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The Licence Appeal Tribunal 
(LAT) recently heard evidence that 
Platinum Auto Gallery Inc. (formerly 
Premium Wheels Inc.), Behzad 
(Ben) Rabie and Jamie M. Giroux 
were “in a group that was below 
the worst 2% of dealers based on 

volume of complaints.” The hearing was a result of OMVIC’s proposal to 
refuse to renew the registration of Platinum and Rabie and its proposal to 
revoke Giroux’s; the complaints included undisclosed accident damage (as 
high as $28,000); the refusal to return deposits taken from customers for 
test driving vehicles; vehicle condition complaints; a claim that a vehicle 
was CarProof verified when no CarProof report was obtained; an allegation 
of a misrepresented odometer reading; and an unsubmitted warranty. 
During the hearing, OMVIC Deputy Registrar Mary Jane South stated, 
“It’s hard to see how it could be any worse” and “We want the applicants 
out of the business” – extraordinarily blunt talk about a dealer with an 
extraordinarily bad record. 

The tribunal agreed.

Hard to See How  
it Could Be Any Worse

Read more inside

OMVIC is pleased to announce that 
it now offers translation services in 
multiple languages to both dealers and 
consumers. OMVIC has successfully 
been testing this service with 
consumers, applicants and registrants 
since August 2013.

Non-English speakers are able to 
clearly communicate any questions 
they may have to OMVIC staff with 

the help of this translation service. 
At no cost to the caller, this service is 
available in over 150 languages. With 
little to no delay, an interpreter can 
join a call and translate simultaneously 
alongside the OMVIC representative. 

Nearly any Ontarian, regardless of 
English-language proficiency, can now 
communicate with OMVIC staff simply  
by calling 1-800-943-6002.

OMVIC is moving!
In late April 2014,  
OMVIC will be relocating  
to 65 Overlea Boulevard, 
Toronto.

OMVIC
on the move



Please Help Keep Me in My Lane:  
A Personal Message from OMVIC’s Director of Communications

As many of you 
know, OMVIC spends 

considerable time, energy 
and resources educating consumers about the 
benefits and protections offered when they buy 
from you – a registered dealer. In fact, the theme 
of OMVIC’s current public awareness campaign 
is “You’re Protected,” and it outlines the key 
reasons consumers should consider buying 
from your dealership. And what do you think is 
the first of those reasons we promote? It’s all-in 
price advertising. So imagine my dismay when 
driving to the OMVIC office a couple of weeks ago. 
I heard a dealer’s ad on 680 News in Toronto, the 
province’s most popular radio station, that went 
something along these lines: “Imagine this: you’ve 
just purchased your next vehicle, agreed on a 
price and you’re ready to sign on the dotted line –  
then the dealership increases the price! They 
add multiple fees like admin, CarProof, PDI and 
window etching – it happens every day, but never 
at ***** *****. The price you see is the price you 
pay.” There was more that came after that, but 
by that time I’d nearly driven off the road and was 
trying not to have a stroke. 

This ad clearly promoted the dealer’s all-in 
pricing, which is great; in fact, I encourage it!  

But it also inferred other dealers don’t have  
all-in prices, and we all know that is not the case. 

The ad, in my opinion, tarnishes the reputation  
of the industry as a whole, it erodes the trust 
OMVIC and most in the dealer community have 
been trying to build, it undermines OMVIC’s 
message to consumers that they’re protected 
when they buy from any registered dealer,  
and it’s simply unbecoming. 

Fortunately, after a call from the OMVIC Business 
Standards team, the dealer agreed to stop airing 
the ad. Please don’t get me wrong: I encourage 
you to advertise and promote that your prices are 
all in, but don’t do it in such a way that harms the 
reputation of the rest of the industry. I’d like to 
think that on the matter of promoting the benefits 
of all-in pricing, OMVIC’s messaging is in sync 
with yours. It’s a win–win.

