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GETTING TO KNOW

2015 NAAA PRESIDENT

ELLIE JOHNSON
N
A KINDRED SPIRIT

“I believe
giving
back to the
community
is one of
the most
important
things we
can do as
individuals
and as a
business. I
think being
able to
make a real
difference
and have a
direct impact
is one of the
benefits of
living in a
small town.”
Ellie Johnson,
NAAA President

ational Auto Auction Association
President Ellie Johnson enjoys living
in the 1898 house she restored
in her hometown of Kenly, N.C.
Bringing an old building back to
life and making it a viable part of the present is a
labor of love she shares with her family. Together,
they’ve applied their restoration skills to several
structures in the small community an hour east of
Raleigh, including the oldest house in town.
Improving properties isn’t Johnson’s only civic
contribution. She has served as president of the
Chamber of Commerce and Kenly Kiwanis Club,
and is active in the Community Watch, the town
planning board and tourism committee. She
established two scholarships for graduating high
school seniors and avidly supports the American
Cancer Society’s Relay for Life, raising over
$100,000. Manheim North Carolina, the auto
auction where she is general manager, sponsors the
local FHA and 4-H programs as well as the annual
food and toy drive.
“I believe giving back to the community is
one of the most important things we can do as
individuals and as a business,” Johnson says. “I
think being able to make a real difference and
have a direct impact is one of the benefits of living
in a small town.”
That philosophy has earned her the recognition
of both neighbors and professional colleagues,
according to NAAA Chief Executive Officer Frank
Hackett. “Having visited Kenly, it’s obvious to
anyone that Ellie is respected and well-loved in
her community, just as she is in her industry,”
he observes. “For her, it’s about building and
maintaining relationships to work together for
everybody’s benefit, whether it’s at home or in the
remarketing world.”
It’s strengthening those connections in the larger
professional sphere that has kept Johnson from
spending much time at home this past year. While
serving as NAAA’s president-elect, she crisscrossed
the continent visiting member auctions. Her travel
itinerary was aimed at paying a call on those that
hadn’t received a visit before, such as Dealers Auto
Auction of Alaska in Anchorage.
“I logged a lot of miles traveling with Jack
Neshe and Frank Hackett, stopping at many
auctions across the country and what impressed
me the most about everywhere we went were the
people who work there — especially the warm
greetings we received,” Johnson recalls. “It made
me proud to be in this industry and I feel honored
to have so many new friends.”
“We as an association and as an industry today
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are stronger, better positioned, ready for any
challenge and leading the charge into the future
because of the solid relationships we have taken
the time to build among our membership, our
remarketing world and those who can have an
impact on the auto industry,” says Johnson.
LIKE FATHER, LIKE DAUGHTER
Of course, forming bonds with folks in a wider
family comes naturally to Johnson, having grown
up in a small southern town where a sense of
generational ties, kinship and community were
important elements of everyday life.
“My dad, Kenny Aycock, was an auctioneer
who sold just about everything from tobacco and
livestock to farm equipment and real estate to just
about everybody,” recollects Johnson. “Then after
about 30 years in the business, he and my mom
Mae started Aycock Auto Auction in 1984. As a
little girl I was always around the auction, greeting
the customers, talking to the employees and
watching the action, but I never imagined that I’d
someday be general manager of the business my
father built, let alone president of NAAA!”
Having earned an accounting degree from
Barton College in Wilson, N.C., and a real estate
broker’s license, Johnson worked in a CPA firm
while also helping out at the family’s auction
and realty business. Then in 1986 she joined her
father at the Kenly, N.C., auto auction. “I’ve done
everything, from checking in and parking cars
to working in the front office processing vehicle
registrations,” she notes.
In 1988 the family sold the business to Skyline
Auto Auction Group; five years later it was
purchased by ADT. Father and daughter remained
through the ownership changes, Kenny as general
manager and Ellie as business manager and then
controller before her dad passed on the GM
mantle to her in 1997 when Manheim acquired
the business.
Her professional memberships include the
Carolinas Independent Automobile Dealers
Association (CIADA) and the National
Independent Automobile Dealers Association
(NIADA) — which twice honored her with its
Eagle Award for outstanding achievement in
membership development — as well as NAAA.
Johnson believes her background in both the
independent and corporate auction worlds has
provided her with a well-rounded perspective that
helps her understand and serve the needs of all of
the association’s members. Prior to her election to
NAAA’s executive team, she was on the board of
directors of NAAA’s Southern Chapter and held
WWW.NAAA.COM

