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Opening the Clean Energy Vehicle Day in Victoria

NCDA Board Director, Ben Lovie, Joined the 
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Can you spot the 
person in your market 
area currently looking 
for a low mileage SUV?

We can.  

Get started today at:
DEALER.COM/CANADA

As the only Canadian digital advertising 

platform that combines the power of machine 

learning technology, experienced digital 

marketing specialists and our exclusive 

partnership network — we can showcase 

your dealership's inventory to the right 

shoppers, on the right digital channels at the 

right time. It's time to move from traditional 

advertising to targeted performance marketing.

Dealer.com Advertising is 
Canada’s digital advertising 
solution custom-built 
for automotive. 
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Paid Search
Programmatic
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OWNED AND OPERated by

VancouverInternationalAutoShow.com

120,000+ THANK YOU’S!

FACEBOOK.COM/VIAS

@VANAUTOSHOW

@VANAUTOSHOW

®

Thank You to Our Premier VIAS Sponsors*

98
COMMERCIAL VENDORS

+15%

7
PREMIER SPONSORS

*Stats represent change from VIAS 2017.

+1 29
MEDIA PARTNERS

+7% 495
VEHICLES ONSITE

+3%

120,500 
IN ATTENDANCE

+4.7% 44
OEM BRANDS

+4

VIAS BY THE NUMBERS

1012

1,452 

457.9

The 2018 Vancouver International Auto Show (VIAS) closed to rave reviews, running Wednesday, 
March 28 to Sunday, April 1 at the Vancouver Convention Centre West. As Western North America’s 
best-attended consumer show, we received more than 120,000 thank you’s and set an all new 
attendance record for a five-day show. Despite a shortened schedule that fell during a holiday 
long-weekend, the 2018 event achieved the strongest attendance in its 98-year history. The 
growth at the show is a strong indicator of  the health of  BC’s Auto Sector. We know from the 
Economic Impact Study released during the Show by the New Car Dealers Association of  BC (NCDA) 
and MNP LLP, that more than $16 Billion in retail sales occurred in 2017 (vehicles sales up 51% 
since 2010), with direct GDP of $2.9 Billion, employing more than 30,000 British Columbians in 
the automotive sector!

Thanks to all of  our fantastic Sponsors, Manufactures, Dealer and Associate Members, Partners, 
Show Committee and Attendees, VIAS signals the strength of  the auto sector in British Columbia 
and the desire by consumers in this region to research their automotive purchases in an auto 
show environment.

As we plan for the 2019 Auto Show, we are pleased to share 
with you our highlights, including our top stats, and PR 
campaign reach. Enjoy and happy motoring!

– Kaitlyn Herbst, Global News 

Electric Vehicle Experience (EVE) test 
drives, presented by CEVforBC™ and 
Emotive, 33 Clean Energy Vehicles 
(+16.5%)

Top Speed of world’s fastest production               
car on display, Koenigsegg Agera RS 
(thanks to Koenigsegg Canada and 
Wiessach Group)

Canadian Debuts (Corolla 
Hatchback, BMW M5, Hyundai 
Kona Electric, Rolls Royce 
Phantom EWB VIII, Honda 
Insight Hybrid, Acura RDX) 

AJAC Green Car &
Green Utility Vehicle of
the Year Awards  KM/HR

 
Press on Tour
(137 throughout Opening Day)

“There’s some shiny new cars here, there’s some vintage cars here, there’s a bit of something for everyone.” 

North American Debut (BMW X4)

Monster Energy DUB  Show Tour
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 Chief Car Washer’s Message

Almost 10 years ago, I was interviewing 
to take on the role of President & CEO 
for the New Car Dealers Association – 
and during the past decade, the world, 
our country, and our province have wit-
nessed many changes in governments, 
political leaders, and economic and en-
vironmental policies. 

In 2008, as I began this journey with 
the NCDA, the wheels were falling off 
the global economy. Two major vehicle manufacturers were facing 
bankruptcy in the US, vehicle sales were dropping and our mem-
bers were working hard to manage their businesses and keep the 
doors open long enough to ride through the worst economic storm 
since the Great Depression. Governments in the US and Canada 
implemented emergency economic stimulus and support for ve-
hicle manufacturers to stave off a complete collapse of the global 
economy.

In BC, the NCDA did everything it could, including establishing the 
“Great Time to Buy a Car” program in partnership with media out-
lets to encourage consumers to support their local dealers and the 
economy.

Fortunately, these efforts paid off and there has been strong growth 
in vehicle sales in the US, Canada and here in BC, with records be-
ing broken for the last several years.

But as the saying goes, what goes up, must come down - and today 
we are seeing a levelling-off of vehicles sales in BC and Canada at a 
time when we are facing government trade and economic policies 
that could very negatively impact this very important sector.

Threats by the US President to establish a 25 percent tariff on ve-
hicles and automotive parts along with retaliatory threats by Can-
ada, Europe and China could lead to a significant drop in vehicle 
sales in North America and should that occur, a resulting loss of 
jobs. 

Many leaders in our sector, on both sides of the border, believe 
the threatened 25 percent trade tariff on the automotive sector 
would be disastrous for our economies. It is not an overstatement 
to suggest such a tariff would gut the industry and the auto re-
tail economy in every community, large and small. Not only would 
hundreds of thousands of jobs be wiped out, but we would para-
lyze consumer purchasing power and consumer demand.

We remain hopeful that common sense will prevail and the eco-
nomic powerhouse that is the integrated North American auto 
sector will continue to provide millions of family supporting jobs in 
communities large and small.

In British Columbia, there has been much news and debate about 
various new and expanded taxes impacting many large and small 
businesses. Health taxes, school taxes, and additional surtaxes to 
the BC Luxury Tax on automobiles and light duty trucks (upwards 
of 20 percent) will threaten the viability of many of our small busi-
ness members. Many of our members planning their budgets for 
next year are now having to reassess the ability of the business to 
support current levels of staff and hoped-for wage increases. 

There is also growing discussion about the potential for the prov-
ince to impose a Zero Emission Vehicle Mandate whereby auto 
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 Chief Car Washer’s Message

manufacturers would face penalties should they not achieve arbitrary 
targets of electric vehicles sales as part of their total vehicle sales in BC 
(or perhaps in regions like the Lower Mainland or Southern Vancouver 
Island).

If all of this wasn’t enough, disruptive technologies, new vehicle sales 
models, and many other challenges are coming at BC’s New Car Dealers 
everyday. 

But despite all of this, I’m excited at what the future might bring. Clearly, 
there has never been a more crucial time for BC New Car Dealers to have 
an effective advocate speaking on behalf of them and representing their 
interests. 

At our Annual General Meeting, the best attended in the memory of the 
staff, several new Directors were elected and two new Board positions 
were created. My staff, colleagues and I are looking forward to the new 
energy, innovative ideas and new directions our new Board will bring to 
the important challenges and issues ahead.

We are grateful to our outgoing Chairman Jim Inkster from Dawson Creek 
for his many years of dedicated service as a Director and as Chairman. Jim 
provided wise counsel and encouragement as we undertook important 
projects such as the development and administration of the BC Govern-
ment’s Clean Energy Vehicle Program, the restructuring of sector’s regula-
tor, the Motor Vehicle Sales Authority and efforts to provide better value 
for members from online vehicle sales providers, along with the invest-
ment in a new strata office space to the benefit of the NCDA and its mem-

ber dealers. Jim Inkster is a true gentleman and a passionate advocate 
for Dealers in this province and BCs Dealer network is the better for his 
efforts. 

We would also like to thank our outgoing Vice Chairman and Treasurer 
John Chesman, Lower Mainland director Moray Keith, member at large 
directors Paul Batchelor from Post Media and Derral Moriyama from the 
Bank of Montreal, for their years of service on the Board. Each brought 
dedication and passion and we learned a great deal about business from 
them. We are most grateful for their guidance over the years!

To our new Chairman Jeff Hall, new Vice Chairman Mark Edmonds and 
our continuing and new directors, congratulations! We look forward to 
working with you as we face an incredibly challenging and exciting time. 

To all our members, I am as honoured to serve you as I was the first day 
on the job - and its responsibilities are those that I never take for granted. 
Please join us at our Open House on Thursday, September 6 as we open 
the new NCDA office in Langley – see page 26 for invitation details. We 
look forward to seeing you!

Technology is changing everything, everyday for our members. New 
electric vehicles are showing up on their lots and customers are coming 
to their stores with more information and questions than ever before. All 
this while dealers are desperate to find skilled technicians and others for 
their stores. We will be discussing these topics and more at the Western 
Dealers Summit, November 1-3 in Las Vegas – see registration details 
on page 17.

Our Association is not the only orga-
nization in our sector that is seeing a 
change in leadership. The Motor Ve-
hicle Sales Aurthority has a new Chair, 
Rebecca Darnell and a new President, 
Loree Grey. Please take a moment to 
read the interviews with our new Chair-
man and the VSA’s new leadership in 
this issue of SIGNALS. 

During this time of incredible uncer-
tainty and incredible opportunity, our 
Association is firing on all cylinders (or 
for some who may prefer a more clean-
energy reference: we’re all charged up) 
and ready to drive forward in support of 
the most resilient, hard working, smart 
and creative group of problem solvers 
I’ve ever encountered in my years of ex-
perience, BCs amazing New Car Deal-
ers.

