Alberta’s New Car
and Truck Dealers Keep
Our Province Moving.

Driving Communities and
Our Economy Is How We Roll.
The following MNP report, commissioned by the Motor Dealers’
Association (MDA) of Alberta, shows some $16 Billion in Operating
Expenditures that drives cross-sector activity, thousands of local
businesses, and helps over 4 million Albertans get safely on the
road every day. And that’s only part of the picture. The MDA and its
member dealers impact local communities in ways unique among
industries, connecting people, fueling sectors and supporting
charities from hundreds of communities right across Alberta.
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1.

EXECUTIVE SUMMARY

The Motor Dealers’ Association of Alberta (MDA or Association) was established in 1951 and is currently
comprised of 351 vehicle dealers across Alberta. The MDA advocates the interests of the retail
automobile industry to the public, media and government with the goal of providing a fair and transparent
market, creating trusted, high volume, high transactional business.
MDA members represent approximately 92% of all franchised new car and heavy truck dealerships in the
province. In 2015, new vehicle dealerships sold nearly 242,500 new vehicles, with retail sales amounting
to $16.9 billion. This represented 22.4% of Alberta’s total retail sales. This compares to 20.3% nationally.
About 59%, or $9.9 billion of dealership retail sales came from new vehicle sales. This represents 14% of
all new vehicle sales in Canada.

Sale Data Category - 2015

Total Retail Sales of New Vehicle Dealerships (2015)
New Vehicle Dealership Sales as a Percentage of Total Retail
Sales (2015)
Total Revenues from sale of New Vehicles (2015)
Total New Vehicles Sold (2015)

Sale Data Category - 2014
Total Units Sold: New and Used Vehicles (2014)
Total Vehicle Leases (2014)

2

3

2015
Canada2

$16.9 billion

$104.6 billion

22.4%

20.3%

$9.9 billion

$69.9 billion

242,356

1,898,571

2014
Alberta3
408,820
31,986

Total Parts Invoices (2014)

4,064,684

Total Service Repairs (2014)

5,409,750

Total Transactions (2014)

1

2015
Alberta1

9,555,239

CADA. (2015). Annual Contributions of Alberta’s New-Vehicle Dealers
CADA. (2015). Annual Contributions of Canada’s New-Vehicle Dealers
MNP estimate based on MDA member survey (figures represent 2014 data)
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Economic Impact – Direct, Indirect and Induced
The below table summarizes the estimated impact on the Alberta economy and job market from
Association members’ operating expenditures in 2014.
Industry
Segment

New Vehicle
Dealership
Operations
New Vehicle
Dealerships
Capital
Expenditures
Total

Output
(millions)

$3,949

$328

$4,277

GDP
(millions)

Federal
Tax
(millions)

Provincial
Tax
(millions)

Municipal
Tax
(millions)

# of FTEs

$2,981

$367

$225

$62

36,117

$151

$19

$12

$3

1,347

$3,132

$386

$237

$65

37,464

Social Impact
In 2014, MDA and its members were estimated to have made $8.4 million in charitable donations. MDA’s
longest standing sponsor relationship is with Special Olympics, and has lasted over 30 years. Donations
were given to a wide range of non-profit organizations such as for instance Canadian Blood Services.
Local MDA chapters in Edmonton and Calgary also organize their own charity and promotional events
that generate a notable impact on their local communities.
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2.

INTRODUCTION

The Motor Dealers’ Association of Alberta (MDA or Association) was established in 1951 and is currently
comprised of 351 vehicle dealers from across Alberta. This represents approximately 92 percent of all
franchised new car and heavy truck dealerships in the province.
The MDA advocates the interests of the retail automobile industry to the public, media and government.
Its primary areas of action relate to the legal, environmental, and consumer issues associated with new
automobile sales in Alberta. It also serves its members by providing access to industry research and
statistics, consultants and legal advice, as well as benefits and insurance programs.
Within both its membership and the wider industry, the MDA promotes positive corporate fellowship and
social responsibility. Association members are governed under a code of ethics in which they pledge to
comply with all association standards and principles as well as all local, provincial and federal laws.
Adherence with the code of ethics is promoted by the MDA with the aim of strengthening the relationship
between dealers, their customers and the members of their communities.
Individual members of the MDA support the communities in which they reside through involvement in
charities and non-profit organizations and the provision of bursaries for postsecondary training. Some
examples of this community involvement have been included in Section 4 of this report.

1.1. Study Purpose
The MDA engaged MNP to study the economic impacts generated by Alberta’s new car and heavy truck
dealerships (new vehicle dealers) through their 2014 spending on operations. These impacts were
estimated following an approach similar to that which was used in previous MNP studies that estimated
the economic impacts generated by British Columbia dealers in 2010 and 2013.

1.2. Report Limitations
This report is provided for information purposes and is intended for general guidance only. It should not
be regarded as comprehensive or a substitute for personalized, professional advice.
We have relied upon the completeness, accuracy and fair presentation of all information and data
obtained from secondary sources and the participating MDA members. The accuracy and reliability of the
findings and opinions expressed in the presentation are conditional upon the completeness, accuracy and
fair presentation of the information underlying them. As a result, we caution readers not to rely upon any
findings or opinions expressed for business or investment purposes and disclaim any liability to any party
who relies upon them as such.
Additionally, the findings and opinions expressed in this report constitute judgments as of the date of this
report and are subject to change without notice.
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2.