GETTING TO KNOW
the offices of that chapter’s treasurer,
vice president and president. Johnson
also currently represents the Southern
Chapter on NAAA’s Political Action
Committee and continues her more than
10 years of service on the association’s
Membership Committee.
“It has been my pleasure to be
a part of NAAA for over a decade
and, while I feel I’ve been able to
contribute in my past capacities, I
look forward to doing much more
for both our membership and the
industry,” Johnson confidently states.
DELIVERING A DIFFERENCE
Johnson, the fourth female elected
to NAAA’s top leadership spot since
its founding in 1948, has an active
agenda for the association, which
represents more than 330 member
auctions and 113 associate members
in North America.
She plans to continue the focus on
enhanced advocacy that has included
forging strategic partnerships, hiring
professional lobbyists, establishing a
Political Action Committee and hosting
a “Day on the Hill” with members of
Congress in Washington, DC.
“Staying abreast of changing laws
and fighting legislation that hinders
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our industry is very important to me
and one of my top priorities,” Johnson
says. “We’re already seeing the value
of strength in numbers in the recent
positive results of our advocacy efforts.
Cooperation between corporate and
independent auctions, as well as with
our strategic partners in the auto
industry, is key to our ongoing success.
I remain committed to working
together to be a strong voice on the
issues that can impact our members.”
One such issue is a uniform title
system to streamline processes and
help auctions achieve more efficient,
cost-effective operations. Another
goal of Johnson’s is to help members
keep up to date with technology that
can improve management, boost
sales, strengthen service and enrich
customer satisfaction.
She would also like to launch an
initiative aimed at increasing safety
awareness and help NAAA members
promote that message to staff and
customers. The initiative would also
include more ongoing education and
training efforts.
“I’ve learned from my travels that
there’s a definite growth pattern
emerging in the industry,” Johnson
says. “It’s growing at a steady pace

and we’re
gaining sales
momentum.
We can be
proud of
the many
thousands
of loyal,
dedicated
and
hardworking
people who
make a
difference
and know
how to deliver in our industry, so I
want to do whatever I can to help
them be ready to deal with any
challenges and take advantage of any
opportunities that lie ahead.”
Meanwhile, when not on the road
forging those NAAA “family” ties,
Johnson looks forward to getting back
to the joys of her home in Kenly —
and to the beginning of the work week.
“I can’t wait for the excitement and
energy that comes with sale day every
Monday,” she says with a smile. “I just
get this great feeling as I walk through
the lanes talking with my employees or
chatting with customers over lunch. I
really love this business.”
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SAFETY FIRST

A New Season for Risk-Management Planning
The change of seasons is often an
impetus to start making financial
decisions, and what better time than now
to take a look at your risk-management
strategy for the coming year?
Pressing items, such as customer
relations, sales, and quality control
in the recon shop, often take
precedence in taking time to hammer
out an overall risk-management
philosophy. Your risk-management
program should help you identify
your most probable loss scenarios
and the best ways to prevent them.
Loss control solutions and practical
responses should losses occur need to
be addressed.

Your risk-management
program should help
you identify your most
probable loss scenarios
and the best ways to
prevent them.
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Here are a few topics to help
jump start your thoughts and
encourage you to get together
with your managers to brainstorm
ways to improve loss control and
safety at your auction. Be mindful
that appointing a manager at your
auction with the responsibility and
authority to oversee and implement
your plan is critical in obtaining
value out of the plan:
• Weather experts are predicting
a harsher winter than last year’s
deep freeze. Have you created and
reviewed your winter weather
property protection policies?
Maintaining proper building
temperatures, testing your fire
protection systems, and reviewing
steps to prevent heavy roof loading
collapse during ice and snow are just
a few crucial items to address for the
winter season.
• Business income and extra
expense claims can be costly after
a covered property loss. Review
your plan to get back in business

should your main auction building
be destroyed. Vendors that provide
temporary structures, sound
equipment and computers should be
identified prior to a loss. Insurance
policy limits for business income and
extra expense should be reviewed
to make sure they are adequate in
regard to time frame and limits.
• Lane accidents involving
trespassers can be costly. In a recent
claim, an auto auction revealed that
a retail customer, who had previously
been caught and barred from the
auction, returned to the auction with
a buying dealer. The retail customer
was struck in the auction lane by a
vehicle and is suing the auction for
damages. Have a policy in place to
prevent unregistered persons from
entering the auction arena.

