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Thank You Registrants – 
OMVIC’s 2016 “Road Show” 
Was a Huge Success!

OMVIC’s first cross-province road show was a success! With stops in 
Ottawa, Thunder Bay, Sudbury, London and the Greater Toronto Area, 
OMVIC staff delivered informational and educational presentations to 
dealers and salespeople on trending topics with a focus on advertising 
and disclosure requirements. These information sessions also 
provided an opportunity for registrants to participate in constructive 
discussions on issues of importance to them. The sessions generated 
very positive feedback from those who attended: 

“Thank you for the session. Was very informative.” 
“Good awareness; keep it up.” 
“Very helpful. Information delivered in a ‘mentoring’ manner,  
rather than an ‘enforcement’ method.” 
“I think we need to have a meeting like this every six months to review 
and remind dealers.” 
“Thanks for providing such a great educational refresher session.” 
“Nicely put together, very informative and did not drag on.” 

Enhancing industry professionalism remains a strategic priority 
for OMVIC and providing educational seminars and webinars helps 
to achieve this goal. It is also an effective tool to improve overall 
compliance and transparency in the industry. 

“Dealers and salespeople who keep up to date on the regulations 
governing the industry are far less likely to encounter compliance 
issues,” explained Terry O’Keefe, OMVIC Director of Communications 
and Education. “Surely this is preferable to having to deal with possible 
administrative or enforcement action after a problem has occurred.”

To request a free educational seminar/webinar for a dealership or 
group, contact OMVIC’s Education Officer at farah.mohammed@omvic.
on.ca or view previously recorded educational webinars on advertising, 
disclosure or the Consumer Protection Act on OMVIC’s website.
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Hussein Dabaja was convicted of curbsiding (acting as 
a dealer without benefit of registration) and sentenced 
to 30 days in jail. The Windsor area man was charged 
in 2013 after an OMVIC investigation found that he 
purchased vehicles wholesale from dealers in Windsor, 
Tilbury and London and subsequently exported them. 

OMVIC’s Prosecutor sought a custodial sentence 
because Dabaja had failed to pay a previous $20,000 
restitution order from a criminal conviction (fraud  
over $5,000) and had an unpaid fine for a conviction 
under the Environmental Protection Act. His Worship 
Justice of the Peace Michael Hurst agreed that

 incarceration was necessary. 

“This prosecution is just one example of OMVIC’s 
commitment to dealing with the serious issue of 
curbsiding,” explained Michael Rothe, OMVIC Director 
of Legal Services. “And this sentence demonstrates 
that the courts also understand the dangers these 
illegal, unlicensed dealers pose to consumers and to 
the industry.” 

Dabaja has also now been charged with two additional 
counts of curbsiding, both of which are currently before 
the courts.

Continued on page 4

30 Days in Jail for Windsor Curbsider

OMVIC has successfully prevented a former dealer from 
returning to the industry after a Licence Appeal Tribunal 
(LAT) heard evidence of conduct that failed “the test of 
honesty, integrity and conduct in accordance with law,” 
as required by the Motor Vehicle Dealers Act and its 
regulations. 

The LAT hearing commenced after OMVIC issued  
a Proposal to Refuse the recent applications for  
re-registration of 2067304 Ontario Inc., operating as  
Mak Auto Sales, and Mohamed Kassab as a salesperson. 
The Cornwall man was the sole officer and director of 
Mak Auto Sales. Both had been previously registered  
with OMVIC but were unable to renew registration in  
2012 because of outstanding payments under the  
Retail Sales Act. 

In its Proposal, OMVIC alleged that Kassab
•	 knowingly worked as a dealer and salesperson without 

benefit of registration (curbsiding)
•	 purchased nine vehicles from a salvage auction and 

registered them under ABS Auto Sales 
•	 sold eight vehicles for ABS Auto Sales though he was 

not registered as a salesperson with ABS Auto Sales
•	 sold vehicles to vulnerable consumers without 

providing proper disclosure

Four consumers gave evidence at the hearing and 

statements from four additional consumers were entered 
as evidence, all testifying that they purchased vehicles 
from Kassab and made cash payments to him. The 
consumers also testified that Kassab misled them into 
signing affidavits that falsely stated they had purchased the 
vehicles from Wali Shearzad, the owner of ABS Auto Sales, 
and that they were aware at the time of purchase that the 
vehicles had been involved in accidents and deemed total 
losses. The consumers were deceived and were unaware 
of what they were swearing to. 

According to the Tribunal, Mr. Kassab’s defence focused on 
OMVIC’s “unjustifiable, secretive, unfair actions…”

But in handing down her decision, LAT Adjudicator 
Geneviève Blais wrote that Kassab was “seriously lacking 
in credibility” and concluded that Kassab’s actions were “a 
desperate attempt to avoid detection and to deceive.”