NEW VEHICLE DEALERS IN ALBERTA

The new vehicle industry in Alberta consists of new car dealers and heavy-duty truck dealers. The new
car dealer industry encompasses “establishments primarily engaged in retailing new automobiles, sport
utility vehicles, and light-duty trucks and vans, including mini-vans, to final consumers or to automobile
lessors. These establishments also typically retail used cars, replacement parts and accessories, and
provide repair services.”4 Heavy-duty truck dealers include establishments primarily engaged in the sale
of new and used heavy-duty trucks.5
The following section provides a snapshot of the new vehicle industry in Alberta.

2.1

Operational Data

In 2015, Alberta new automobile dealerships had total retail sales of $16.9 billion. This represented 22.4
percent of the total retail sales in the province. Of the nearly $17 billion in retail sales, the sale of new
vehicles in Alberta totaled $9.9 billion. In 2015, roughly 242,500 new vehicles were sold by dealerships in
Alberta, a large proportion of which were trucks6. Table 1 summarizes key sales data for the new
automobile dealership industry in Alberta and Canada.
Table 1: 2015 Sales Data Estimates for New Automobile Dealers (Alberta and Canada)
2015
Sale Data Category
Alberta7

Canada8

$16.9 billion

$104.6 billion

22.4%

20.3%

$9.9 billion

$69.9 billion

% Revenues from Passenger Car Sales

16.1%

29.1%

% Revenues from Truck Sales

83.9%

70.9%

242,356

1,898,571

% Passenger Cars

21.5%

36.8%

% Trucks

78.5%

63.2%

Total Retail Sales of New Vehicle Dealerships
New Vehicle Dealership Sales as a Percentage of Total Retail
Sales
Total Revenues from sale of New Vehicles

Total Units Sold (2015 New Vehicles)

Source: Canadian Auto Dealers Association (CADA) (figures represent 2015 data)

4

5
6
7
8

Industry Canada – Canadian Industry Statistics (CIS) Retail Revenues and Expenses New Car Dealers (NAICS 44111)
(Note: revenues from non-operating sources such as interest and dividends are excluded
Industry Canada – Canadian Industry Statistics (CIS) Truck, Truck Tractor and Bus Merchant Wholesalers (NAICS 41512)
SUVs, “cross-over” vehicles and mini-vans are included in the “light truck” category
CADA. (2015). Annual Contributions of Alberta’s New-Vehicle Dealers
CADA. (2015). Annual Contributions of Canada’s New-Vehicle Dealers
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Sale Data Category9

2014 - Alberta

Total Units Sold (2014 Vehicle Sales)

408,820

Total Vehicle Leases (2014)

31,986

Total Parts Invoices (2014)

4,064,684

Total Service Repairs (2014)

5,049,750

Total Transactions

9,555,239

Source: MNP estimate based on MDA member survey (figures represent 2014 data)

Operating Revenue
Following the recession in 2008 and 2009, sales of vehicles by Alberta dealerships declined. This was
reflected in decreased operating revenues from $14.2 billion in 2008 to $11.7 billion in 2009. However,
sales of vehicles have been recovering since 2009 and had exceeded 2008-levels by 2012. Table 2 and
Figure 1 show the estimated annual operating revenue for new vehicle dealers in Alberta for 2008 to
2014.10,11
Table 2: Annual Operating Revenues for New Vehicle Dealers in Alberta

Total Operating Revenue
($millions)12

2008

2009

2010

2011

2012

2013F

2014F

$14,235

$11,726

$12,785

$14,278

$15,264

$17,484

$18,822

Total Operating Revenue ($million)
$20,000.00
$16,000.00
$12,000.00
$8,000.00
$4,000.00
$2008

2009

2010

2011

2012

2013

2014

Figure 1: Estimated Operating Revenues of New Vehicle Dealers in Alberta
Source: Statistics Canada, MNP Estimates

9
10

11

12

CADA. (2015). Annual Contributions of Alberta’s New-Vehicle Dealers
Operating revenue for 2013 and 2014 has been estimated by applying the rate of change of retail sales from 2012 to 2014 to the
operating revenue of new car dealers in 2012. Please see Appendix B for more details.
Please note that these estimates do not include the wholesaling of heavy-duty trucks, which is estimated to have resulted in an
additional $470.4 million in revenues for 2014. (See Appendix B.)
Statistics Canada. Table 080-0023 - Annual retail trade survey, financial estimates by North American Industry Classification
System (NAICS) and store type, annual (dollars unless otherwise noted), CANSIM (database). (accessed: February 2016)
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Wages and Salaries
Employees at new automobile dealerships tend to have higher earnings than employees in other retail
positions. According to the CADA, average weekly earnings of Alberta automobile dealership employees
were $1,165 per week in 2015. This is approximately $601 more than average weekly retail earnings in
the province.

