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A�Quarter�century�of�Providing�
consumer�Protection�–

Compensation Fund’s 
25th Anniversary

Attention Dealers 
Make�sure�Your�salespeople�
are�RegisTeReD
Some dealers are employing salespeople who have only completed the 
OMVIC certifi cation course and have not yet REGISTERED with OMVIC.  
To be fully compliant, you need to complete the following 2 steps:

1. Take the OMVIC certifi cation course

2. Register with OMVIC  

Be sure to double-check that all your salespeople have completed both 
steps: 1. Take the OMVIC course, 2. Register with OMVIC.  Passing the 
certifi cation course does not qualify one to be a salesperson – 
you MUST also register with OMVIC.

To�fi�nd�out�how�to�register�your�salespeople�
with�oMVic,�visit�omvic.on.ca

coming�Up�
in�the�Next�
issue!

Spring Cleaning! 
it’s�the�Perfect�Time�to�
clean�Up�Your�Advertising�

It’s been over a year since the Motor Vehicle Dealers Act (MVDA) 
introduced new advertising requirements.  Dealers are starting 
to incorporate these requirements into their ads, but we have a 
way to go.  As a registered dealer, you are expected to understand 
your responsibilities under the Act and to make sure you comply.  
Included in this issue are reminders and tips to 
help make your advertisements spic and span. Read more inside



OMVIC at the AutoShow  
In February, OMVIC joined more than 300,000 car enthusiasts 
at Toronto’s 2011 Canadian International AutoShow.  In addition 
to exploring the latest and greatest vehicles, visitors checked 
out the OMVIC booth to learn more about their vehicle-buying 
rights, as well as other important information on consumer 
protection.  For more than a decade, OMVIC has had a booth 

at the show and once again this 
year, the focus was on explaining 
the dangers that curbsiders pose 
and providing consumers with 
seven ways to avoid the dangers.

“At this year’s AutoShow, we met with many consumers – some 
were looking to buy a vehicle and others were just interested in 
receiving consumer protection information.  We found that many 

of the consumers we spoke to were not 
aware of the dangers that curbsiders 
present and the high presence they 
have on online classified sites and 
unregulated marketplaces.  It is 
important for consumers to know that 
they can only benefit from consumer 
protection legislation when they buy 
their vehicle from an Ontario-registered 
dealer,” said OMVIC’s Rob Kirsic.

More than 300,000 car enthusiasts visited this year’s AutoShow.

“�Many�of�the�consumers�
we�spoke�to�were�not�
aware�of�the�dangers��
that�curbsiders�present.”

� –�Rob�KiRsic

OMVIC representatives provide visitors with consumer 
protection information.
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sPRiNg�cLeANiNg:��clean�Up�Your�Advertisements
MVDA Advertising Reminders & Tips 

1.  All-in pricing 
Everyone wants to know the price.  The MVDA 
makes it simple by calling for all-in pricing – 
this means no hidden fees.  If you are advertising 
a price, the only fees you can add to it are 
taxes (HST) and licensing.  All additional charges 
– including administrative fees, freight, PDI, etc. – 
need to be included in the advertised price.

9
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This pricing is not all-in.
It has charges that 
need to be included in 
the selling price of the 
vehicle.  

This is all-in pricing done 
the right way.  It includes 
all additional charges like 
freight, PDI, administrative 
fees, etc.

MsRP:��� � $20,000
sale�Price:� � $18,500

savings:�� � $1,500�

You�cannot�advertise�a�sale�price�based�on�the�
Manufacturer’s�suggested�Retail�Price�(MsRP).

2.  MUST be clear, comprehensible and prominent 
The general public needs to be able to easily 
understand your advertisement – if they can’t 
then you’re doing something wrong.  Check to 
make sure you have the right font size and are 
using appropriate language.  FINE PRINT is not 
considered to be prominent.

3.  Prominent pricing
Place the vehicle’s all-in price close to the image 
of the vehicle to which it relates.  The objective is to 
make sure consumers know the price of the vehicle.

6.  Avoid restricted terms
Avoid restricted terms like dealer cost, invoice cost 
and factory price, which imply that you are selling 
the vehicle without economic advantage.

7.  Add your contact information
You must include your dealer business name and 
phone number unless there are practical space 
limitations, such as classifi eds.  In this case, you 
must still identify yourself as a dealer.  

8.  Advertise extended warranty properly
When a warranty is included with the purchase at 
no extra charge, the terms and maximum individual 
claim limit must be disclosed.

9.    Indicate how many vehicles are available 
at the sale price

If there is a limited number of vehicles 
available at the advertised price or terms, 
the number of vehicles must be disclosed in 
a clear, comprehensible and prominent fashion.

This is all-in pricing done 
the right way.  It includes 
all additional charges like 

$12,504�+�HsT�
+ HST
+ admin fee 
+ freight
+ PDI

$9,999

4.  Identify previous daily rentals
Ads must clearly advertise these types of vehicles 
as “previous daily rentals.”  This information must 
be in the advertisement and not in the fi ne print. 

