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As part of its ongoing efforts to educate consumers about their rights when buying a car, 
OMVIC recently introduced the first illustrated “how-to roadmap” for Ontario car buyers. 
The interactive infographic displays the car-buying process from start to sold, and also 
identifies the safeguards consumers are entitled to when buying from an OMVIC-Registered 
Dealer and the potholes that potentially line the route to a private purchase.

An interactive version of the infographic is available on OMVIC’s website.

Season’s Greetings
The staff of OMVIC would like to 
wish all dealers and salespeople 
a joyful holiday season and a 
happy and prosperous new year. 
We look forward to working 
with all stakeholders in 2015 
and remain committed to our 
mandate to maintain a fair and 
informed marketplace for Ontario’s 
consumers and dealers alike.

http://www.omvic.on.ca/portal/Consumers/ConsumerProtection/ConsumerTips/RoadtoBuyingaCarinOntario.aspx


“...that which 

we call a rose, 

by any other 

name would 

smell as sweet”
                               

 – SHAKESPEARE

A Rose 
By Any Other Name 

A recent dealership profile in a trade journal 
stated the dealer had “done away with 
salespeople.” Instead, the dealer stated he 
employed salaried “product specialists” (who 
also receive “bonuses” for delivering cars).  
While OMVIC applauds any dealer’s efforts to 
make the car-buying process more enjoyable 
and less stressful for consumers, including 
referring to sales staff as 
consultants or paying 
them salaries rather 
than commission, 
OMVIC believes it may be 
misleading or confusing to 
consumers to state “there are  
no salespeople at the store.”

Under the Motor Vehicle Dealers 
Act (MVDA), a salesperson is an 
“individual who is employed by a 
dealer to trade in motor vehicles 
on behalf of the dealer.” The Act 
states a trade includes “buying, 
selling, leasing, advertising or 
exchanging an interest in a vehicle 
or negotiating or  inducing or 
attempting to induce the buying, 
selling, leasing… a motor vehicle.” 

Obviously one of the roles of any salesperson, 
sales consultant or product specialist is to 
induce the sale/lease of a vehicle. Consumers 
are likely to rely on the representations made 
by these staff; and therefore, they must be 
registered with OMVIC as salespeople regardless 
of the title a dealership gives them.

Further, it is a breach of OMVIC’s Code of 
Ethics, specifically the Standards of Business 
Practice section 4.6 for a dealer to advertise 
that consumers may purchase or lease a car 
from an unregistered salesperson (e.g., an 
advertisement stating “No Salespeople”).

It’s important that dealers, salespeople and 
consumers don’t mistakenly believe that if a 
“product specialist” is not called a salesperson, 
that the product specialist doesn’t require 
registration and isn’t bound by the MVDA, 
because that is simply not the case. As 
Shakespeare wrote, “that which we call a rose, 

by any other name would smell 
as sweet.” When we consider 
the majority of today’s 
registered salespeople 
have earned the C.A.L.E. 
designation (Certified in 
Automotive Law and Ethics), 
why not celebrate their 
professionalism  
and dedication?

http://www.omvic.on.ca/portal/portals/0/pdf/CodeofEthics/Standards_of_Business_Practice.pdf
http://www.omvic.on.ca/portal/portals/0/pdf/CodeofEthics/Standards_of_Business_Practice.pdf


DEALER CURBSIDER
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OMVIC’s Investigations Department spends 50% of its 
resources tracking, investigating and prosecuting these 
illegal, unlicensed dealers. During these investigations, 
one of the first questions asked is, “Where did the 
curbsider get his inventory?” Most often, inventory 
comes from a salvage auction, but too often it’s from a 
registered dealer. Not only is this frustrating, it’s illegal. 
Recently, three dealers have found themselves before 
the courts for allegedly supplying vehicles to a curbsider:

•  Val Car Sales and Service (London) – convicted and 
fined $7,500

•  Sarnia Fine Cars/Sarnia Volkswagen – currently before 
the courts

•  Mac Auto Sales (Windsor) – currently before the courts

OMVIC again reminds dealers to ensure steps are in 
place to prevent supplying curbsiders with inventory.  
These may include:

Registering all vehicles in the buyer’s name
Curbsiders commonly offer to do the transfer 
themselves, but then keep the vehicle in the selling 
dealer’s name until it’s sold to an unsuspecting buyer. 

