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Being a member of OVDA doesn’t cost,  

IT PAYS!  

        COST  NET 

 Membership:    -$ 175  -$ 175 

 ADESA Portland discount +$200  +$  25 

 ADESA NW discount   +$200  +$225 

 Crosspoint NW discount  +$200  +$425 

 DAA Spokane discount  +$200  +$625 

 Manheim Portland discount +$200  +$825 

More benefits coming soon! 

Join today! www.ordealers.com  503-399-9199 

or email OVDA@ordealers.com for details. 
(Presale, postsale or detailing) 



SALEM — Nearly all workers in Ore-

gon would gain the right to take paid 

leave for family and medical reasons 

under a proposal advancing through 

the Legislature, but it likely won't be-

come available until 2023. 

Under House Bill 2005, employers 

would have to let an employee — pro-

vided s/he made $1,000 or more dur-

ing the current or previous year — 

take up to 18 weeks' leave to care for 

a new child or ill family member; to 

deal with serious health problems, a 

difficult pregnancy or childbirth, or 

abuse; or some combination thereof. 

For up to 12 weeks, plus two more for 

a medical condition related to 

pregnancy or childbirth, a per-

son could receive much or all 

of their pay while on leave. 

The paid leave system that HB 

2005 sets up is similar to work-

ers' compensation, with em-

ployers and employees both 

contributing a fraction of wages 

to a state-run insurance fund. 

Workers taking family or medi-

cal leave would apply to the 

state to get their pay while 

they're away from work. 

It will be up to state officials to decide 

what the contribution rate is, but it 

can't exceed 1% of a worker's wages. 

The employee would contribute three-

fifths of that amount; the employer, 

two-fifths. An employee's contribution 

would be deducted from her 

paycheck, just like payments into the 

workers' benefit fund or a retirement 

savings account. 

Employers with 25 or fewer employ-

ees wouldn't have to pay into the 

fund, but their employees would still 

be eligible to take paid leave. 

“Really, truly, we were working to try 

to make sure that every employee is 

covered,” said Andrea Paluso, execu-

tive director of Family Forward. 

Paluso's advocacy group worked with 

Democratic and Republican lawmak-

ers, labor unions, businesses, and 

others on the paid leave proposal. 

Paluso said it's also important to her 

group that the policy is “equitable,” so 

that it's not only available to higher 

wage earners. 

Under the latest version of the pro-

posal, workers who make less than 

65% of Oregon's average weekly 

wage would be eligible for full pay 

while on leave. Workers making more 

than that would get 65% of the aver-

age weekly wage plus half of whatev-

er they make above that threshold, up 

to 120% of the average weekly wage. 

According to the state Employment 

Department, the average weekly 

wage in Oregon is $976. It's recalcu-

lated every year based on pay figures 

throughout the state, and it is tenta-

tively set to increase to $1,013. 

House Majority Leader Jennifer Wil-

liamson, D-Portland, has been work-

ing to pass paid leave for years. It's a 

top priority of hers this legislative ses-

sion, and other Democratic leaders 

are backing the effort as well. 

“Oregonians across party and demo-

graphic lines believe strongly that par-

ents need time away from work to 

welcome a new child, to make sure 

they can care for a newborn without 

going into debt, to adjust, to bond, to 

heal, and to set their kids and their 

families up for success,” Williamson 

said. “And Oregonians believe strong-

ly that no person should have to 

choose between paying their bills and 

taking care of themselves or a loved 

one.” 

House Speaker Tina Kotek said Mon-

day, June 10, that she was 

“optimistic” that HB 2005 would pass 

even as adjournment approaches. 

Senate President Peter Courtney is 

also backing the effort, said spokes-

woman Carol Currie 

The Legislature must conclude its 

business for the year by June 30. 

Williamson has received a boost from 

business groups, which are backing 

the paid leave proposal unveiled 

Tuesday, June 11. 

“Paid family and medical leave is a 

national trend and it was clear that we 

would see legislation on this issue in 

Oregon soon,” the state's largest 

business group, Oregon Busi-

ness & Industry, noted in a 

statement. 

Several elements of the latest 

proposal are softened consid-

erably from earlier versions. 