2.2

About MDA Members

The MDA currently comprises 351 dealerships in Alberta. The members are a diverse group and provide
representation of new vehicle dealerships across Alberta in terms of both geographic region and volume
of sales. The distribution of members by geographic region is provided in Table 3.
Table 3: Regional Allocation of Association Members
Region

Number of
Association Members

Southern Alberta

113

Calgary (including Squamish)

72

Northern Alberta

101

Edmonton

65

Total

351

Source: Motor Dealers Association of Alberta

Table 4: Allocation of Association Members by Sales Volume
Annual Sales Volume
(number of vehicles)

Number of
Association Members

1000 +

69

700-999 (including Squamish)

48

500-699

37

400-499

37

300-399

49

200-299

43

100-199

35

1-99

33

Total

351
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2.3

MDA Members’ Interactions with Other Businesses

The economic activity created by the operations of Alberta’s new car and heavy duty truck dealerships
can be described in terms of the industry “value chain”. A value chain illustrates the cycle of activities for
a firm or specific industry. Products pass through all activities of the chain and with each activity the
product gains more value. This chain of activity creates products with more added value than the sum of
the independent activity’s value.
The value chain in Figure 2 demonstrates how other businesses are impacted by the purchases of goods
and services by new car dealers. It demonstrates that while economic activity is created from the direct
operations of the new vehicle dealerships, indirect and induced impacts arise from the linkages that exist
with suppliers and other sectors.
Figure 2: Industry Value Chain
Inbound
Logistics
 Vehicle
Transportation

 New and Used
Vehicle Sales

- Rail Transport

 Used Vehicle
Appraisal and
Purchasing

- Sea / Port
Transport
 Trucking
 Courier Delivery
 Warehouse And
Storage
 Customs Broker

Dealership
Infrastructure

Operations

 Fleet and
Wholesale
Vehicle Sales
 Finance and
Insurance Sales

 Facilities:
- Construction
- Renovation
- Rentals
- Maintenance
 Management
and
Administration

 Service Sales

 HR and
Technical
Support

 Part Sales

 Sales

 Bodyshop Sales

 Installation,
Maintenance and
Repair

 Lease Vehicle
Sales
 Bank Financing

Marketing
 Media
- Print
- TV/Radio
- Internet
 Auto Shows

Professional
Services
 Accounting
Firms
 Law Firms
 Insurance
Agencies

 Communication

 Transportation
and Material
 Salvage and
Disposal of:
- Oils And Paint
- Anti-Freeze
- Parts
- Materials
- Scrap Metal
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3.

ECONOMIC IMPACT ANALYSIS

3.1

Economic Impact Analysis Methodology

In general, economic impacts are viewed as being restricted to quantitative, well-established measures of
economic activity. The most commonly used of these measures are output, GDP, government tax
revenue and employment:


Output is the total gross value of goods and services produced by a given company or industry
measured by the price paid to the producer. This is the broadest measure of economic activity.



Gross Domestic Product (GDP), or value added, refers to the additional value of a good or
service over the cost of inputs used to produce it from the previous stage of production. Thus
GDP is equal to net output, or the difference between revenues and expenses on intermediate
inputs. It is the incremental value created through labour or mechanical processing. Total GDP is
a more meaningful measure of economic impact, as it avoids double counting during each round
of impacts.



Government Tax Revenues arise from personal income taxes, indirect taxes less subsidies,
corporate income taxes and natural resource royalties.



Employment is the number of additional jobs created. Employment is measured in terms of fulltime equivalents (FTEs).

Economic impacts may be estimated at the direct, indirect, and induced levels.


Direct impacts are changes that occur in “front-end” businesses that would initially receive
expenditures and operating revenue as a direct consequence of the operations and activities of a
facility.



Indirect impacts arise from changes in activity for suppliers of the “front-end” businesses.



Induced impacts arise from shifts in spending on goods and services as a consequence of
changes to the payroll of the directly and indirectly affected businesses.

For examples of direct, indirect, and induced impacts please see the glossary of economic terms in
Appendix A of this report.
To estimate the economic impacts generated by Alberta’s new car and heavy duty truck dealers, MNP
followed an input-output methodology using economic multipliers published by Statistics Canada. Inputoutput modeling is a widely-used and widely-accepted economic impact approach, making it recognizable
by many different stakeholders and audiences. The structure of the approach also facilitates easy
comparisons between reported results for different industries and events.
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3.2

Economic Impacts of New Vehicle Dealership Operations

The operations of Alberta’s new vehicle dealerships impact the Alberta economy through direct
expenditures on goods and services (e.g. operating supplies, professional services, advertising, etc.), the
employment of staff and the generation of tax revenues for local, provincial and federal governments.
The total operating expenditures by new vehicle dealerships are estimated to be approximately $16 billion
in 2014. This is summarized in Figure 3 and Table 4.
Figure 3: Estimated Total Operational Spending of New Vehicle Dealerships in 2014

