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As-is Vehicles Still Require 
Full Disclosure
Mandatory “as-is” vehicle statement does not negate other 
disclosure requirements.

While conducting routine audits, OMVIC Inspectors have noted 
a problematic trend: vehicles being sold as-is without any other 
required disclosures. 

“Just	because	a	vehicle	is	sold	as-is	–	including	dealer-to-dealer	
transactions	–	doesn’t	mean	all	other	mandatory	disclosures	
are somehow waived,” explained Laura Halbert, OMVIC Director 
of	Compliance.	“The	as-is	statement	is	not	a	‘get	out	of	jail	free	
card’; all mandatory disclosures are required when selling 
any vehicle, even as-is. And this includes the required repairs 
disclosure.”

For more information on required disclosures visit OMVIC’s 
website or view the recent Disclosure webinar with guest host  
Bob	Pierce,	Used	Car	Dealers	Association	(UCDA)	Director	of	
Member Services.

IN THIS ISSUE
• OMVIC news

• Fee increase proposal: your feedback

• Toronto dealer loses licence – 
salesperson fined $12,500

• Understanding the Discipline Process

• Webinar successes

THE DEALER STANDARD
is published by the

Ontario Motor Vehicle Industry Council
65	Overlea	Blvd.,	Ste.	300
Toronto, ON M4H 1P1
T: 416-226-4500
Toll Free:	1-800-943-6002
Executive Director: Carl Compton
Writers: Terry O’Keefe
Sarah Choudhury

The 2014  
Annual Report  
is now available. 
Visit omvic.on.ca to  
download a copy 
of OMVIC’s 2014 
Annual Report and  
2015 Business Plan.

http://www.omvic.on.ca/portal/portals/0/pdf/business_report/annual_report_2014.pdf
http://www.omvic.on.ca/portal/DealersSalespersons/Education/EducationalSeminarsWebinars.aspx
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OMVIC’s 2015/16 Board of Directors

OMVIC’s	Board	of	Directors	is	composed	of	nine	
elected vehicle dealers drawn from all segments 
of the industry: large and small dealerships 
in both the new and used market. Three 
government-appointed public representatives 
round out the board.

Following OMVIC’s May 23rd Annual General 
Meeting,	Kevin	Bavelaar	was	acclaimed	president	
and chair. The board’s full composition is as 
follows:

Kim Lambert Named OMVIC’s New Executive Director

Kim Lambert has been named OMVIC Executive Director. Ms. Lambert will replace OMVIC’s founding 
Executive Director and Registrar, Carl Compton, who retires July 31st. 

“OMVIC	has	a	stellar	reputation	amongst	regulators,	the	Ministry,	industry	and	consumers	–	they	
really	are	the	gold	standard,”	said	Kim,	“I	can’t	tell	you	how	excited	I	am	to	join	the	OMVIC	Team	and	
continue the incredible work they do for Ontario’s dealers, salespeople and consumers.”

Kim’s background includes over a decade in senior management positions in the public sector. Most recently, she 
headed up the driver licensing programs with the Ministry of Transportation, which included compliance with principal 
private sector contractors responsible for program delivery. In previous positions, Kim provided oversight of GO Transit 
operations and compliance related to the contract with the 407 ETR concession company. She also served as interim 
Chief	Administrative	Officer	for	Metrolinx.

“Carl’s	retirement	did	catch	us	a	little	off	guard,”	explained	OMVIC	President	and	Chair	of	the	Board,	Kevin	Bavelaar.	
“So	finding	someone	who	will	continue	his	easy-going	leadership	style,	a	style	that	has	served	us	well	through	OMVIC’s	
formative	years,	was	a	daunting	task!	But	we’re	certain	we’ve	brought	the	right	person	on	board	to	continue	and	build	
upon Carl’s hard work and vision.”

OMVIC News
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Kim Lambert

http://www.omvic.on.ca/portal/portals/0/pdf/business_report/annual_report_2014.pdf


To ensure OMVIC has 
sufficient resources 
to meet its mandate, 
OMVIC’s Board of 
Directors proposed  
an increase in fees.
As part of this process, 34,652 registrants received 
an invitation to provide feedback. Of those registrants 
(8,075	dealers	and	26,577	salespeople),	383	completed	
the	survey.	An	additional	58	registrants	provided	
feedback	via	email.	In	total,	1.28%	of	registrants	
provided feedback prior to the May 25, 2015, deadline.

