enforcement is serious.  In the back of my mind I knew that 
“Click It or Ticket” was something out there somewhere.  And really I used my seatbelt 
sometimes and was  “somewhat” better about using it more often.  I wasn’t at all serious 
about ALWAYS using it though.  Last week on a very short commute of less than 6 blocks I 
was pulled over and cited for  NO SEATBELT.  After returning to the office and with the 
knowledge that another Article was due, I decided to do some research. 
 



 

Click It or Ticket (CIOT) is the most successful seat belt enforcement 
campaign ever, helping create the highest national seat belt usage rate of 
82 percent. Coast to coast, day or night, the message is simple - Click It 
or Ticket.

 
More than 15,000 passenger vehicle occupants died in traffic crashes between the nighttime 
hours of 6:00 p.m. and 5:59 a.m. during 2005, according to the National Highway Traffic 
Safety Administration (NHTSA) – and 59 percent of those passenger vehicle occupants 
killed were NOT wearing their seat belts at the time of the fatal crash.  
 
The proportion of unbuckled deaths at night is considerably higher than the nearly as 
alarming 44 percent of passenger vehicle occupants who were not wearing their seats belts 
and were killed during daytime hours across the nation that same year.  
 
That’s why state and local law enforcement and highway safety officials launched an 
aggressive national “Click It or Ticket” seat belt enforcement mobilization to crack down on 
low seat belt use and to reduce highway fatalities – with a new emphasis this year on 
convincing more motorists to buckle up – day and night. 
Clearly more drivers at night than during the day are taking the attitude that “it will never 
happen to me,” but the risk of a fatal crash actually goes up significantly at night. Beginning 
mid-May, there will be increased enforcement across the nation to ensure that all passengers, 
in all vehicles, are buckled up – day and night. 

Regular seat belt use is the single most effective way to protect people and reduce fatalities in 
motor vehicle crashes. In 2005, 77 percent of passenger vehicle occupants in a serious crash 
who were buckled up survived the crash. When worn correctly, seat belts have proven to 
reduce the risk of fatal injury to front-seat passenger car occupants by 45 percent – and by    
60 percent – in pickup trucks, SUVs and mini-vans.  
Yet nearly one in five Americans (19 percent nationally) still fail to regularly wear their seat 
belts when driving or riding in a motor vehicle according to NHTSA’s observational seat 
belt studies. 
 
[Seat belt checkpoints] Stepped-up law enforcement activities are being conducted during 
the national “Click It or Ticket” enforcement mobilization campaign.  The mobilization is 
being supported by a projected $10 million in paid national advertising, and additional 
advertising in each state, to encourage all motorists, but especially motorists at night, to 
always buckle up.  
 
 
 
Seat belts clearly save lives.  Unfortunately, too many folks still need a tough reminder. 
That’s why law enforcement is out in force buckling down on those of us who are not 
buckled up. Wearing your seat belt costs you nothing, but the cost for not wearing it 
certainly will. So unless you want to risk a ticket, or worse - your life, remember to buckle up 
day and night – “Click It or Ticket.” 
 



In Portland the fine for a seat belt violation is $97.00.  In addition to the bruise on ones ego, 
it is a mark on ones driving record.  Although most insurance companies do not count this 
in the same manner as a moving violation it is up to each insurance company to decide.  
Portland and surrounding counties have an alternative for first time offenders.  If you have 
not attended a safety belt class in the past TEN YEARS, you may attend the TRAUMA 
NURSES TALK TOUGH safety belt class prior to your court date and your citation will be 
dismissed. 
 
The Trauma Nurses Talk Tough class is about the medical consequences of not using a seat 
belt. This two-hour class, is presented weekly at various locations -- the cost is $20.00. You 
receive a Certificate of Completion at the end of each session and this along with your 
citation must be returned to the Circuit Court by the court appearance date.  
For more information, please visit www.nhtsa.dot.gov.  Hecht & Hecht Insurance Agency 
Inc. provides dealer insurance throughout the Northwest.  Call us with questions or when 
we can be of assistance.  We can be reached in Portland at 503-542-1131 or 800-609-0979 or 
by e-mail info@hechtinsur.com. 

