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President's Message

A Race Worth Running

I

n my hometown we have the
cherished tradtion of the Boston Marathon, which is run on
Patriot’s Day in April every year,
commemorating another part of our heritage — the date of the battles at Lexington
and Concord that began the Revolutionary
War. To me it’s the perfect combination of
recognizing our legacy of uniting in a single
voice to advocate for our interests while celebrating individual achievement and even
raising funds for community charities.
I think that a new National Auto Auction
Association “race” offers the same qualities
— the PAC Cup Challenge.
The association has created a cup to
honor the financial supporters of its Polit-

National Auto Auction Association’s PAC
Cup Challenge encourages advocacy support

ical Action Committee,
NAAAPAC. For a $250
contribution, donors
will be recognized as a
PAC Founder and have
their names engraved on
the PAC Cup, which is
prominently displayed
at all NAAA meetings
Jack Neshe
President of NAAA and at the association’s
headquarters. They will also receive an
acrylic award acknowleding them as PAC
supporters for their personal display.
And in what I believe will become a fun
NAAA tradition, there’s an exciting race for
the cup among the four NAAA chapters.
The one raising the most money by Febru-

ary 1 of each year will have the name of the
chapter and its officers engraved on the cup.
(You can follow the fundraising race for the
coveted prize throughout the year as current
standings become posted on the website.)
Of course encouraging financial support
for NAAAPAC is important — established in 2011, it’s the only political action
committee representing the interests of
auto auctions. NAAAPAC, along with our
strategic partnership with the National
Automobile Dealers Association (NADA)
and the National Independent Automobile
Dealers Association (NIADA), ensures us a
powerful, united voice in our nation’s capital
CONTINUE D ON P AGE 6

u

CEO's Message

Being Proactive In the Political Arena

W

hile I like to say NAAA is the
friend of many organizations,
the National Automobile
Dealers Association (NADA)
and the National Independent Automobile
Dealers Association (NIADA) are two that
we refer to as partners.
Both organizations have
highly professional staffs
and are well respected
throughout our industry,
making it a privilege and
a pleasure to work with
them as a team advocating for the industry’s
Frank Hackett
interests these past two
CEO of NAAA
years.
So when I’m invited to attend their Day on
Capitol Hill events, I don’t hesitate to jump on
the train or Metrorail for an hour’s ride south
to Washington, D.C. In fact, I had the honor
of joining them this past fall for an excellent
program.
NADA had Karl Rove and Senator Ted
Cruz as their featured speakers and they
delivered an enlightening, entertaining session.
NIADA hosted a luncheon at the Capitol Hill
Club where NIADA ‘s Vice President Steve
Jordan and NAAA President Jack Neshe each
presented a $5,000 check to Texas Congressman Joe Barton. Last May, NIADA’s Jordan
and Mike Linn attended our Day on the Hill
when both organizations gave $5,000 to West
Virginia Congressman David McKinley.
In addition, during our visits to Congress
we always make our elected representatives
and their staff people aware of these fundamental facts:
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From left, Jack Neshe, U.S. Rep. Joe Barton, Steve Jordan and Frank Hackett are shown at the PAC luncheon during
the NIADA National Leadership Conference in Washington, D.C.
• The auto auction industry began 75 years
ago.
• With more than 300 member auctions and
100 associate members, NAAA represents the
majority of wholesale auto auctions in North
America.
• In 2012, NAAA auctions had 14.6 million
units enter their lanes; 7.9 million sold, resulting in total sales of $72.7 billion
• The average auction sits on 79 acres, operates 8 lanes, and employs 140 people with a
payroll of $3.4 million.
• And the combined partnership of NAAA,
NADA and NIADA represents 1.3 million
employees at 55,614 dealerships and auctions
with a total annual sales of $682 billion.

w w w . naaa . c o m

But spending time in the halls of Congress
is about more than reminding lawmakers of
our industry’s contributions to the economy
or making donations to their campaigns. It’s
about building strong working relationships
with political leaders and policymakers so
when we request their help on legislative
issues that can have a major impact on our industry and individual livelihoods, they already
know what we do.
And when election year rolls around, like
2014, we’ve demonstrated who they can
count on for support.
The system works — but only if we’re
willing to enter the political arena on Capitol
Hill.
J an u a r y 2 0 1 4
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president's message