Dealership Operational Spending in 2014

Repairs &
Maintenance
0.33%
Insurance
0.17%

Advertising
1.05%

Parts
4.25%

Oil
0.15%

Supplies
0.14%
Admin
1.61%
Other
0.36%

Lease & Mortgage
1.75%

Benefits
0.54%

Training
0.13%

Salaries
8.05%

Cost of Sales
81.47%

Cost of Sales

Salaries

Benefits

Training

Lease & Mortgage

Insurance

Repairs & Maintenance

Advertising

Parts

Oil

Supplies

Admin

Other
Source: MNP Estimate
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Table 5: Estimated Total Operational Spending of New Vehicle Dealerships in 2014
Spending
($thousands)

Percentage of
Total
Costs

Cost of Sales

$12,989,154

81.47%

Salaries

$1,283,241

8.05%

Benefits

$86,527

0.54%

Training

$21,000

0.13%

Lease & Mortgage

$278,870

1.75%

Insurance

$26,609

0.17%

Repairs & Maintenance

$53,366

0.33%

Advertising

$167,086

1.05%

Newspapers/Magazines

$52,519

*32%

Internet

$35,852

*22%

Radio

$32,361

*20%

Direct Mail

$10,580

*6%

Television

$5,382

*3%

Other Advertising

$28,582

*17%

$676, 810

4.25%

Oil

$24,209

0.15%

Supplies

$21,926

0.14%

Admin

$257,440

1.61%

Other

$56,921

0.36%

$15,943,159

100.0%

Expenditure Category

Parts

Total Expenses
* Percentage of advertising expenditure
Source: MNP Estimate

In calculating economic impacts that occur within Alberta, we have removed the spending that occurs
outside of the province. Since vehicles sold by new vehicle dealerships in Alberta are manufactured
outside the province, those expenditures have been excluded from the model. Given that a significant
amount of vehicle manufacturing occurs elsewhere in Canada, the economic impacts of Alberta
dealerships on the rest of Canada may be substantial.
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Also, it is important to note that our calculations of taxes generated relate only to the spending incurred by
the dealerships. They do not include federal and provincial sales taxes paid by customers on vehicle
purchases. Federal and provincial sales taxes on vehicles sold through new vehicle dealers in Alberta
may amount to hundreds of millions of dollars in additional tax revenues.
For more details on MNP’s approach to economic impact modelling, please see Appendix B.
As summarized in the following tables, we estimate provincial GDP generated by new vehicle dealership
spending on operations at $2.9 billion in 2014. We also estimate operational spending to have supported
employment of 36,117 full-time equivalent jobs, and to have generated $623 million in revenues to the
federal, provincial and municipal governments.
Table 6: Economic Impacts of New Vehicle Dealerships Operating Expenditures in 2014
Industry
Segment

Truck
Dealership
Operations

Car
Dealership
Operations

Total
Dealership
Operations

Impacts

Output
(millions)

GDP
(millions)

Federal
Tax
(millions)

Provincial
Tax
(millions)

Municipal
Tax
(millions)

Direct

$143

$133

$7.5

$4

$0.5

Indirect &
Induced

$94

$58.5

$6.5

$5

$2.5

Sub-Total

$237

$191.5

$14

$9

$3

Direct

$2,233

$1,879

$248

$139

$25

Indirect &
Induced

$1,479

$911

$105

$77

$35

Sub-Total

$3,712

$2,789

$353

$216

$59

Direct

$2,376

$2,012

$255

$143

$25

Indirect &
Induced

$1,573

$969

$112

$82

$37

Total

$3,949

$2,981

$367

$225

$62

Source: MNP Estimate
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Table 7: Employment Impacts of New Vehicle Dealerships Operating Expenditure in 2014
Direct

Indirect and
Induced

630

561

1,191

Car Dealership Operations

23,421

11,505

34,926

Total Dealership Operations

24,051

12,066

36,117

# of FTEs
Truck Dealership Operations

Total

Source: MNP Estimate

3.3

Comparison of Operational Economic Impacts

To provide perspective on the size of the economic impacts generated through new vehicle dealership
spending on operations, it is useful to compare the economic output and employment impacts with those
produced by other industries.
Figure 4: Annual Economic Output of Various Alberta Industries
$7,000.00

Output ($ millions)

$6,000.00

$5,000.00

$4,000.00

$3,000.00

$2,000.00

$1,000.00

$Alberta Car Dealership
Industry (2014)

Cattle Industry in
Alberta (2008)

8 colleges in Alberta Tourism in Canadian
(2011/12)
Rockies Region (2012)

Source: MNP Estimate, University of Saskatchewan, Tourism Alberta, Economic Modeling Specialists Intl.
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The Alberta Car Dealership Industry has an economic output of roughly $4 billion annually. This generally
compares to the economic impact of the eight colleges in Alberta 13. This also represents about 2/3 of the
economic output of the provincial cattle industry14, and about four times the impact of tourism to the
Canadian Rockies region15.
Figure 5: Annual Employment Impacts from Various Alberta Industries
70,000

Employment (person years)

60,000
50,000
40,000
30,000
20,000
10,000
Alberta Car Dealership
Industry (2014)

Cattle Industry in
Alberta (2008)

8 colleges in Alberta Tourism in Canadian
(2011/12)
Rockies Region (2012)

Source: MNP Estimates, University of Saskatchewan, Tourism Alberta, Economic Modeling Specialists Intl.