Most notably, implementation 

of the paid leave program will 

be delayed. The state would 

begin collecting contributions 

for the insurance fund in 2022. 

The soonest an employee 

could take paid leave under the 

new system is 2023. 

In the legislative changes, contribu-

tions into the insurance fund have 

also been tweaked to favor employ-

ers. Originally, Williamson proposed 

having employers and employees pay 

equal amounts. As part of a deal with 

Democrats not to oppose a new tax 

on businesses to pay for K-12 educa-

tion earlier this spring, Oregon Busi-

ness & Industry lobbied to have the 

employee pay more than the employ-

er in HB 2005. 

“Obviously, there was a lot of compro-

mise involved,” Currie said. 

For her part, Paluso said she's not 

surprised that businesses were willing 

to support a compromise plan. “We've 

seen a lot of data that indicates that 

when people have this policy, they 

come back to their jobs,” Paluso said. 

“And when they come back, they 

come back ready to work.” 

(continued on Page 11) 
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Your Oregon Vehicle Dealer Assn Leadership 

The OVDA Board is comprised of active dealers. You likely see them at the auctions. They are volunteering some of 

their time to ensure the auto industry has a strong voice in Oregon. Would you like to be an industry leader? We are es-

pecially looking for dealers in southern, central and eastern Oregon, and for dealers who represent the large minority 

community of dealers. Are you passionate about the auto industry? Are you willing to donate a little of your time to im-

prove the business in which you work? If you would consider joining our board, please email OVDA@ordealers.com or 

call 503-399-9199. If you have already sent an email indicating your interest, we will be in touch. You only need 

to send one. Thank you for your interest. 

 

 

 

  PRESIDENT      VICE PRESIDENT 

  Scott Short      Eric Page 

  South Commercial Auto Sales, Salem    Page Auto Wholesale, Salem 

  scshort39@yahoo.com / 503-932-6462    pageautowholesale@yahoo.com / 503-931-2324 

 

 

 

  TREASURER      SECRETARY 

  JJ Hunsaker      Jack Short 

  Volkswagen of Salem     South Commercial Auto Sales, Salem 

  jhunsaker@lithia.com / 541-915-8754    southcommercialauto@yahoo.com / 503-588-8006 

 

 

 

  DIRECTOR      DIRECTOR 

  Brian Hardy      Monty Harris   

  Crosspoint NW, Portland        MAP Industries, Redmond  

  brian@crosspointnw.com / 503-312-8989    montyh118@gmail.com / 541-480-2426  

  

 

 

  DIRECTOR      DIRECTOR 

  Mark Melton      Michael “Sully” Sullivan 

  ADESA NW, Eugene     Honda of Salem  

  mark.melton@adesa.com / 541-689-3901   msullivan@lithia.com / 503-999-9664 

 

 

 

  DIRECTOR      EXECUTIVE DIRECTOR 

  Allan Weddle      Darrell W. Fuller 

  P.A.W., Inc., Portland     fuller_darrell@yahoo.com / 971-388-1786 

  allanweddle@gmail.com / 503-706-7860 
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As Vehicle Sales Soften, Expect Lenders to Play Harder 

By: Andrew Stowe 

The business of auto lending remains immense. More 

than half a trillion dollars are borrowed every year by 

American consumers to buy cars – even as vehicles get 

more expensive and interest rates hit levels higher than 

they have been in two years. 

The rising costs of both vehicles and money, along with 

other market dynamics, have led J.D. Power and other 

industry observers to predict fewer auto buyers will enter 

the market as we close out the decade. 

That means auto financing will become even more com-

petitive, forcing lenders to re-evaluate their strategies for 

both new- and used-vehicle buyers. 

Lenders will focus on maintaining credit quality in their 

portfolios and improving loan-origination efficiencies. 

This will require effective management of the lender-

dealer relationship and coordination with manufacturers 

to ensure consumers are equipped with the resources 

needed to maintain a healthy market. 

Consumers Pivot 

Consumers entering or returning to the market are wres-

tling with what to make of today’s more expensive envi-

ronment. They are more actively exploring a wider range 

of financing options. 

We are noticing consumers, absorbing the immediate 

aftermath of the sticker shock that comes with the 2019 

model offerings, are expressing a greater willingness to 

go down market with their next new purchase. Some 

heretofore new-car buyers may even consider buying a 

used vehicle. 