Verifying that dealer is registered with OMVIC
If a buyer claims to be from another dealer or 
wholesaler, verify their registration on OMVIC’s  
website here or ask to see their OMVIC licence.

Regularly reviewing Garage Register
Conduct periodic checks of the Garage Register.  
Does the same name appear numerous times?  
Can it be explained? Be vigilant. 

 Curbsider Inventory: 

Don’t Be a Supplier

New OMVIC-Registered Dealer Decals – 

You’re Protected
Let consumers know that when they buy from an  
OMVIC-Registered Dealer they’re protected!  
Dealers can request new OMVIC-Registered Dealer 

Decals from OMVIC’s Communications  
Team at omvic@omvic.on.ca or by  
phone at 1-800-943-6002 x3172. 
Download the decal artwork here. 

Curbsiders are the scourge of our industry. They often sell vehicles that are misrepresented; 
many with serious accident repairs or rolled-back odometers. They rip off consumers and steal 
potential customers from registered dealers. They have little to no overhead, don’t pay taxes 
and provide no after-sales service to their buyers/victims. 

https://www.omvic.on.ca/RegistrantSearch/index.aspx
http://www.omvic.on.ca/portal/DealersSalespersons/Resources.aspx
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A Toronto dealer, Platinum Cars Inc., was fined 
$21,500 for placing advertisements that stated “prices 
do not include $399 admin fee.” An OMVIC Discipline 
Panel found the dealer failed to advertise all-in 
prices as is required by the Motor Vehicle Dealers Act 
(MVDA). Shaun Jalili, the dealership’s officer/director, 
was also personally fined $3,000.

“This was a clear violation of the MVDA which 
mandates a dealer’s advertised price must include  
all fees and charges the dealer intends to collect,  
with the exception of HST and licensing,” stated 
OMVIC Director of Communications Terry O’Keefe. 
According to O’Keefe, Platinum continued to advertise 
non-all-in prices after the dealer received a warning 
from an OMVIC Inspector, and continued even 
after the dealer received a Notice of Complaint (the 
document issued to a dealer alleging a breach of the 
Code of Ethics and starting the discipline process).

In reaching its decision the Discipline Panel wrote: 
“There was a lack of care or concern for the 
information the public was seeing in the dealer’s 
advertising… and the Panel recognizes the penalty 

it orders must protect the public and the public 
confidence in the profession.”

OMVIC could not agree more. Compliance with 
the all-in pricing regulations not only provides the 
transparency to consumers required by the Act,  
it just as importantly creates a level playing field  
for dealers and builds trust in the registered  
dealer community.  
Non-compliance tears that trust down.

If an OMVIC-Registered Dealer advertises a price for a 
vehicle, that price must include ALL fees and charges 
the dealer intends to collect.

Note: HST and licensing do not have to be included in 
the price if the advertisement clearly and prominently 
indicates they are not included. Licensing is NOT a flat 
fee; it refers to the actual cost of vehicle registration 
and plates.

 Significant Fine: 

Breaching All-in Price Law

In-Service Dates and Diminished Warranties
OMVIC has heard allegations from concerned 
dealers that some manufacturers are 
requiring them to purchase or to 
designate new vehicles as sold, 
even though no bona fide customer 
has actually purchased the vehicle. 
Obviously this may be problematic 
as it sets the in-service date and 
starts the manufacturer warranty. 

If a dealer sells a vehicle whose in-service 
date precedes the delivery date, this  

is a material fact. The purchaser 
MUST be made aware of this and 
the fact they will not receive the 
full manufacturer warranty.  
This MUST be disclosed in a clear, 
comprehensible and prominent 

manner in writing on the  
bill of sale.