So, lets get to work!

Blair Qualey - President & CEO
New Car Dealers Association of BC
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Welcome
TO OUR NEW ASSOCIATE MEMBERS

Associate Members of the New Car Dealers Association of 
BC provide vital products and services to Dealer Members, 
allowing them to do business with greater cost effectiveness, 
environmental responsibility, and general efficiency.

GoLED is located in the Greater Vancouver suburb of Pitt Mead-
ows, British Columbia, Canada. We specialize in LED lighting, 
for retail and industrial lighting applications. The GoLED lighting 
solution provides a green alternative to the traditional energy 
guzzling lighting systems currently in place by providing ground 
breaking technology. And this is measured in terms of cost savings, 
better performance, reduced maintenance and healthier work 
environments, all of which make LED the obvious choice for energy 
management today.

OUR COMMITMENT TO YOU

GoLED’s low-maintenance, energy-saving solutions are designed 
with your needs in mind. We offer innovative ways to create quality 
light output, as well as helping to drive down lighting costs and 
reduce your company’s carbon footprint.

Contact:
Mike Alesu
P (778) 231-0616 | E mike@goled.lighting
https://goled.lighting

FLO is Canada’s largest electric vehicle (EV) charging network. 
We operate a comprehensive charging ecosystem that fulfills EV 
drivers’ needs wherever they may be—at home, at work or on the 
go—by ensuring a consistently simple and seamless experience.

FLO offers smart home charging solutions for both single-family 
houses and multi-unit residential buildings, as well as access to 
thousands of public charging stations across the country.

FLO also provides turnkey solutions to property managers, busi-
ness owners, employers and municipal administrators who wish to 
support EV adoption by supplying charging services. 

FLO is a subsidiary company of AddEnergie, a North American 
leader in electric vehicle charging solutions.

Contact: 
Simon Tuong, General Manager, Western Canada 
FLO Services Inc.
P (604)-442-4282 | E stoung@flo.ca 
http://www.flo.ca

Powerband is a technology provider that is developing solutions 
for automotive and other industries that drive efficiency and 
transparency in the marketplace.  Our goal is to transform the 
automotive buy and sell experience. We are eliminating costly 
middlemen, overhead and the reliance on third party provid-
ers and empowering our customers to save significant time and 
money in acquiring and disposing vehicles through our on-line 
remarketing platform. We have developed a leading-edge on-line 
remarketing platform that increases revenues and profit margins 
for its automotive dealership, original equipment manufacturer, 
commercial fleet and rental company customers.  

Contact:
Brianne Jennings, Accounting & Sales Support 
P 866 768 7653 | M 905 320 9747 
E bjennings@powerbandsolutions.com

ZLC Financial is a well-respected experienced Financial Services firm 
that has proudly served the Vancouver community for over 70 years.  
We offer unique and innovative solutions in the areas of Employee 
Benefits, Investment & Retirement, Business Family Succession, Es-
tate Planning & Living Benefits and Financial Planning.  With special-
ists and support teams in each field of service, ZLC has you covered.
 
When it comes to group benefit plans for employees, our approach 
is simple: we leverage the bench strength of the most skilled benefits 
teams in the BC. We will work with you to find the best solution for 
your employees that is cost sustainable. Over the years our team has 
developed a reputation for quality and professionalism with clients 
ranging in size from groups of 3 to 65,000 employees. As such, we 
have been able to grow our client base primarily through direct refer-
rals from our valued clients. 
 
For an independent review and comparison of your current employee 
benefits program, please contact us.

Contact:
Brianne Jennings, Accounting & Sales Support 
P 866 768 7653 | M 905 320 9747 
E bjennings@powerbandsolutions.com
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In July of 2017, the federal government proposed sweeping changes 
to taxation of private corporations. The original proposals would 
have had a significant and often negative impact on automotive 
dealerships and their owners. Fortunately, after months of consul-
tation and business owners voicing their concerns, the proposed 
changes were either modified or dropped altogether. That said, 
there are a couple new rules that should be carefully considered.

Detour Ahead: Changes to the Taxation of Investment Income 

Budget 2018 introduced proposed changes to the taxation of pas-
sive investment income earned by a private corporation. These 
rules will reduce tax-deferral options that are currently available 
and apply to various forms of investment income, including inter-
est, dividend and capital gains. Moreover, the rules can apply to 
investment income earned by the operating company and any as-
sociated company such as a holding company. 

Whether investment income is earned from investments that are 
earmarked for future expansion of the business, the acquisition of 
a new dealership or a shareholder’s retirement, the new rules will 
broadly impact automotive dealerships. As the proposed measures 
will apply to taxation years that begin after 2018, it is important 
to review various forms of income being earned within a corporate 
group to determine how the new rules will impact the business and 
whether any planning should be undertaken.

Ignore the Rearview Mirror: New Income Splitting Rules  
Already in Force

Canada’s personal tax system is primarily based on the income of 
an individual, not the aggregate income of the family (which differs 

from the U.S., where spouses file joint personal tax returns). Ad-
ditionally, our personal tax rates are steeply graduated with income 
– the more income an individual earns, the greater their tax rate. 
Thus, in the absence of any tax planning a family with one income 
earner receiving $100,000 will pay more tax than a family where 
two spouses each earn $50,000. 

For decades “income splitting” has been used by private business 
owners to minimize their family’s overall personal tax bill. General-
ly, income splitting can be thought of as allocating income amongst 
family members to access otherwise unutilized lower personal tax 
rates. Such planning has been permitted, and in fact encouraged, 
by tax legislation. 

In December 2017, the federal government introduced legislation 
that significantly restricts opportunities for income splitting. While 
the new rules contain many improvements from the original ver-
sion released in July of 2017, the rules remain complex and contain 
numerous technical and practical issues that need further clarifica-
tion. A business can be affected, and in fact penalized, for not un-
derstanding the complex rules. As these new rules came into force 
effective January 1, 2018 it is important 
for owners of automotive dealerships to 
determine the impact on their business 
and how to mitigate the potential impact.

Chris Schaufele, CPA, CA is a Partner  
in Automotive Services, at MNP, a  
national accounting, tax and consulting 
firm. He can be reached at 604-536-
7614 or chris.schaufele@mnp.ca



8  SIGNALS   MAY - JUNE 2018

6

OWNED AND OPERated by

VancouverInternationalAutoShow.com

120,000+ THANK YOU’S!

FACEBOOK.COM/VIAS
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Thank You to Our Premier VIAS Sponsors*
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The 2018 Vancouver International Auto Show (VIAS) closed to rave reviews, running Wednesday, 
March 28 to Sunday, April 1 at the Vancouver Convention Centre West. As Western North America’s 
best-attended consumer show, we received more than 120,000 thank you’s and set an all new 
attendance record for a five-day show. Despite a shortened schedule that fell during a holiday 
long-weekend, the 2018 event achieved the strongest attendance in its 98-year history. The 
growth at the show is a strong indicator of  the health of  BC’s Auto Sector. We know from the 
Economic Impact Study released during the Show by the New Car Dealers Association of  BC (NCDA) 
and MNP LLP, that more than $16 Billion in retail sales occurred in 2017 (vehicles sales up 51% 
since 2010), with direct GDP of $2.9 Billion, employing more than 30,000 British Columbians in 
the automotive sector!

Thanks to all of  our fantastic Sponsors, Manufactures, Dealer and Associate Members, Partners, 
Show Committee and Attendees, VIAS signals the strength of  the auto sector in British Columbia 
and the desire by consumers in this region to research their automotive purchases in an auto 
show environment.

As we plan for the 2019 Auto Show, we are pleased to share 
with you our highlights, including our top stats, and PR 
campaign reach. Enjoy and happy motoring!

– Kaitlyn Herbst, Global News

Electric Vehicle Experience (EVE) test 
drives, presented by CEVforBC™ and 
Emotive, 33 Clean Energy Vehicles 
(+16.5%)

Top Speed of world’s fastest production
car on display, Koenigsegg Agera RS 
(thanks to Koenigsegg Canada and 
Wiessach Group)

Canadian Debuts (Corolla 
Hatchback, BMW M5, Hyundai 
Kona Electric, Rolls Royce 
Phantom EWB VIII, Honda 
Insight Hybrid, Acura RDX) 

AJAC Green Car &
Green Utility Vehicle of
the Year Awards  KM/HR

Press on Tour
(137 throughout Opening Day)

“There’s some shiny new cars here, there’s some vintage cars here, there’s a bit of something for everyone.” 