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

And Since We’re Talking About  
All-in Pricing and Admin Fees…

A recent dealer publication 
suggested it is OK for a dealer 
to charge an administration  
fee in addition to the price  
a customer has negotiated,  
so long as the final price 

does not exceed the advertised price. The article 
suggested that a customer who responded to a 
dealer’s ad for a car priced at $10,000 + HST and 
licence, and who negotiated a $500 discount, 
could then have that discount clawed back by 
adding an administration fee, just as long as the 
final price didn’t exceed the advertised price. It is 
OMVIC’s position that this practice is unfair, even 
deceitful. If a dealer agrees to a discount during 

negotiations, they cannot then try to recoup  
the discount by adding an additional fee(s) to  
the negotiated price. (Note: this does not include 
fees for an extra product/service the customer 
has agreed to purchase, such as an extended 
warranty.)

In fact, dealers were warned in a bulletin in  
April 2013 that this practice breached the Code 
of Ethics, and dealers found conducting business 
in this manner should expect to receive a Notice 
of Complaint requiring attendance before a 
discipline panel.

Dealers or salespeople requiring more 
information should contact OMVIC’s Business 
Standards Team at 1-800-943-6002 or 
marketing_standards@omvic.on.ca.
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Since its launch in late October, 
over 35% of registration renewals 
have been submitted using the 
new online system. “This has 
been a fairly smooth transition 
for registrants and OMVIC staff,” 
explains Mary Jane South, 
OMVIC’s Deputy Registrar.  
“We continue to encourage 
dealers and salespeople to sign 
up for the online renewal service 
and take advantage of the many 
benefits it provides.”
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Recent Discipline 
Decisions
As a result of information that came to 

the attention of OMVIC staff through 

complaints from purchasers and dealers, 

57 Notices of Complaint were dealt with 

in 2013, and another eight so far in 

2014. The MVDA requires the registrar 

to “make available to the public, by 

electronic or other means” all discipline 

decisions. They are available at  

omvic.on.ca/portal/DealersSalespersons/

EnforcementCompliance/

DisciplinaryProcess/DisciplineDecisions.

aspx. 

All Renewals Dealer Renewals Sales Renewals

Office          Online

ONLINE
1,745 (35.1%)

ONLINE
778 (33.4%)

ONLINE
968 (36.6%)

OFFICE
3,225 (64.9%)

OFFICE
1,552 (66.6%)

OFFICE
1,674 (63.4%)

Hard to See How it Could  
Be Any Worse
In reaching his decision, LAT Vice-Chair Terrance 
Sweeney wrote: “The evidence against the applicants 
is overwhelming,” the dealer had received “continual 
warnings,” Rabie “bullied customers and used delaying 
tactics to avoid paying what he owed them,” Giroux “lied,” 
both Rabie and Giroux “sent cars out on the road when 
they were not fit to be there,” Rabie “fraudulently pocketed 
over $2,000 from a consumer,” and Rabie and Giroux 
breached the Motor Vehicle Dealers Act (MVDA) at least 
four times when they failed to disclose “vehicles had been 
in an accident.” 

The tribunal found the past conduct of Platinum, Rabie 
and Giroux “provide[d] reasonable grounds to believe they 
will not carry on business 
in accordance with law and 
with integrity and honesty” 
and ordered OMVIC to carry 
out the proposals to keep 
them out of the industry. 

Continued from front cover...

Online Renewal 
Services Grow!
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How to Use Online Renewal 
Services: What You Need to Know 
The following information is provided to help dealers and salespeople 
understand the process of setting up an online services account. 

Confirm E-mail Address
Each dealer and salesperson must create an account 
using the e-mail address they personally have on 
file with OMVIC. Account creation also requires the 
following: registration number, first and last name  
(as it appears on OMVIC certificate), and date of birth.

Adding or updating e-mail address 
If a dealer or salesperson does not have an e-mail 
address attached to their personal file, they must add 
one by contacting OMVIC’s Registration Department at 
1-800-943-6002 ext. 5104 or online@omvic.on.ca. 

Similarly, if an individual’s e-mail address has changed 
and/or needs to be updated, they must contact OMVIC’s 
Registration Department directly.

Dealer Administrator Role
In order to create an online account for a dealership, 
the dealer must appoint a “dealer administrator.”  
This individual will act as the manager of the 
dealership’s online services account. 