Perhaps one of the more unexpected and yet most 
telling statistics is the percentage of registrants who 
chose not	to	provide	feedback	–	98.72%.	Despite	the	
automated,	anonymous	survey	and	the	notification	
of the feedback process delivered by both an OMVIC 
and trade association bulletin and by stories in 
two major trade publications, only 441 of 34,652 
registrants	responded	and	of	those,	only	94,	or	21%,	
provided feedback critical of a fee increase. These 
94	respondents	represent	0.27%	of	individuals	and	
businesses surveyed. 

OMVIC’s	Board	of	Directors	would	like	to	thank	all	
those who took time to provide feedback. 

For additional feedback results, please click here.
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FEE INCREASE 
CONSULTATION  

– Your Feedback 

.on.ca

Of the 383 registrants who completed the survey,

•	 49.8%	identified	themselves	as	dealers/officers/directors,	20.5%	as	managers	and	27.1%	as	salespersons
•	 62%	recommended	adjusting	the	transaction	fee	
•	 24.7%	recommended	adjusting	the	base	dealer	renewal	fee
•	 13.3%	recommended	adjusting	the	salesperson	fee
•	 37%	stated	a	preference	for	the	option of remitting transaction fees quarterly

http://www.omvic.on.ca/portal/NewsPublications/DealerBulletins/2015/tabid/429/aid/282/Default.aspx
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1716114 Ontario Ltd., operating as Your Car Auto 
Finance	(YCAF),	and	its	sole	officer	and	director,	
Derek	Booth,	have	had	their	licences	revoked	after	
OMVIC issued a Proposal to Revoke Registration 
and the dealer abandoned its appeal. In a related 
discipline proceeding, Scott Edwards, a former 
salesperson at YCAF, was found in breach of 
OMVIC’s	Code	of	Ethics	and	fined	$12,500.

In its Proposal, OMVIC 
alleged YCAF and 
Booth	failed	to	remove	
liens from vehicles 
traded-in in a timely 
manner. This failure 
resulted in consumers 
making unnecessary 
payments or receiving 
unwarranted enquiries/
demands	from	financial	
institutions. In one 
instance it was alleged 
the dealership sold 
a vehicle and did not 
discharge an existing 
lien. OMVIC also alleged 
the dealer provided bills of sale with odometer 
readings that were often lower than the readings 
shown on other documents in the dealer’s 
possession and on other historical odometer 
records.

In	addition,	OMVIC	alleged	that	financial	terms	
and sale prices for the vehicles provided on some 
customers’ bills of sale differed from those in the 
dealer’s	records.	“Our	inspection	and	subsequent	

follow-up uncovered a business model we believe 
was heavily weighted towards soliciting business 
from	financially	disadvantaged	consumers	who	
were deceived regarding vehicle history and 
financing	issues.	Many	of	these	consumers	were	
from First Nations reserves in remote Ontario, 
Quebec,	Manitoba,	New	Brunswick	and	Nova	
Scotia communities,” explained Laura Halbert, 
OMVIC	Director	of	Compliance.	“In	speaking	

to some of these 
consumers it was clear 
they never saw their 
vehicles in advance of 
delivery and most didn’t 
immediately scrutinize 
the documentation.” The 
dealer	and	Booth	avoided	
detection until OMVIC 
inspection activities 
uncovered the problems. 

One of the dealership’s 
salespeople, Scott 
Edwards, was involved 
in many of the suspect 
transactions. In an 

Agreed Statement of Facts before OMVIC’s 
Discipline Committee, Edwards admitted 
breaching	OMVIC’s	Code	of	Ethics.	He	specifically	
acknowledged his failure to meet legal duties, 
including his professional obligation to prevent 
errors, misrepresentations, fraud and unethical 
practices.	In	addition	to	the	fine,	Edwards	was	
ordered to successfully complete the OMVIC 
Certification	Course.	He	is	currently	employed	at	
an unrelated GTA dealership.

THE

 DISCIPLINE 
FILES

Toronto Dealer Loses Licence –  
Salesperson Fined $12,500



While the vast majority of dealers and 
salespeople conduct business with honesty and 
integrity, unfortunately occurrences of non-
compliance with the MVDA or Code of Ethics 
are common. OMVIC has a number of tools 
it can use to address these issues, including 
provincial offence charges, the issuance of 
Proposals to Revoke Registration and the 
Discipline Process. Few people realize that 
the Discipline Process is almost entirely run by 
registered dealers and salespeople: they sit on 
the panels to determine guilt or innocence, they 
determine the penalties and they approve any 
settlements. All OMVIC staff do is administer 
the process.