5.  Savings claims
Savings claims must be verifi able.

This is all-in pricing done This is all-in pricing done 

$12,504�+ HsT�



sPRiNg�cLeANiNg:��clean�Up�Your�Advertisements

Advertising on radio and television presents additional challenges compared to 
traditional print because of time limitations.  Broadcasting limitations are addressed 
in the Consumer Protection Act (CPA).  The CPA allows for certain information to be 
left out of a broadcast advertisement (e.g., a cost of borrowing example in the case of 
a credit offer), as long as consumers are directed to a neutral, alternative source to 
obtain the full offer disclosure.
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Can You Spot the Difference?  Can you tell which one of these two advertisements 
adheres to the regulations outlined in the MVDA and which one does not? 
Please note these advertisements are fi ctitious and do not represent any dealerships. 

Broadcast Advertising – What You Need to Know

1. Savings claims cannot be based on MSRP
2.  Sale price is not all-in.  The only additional charges 

should be HST and licensing

3. Restricted terms are used – e.g., invoice cost
4. The font size of the fi ne print is too small

EXAMPLES 
PHONE
Call 1-800 ..... for complete 
fi nancing info.

PRINT
See our ad in the ..... 
for complete fi nancing info.

WEB
See www ..... for complete 
fi nancing info.

“Call Dealer for Details” 
is not considered a neutral 
source of information. 

see�the�June�2010�oMVic�bulletin�for�specifi�c�credit�or�lease�disclosure�
requirements�for�broadcast�advertisements.�
http://www.omvic.on.ca/pdf/credit%20and%20Lease%20Advertising%20Disclosure.pdf

JOHN ’S
MOTOR 
SALES2010Demo Vehicle Blowout

2010 FAMILY SEDAN

2010 FAMILY SEDAN

MSRP:   $31,565

Save:   $1,577

MSRP:   $25,000 

Save:   $3,000

$29,988*

$22,000*

Invoice Cost!  All Vehicles Must be Sold!
Any Reasonable O� er Will be Considered Call 905-123-4567
* All prices and payments include fees except for HST, licensing and etching.

1

2

Ad is non-compliant with the MVDA
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Jane’s 
U S E D  C A R S
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Let Your “Ontario-Registered Dealer” 
Decal Work for You
Use your “Ontario-Registered Dealer” decal in your print, 
online and television advertisements so vehicle buyers can 
buy with confi dence.  Use your decal to distinguish your 
dealership as a legitimate, professional, licensed operation 
that’s better to do business with than an unregulated curbsider. 

1. All-in pricing – includes all costs and no hidden fees
2.   Identifi es how many vehicles are available for this 

price and model

3.  Identifi es the vehicle as a former daily rental
4.  Provides terms of extended warranty
5.  Includes full contact information

Download�an�image�
of�the�decal�at
buyWithconfi�dence.ca

coming�this�summer

PROVIDING YOU WITH QUALITY 
VEHICLES FOR MORE THAN 10 YEARS

2007 
FAMILY 
SEDAN 

2010 
FAMILY 
SEDAN 

Phone: 1-800-123-4567  •  Web: www.janesusedcars.ca  •  Address: 1234 Yonge Street, Markham ONCONTACT US

$15,000 
PLUS TAXES

• Only 3 vehicles available for this price and model
• Former daily rental

$25,500 
PLUS TAXES

• Only 2 vehicles available for this price and model
•  1-year extended warranty or up to 20,000 kms 

with $1,500 maximum claim limit

1

2
3

4

 NEW LONGER-
LASTING DECALS!

MVDA compliant ad
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2011 Georgian College Auto Show 
Change, Adapt, Imagine.  The Georgian College Auto Show is shifting 
gears to spring!  For the fi rst time in 26 years, the auto show will be 
held in June.  Mark your calendars and plan to visit from June 3 – 5.  
Everyone involved is excited for the change and looks forward to 
seeing you there!  

Please visit www.georgiancollegeautoshow.ca 
for more exciting details!

Credit and Lease Advertising Disclosure Requirements
Remember�that�if�you�are�advertising�credit�
and�lease�offers,�you�have�to�also�meet�the�
requirements�in�the�cPA.�

Advertising a Credit Offer? 

You have to disclose the following items when 
advertising a credit offer:

• Payment period, e.g., monthly

•  Annual Percentage Rate (APR) for the credit 
agreement – must have the same prominence 
as the payments on the ad

•  Term length of the credit agreement

•  Cash price of the vehicle

•  Cost of borrowing

Advertising a Lease Offer? 

Disclose these items when you are advertising 
a lease offer:

•  The offer is a lease with a payment period

•  Terms of the lease

•  APR for the lease – must have the same 
prominence as the payments on the ad

•  Any payments the lessee will be required to 
pay prior to or at the beginning of the lease,
e.g., down payment or security deposit

•  Any other payments a lessee is required to make 
in connection to the lease must be disclosed.  
If this amount cannot be determined, dealers 
must disclose how it will be decided 

•  Indicate kilometre allowances of less than 
20,000 kms per year and indicate the cost of 
excess kilometres

 

To�learn�more�about�the�consumer�Protection�Act,�
visit�the�Ministry�of�consumer�services�website�at�
www.sse.gov.on.ca/mcs/en/Pages/default.aspx