BY MICHAEL J. ROHDY

Area Senior Vice President of Arthur J.
Gallagher Risk-Management Services, Inc.

WWW.NAAA.COM

MARKETWISE

Best Practices for
Dealing with Tax Season

The beginning of 2015 will mean
the favorite time of year for auctions
has arrived: tax season. Much as
retailers anticipate the holiday season
rush, auctions look forward to a surge
in volume during the months after
Santa’s sleigh.
A good sign for the car industry
is that our economy is continuing to
improve. In November 2014, the U.S.
Labor Department reported that the
unemployment rate dipped to 5.8
percent, the lowest it’s been since July
2008. As employment numbers grow,
a favorable auto lending condition is
created, resulting in increased demand at
the auctions from dealers who want to
fill their lots.
While this increase in volume is a
welcome sight for auctions, it also
presents its challenges. Here are some
tips for dealing with the tax-season rush.
1. Make customer service your
No. 1 commitment.
In today’s competitive market, dealers
have plenty of options when it comes
to where they purchase their inventory.
Having a healthy supply of vehicles is a
factor, but a high service level will ensure
dealers’ loyalty. Implementing processes
to save dealers time and stress when in
the auction lanes and checkout can go
a long way in determining whether a
dealer will be a returning customer.
2. Keep communication lines
with floorplan providers open.
The dealer is a shared customer
between auctions and floor-plan
providers. As such, it is imperative that
both entities work together in harmony
and have open lines of communication
throughout the sales process. This can
help expedite the checkout and buying
cycle for dealers, which allows them to
focus on what they do best: sell cars.
It’s important that key relationships are
built in order to serve dealers and be a
viable partner in their success.
3. Be prepared for the
unexpected.
It’s only natural that the probability
of challenges popping up would
correlate with an increased volume
number. As with all things in life,
sometimes variables occur that catch
auctions by surprise. Arbitration
increases, inclement weather and
changing tax laws are just a few
WWW.NAAA.COM

examples of issues that can cause
stress and delays during tax season.
While some of these variables can’t
be controlled, it’s important to be as
prepared as possible by creating action
plans with your auction team and
being prepared for the unexpected.
As we shift into tax season,
auctions have an opportunity to not
only increase their bottom line, but
to make a splash with dealers as well.
Committing to customer service,
communicating openly with floorplan
providers and being prepared for the
unexpected are three key processes
your auction can take to not only deal
with the busy tax season, but also
to stand out to dealers and help you
retain their future business.
BY JULIE DANIEL

Director of Auction Sales and Development,
NextGear Capital
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AUCTION NEWS

Dyer Auto Auction Helps in Granting a Special Wish
At Dyer Auto Auction, community
service is a part of our lives. It is
something ordinary rather than
extraordinary. Part of our journey is to
impact everyone we have the pleasure
to meet.
However, this year is more than
ordinary for Dyer Auto Auction’s annual
Make a Wish charity drive. Our goal
is to make something a little better, to
help someone to forget just for a small
amount of time, to try to take away any
pain and replace it with a smile.
Our fundraiser will help fulfill the
wish of a 15-year-old young man
named Kenny Zivkovich, who has
been diagnosed with Stage 4 Burkett’s
Lymphoma. Kenny’s wish? A family
Christmas vacation to Hawaii — the
one place he has always wanted to go.
Why is this wish more extraordinary
than any other? Because Kenny’s father
has been an employee of the auction for
13 years and Kenny has been a part of
the auction family since he was born.
Kenny began chemotherapy in
March 2014 and finished in late July.
Even though he was in and out of the