As vehicle buying gets pricier, we have seen lease pene-

tration rates (nearly 30% of the transactions that move 

vehicles off dealers’ lots) remain strong. 

In addition, consumers are willing to extend the terms of 

their financing over more time. It is not uncommon to see 

72- and even 84-month loans to help consumers hold the 

line in their monthly payments. 

We’ve seen about a 2% rise in deals that have moved in 

this direction. At today's higher interest rates, this can be 

good news for lenders. Yet for dealers and manufactur-

ers, it may keep shoppers out of the market for longer 

periods. 

We’ve also seen a growing number 

of consumers hang on to their vehi-

cles after loans are paid off, and 

further harvesting savings by re-

ducing their insurance premiums. 

A Prudent Path Forward 

Major variables are gradually shift-

ing at this point. 

It is too early to tell whether dynamics will accelerate to a 

pace that causes serious market disruptions. That is 

more reason for automotive industry supply chains – in-

cluding independent and captive lenders – to monitor and 

coordinate responses to changing consumer behaviors in 

a costlier market. 

J.D. Power has seen the positive results that come from 

partnerships among the manufacturers, dealerships and 

lenders, including captive and consumer-chosen financial

-services providers. 

A joint understanding of how to provide proper context 

and services to consumers has driven alignments in 

messaging and consistency. That’s led to positive cus-

tomer experiences despite the price hikes. 

When the value propositions of all three parties are tight-

ly integrated, it lays the foundation for providing the shop-

per with the best information for making appropriate pur-

chase decisions. 

Andrew Stowe is J.D. Power’s senior director-vehicle 

valuations. 

The golden rule:  

he who has the gold makes the rules. 

The Oregon Vehicle Dealer’s Association has a campaign fund.     
We use donations from dealers to support candidates who:     
support a free market, lower taxes, fewer rules, and government 
getting out of the way of small businesses trying to grow.        
Will you help OVDA by making a donation today?                      
Call 503-399-9199 or email OVDA@ordealers.com for details or to 
make a donation. 
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By Oregon Employment Department, 

Oregon’s minimum wage increases on July 1, 2019, but the 
raises won’t be the same across the state. The minimum 
wage increases to $12.50 per hour inside the Portland ur-
ban growth boundary, $11.00 per hour in nonurban coun-
ties, and $11.25 in other areas of the state. 

Oregon’s three minimum wages will be in the top nine state
-level minimum wages in the nation. The highest minimum 
wage will be in the District of Columbia ($14.00), followed 
by Massachusetts and Washington ($12.00); Colorado and 
New York ($11.10); and Arizona, California, and Maine 
($11.00). The federal minimum wage will remain at $7.25 
per hour. 

Oregon’s minimum wage levels were set by Senate Bill 
1532 in 2016. The minimum wage increases on July 1 each 
year through 2022. There are three tiers of step increases 
based on geography. Beginning in 2023, minimum wage in 
all tiers will be adjusted for inflation. This means the mini-
mum wage will maintain purchasing power after the last 
step increase in 2022. 

 

See our report Oregon’s Minimum Wage Jobs: Facts, Fig-

ures, and Context for historical information about Oregon’s 

minimum wage jobs. 

Oregon Minimum Wage Jumps July 1 

DMV will phase out current metal VIN decals created with typewriters in favor of tamper evident, weather-resistant sticker 

labels created with thermal printers. 

 

Beginning June 3, 2019, DMV field office staff will begin affixing the new labels on applicable vehicles. DMV will phase 

out use of assigned VINS on the metal decals.   

 

For pre-numbered VIN transactions, the control number will now be the VIN number and will begin with the prefix “ORN”. 

   

For unnumbered VIN transactions, field office staff will type an assigned VIN and a label will be generated from the ther-

mal printer, ensuring the control number from the DMV system and the printed label match. Unnumbered VIN label’s 

control number will begin with the prefix “VA” and the VIN will begin with the prefix “OR”. 

 

 Unnumbered VIN Decals     Pre-numbered VIN Decals 

 

                                                     

                

DMV-related questions may be directed to (503) 945-5000 or (503) 299-9999 (Portland Metro Area).  For more infor-

mation about Oregon DMV VIN decals, visit the DMV website at https://www.oregondmv.com.  