 
How Can Your Company Avoid Ethics Problems? 
From the Better Business Bureau 
 
Recently, the topic of corporate ethics has graced the pages of newspapers and 

magazines all across the country. CEOs of businesses of all sizes are now realizing that 
the only way to have a successful company is to act and conduct business in an ethical 
manner. 

 
Ethics should start from the top down in any organization. Being honest and open is 

the only way to succeed at business. As a CEO or top manager, how can you avoid ethics 
problems within your business? The Better Business Bureau offers the following tips: 

 
    * Bring your highest sense of ethics to your business and lead by example. 

Demonstrate high ethical standards of behavior toward your customers, suppliers, 
shareholders, employees and communities in which you do business. Be honest in all 
your dealings. 

    * Develop an ethics policy. Make certain that your policy starts at the top level so 
that company management sets an important example for all employees. Set up training 
programs that will assist employees in carrying out established ethics policies. Although 
an ethics policy may not stop unethical behavior, it may give people something to think 
about and provide a measurement against which to assess their behavior. 

    * Establish an internal communication system that allows employees to express 
concerns directly to top management if they suspect wrongdoing or are uncomfortable 
with current practices. Consider appointing an ombudsman. 

    * Treat your employees with respect and fairness. 
    * Reward your employees for ethical decision making and actions. 

http://www.nhtsa.dot.gov/
mailto:info@hechtinsur.com


    * Meet with your accounting staff to reinforce the highest reporting and accounting 
standards and expectations. When the line between doing what is right and what is legal 
is not clear, move back to what you know is right. 

    * Know what is going on in your company. Routinely walk around and talk to your 
employees directly. Get a feel for what they are doing. Be accessible and interested. 

 
 
 
Extra, Extra, Read All About It! 
 
OIADA member on top 50 list 
According to the June 2007 issue of Auto Dealer Monthly, OIADA member Tom Garza 
of Thomas Auto Sales in Hillsboro is one of the largest volume independent dealers in 
the United States.  According to the ADM report, Garza’s three stores moved 2,800 units 
in 2006, placing it at number six on the top 50 list.  The largest volume was City Auto 
Sales in Memphis, Tennessee with more than 4,800 units.  To qualify, the dealership(s) 
could not be publicly owned and the list was compiled from dealers who responded to a 
one-page submission form.  Congratulation to Tom Garza and Thomas Auto Sales 
 
OIADA executive named president of small business group 
OIADA Executive Director Darrell Fuller has been elected for a third time to serve as 
president of the Oregon Small Business Coalition 
(www.oregonsmallbusinesscoalition.com).  OSBC is comprised primarily of associations 
representing “main street” businesses such as restaurants, farmers, homebuilders and auto 
dealers.  The group works together on legislative issues of mutual interest.  The coalition 
is also active during election years by interviewing candidates for elective office and 
awarding endorsements to pro-business candidates of both parties.  A few years ago 
Darrell served two consecutive terms as OSBC, making this his third term. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

http://www.oregonsmallbusinesscoalition.com/


READING & RESPONSE FORM 
     AUGUST 2007 

 
ARTICLE:  QUESTION 
 
From NIADA A Delivery Confirmation Agreement is the final document a 

purchaser Convention signs.  It confirms, in writing, that the 
purchaser has inspected the vehicle, asked any questions about 
financing and the contract, and agrees to purchase the vehicle. 

      
     (1) True _____  False ______ 
 
Hecht & Hecht The risk of a fatal crash actually goes up significantly at night. 

    
     (2) True _____   False _____ 
 
Ethics – Better 
Business Bureau Ethics should start from the bottom up in any organization. 
  

(3) True _____   False _____ 
 
Extra Extra  The OSBC stands for Office of Standard Business & Compliance. 
  
     (4)  True _____  False ______ 
 
 
Hecht & Hecht Regular seat belt use is the single most effective way to protect 

people  and reduce fatalities in motor vehicle crashes. 
    

(5) True ____  False _____ 
 
 

Extra Extra  According to the June 2007 issue of Auto Dealer Monthly, OIADA 
 member Tom Garza of Thomas Auto Sales in Hillsboro is one of
 the largest volume independent dealers in the United States.  

 
       (6) True ____  False _____ 
      
 

 for Aug. 2007 Continuing Education Packet #  8-07 
 

NOW DROP DOWN AND SEE HOW YOU DID! 
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