8 | NAAA ON THE BLOCK | JANUARY 2015

hospital his entire freshman year, he
managed to finish with a 4.2 GPA.
Because of the donations already
given, the Zivkovich family took that
Christmas vacation in Hawaii. All postchemotherapy evaluations have shown
that Kenny has responded well to the
treatment and he is showing no residual
signs of the disease.
The donations for this amazing

young man came from the gracious
efforts of every dealer that signed up to
participate in the program. Participants
pay for every car sold or purchased
during the campaign. At the end of
the year, Dyer Auction will match the
amount in hopes of granting another
wish to Kenny.
PREPARED BY DYER AUTO AUCTION

WWW.NAAA.COM

AUCTION NEWS

Manheim, Cox Conserves Making
Great Strides in Sustainability
As part of Cox Enterprises, Manheim
participates in Cox Conserves, a national
sustainability program launched in 2007.
The program encourages Cox’s 50,000
employees and their families to engage in
eco-friendly practices.
At Manheim, we’ve made some great
strides and know there are so many
more opportunities. “Go Green with
Manheim” plays an important role
in Cox Conserves. We also have the
opportunity to lead the way for our
company with water conservation and
projects that reduce carbon. The results
from those projects will be critical to
ensuring that the Cox Conserves goals
are achieved.
Cox seeks to send zero waste to
landfill in the next 7-10 years and be
carbon and water neutral in 25-30
years. In addition to greening the
company’s operations, Cox Conserves
engages employees, communities and
suppliers. The company has national
partnerships with American Rivers,
Ocean Conservancy and The Trust
for Public Land. It also inspires ecofriendly activity through a National
Employee Solar Program and
Sustainable Supplier Program.

Here are some examples of Manheim’s
successful initiatives completed to date:
• Water Conservation
Centers at Manheim Georgia
and Manheim Pennsylvania:
Combined, the two centers treat
57,000 gallons of wastewater per day
and remove 92 tons of contaminants
annually, returning cleaner water to the
system than was originally used. Both
locations reduce the company's daily
water demand by 60 percent.
• Photovoltaic solar
installations. In partnership with
Cox Conserves, Manheim is investing
more than $5.2 million in ongoing
sustainability projects at several
locations. Since September 2013,
a total of 9,000 solar panels have
been installed at Manheim Albany,
Manheim New Jersey, Manheim New
York, Manheim North Carolina and
Manheim San Diego. The 4,000 panels
installed in New Jersey completed
phase three of its solar project. Overall,
these projects are reducing Manheim’s
carbon footprint by 4,050 tons.
• Outdoor lighting systems.
Many locations now use lower
wattage exterior lamps with new

control systems that allow 50 percent
dimming or perform multi-fixture pole
switching. These projects have saved
more than 4 million kWh of energy per
year. That’s enough energy to supply
power to more than 360 homes for an
entire year.
• Water-based paint. A total
of 16 locations have switched
from solvent-based to water-based
paint, reducing the greenhouse gas
emissions by 50 percent at each of the
participating locations.
• Recycling and waste
diversion. Rubicon was recently
named our National Waste
Management and Recycling partner.
This new partnership helps Manheim
save money, track and measure all
recycling programs across the company,
identify opportunities to divert even
more materials from landfills, and create
new revenue streams by identifying
materials that can be resold.

North East Pennsylvania Auto Auction Celebrates 15th Anniversary
More than 500 attendees were
treated to a full luncheon buffet during
the 15th Anniversary Celebration at
North East Pennsylvania Auto Auction
held September 16, 2014.
Lisa Cohowicz, the auction’s
assistant general manager, said James
Gaughan, the auction president, gave a
short speech thanking all the attendees
for their support since the auction
opened in late 1998.
Each week the auction runs six lanes
WWW.NAAA.COM

of late-model cars and trucks with up
to 800 units a month, attended by 300
to 500 bidders.
Celebration attendees were treated
to a chance to win thousands of
dollars in prizes including flat-screen
TVs, toolboxes, barbecue grills and
huge gifts baskets. They dined on
a full-catered buffet. A number of
vendors also set up tables and provided
giveaways of their own.
Gaughan also noted that in early

2015, the auction will break ground on
a new facility, which will significantly
expand the number of auction lanes,
as well as the reconditioning facility,
robust transportation department and
business services.
Cohowicz said she’s proud of the
work this NAAA auction performs
each week and plans detailed blow-byblow coverage on the auction’s website
of the expansion and all the work that
goes into it.
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ASSOCIATION NEWS