Arbitration Corner with Matt Arias
Arbitration Corner

Piecing Together the Structural
Disclosure Policy Puzzle

A

lthough the revised NAAA Arbitration Policy has been effective since last
September, some questions linger about
structural disclosures, said Manheim Director of
Arbitration Matt Arias, who serves as co-chair
of the NAAA Standards Committee. “There are
just a few basic points to remember that can
help our members clarify which disclosures we
recommend be used in what conditions,” he said.
First, the Structural Damage Disclosure
should be used when a component that is
deemed structural has existing permanent damage with poor prior repairs that exclude refinish
only, Arias stated. “This damage includes kinked
metal, but not bent,” he pointed out. “This
disclosure is eventually replacing frame damage
and frame/unibody.”
Apply the Certified Structure Repair/Replacement Disclosure to situations when the structure
of the vehicle has been repaired or replaced
according to OEM guidelines, Arias explained.
“But it must also fall within NAAA’s Used
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Vehicle Measurement Standard, and the disclosure supersedes the Certified Frame Repaired
Disclosure,” he noted. “If the structure has poor
prior repairs, please continue using the Structural Damage Disclosure.”
For any modifications made to the structure,
use the Structural Alteration Disclosure, Arias
said. “This includes but is not limited to lengthening the structure, shortening the structure,
welding to the structure, brazing to the structure
(excluding exhaust hangers), drilling new holes
to the structure and enlarging or elongating the
existing born-with (OEM) holes.”
He added that the disclosure applies to all
modifications made to the structure only, even
if aftermarket parts are included on the vehicle.
Aftermarket part examples include, but aren’t
limited to, fifth wheel brackets, gooseneck
brackets, receiver hitch brackets, snowplows,
utility bumpers or suspension equipment.
If you have questions about the Arbitration
Policy, please send them to naaa@naaa.com.
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to promote and protect the interests of our members and the
remarketing community.
But the PAC Cup plays another crucial role as an incentive to
get involved and as a symbol of
our appreciation for your help.
Serving on our Legislative,
Membership and PAC committees has shown me how
vital member participation is
to maintaining and strengthening our association — and
our industry — for an ongoing,
successful future.
Any effective team requires
active members. Just as our
committees, meetings and programs deserve every member’s
attention and participation, so
do our advocacy efforts. The
race to win greater visibility, access and influence in Washington is a marathon, not a sprint.
We need the involvement of all
our members to keep it going. I
urge you to join in the PAC Cup
Challenge today and help us in
our legislative advocacy.

J an u a r y 2 0 1 4

Economic outlook

A Slow But Steady Recovery Means
Longer, Stronger Sales Growth
By Dr. Ira Silver – NAAA Economist

T

he overall economy continues
to grow at a relatively slow
rate. Over the first half of 2013,
declining federal spending has
restrained growth in real GDP and last autumn’s shutdown of the federal government
will likely show reduced second-half gains.
But a weak recovery is not all bad
since robust recoveries sow the seeds for
the next recession. Strong growth creates
conditions that lead to higher inflation and
interest rates, which ultimately drive down
spending on goods like cars and houses,
leading to the next downturn. Therefore,
while this recovery has been weaker than
normal, the expansion is likely to be longer than usual.
Several positive signs point to a steady
economic upturn. Residential construction,
which had been a significant drag on the
economy, has turned into the growth driver
that it usually is in economic recoveries.
The United States recently eclipsed Russia
as the largest energy producer in the world.
The U.S. energy boom will contribute to
economic growth for many years as investment is made to produce and use cheap
domestic energy.
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Plus, the beginning recovery in Europe,
the new growth in Japan, and the better-than-expected Chinese performance
all suggest continued strong U.S. export
growth going forward.
The U.S. Federal Reserve’s commitment
to keep interest rates low until the economy
accelerates also supports the prospect of
an ongoing expansion. These low interest rates, in addition to helping housing
prices, have driven stock prices to record
levels. High home and stock prices increase
household wealth, which helps encourage
greater consumer spending.
Most of the good news I’ve just mentioned indicates future growth potential,
yet one sector of the economy has already
seen a fairly normal revival in a sub-normal
overall recovery. That sector is the industry
most important to our business — the auto
industry. One major factor contributing
to the industry’s quicker comeback is its
self-transformation during the recession.
It’s now able to supply the cars the consumer wants whether gasoline prices are
high or low.
With low interest rates supporting
attractive financing and with general im-

provement in economic growth we expect
new light vehicle sales to reach the 16 to
17 million unit levels they were at before
the recession. In fact, new light vehicle sales
hit 16 million at an annual rate last August
and are on track to average about 15.5
million overall for 2013. These are the best
numbers since 2007.
New light vehicles comprise the raw
material of the auction business and dealer
consignment picked up with new sales early
in the recovery.
However, commercial consignment,
which lags new unit sales by a few years,
was very weak until 2013. The recovery in
new sales that began in the second half of
2009 is now producing strong growth in
commercial consignment.
The growth in both dealer and commercial consignment last year has led to
a year-to-date increase of about over 6
percent in total auction volume, according
to AuctionNet data.
Since this strength in commercial consignment will continue as cars sold in 2010
through 2013 make their way into the auction lanes, we’re very likely to see strong
unit volume growth for years to come!

www.naaa.com |
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Arbitration Corner with Matt Arias
legal briefs

Social Media: Whether a Blessing or Blight,
a Technology Policy is Always Right
By Thomas E. Lynch III
Esquire – NAAA General Counsel