The Tribunal was also notably concerned with Kassab’s 
admittance to forging Shearzad’s signature on bills of sale, 
which he cavalierly characterized as a “made-up signature” 
on an “internal calculation sheet.” 

The Tribunal directed OMVIC to carry out its Proposal  
to Refuse the registrations of Mak Auto Sales and 
Mohamed Kassab. Read the full tribunal decision here.

Cornwall Business Denied Re-entry into Industry
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LICENCE APPEAL TRIBUNAL 
FILES
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And “disappoint” is an understatement. An astounding 
75% – 15 of 20 dealers – tried to charge more than the 
prices advertised on their own websites during a recent 
mystery shopping research investigation commissioned 
by OMVIC in the Ottawa area. In this study designed to 
monitor compliance with the all-in price advertising 
regulations, the undercover shoppers visited 20 Ottawa 
and five Quebec franchise dealers. At some Ottawa 
dealers, the prices quoted were thousands of dollars 
more than advertised.

“Frankly, we were shocked by the findings,” said OMVIC 
Director of Compliance, Laura Halbert. “We have 
seen the compliance rates with all-in price advertising 
steadily improve in the GTA, so these findings from 
Ottawa are disturbing.”

For comparison purposes, the mystery shoppers also 
visited five dealers across the provincial border. All were 
found to be in compliance with Quebec’s all-in price 
advertising rules; three even touted Quebec’s consumer 
protection regulations as a good reason for the mystery 
shoppers to trust and buy from them, rather than from 
dealers in Ottawa.

“The level of non-compliance in the Ottawa area 
is beyond the pale,” opined Terry O’Keefe, OMVIC 
Director of Communications and Education. “It’s not 
only grossly unfair to consumers, it’s immensely unfair 
to the dealers who are compliant and who provide 
the transparency and honesty in advertising that is 
required by law. And there is no excuse, particularly 
when you consider the significant all-in price advertising 
resources that have been made available to dealers by 
OMVIC and the trade associations.” 

Given these recent mystery shopping results, it is 
fortunate that additional resources were directed to 
Eastern Ontario during OMVIC’s annual consumer 
awareness campaign designed to increase awareness 
of consumers’ right to all-in price advertising. According 
to O’Keefe, “consumers who understand all-in price 
advertising are less likely to be victimized by dealers 
attempting to overcharge them; when they encounter 
dealers who are offering all-in prices, it will build trust.”

Dealers in the Ottawa area should anticipate further 
visits by OMVIC mystery shoppers in the very near 
future – only these ones won’t simply be conducting 
research.

All-in Price Advertising Reminder

Dealer-advertised prices must include all fees and 
charges the dealer intends to collect, including

•	 freight
•	 pre-delivery inspection/expense (PDI/PDE)
•	 administration (Admin) fee(s)
•	 government levies (air tax, tire stewardship fee, etc.)
•	 OMVIC fee
•	 fees for products or services the dealer has pre-

installed (e.g., nitrogen, security etching, fuel) 

HST and licensing do not have to be included in the price 
if the advertisement clearly and prominently indicates 
they are not included. 

Note: Licensing is not a flat fee; it refers to the actual 
cost of vehicle registration and plates.

 Dealers with advertising questions should  
 contact OMVIC’s Business Standards Team at 
 marketing_standards@omvic.on.ca.

OTTAWA MYSTERY SHOPPING RESULTS DISAPPOINT
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THE

 DISCIPLINE 
FILES

Despite previous warnings from OMVIC, Parkrow Auto 
Sales Ltd. and Randolph Bonney were fined $6,000 for 
breaching OMVIC’s Code of Ethics (CoE). Rather than 
face a panel of their peers in a Discipline Hearing, the 
Ingersoll dealership entered into an agreed statement 
of facts and acknowledged selling five vehicles without 
disclosing accident repair histories on the bills of 
sale; one vehicle had undergone two accident repairs 
totaling $17,812. The dealer also failed to disclose 

another vehicle’s salvage title and out-of-province 
history (it was previously registered in Michigan) in 
writing on the bill of sale. 

Bonney agreed to successfully complete the OMVIC 
Certification Course and the dealership agreed to  
offer all current and future sales staff the opportunity 
to complete the course.

Jerry Solomon, operating as XTAL Resources 
International, was fined $7,500 after being convicted of 
curbsiding contrary to the Motor Vehicle Dealers Act. 

OMVIC Investigators found that Solomon had 
purchased numerous vehicles from an auction that 
exclusively trades vehicles that have been involved in 
collisions and/or are insurance write-offs. 

To date in 2016, 31 individuals or businesses have  
been convicted of curbsiding; 52 additional cases  
are still before the courts.