Who can appoint a dealer administrator? 
Only individuals in OMVIC’s records who occupy one of 
the following roles can appoint a dealer administrator: 
person in charge, officer, director, owner, partner or 
general manager. Once they have created their own 
online account, they can either appoint themselves as 
dealer administrator or designate someone else. 

Appointing someone else as dealer administrator
In order to appoint someone else as dealer 
administrator, the dealer will need to supply that 
person’s first and last name (if they are not an OMVIC 
registrant, the name should be as it appears on their 
driver’s licence), date of birth and e-mail address.  
The appointed dealer administrator does not have to 
be a registrant. 

If the dealer appoints another individual to act as 
dealer administrator, that person will receive an  
e-mail invitation from OMVIC allowing them to create 
their account. 

Useful Tools
Dealer administrators are authorized to:

•  Submit the dealer’s renewal online along with 
payment of fees

•  Review related salespersons’ registration renewal 
requests submitted online

•  Subscribe to e-mail notifications for both dealers 
and salespersons, including those for applications 
submitted, applications approved, registrations  
about to lapse and registrations that have lapsed. 
The dealer administrator will receive e-mail 
notifications even if the related salesperson is not 
using online services

•  Review history of transactions and renewals 
submitted online
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It’s Not Easy Being Green
As Kermit the Frog said,  
“It’s not easy being green.” 

In a world where many 
consumers are choosing to 
purchase “environmentally 
friendly” products and 
services as a matter of 
conscience, it is vitally important 
to ensure that any claims of environmental benefit 
are truthful. Therefore, if a product or service sold 
or provided by a dealer claims an environmental 
benefit (directly or through name or inference)  
the claim must be accurate, verified and relevant 
to that particular product/service. 

What does it mean to be green?  
Generally speaking, the term green describes 
products and services that are environmentally 
responsible and minimize negative environmental 
effects. 

Can green products be bundled  
together with other products?
Although a single item that meets the test stated 
above may lay claim to being green, a package  
or bundle of products/services cannot claim to be 
green or offer environmental benefits unless each 
and every product and service contained in the 
package has actual environmental benefits.

Ensuring accurate representations
As noted in a recent bulletin, dealers are 
responsible for all representations made about 
the products and services they sell. 

The MVDA and Code of Ethics are clear: dealers 
and salespeople must conduct business with 
honesty and integrity, and be clear and truthful  
in describing the features and benefits of 
products/services sold. The Consumer Protection 
Act makes it illegal to make a false, misleading, 
deceptive or unconscionable representation.

Although Kermit laments, “I am green and it’ll 
do fine…I think it’s what I want to be,” dealers 
cannot represent products or services as green 
simply because they want them to be; they must 
review all products or services sold that make 
environmental claims to:

•  Verify the claim’s truthfulness

•  Review the claim’s reliability 

•   Ensure the supplier has not packaged or 
bundled products or services together in a 
manner that suggests the package as a whole 
makes environmental claims, unless each 
product or service contained in the package 
actually has environmental benefits 

For more information, refer to the latest bulletin:  
omvic.on.ca/portal/NewsPublications/ 
DealerBulletins/tabid/152/aid/214/Default.aspx. 

OMVIC on the Move
OMVIC is moving! In late April 2014, OMVIC will be relocating to 65 Overlea Boulevard,  
in Toronto. Just a few minutes south of its current location, the new facility will help  
OMVIC continue to provide excellence in service to registrants and consumers alike.  
Stay tuned for additional information as the moving date approaches.
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The largest auto 
show in Canada, 
the Canadian 
International 
AutoShow was 

indeed “Beyond Expectations” – its theme for 
2014. The annual event drew more than 300,000 
car enthusiasts!

In addition to exploring the automotive-related 
displays and exhibits, thousands of attendees 
also visited OMVIC’s booth to learn more about 
their car-buying rights. Over the 10 days of 
the show, consumers spoke with 20 OMVIC 
volunteers and learned about the protections 
offered when buying from a registered dealer, 
about OMVIC’s role as regulator and the services 
it offers, and about the dangers posed by 
curbsiders. Over 5,000 consumer-protection 
resources were distributed. 

Another Successful Year 
at the Canadian International AutoShow

Some of our OMVIC staff 
educating consumers  
on the protections offered  
when buying from a 
registered dealer.