NAAA Names IARA’s Tony Long
a Warren Young, Sr., Fellow
Tony W. Long, executive director
of the International Automotive
Remarketing Alliance (IARA), has
been selected by the National Auto
Auction Association (NAAA) to be
a Warren Young,
Sr., Fellow. NAAA
President Ellie
Johnson and
President-elect
Mike Browning
presented the
honor, recognizing
the 25-year
industry veteran’s contributions to
the auto auction community during
the 2014 National Remarketing
Conference in November at the Red
Rock Resort, Las Vegas, NV.
NAAA, which represents more
than 330 auction members and 113
associate members in North America,
bestowed the award with a $2,500
donation in Long’s name to its
NAAA Warren Young, Sr., Scholastic
Foundation. A Fellow is an individual
who contributes at that level, or in
whose honor or memory a gift is
made in that amount, to support the
nonprofit scholarship organization.
Long joins an exclusive group of
77 others who have attained the
lifetime distinction. He received a
framed commemorative certificate,

a gold medallion and a distinctive
lapel pin. Also, his name will be
engraved on a plaque listing the
esteemed Fellows displayed at NAAA
headquarters near Washington, D.C.
“I’m proud to name Tony as a
Fellow because, in addition to his
professional accomplishments,
he made significant contributions
to our association in a variety of
leadership positions,” Johnson
said. “While serving as NAAA
president in 2004, Tony was
instrumental in establishing the
scholastic foundation. Thanks
to his inspiration, guidance
and enthusiasm in launching
the scholarship program, the
foundation has assisted 120
deserving students pursue their
dreams of higher education and
will continue to help make college
attainable for future generations.”
Over the past decade, the
foundation has raised more than
$2.1 million and now awards a total
of $52,000 in merit scholarships
annually for full-time study at an
accredited institution. 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.

Welcome New
NAAA Members
AUCTION MEMBERS
Alliance Auto Auction
– Dallas
9426 Lakefield Blvd
Dallas, TX 75220
Contact: Tim Adams
214 646-3136
Bloomsburg Auto
Auction, Inc.
25 Ridge Road
Bloomsburg, PA 17815
Contact: John Vance
570 784-2306
Go Auto Exchange
Atlanta
2244 Metropolitan
Parkway SW
Atlanta, GA 30315
Contact: Ben Shurling
404 467-4567
Go Auto Exchange
Orlando
1275 E. Story Road
Winter Garden, FL
34787
Contact: Butch
Herdegen III
407 554-0094
Go Auto Exchange
Phoenix
3420 South 48th Street
Phoenix, AZ 85040
Contact: John Duplanty
602-794-2575
Manheim Edmonton
12866 - 153 Street
Edmonton, AB T5V 1A9
Canada
Contact: Darcia Cuff
780-784-5555
Richmond Auto
Auction
3600 Deepwater
Terminal Road
Richmond, VA 23234
Contact: Mark Motley
804-232-7355
Speedway Auto
Auction
of Charlotte
224 Highway 49 South
Concord, NC 28025
Contact: Alan Willard
980-781-4700
Winchester Auto
Auction, Inc.
12828 Winchester
Avenue
Bunker Hill, WV 25413
Contact: Bryan
Dougherty
304-229-4400
Z66 Auto Auction
66 North Mingo
Tulsa, OK 74116
Contact: Monte
Freeman
918-794-0660

ASSOCIATE MEMBERS
Carolinas
Independent
Automobile Dealers
Association (CIADA)
5643 Harrisburg
Industrial Park Dr.
Harrisburg, NC 28075
Contact: John Brown
704 455-2117

