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If you imagined OMVIC Compliance 
staff was disappointed by the outcome 
of recent undercover shopping 
investigations, you’d be right.  
The shock waves are still resonating 
after six dealers and five individuals 
found themselves facing charges. 
If you think most dealers are frustrated 
by ongoing non-compliance with advertising regulations 
by a minority of fellow dealers, you’d be right again. OMVIC 
frequently hears from ad-compliant dealers who are fed up 
with other dealers for essentially stealing their business by not 
following the regulations. OMVIC, the Ministry of Consumer 
Services, consumers and dealers are all concerned. All-in 
pricing is meant to provide transparency for consumers, create 
a level playing field for dealers and build trust in the registered 
dealer community. Non-compliance guarantees none of these 
goals will be achieved – in fact, it will create distrust and calls 
for even greater enforcement.

All Stakeholders Agree –  
All-in Pricing is Good for EVERYONE

Read more inside

For the first time since OMVIC’s inception,  
the Board elected a consumer representative  
as President and Chair. 
Nazreen Ali joined OMVIC’s Board in 2009 and previously 
held the position of Secretary-treasurer in 2011 and 
2013. Her term as President began following the May 
Annual General Meeting. You can reach her by email at 
president@omvic.on.ca.

OMVIC has relocated to  
65 Overlea Boulevard  
in Toronto and staff are  
ready and willing to assist 
dealers and salespeople 
from this new location.

Board News

Consumer Representative Elected



A Message (well, perhaps more of a rant)  
from OMVIC’s Director of Education
Disappointment, embarrassment, frustration: 
all emotions that flooded in after OMVIC’s recent 
undercover investigation and the broadcast of the 
APA/W5 Driver Beware exposé on vehicle sales in  
the GTA. 

OMVIC’s investigation led to charges against six 
dealers and five individuals while W5’s report gave 
a huge black eye to the entire automotive retail 
industry. The investigation exposed behaviour and 
an alleged lack of compliance, particularly as it 
relates to all-in pricing, that was beyond the pale. 
OMVIC’s Communications and Education Team, 
Business Standards Team and Inspectors bust 
their butts to ensure dealers and salespeople 
are well aware of the regulations, so to witness 
this type of alleged non-compliance forces one 
to conclude – some dealers are simply wilfully 
ignorant.  

Don’t get me wrong, most dealers are compliant 
and offer exceptional service and products to their 
customers; but it was far too easy to find alleged 
non-compliance (six of 16 dealers shopped by 
OMVIC Investigators were charged). And while we 
may not agree with the APA/W5 pass/fail criteria, 
much of what that report showed reinforced a 
tired and outdated stereotype that OMVIC, your 
trade associations and many of you have worked 
so hard to eliminate.

I know many shared this sense of outrage –  
I heard from a number of you. One dealer wrote, 
“I am shocked. That W5 report really opened 
my eyes.” Another stated, “This kind of stuff, 
especially from franchised dealers, sets us back 
30 years.” Indeed.

Because of this, in April and May OMVIC launched a 
targeted marketing campaign designed to increase 
consumer awareness about all-in pricing. The 
message was simple: All-in pricing is THE LAW! 
The four-week campaign aired on 680News radio 
and appeared in the Toronto Star, Toronto Sun and 
ONtheGO magazine. Consumers learned that if an 
OMVIC-Registered Dealer advertises a price for 
a vehicle (new or used), that price must include 
ALL fees and charges the dealer intends to collect 
(except for HST and licensing, or fees for optional 
services or products a consumer requested). 

The strategy behind the campaign is to ensure 
consumers understand that dealers cannot charge 
above the advertised price – if they try, our advice 
to consumers is to walk away, shop at a dealership 
that complies with the law and report the offending 
dealer to OMVIC.

Frankly, it’s unfortunate these measures have  
to be initiated, but there is no doubt that educated 
consumers can better protect themselves and help 
drive compliance. So, we’re adding consumers and 
dealers to the ranks of OMVIC’s Compliance staff by 
urging them to turn in non-compliant dealers who 
may soon find themselves in our discipline files.