DMV to phase out current metal VIN decals 

https://www.qualityinfo.org/documents/10182/13336/Oregon%E2%80%99s+Minimum+Wage+Jobs+Facts%2C+Figures%2C+and+Context?version=1.2
https://www.qualityinfo.org/documents/10182/13336/Oregon%E2%80%99s+Minimum+Wage+Jobs+Facts%2C+Figures%2C+and+Context?version=1.2
https://www.oregondmv.com
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By L. Jean Noonan  

Your company gets an irate call from 
a customer whose car you have just 
repossessed for non-payment. The 
caller is furious because he made a 
payment that was supposed to pre-
vent a repossession. After you con-
firm the payment, you release the car 
and waive any repossession charges. 
All good. Or is it? 

Every client I know has experienced 
this situation. Upping your game to 
prevent mistaken repossessions and 
taking appropriate corrective action if 
one occurs have never been more 
important. This goes double if you are 
examined by the Consumer Financial 
Protection Bureau because you are a 
large bank or are subject to the 
CFPB's larger participant rule. The 
CFPB has repossession practices 
under a microscope, and one of its 
main concerns is mistaken repos. 

Let's look at how this can happen: 

• The consumer made a promise to 
pay and thought that the promise 
would prevent a repo if the pay-

ment was made as promised. 
This is a situation I encounter 
often. 

• The consumer made the pay-
ment, but the repo occurred be-
fore the payment posted. Perhaps 
the payment came in after busi-
ness hours or over a weekend. 
By Monday morning, the car had 
been picked up. 

• The payment was posted, but the 
collections department failed to 
promptly cancel the repo. 

• The collections department can-
celed the repo, but the vendor 
had already hooked up the car by 
the time it learned of the cancella-
tion. Maybe the payment was 
received in the morning and the 
repo was cancelled promptly, but 
the repo agent didn't get the mes-
sage until the end of his shift. Or 
maybe the vendor just made a 
mistake. 

There are undoubtably other scenari-
os, but these situations are common. 
In order to prevent mistaken repos-
sessions, you must understand all the 
ways they can occur. Sometimes you 
can prevent the problem by improving 
procedures and training. In other cas-
es, the best strategy is better custom-

er communication. Here's a game 
plan for avoiding mistaken reposses-
sions, having upset customers, and 
having examiners with dollar signs in 
their eyes begin an enforcement ac-
tion against you. 

Step One - Understand the      
Problem 

Analyze your mistaken repossessions 
and understand why they occurred. 
Of course, to be able to do this, you 
must be able to easily identify the 
mistaken repos. Do you maintain a 
list? Is it complete? This first critical 
step won't be possible if you have to 
engage in a painstaking review of 
account notes. 

Look for process gaps that almost 
guarantee some mistaken reposses-
sions will happen, such as after-hours 
payments or routine delays in posting 
payments and reporting them to col-
lections. The longer the time between 
the consumer's payment transmission 
and the cancellation instruction, the 
greater the risk of a mistaken repos-
session.  

(Continued on page 9) 

The CARLAWYER / Fixing Mistaken Repos 
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(Continued from page 8) 

Can you re-engineer this process to eliminate (or shorten) 
the gap? Sometimes yes, sometimes no, and sometimes 
yes but not immediately because process changes take 
time. 

Step Two - Improve Processes                                    
Improving processes to reduce the chance of mistaken 
repossessions is always the first choice. Some solutions 
may require improved technology (and the time and budg-
et to implement it). But some changes may be simpler. 
Finding them can involve creative thinking and brainstorm-
ing. Can you learn of a customer's payment more quickly? 
Can you automate repossession cancellation instructions? 
Can your vendors send real-time cancellation orders to the 
truck drivers? 

Step Three - Strengthen Customer Communications  
Sometimes there will be a gap you simply can't plug or at 
least not right away. The only remedy then is to be com-
pletely frank with your customer, and the CFPB wants this 
communication to happen before the consumer makes the 
payment. A customer whose car is out for repossession is 
almost always having money stresses. He or she should 
understand the consequences of his or her choices. If a 
payment still might not prevent a repossession, maybe he 
or she will use the money for groceries instead. You can 
be sure the CFPB is thinking this way. 

