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Over the past year the National Auto Auction Association has continued 
its mission of providing a world-class marketplace where the wholesale 
value of vehicles in North America is determined daily.

The 2010 National Auto Auction Association industry review is presented 
with the help of our partners the National Automobile Dealers Association 
and the National Independent Automobile Dealers Association. The 
review offers vital data and valuable information.

In the 14 years the National Auto Auction Association has been  
conducting its industry survey and producing this report, our member 
auctions have facilitated the sale of 129 million vehicles with a gross 
value exceeding $1 trillion.

While 2010 may not have been the most stellar year in that span of time 
or certainly in remarketing’s 72-year history, it made a solid contribution 
to topping that trillion-dollar mark. Demand for vehicles remained strong, 
prices increased and gross value slipped less than two percent — only 
the fourth time in 13 years the industry has experienced any dip in gross 
value. 

The reason for our industry’s continued success even in the Great 
Recession is simple: dedicated auction owners and  hard-working staff 
providing excellent customer service to our loyal consigners and buyers. 
In other words, people working smarter. Our efforts to develop universal 
policies, establish industry standards, streamline procedures, adopt new 
technologies and promote strategic cooperation helped weather the 
harsh economic climate by creating more efficient, cost-effective and 
customer-friendly operations. 

The facts and figures contained in this annual review boil down to one 
basic bottom line — better business practices translate into better  
business success. It’s a fundamental formula that can continue to  
benefit all in the remarketing industry as we move forward in 2011 
and the future.
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Overview & Highlights

Although the auto auction industry wasn’t completely immune from the recent 
financial crisis and severe recession, its vital signs remain healthy, 
demonstrating the strength and depth of a mature industry that despite 
various challenges over its seven decades has proven its resiliency.

The National Auto Auction Association reported $81 billion in sales of used 
vehicles at its member auctions for 2010. The number of units entered dropped 
4.9% to 14.1 million, while the number sold declined 7.1% to 8.42 million for 
a near-record conversion rate of 60%. Dealer-consigned vehicles represented 
the largest number of units sold with a 44.3% share, followed by fleet/lease 
at 43.7%, factory vehicles, 8.9% and just 3.1% from other sources.

Demand for vehicles in the auction lanes remained strong in 2010 as prices 
increased 5.6%, offsetting much of the decline in volume, and gross value 
was down just 1.9%. This was only the fourth time in thirteen years that the 
industry has experienced any decline in gross value.

Meanwhile, the wholesale auction industry continues its trend toward 
full-service auction facilities with 99% of the 316 North American auctions 
offering detail shops, 93%, body repair and paint shops, and 100% offering 
transportation services (either in-house or sublet).  Almost all provide some 
level of mechanical services (99%) and dealer financing (97%).

The average NAAA auction member operates an 8-lane facility on 76 acres, 
employs 137 people with a payroll of $3.4 million, and gives over $53,000  
annually to charity.

It’s important to recall that our industry sprang from the entrepreneurial spirit 
to meet a consumer need in the Great Depression, and has survived 14  
recessions in its lifetime. By displaying that same ingenuity, the industry has 
not only survived these recent challenges, it will continue to be a vital and 
growing part of our nation’s economy in the decades to come.

In 2010, the 316 National Auto Auction Association’s North American member
auctions sold 8.42 million vehicles with a gross value of $81 billion, according to
the association’s 14th Annual Survey. 

“While somewhat down from 2009, the numbers show the ability of the industry
to continue performing its service to buyers and sellers of used vehicles, even
during difficult economic times,” notes NAAA President  Jay Cadigan. “And  
now that the economy is beginning to expand, I’m confident that the auto  
auction industry will see growing business in the years ahead.”

14.1 million vehicles
entered the auction 
channel 

8.42 million vehicles 
sold for $81 billion 

Average auction has 
76 acres and 137  
employees
 
1.3 million vehicles 
valued at $19 billion 
sold via Internet
based sources
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14.1 million vehicles entered the 
auction channel in 2010, a decline 
of 4.9% from 2009. A near-record 
60% of vehicles were converted 
into sales resulting in 8.4 million 
units being sold by NAAA member 
auctions.