 Terry O’Keefe,  
 Director of Communications,  
 Media Relations and Education

Report non-compliant ads to  
OMVIC’s Business Standards Team at  
marketing_standards@omvic.on.ca.

http://www.ctvnews.ca/video?clipId=318723
http://www.omvic.on.ca/portal/NewsPublications/DealerBulletins/2014/tabid/402/aid/219/Default.aspx
http://www.omvic.on.ca/portal/NewsPublications/DealerBulletins/2014/tabid/402/aid/219/Default.aspx
http://www.onthego.to/advice/buying-a-car
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All Stakeholders Agree –  
All-in Pricing is Good for EVERYONE
To help demonstrate  this point, OMVIC asked key dealer 
and consumer stakeholders to respond to two questions 
about all-in pricing. The groups that participated were: 
the Used Car Dealers Association (UCDA), the 
Automobile Protection Association (APA), Car Help 
Canada (CHC) and the Consumers Council of Canada 
(CCC). Their answers (some are partial) highlight a 
shared appreciation for the importance of all-in pricing 
and the benefits it brings to consumers AND dealers. 

Here are the questions and responses:

Question 1:  What would you say to a consumer who 
responded to a dealer’s advertised price only to 
discover at the dealership that the dealer wanted to 
charge additional fees (other than HST or licensing) 
over and above the advertised price?
   The dealer knows the rules, but is flouting them… 

[we] would advise the consumer to “walk away” 
and find a dealer who operates lawfully. 

  [We] would tell the consumer that the level of 
transparency in dealer advertising in Ontario is 
amongst the highest in North America… [We] 
wouldn’t hesitate to suggest… that if the dealer 
continues to insist on charging the extra fees on 
top of the advertised price, that the consumer 
should walk away and report the incident. 

  Remind the dealer that it is illegal… and that he or 
she will contact OMVIC. 

  Retain a copy of the ad and all paperwork; 
consider making a report to OMVIC. 

Question 1B:  What would you say to that dealer?
  Your deceptive ad is hurting other dealers 

with similar vehicles. When consumers have 
confidence that pricing practices are fair, they are 
likely to put less pressure on your salespeople 
and, in the long run, all dealers benefit from better 
consumer confidence in the buying process. 

  Attempting to charge extra fees on top of the 
advertised price not only hurts the dealer’s own 
credibility, it also harms the integrity of the 
entire industry… [we’d] also tell the dealer that 
improper advertising like this leaves them open 
to disciplinary action by OMVIC… and could cost 
them thousands of dollars in penalties. 

  [We] would tell the dealer that [we] know he/she 
is falsely advertising the vehicle, and that [we] 
will report him/her to OMVIC.  

Question 2: How would you respond to a dealer 
who claims: “There’s too much enforcement of the 
advertising regulations”?
  The irony is there would not be any need for 

enforcement if the rules were being followed by 
everyone... if 10 dealers advertise and only 9 are 
doing it right, the one who isn’t has an unfair 
advantage over the 9. One bad apple ruins it for 
the others and those 9 dealers have every right to 
expect that the rules will be enforced against the 
dealer who’s not following the rules. 

  If he/she were following the regulations there 
would be no issue with any enforcement. 

 [We] would say we need more enforcement. 

  In Quebec, where auto dealers are mostly 
compliant regarding extra fees, there is much 
less enforcement. 

Continued from front cover...

It’s not at all surprising to see how similar many of the answers are between consumer advocates and dealer advocates, 
because when it comes to all-in pricing, what is good for consumers is also good for dealers! As Warren Barnard, 
Executive Director of the UCDA wrote: “It’s not just about levelling the playing field. It’s also about ensuring that 
consumers can trust the ads they read in our industry. If they can’t, the lack of trust and suspicion will carry right through 
the entire sales process, maybe even to the point that the consumer will shy away from buying from a dealer at all.” 

To read all answers in their entirety, click here.
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ONSUMERS COUNCIL OF CANADA

http://www.omvic.on.ca/portal/StakeholderResponsestoAllinPricing
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Since January 2013, more than 25 dealers have been found  
in breach of the Code of Ethics due to non-compliance  
with the all-in price advertising requirements: 

•  Lanoue Chevrolet Inc. and  
Duane Lanoue and Craig Lanoue

•  Ontario Chrysler Jeep Dodge Inc.  
and William Boyd

•  Performance Ford Sales Inc.  
and Talal Rafih

•  421342 Ontario Ltd. o/a Kingston 
Nissan/Carone and Trevor Cotton

•  Leamington Chrysler Ltd.  
and Michael Herbert

•  Morningside Nissan Limited  
and Hassen Wozan

•  1159561 Ontario Limited  
o/a Cambridge Mitsubishi and  
1159562 Ontario Limited  
o/a K-W Mitsubishi and Amin Shamji