North American Debut (BMW X4)

Monster Energy DUB  Show Tour
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CONTEST HIGHLIGHTS

36,000+ 

10 2 1

SOCIALLY SPEAKING (VIAS 2017-2018 Comparisons)

+38%

+8%

+59%

Contest Entry for 1 Vehicle Grand Prize, 
Chevrolet Bolt EV with 10,000+ opt-ins to 
learn more about the Chevrolet Bolt

VIAS Lifestyle Contests, featuring cool 
Auto Show swag and exotic vehicle 

driving experience (7,000+ entries)

20,750 to 28,500+ 

3,250 to 3,530  

2,500 to 3,970 

“They came, they gawked, they drove.”
– Andrew McCredie, Vancouver Sun/The Province

Facebook Weekly Reach:
465,336 (+17%)

Twitter Impressions:
240,100 (+29%)

Instagram Ad Reach:
52,175

Google Ad Reach:
208,571

Contests with a variety 
of media partners 

Battleground Tuner LIVE with PASMAG. 
(13 competitors, 955 votes, social 

impressions totaled: 106,181)
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OUR SURVEY DATA
(Comprehensive Data Gathered Online & Onsite, March 28-April 30)

VENUE RANK SURVEY
89% as Good or Excellent

LOOK OF THE SHOW
88% as Good or Excellent

ATTENDEE SATISFACTION
88% as Somewhat Satisfied or 
Very Satisfied

WEBSITE
81% Experience as Good or Excellent

SOCIAL MEDIA
76% Follow VIAS on Facebook, Instagram or Twitter

PURCHASES
80% Likely to spend $30,000+ on a new vehicle

CARS
47% Likely to purchase a new vehicle within 1-6 months
57% Reason for attending was looking at new models
70%

68%

 Awareness of Electric Cars offered in market 

Are Familiar with CEVforBC™ Program Incentives
          somewhat or significantly improved

VIAS 2019
94%  Likely to attend 2019 VIAS

WEBSITE

ADVERTISING & PR Campaign Highlights

*For the period, March 1 – April 1, 2018

1,088,836,690  editorial impressions (up 19%, based on print, TV, radio ads)

Unique Website Users:   174,508 (+24%)*

WEBSITE SESSIONS:   278,561 (+30%)
WEBSITE PAGE VIEWS:   459,684 (+5%)
Average time on PAGE:   Up 24% since 2017
Average time on Site:  Up 12% since 2016 

 

– Alyn Edwards, The Vancouver Sun/Province

“You don’t have to watch television or go to shows in the U.S. to see the creation of custom cars, 
trucks and motorcycles. Many of North America’s best designers and fabricators are right here 
in the Vancouver area, and some of their best work is being showcased at the Auto Show.”
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BIG FEATURE DRAWS

Fastest Production Vehicle Record holders
Koenigsegg Agera RS (current record), Bugatti Veyron
Sport (past record)

Trucks and SUVS by GM and Classic Porsches by
One_Classic_Auto

LUX SUV by MichaelMason 
G-Wagon, Bentayga, Levante

Sometimes We Dream in GrayScale by Hagerty
1988 Countach, 1963 Mercedes Benz 190 SLR, 1987 Porsche
911 Longhood Backdate

Daily Drive Ups
‘Get Lifted Jeeps and Trucks’, 70th Anniversary Porsche,
Battleground Tuner LIVE by PASMAG, ‘Grip Gamblers
by Wolfe Auto Group’

Pick-ups and Porsches

2-For-1 RBC Day
Driveway Garage + APP

Papa’s Toybox & BC Racing Showcase by
Canadian Confederation of Automobile CAC

Looking Ahead 

 

 

UNVEILED – NEW FORMATVIAS 2019 & BEYOND

THANK YOU! 
MARK YOUR CALENDARS! 

1. 2018 expansion of Level 1 Premium Exhibit
Space complete, with updates to 2019 floor plan

2. Expanded outdoor and entrance area Sponsored
Activation opportunities

3. Increased onsite Sponsor Activations (digital
screens and static wrap signage)

4. Research to Showcase history of auto exhibits in
BC leading up to 100th Anniversary (2020)

5. Enhanced prizing and contesting packages

6. Expanded First Responders General Admission
Ticket Discount Offer

1. All new for 2018 – format change to Auto Show Gala
from sit-down to reception style opening event

2. Sold out for 9th consecutive year

3. 750 guests (+7%) dealer and associate members,
manufacturers, government and media represented

4. LIVE Auction with proceeds towards New Car Dealers
Association of BC and Special Olympics BC

5. Presentation of 2017 Salespeople of the Year,
2017 CEVforBC™ Green Star Dealer and 2018
Community DriverAwards

“In addition to a stellar lineup of vehicles – setting a new VIAS record for the number of regional, 
Canadian and North American debuts – this year’s show has a bigger footprint than last year’s, and in fact 
takes up the entire convention centre space, inside and out, for the first time.” 

Join us March 19-24, 2019 at the beautiful Vancouver Convention Centre West.

– Andrew McCredie, The Vancouver Sun/Province
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2018 VANCOUVER INTERNATIONAL AUTO SHOW 
GRAND PRIZE CAR GIVEAWAY
The Vancouver International Auto Show was pleased to present a 
2018 Chevy Chevy Bolt EV as this year’s prize car.

Chrisanne Kouzas of Vancouver was the lucky prize-winner and drove 
away with the brand-new Chevrolet Bolt EV crossover, courtesy of BC 
Chevrolet Dealers. 

“I’m really excited to have won this prize, especially since it’s an EV.  
I believe we should be driving EV’s because it’s creating greener cities 
and helping invest in sustainable energy,” said Kouzas. 

The vehicle grand prize draw saw over 36,000 contest entries this 
year, with more than 10,000 people opting in to learn more about the  
Chevrolet Bolt EV. 

At the Vancouver International Auto Show, the number of participants 
in the CEVforBCTM Electric Vehicle Experience Test Drive increased  
18 per cent over 2017, with more than 2,500 people taking the oppor-
tunity to take an EV or hybrid out for a test drive. 

British Columbia has one of the highest per capita adoption rates of 
electric vehicles in the country and the interest is constantly growing, 
resulting in a B.C. success story - a 20 per cent increase in processed  
applications through the CEV Program in 2017 vs. 2016. 
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It is no secret that the sale of new and used vehicles in British 
Columbia are governed by a myriad of provincial rules and regula-
tions. While legislation like the Motor Dealer Act (the “MDA”) 
are specific to the vehicle industry, other more broadly applied 
legislation, such as the Business Practices and Consumer Protec-
tion Act (the “BPCPA”), is just as important. Administration of 
these acts, so far as they relate to the sale of vehicles to consumers 
in B.C., is handled by the Vehicle Sales Authority (the “VSA”), an 
independent, non-profit regulatory agency that operates with the 
delegated authority of the Provincial Government. It is the VSA’s 
use of compliance undertakings pursuant to the BPCPA, in its 
administration of consumer complaints involving motor dealer and 
salespersons, that is the focus of this article. 

Where a consumer has filed a complaint with the VSA, the VSA 
can investigate the complaint and, if necessary, conduct a hear-
ing through the Registrar of Motor Dealers, to determine whether 
the complained of conduct was offside the law. Of course, not all 
consumer complaints will be subject to an investigation and hear-
ing. In brief, where: (i) a dealer was licenced with the VSA at the 
time of the complained of conduct; (ii) the vehicle was purchased 
for personal use; (iii) sufficient grounds to investigate have been 
made; and (iv) the complaint is not otherwise outside the VSA’s 
authority to investigate, an investigation and hearing may proceed. 
At the conclusion of a hearing, and where the law permits, the 
Registrar may order a number of remedies to address a consumer’s 
loss resulting from the dealer or salesperson’s non-compliance. 

However, in order to ‘short circuit’ the investigation and hearing 
process, a dealer can instead provide a ‘compliance undertaking’ 
to the VSA. A compliance undertaking, permitted under Section 
154 of the BPCPA, is essentially a voluntary acknowledgement by 
a dealer (or a salesperson) that they have violated the BPCPA. The 
terms of an undertaking may include one or more terms and condi-
tions, such as promises to:

1. Stop a particular type of conduct;

2. Repay a consumer for any proven losses;

3. Pay for investigation costs;

4. Abide by the law; and/or

5. Pay an administrative penalty. 

Such an acknowledgement has obvious attractions to dealers. 
Aside from the benefit of not having to engage in the time, effort 
and cost of an investigation and hearing, agreeing to a compli-
ance undertaking can also resolve a consumer complaint with a 
minimum of negative publicity and ‘bad press’. That the voluntary 
nature of the undertaking suggests a dealer has recognized they 
have made an error and are willing to change their practices, also 
helps to control any downstream repercussions in the ‘court of 
public opinion’. The perceived benefits of compliance undertakings 
certainly makes them a popular solution. At the time of this article, 
they have already been used to conclude at least seven consumer 
complaints in 2018 alone. Unfortunately, not all dealers and sales-
persons consider the potential long term negative consequences 
compliance undertakings. 

The first of these long term consequences is that compliance 
undertakings, while not normally subject to publicity, are still docu-
ments readily available to the public. Both the admissions made 
by a dealer in a compliance undertaking, and the penalties flow-
ing from the admissions, are documented and made available to 
the public via the VSA website. One has only to visit the website, 
go to the ‘Compliance’ page and click on Compliance Undertak-
ings, to bring up a list detailing: (i) the names of each dealer and 
salesperson that has accepted a compliance undertaking; (ii) what 
the nature of the complained of conduct was; and (iii) the penalty 
accepted. Clearly, any member of the public or media can use 
and disseminate this information to a larger public audience. For 
a dealer with a history of multiple compliance undertakings, this 
could have a significant and lasting impact on brand reputation and 
sales volumes. In an industry, such as ours, where public reputation 
goes hand in hand with success, this point it hard to overstate. 