Floorplan Xpress
4300 Highline Blvd,
Suite B330
Oklahoma City, OK 73108
Contact: Michael
Morgan
855 605-6991
High Tech Locksmiths
3640 NW 41st Street
Miami, FL 33142
Contact: Michael
Morales
877 411-5397
Innovate Auto Finance
6707 Brentwood Stair
Road, Suite 610
Fort Worth, TX 76112
Contact: Tim Rios
817 366-8899
Iowa Independent
Automobile Dealers
Association (IIADA)
409 East Market Street,
PO BOX 337
Panora, IA 50216
Contact: Judy Wilson
641-755-4177
Merchants Fleet
Management
1278 Hooksett Rd
Hooksett, NH 03106
Contact: James Crocker
603-669-2737
Motor City Wash Works
48285 Frank Street
Wixom, MI 48393
Contact: Lee Belanger
248-313-0272
Ohio Independent
Automobile Dealers
Association (OIADA)
2040 Brice Road,
Suite 110
Reynoldsburg, OH 43068
Contact: Wendy
Rinehart
614-863-5800
Pennsylvania
Independent
Automobile Dealers
Association (PIADA)
1501 North Front Street
Harrisburg, PA 17102
Contact: Reginald
Evans
717-238-9002
PRA Location Services,
LLC
2365 Iron Point Road,
Suite 160
Folsom, CA 95630
Contact: Vick Kuzmenko
855-848-6103

(Left to Right): NAAA President-Elect Mike Browning; Fellow Recipient Tony
Long, and NAAA President Ellie Johnson.
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2015 NAAA Leadership Institute Heads West

Annual educational program to be held at The Broadmoor in Colorado Springs
excited about the strategies
NAAA’s Dynamic Leadership
The Broadmoor and
for enhancing your customer
Institute heads out West this spring
will host the
service,” says NAAA Operations
to The Broadmoor in Colorado
Manager Tricia Heon. “We continue
Springs, CO. Nestled at the southern
fourth annual
to offer the Leadership Institute
foot of the Rockies in what was once
two-day
because we firmly believe that
a mining town, the award-winning
ongoing professional development
luxury resort facility will host the
educational
is important to improving business
fourth annual two-day educational
program April 19-20.
results, and strongly encourage our
program April 19-20, 2015.
Since its inception in 2012,
the Leadership Institute has been
conducted at the Disney Institute
in Orlando, Florida, and the
Ritz-Carlton Training Center in
Washington, D.C. As in the past,
the program remains exclusively for
NAAA auction members, but this
year it will focus on “The Secrets to
Broadmoor Success.”
A unique highlight will be the
“GPS Scavenger Hunt” amidst the
majestic scenery of the Garden of the
Gods, where hiking trails traverse
a landscape with towering red
sandstone formations more than 1
million years old, providing a perfect
place for a powerful team-building
activity. The exercise involves using
a map and GPS in a timed, point-topoint orienteering race that embodies
the spirit of western adventure.
In addition, the schedule includes
a one-hour inspirational overview
of how The Broadmoor has created

and cultivated a service-centric
culture since its founding in 1918.
Instructors will share the practical
tools and relevant knowledge of
“The Broadmoor Way” — where
operating on the simple service
principle of “every employee, every
guest, every time” has earned the
historic hotel the coveted rating of
Five Diamonds from AAA and Five
Stars from Forbes Travel Guide.
Then, in a three-hour, high-energy
workshop, students will get a deeper
look at how they can form and foster
a service-focused culture in their own
organizations. Participants will use
The Broadmoor’s mission, standards
and approach to driving a culture
of service excellence to develop
their own benchmarks, as well as
to identify key action items to take
back to their teams.
“After experiencing this workshop
we believe you’ll leave energized

students to share their newly gained
knowledge with their colleagues back
at the office.”
Heon notes that NAAA plans
to continue varying the venue and
instructors for the Leadership
Institute to keep the program
fresh with new perspectives and
experiences, as well as making it
convenient for members from around
the country to attend at least once.
“Of course, with The Broadmoor’s
emphasis on providing its guests
with superior service, along with
its timeless elegance and modern
amenities set in a breathtaking
backdrop of the Rocky Mountains,
this is one Leadership Institute you
won’t want to miss!” adds Heon.
Space is limited and the prior years
have sold out quickly, so registration
is on a first-come, first-served basis. To
sign up or for more information, visit
NAAA’s website, www.naaa.com, or
call the office at 301-696-0400.

