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The 2021 Consumer 
Awareness Campaign 
has officially 
launched! 
OMVIC’s newly launched consumer 
rights campaign is targeting 
consumers with a focus on 
millennials buying their first car 
– a particularly vulnerable group
of consumers who have lower
awareness of their car-buying rights.

Under the tagline “OMVIC.ca – it’s your 
free ride to a new ride,” the campaign 
intends to fill this knowledge gap  
by reaching millennials on platforms 
they frequent, such as streaming 
services, social media, and 
connected television. An omnibus 
study commissioned by OMVIC last 
year showed that millennials aged 
25-35 have a low level of awareness
of their rights when it comes to
car buying.

The campaign’s goal is to help 
millennials see OMVIC as a trusted, 
free, and easy-to-access resource for 
advice and guidance throughout the 
entire car-buying process. As current 
dealer inventory shortages and rising 
car prices have drastically increased 
competition between buyers, there is 
a need to increase awareness among 
millennials about these educational 
resources to help them make 

measured and informed choices 
when buying or leasing a car. 

“Young car buyers are extremely 
tech-savvy and will spend hours 
researching the cars they want 
online, but they may not be doing 
as much research on the more 
practical aspects of car buying, such 
as navigating contracts, arranging 
financing, or understanding the 

maximum price a dealer can legally 
charge,” said John Carmichael, 
OMVIC’s CEO and Registrar. “Instead 
of turning to strangers on online 
forums, social media, or web articles 
for advice that may not be specific to 
Ontario, we want young car buyers 
to understand that as the province’s 
official regulator of vehicle sales, 
OMVIC is the best place for them to 
get credible car buying advice.”

Frame from connected TV commercial (top) and examples of social media ads

https://www.omvic.on.ca/portal/DealersSalespersons.aspx


Health and safety are top of mind 
for most Hamilton-area dealers, 
according to the results of a recent 
mystery shop campaign by OMVIC. 

Most of the 25 franchised dealerships 
surveyed took COVID-19 precautions 
seriously and followed required steps 
such as strictly enforcing capacity 
limits, installing plexiglass barriers, 
and ensuring that cars are sanitized 
before and after test drives. The 
surveyed dealerships also scored  
high marks for obeying the laws  
and regulations that govern auto  
sales. Most advertised cars  
(84 per cent) were available for 
purchase at the dealerships, 
and nearly three-quarters of the 
dealerships surveyed represented 
factory corrosion warranties accurately. 

High marks for health and safety in Hamilton: June mystery shop 

Over the summer, OMVIC CEO 
John Carmichael met with dealers 
across the GTA to discuss the impact 
of COVID-19 on their business. 
Dealers had the chance to talk 
about the challenges they were 
currently facing, the current state 
of the automotive industry and 
opportunities for enhanced support 
from OMVIC. 

OMVIC would like to thank Lexus on 
the Park, Parkview BMW, Azores Auto 
Group, Stouffville Hyundai, A.T.C. 
Corral and Uxbridge Ford for taking 
time from their busy schedules to 
attend these meetings. 

Meeting with registrants across 
the province is a new initiative that 
OMVIC launched in 2020. If you 

would be interested in participating 
in this program during our next 
round of visits this fall, please reach 
out to education@omvic.on.ca.  

Images from left to right:
Row 1: Azores Auto Group,  
Lexus on the Park, Parkview BMW
Row 2: Stouffville Hyundai, A.T.C. Corral, 
Uxbridge Ford

OMVIC CEO John Carmichael visits dealerships in the GTA 

However, there was still room for 
improvement when it came to all-in 
price advertising. Only half of the 
surveyed dealerships represented 
pricing accurately. In terms of 
protecting online consumers, only 
one dealership surveyed offered a 
cancellation policy which allowed for 

post-purchase refunds. To refresh 
your knowledge of how to remain 
compliant with all-in price advertising, 
sign up for our dealer webinars or 
review our Best Practices resources 
designed to help dealers meet or 
exceed the minimum requirements 
outlined in the MVDA. 

mailto:education%40omvic.on.ca?subject=
https://www.omvic.on.ca/portal/DealersSalespersons/MVDARequirements/BestPractices.aspx


T H E  E N F O R C E M E N T  F I L E S

Selling an SUV for a few hundred 
dollars above the advertised price 
led to a $2,500 fine for one Ottawa 
dealership.

OMVIC’s Discipline Committee 
issued a fine after an October 
2020 investigation at Bank 
Street Kia found that one of their 
salespersons, Asad	Sharifi, sold 
an SUV to a consumer at $350 
over the advertised price. OMVIC 
had informed the dealership of 

the requirements for all-in price 
advertising on at least two occasions 
in the past. The dealer has since 
refunded the extra $350 to  
the buyer. 

In addition to the fine, Sharifi was 
ordered to complete the Motor 
Vehicle Dealers Act Key Elements 
Course by the end of this year. The 
dealership’s director, Shiv Dilawri, 
was also faulted in the committee’s 
written decision for allowing the 

sale to happen on his watch. The 
dealership must also provide written 
confirmation to OMVIC that all of its 
salespersons have reviewed OMVIC’s 
2017 advertising webinar. 

