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Compensation Fund 
Marks a Quarter Century
of Consumer Protection

2010 Annual Report
is Now Available

The Motor Vehicle Dealers 
Compensation Fund has provided 
consumer protection to Ontarians 
since 1986.  The Fund is a dealer-supported trust providing 
fi nancial assistance to consumers who have a valid claim against 
an Ontario-registered dealer.  Over the past 25 years, Ontario 
consumers have benefi tted from the industry-leading 
compensation fund, with it paying out more than 
$5 million to Ontarians since its inception. 

New Longer-Lasting Decals are Now Available!
The Buy with Confi dence decal helps consumers identify 
Ontario-registered dealers.  We are pleased to announce 
that fresh decals are now available.  We have added a 
stronger UV protection seal so they last longer.

Get your new decal today!
Phone: 1-800-943-6002 ext. 3525    Email: omvic@omvic.on.ca

Read more inside

Voice Your Concerns 
We Need Your Feedback
How are we doing?  If you’ve recently renewed your 
registration or had other contact with OMVIC staff, 
you may receive an invitation to complete our electronic 
customer service survey – it will only take a minute or 

two to complete.  Only registrants who have provided us with their email 
addresses will receive the survey.

We like to collect feedback from those who contact and interact with us because 
our aim is to continuously improve our service.  The information we collect will 
remain private and will not be distributed to anyone outside OMVIC.

To ensure you receive OMVIC-related information via email, send your email 
address to omvic@omvic.on.ca.

Thank you for your feedback.

omvic.on.ca



In October 2010, the Registrar issued a 
Proposal to Refuse the registration of 
Toufi c Zabian based on his actions as former 
owner of Hayats Auto Sales in London.  
After closing that operation, he sought to 
maintain his salesperson licence.

OMVIC presented evidence that Hayats 
Auto Sales was indebted to the Compensation 
Fund as a result of numerous judgments in 
favour of consumers for non-payouts of 
pre-existing liens and non-submission of 
warranty funds to third-party warranty 
companies.  OMVIC also offered evidence 

about signifi cant GST and PST arrears and 
pending charges against Hayats Auto Sales. 

In his defence, Zabian argued that a rogue 
accountant and a bookkeeper were responsible 
for his fi nancial problems and that he was 
himself a victim of fraud.  He advised LAT that 
the GST and PST issues led to a series of 
events that took away his ability to pay his other 
business commitments.

LAT directed OMVIC to register Zabian subject 
to terms and conditions.  OMVIC is appealing 
LAT’s decision to Divisional Court.

OMVIC Appeals Licence Appeal Tribunal (LAT) Decision

The Registrant, Felix Omoregie, exported motor 
vehicles for a living.  He was charged criminally 
under the Criminal Code of Canada with possession 
of four stolen vehicles.  The Registrant claimed 
that he was approached by an individual wanting 
to ship the vehicles overseas and was not aware 
that they were stolen.

The dealer failed to exercise his due diligence 
by getting the appropriate 

documentation and other 
relevant information from 

the people who dropped 
off the vehicles.

OMVIC proposed to 
revoke Omoregie’s 

registration because 
these charges were 
industry related.  

LAT directed the Registrar to carry out the 
Proposal to Revoke the registration.   

As LAT noted, “the [Registrant] is the sole proprietor 
and responsible for everything that occurs at his 
place of business.  The [Registrant’s] decision to 
not take any steps to determine who the vehicles 
belonged to is considered by the Tribunal as a 
failure to act with honesty and integrity.”

The dealer appealed LAT’s decision to Divisional 
Court, which upheld LAT’s decision.

OMVIC at Work – 
Keeping the Industry Clean

JUST IN – Omoregie Divisional Court Decision

by getting the appropriate 
documentation and other 

relevant information from 
the people who dropped 

off the vehicles.

OMVIC proposed to 

The dealer failed to exercise 
his due diligence by getting the 
appropriate documentation and 

other relevant information.



In 2011, the Motor Vehicle Dealers 
Compensation Fund marks 25 years 
of providing consumer protection to 

Ontarians.  The Fund, which is administered by OMVIC, 
is supported by dealers and provides assistance to 
consumers who have suffered a fi nancial loss due to a 
vehicle transaction with an Ontario-registered dealer.  
With your help, the Compensation Fund has been able 
to advance consumer protection in Ontario and evolve 
into a leading consumer fund.  