Two-Time Warren Young, Sr.
Scholastic Foundation Recipient
Serving as Health Volunteer in Ngoli
Jasmine Gingras, daughter
of Stephanie Gingras, general
manager of Dealers Auto
Auction of the Southwest, is
a two-time Warren Young, Sr.
Scholastic Foundation recipient.
She is currently serving in
the Peace Corp as a health
volunteer in Ngoli, Africa, a rural
village 50 km north of Kasma
in Northern Province of Zambia.
Jasmine is in her 14th month of
a 27-month assignment.
WWW.NAAA.COM
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MILESTONE
NAAA’S SCHOLARSHIP PROGRAM REACHES A MAJOR FINANCIAL

NAAA WARREN YOUNG, SR., SCHOLASTIC FOUNDATION BECOMES A SELF-SUSTAINING FUND

Contributions from dedicated donors have allowed the National Auto Auction Association’s
(NAAA) Warren Young, Sr., Scholastic Foundation to award $480,000 in merit scholarships
since it began in 2004. And now, thanks to a pedal-powered boost, the nonprofit organization
has been endowed with the capital to continue as a self-sustaining fund in the future.
The $576,300 in proceeds from the NAAA Black
Book Pedal Car Auction held during the 2014
NAAA Annual Convention last September put the
Scholastic Foundation over the $2.1 million mark.
That amount represents a major milestone because
the interest earned on the account will provide a
permanent source of independent income to support the program at its current level, according to
NAAA officials.
In addition to becoming self-sustaining, the Scholastic Foundation hit another highlight late last year
when its executive committee voted to increase the
annual merit scholarship total to $52,000 following
the overwhelming success of the first-time auction
fundraiser. Entry fees and sales revenue from the 14
customized pedal cars, along with award sponsorships and additional contributions from the charity
event exceeded the original fundraising goal.
“We’ve helped 120 deserving students from our
NAAA family pursue their dreams of a higher education and thanks to the benevolence of our supporters, we will be able to ensure that legacy of
learning continues even stronger for future generations,” notes Scholastic Foundation Board Chairman Jack Neshe.
He adds that the board — comprised of fellow
past presidents Paul Lips, Charlotte Pyle, Jay Cadigan and Dave Angelicchio — was glad it could up
the amount by $1,000 each for the dozen scholarships, given the rising costs of a college education
over the past decade since the establishment of the
program. It was named in honor of Warren Young,
Sr., a pioneer of the auto auction industry who re-
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tired after 35 years of devoted service to his profession and the NAAA.
So beginning this year, the Scholastic Foundation
will offer eight $5,000 scholarships for full-time
study at an accredited four-year institution and
four $3,000 scholarships for a two-year college or
vocational-technical school. Applications for the
2015 scholarship awards must be submitted by
February 1.
The program awards merit scholarships annually
to 12 eligible full-time employees of NAAA member auctions or corporate offices, their children or
grandchildren. Recipients are selected by an independent third-party agency based on a variety of
qualifications, including their academic record,
leadership skills, honors, goals and aspirations,
work experience, and community involvement.
Individual contributions have been the Scholastic Foundation’s major source of funding over the
years. Those who donate $2,500, or in whose honor or memory a gift is made in that amount, to support the nonprofit organization are named Warren
Young, Sr., Fellows. To date a total of 77 people
have attained this lifetime distinction with their
donations. They receive a framed commemorative
certificate, a gold medallion and a distinctive lapel
pin. Also, their name will be engraved on a plaque
listing the esteemed Fellows displayed at NAAA
headquarters near Washington, D.C.
For more information about how you can support the Scholastic Foundation with a gift or about
the scholarship application process, visit the organization’s website at www.naaawysf.org.
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FEATURE STORY

Pedal Car Auction Winner Gets

PRIME SPOT

Mike Browning
NAAA President-Elect
& General Manager
Manheim San Antonio

on Cover of 2015 NAAA Directory
What’s a toy car doing on the cover of
the National Auto Auction Association’s
annual member directory?
The story began last year when Jack
Neshe glimpsed an old pedal car parked
in Frank Hackett’s office during a meeting
at NAAA headquarters. It prompted thenpresident Neshe to offhandedly suggest
to Chief Executive Officer Hackett the
idea of holding an auction of membercustomized pedal cars at the annual
convention. Proceeds would benefit the
association’s nonprofit Warren Young, Sr.,
Scholastic Foundation.
Both thought the event would offer
members a great way to demonstrate
their creativity and craftsmanship in a
friendly competition and be a fun way
to raise money for the scholarship fund.
They set a goal of $50,000.
The auction rules allowed the
contestants to modify new or preowned pedal-powered vehicles or even
custom-make their own, to whatever
degree their imagination and skill
would permit. This included paint,
decals, graphics, exhausts, lights, sirens
and other parts or accessories.
Handiwork of all the entrants selected
to compete in the auction appeared in a
display at the NAAA/CAR Conference
in March. The lucky 13 to be included
with Black Book’s entry on the auction’s
run list were chosen by a random
drawing held at the National Independent
Automobile Dealers Association
Convention last June in Las Vegas.
Then came September and the big