W

hether we like it or not, social media (Facebook, Twitter,
LinkedIn, etc.) has become a
cultural norm and increasingly impactful in
the business world. As employers, we need to
recognize that social media plays an integral
role in our employees’ lives and, as a result,
access to the Internet and its technological
tools is inevitable. That’s why it’s vital for
employers to not only establish ground rules
for the use of social media and technology
devices in the workplace, but to incorporate
them in policies that are communicated clearly and unequivocally to your entire staff.
Since social media is still a rather new
phenomenon and our state and federal
lawmakers, as well as our courts, are just
now beginning to catch up to address the
consequences of the use and abuse of such
technology, I’ll be examining in this column
over the next few months some of the legal
issues that you will face as employers.
The first step you should consider is the
establishment of a voicemail/email/Internet
policy to be included in the company handbook distributed to all employees, setting the
rules for use of technology devices in your
place of business. The purpose in having
such a policy is not to frustrate employees.
In fact, you may want to state in your policy
that your organization wishes to promote
an environment of open and honest communication; one which encourages employees
to use their own good judgment to regulate
the content of email, voicemail and Internet
communications.
However, employees need to understand
that the systems that are in use in the workplace are provided solely for use in conducting your firm’s business and that the data
that is stored on them is, and remains at all
times, the property of your business.
Among other things, your company policy
should inform your workforce at least of the
following six basic points:
1. That your company’s property rights
extend to voicemail, email and Internet messages that are created, sent in or from your
firm’s communication and computer systems.
2. That the firm, for the efficient use of its
email and Internet systems, has established
an automated content monitoring system
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that may block certain emails or other
means of communication with certain
kinds of content.
3. That you, as the
employer, reserve
complete discretion
to monitor periodically, retrieve and
possibly disclose
stored voicemail, email and Internet data,
including messages and information that
have been composed, sent and received on
your system.
4. Because monitoring may exist, your
employees should have no expectation that
any voicemail, email or Internet message
or communication sent or received during
the course of the performance of their job is
private.
5. Employee utilization of technology
devices must be consistent with your firm’s
anti-discrimination and anti-harassment
policies and technology should not be used
for any purpose, which is illegal, disruptive,
offensive to others or harmful to morale.
(This would include prohibitions on the
transmission of vulgar, profane, insulting or
offensive messages or sexual comments, and
jokes, etc.).
6.Your employees need to understand
that the systems in the workplace cannot be
used to send (upload) or receive (download)
copyrighted material, including software,
trade secrets or similar materials external to
your company without prior authorization
from your firm’s technology department,
and such equipment should never be used to
communicate information that is derogatory
or harmful to or about your business.
And there should be no confusion among
your staff about the fact that violations of
any part of your policy could subject them
to consequences for their employment, up to
and including discipline and/or discharge.
These are just some of the items that you
could include in a technology management
policy I’m suggesting as general guidance
rather than as legal advice specific to your
business.You should consult with your counsel about these issues.
J an u a r y 2 0 1 4

Auctions Give Back

auction Community

From the earliest days of the remarketing industry, auto auctions have a philanthropic tradition of
generously giving back to their communities, sponsoring everything from children’s sports to college
scholarships and donating to a variety of local nonprofit organizations, from hospitals to animal shelters.
Last year NAAA’s 300-plus membership gave an average of $13,000 per member annually to charity.
Share your auction’s fundraising efforts on this page by sending information about the activity to the
OTB Editor at naaa@naaa.com.
Harrisburg Auto Auction teamed
up with GE Remarketing — one of the
auction’s largest clients — Carlisle Events
and Graham Motor Company to hold a
benefit car sale for the Salvation Army
last August. They auctioned off 35 cars
donated by 27 dealers, collecting $27,300
to support the charity group’s soup
kitchen, men’s and women’s shelters and
senior center. In addition to running them
through their lanes, the auction provides
the pre-sale prep work on all the cars for
free. During the Christmas season staff of
the Mechanicsburg, Pa., business can be
seen ringing bells as they man the Salvation Army’s donation bucket.
Fall proved to be a busy fundraising season for Louisiana’s 1st Choice Auto
Auction. In early October the Hammond,
La., auction teed up with customers and
vendors to hold its 4th Annual Charity
Golf Tournament, making $16,500 for the
state’s foremost animal welfare agency, the
Louisiana Society for the Prevention of
Cruelty to Animals. And since it was Breast
Cancer Awareness Month, employees held
bake sales, sold pins and bracelets, and
sported special “I Wear Pink for the Cure”
tee-shirts on sale days, generating $2,672
in contributions to the Mary Bird Perkins
Cancer Center, a local state-of-the-art
facility that offers free cancer screenings,
education and other patient services in the
community. Dealers who donated to the
effort earned John Dough “money” they can
use to bid on gifts at the Anniversary and
Christmas sales.
Pittsburgh Auto Auction also “went
pink,” auctioning off a choice selection of
vehicles donated by a group of their loyal
consignors to benefit the local affiliate of
the Susan G. Komen Foundation. With 100
percent of the auction proceeds matched
by a donation from the auction, the effort
raised a total of $13,130 for the renowned
nonprofit organization’s fight against breast
cancer. General Manager Chris Angelicchio noted that the foundation has special
meaning to his family and staff since the
auction’s founder, Clo Angelicchio, is a
January 2014

breast cancer survivor and they want to
help others who have been affected by the
disease.
And throughout 2013 Manheim
Nashville has hosted a number of events
— from a golf tournament and charity
auto auction to several raffles — raising more than $200,000 for St. Jude’s
Children’s Research Hospital’s “Mary Jo’s
Cure 4 Kids.” From its start as a golf outing in 2004, the fundraiser has expanded
into multiple activities involving Manheim
customers from several states bringing
in more than $1.1 million for the charity
named for former auction employee Dan
Dietsch’s daughter, whose childhood was
cut short in 2010 after a long battle with a
rare form of brain cancer. With this year’s

proceeds the auction achieved its goal
of hitting the million-dollar mark in 10
years.
At Akron Auto Auction the exclamation — “Come on guys! You know this is for
a good cause,” was heard from the auction
block on Tuesday, October 22, 2013, as
Caysie Miller, dealer representative, called
for local Northeast Ohio area auto dealers
gathered at Akron Auto Auction to bid and
buy a vehicle with one hundred percent
of the sale price going to Save the Ta Tas
Foundation. The auction donated $6,848 to
the foundation, which funds independent
breast cancer research. Other nonprofit
organizations supported by Akron Auto
Auction include the Akron Food Bank and
Toys for Tots.
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"Let’s take a moment to remind ourselves
that a vehicle is a 3,500-pound rolling piece
of metal, and inertia is a very strong force."

Safety first

My Day on Location Filming the Lane Driver
Training Video, ‘Cycle of Safety’
By Michael J. Rohdy
Area Senior Vice President of Arthur J. Gallagher Risk Management Services, Inc.