Collectors can believe the customer understands the risk 
of a repossession. After all, the payments are seriously 
late, or we wouldn't be in this situation. But customers can 
be unreasonably hopeful and hear what they want to hear. 
We must train collectors to be ruthlessly honest, even 
blunt. "I'm glad you want to make this payment now, Ms. 
Customer, but I must tell you that the repossession com-
pany already has the instructions to pick up the car. We 
will cancel those instructions when we receive your pay-
ment, but there is a chance the car could be picked up 
anyway. Do you understand?" Of course, you can add that 
you will try your best and tell the customer to notify you if 
the repossession happens despite the payment and what 
you will do in that case. 

Be sure your training and scripts make this risk clear, if the 
risk is present, and check for this clarity when monitoring 
recorded calls. If you mislead a consumer into thinking the 
payment will stop a repossession when it might not, the 
CFPB will call this a deceptive practice. Process changes 

can be hard, but clear communications are much easier. 

Step Four - Fix a Mistake                                      
"Mistake" can be an overbroad term. Yes, forgetting to 
cancel a repossession is a mistake, but a mistake hasn't 
really happened if the consumer phones in the payment 
after the tow truck is halfway down the street with the car 
behind it. My clients often will not make this distinction in 
their policies, and this choice is understandable. It may be 
too hard to tell exactly what happened; all you know is that 
you repossessed the car around the same time you re-
ceived a payment. Besides, you want to maintain custom-
er goodwill. 

If the mistake was yours (and perhaps even if it wasn't), 
you will want to return the car in the way the customer pre-
fers. Usually this means having the towing company return 
the car to the customer, but it also can mean allowing the 
customer to pick up the car at the tow lot if the customer 
wants. You will want to ensure that your company and not 
the customer pays for the tow and that any personal prop-
erty in the car is returned to the customer. You also must 
ensure that the repossession is not reported to credit re-
porting agencies. 

Even if you decide to extend these courtesies to a custom-
er when the customer did not make the payment in time to 
prevent the repo - and was fully informed of this risk - you 
may not want to code it as a mistaken repossession. Use 
another term, and another code or a separate list, such as 
"courtesy repossession return." Here's why: If you treat it 
as a repossession that was your mistake, or might have 
been your mistake, that's how the regulator will view it. 
Any wrongful repo will make you look bad and may set 
you up to pay damages to the customer in a CFPB en-
forcement action. Words matter; take the extra effort to 
use them carefully when classifying a repossession, even 
if the outcome for the customer is the same. 

Repossessions are upsetting events for consumers, and 
upset customers complain. Not often do the CFPB, auto 
finance creditors, and consumers all agree, but everyone 
agrees that mistaken repossessions are bad. Following 
these steps will greatly reduce your risk and make every-
one a little happier. 

L. Jean Noonan is a partner in the Washington, D.C.,  
office of Hudson Cook, LLP. Jean can be reached at 
202.327.9700 or by email at jnoonan@hudco.com. 

Former DMV Business Reg Director Dennis Koho passes away 

   Dennis Koho who worked at 
ODOT/DMV from April 1984 to 
March 1997, died on June 10, 
at the age of 67. He  lead the 
Business Regulations Section 
at the time of his resignation in 
1997.   
 

   He served as a mayor and 
city councilor of Keizer. As an 

attorney, business man and 
local political    figure, Koho 
maintained a public  presence 
despite health struggles in re-
cent years.  

   Koho’s wife, Lori, said Virgil 
T. Golden Funeral Home in 
Salem is handling arrange-
ments and a memorial mass 

and burial in Bend, are 
planned.  

   Notably, Koho is widely 
viewed as the primary figure in 
bringing the Salem-Keizer   
Volcano’s baseball team to 
Oregon. 

 

mailto:jnoonan@hudco.com
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IF NOT YOU, WHO? IF NOT NOW, WHEN? 

Join OVDA today and protect your livelihood by being                  

a part of something that is already making a difference             

for your dealership every day. Join at www.ordealers.com,   

call 503-399-9199, or email OVDA@ordealers.com for details. 

The proposal has backing from some labor groups as 

well, including the Oregon AFL-CIO. 