REMINDER! 
Advertised Price = Drive-away Cost of Vehicle
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Bennett Chevrolet Cadillac Buick GMC Ltd o/a Bennett GM and David Bennett: the dealer was fined $7,500 for failing to provide written disclosure of the former daily rental history of vehicles (on the bill of sale) and retaining the services of an unregistered salesperson. The Cambridge dealer agreed to offer all current and future sales staff, including managers and individuals in positions of authority, the opportunity to take the OMVIC Certification Course. Bennett also agreed to complete the Certification Course himself.

McMullin Richard William o/a Ricky Ratchets Auto Repair: the London-area dealer was fined $5,000 for selling vehicles for more than the advertised price, failing to complete trade-in contracts (when taking vehicles in on trade), entering into a consignment agreement without a consignment contract in place and failing to disclose in writing a vehicle’s out-of-province status and accident-repair history. 

G P Bikes Inc. and Jerry Ordanis:  the Whitby dealer was fined $5,000 for non-compliant disclosure of a vehicle’s out-of-province status, accident-repair history and former daily rental history in both advertisements and in writing  on bills of sale. Ordanis was also ordered to attend and complete the  OMVIC Certification Course. 

1712968 Ontario Inc. o/a Barrie Mitsubishi and Tony Boseovski and Scott Ferguson: the dealer was fined $6,500 for selling a vehicle for more than the advertised price and failing to provide written disclosures of former daily rental history, accident-repair history and out-of-province history. Boseovski and Ferguson were ordered to complete the OMVIC Certification Course and the dealer was ordered to offer all current and future sales staff the opportunity to complete the Certification Course.

Graham Automotive Sales Inc.: the Ottawa dealer was fined $5,500 for non-compliant disclosure of former daily rentals.  

George Boutros o/a GB Services:  the dealer was fined $5,000 for failing to provide written disclosure of  a vehicle’s out-of-province history  and accident-repair history.

The MVDA requires OMVIC to make  
all discipline decisions public.

More details about these and previous decisions 
can be found here on OMVIC’s website.

http://www.omvic.on.ca/portal/DealersSalespersons/EnforcementCompliance/DisciplinaryProcess/DisciplineDecisions.aspx
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A Customer Complains to OMVIC – 
Wouldn’t You Want to Know? 
The majority of vehicle transactions go well. However, 
when a problem does arise, OMVIC’s Complaints and 
Inquiries Team may receive a request for help from 
the affected customer. Once this process is started, 
a Complaint Handler will provide information to the 
customer and is likely to contact the dealership  
in question. 

OMVIC now has a notification service that will 
automatically email dealership owners and officers, 
letting them know that OMVIC is about to contact their 
dealership regarding a formal complaint. According to 
OMVIC Complaints and Inquiries Team Manager Tim 
Hines, “This will help ensure better insight for dealers 
regarding the types of complaints being generated in 
the sales process.” The email will identify the vehicle in 
question to allow dealers an opportunity to review the 
situation internally.

Dealers who are currently online service members and 
are identified as an owner or officer will automatically 
receive this added feature. 

Salesperson Cancellation Notice
If a salesperson leaves their dealership for any reason 
(including resignations), dealers can now notify OMVIC 
of the employee cancellation online. This new added 
feature is available to all dealers who are currently 
online service members.  

Note: Salespersons occupying multiple roles cannot 
be cancelled online (e.g., a salesperson who is also 
an officer, director, shareholder or person-in-charge). 
[Online edition:] To remove such individuals, the 
dealer must complete a Business Change Notice – 
Individuals/Amalgamation form.

Haven’t Signed Up for Online Services?
There are many other benefits to using OMVIC’s online 
services. All dealers and salespeople are encouraged 
to set up an account on the OMVIC website. Look for 
the “Registrant Login” button in the top right corner. 

OMVIC’s  
New Online 
Services

http://www.omvic.on.ca/portal/portals/0/pdf/RegistrationForms/Business_Change_Notice_Individuals.pdf
http://www.omvic.on.ca/portal/portals/0/pdf/RegistrationForms/Business_Change_Notice_Individuals.pdf
https://www.omvic.on.ca/OnlineServices/Guests/Login.aspx