The 36,117 FTEs supported by Alberta’s new vehicle dealerships is comparable to that of the Canadian
Rockies Tourism industry, which supports 23,602 FTEs. These dealerships also support employment that
is roughly 55 percent of that supported by the Alberta Cattle Industry (62,612 jobs in 2008) and the eight
colleges in Alberta (64,988 jobs in 2011/12).

13 Bow

Valley, Grande Prairie, Lethbridge, Medicine Hat, Northern Lakes, NorQuest, Olds and Red Deer College. Economic
Modeling Specialists Intl. (2013). Fact Sheet Demonstrating the Value of Eight Colleges in Alberta, December 2013.

14 Kulshreshta,

S., Mondongo, O., Florizone, A. (2012). Economic Impacts of Livestock Production in Canada – A Regional
Multiplier Analysis. Department of Bioresource Policy, Business and Economics, University of Saskatchewan.

15 Tourism

Works for Alberta. (2012). The Economic Impact of Tourism in the Canadian Rockies Tourism Region 2012.

Social and Economic Impact of Motor Dealers in Alberta

13

3.4

Economic Impacts of New Vehicle Dealership Capital
Expenditures

As with operating expenditures, the capital expenditures16 of Alberta’s new vehicle dealerships impact the
Alberta economy through direct expenditures on goods and services, the employment of staff and the
generation of tax revenues for local, provincial and federal governments. The total capital expenditures by
new vehicle dealerships were estimated to be approximately $185 million in 201417.
As summarized in the following table, the capital expenditure of new vehicle dealers is estimated to have
generated $328 million in total output, $151 million in total GDP, and $34 million in revenue for all levels
of government. In addition, the capital expenditure of new vehicle dealers in Alberta is estimated to have
generated an additional 1,347 FTEs of total employment.
Table 8: Economic Impacts of New Vehicle Dealerships Capital Expenditure in 2014

Impacts

Output
(millions)

GDP
(millions)

Employment
(FTEs)

Federal
Tax
(millions)

Provincial
Tax
(millions)

Municipal
Tax
(millions)

Direct

$185

$70

712

$9

$5

$1

Indirect &
Induced

$143

$81

635

$10

$7

$2

Total

$328

$151

1,347

$19

$12

$3

Source: MNP Estimate

16

Capital expenditure is defined as building construction expenditure and manufacturer dealership imaging. It does not include the
acquisition of land.

17

New vehicle dealers are also estimated to have spent approximately $93 million on the purchase of land. However, the transfer of
land from one party to another does not in itself generate economic impacts. This expenditure would, however, generate
additional economic impacts associated with fees paid to realtors, lawyers, and other parties. These impacts have not been
captured in the model and therefore represent a conservative estimate.
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3.5

Other Economic Benefits

In contrast to economic impacts, economic benefits may be broad in nature, and can include long-term or
downstream activity that would not normally be captured in economic impacts. While economic impacts
use standard measures that can be estimated for nearly any type of industry, economic benefits and their
accompanying measures may vary from industry to industry.
Economic benefits produced by the members of the MDA include:


Creation of business partnerships – many members are engaged with business associations
and partners.



Training opportunities for new workers – members are involved with industry training programs
and with programs offered through educational organizations.
Dealerships in Alberta are complex, yet highly organized businesses licensed by automotive
manufacturer’s to sell their brands; and within a dealership, there are many levels of career and
management opportunities.
The Alberta automobile industry is a dynamic sector that is constantly evolving to meet the
needs of a high tech society.
A dealership is divided into two general areas:
o

Sales and General Management refers to the areas of the dealership that focus on
vehicle sales, finance and insurance (F&I), administration and the management and
leadership of a dealership.

o

Service and Technical Management refers to the areas of the dealership that focus on
service, maintenance and repairs, parts, auto body shop and the management of all
these operations.

In 2014, Alberta dealers employed more than 36,000 employees sharing a total of $1.37 billion
in salaries and benefits. Average weekly earnings were nearly double that of average weekly
retail earnings in the province.


Creation of visitor and tourism events – for example, the Calgary Motor Dealers Association
and the Edmonton Motor Dealers Association both present annual Auto Shows; these large
shows draw visitors from across Canada.



Payment of property taxes to municipal governments. In 2014 it was estimated that new vehicle
dealers paid over $26 million in property taxes and other fees to local municipal governments
throughout the province.
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4.

SOCIAL CONTRIBUTIONS

In 2014, new vehicle dealers in Alberta are estimated to have made $8.4 million in charitable donations.
In addition to this payment, MDA members also make substantial social contributions to their
communities. These social impacts may have far reaching impacts on individuals, communities and the
environment. Social or community benefits may be quantitative or qualitative in nature and may address
contributions made to local communities and general social development. Social benefits may include:


Contributions to community groups.



Area revitalization.



Stronger and more cohesive communities.

4.1

Vehicle Dealerships and Local Communities

MDA members sponsor and collaborate with a variety of charities and non-profit organizations that foster
community development. The MDA also encourages the notion of social responsibility within its
membership. Members are engaged in various local charities and sports groups as well as community
and service clubs, charity boards and committees. The majority of members also sponsor charities and
organizations through cash donations and merchandise prizes. The following list illustrates members’
involvement in organizations and activities within their communities.
Alberta Cancer Foundation

Alberta Society for the Prevention of Cruelty to
Animals

Big Brothers Big Sisters

Canadian Blood Services

Canadian Cancer Society

Canadian Red Cross

Downs Syndrome Society

Food Banks

Free the Children

Habitat for Humanity

Heart and Stroke Foundation

Local And Regional Hospitals

Local Arts

Local Community Services

Local Schools

Local Sports

Movember

Mustard Seed

Rotary

Salvation Army

Santas Anonymous

Special Olympics

Scholarships

United Way

United Way

Women’s Shelters

World Partnership Walk
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4.2

Case Studies

In order to highlight the impact to local communities from the Alberta Car Dealership Industry, we have
prepared a number of case studies. These are meant to illustrate the breadth of various local dealerships
and associations all over Alberta.
Throughout its 64-year history, Calgary Motor Dealers Association has
a long history of supporting local charities, non-profit organizations and
other charitable causes. Their most pronounced commitment is the
Vehicles and Violins Gala. Currently in its 17th year, the gala has raised a
total of more than $3.3 million. The 2016 beneficiaries are The Alex, Fresh
Start, and Children’s Cottage Society, all organizations that help communities
with a range of supports, including mental and physical health, addiction, and
family support services. Other past beneficiaries include a long list of charities
such as The Kids Cancer care Foundation of Alberta an, the ALS Society of
Alberta, and the Canadian Brest Cancer Foundation.
The Association has also contributed to automotive education in Calgary high
schools, scholarships at Southern Alberta Institute of Technology (SAIT) and
regularly makes numerous other charitable contributions.

The main goal of Edmonton Motor Dealers Association’s
(EMDA) charitable efforts is to promote career pathways for young
Edmontonians in the car dealership industry by supporting local
education. In particular, EMDA has been a strong supporter of St.
Joseph High School and LY Cairns, the latter which received a total of $55,000 for improvements.
Additionally, the Association regularly provides the Northern Alberta Institute of Technology (NAIT)
with up to date technology, enabling the students to practice in a realistic environment that prepares
them for work in the industry. An example of cutting edge technology that is not readily available, yet
supplied to NAIT by EMDA, includes electric cars. These contributions complement more than 125
annual NAIT student scholarships totaling up to $185,000 per year, and more than $3,000,000 to NAIT
students since the scholarship program’s inception. Finally, EMDA’s collaboration with Edmonton High
Schools has inspired local dealerships to hire students part-time, easing
their transition into full-time work upon graduation.
The key to all these charitable efforts is the Edmonton Motor Show. The
show in fact has its own local economic impact – each year it attracts
visitors from both within and outside of the province, generating 800
room nights and increasing car sales. On top of this, the show generates
practically all of EMDA’s revenues, thereby enabling the Association’s
broad support to local education.
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Special Olympics is a global organization promoting sports for individuals who
has an intellectual disability. Its Alberta chapter was founded in 1980, and has
grown from supporting a few dozen to 3,000 athletes, now competing in 18
official sports. Some examples sports include basketball, soccer, athletics,
curling, figure skating, and speed skating.
The MDA is a valued contributor to Special Olympics Alberta.
The two organizations have worked together for 30 years,
representing the longest continual sponsor relationship for
Special Olympics Alberta. Over the 30 years of collaboration,
MDA and its members have raised a total of $5.9 million.

Marshall Eliuk is the dealer principal of Marshall Automotive in
Peace River. After he was diagnosed with aplastic anemia in
1999 he received multiple blood transfusions from Canadian
Blood Services. These transfusions saved his life, and made him
realize the importance of a strong blood donor system.
When he heard that Canadian Blood Services started raising money to build a national Cord Blood/Stem
Cell bank he quickly donated $500,000. The fundraising goal was $12.5 million, at which point territories
and provinces would match $48 million in funding. Upon hearing that the campaign was still short of
reaching its goal some months later, Marshall donated another $1 million. His donation of $1.5 million is
the largest in Canadian Blood Services’ history. The Cord Blood/Stem Cell bank is used to treat diseases
such as leukaemia or lymphoma, together constituting 50% of all childhood cancers, in addition to over 80
other diseases. The bank opened in June 2015.
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APPENDIX A: GLOSSARY OF ECONOMIC TERMS
Term

Definition

Direct Impacts

Direct impacts are changes that occur in “front-end” businesses that would
initially receive expenditures and operating revenue as a direct consequence of
the operations and activities of an industry, organization or project. Direct
impacts are related to original purchases or “direct sales” from primary
suppliers.
Example: In the case of new vehicle dealers, direct impacts are related to the
spending that dealerships make when purchasing goods and services from their
suppliers; for instance, purchasing legal services from a local law firm.