If a dealer or salesperson is accused of 
contravening the Code of Ethics (CoE), OMVIC 
may issue a Notice of Complaint (NoC). Once 
the NoC is received, the accused may respond 
and provide an explanation or defence. If the 
accused agrees that the CoE was breached, he 
or she may choose to negotiate a settlement. 
If there is no offer to settle, a hearing is held 
before a panel of three Discipline Committee 
members, two of whom will be registered 
dealers (or salespeople). Think of them as a jury 
of your peers. These panelists will rule on the 
outcome. Should they determine the CoE was 
breached they can order the following:

•	 A	fine	up	to	a	maximum	of	 
$25,000 (per person/entity)

•	 Further	educational	courses	for	 
the dealer or salesperson

•	 The	dealer	to	pay	for	educational	 
courses for sales staff 

•	 The	dealer	or	salesperson	to	pay	 
the costs of the hearing

All decisions must be made public. Thus far in 
2015 (at time of publication), 44 discipline matters 
have been completed; in each case the accused 
was found to be in contravention of the CoE. 

In these 44 discipline cases, the most common 
CoE breaches were as follows:

Failure to make proper disclosure
•	 Accident	repair:	14
•	 Daily	rental	history:	8
•	 Out-of-province	history:	9
•	 Branding:	4

Non-compliant advertising
•	 All-in	pricing:	19
•	 Former	daily	rental:	12

The vast majority of Discipline Decisions also 
included ordering the party(ies) to successfully 
complete	the	OMVIC	Certification	Course.

Understanding the                                      Process

OMVIC is seeking applications for up to seven appointments to the Discipline and Appeals Committee.  
This is an excellent opportunity for dealers and salespeople to apply their industry knowledge and 
experience.	Bilingualism	(French)	is	an	asset.	

Successful candidates will preside over hearings regarding complaints made under the Code of Ethics and 
make decisions as to what sanctions, if any, are appropriate. This is a part-time, as-needed position that 
provides per diem compensation. Reasonable expenses are reimbursed. OMVIC provides free training to 
allow successful candidates to perform their role as a Committee member. 

For more information about OMVIC’s Discipline Process, click here.

Interested registrants must complete and return this application to discipline@omvic.on.ca by July 31, 2015.

OMVIC’s Discipline and Appeals Committee 
Seeking Dealer/Salespeople Appointments

mailto:discipline@omvic.on.ca
http://www.omvic.on.ca/portal/portals/0/pdf/discipline/Discipline%20and%20Appeals%20Application%20Package.pdf
http://www.omvic.on.ca/portal/DealersSalespersons/EnforcementCompliance/DisciplinaryProcess.aspx
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Dealer Education: Webinars
In late 2014, OMVIC launched a new educational initiative for dealers and 
salespeople:	WEBINARS!	Senior	OMVIC	Education	and	Compliance	staff	
hosted Advertising and Disclosure webinars available to registrants 
from	the	comfort	of	their	own	offices.	

Recently, OMVIC conducted a Disclosure webinar with a special 
guest,	Bob	Pierce,	Director	of	Member	Services	from	the	UCDA.	
With over 300 attendees, the webinar was highly successful and 
received very positive feedback: 

•	 “This	was	a	great	webinar	with	a	lot	of	great	information.	This	should	be	
repeated on a quarterly basis. It would be a great refresher and also very 
useful for new hired staff as well. Thanks.”

•	 “Thank	you	to	OMVIC	and	the	UCDA.	I	am	a	new	dealer	and	greatly	appreciate	
this useful resource.”

•	 “All	of	this	is	common	sense.	It	is	easy.	Unfortunately	there	are	still	a	ton	 
of non-compliant dealers that plead ignorance. I feel sorry that you guys  
have to run these seminars for experienced managers.”

•	 “Very	useful;	it’s	always	good	to	get	a	reminder	of	the	regulations.”

•	 “Very	informative...this	should	be	mandatory	for	dealer	salespeople	and	
managers to review through a webinar at least once a year.”

Recordings of the most recent Disclosure and Advertising webinars  
(conducted in April 2015) are available on OMVIC’s website.

OMVIC will continue to host webinars; bulletins will be issued to announce topics/dates.

http://www.omvic.on.ca/portal/DealersSalespersons/Education/EducationalSeminarsWebinars.aspx