A

lmost six years ago I was shivering
on a grey, blustery January morning
outside a large Texas auto auction,
as we were filming the scenes that would
become the industry’s only lane driver
training guide, the “Cycle of Safety” DVD.
The National Auto Auction Association’s
safety advisory group had tasked us a few
months before with producing the video
so that such an educational tool would be
available to its members.
The runaway vehicle in the lane adds a
dangerous and potentially fatal element to
the auction business, and the industry has
done an admirable job of educating its drivers to prevent such accidents. To produce
this instructional video, the NAAA was
joined by the Auction Insurance Agency,
with each organization footing half of the
project’s $50,000 bill.
We had set up the camera crew initially outside the lanes entering the auction
building to shoot “B-roll,” which the
director informed me was industry lingo for
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random video shots that could be edited
into the film as needed. Since I was now apparently an expert (who understood at least
a single term in the film biz), I was ready
for a challenging — and warmer — job!
As they stuffed me in the back of a van
(resembling Antique Archeology’s vehicle,
if you’re familiar with TV’s “American
Pickers”), I was instructed to be sure
our driver/trainer, Jim Smith, hit all the
pertinent points of lane safety as we drove
numerous times through the lanes while he
narrated the do’s and don’ts of lane driving
to our audience.
It was fascinating to watch the auction from that viewpoint. Dealers would
repeatedly walk right in front of our vehicle
without so much as a glance in our direction. I understand getting caught up in the
moment; you only have so much time to
observe and make what you hope to be a
calculated and profitable decision on sale
day, but let’s take a moment to remind
ourselves that a vehicle is a 3,500-pound
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rolling piece of metal, and inertia is a very
strong force.
Most of us, including the same dealers
in the lanes on sale day, are cautious when
we cross a street as pedestrians. Yet, for
some reason, that respect we have for
vehicles on the road seems to diminish in
the lanes.
I should admit I’m particularly sensitive
because I recently witnessed a pedestrian struck by a pickup truck at a local
cross-country meet. A mom attempting to
take a shortcut as she ran to cheer on her
daughter, who as a participant was running
safely on the course, darted out in front of
three lanes of after-school traffic. A vehicle
struck the mother with a sickening thud
that sent her flying, literally head over
heels, landing about 25 feet from the point
of contact. Even with a stapled scalp, broken wrist and fractured vertebrae she was
very lucky, learning a tough lesson. Vehicles
can be deadly and we should be wary —
even in the auction lanes.

J an u a r y 2 0 1 4

Cover story

NAAA Names Manheim Executive
Couple Warren Young, Sr. Fellows

T

he National Auto Auction Association (NAAA) has
recognized a couple as Warren Young, Sr. Fellows for
their personal achievements and professional contributions to the auto auction industry. The honor was
presented during the 2013 National Remarketing Conference
held Nov. 14 in San Diego, Calif.
Receiving the lifetime distinction were Jay Cadigan, vice president of industry relations for Manheim, and his wife Pam, who
is Manheim’s vice president of operations support.
The NAAA, which represents more than 300 auction members
in North America, bestowed the award with a $2,500 donation in
the couple’s name to the association’s nonprofit Warren Young, Sr.
Scholastic Foundation. A Fellow is someone who contributes at
that level, or in whose honor or memory a contribution is made
in that amount, to the scholarship organization.
“It is our pleasure and privilege to honor the Cadigans for
their hard work, dedication and commitment to excellence,”
said NAAA President Jack Neshe. “Their efforts have made a
major positive impact on the remarketing world and provide an
outstanding example of professional accomplishment to future
generations in our business. That’s why we feel this is a fitting
tribute because their fellowship will help endow the dreams of
higher education and achievement for many deserving students.”
Both Cadigans have spent their entire careers in various facets of the automotive industry and have been devoted supporters of NAAA. Jay served as president of the association for the
2010-2011 term and is currently its executive vice president.
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From left, NAAA President-Elect Ellie Johnson; Jay and Pam Cadigan and NAAA President Jack
Neshe are shown at the 2013 National Remarketing Conference held Nov. 14 in San Diego, Calif.

Since its creation in 2004, the Warren Young, Sr. Scholastic
Foundation has raised more than $1.4 million and awards a
total of $40,000 in merit scholarships annually for full-time
study at an accredited institution of higher learning. It was
named in honor of Warren Young, Sr. a pioneer of the auto auction industry who retired after 35 years of devoted service to his
profession and the NAAA.
The Cadigans join an exclusive group of 68 others who have
attained this recognition over the years. Their names will be
engraved on a plaque beside their esteemed Fellows, which is
permanently displayed at NAAA headquarters near Washington, D.C.
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Take a Hard Look at the Soft
Data Revealed by an Auction Visit
By Tony Moorby

Market Wise

Chattanooga Auto Auction in Chattanooga, Tenn.

H

ave you ever
seen the guidebook people at
the auction feverishly
scribbling away? At
first it may look a little
old fashioned, but
they’re doing more
than just recording the prices as they
happen. What they’re developing is a
“sense” of the market.
Typically local folks who know the
markets they operate in, these observers pick up on the current atmosphere
of retail activity, how many people attended, if they’re buyers or sellers, who’s
on certain types of cars — or maybe it’s
trucks this week — and myriad other little
details that form an impression of the
market’s performance.
Of course, they also rely on all kinds
of other data-gathering methods such
as computer downloads and statistics
from many other sources, like vehicle
registration data and sales reports to
develop their analysis.
But all that “soft” data — right down to
the day’s weather conditions — is combined with the hard statistics to reflect a
comprehensive, well rounded and real feel
for what’s going on in the marketplace.
And as a dealer, you should occasionally do the same if you’re not already a
regular auction attendee.

At least once a month put some
time aside to visit your local or regional
auction and “sniff” the air. It can give
you real-time conviction and boots-onthe-ground confirmation of decisions on
trading back at the store.
Being there can reveal the answers to
many questions not found on a computer: Are your competitors there this week?
Are they buying or selling? What are they
willing to pay? What are they cutting
loose for if they’re selling? How many
people are participating in the market?
Does the market feel loose and exciting
or tight and guarded?
I could go on, but you get the message. I know that I can walk in to an
auction lane and, within minutes, feel
a quick, down-and-dirty sense of where
things stand. To a car dealer, it’s almost
a feral thing — entirely natural but with
senses heightened, trading your knowledge and recent experience against the

Ask Joe Dealer

A

ccount management has never
been easier as dealers can now
view and resolve many issues
through their AuctionACCESS.com account
or by the touch of a button on their smartphone with AuctionACCESS Mobile. Our
very own Joe Dealer, recently sat down to
take some of your dealer questions about
many of these new developments.
Q: I can’t buy due to an issue on my
account. How can I be notified of these?
Joe: AuctionACCESS sends email
notifications when issues appear on
your account and also lets you view
issues through AuctionACCESS.com and
AuctionACCESS Mobile. It’s important
for dealers to have their current email
address on file to be informed of account issues.
Q: I just fired a rep but he is still listed
on my dealership. How do I remove him?
Joe: Manage the individuals on your

12
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account easily
through AuctionACCESS.com or
AuctionACCESS
Mobile. With
both of these
tools you can
view individuals
listed on your
account and with
the click of a button remove someone
no longer tied to your dealership or reinstate a previously removed individual.
Q: My dealer’s license is expired and
I can’t get to the auction today to give
them a new one. Where can I send my
new license?
Joe: With AuctionACCESS Mobile you
can upload new documents all from the
convenience of your phone. Just take a
picture and upload your valid document
through AuctionACCESS Mobile and you

www.naaa.com

market — do you know more than the
market or do you have things to learn?
It’s like being on the prowl!
There’s another advantage to going
to the auctions — to experience the
tremendous camaraderie with other
dealers and the staff. Amazingly, market
information is given freely in answer to
a universal question — “How’s it going?”
You can gain more data over eggs and
bacon or a hamburger and fries than the
Wall Street Journal — at least as far as
cars are concerned.
Understand that I’m not knocking the
advent of technology. It’s empowering
and super-informative, enabling better
decision-making capability than ever
before in our industry. But conjoining
that power with being “in the trading pit”
gives you a far better feeling that your
decisions are well made.
So keep your hand in — or
preferably up!

are ready to enter the lanes.
Q: When will the floor plan company I
use be tied in with AuctionACCESS?
Joe: AuctionACCESS makes it
easier for dealers and auctions to view
floor plan availability and floor cars.
AuctionACCESS has partnered with
AFC, AutoUse, Ford Motor Credit and
NextGear on this functionality. We are
continuing to add more lenders, so ask
your floor plan company when they plan
to be integrated with AuctionACCESS!
Get It Now! Scan this code with your
smartphone to get AuctionACCESS
Mobile.
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Manheim Pennsylvania
Add On the Profits
Develops NextGEN Series with Accessory Sales
New Education Program Designed to
Educate Dealers, Further the Industry
By Tim Van Dam

Manheim Northeast Market Vice President
As the wholesale auto auction industry celebrates its 75th anniversary the
question arises about how to pass on its
legacy of success to tomorrow’s remarketers and ensure its continued growth
into the future.
Well, I’ve had the pleasure of working
with a fantastic group of colleagues at
Manheim on a solution to that challenge.
During my tenure as general manager
and market vice president at Manheim
Pennsylvania our team, who continually
develop many excellent and innovative
programs, created NextGEN to help the
younger generations of dealers learn
more about the world of auto auctions
and the remarketing industry.
Presented as a quarterly series of
classes, NextGEN is designed primarily
to mentor the up-and-coming generation of dealer leadership. In an industry
that is traditionally comprised of family
businesses, NextGEN offers a useful tool
to help the adult children coming into the
family business learn the ropes.
It also allows us to continue relationships and build new ones with our
multi-generational customers. The training is tailored to ensure it captures the
interests of all customers, from the long-

time auction veterans with the hands-on,
in-lane approach to the tech-savvy
newer ones more comfortable
with using technology for
remote operations.
We hosted three
sessions at Manheim
Pennsylvania in 2013
designed to provide training for potential owners of
dealerships who will have an
opportunity to take over the family
business.
The response from the more than
50 participants has been very positive,
especially our multi-generational dealers.
In one session on in-lane auction dynamics, NAAA’s 2012 Auctioneer of the
Year Jerry Girvin enthusiastically shared
his insider knowledge and animatedly
discussed the role the auctioneer plays
at a Manheim auction.
The Manheim team’s ability to
consistently convey that passion for the
business to younger remarketers and
a willingness to impart the expertise
necessary for newcomers to become
successful is NextGEN’s solution to
securing the wholesale auto auction
industry’s future.