The second consequence is more to do with straight economic 
loss, and is tied to the fact that compliance undertakings can result 
in a requirement to pay an administrative penalty. The MDA and 
BPCPA both provide that, when assessing the amount of an admin-
istrative penalty, previous compliance undertakings accepted (by 
the dealer) may also be considered. For example, a car dealer that 
recently accepted its second compliance undertaking for mislead-
ing advertising, was assessed a penalty that was double that from 
its first. As such, before a compliance undertaking is accepted, 
consideration should be given to not only the consumer complaint 
at hand, but also the potential future impact of accepting a compli-
ance undertaking in the circumstances. 

Compliance undertakings can be a useful tools for dealers. Where 
the facts are clear and the matter uncontested, providing a compli-
ance undertaking can save a dealer time and money, and poten-
tially minimize negative publicity. However, they are not always the 
best option, especially given that they remain public documents, 
and that administrative penalties can increase as a dealer accepts 
further compliance undertakings. Given these potential drawbacks, 
dealers should consider all options open to them under the VSA 
dispute resolution process, from informal dispute resolution to 
the formal Compliance Hearing, where a consumer has filed a 
complaint. For more information on how best to proceed when a 
consumer complaint has been made, contact one of our lawyers to 
arrange for a review of your matter. 

LegaLine

COMPLIANCE UNDERTAKINGS: SHOULD YOU SIGN ON THE DOTTED LINE?

By:   Matthew Wansink, 
Associate 

 Christopher Bakker, 
Associate 

        
SHK Law Corporation
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The New Car Dealers Foundation of British Columbia is helping power 
success with $10,000 annually in new awards for Trades and Business 
students at Okanagan College.

The annual awards ranging from $1,000 to $2,000 each will support  
students in the Automotive Service Technician apprenticeship and  
foundation programs, plus the Business Administration program.

“The demand for skilled automotive service technicians and business 
professionals is increasing throughout the automotive sector,” said Blair 
Qualey, president and CEO of the New Car Dealers Association of B.C. 
“We see partnerships with training institutions like Okanagan College as 
integral to service delivery and the prosperity of our member dealer-
ships.”

“We are very grateful to the New Car Dealers Foundation for this invest-
ment in our students’ futures,” said Kathy Butler, executive director of 
the Okanagan College Foundation.

Among the recipients was Paul Whitlock, a student in the Automotive 
Service Technician program. Whitlock plans to complete his Red Seal 
Endorsement and then go on to business school.

“This award will make it easier for me to progress through my appren-
ticeship with less stress about being able to afford it all,” said Whitlock. 
“I can’t thank the donors enough for this very generous gift. It will help 
me achieve my dream.”

- Photos and article courtesy of the Kelowna Capital News 

Your Foundations revs up  

support for Okanagan College

Top Photo Above From Left: Christina Bailey, Anthony’s Subaru; 

Patrick Brewster, Okanagan College student and AST Apprentice-

ship Award Winner; Jamie Kaban, Kelowna Toyota; Jagdeep Sumal, 

Okanagan Collgege student and Business Award Winner; Anthony 

Lunelli, Anthony’s Subaru and NCDA Board Director; Paul Whitlock, 

Okanagan College student and AST Apprenticeship Award Winner; 

and Adam Rich, Sentes Automotive Group General Manager. Photo: 

Contributed

 

Photo Above: Anthony Lunelli, and several NCDA Dealer Members 

met with student recipients of the newly established New Car Dealers 

Foundation Car Career Grant Awards. Photo: Contributed
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Your Foundations revs up  

support for Okanagan College

Q&A with Jeff Hall

Blair Qualey, President of the New Car Dealers Association of BC 
recently sat down with the new Chair of the NCDA Board. Following 
is their exchange:

Q: Jeff, for those who may not know you or your background - tell us 
about yourself, your involvement as an auto dealer and New Car  
Dealers Association?
 
A: My father established Hallmark Ford in Surrey in 1985 after 
30-years of corporate life with Ford. My brother Richard, and I 
worked our way up through various departments in the company. 
Our father passed away in 1999 and my brother and I subsequently 
became business partners – a partnership that exists today. I have 
also been involved in Ford’s roundtable process for 15-years and 
joined the NCDA Board six years ago.
 
Q: What motivated you to take on duties as Chair?
 
A: In the last several months, several challenges and opportunities 
have emerged that impact dealerships. The future of clean energy 
vehicles is an important part of current and future business, but also 
important from an environmental perspective. 
 
We also have concerns about taxes in a number of forms - whether 
they be property taxes, health taxes or luxury vehicle taxes - and the 
impact they have on the bottom line for consumers and dealers.
 
I was first approached about the role by our previous chairman who 
was completing his sixth year in the role. I was honoured - and look 
forward to continuing the good work that preceded me.
 
Q: The NCDA has been very active in promoting the option of new 
technology including EVs since taking on the administration of the 
CEVforBC program in 2011. Why is it important for the NCDA to be a 
leader on the EV front?
 
A: I believe that we have a responsibility to demonstrate leadership 
in this area and collectively doing what we can to ensure we are  
creating a better environment for our children and their children.  
Education is certainly a key part of this process. So too is the 
required infrastructure to support greater EV uptake. And part of 
the solution is ensuring the future of incentive programs like CEV-
forBCTM Program that will help ensure more clean energy vehicles 
on our roads and highways.
 
The NCDA can be a valuable conduit between government and our 
members and that is especially important as we advocate certain 
policies and government contemplates policy changes that have the 
potential to impact our members or consumers.
 
As we look down the road at the expansion of EVs in the market, we 
as an association have an opportunity to showcase these products 
even further and encourage an approach that is based on educa-
tion and incentives vs the stick or mandate proposals we are seeing 
elsewhere.

 

Q: Why is this Association and the work it does so important to  
members?
 
A: As new car dealers, we have invested millions of dollars into our 
facilities and staff to give the public the best purchase experience 
possible. But aside from the business of the dealers, there is another 
aspect of what we do that is significant and which we take great 
pride in. It’s a role we play in communities big and small, supporting 
community charitable causes and sponsorships that support youth 
soccer and hockey groups – and the work we do in supporting at risk 
groups and first responders.
 
Q: What is your goal as Chair of the NCDA?
 
A: To be the best advocate possible for our members with  
government, ICBC and franchises.
 
Q: There is a desire for a greater level of transparency, so how do you 
address this moving forward?
 
A: I, as a Chair - and we as a Board - need to be as transparent  
as possible. Furthermore, the entire Board must be involved in  
discussions and decision-making.
 
Q: As the new Chair, is there anything you want to say to the  
membership and the public?
 
A: I look forward to working with our new car dealers right across the 
province – and will represent them moving forward with government 
and ministries in the best way possible to address the challenges and 
opportunities that are before us.

New Chair of the NCDA Board
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Clean Energy Vehicle Day 
in Victoria
M aking clean transportation more affordable and accessible is a priority 
for government in British Columbia. 

On May 17, the Province of BC hosted Clean Energy Vehicle (CEV) Day in 
Victoria, providing MLAs, media and the public an opportunity to see and 
test drive first hand the latest clean-energy vehicles and hear what the  
Province is doing to support the shift to clean transportation. 

B.C. is a leader in clean-energy vehicles, with one of the largest public 
charging infrastructure networks and one of the highest per capita adoption 
rates of electric vehicles in Canada. 

On CEV Day, the provincial government made the  commitment along  
with other partners to more than double the size of B.C.’s electric vehicle 
direct-current fast-charger network.

In addition to the electric vehicle network expansion, B.C. can also look  
forward to the opening of the first public retail hydrogen fueling stations  
in Canada, with two opening in the Lower Mainland and one in the Capital  
Regional District. 

The Province is driving to a greener future and through the continued  
efforts of the government and partners, CEVs are becoming more and  
more accessible each day.  

President & CEO, Blair Qualey speaking about the need for charging 

options with media at the Clean Energy Vehicle Day in Victoria
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The New Car Dealers Association of BC (NCDA), the Motor Dealers’  
Association of Alberta (MDA) and the Saskatchewan Auto Dealers’  
Association (SADA) are joining forces to host the 2018 Western Canadian 
Dealer Summit.

We are excited about the 2018 Convention which will include energizing 
speakers, including Dave Kindig – owner and chief designer of Kindig-It  
Design, along with a series of challenging workshops and presentations on 
topical issues facing the industry, such as: the future and your own digital  
destiny, and; Technology, cars & insurance: a look inside the future.

To view our full schedule of events and register, please visit:  
www.westerndealersummit.com

WHERE: Wynn Encore in Las Vegas
WHEN:  November 1-3   

The 2018 Western Canadian Dealer Summit is a perfect opportunity for all 
who contribute to our industry, including: Dealer principals/owners, general 
managers, senior dealership managers and directors, sales leadership, Internet 
sales managers, business development managers, F&I directors, fixed-op  
directors, key dealership leaders, advertising and marketing consultants,  
controllers and other key decision makers.

We look forward to seeing you in Vegas!

Western Canadian 
Dealer Summit
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A sincere thank you to all of the New Car Dealers and supporters who contributed to the success of the 2018 
New Car Dealers Foundation / Special Olympics BC Auction! This year’s event raised more than $182,000, 
a three-decade total that surpasses $4.9 Million in support of Special Olympics BC and the work of the New 
Car Dealers Foundation. 