Indirect Impacts

Indirect impacts are due to changes in the activity of an industry, organization or
project’s suppliers. Indirect impacts include the spending that the MDA’s
suppliers make when purchasing goods and services from their own suppliers
(i.e. secondary suppliers) in order to meet the demand generated by the
Association.
Example: When new vehicle dealers spend money on legal services, the lawyers
in turn purchase goods and services to meet the dealership’s demand. The
spending by the law firm reflects the indirect impacts of dealer’s spending on
legal services.

Induced Impacts

Induced impacts are due to shifts in spending on goods and services as a
consequence of the payroll of the directly and indirectly affected
businesses. In the case of new vehicle dealers, induced impacts reflect the
additional spending by employees of Alberta dealerships, primary suppliers and
their suppliers’ suppliers (secondary suppliers).
Example: Additional wages received by law firm employees “induce” spending.
These employees in turn make consumer purchases that are considered induced
impacts.

Gross Domestic
Product (GDP)

The additional value of a good or service over the cost of inputs used to produce
it from the previous stage of production. Thus GDP is equal to net output, or the
difference between revenues and expenses on intermediate inputs. It is the
incremental value created through labour or mechanical processing. Total GDP
is a more meaningful measure of economic impact than output, as it avoids
double counting during each round of impacts

Government Tax
Revenues

Government tax revenue is the total amount of tax revenue generated for
different levels of government, including municipal, provincial and federal taxes

Output

The total gross value of goods and services produced by a given organization,
industry, or project measured by the price paid to the producer. This is the
broadest measure of economic activity
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APPENDIX B: ECONOMIC IMPACT APPROACH
Estimating Economic Impacts of New Vehicle Dealership Operations
MNP’s estimate of the economic impacts generated by the operating expenses of Alberta’s new vehicle
dealerships have been developed using a Statistics Canada input-output model and related economic
multipliers. A detailed, step-by-step overview of our approach is provided below.

Step 1: Estimate the Operating Revenue of
Alberta's New Vehicle Dealerships in 2014

Step 2: Determine Total Estimated Expenditures
and the Nature of Expenditures

Step 3: Adjust Total Estimated Expenditures

Step 4: Apply Expenditure Estimates to
Statistics Canada Multipliers

Step 1: Estimate The Operating Revenue of the Alberta’s New Vehicle Dealerships In 2014
The first step to estimate the economic impacts of the new vehicle dealerships was to estimate the
operating revenue of both new car dealerships and heavy truck dealerships in 2014.
For new car dealers, the rate of change of retail sales from 2012 to 2014 was calculated from Statistics
Canada data18. This rate of change was applied to 2012 annual operating revenue of new car dealers in
Alberta19 to provide an estimate of operating revenue for 2014.
For heavy duty truck dealers, the average 2014 operating revenues of truck dealerships participating in
the MDA membership survey was multiplied by the total number of known heavy truck dealerships in the
province.

18 The

annual retail sales were retrieved from Statistics Canada CANSIM Table 080-0020 for NAICS 44111.

19 The

total operating revenue was retrieved from Statistics Canada CANSIM Table 080-0023 for NAICS 44111.
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Step 2: Determine Total Estimated Expenditures and the Nature of Expenditures
The next step to estimate the economic impacts of new vehicle dealerships was to estimate the total
expenditures and the nature of expenditures of MDA members. To estimate the expenditures, MNP
completed the following:
1. Reviewed the nature of 2014 expenditures by MDA members as reported in a survey conducted
by MNP on MDA members in 2015. The survey was used to estimate the ratio of expenditures to
operating revenue of new vehicle dealers in Alberta.
2. The estimated ratio of expenditure to operating revenue was applied to the 2014 estimated
operating revenue of new vehicle dealers in Alberta to arrive at an estimate of total expenditure of
new vehicle dealers in Alberta. These expenditures are summarized in the table below:
Spending
($millions)

Percentage of
Total Costs

Cost of Sales

$12,989

81.5%

Salaries

$1,283

8.0%

Benefits

$87

0.5%

Training

$21

0.1%

Lease & Mortgage

$279

1.7%

Insurance

$27

0.2%

Repairs & Maintenance

$53

0.3%

Advertising

$167

1.0%

Parts

$677

4.2%

Oil

$24

0.2%

Supplies

$22

0.1%

Admin

$257

1.6%

Other

$57

0.4%

$15,943

100.0%

Expenditure Category

Total Expenses
Source: MNP Estimates
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Step 3: Adjust Total Estimated Expenditures
The next step to estimate the economic impacts of new vehicle dealerships was to adjust the total
estimated expenditures to better represent economic impacts in the province. To adjust the expenditure
estimates, MNP completed the following:
1. Removed out-of-province spending. The Statistics Canada input-output model was used to
estimate the impact of spending that occurs within the province. Major purchases made outside
of the province are therefore not included in the model. Vehicles purchased by new car
dealerships in Alberta are purchased from manufacturers located outside the province and, as
such, the expenditures on vehicles sold have been excluded from the model.
2. Applied margins to purchases of goods produced outside of Alberta. For goods manufactured
outside of Alberta, only the margins realized by Alberta businesses will generate economic
impacts in the province. The remaining value of the good purchased will flow back to where the
good was manufactured. As such, a margin of 29.2 percent was applied to ‘Vehicle and Supplies’
expenditures and a margin of 42.8 percent was applied to ‘Other General and Admin Expenses’. 20

Step 4: Apply Expenditure Estimates to Statistics Canada Multipliers
The final step to estimate the economic impacts of new vehicle dealerships was to apply the Statistics
Canada input-output multipliers to the total adjusted estimated expenditures.