Most issues that arise from a vehicle transaction with 
a registered dealer can usually be resolved before there 
is a need for the consumer to apply to the Fund.  If you 
take into account the fact that, on average, 1.4 million 
vehicles are bought by Ontarians annually, the number 
of consumers who actually require assistance from the 
Compensation Fund is relatively low.  The vast majority 

of dealers comply with the law and 
try to avoid situations that may lead 
to a claim, but things can go wrong 
and that is why there are remedies 
in place. 

According to Compensation Fund Chair, 
Peter Eatson,

“ We can actually say that Ontario’s 
consumers are learning to ‘Buy with 
Confi dence’ from provincially registered 
dealers who maintain this as an 

accessible and industry-leading 
compensation fund.  
The direct participation and 
relationship of the dealers with 

the Compensation Fund has been 
integral in building and 

reinforcing consumer 
confi dence.”  
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Celebrating 25 Years 
of Leading Consumer Protection

Fast Facts:
•  The Compensation Fund is the oldest 

and largest automotive fund of its kind 
in Canada

•  Over the last 25 years, the Compensation 
Fund has paid out more than $5 million 
in compensation

•  Consumers may be eligible for up to 
$45,000 for each valid claim to the Fund

Consumers are kept 
informed of the 
Compensation Fund 
through its highly 
informative brochure, 
which is given to 
Ontarians at events 
across the province.

Peter Eatson
Compensation Fund Chair



John Smith knew exactly what he wanted for 
his next vehicle – a Ford F150 pickup truck.   

After further research and a few referrals from friends, 
John fi nally found the vehicle he wanted.  “I contacted 
the dealer I was referred to, to see if he had the truck I 
was looking for.  He found me a truck, but it wasn’t what 
I wanted.  We agreed that I would take possession of it 
until he found the one that was right for me,” said John.  
After providing a deposit that totalled about $20,000, the 
dealer convinced John that the ownership must remain 
in the dealer’s name until a replacement vehicle meeting 
John’s specifi cations was located – and because of this, 
the dealer did not provide him with a Bill of Sale.  

A few months later, the dealer contacted John to return 
the vehicle, as he had found a buyer for the truck.  
With John being out nearly $20,000 and no suitable 
replacement coming, he was in a diffi cult position.  
Feeling like he had no options, he agreed to purchase 
a sedan which was priced signifi cantly lower than the 
F150 he wanted to purchase; this resulted in a $4,000 
out of pocket loss.  After taking possession and owner-
ship of the sedan, John learned that it was no longer 
registered in his name, and it had been transferred 
back to the dealership without his knowledge or consent. 

After months of phone calls and numerous failed 
attempts to resolve the issue with the dealer directly, 
John was forced to go to court and received judgment 
in his favour.  After receiving the civil court decision, 
John fi led an application for compensation and was 
reimbursed by the Fund in the amount of $15,611.06.  
“I’m grateful there was a remedy for me,” says John, 
who would have lost his money if the Fund did not exist.
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The Compensation Fund WORKS!

Note: The names used in these stories are fi ctitious, but their stories are real.

After travelling through New Zealand on a 
Suzuki V-Strom, Mike Brown decided that was 
going to be his next motorcycle purchase.  

Through an online search, he came across a dealer that 
was selling a 2010 Suzuki V-Strom DL 650 at a great 
price.  “I thought the dealer was hungry for business and 
maybe wanted to make me a long-term customer for 
their maintenance or for their shop.  I didn’t think 
anything of it,” said Mike.

Mike went into this dealership and traded in his 
BMW motorcycle for the Suzuki V-Strom.  He agreed to 
the sale conditions with the dealership and put down a 
deposit.  A few weeks later, Mike went into the 
dealership and paid the remaining balance on the 
motorcycle, which was on order.  

With the motorcycle season fast approaching, 
Mike was eager to get his ride on the road.  Having 
already paid for the motorcycle in full, Mike contacted 
the dealership to fi nd out when his V-Strom would be in.  
“I found it very diffi cult to reach anyone by phone and the 
salesman who sold me the bike had left.  Once I fi nally 
got a hold of someone, I was told that there was a delay 
with the manufacturer and was given a handful of 
excuses.  This is when a red fl ag went up,” said Mike.

After receiving the appropriate 
judgment, John was reimbursed by the 
Compensation Fund for $15,611.06.

Continued next page...



OMVIC always recommends dealers to be as 
transparent and upfront with consumers as possible 
regarding disclosures.  Most dealers agree that this 
is critical to building trust with the consumer for a 
long-term relationship.  Dealers have asked whether 
or not incidents on a vehicle history report (or from 
inspection) that show a value less than $3,000 must 
also be disclosed.