The 2018 auction included 248 popular prizes in the following categories: Automotive and Business, Food 
and Wine, Lifestyle, Media, and Sport and Travel. 

A heartfelt thank you to the many dealers who generously supported this year’s auction by making a cash 
pledge, donating auction items, soliciting donations, and/or bidding on items – please see the sidebar. Our 
deepest thanks also go to the dedicated auction committee, who so generously give countless hours to make 
this event a success for the charities: 

•    Manse Binkley, Harmony Honda and Harmony Acura
•    Doug Bower, Vancouver Sun and The Province
•    Marnie Carter, Carter Auto Family
•    John Chesman, MCL Motor Cars retired, past NCDA Board Member
•    Pamela Keith, Dueck Auto Group
•    Joe Mitchell, Carter Auto Family
•    Blair Qualey, New Car Dealers Association, President and CEO
•    John Wynia, Harbourview Volkswagen, current NCDA Board Member

This year’s fundraising total will help SOBC support its 18 summer and winter sports programs for people 
with intellectual disabilities. The funds are also vital to helping SOBC’s year-round fitness program, and its 
Healthy Athletes’ initiatives.

Through Healthy Athletes, health care professionals receive training about the specific health care concerns 
of people with intellectual disabilities and how to ask the right questions, helping them draw out issues. Their 
interactions with Special Olympics athletes lead to referrals back into the health care system that ensures 
the individuals will get the treatment they need.

Sarah Russell, Health and Engagement Coordinator for SOBC, recently made the trip to Prince Rupert for a 
Healthy Athletes screening.

“There’s a real appetite for these events in the communities,” said Russell. “The coaches and athletes that 
came through were really engaged in the program.”

Special 
  Olympics

B.C.’s New Car Dealers are among the longest-standing supporters of Special Olympics BC. In this issue of Signals we continue 
the series demonstrating all that your support helps to bring to life through the world of Special Olympics – all the experiences 
of joy, friendship, empowerment, and acceptance for more than 4,600 athletes with intellectual disabilities around the province.

Snapshot
2018 Auction for Special Olympics BC – Thank You!
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Russell said the athletes were particularly interested in better food 
nutrition information.

“It’s important to be able to get information like nutrition and healthy 
food choices into the athlete’s hands. Sometimes they are surprised 
to find out what’s wrong with some of their favourite foods.”

People with intellectual disabilities experience more difficulty access-
ing services than others in their communities. Globally, millions of 
people with intellectual disabilities lack access to quality healthcare 
and experience dramatically higher rates of preventable disease, 
chronic pain and suffering, and premature death in every country 
around the world. 

Fundraising from the New Car Dealers Foundation auction goes a 
long way to improving the lives of people with intellectual disabilities 
in B.C.

B.C.’s New Car Dealers have been helping Special Olympics BC 
change lives through the power of sport since 1984. The annual auc-
tion began in 1987 as the popular Casino Auction in support of SOBC, 
Chaired by Sherrold Haddad. Over the last three decades, the auction 
has continually grown and changed, adopting new technology and 
tools to strengthen the event to provide significant funding to the 
New Car Dealers Foundation and Special Olympics BC.

The funds raised by the auction also supports the work of the New 
Car Dealers Foundation. The Foundation awards CarCareerBC 
education grants to eligible students in B.C. who wish to pursue post-
secondary education or training leading to a career in the automotive 
industry. CarCareerBC grants provide financial support towards the 
cost of tuition and books for recipients enrolled in applicable appren-
ticeship, training or education with institutions, including: Vancouver 
Island University, BCIT, Georgian College, and Okanagan College. 

Special Olympics BC and the New Car Dealers Foundation extend 
sincere thanks to everyone who supported the 2018 auction and 
looks forward to further growth in 2019. To get involved, please 
contact Christina Hadley, SOBC Vice President, Fund Development 
& Communications, at 604-737-3073 / 1-888-854-2276 toll-free / 
chadley@specialolympics.bc.ca. 
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A special thank you to the following dealers for making a cash 
pledge and or donating an auction item in the recent auction:

Special Olympics BC is so grateful for the ongoing support of the 
New Car Dealers who make the auction happen and who bid for 
the betterment of the charities.  Please stay tuned in early May 
2019 for the Special Olympics BC online Auction dates.

• Applewood Auto Group

• Auto West BMW

• Bannister Cadillac Buick  
GMC Ltd.

• Barnes Wheaton Group

• Brian Jessel BMW

• Brian McLean Chevrolet  
Buick GMC

• Cam Clark Ford Lincoln

• Carter Auto Family

• Dueck on Marine

• Dueck Richmond

• Dueck Downtown

• GAIN Group

• Harmony Acura

• Harmony Honda

• Harris Auto Group

• Jacobsen Excellence

• Jenner Chevrolet Buick GMC Ltd.

• Jim Pattison Chrysler Jeep Dodge

• Jim Pattison Hyundai

• Jim Pattison Subaru

• Jim Pattison Volkswagen

• Jim Pattison Volvo

• E.J. Klassen Motorcade Ltd.

• Laird Wheaton GM

• MacCarthy Motors (Terrace) Ltd.

• Metrotown Mazda

• Mini Richmond

• Pacific Honda

• Park Shore Motors Ltd.

• Preston Chevrolet Buick GMC  
Cadillac Ltd.

• Smith Chevrolet Cadillac Ltd.

• Tyee Chevrolet Buick GMC Ltd.

• Wheaton Chevrolet Buick  
Cadillac GMC Ltd.

Thank you!

THE 2018 NEW CAR DEALERS FOUNDATION 
/ SPECIAL OLYMPICS BC AUCTION UPDATE
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Launch of Auto Career Start Program

On June 1, the Canadian Automobile Dealers Association (CADA), together 
with its provincial associations including the New Car Dealers Association of 
BC, officially launched the Auto Career Start program.

Auto Career Start will target Millennials, women, new Canadians and military 
veterans, and will make use of a new online platform, autocareerstart.com, 
which lists hundreds of jobs, and provides helpful auto career resources.

Through innovative marketing activities executed locally and nationally, the 
program will promote the diverse career opportunities that exist in the over 
3,000 new car and truck dealerships throughout the country. 

Currently, auto dealerships employ 150,000 people nationwide, and that 
number is expected to rise.

Earlier this year, an Abacus Data poll demonstrated that 68% of Millennials 
surveyed admitted never having considered working in an auto dealership.

CADA Update

New Dealership - Grand Opening for Harbourview VW Nanaimo

Congratulations to Harbourview VW Nanaimo on 
their grand opening and successful event on June 6.  
A new, state-of-the art dealership with expanded 
show room and customer lounge, complete with 
rooftop solar panels is now open to serve the  
Nanaimo area.
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The automotive industry has been a male-dominated 
domain since the sector emerged more than a century 
ago. However, the industry as a man’s world is changing 
and evolving.

In recent years, women have broken through various 
glass ceilings and are excelling in all areas of auto motive 
industry, making way for a well-rounded environment for 
employees and customers.

Women with high profile automotive careers, as  
Chairs or CEOs of major automotive companies and in 
leadership positions for automobile associations – and 
increasingly at every level in the industry, have been both 
encouraging and inspiring. 

In British Columbia, the Vehicle Sales Authority (VSA) 
serves a very important function, providing public  
accountability, consumer protection while also providing 
a key educational component. 

As a public body, performing a number of important 
functions, strong and insightful leadership is key and  
the VSA’s activities are currently being guided by two 
individuals who capture all of the qualities you would 
want in a leader – and both just happen to be women.

Rebecca Darnell has served as Chair of the Board of  
Directors and as a member of the Board for the past  
seven years, during which she has played a signifi-
cant role during a period of growth in the vehicle sales 
industry and the legislative expansion of the role of the 
Authority.

Most recently, Loree Gray was announced as the  
new president of the VSA, bringing three decades of  
experience in the financial services sector – leading 
teams in insurance services, retail banking, wealth  
management and strategic planning for both domestic 
and international financial institutions.

We recently had the opportunity to speak with both and 
pose a few questions about their backgrounds and how 
each approach their respective roles.

On the following pages, Blair Qualey poses some timely 
and topical questions with the new President and Chair 
of the Board of Directors of the Vehicle Sales Authority of 
British Columbia.

A changing landscape
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Rebecca, for those who have been 
following you as Chair of the Board of 
Directors of the VSA but may not know 
your background, can you tell us a little 
about yourself?

I’ve spent much of my working life in 
financial institutions, the Courts and a 

paralegal and then off to Law School as a mature student.  I graduated 
from UBC Faculty of Law in 1995 and then opened my firm Darnell & 
Company Lawyers in Langley, BC the day I was called to the Bar and 
have not looked back.  I have grown this firm from being a sole practi-
tioner to now having 5 (soon to be 6) lawyers and 14 full time em-
ployees.  In addition to practising law, I have been active as an elected 
Member of the Provincial Council for the Canadian Bar Association 
(equivalent to the NCDA), Past President of the Fraser Valley Bar As-
sociation, a Life Member of the Women’s Legal Education and Action 
Fund and am active in various Bar Association practice groups.  I have 
been honoured to serve on the Board of Directors of Langley Commu-
nity Services Society, Kwantlen Polytechnic University, the College of 
Massage Therapists, the Langley Memorial Hospital Foundation and 
the Canadian Museum of Flight. I have also been very active in Rotary 
and various charitable enterprises in my community.  

