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HELP FOR DEALERS –
New Resources to Educate and
Assist Dealers and Salespeople
Enhancing industry professionalism and ensuring fair, honest and open
competition for dealers are integral to OMVIC’s mandate.
Launched in March, the Help for Dealers campaign supports this
mandate by providing resources and information that will help dealers,
managers and salespeople better understand and comply with the
Motor Vehicle Dealers Act (MVDA), Sale of Goods Act (SGA) and the
Consumer Protection Act (CPA).
The campaign’s resources were created after OMVIC surveyed more
than 3,000 registered dealers and salespeople. “Our registrants identified
the topics they wanted to know more about and how they wanted the
information delivered,” explained John Carmichael, OMVIC CEO and
Interim Registrar.
Born from those results, the campaign resources include five
educational videos and a supporting toolkit.
Each animated video is hosted by “Vic”,
an MVDA expert who explores:
•

All-in price advertising

•

Contract cancellation

•

Disclosure of collision repairs

•

Disclosure of vehicle condition and needed repairs

•

Disclosure of negative equity on bills of sale

A multi-faceted (downloadable) toolkit supports each video and includes:
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•

Fact sheets

•

Advertised price calculators

•

Advertising compliance templates

•

A negative equity calculator to help dealers educate consumers

•

Posters (for dealerships) to educate and inform customers

“OMVIC encourages dealers, managers and salespeople to leverage the
campaign – use the videos to refresh knowledge, the calculators to help
ensure all-in price advertising compliance and the posters to educate
customers.”
Visit OMVIC’s website to view and download the videos and toolkit.
For more information about the Help for Dealers campaign, contact
Education Officer Scott Long at scott.long@omvic.on.ca.

Smiths Falls Car Dealer Suspended
In February, OMVIC ordered the immediate suspension
of 519224 Ontario LTD. o/a Tom Pirie Motor Sales,
190 Lombard Street, Smiths Falls, and of Thomas Pirie,
officer and director of Tom Pirie Motor Sales.

In one instance, it was alleged the dealer failed to pay off
the loan on a customer’s trade-in, leaving the customer
responsible for the debt.
In a similar case, the dealer allegedly took six months to pay
off the loan on a trade-in, resulting in the consumer making
13 additional loan payments on a vehicle she no longer owned.

The Suspension Order and associated Proposal to Revoke
Registration alleged the dealer:
•
•

•
•

sold 46 vehicles without first discharging liens
registered against the vehicles
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The dealer did not appeal the suspension and the registrations
of Tom Pirie Motor Sales and Thomas Pirie were therefore
revoked. Consumer claims to the Compensation Fund are
anticipated.
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failed to remit payments to an extended warranty
company for 24 warranties, putting customers at risk
of not having coverage
obstructed an inspection

Note: Pirie also operated 2318381 Ontario LTD. o/a
RV Kemptville, 2651 County Road 43, Kemptville.
RV Kemptville’s registration was terminated after lapsing
in February 2019.

failed to provide records to the Registrar as required
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Mississauga Man Jailed for Illegal
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Illegal vehicle sales and odometer tampering have
resulted in a 30-day jail sentence for a Mississauga man.
Szymon Kozlowski was found guilty of curbsiding – acting
as a dealer without registration – contrary to the MVDA, and
of committing an unfair business practice – making a false,
misleading or deceptive representation – in contravention of
the CPA.
Evidence gathered by Investigators for OMVIC showed
Kozlowski bought vehicles from private citizens between
2016 and 2017. The vehicles were then advertised
by Kozlowski on Kijiji and resold, some of which had
odometers that had been rolled back. “In one case,
Kozlowski sold an unsuspecting consumer a 2008 Toyota
with an odometer that read 56,753 kilometers. In reality,
the car had more than 309,800 kilometers on it,” explained
Don Cousens, OMVIC’s Manager of Investigations.
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“Consumers are understandably angry when they buy a car
anticipating it will provide reliable service for years, only to
discover it may actually be near the end of its useful life,”
stated Cousens. “Considering this was a first offence for
curbsiding, the sentence demonstrates that the courts take
these issues of consumer harm very seriously.”
At his recent sentencing hearing in Mississauga Provincial
Offences Court, Kozlowski was convicted on four counts of
curbsiding and four counts of committing an unfair business
practice. He was taken into custody to begin serving a
30-day jail sentence. Kozlowski was also placed on
probation for two years.

NEW MVDA KEY ELEMENTS COURSE LAUNCHED!
OMVIC is proud to announce the launch of the new
MVDA Key Elements Course (KEC). The KEC was
developed by OMVIC and The Automotive Business
School of Canada (Georgian College), with the invaluable
assistance of the Used Car Dealers Association
(UCDA). The course is specifically designed for currently
registered dealers, managers and salespeople who have
not previously taken the OMVIC Certification Course
(i.e. those registered before 1999) and for those who took
the Certification Course prior to 2010, when the new
MVDA was introduced.

Test
Students will complete a 40 question (multiple choice)
test. A minimum grade of 60 per cent is needed to pass.

Course Details
Presented in six chapters (Premises and Records,
Contract Requirements, Disclosure Requirements,
Advertising, Consumer Protection Act [CPA] and
Code of Ethics [CoE] Regulations), the KEC will help
dealers and salespeople ensure compliance with the
current regulations and legislation governing the retail
automotive industry, including the MVDA, the CPA and the
Sale of Goods Act.

Benefits of Passing the MVDA KEC
Individuals who successfully pass the MVDA KEC and
maintain registration with OMVIC are entitled to use
the designation “C.A.L.E. — Certified in Automotive Law
and Ethics.” Using the C.A.L.E. designation builds trust,
strengthens credibility and demonstrates to consumers
that dealers and salespeople are proven professionals
who have met Georgian College and OMVIC training
standards.

Where to Take the KEC
The MVDA KEC is available:

For more information about the KEC, contact Georgian
College at 1-877-722-1513, the UCDA at 1-800-268-2598
or OMVIC’s Manager of Education, Farah Mohammed, at
farah.mohammed@omvic.on.ca.

•

as a stand-alone self-study course through
Georgian College (Cost - $195)

•

in class (half day course), taught in conjunction
with the UCDA’s Dealership Manager Professional
Certification Program (DMPCP) (Cost - $300)

•

in class, as a part of the UCDA’s three-day DMPCP
(Cost - $995)

•

Self-study students write the test at a Georgian
College approved testing location. Note: the KEC test
must be written within 12 weeks of registering for
the course.

•

Students taking the course as a part of, or
in conjunction with, the DMPCP, write the test
in class at the end of the program.

NEW ONLINE SERVICES FOR REGISTRANTS!
In late April, OMVIC launched new Online Registration
Services that allow individuals to:
•

apply/reapply for registration as a salesperson

•

submit a Salesperson Change Application to add
or transfer a sales licence to another dealership

•

view/track application status for applicants/
salespeople

•

update contact information for applicants/
salespeople

These new services offer faster processing of
applications and transfers for all users.
To use OMVIC’s Online Registration Services, users
must have an account. New salesperson applicants,

or registrants who have not yet created an account,
can do so on OMVIC’s website here.

INSTRUCTIONAL VIDEOS
Two short instructional videos are available to
guide users through the steps of submitting a
New Individual Application (or reapplication) or a
Salesperson Change Application. The videos can
be viewed here or on OMVIC’s YouTube channel.
For more information about OMVIC’s Online Services,
refer to the Online Services FAQ. Applicants can also
contact OMVIC’s Registration Team at online@omvic.on.ca
or by phone at 1-800-943-6002 x3941.
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Non-disclosure of
Needed Repairs
Results in $1,000 Fine

the CoE. The Brampton dealer entered into an Agreed
Statement of Facts acknowledging selling vehicles to
consumers without disclosing in writing:

An Oshawa Dealer was fined $1,000 for breaching
the CoE. In an Agreed Statement of Facts, 1471616
Ontario Inc. o/a Auto Traders and salesperson
Luciano Ceci acknowledged selling a vehicle to a
purchaser without disclosing that the vehicle required
repairs to the transmission despite being made aware
of the required repairs prior to selling the vehicle to
the purchaser.

Accident damage histories

•

That vehicles had been declared a total loss
by the insurer

•

That the vehicles had been branded by the
Ministry of Transportation

In one case, a vehicle had undergone an accident repair
totalling $7,760.79 and had been declared a total loss by
the insurer. The dealer also failed to disclose that the
odometer was broken and/or faulty with the appropriate
disclosure statement.

Disclosure Reminder

In addition to the $1,000 fine, the Dealer agreed to
offer all current and future sales staff the opportunity
to complete the Automotive Certification Course.

The MVDA sets out specific information related to a
vehicle’s past use, history and condition that MUST be
disclosed in writing, including accident and branding
histories and required repairs to major components.
OMVIC’s Help for Dealers campaign has specific videos
and supporting resources to help dealers ensure
compliance with the disclosure requirements.
Click here to learn more.