Why Floor Plan Companies and
Subprime Lenders Should Be Friends
Prepared by NextGear Capital
Did you know that the auto finance industry accepts the fact that a dealer may
write a bad check to a floor plan provider
in order to perfect a lien?
It’s true!
Thousands of retail finance deals get
funded each day on titles that haven’t
been paid off by the dealers with the floor
plan providers. The problem for dealers to
get these titles paid off is cash flow, the
lifeblood by which most dealers live and
die. The answer for many is to leverage
their strong relationships with their floor
plan providers to help banks build better
indirect retail relationships.
Leveraging a strong floor plan relationship with a dealer’s lender allows the
dealer to improve cash flow, increase his
credit line in some instances and speed
up his buying cycle at the auction.
It works like this:
A floor plan company surveys a dealer’s
January 2014

lenders and approaches each one
with a custom cash management program
for that dealer. The program allows the floor
plan company and the lender to conduct a
common dealer study. Then both the floor
plan provider and the retail lender solicit
the common dealers for this unique cashflow management service.
The floor plan provider requests a
dealer to authorize his lender to send all
lender proceeds directly to the floor plan
provider. The floor plan provider takes the
proceeds that apply to the floored unit,
pays it off, and deposits the remaining
balance — the profit — into the dealer’s
business checking account. This allows
the dealer to receive the title, enabling
the dealership to perfect the lender’s lien
in a much quicker time frame.
Once the dealer’s floor plan has been
paid off, he’ll be back in the auction lane
sooner to buy new inventory!

Prepared by ADESA
Consumers are changing the way they buy cars. In fact, a
recent survey conducted by AutoMD.com found that eight out of
10 car owners say they plan to keep their current vehicle for as
long as a decade.
But when consumers do end up in the showroom, many are
looking for ways to get the most out of their vehicles for the
long haul. Some see investing in add-ons as a way to
help extend the life of their car, and make it more
personalized.
Your dealership may be able to cash in on the
long-ownership trend by ramping up its accessory
sales. Research shows that buyers are looking for
accessories that will enhance the protection, utility,
convenience and performance of their vehicles.

The Top 10 Most Profitable Accessories
For Dealers Last Year Were:  
1. Paint protection
2. Alarm, remote start, and
recovery systems
3. Step bars
4. Body side moldings
5. Upholstery
6. Factory exterior products (e.g.
Fog lights, mud/splash

guards, nose
masks, bumper
protectors)
7. Hitch kits
8. Video
9. Wheel rims
10. Navigation
equipment

Accessory Sales By The Numbers  
11 — Average age of a vehicle on the road today
90 — D
 ays after a purchase that customers are willing to
purchase aftermarket products
45% — Gross profit margin on accessories last year
$260,000 — Average amount of revenue generated by
accessory sales in 2011

How Long Do You Plan to Keep Your Vehicle?
10 years or more — or until it dies: 78%
8-10 years: 15%
6-7 years: 4%
3-5 years: 3%

Successful Accessory Sales Tips
Location, location, location. When it comes to
accessories, where you are can make a difference
in what sells. In the South, year-round warmth
makes window tint an ideal add-on. But Northern buyers may be more interested in a remote
starter to help ward off the winter cold.
Add-in your add-ons. Calculate the cost
of enhancements into the overall financing of
the vehicle. Plus, customers always appreciate
upfront pricing information.
Up the ante. Consider adding a few accessories
to units pre-sale. The extra bells and whistles will not only
draw the attention of buyers, they can also increase your
profit. But be choosy — expensive additions could price out
potential buyers!
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Association News

‘NAAA PAC gives us greater visibilty, access
and influence in Washington by connecting
with those elected leaders and policymakers
who can have a major impact on our industry
and businesses ...'
Jack Neshe, NAAA President

National Auto Auction
Award Recognizes
Chapters' Financial Support

S

tanley, Davis, Ryder and America’s Cups move over. There’s a
new trophy in town.
And its winners will help give the
National Auto Auction Association a
winning voice in Washington.
To honor the financial supporters of
its Political Action Committee, NAAA
PAC, the association has established
the PAC Cup. For a contribution of
$250 to NAAA PAC, donors will be recognized as a PAC Founder and have
their names engraved on the PAC
Cup, which is prominently displayed
at all NAAA meetings and at the association’s headquarters. They will also
receive an acrylic award acknowleding them as PAC supporters for their
personal display.
In addition, one of the four NAAA
chapters raising the most money by
February 1 of each year will have its
name and officers engraved on the
cup. Current standings in the fundraising race for the coveted prize are
posted on the website.
“NAAA PAC gives us greater visibilty,
access and influence in Washington
by connecting with those elected
leaders and policymakers who can
have a major impact on our industry
and businesses, and I see the PAC
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Cup as another way to encourage our
members to get involved in advocacy
while showing our appreciation for
their help,” says NAAA President Jack
Neshe.
Frank Hackett, the association’s
chief executive officer notes, “A
well-funded Political Action Committee is a key component of our
enhanced legislative advocacy efforts
on federal issues of vital importance
to our membership, so the PAC Cup
challenge offers an impressive and
www.naaa.com