Bob McConkey,
NAAA Past President & Partner
of McConkey Auction Group
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night at the NAAA annual convention
in Boston. The evening’s volunteer
auctioneers, NAAA Past President Bob
McConkey and NAAA 2014 Auctioneer
of the Year Mike Chambers, assisted by
ringmen Mike Browning, Sam Chaple,
Jeff Modjeski, John Rea, Jeff Barber and
Joey Hughes, whipped the enthusiastic
crowd into a bidding frenzy.
When the entry fees, vehicle sales, award
sponsorships and individual contributions
were counted from the 45-minute charity
event, the Pedal Car Auction had collected
a grand total of $576,300.
Among the 14 candy-colored and
fully accessorized, pedal-powered
entrants, a Jump Truck custom-built
by State Line Auto Auction of Waverly,
NY — complete with jumper cables,
compressed air system, push bumper,
beacon lights, trash receptacle, fire
extinguisher, first-aid kit and profile of
the scholarship program’s namesake
Warren Young, Sr., in the driver’s seat
— claimed the “Best In Show” title with
a winning bid of $102,000. The team
of John Williams, Chris Waters and Ed
Garrity, under the supervision of Rob
Bennett, invested almost 130 hours
in the project, according to State Line
President Jeff Barber.
The prize for the “Best In Show”
winner also included being featured in the
November 2014 issue of On The Block
magazine and an appearance on the front
of the 2015 NAAA Member Directory.
And now you know, to paraphrase Paul
Harvey, the rest of the cover story.

Michael Chambers
2014 NAAA Auctioneer
of the Year

Joey Hughes,
General Manager
Manheim Statesville

Jeff Barber,
President & Owner
of State Line Auto Auction

Jeff Modjeski,
General Manager
Manheim Dallas

Sam Chaple,
General Manager
Manheim Nashville
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AUCTION NEWS

THANK YOU NAAA PAC

THANK YOU

CONTRIBUTORS
Adams, Thomas
Amelung, Craig
Anderson, Brad
Angelicchio, Dave
Angelicchio, Dennis
Angelicchio, Sue
Angelicchio, Doreen
Angelicchio, Clo
Angelicchio, Chris
Appenzeller, Bill
Bailey, Chad
Barber, Bethany
Barber, Emily
Barber, Paul
Barron, Joseph
Bigler, Eric
Blake, David
Briggs, L. Todd
Briggs, Patricia
Browning, Mike
Byrd, Warren
Cadigan, Jay
Cadigan, Pam
Capel, Mark
Caruso, Tom
Chaple, Sam
Childs, Tommy
Congdon, John
Cotton, Jason
Craig, Louis
Cross, Thomas
DeLoach, Wayne
DeLuca, William
DeMedicis, Steve
DeVries, Daryl
DeVries-O'Brien, Cheryl
Dietsch, Steven
Doll, Doug
Dorsey, Dan
Emerson, Dave
Fahey, Robert
Franz, Lisa
Gaughan, James
Gingras, Stephanie
Greb, Mark
Green, Dean
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Griffin, James
Griffin, Kristie
Gundy, Richard
Guyer, Joe
Hackett, Frank
Haight, Norman
Hero, Larry
Hockett, Danny
Hoegler, Tim
Hoynitski, Chip
Jacobs, Alexis
Jamison, Anita
Johnson, Ellie
Kesler, Steve
Krupa, Stephen
Lallemont, Rick
Lallemont, Wade
Lamb, Jim
Landis, J. Omar
Lange, Ben
Linsted, Randy
Lips, Paul
Luce, John
Lynch, Thomas
Mahugh, Gregory
Mallon, Michelle
McElrath, John
Meadows, Don
Mikkelsen, Mike
Miles, