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AƩenƟon all salespeople:

Online ConƟnuing EducaƟon Program Announced
In response to feedback from licensed salespeople and the Salesperson Advisory Commi ee, the VSA is pleased to announce the
introduc on of a new Con nuing Educa on program.
While the Level II course received posi ve evalua ons for relevant content, two important concerns could never be addressed in
the classroom format: the cost and me spent away from the dealership. As a result, the Level II classroom course is being
phased out. The requirement that licensed salespeople update their knowledge of emerging issues at least every five years will
con nue. However, beginning March 1, 2014, a lower cost, online format will allow this to be done at home or at the dealership.
Unlike the Level I Webinar format, with its combina on of self‐study and hosted webinars, the new Con nuing Educa on format
will be en rely self‐study. The program will be in modules that can be completed individually. Timely comple on of the modules
will be a condi on of licensing.
In another change from the Level II course, no ce of an upcoming requirement will go out with licence renewal le ers. The first
group to have the new requirement will have completed their Level I Salesperson Cer fica on Course in early 2008 and 2009.
Three modules will be needed to fulfill the Con nuing Educa on requirement. Each module will cost $85. Registra on for one
module must be within 90 days following no fica on. All three modules will need to be completed within five months of licence
renewal.
Program content will include:

Web‐based selling – legal salesperson websites and social media ac vity

Compe ng with the web – the benefits of personal selling at a dealership

Protec ng the privacy of your buyers – from test drive to delivery, it’s the law

Recent court and Registrar’s decisions – impacts for the dealer and the salesperson

Compliance issues in financing, leasing and selling added products and services

Opportuni es for consumer dispute resolu on

Adver sing – the local implica ons of na onal enforcement

Motor Dealer Customer Compensa on Fund procedures and changes

Online AdverƟsing and Sold Vehicles
While not all provinces have a regulatory agency overseeing the vehicle sales industry like the VSA, rules remain similar across
Canada. Recently, Quebec’s Consumer Protec on Oﬃce released a warning to dealers about proper online adver sing
conduct. In short, online ads need to show only vehicles that are s ll available for sale. If the adver sed vehicle has been sold,
the adver sement needs to be removed. Simply sta ng “Sold” on the ad is not suﬃcient.
The same holds true for BC. The VSA Adver sing Guidelines state, “A dealer/salesperson must not con nue to adver se a
vehicle a er it has been sold as that vehicle is no longer available for sale to the public.” Common sense dictates that the more
quickly and easily adver sing can be updated, the quicker it should be corrected. Remember, it is the dealer’s responsibility to
keep track of their adver sements and vehicle inventory, not the adver sing agent or vendor.
Note: All adver sing done by BC dealers needs to comply with the VSA Adver sing Guidelines. Compliance ps for online
adver sing can be reviewed here.
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