fun incentive for the chapters to make
a contribution.”
NAAA, which represents more than
300 member auctions in North America, formed its PAC in 2011 as part of
the association’s initiative to be more
proactive in the political arena.
The group also joined in an unprecedented strategic partnership
with the National Automobile Dealers
Association (NADA) and the National
Independent Automobile Dealers
Association (NIADA) to form a new
advocacy team. Combined, they
represent an estimated 1.3 million
employees at 55,614 dealerships and
auctions with a total annual sales of
$682 billion.
“This strategic partnership, assisted by the professional lobbying
firm of Federal Advocates, gives us a
powerful, united voice in our nation’s
capital to protect the interests of our
members and the industry and with
the help of the PAC Cup supporters
that voice will grow even stronger,”
says Hackett.
For more information about NAAA
PAC and the PAC Cup, go to NAAA.com
or contact NAAA Legislative Manager Tricia Heon at 301-696-0400 or
theon@naaa.com.
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National Auto Auction
Association Milestones
1938 J. M. “Martin” Rawls held the first auto auction
1948	C. B. Drake assembles auto auctioneers and founds
NAAPA*
1954 Name is changed from NAAPA to simply NAAA**
1955	Auction Insurance Company began providing insurance
to auctioneers
1962 NAAA produces first promotional brochure
1963	Chrysler’s first ever “buy-back” sale of rental and
company cars via auto auction is held
1968 NAAA 20th Anniversary
1971 First published NAAA directory
1978 NAAA’s 30th Anniversary is held in Toronto, Canada
1986 NAAA helps ”Truth in Mileage Act” to become a law
1988 NAAA’s 40th Anniversary
1989 Headquarters moves to Frederick, Maryland
1992 “Anti-Car Theft Act” pushed forward via the NAAA
1996	NAAA.com is launched, featuring auction-to-auction
emailing
1998	50th Anniversary of the NAAA, 60th Anniversary of
the auto auction industry
2002 NAAA Water/Flood Damage Policy established
2004 NAAA Title Warranty Policy established
2005 Scholastic Foundation awards first scholarships
2006	NAAA Vehicle Condition Grading Scale and
Arbitration Policy developed
2007	Scholastic Foundation renamed NAAA Warren Young,
Sr. Scholastic Foundation, Inc.

2008	60th Anniversary of the NAAA, 70th Anniversary of
the auto auction industry
2009	NAAA merges Spring Business Meeting with CAR
Conference
	Electronic Condition Report and National Arbitration
Policy: Online added
2010	NAAA Zones dissolved and renamed NAAA Chapters
Wholesale Certification Standard established
2011	First webinar hosted by NAAA
Dynamic Leadership Institute begins
2012	Political Action Committee (PAC) formed
Chapters go online with website
2013 	NAAA makes first PAC contribution to member
of Congress
	Newsletter transitions to magazine and
expands readership
First state independent auto dealer association joins NAAA
	65th Anniversary of the NAAA, 75th Anniversary of
the auto auction industry
	Chapters raise funds for Political Action Committee
(PAC Cup)
First live webinar broadcast from annual convention
* National Auto Auction Protection Association
** National Auto Auction Association

NAAA 2014 Member Directory Now in Print
Hot off the press, the National Auto Auction
Association’s 2014 Member Directory is now
available. The publication lists the more than 300
national and international member auctions and
over 100 associate members conveniently organized by category, along with contact information
for their corporate offices. Its contents also include
essentials about NAAA officers and staff, board of
directors, committees, chapters, chapter-area maps
and marketplace resources.
NAAA provides the directory free to its membership, but copies can be purchased online at NAAA.
com. A digital version is also posted on the website.
“More than a reference book, the directory is a vital tool for communication and information sharing,
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which is crucial to promoting teamwork, encouraging involvement, fostering standards, protecting
integrity and nurturing leaders,” says Frank Hackett,
the association’s chief executive officer. “And either
on the page or online, our mission is to provide our
members with timely, useful information that will
be of benefit to them — and everyone else in the
industry.”
He notes that carrying out that mission is made
possible by the support of the directory’s advertisers.
“On behalf of the NAAA I would like to express
our gratitude to them for helping make our annual
directory a quality publication that is of definite value
to the entire auto remarketing community,” states
Hackett.

www.naaa.com |

NAAA On the block

15

Association News

Ritz-Carlton Leadership Center to Conduct 2014 Dynamic
Leadership Program

T

he 2014 NAAA Dynamic Leadership
Institute will be puttin’ on the ritz this
year with a change in both the
instructional organization and venue.
Held at the Disney Institute in Orlando,
Fla., the past two years, the annual twoday educational program will be hosted by
The Ritz-Carlton Leadership Center on April
6-7 at the Ritz-Carlton Washington, D.C.
The focus will be on exemplary customer
service.
“We made the change to offer a fresh
perspective and new experience to NAAA
members who have enjoyed the Disney
Institute’s courses, as well as help attract
new participants,” explains NAAA Chief
Executive Officer Frank Hackett.
Shifting the event did not diminish its
popularity among members. NAAA Legislative and Information Manager Tricia Heon
notes that the program sold out within the
first two weeks of registration, but there
is a waiting list in case cancellations open
any spaces in the 100-student class.
Presentations will offer insight into the
five-star hotel company’s service-oriented
core structure, provide benchmarks for

business owners and managers to evaluate their customer service, demonstrate
how the staff takes service to the highest
levels every day, outline the important
elements of delivering excellent customer
service in a consistent manner and impart
motivational methods to inspire employees
to peak performance.
“The Ritz-Carlton Leadership Center
course will give attendees a look at the philosophy, corporate culture, business practices and legendary service of the luxury
hotel company that sets the gold-standard
for the hospitality industry worldwide,” says
Hackett. “It will make an excellent addition
to our educational initiative.”
NAAA has been working to promote instruction, training, networking and mentoring opportunities for enhanced knowledge
and leadership in the remarketing industry
through such efforts as in-person classes
on auction standards, online webinars
about arbitration and structural damage
policy, expanded professional education
content at the convention and learning
material resources available on the
website.