All curbsider convictions are made public and  
details can be found on OMVIC’s website.

An Ottawa dealer has been fined $4,500 for breaching 
the Motor Vehicle Dealers Act and OMVIC’s CoE. 
Entering into an agreed statement of facts instead of 
facing a panel of their peers in a Discipline Hearing, 
Ottawa Chrysler Jeep Dodge Inc. and Sean Gibson 
acknowledged issuing a direct mail advertising 
campaign that implied a sales promotion was endorsed 
and/or connected to a government program.
 
OMVIC cautioned all dealers in an early 2016 Dealer 
Standard about this type of misleading advertising. The 
practice also garnered national media coverage. “This 
type of deceptive practice not only violates OMVIC’s 
Code of Ethics, it damages the reputation of the industry 
as a whole,” stated Mary Jane South, OMVIC Registrar. 

Section 4 of OMVIC’s CoE mandates that all 
representations, including advertising, placed by or  
on behalf of a registrant must be legal, decent, ethical 
and truthful. 

In addition to the $4,500 fine, Gibson agreed to 
successfully complete the OMVIC Certification Course 
and the dealer agreed to offer all current and future 
sales staff the opportunity to complete the course. 

 Have a question about advertising requirements?  
 Contact OMVIC’s Business Standards Team at  
 marketing_standards@omvic.on.ca or visit  
 OMVIC’s website.

Misleading Advertising Practice – Update 

CONTINUED

Significant Fines for Failure to Disclose  
Accident Repairs 

OMVIC Investigation  
Results in $7,500 Fine for Curbsider
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FILES
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OMVIC has recently heard from a number of consumers who encountered problems when trading 
in vehicles that still had money owing on them – loans that were to be paid off by dealers as part of 
the financing of the consumers’ new vehicles. “Unfortunately the dealers did not pay off the loans 
immediately,” explained Laura Halbert, OMVIC Director of Compliance. “This left the consumers 
making payments on their new newly acquired cars as well as on their trade-ins.” OMVIC’s Code of 
Ethics, Section 9(2) of the Consumer Protection Act and Section 13 of the Sale of Goods Act require 
dealers to remove liens on trade-ins as soon as possible.

“In one case, 11 customers of South Keys Auto Sales Inc., operating as The 4x4 Store, had to make 
claims to the Motor Vehicle Dealers Compensation Fund,” explained Halbert. “In eight of those cases 
the dealer failed to pay out loans and remove liens from trade-ins.” The Fund compensated those eight 
consumers a total of $229,200 ($242,070 for all 11 claims). In September, OMVIC revoked the licence of 
The 4x4 Store for failing to conduct business with financial integrity and responsibility. 
 
Growing Trend
“Recently we have begun receiving even more complaints from consumers who have found themselves 
in similar situations,” continued Halbert. OMVIC is now investigating two other dealers who have 
allegedly failed to remove liens on trade-ins or have sold vehicles with existing liens. These actions 
have led to another $260,000 in claims to the Compensation Fund.

Warning to Consumers
Due to the sudden increase in lien non-payouts, OMVIC published messaging urging consumers to be 
mindful of early warning signs that the loan on a trade-in was not paid in full. “If a consumer notices 
a payment is debited from their account for a vehicle they have traded in, they should take immediate 
action,” urged Halbert in an ONtheGO Magazine story. “They should contact the dealer and their 
financial institution; if that doesn’t rectify the problem, they should contact OMVIC.” 

And if a dealer offers to make the monthly loan payments on a customer’s trade-in, rather than pay off 
the loan in full, OMVIC has advised consumers to notify OMVIC at once.

Problematic Trend: Lien Removals

“If a consumer notices 
 a payment is debited 
 from their account 
 for a vehicle they have
 traded in, they should 
 take immediate action”
 -- Laura Halbert,  
 OMVIC Director of Compliance



Reminder to Dealers: Tire Stewardship Fee
In a recent Dealer Standard, OMVIC advised dealers that the Tire Stewardship Fee (TSF) – as required under 
Ontario’s Waste Reduction Act – was reduced to $3.55 for new passenger vehicle and light truck tires. 

OMVIC Inspectors report that many dealers have not changed the fee they are collecting and are charging 
consumers more than the actual cost of the TSF. 

Reminder: If a TSF is charged, the actual fee must be accurately reflected on the bill of sale.

Visit rethinktires.ca for more information. 

OMVIC staff wishes all dealers and salespeople a joyful holiday season and a happy, healthy and prosperous new 
year! We look forward to working with all stakeholders in 2017 and remain committed to providing excellence in 
service and maintaining a fair and informed marketplace for Ontario’s consumers and dealers alike.

SEASON’S 
GREETINGS

& HAPPY
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