•  Timmins Garage Incorporated  
and James Mascioli

•  Johnston Motor Sales Co Limited  
o/a Johnston Chrysler Dodge Jeep and  
James Johnston and William Johnston

•  1037166 Ontario Inc. o/a Best Rate  
Auto Sales and Donald Rezoski

•  2095483 Ontario Inc.  
o/a Carco and Jim Williams

•  918983 Ontario Limited o/a Biedas 
Powersports 2008 and Kornelious Janzen

•  Nexcar Auto Sales and Leasing Inc. and 
Giti Nimapoo and Mohammadmehdi Asadian

•  2217106 Ontario Ltd. o/a London’s 
Airport Kia and Minaz Shamji

•  Matkath Corporation o/a Matkath Auto 
Sales and Christopher Hader 

•  2128939 Ontario Inc. o/a Orillia 
Volkswagen and Christopher Leavens

•  2152633 Ontario Limited o/a T.D. Auto 
Sales and Ahmed Mohammedsalih

•  Rama Auto Inc. and Ardalan Badakhshan

•  Kamyar Agahi o/a Prestige Carline

•  Corsameccanica Inc. and George Ruffolo

•  Edwards Ford Sales (Kingston) Ltd.  
and Stephen Petrie

•  1202894 Ontario Inc.  
o/a Edwards Mazda/Poirier Nissan  
and Edward Poirier

•  732341 Ontario Ltd. o/a Mountain 
Hyundai and J. Alexandre and  
W. Nethercott

•  Leggat Chevrolet Buick GMC Limited  
and Douglas Leggat

Full details of these and previous decisions can be found on OMVIC’s website.

http://www.omvic.on.ca/portal/DealersSalespersons/EnforcementCompliance/DisciplinaryProcess/DisciplineDecisions.aspx
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Here are details of some decisions:Quality Used Cars Wholesalers Ltd.  and Eduard Letichever
The dealer was fined $20,000 for non-compliant vehicle advertisements. 
Eduard Letichever was also fined $5,000 and agreed to successfully 
complete the OMVIC Certification Course.
The panel found the dealer’s advertising in breach of the  Motor Vehicle Dealers Act (MVDA) in the following areas:•  Advertisements failed to include an all-in price• Advertisements failed to disclose required dealer identification •  Advertisements failed to prominently disclose vehicles were  being sold as is or unfit

• Advertisements failed to disclose appropriate credit disclosureThis practice continued even after receiving the Notice of Complaint.2071540 Ontario Inc. o/a Airport Kia,  Mohammad Hashemi and Farhad Kazerani
The three parties were jointly fined $8,000 for failing to advertise  
all-in prices and for non-compliant disclosure of former daily rentals. 1643123 Ontario Inc. o/a Bay King Motors  and Jamie Richter
The dealer and Richter agreed to pay a fine of $6,000 for failing to 
advertise an all-in vehicle price despite receiving numerous OMVIC 
publications on this issue. The practice continued despite a settlement 
order in December 2012 in which the dealer agreed that all future 
advertising would be compliant. 

Note: The MVDA requires OMVIC  
to make all discipline decisions public.

We’d like to hear 
from you! 
What steps do you think 
OMVIC should take to 
improve compliance with  
the advertising rules?  
Let us know by sending an 
email to omvic@omvic.on.ca.
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The Automotive 
Business School of 
Canada (ABSC) at 
Georgian College has 
launched the online 
Automotive Record 
Keeping Course. 

Developed in collaboration with OMVIC, the course 
provides essential training in basic bookkeeping, 
general business record keeping and MVDA financial/
records requirements.

Successful completion of the Automotive Record 
Keeping Course will provide dealers and salespeople 
with the tools to:

•  Identify business documents that must be kept to 
satisfy MVDA requirements 

•  Use accounting and general business management 
documents pertaining to the automotive industry

•  Record specified accounting transactions in a basic 
bookkeeping document

•  Examine appropriate internal controls

Registration Details
Registration for the Automotive Record  
Keeping Course is available online  
or by contacting ABSC staff at 1-877-722-1513 or 
by email at OMVIC@georgiancollege.ca. 

Georgian College News

New Online Automotive Record Keeping Course 

http://www.georgianc.on.ca/coned09/coursescertificates/?f=display_outline&p_subj_code=OMVI&p_crse_numb=0004&p_title=Automotive+Record+Keeping