Estimating Economic Impacts of New Vehicle Dealership Capital
Expenditures
MNP’s estimate of the economic impacts generated by the construction expenditure of Alberta’s new
vehicle dealerships have been developed using a Statistics Canada input-output model and the nonresidential construction multiplier. A detailed, step-by-step overview of our approach is provided below.

Step 1: Estimate the Construction and Dealership Imaging Expenditure of Alberta’s New
Vehicle Dealerships In 2014
The first step to estimate the economic impacts of the construction expenditure of new vehicle
dealerships was to estimate the construction expenditure of new car dealerships in 2014.
MDA members reported their 2014 construction expenditures in the survey of MDA members conducted
by MNP. Assuming that the average construction expenditure of survey respondents was equal to that of
non-respondents, the construction expenditure was extrapolated to the population of new vehicle dealers
in Alberta.

Step 2: Apply Expenditure Estimates to Statistics Canada Multipliers
Statistics Canada input-output non-residential construction multiplier was applied to the estimated
construction expenditure of new vehicle dealers in Alberta to estimate the economic impacts of the
construction expenditure

20

The margin was retrieved from Statistics Canada CANSIM Table 080-0023 for NAICS 4413 and NAICS 453, respectively.
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APPENDIX C: ABOUT MNP
MNP has an extensive history of serving and responding to the needs of clients in the public, private and
non-profit sectors. We customize every engagement to meet the specific needs of our clients. By having
local, regional and national expertise in all of our markets, we are able to provide clients with partner-led
projects, which will ensure a more efficient approach to engagements. We streamline processes to
guarantee that the highest caliber of deliverables is produced and the most effective solutions are
provided.
Our respected team and disciplined approach to business is why we remain strong. The demand for our
high quality and standards is why we are continuing to growing. Today, MNP is one of the largest
chartered accountancy and business consulting firms in Canada. Our team provides world-class
expertise, in-depth knowledge and personalized service to meet the needs of our clients.

Values
At MNP, our professionals are the driving force behind our success. They continue to demonstrate our
culture and values which is integral to the way we conduct business, both internally and externally. As
such, MNP is proud to be recognized as one of the Best Employers in Canada since this award reflects
the personal opinions of our team members.

Geographic Reach
Since our first office opened in 1945 in Brandon, Manitoba, MNP has grown to become one of the leading
national accounting and business consulting firms in Canada. With more than 70 offices strategically
located in urban and rural locations and more than 3,200 team members across the country, MNP is
committed to providing insightful business advice from a local perspective.
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International Expertise – About Praxity
MNP is an independent member of Praxity, AISBL, which is the 7th largest global alliance of independent
accounting firms around the world. With more than 65 participating firms in over 100 countries, Praxity
participant firms share a united vision and entrepreneurial attitude, delivering client service and quality
solutions. Core to the strength of the alliance is the ability to contribute senior-level expertise and local
knowledge of laws and customs to provide practical, tailored and timely solutions of the highest quality.

MNP Consulting
For more than 60 years, MNP has been building strong relationships with our clients because we focus
on what matters most—helping them achieve their goals. MNP’s industry-leading consultants have
worked with a diverse range of organizations and industries across Canada and around the world. Our
extensive and successful history includes working in the agriculture, manufacturing, utilities, and public
sectors to help our clients overcome challenges, improve business performance, and achieve strategic
growth.
We’re committed to our clients’ success and take the time to understand their unique issues so we can
deliver the tailored strategies and results they need to stay current, competitive, and profitable. Our teams
work collaboratively and integrate intelligence from each of the following disciplines to find the best
solutions:
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For more information on MNP, please visit www.mnp.ca and www.mnpconsulting.ca.
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ABOUT MNP
MNP is a leading national accounting, tax and business consulting firm in Canada. We proudly serve and respond to
the needs of our clients in the public, private and not-for-profit sectors. Through partner-led engagements, we provide
a collaborative, cost-effective approach to doing business and personalized strategies to help organizations succeed
across the country and around the world.

Visit us at MNP.ca

Praxity AISBL is a global alliance of independent firms. Organised as an international not-for-profit entity under Belgium law,
Praxity has its executive office in Epsom. Praxity – Global Alliance Limited is a not-for-profit company registered in England and
Wales, limited by guarantee, and has its registered office in England. As an Alliance, Praxity does not practice the profession of
public accountancy or provide audit, tax, consulting or other professional services of any type to third parties. The Alliance does not
constitute a joint venture, partnership or network between participating firms. Because the Alliance firms are independent, Praxity
does not guarantee the services or the quality of services provided by participating firms.