Units sold fell 7.1% in 2010 as units 
entered declined for the third 
year in a row.  Less supply from 
fleets/leasing and factory sources 
related to weak new sales in the 
last three years offset an increase 
in dealer consignment. 

Steve DeMedicis of Auction Insurance Agency was inducted into the NAAA 
Hall of Fame during the Association’s 2010 Annual Conference in New York 
for his dedication to the auction industry and the Association. He began his 
career with Auction Insurance Agency in 1980. Because of his work in the 
development of vehicle history service with AutoCheck, dealers have greater 
confidence in the vehicles offered through the wholesale auction lanes.  
Steve is currently the senior vice president at Auction Insurance Agency.

Steve DeMedicis
NAAA Hall of Fame
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Buzz Cotton was honored during the Association‘s 2010 
Annual Conference in New York. Buzz has owned Dyer Auto 
Auction in Indiana since 1986, and built a two-lane auction 
into a modern state-of-the-art facility. AuctionAccess, 
AutoIMS, Simulcast and AutoLookout-powered websites 
are a few of the tools Buzz used to render his auction to a 
profitable and convenient prospect for both vehicle sellers 
and buyers. Today his auction operates eight lanes on 50 
acres and has the highest percentage sales in that region.

W.J. “Buzz” Cotton
NAAA Industry Pioneer

Total auction volume is less 
related to current economic 
conditions than new vehicle sales. 
While dealer consignment closely 
follows new retail unit sales, the 
number of fleet and off-lease 
vehicles offered and sold at  
auction is dependent on the  
number of units going into fleets 
and leases over the past few 
years. In addition, repossessions 
decline as economic conditions 
improve. This diversified sourcing 
increases the stability of the  
auction industry and helps it 
weather difficult economic  
conditions. However, it also  
holds back industry growth when 
new sales recover and dealer 
consignment increases, but supply 
from fleets/leasing and factory 
sources decline due to weak new 
sales in previous years. 

In 2010, the pickup in new sales 
raised the share of auction sales 
from new auto dealers from a  
record low in 2009 to a more 
normal level of 44.3%. Past  
weakness in new sales was 
reflected in sharp declines in the 
fleet/leasing and factory share of 
auction sales.  The fleet/leasing 
share fell to 43.7% from 47.3% in 
2009, while the factory share was 
down to 8.9%, a record low.
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Auto auctions are close to a 
pure market where shifts in 
supply and demand are quickly 
transmitted to price. In 2010, 
the decline in units entered led 
to a 5.6% increase in average 
price to a record $9,614. 

Lower volume and higher 
prices in 2010 resulted in a 
1.9% decline in the gross value 
of vehicles sold to $81 billion.  
This was only the fourth time in 
thirteen years that gross value 
has declined.
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In 2010, 1.3 million vehicles 
valued at $19 billion were sold 
through NAAA Internet-based
sources. The fast growth of 
Internet-based sales (Cyber-
auctions and Simulcasting) has 
increased the Internet share 
from insignificance to about 
one in every six sales in just 
seven years.

Source: NAAA Survey

Source: NAAA Survey

Source: NAAA Survey
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New light vehicle sales 
continued their recovery from 
the extremely low sales rate 
it hit during the worst of the 
economic recession. Improved 
credit conditions, higher stock 
prices, growing incomes, and 
a better labor market have 
combined to bring new vehicle 
sales up to a 13 million annual 
rate from a cyclical low of  
9.5 million.

On an annual basis, new unit 
sales increased more than  
11% in 2010 to 11.6 million 
units, after declining 21% in 
2009 and 18% in 2008. Even 
more encouraging is the move 
in February of this year to over 
13 million units at a seasonally 
adjusted annual rate.

Continued improvement in 
the economy will support 
growth in employment, income, 
consumer confidence, and 
household wealth resulting in 
new light vehicle sales moving 
back to more normal levels in 
the next few years.
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In addition to the large decline in 
total new vehicles sales in 2008 
and 2009, the mix saw a drastic 
shift away from light trucks to 
autos. For both years, the auto 
share exceeded 50%. The last time 
that happened was in 2000. The 
47.6% share for light trucks in 2009 
was the lowest in over a decade. 
In 2010 we saw a move back to a 
more typical mix with light trucks 
accounting for more than half of  
new sales.