Five-Star Service

Hotel Has No Reservations
on Sharing Its Secret
to Five-star Service

New Mexico Independent Auto Dealers Association Joins NAAA
The National Auto Auction Association welcomes its first state dealer group member
The New Mexico Independent Automobile Dealers Association (NMIADA)
has joined the National Auto Auction
Association (NAAA), making it the first
state-level independent dealer
organization to become a
member in the 65-year history
of the NAAA.
Currently, NAAA represents
more than 300 member
auctions and 100 associate
members from a wide range of industry related fields.
“We’re extremely pleased to welcome
NMIADA to our membership,” said NAAA
Chief Executive Officer Frank Hackett.
“Their affiliation with us is a natural
link in the network chain of automotive
business professionals that helps to
forge a bond among the local, state and
national levels that creates a broader
industry with more opportunities and a
stronger voice.”
He noted that having state associatons like NMIADA as members builds
on the NAAA’s strategic partnership with
the National Independent Automobile
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Dealers Association (NIADA). Those
organizations have recently teamed up
to work together on legislative advocacy, industry analysis and trade
news media. Also, many NAAA
auction members belong to
state dealer associations, so
it would be logical for those
auctions to want their state
group to join too.
“Our board of directors
recognize the importance of fostering
such relationships and has reduced the
annual membership dues for state dealers groups from $845 to just $200,”
Hackett added. “With NMIADA serving
as the vanguard, we hope other state
associations will follow them and enjoy
all the benefits of NAAA membership.”
NMIADA Executive Director Derek
Marker said that they’re excited to be
part of NAAA because it gives NMIADA’s more than 400 members access
to education and training programs,
industry standards and policies, lobbying on legislation at both the state
and federal levels, plus expanded
www.naaa.com

networking opportunities.
“Like New Mexico itself, our membership is very diverse and separated
by vast, empty distances, so belonging
to NAAA helps me fulfill our mission of
communicating with our members more
effectively and efficiently providing them
with the information they need to be
successful,” Marker explained. “We’ve
only been a member for a short time,
but NAAA is already helping us address
questions and issues, such as arbitration matters.”
NAAA President Jack Neshe said
attracting state associations is part of
his membership development initiative.
“My goal is to increase our ranks and
our involvement at all levels of the
industry,” he remarked. “I thank Derek
Marker and the NMIADA for leading
the way in joining us to create a greater
unified effort that will benefit the entire
automotive community.”
More information about NAAA
membership, along with an application
form, can be found on the association’s
website, NAAA.com.
January 2014

Happy Anniversary!
To all National Auto Auction Association member auctions celebrating anniversaries in 2014,
congratulations and best wishes for many more successful years in business.

65th

166 Auto Auction, Springfield, MO

30th

Acadia Auto Auction, Carmel, ME

15th

ADESA Kitchener, Ayr, ON (Canada)

Brasher’s Salt Lake Auto Auction, Salt Lake City, UT

ADESA Seattle, Auburn, WA

KASP, Lexington, KY

Manheim Arena Illinois, Bolingbrook, IL

Manheim North Carolina, Kenly, NC

Manheim Central Penn, Grantville, PA

Manheim Central Florida, Orlando, FL

Manheim Cincinnati, Hamilton, OH

Manheim New Mexico, Albuquerque, NM

Manheim Louisville, Clarksville, IN

Manheim Mississippi, Hattiesburg, MS

Memphis Auto Auction, Memphis, TN

Manheim San Diego, Oceanside, CA

North Bay Auto Auction, Fairfield, CA

Manheim Utah, Woods Cross, UT

North East Pennsylvania Auto Auction, Scranton, PA

60th

Manheim Chicago, Matteson, IL

Northeast Auto Auction, Kittery, ME

Manheim New York Metro Skyline, Fairfield, NJ
Manheim Seattle, Kent, WA

55th

Greater Cleveland Auto Auction, Cleveland, OH

25th

ADESA Tampa, Tampa, FL
Beaumont Dealers Auction, Beaumont, TX

10th

Manheim Daytona Beach, Daytona Beach, FL
Manheim Tampa, Tampa, FL
Sparkling City of Corpus Christi, Robstown, TX

50th

Garden Spot Auto Auction, Ephrata, PA
Indiana Auto Auction, Fort Wayne, IN
Manheim Toronto, Milton, ON
Perryopolis Auto Auction, Perryopolis, PA

ABC – Orlando Auto Auction, Longwood, FL
Central Arkansas Auto Auction, Beebe, AR
Dealers Auto Auction of Huntsville, Athens, AL
Dealers Choice Auto Auction, Signal Hill, CA
Greater Erie Auto Auction, Fairview, PA
Greater Milwaukee Auto Auction, Milwaukee, WI

20th

St-Pierre Auto Auction, Lachine, QC (Canada)
United Auto Auction, Houston, TX

ADESA Charlotte, Charlotte, NC
ADESA Cleveland, Northfield, OH
Center Point Auto Auction, Birmingham, AL
Farmington Auto Auction, Farmington, NM

45th

Manheim Ohio, Grove City, OH

Houston’s 1st Choice Auto Auction, Houston, TX
Manheim Tucson, Tucson, AZ
Quincy Auto Auction, Quincy, MA
Gateway Auto Auction Texas, Pharr, TX

40th

Greater Rockford Auto Auction, Rockford, IL
Manheim Fort Lauderdale, Davie, FL
Manheim Minneapolis, Maple Grove, MN

35th

ADE (Auto Dealers Exchange), Indianapolis, IN
Manheim Baltimore-Washington, Elkridge, MD
Manheim California, Anaheim, CA

Seeing Is Believing

Share a photo — send it to NAAA at oakman@naaa.com.
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