Dealer Fined for
Non-disclosures
Despite previous warnings from OMVIC, Chaudhry,
Babar o/a Cars Dome was fined $3,000 for breaching

Deposits Must Be
Returned If No Signed
Contract in Place
An Ottawa dealer and manager were fined for breaching
the MVDA and CoE after failing to return a deposit to a
consumer who had not signed a contract.
In an Agreed Statement of Facts, 2387798 Ontario
Inc. o/a Barrhaven Honda (the Dealer) and Vik Dilawri
acknowledged taking a $500 deposit from a consumer
for a vehicle without having a signed lease agreement
(bill of sale) in place. The consumer returned to the
Dealer and indicated he was no longer interested in
completing the transaction. Dilawri, on behalf of the
Dealer, refused to return the deposit.

•

The Chair of the Discipline Committee concluded
that the Dealer and Dilawri breached the MVDA and
subsections 6 and 9 of the CoE. The Dealer was ordered
to pay a $500 fine and to offer all current and future
sales staff the opportunity to complete the OMVIC
Certification Course. Dilawri was ordered to pay a
fine of $150 and to successfully complete the OMVIC
Certification Course.
Remember, a Written Contract Is the Best Protection!
“If a consumer has paid a deposit but no contract has
been signed, the consumer can cancel at any time
and the Dealer MUST return the deposit immediately”
stated Laura Halbert, OMVIC’s Director of Compliance
and Deputy Registrar. The MVDA requires dealers to
complete a bill of sale (including details of any financing
arrangement, if applicable) for every vehicle transaction
and to immediately provide a signed copy to the
consumer. “Not only does this ensure the transaction is
legal and binding, it provides protection to both parties
should a dispute arise.”
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Using Humour to Protect and Inform –
OMVIC Gets Creative to Educate Car Buyers
of Communications and Education. “But the humour
and story-telling delivered by unique and engaging
characters will help us reach an audience that might not
otherwise gain this information.”
Taking style cues from sitcoms of the 80s and 90s, each
video follows students Ling, Timmy, Justin and Ellen as
they are guided to becoming “confident car buyers” by
the sagacious Professor OMVIC.
The OMVIC Academy videos explore:
Buying a vehicle, whether new or used, can be confusing,
even intimidating, for many consumers. And while
the thought of acquiring a new vehicle is exciting, the
process can be stressful for some. To assist first-time
car buyers who feel unprepared or ill-equipped, OMVIC
created The OMVIC Academy and its resources, which
are designed to ensure car buyers are entertained as
they become confident and informed.
“The OMVIC Academy videos and associated
Car-Buying Guide are a lighthearted and amusing
departure from many of our traditional communications
channels,” explained Terry O’Keefe, OMVIC’s Director

•

All-in price advertising

•

Long-term financing and negative equity

•

The dangers posed by curbsiders

•

The protections gained when a consumer
buys from a registered dealer

•

How consumers must protect themselves
if buying privately

The videos, also available with French, Simplified
Chinese and Punjabi subtitles, and the Academy’s
Car-Buying Guide, are available at OMVIC’s website:
omvicacademy.ca.

The Canadian International AutoShow –
A Successful Start to 2019
The Canadian International AutoShow is Canada’s largest
consumer show in size and attendance. It was also
the perfect platform for OMVIC to explain protections
available when buying from an OMVIC-Registered Dealer:
•

the right to all-in price advertising

•

the dangers posed by curbsiders

•

full disclosure of vehicle history and condition

•

cancellation rights for specified non-disclosures

•

access to the Motor Vehicle Dealers
Compensation Fund

“These are very successful initiatives that allow us to
connect one-on-one with consumers and with dealers and
salespeople,” explained Terry O’Keefe, OMVIC Director
of Communications and Education.

This year, OMVIC’s display included a video wall featuring
its all-in price advertising and anti-curbsider messaging
as well as a breakout area where show attendees could
view the new OMVIC Academy videos.
“OMVIC staff doubled its consumer engagement
compared to 2018, with more than 6,000 attendees visiting
the OMVIC booth,” explained John Carmichael, OMVIC
CEO. “Each visitor walked away better informed of their
rights and the protections available to them when buying
from a dealer. We believe this type of awareness and
education helps protect consumers and builds trust in the
industry; it’s win-win.”

“ We believe this type of awareness and education helps protect
consumers and builds trust in the industry; it’s win-win.”
-- John Carmichael, OMVIC CEO

Ending the Drive Clean Program in Ontario
Effective April 1, 2019, dealers are no longer required to get Drive Clean emissions tests for
passenger vehicles. However, dealers are still required to make sure vehicle emissions systems
are operating properly before selling a motor vehicle to a consumer.
Heavy-duty diesel vehicles/commercial transport trucks seven years and older are still required
to pass an emissions test when sold or transferred once they are a year old.