Not all business groups are on board. The National Fed-

eration of Independent Business has opposed the paid 

leave proposal from the beginning. The small-business 

lobby is concerned about taxing businesses to pay for the 

program, even if many small businesses are exempt, and 

it argues the bill doesn't do enough to protect small busi-

nesses who will lose productivity if an employee takes 

extended leave. 

“There's not a way to craft this policy where employers 

aren't without valuable employees for certain amounts of 

time,” said NFIB state Director Anthony Smith. He appre-

ciates that the latest version of the policy is a compro-

mise, but it's not one the entire business community is 

comfortable with. 

HB 2005 would make life difficult for the smallest busi-

nesses because it would require them to let employees on 

leave return to the jobs they left, Smith said, and he thinks 

expecting them to line up temporary workers while they're 

gone isn't realistic: “The idea that you're going to find a 

qualified person who's willing to do the job for just 12 

weeks, that's the hard thing.” 

The proposal has some Republican support. Rep. Daniel 

Bonham, R-The Dalles, actually testified in support of the 

bill on Tuesday, an unusual step for a minority lawmaker 

with a Democratic leader's bill. But when the House Rules 

Committee voted to endorse HB 2005 and send it to the 

House floor Thursday afternoon, June 13, it wasn't a 

unanimous vote. Rep. Sherrie Sprenger, R-Scio, voted 

against it. 

The paid leave proposal still has significant hurdles to 

clear. With an estimated price tag of $15.7 million over the 

next two years, it will need to be reviewed by the legisla-

tive budget-writing committee, which is already consider-

ing hundreds of other requests for state money this 

month. 

Because HB 2005 raises revenue, if it advances to a floor 

vote, it will need at least 36 representatives and 18 sena-

tors' support to pass. 

Even if it becomes law, Smith noted that it was not un-

common for policies like this to undergo tweaks and 

changes in the future. 

Reporter Mark Miller: mmiller@fgnewstimes.com. Mil-

ler works for the Oregon Capital Bureau, a collabora-

tion of EO Media Group, Pamplin Media Group, and 

Salem Reporter. 

LOCAL NEWS AND A LOCAL SUBSCRIPTION -- For 

$10 a month, Salem Reporter provides breaking news 

alerts, emailed newsletters and around-the-clock access 

to our stories. We depend on subscribers to pay for in-

depth, accurate news. Help us grow and get better by 

subscribing today. Sign up HERE.  

PAID family leave continued from page 3 

OREGON VEHICLE DEALER ASSOCIATION OPPOSES GROSS RECEIPTS TAX 

The Oregon Legislature has passed a new gross receipts tax, which is essentially a hidden sales tax. There is an ongo-
ing effort to refer this new tax to Oregon voters. Oregon voters have voted against every sales tax ever placed on the 
ballot. If you would like to sign or circulate the petition to place this new tax on the ballot, please CLICK HERE. Please 
note the following IMPORTANT legal rules for signing and circulating a petition: 

1. It must be printed front to back; 2. It must be on white paper; and  3. It must be standard weight copy paper.  

Please also review the additional requirements on the circulator on the petition. It is important that the circulator person-
ally observe every person who signs the sheet. You cannot just leave a petition on a table and pick it up later. Petitions 
need to be returned to the association within 7-10 days! Please send them to this address: PO BOX 4290 Salem,     
Oregon 97302 

This petition is to keep money in your pocket! If we can each fill a sheet we can work towards keeping the money we 
are earning. For additional questions please email ovda@ordealers.com or call 503-399-9199 from 9 AM to 6 PM M-F. 

https://www.salemreporter.com/subscribe/pay
http://r20.rs6.net/tn.jsp?f=001zSGe38b3xbWKeAX05Q0e55JJpWAOUSnuexxqqtG3eGoOExuRUD5mUwJXkB6hB5172XfTkjFnQN4JG5uLdJt3NPYEYGRwA_Z61ap5ZcZPQUEj5nOOFIVFQEetpc7J3xBJP4xB73pNRxdV5-YfXhXL0uONFaP2FrlQfnE4CwDjBfQ4VmY5rAn98xa5zqQIeW8CDFju3P7nyGKwLpCyhaJIz9dUdQ-xe3YS&c=b
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