I am a proud supporter of the Chilliwack Chiefs Junior A hockey team 
in Chilliwack and also a past sponsor of the Fraser Valley Phantoms, 
the female Midget AAA hockey team that has won the Provincial Title 
in 2012, 2013 and 2014. In addition, I sponsor the University of the Fra-
ser Valley Golf Team by providing a sustaining scholarship for Student 
Athletes in perpetuity.

You have a great deal of regulatory and leadership experience. What is it 
that attracted you to this role?

R: I am a Member in Good Standing of the Law Society of British Co-
lumbia, which is the regulatory body that governs the legal profession 
in British Columbia. My experience with regulatory authorities, includ-
ing balancing the perception of the public and the interests of consum-
ers of legal services have driven me to look outside of my profession to 
broaden my horizons.  In my various positions on Boards of Directors, 
sparked my interest in management and governance.  I was fortunate 
to have a multitude of opportunities to further my education in gover-
nance by attending seminars, conferences and continuing education 
opportunities.  I am a big believer in life-long learning.  I like to succeed 
personally and to help others around me to succeed.  

Are there particular aspects of previous roles that you feel help you in 
carrying out your current mandate?

My legal education and experience help me to better understand 
more of what I don’t know than what I do know or think I know.  I 
have learned much from the thrill of victory and the agony of defeat in 
courtrooms.  I have participated on numerous Boards of Directors, con-
ducted significant core reviews, implemented high level changes and 
have hired replacement CEO’s on four prior occasions.  I have repealed 
and replaced legislation, policies and bylaws twice and led the recent 
legislative changes to the Motor Dealer Act in my role as Vice-Chair of 
the Board and Chair of the Legislation Committee. I am looking forward 
to a year connecting to the stakeholders to find ways to add value to 
their experiences with the VSA and to ensure a well-educated industry 
that serves the interest in the community and the marketplace.  The 

better educated the industry members, the more value to the consum-
er = a healthy outcome for all.

The VSA serves very important functions, including public accountabil-
ity, consumer protection as well as a key education component. Why are 
these so important?

I am a big believer of supplying the tools to industry to assist them 
to be responsible and transparent. Consumer protection starts with 
industry education = compliance. The VSA is ultimately accountable to 
the public. We are not here to police industry but to educate industry 
and to enforce consumer protection legislation where necessary. Every 
industry will have individuals who are off side from time to time and 
the VSA will take enforcement steps when necessary.

What level of change do you anticipate under a new VSA President and 
how do you prepare for any anticipated change?

Change is inevitable but not instantaneous. Our outgoing President 
and CEO led much change during his tenure which is primarily the 
foundation of his success. I have every expectation that Loree Gray, our 
incoming President and CEO will find her bearings, learn the industry 
from the bottom up and the top down and then implement change 
and growth. The motor dealer industry is changing with autonomous 
vehicles, electric vehicles and there are at least two flying vehicles 
coming to an airstrip near you.  The VSA simply has to keep up 
with the change in marketing, communications, technology and the 
marketplace generally. Consumer protection becomes more and more 
difficult as the consumer world expands.  This will be a challenge going 
forward.

What are your priorities as you prepare for a new VSA President?

I am presently scheduled to end my nine-year tenure at the end of May 
in 2019. During the first few months, I plan to mentor Loree Gray our 
new President and CEO, get out there into the field with her, meet the 
stakeholders and listen. I am looking forward to brain storming and 
setting strategic goals.

Do you anticipate any specific challenges?

Time … is not on my side, but it is on Loree’s side. I will strive to get the 
VSA and Loree well placed to march on into the future. Loree is blessed 
to inherit an amazing Board and an internal team at the VSA.  They are 
dedicated, creative, enthusiastic and passionate about their work.  

Is the fact that two highly skilled and thoughtful leaders – both of whom 
happen to be women – are now leading the VSA, a source of pride?

I have always focused on equality in my professional life.  I am proud to 
have had the largest all female law firm in the Fraser Valley until very 
recently when I hired a retired male lawyer, two days a week.  I have 
had a great deal of experience working with men and with women. I 
pride myself in contributing equally to all of those I have mentored, 
regardless of their gender. Every single citizen has an important role 
to play in life and it is important that we push ourselves to achieve our 
potential.  My personal journey propelled me to take control of my 
destiny and I try to encourage and support all of those around me to 
harness that drive.

I love motor vehicles. This is an important industry that impacts every 
single one of us every single day and I continue to enjoy my role on the 
Board of Directors.

Q &A with Rebecca Darnell
Chair, VSA Board
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with Rebecca Darnell
Chair, VSA Board

 Loree, you were recently announced as the President and CEO of the 
Vehicle Sales Authority of BC. On behalf of the New Car Dealers Associa-
tion, I would like to congratulate you on the new role. For those who may 
not know your background, can you tell us a little about yourself?

I’ve spent most of my life in the BC Lower Mainland, however, through 
career and family, have also called Ottawa, London and Toronto home 
as well as Trail and Prince George. My career in financial services with 
TD, HSBC Bank Canada and First West Credit Union has taken me 
to dozens of other cities and small towns across BC and Ontario. I’ve 
been fortunate to have a varied career leading teams in retail banking,  
wealth management and insurance as well as operations and strategic 
work. I believe in the value of strong relationships and partnerships and 
have been part of many successful teams over the course of my career.   

I am a proud mom of 2 young adults! My son is working in the field he 
has studied for and is passionate about -  the visual effects profession 
in film production. My daughter is working towards pursuing an educa-
tion in journalism and nutrition. Both are amazing individuals. 

You have a great deal of experience at the corporate level and in 
leadership positions. What is it about the Vehicle Sales Authority that 
attracted you to the role?

The vehicle sales industry is a complex environment with multiple 
stakeholders in the mix. Besides feeling the urge to pursue a totally 
different industry, I liked the challenge of balancing the requirements 
of the government, whose agenda focuses on consumer protection and 
fair business practice, with the needs of the industry. The vehicle sales 
marketplace contributes significantly to the provincial economy both 
in terms of revenue and employment opportunities. The VSA plays a 
role in supporting this healthy marketplace  -  a marketplace that is 
poised for significant transformational change with the advance of new 
technologies to vehicles themselves as well as how manufactures sell,  
deliver and service them. It’s a very exciting industry to be part of !

Are there particular aspects of your previous senior leadership roles that 
you feel will help in this new position?

I am as comfortable “out front” as I am behind the scenes. I look for-
ward to meeting the dealer owners and leaders as well as sales people 
and others in the business to learn and understand what the issues and 
opportunities are and where the VSA can play a role. I think there is a 
significant need for advocacy for this industry with local governments 
and I look forward to working with the dealerships in the province to 
take this to new levels.     

I also look forward to “looking under the hood” of the VSA to identify 
opportunities to improve process and systems, reporting tools and 
other means of creating value for the marketplace. If we operate at 
peak efficiency and effectiveness, we stand to satisfy all of our stake-
holders at a higher level.   

The VSA serves a very important role – it’s one that the New Car Dealers 
Association values because it helps ensure a level of public accountabil-
ity. The VSA also has an important consumer protection function and 
a key education component. How have you prepared to take on these 
responsibilities? 

Accountability and customer centricity have been critical elements of 
my entire career in financial services. Being responsible and transpar-
ent with stakeholders – both internal and external, through effective re-
porting, communications and education is very familiar ground for me. 
As is creating awareness and engagement with customers. My chal-

lenge will be to understand and deliver 
these practices in a new industry.    

You are stepping into a role that was 
filled by the same individual for the past 
six-years. At this point, what level of 
change – if any – do you anticipate in 
how the VSA conducts its business? 

I don’t anticipate any immediate change to how the VSA conducts its 
business. I am, however, a proponent of continuous improvement and I 
think every organization needs to look at ways to take their operations 
to the next level. It is how organizations stay relevant in any indus-
try - particularly where transformational changes in technology and 
innovation are at play.  

You have just started in the role as President – but at this point what do 
you see as your priorities?

People are always my top priority as a leader. That means building rela-
tionships with the team at VSA – they will be one of my best sources of 
learning and intel about the industry and the role the VSA has played.    
And I understand they are an awesome team! And it means getting out 
and meeting as many industry leaders and experts as I can in the first 
90 days. These new relationships will be incredibly valuable as I race 
up the learning curve.  

The next priorities will become much more apparent,  and accurate, 
with people engaged and involved.     

Are there any specific challenges you are wanting to tackle – in the short 
or long-term?

Check back with me in 60 – 90 days!

You have previously served as a senior vice president for different institu-
tions. As a woman leading these organizations – and now taking on the 
role as President of the VSA, this must be a source of pride?

I feel proud for sure! However, I am even more proud to say that I have 
worked for three different amazing organizations that have put a focus 
on equality in the workplace for many years. Whether through formal 
programs and senior executive advocacy or through informal mecha-
nisms -  it’s the combination of these efforts that makes a difference. I 
have contributed directly to these efforts over the years and have also 
experienced great satisfaction mentoring both men and women in their 
career advancement. I also believe that women need to be ready to 
step outside their comfort zones and to take risks. We all have a role to 
play to create diverse work environments that will thrive in the tough 
environments of today and tomorrow.  

Over the years, the Vehicle Sales Association had been fortunate to have 
within its organization, a number of remarkable women, including Kyong-ae 
Kim, who served eight years on the Compensation Fund Board and is in her 
fourth year on the VSA board. Previous board members also include Anne 
Salomon, the past president of the Recreation Vehicle Dealers Association 
of B.C. and Cathy Rankine from the Automotive Retailers Association and 
Adesa Inc.. Past members of the Compensation Fund Board include the 
Honourable Madam Justice Wendy Baker on the Supreme Court of British 
Columbia and Darlene Hyde, who served a total of nine years, including 
three as Chair and five as Vice-Chair.

Q &A with Loree Gray
President and CEO, VSA

Interviews by Blair Qualey
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The Canadian Automobile Dealers Association 
(CADA) is the national association for franchised  
automobile and truck dealerships that sell new 
cars and trucks.
www.cada.ca

The Vancouver International Auto Show (VIAS) 
is Western North America’s best attended con-
sumer show, and one of its premier automotive 
exhibition events.

VIAS is owned and operated by the New Car 
Dealers Association of BC and set a new atten-
dance record for 2018, at more than 120,000 at-
tendees. The 2019 VIAS returns March 19-24 at 
the Vancouver Convention Centre. Learn more: 
www.VancouverInternationalAutoShow.com

The Clean Energy Vehicle for BC (CEVforBC™) 
Point of Sale Incentive Program is administered 
on behalf of the Province of BC by the New Car 
Dealers Association of BC. CEVforBC™ provides 
purchase incentives for plug-in hybrid and elec-
tric vehicles to BC residents.
www.cevforbc.ca

BC Scrap-It is a voluntary early retirement vehicle 
program that provides incentives to help British 
Columbians replace higher polluting vehicles with 
cleaner forms of transportation.
www.scrapit.ca

OUR VISION: 

For member dealers and the dealer franchise system to be seen by the 
public as the best choice to fulfill all their automotive needs.

We are a small, but dedicated and hardworking team of seven individuals 
working to serve all Members of the New Car Dealers Association of BC. 
Should any questions, concerns, issues or ideas arise, the Association staff 
will be available to listen and help. 

Get in touch via phone, email, fax or in person at our Richmond office!

Blair Qualey
President & CEO
bqualey@newcardealers.ca
Direct: 604-330-4299
Mobile: 604-897-0852

Joshua Peters
Member Relations Manager
jpeters@newcardealers.ca
Direct: 604-330-4290

Shakira Maqbool
Senior Accountant &  
Office Manager
smaqbool@newcardealers.ca
Direct: 604-214-9965
 

Maria Robinson
Administrative Assistant 
info@newcardealers.ca  
Direct: 604-214-9964

#70-10551 Shellbridge Way, Richmond, BC V6X 2W9
Phone: 604-214-9964 | Fax: 604-214-9965 | www.newcardealers.ca

@ncda_bc 
@vanautoshow 
@cevforbc

Who's Who at the NCDA

NCDA: facebook.com/newcardealersassoc

VIAS: facebook.com/vias

CEVforBC: facebook.com/CEVforBC

@ncda_bc 
@vanautoshow
@cevforbc

FOLLOW US ON SOCIAL MEDIA:

Beatrice Fancu
Accounting Assistant
accounting@newcardealers.ca
Direct: 604-330-4295

CORPORATE 
PARTNERS

** New NCDA office location. Please note we'll be re-locating to    
    Langley and our new address will be (as of August 4):   
    #380 - 8029 199th St., Langley, BC

Contract Support

Jason Heard
Executive Director, 
jheard@vanautoshow.ca
Mobile: 604-220-2725

Christie Morning-Smith
Community Relations
foundation@newcardealers.ca

Vancouver International Auto Show New Car Dealers Foundation of BC
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CORPORATE 
PARTNERS

First Canadian Insurance Corporation is a national, privately 
chartered Life Insurance Company that has been offering 
Life and Disability insurance coverage on consumer loans 
through automotive dealership financial service offices 
since September of 1988.

Since that time, the First Canadian Group of Companies  
has been marketing its Insurance, Mechanical Breakdown  
Protection, and Protection Product programs through 
automotive, RV, and marine dealers across Canada with 
tremendous success. www.firstcanadian.ca

The New Car Dealers Association of B.C. would like 
to acknowledge these fine companies for their support 
of your association’s activities:

OFFICIAL SUPPLIERS PREMIER PARTNERS

Cox Automotive is transforming the way the world buys, sells 
and owns cars with industry-leading digital marketing, soft-
ware, financial, wholesale and e-commerce solutions for con-
sumers, dealers, manufacturers and the overall automotive 
ecosystem worldwide. The global company has 34,000 team 
members in more than 220 locations and is a partner to more 
than 50,000 auto dealers, as well as most major automobile 
manufacturers. For more information about Cox Automotive 
Canada, visit 
coxautoinc.ca.

TradeRev is a revolutionary vehicle appraisal and auctioning  
system designed to be as mobile as business’s need. It gives  
Sellers the power to launch live, one-hour, real-time auctions 
from the palm of their hands. Buyers can also enjoy full end-to-
end service from anywhere. With Mobile Checkout, instant bids 
and more, TradeRev helps dealerships sell more new cars by  
getting your customer the trade value they want. Learn more at:  
www.traderev.com/en-ca

Including CARPROOF reports with your used vehicle  
inventory could be that edge over the competition that 
you’ve been looking for. 

Let CARPROOF show you the difference, and help you sell 
more cars and make more money! 
www.carproof.com

Michael Mason & Co. Ltd. has been manufacturing and 
supplying the Automotive Industry since 1967. They have 
products for every department within your dealership.

Michael Mason & Co. fabricate products at their  
factories in British Columbia, Canada. 
www.michaelmason.ca

Gold Level

Bronze Level 

SiriusXM Canada is the country’s leading entertainment 
company. SiriusXM creates and offers commercial-free mu-
sic; premier sports talk and live events; comedy; news; and 
exclusive talk and entertainment. SiriusXM is available in 
vehicles from every major car company and on smartphones 
and other connected devices as well as online at siriusxm.ca.

Manual. Automatic.
NEW CADA 360 HR Automation – turn manual and complicated into 
automatic and simple. For more information, 
call toll-free 1-866-806-7315 today!
HR Automation administered by DealerPILOT®
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 We look forward to welcoming you to the new Office open house. 

Date: Thursday, September 6
Time: 5:00PM – 7:00PM 
Dress Code: Business Casual
Light refreshments will be served.

Our NCDA office will be re-locating from 
Richmond to Langley this Summer!

Please note our new office address will be (effective Monday, August 4):  