Lastly, the dealership was also 
required to offer all current and 
future sales staff the opportunity to 
complete the MVDA Key Elements 
Course, and incur all costs associated 
with this.

Fine and remedial training ordered for Ottawa dealer who charged 
extra $350 for SUV 

York Region dealer fined for giving OMVIC the silent treatment 
A Nobleton dealership that ignored 
OMVIC’s emails and phone calls for 
over two months has been fined 
$3,500 for their sluggishness in replying.   

In a May decision, OMVIC’s Discipline 
Committee ruled that Carline 
Automotive Corporation’s lack of 
response broke the Code of Ethics’ 
expectations for professionalism 
and accountability. The dealership 
first appeared on OMVIC’s radar in 
late October 2019, when accusations 
surfaced that consumers and OMVIC 
staff were having a difficult time 
getting a hold of Carline’s staff. In 
response, OMVIC called Carline 
Automotive’s director, Mostafa 
Tahmasebi, into a meeting to discuss 
these allegations.    
 
A week after the meeting, OMVIC 
emailed a Carline Automotive 
employee to follow up, asking for the 
dealership to submit an action plan 
to address these concerns. When this 
went unanswered, OMVIC attempted 
to contact another employee listed 
as an officer of the dealer, but later 
learned that the person left Carline 
about 15 years ago. 

By law, dealerships have five days 
to notify OMVIC when they change 
directors or officers. This requirement 
is outlined in section 31 of regulation 
333/08 under the Motor Vehicle 
Dealers Act. Failing to do so is also 
considered unprofessional conduct 
under section 9 of the Code of Ethics.  

Switching gears, OMVIC tried emailing 
and calling Tahmasebi directly on two 
separate occasions in November. After 
getting no response, OMVIC sent a 
follow-up letter in early January 2020, 
which also went unacknowledged.  

After yet another follow-up email from 
OMVIC, an employee at the dealership 
finally responded in mid-January.  

Aside from the fine against the 
dealership, Tahmasebi was also 
ordered to complete the OMVIC 
Certification Course by the end of this 
year. For staff hired before 2009 who 
do not have the C.A.L.E. (Certified 
in Automotive Law and Ethics) 
designation, the dealership must offer 
them the chance to get certified and is 
responsible for their tuition. 

https://www.ontario.ca/laws/regulation/080333#BK41
https://www.ontario.ca/laws/regulation/080333#BK41
https://www.ontario.ca/laws/statute/02m30
https://www.ontario.ca/laws/statute/02m30
https://www.ontario.ca/laws/regulation/080332#BK10


CONTACTING OMVIC
THE DEALER STANDARD
is published by the

ONTARIO MOTOR VEHICLE 
INDUSTRY COUNCIL

65 Overlea Blvd., Suite 300
Toronto, ON M4H 1P1

Tel: 416-226-4500
Toll-Free: 1-800-943-6002

OMVIC	is	committed	to	offering	excellent	customer	service	and	resources	
to set dealers and salespeople up for success. For support, please use the  
email addresses listed below.

• DEALER SUPPORT 
dealers@omvic.on.ca 

• REPORT A CURBSIDER 
nocurbs@omvic.on.ca 

• REGISTRATION 
registration@omvic.on.ca 

• COMMUNICATIONS AND  
MEDIA INQUIRIES 
communications@omvic.on.ca 

• EDUCATION 
education@omvic.on.ca 

Looking for a way to show your 
clients and customers that you 
understand automobile law and 
ethics? Registered dealers and 
salespersons that successfully  
pass	the	Automotive	Certification	
Course or the Key Elements  
Course are awarded the 
designation	“C.A.L.E.	–	Certified	 
in Automotive Law and Ethics.”  

Using the C.A.L.E. designation 
builds trust, strengthens  
credibility, and demonstrates 
to consumers that dealers 
and salespeople are proven 
professionals who have met  
OMVIC and Georgian College 
training standards. Once 
designated, you can use the  
C.A.L.E. logo on business cards 
and other pieces of professional 
promotion. 

For more information,  
contact Georgian College at  
705-722-1513 or 1-877-722-1513 or 
email omvic@georgiancollege.ca

Get your C.A.L.E. 
designation today! 

Since launching in July, OMVIC’s Dealer Support Team has been focused on 
engaging with OMVIC-registered dealers to provide helpful and consistent 
information to registrants so they have a better understanding of compliance 
requirements.

In their first month, the team has already responded to various questions 
from dealers regarding compliance requirements for contracts, advertising, 
warranties, letters of credit and more! 

Looking ahead, the team will continue to explore new and innovative ways 
to engage with registrants to help with their understanding of compliance 
requirements under the MVDA. 

Have questions about advertising? Contact the Dealer Support Team at  
1-800-943-6002 or email dealers@omvic.on.ca.

A NOTE FROM THE REGISTRATION TEAM: Please note OMVIC’s registration 
department is currently experiencing a higher-than-normal volume of 
applications, causing a delay in responding and processing applications. Our 
registration team is responding to all inquiries in the order they are received.

Thank you in advance for your patience and understanding during this 
busy time.

OMVIC’s Dealer Support Team continues  
to advance
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