The Motor Vehicle Dealers Act (MVDA) requires 
disclosure of any incidents which cause $3,000 
or more in damage.  However, it also requires 
disclosure of “any other fact about the motor vehicle 
that, if disclosed, could reasonably be expected to 
infl uence the decision of a reasonable purchaser or 
lessee to buy or lease the vehicle or the terms of the 
purchase or lease.”   

Transparency and full complete disclosure is 
defi nitely the best practice and we recommend that, 
if you know about it, disclose it.  

Dealers that provide vehicle history reports to 
consumers in order to satisfy some of the disclosure 
requirements are encouraged to keep a copy of them 
and have the consumers sign off on them as well to 
safeguard against non-disclosure allegations in 
the future. 

.on.ca

PAGE 4

The Compensation Fund WORKS!

Be transparent and upfront with 
consumers
Disclose any incidents that have caused 
$3,000 or more in damage
Disclose any material facts which 
may infl uence a consumer’s 
purchasing decision
Provide consumers with vehicle 
history reports

Mike did his own investigation and found that other 
dealerships in the area had received their V-Strom 
shipments, so he knew it wasn’t a delay with the 
manufacturer.  He also found out that the dealership 
had shut down overnight. “I was out of money,” 
said Mike.

“What’s interesting is that I was able to track down 
the person who initially sold me the motorcycle – 
he was working at another dealership and picked 
up the phone when I called it.  I told him what had 
happened and he referred me to the Compensation 
Fund,” added Mike.

As his claim qualifi ed for the Compensation Fund, 
Mike was reimbursed $9,156 in 2010 for his 
purchase from the bankrupt Ontario-registered 
dealer.  “I am so grateful for a consumer protection 
program like this.  Vehicles cost serious money and 
I would have had no other remedy available.”

Mike adds that he learned a valuable lesson: 
“Never pay for a vehicle entirely upfront.  Until you 
see what you’ve paid for, keep your money in your 
pocket.  I was lucky that OMVIC was there for me.  
Next time I make any type of vehicle purchase, I’ll 
be sure to buy it from an Ontario-registered dealer.”

Even though Mike’s initial V-Strom purchase didn’t 
work out the way he hoped, in the end he was able 
to purchase it from another dealership.

Just the Facts Ma’am

Remember to: 

“I am so grateful for a consumer 
protection program like this.  Vehicles 
cost serious money and I would have had 
no other remedy available.”

✓

✓

✓

✓

OMVIC always recommends dealers to be as 
transparent and upfront with consumers as possible 
regarding disclosures.  Most dealers agree that this 
is critical to building trust with the consumer for a 
long-term relationship.  Dealers have asked whether 
or not incidents on a vehicle history report (or from 

“What’s interesting is that I was able to track down 
the person who initially sold me the motorcycle – 
he was working at another dealership and picked 
up the phone when I called it.  I told him what had 
happened and he referred me to the Compensation 

Just the Facts Ma’am

Continued next page...
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Dealers are being warned about a money order 
and bank draft scam that is occurring online.  
Customers are contacting dealers through email 
for cars they’ve seen online.  The interested buyer 
then sends a bank draft to the dealer and the 
dealer cashes it.  Thinking the draft or money 
order has been cashed, the dealer ships the 
vehicle to the customer, only to fi nd out a few 
days later the draft is a fake.  In doing so, the 
dealer is left with no deposit, no car and does 
not know how to contact the customer. 

According to Carey Smith, OMVIC’s Director of 
Investigations, “I frequently receive calls on this 
subject and have to talk dealers out of taking 
these deals and tell them not to cash the fake 
bank draft or ship the car.  It looks like a 

legitimate deal but it’s not.  Often the customer 
is out of the province or country or has some 
other reason that they can’t attend in person.  
Dealers should always invite their customers to 
their dealerships and meet with them before 
agreeing to any deal.  If you must deal with an 
online transaction, you’d better do some 
background research so you know who you’re 
dealing with.  And be suspicious if the customer 
is far away and there is nothing particularly special 
about the car being purchased.”

Con Artists Target DEALERS

Dealers are reminded to be vigilant 
and if a deal seems too good to be 
true, it probably is. Try to meet the customer before a deal 

is made

Do your research if you’re going to 
complete a transaction online

Be cautious of customers who are from 
out of town

✓

✓

✓

Remember to: 
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“It looks like a legitimate deal but it’s not.”
Carey Smith
OMVIC’s Director of Investigations