Used light vehicle retail sales 
increased in 2010 after four years 
of decline. An improving economy 
and higher new sales helped 
increase both demand and supply. 
The gain was likely limited by 
lack of supply as very weak new 
sales in 2008 through 2010 and the 
significant impact of the cash-
for-clunker program combined to 
leave the industry unable to meet 
the increased demand associated 
with better economic and credit 
conditions in 2010. 

Declines and gains in the used 
market are typically less extreme 
than in the new market. From a 
peak of 44.1 million units in 2005, 
used retail sales declined 20% to 
35.5 million in 2009 compared to a 
39% decline in new sales. In 2010 
used retail sales increased 3.9% 
compared to a 11.1% increase in 
new sales.

Source: U.S. Department of Commerce

Source: CNW Research
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Reflecting that lack of supply in 
the used market was a 12.7% 
increase in used retail prices 
in 2010 compared to a 1.8% for 
new light vehicle retail prices. 

As used prices have approached 
new prices, the rate of increase 
in used has dropped off in 2010.

Odie Adcock was presented the Bernie Hart Auctioneer 
of the Year Award during the Association‘s 2010 Annual 
Conference in New York. Odie spent nearly fifty years calling 
bids from the block before he retired in 2006 at the age of 
80. He worked for Manheim auctions from 1959 to 2006, 
selling vehicles in the Upper Midwest, the Northeast and 
parts of Canada. 

His love for the business resulted in the creation of a family 
dynasty; three of his sons and two of his grandsons have also 
worked as auctioneers in the auto industry.

Odie Adcock
NAAA Auctioneer of the Year

Source: U.S. Department of Labor
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According to NIADA’s 2010 
Used Car Industry Report,  
used car dealers reported 
a slight increase in vehicles 
bought over the previous year 
at wholesale auto auctions. 
The information presented on 
this chart is the percentage  
of respondents who use 
wholesale auctions, other 
dealers and online/other.

Franchised dealers sourced 34% 
of their used vehicle inventory 
from auto auctions in 2009,  
compared to 32% in 1999.

Source: NADA Survey

Source: NIADA Survey
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In 2010, the U.S. economy continued  
the recovery that started in the  
second half of 2009. After starting 
2009 with a 4.9% annual rate of 
decline, real gross domestic  
product (GDP) was increasing at  
an annual rate of 5.0% in the final 
quarter. Despite the resumption  
of growth during the year, real  
GDP declined 2.6% in 2009. This 
was the largest recession related 
GDP decline in the post-World  
War II economy. 

2010 was the first full year of  
recovery for the U.S. economy after 
the recession of 2008 and 2009. Af-
ter being flat in 2008 and down 2.6% 
in 2009, real Gross Domestic 
Product (GDP) grew 2.9% in 2010. 
This increase was driven by  
relatively strong gains in consumer  
spending on durable goods, 
business investment, exports, 
and federal nondefense spending. 
Despite the economic growth that 
started in the second half of 2009, 
real GDP took three years to reach 
its previous peak hit in the fourth 
quarter of 2010.

Source: U.S. Department of Commerce

Source: U.S. Department of Commerce
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The economic recovery has 
occurred with little help from 
housing. New home construction 
is almost always a strong  
contributor to economic recoveries. 
With continued population growth 
and recent extremely low levels 
of home construction, housing is 
very likely to contribute to strong 
growth in the next few years.

The labor market has not performed 
as well as the production. By rais-
ing productivity, firms have been 
able to increase production without 
adding to payrolls. When the unem-
ployment rate is low,  
increased productivity is a good 
thing since it allows firms to produce 
more, pay employees more, and 
keep prices low. However, when 
unemployment is high, productivity 
gains slow down the rate of decline 
in the unemployment rate.  
 
An encouraging sign for the  labor 
market is recent declines in the 
unemployment rate to below 9%.

Source: U.S. Department of Commerce

Source: U.S. Department of Labor



The Nation Auto Auction Association Certification Standard is an easy-to-use tool 
employing a concise checklist of 48 basic criteria, which describe in clear, straight 
forward language specific conditions to meet one of three quality levels — Silver,  
Gold or Platinum. The program is comprehensive in scope in order to handle a broad 
range of vehicle types with well-defined requirements for inspection, reconditioning 
and marketing.
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