 380-8029 199th Street, Langley, BC V2Y 0E2
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Company Contact Name Email  Phone Website
e-Dealer Nicole Sergio nicole.sergio@edealer.ca (416) 853-5626 http://www.edealer.ca
911 Autoworks (1076973 BC Ltd) Derek Gagne dmgagne@gmail.com (604 802-8384 http://www.911autoworks.com
Accu-Trade - Innovative Dealer Tools Lorgan Keirstead logan@accu-trade.com (888) 875-9910 http://www.accu-trade.com
ADESA Auctions Canada Corp John Macdonald john.macdonald@adesa.com (604) 232-4403 http://www.adesa.com
Alloygator Canada Scott Ashton sashton@alloygatorna.com (604) 880-4871 http://www.alloygator.ca
AllWest Insurance Services Ltd. Renee Nielly rnielly@allwestins.com (604) 733-7383 http://www.allwestins.com
AMC Insurance John Gough jgough@amcinsurance.ca (604) 547-0179 http://www.amcinsurance.ca
Audatex Canada  Darcy Gorchynski darcy.gorchynski@audatex.com (416) 498-3777 http://www.audatex.ca/autopoint 
Automotivaters Warren Cederberg warren@automotivaters.com (250) 920-7775 http://www.automotivaters.com
BCIT - School of Transportation Mubasher Faruki mubasher_faruki@bcit.ca (604) 432-8759 http://www.bcit.ca/transportation
BMO - Bank of Montreal  Bradley Warren bradley.warren@bmo.com (604) 665-7064 http://www.bmo.com
Calla Financial Services Ltd. Nick Calla nick@callafinancial.ca (604) 921-4048 http://www.callafinancial.ca
Canadian Black Book Richard Phillips rphillips@canadianblackbook.com (905) 477-0343 http://www.canadianblackbook.com
CarGurus Lexi Lipton alipton@cargurus.com (617) 315-1137 https://ca.cargurus.com/
CarProof Brent Brooks bbrooks@carproof.com (519) 488-6314 http://www.carproof.com
CDK Global Greg Wallin greg.wallin@cdk.com (778) 838-0639 http://www.cdkglobal.com
CIBC Commercial Banking Phil Lehn philip.lehn@cibc.com (604) 665-1318 http://www.cibc.com
Consolidated Dealers Co-Op Inc. Pamela Phillip pphillip@consolidateddealers.com (250) 351-5697 http://www.consolidateddealers.com
Consultant Auto 360 Kim Normandin knormandin@consultantauto.com (604) 360-8114 https://www.solutionsmedias360.com
Cowan Insurance Group Ltd Mani Sharma mani.sharma@cowangroup.ca (778) 835-2566 http://www.cowangroup.ca
Cox Automotive Canada Sarah MIller sarah.miller2@coxautoinc.com (905) 290-6414 https://www.coxautoinc.com/
Crystal Clear Blades Inc. Cindy Wilson cwilson@crystalclearblades.com (905) 761-7957 http://www.crystalclearblades.com
DealerMine CRM Jane Webb jane@dealerminecrm.com (800) 304-3341 http://www.dealerminecrm.com
DealerSocket Jonathan Ord info@dealersocket.com (206) 730-2055 http://www.dealersocket.com
Dealer Solutions North America Rick Kingdon rick@dealersolutionsna.com (778) 245-1041 http://www.dealersoloutionsna.com
Dealertrack Technologies Jack Sulymka jack.sulymka@coxautoinc.com (905) 875-3522 http://www.dealertrack.ca
DiliTrust Exec (Leading Boards Inc.) Chelsea Campbell chelsea.campbell@dilitrust.com (416) 949-2900 https://www.dilitrust.com/
DMI Disability Management Institute Inc Matt Hendrick mhendrick@disabilityinstitute.com (866) 963-9995 http://www.disabilityinstitute.com
Drive Marketing Group Inc Josh Chow info@drivemarketinggroup.ca (604) 837-3536 http://www.drivemarketinggroup.ca
First Canadian Insurance Corporation John Romfo jromfo@firstcanadian.ca (250) 308-1112 http://www.firstcanadian.ca
First West Leasing  Jay Brar jbrar@firstwestcu.ca (604) 539-7041 http://firstwestleasing.ca
FLO Services Inc. Simon Toung stoung@flo.ca (888) 943-8356 http://www.flo.ca
Foreseeson Technology Mike Ferguson mferguson@foreseeson.com (778) 383-1797 http://www.plugev.com
General Bank of Canada Marley Begg mbegg@generalbank.ca (780) 974-2829 https://www.generalbank.ca/
Georgian College (Automotive Business School of Canada) Joe Lauzon joseph.lauzon@georgiancollege.ca (705) 728-1968 ext 1234 http://www.georgiancollege.ca/
GoLED Lighting Inc.  Mike Alesu mike@goled.lighting (888) 465-3312 http://goled.lighting
Hi-Cube Storage Products Ltd Jo-Ann Horsting jhorsting@hicube.com (604) 835-5077 http://www.hicube.com/industry/automotive.asp
Hireology Mike Crothers mcrothers@hireology.com (312) 253-7808 http://www.hireology.com/
Hoist Hanger  Rick Daley rick@hoisthanger.com (604) 925-4193 http://www.hoisthanger.com
HUB International Insurance Brokers Wayne LeGear wayne.legear@hubinternational.com (604) 269-1944 http://www.hubinternational.com
iA Auto Finance Denise Buott denise.buott@ia.ca (604) 290-4903 https://ia.ca/
Industrial Alliance Insurance and Financial Services Inc. John Eadle john.eadle@ia.ca (604) 882-8220 http://www.salgroup.com 
Insurance Insight Inc. Neal O'Donoghue neal.odonoghue@insuranceinsight.ca (416) 603-8555 http://insuranceinsight.ca/
Kimoby Alex Wojcik alex.w@kimoby.com (877) 248- 0204 http://www.kimoby.com
Locator Technologies, LLC Ronald Giblin rgiblin@rogers.com (310) 396-4628 https://www.locatortechnologies.com
Manheim Auto Auction Company (Cox Automotive Canada) Jack Sulymka jack.sulymka@coxautoinc.com (905) 875-3522 https://www.manheim.com/
Michael Mason & Co. Ltd. Steve Batchelor office@michaelmason.ca (250) 384-7304 http://www.michaelmason.ca
MNP LLP Accounting>Consulting>Tax Darrell Endresen darrell.endresen@mnp.ca (604) 949-2088 http://www.mnp.ca
MyAutoNews.ca Morgan van Holst morgan@myautonews.ca (519) 932-1149 http://www.myautonews.ca
National Bank of Canada Catalina Baciu catalina.baciu@nbc.ca (604) 209-9055 http://www.nbc.ca 
NextGear Capital (Cox Automotive Canada) Jack Sulymka  jack.sulymka@coxautoinc.com (888) 969-3721 https://www.nextgearcapital.com
Novex Delivery Systems John Coupar info@novex.ca (604) 278-1935 https://www.novex.ca/
One  Michael Miller michael.miller@onepersuades.com (778) 628-3949 http://onepersuades.com
Optiom Inc. Michelle Wong mwong@optiom.com 1-800-613-3705 http://optiombc.com/
Pacific Newspaper Group, A division of Postmedia Network Inc. Tracey Copeman tcopeman@postmedia.com (604) 605-2546 http://www.sunprovince.com
PowerBand Solutions  Peter Hucul info@powerbandsolutions.com (866) 768-7653 http://www.powerbandsolutions.com
Radius Security Mike Baxter mbaxter@radiussecurity.com (604) 232-2405 https://www.securitysystemsvancouver.com/
RBC Automotive Finance Group Erik Jensen erik.jensen@rbc.com (604) 468-4590 http://www.rbc.com/canada.html
Roy Speed & Ross Ltd. (Operating as RSR Global) Karey Davidson kdavidson@rsr-global.com (905) 631-5865 http://www.royspeedross.com
SCI MarketView Ted Davis tdavis@scimarketview.com (905) 415-6258 http://www.scimarketview.com
Scotia Dealer Advantage John Hiscock John.Hiscock@scotiadealeradvantage.com (778) 373-4174 http://www.scotiabank.com/scotiadealeradvantage
Scotiabank Western Dealer Finance Centre Warren Sandbeck warren.sandbeck@scotiabank.com (800) 268-0762 http://www.scotiabank.com
Serti Information Solutions Pascal Lafleche marketing@serti.com (800) 361-6615 http://www.serti.com/
Shapiro Hankinson & Knutson Law Corporation - Rod McCloy Law Corp. Roderick McCloy rhm@shk.ca (604) 684-0727 http://www.shk.ca  

SiriusXM Canada Nina Rodrigues nina.rodrigues@siriusxm.ca (604) 220-6948 http://www.siriusxm.ca
Speed Shift Media - BC Media Works Steve Barker steve.barker@speedshiftmedia.com (604) 520-9177 http://www.speedshiftmedia.com
Spire Development Corporation Lawrence Green lawrence@spiredevelopment.ca (604) 432-6650 http://www.spiredevelopment.ca
Strathcom Media Inc. Duncan Cochrane duncan@strathcom.com (780) 433-8844 http://www.strathcom.com
Sym-Tech Dealer Services Alanna Cawston alanna.cawston@sym-tech.ca (905) 889-5390 http://www.sym-tech.ca
TD Auto Finance Danny Long danny.long@td.com (403) 819-1244 http://www.TDFS.com
THG Global Enterprises, Inc. (Purifyd) Steve Dunn sdunn@getpurifyd.com (604) 230-5175 http://www.getpurifyd.com
Titan Certified Canada (TOA) Dale Finch dalefinch@titancertified.ca (604) 341-4933 http://titancertified.ca/
Total Graphics Inc. Jeff Mesina jmesina@totalgraphics.com (604) 294-0223 http://www.totalgraphics.com
Trader Corporation Tyler Gibson tyler.gibson@trader.ca (604) 836-5240 http://www.autotrader.ca/ 
TradeRev Shannon Lyle shannon@traderev.com (888) 260-4604 https://www.traderev.com
TRG Group Benefits & Pensions Rob Taylor rtaylor@trggroup.com (604) 714-4400 http://www.trggroup.com/
Unisync Group Limited Barry Good bgood@unisyncgroup.com (800) 668-3243  http://www.unisyncgroup.com/
VAuto (Cox Automotive Canada) Jack Sulymka jack.sulymka@coxautoinc.com (877) 828-8614 https://www.vauto.com/
VinSolutions (Cox Automotive Canada) Jack Sulymka jack.sulymka@coxautoinc.com (800) 980-7488 http://vinsolutions.com/
Western Dealers Co-Auto Mike Reid mreid@wdcoauto.com (780) 468-9552 http://www.wdcoauto.com
Wolrige Mahon Chartered Professional Accountants Masato Oki moki@wm.ca (604) 684-6212 http://www.wm.ca
Xtime Inc. (Cox Automotive Canada) Jack Sulymka jack.sulymka@coxautoinc.com (888) 463-3888 http://xtime.ca/
ZLC Financial Fab Biagini fbiagini@zlc.net (604) 688-7208 http://www.zlc.net

Associate Member Listing
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www.carproof.com/accuracy
 

BAD  
DECISIONS  
HURT

Making good decisions means considering all the factors that 
make your current situation unique. VVR’s VIN-specific valuation 
data considers a vehicle’s unique history, powering accurate 
numbers that prevent over-paying for inventory, losing deals by 
undervaluing trades and other bad decisions that cost you money.

MAKE GOOD DECISIONS. USE VVR.


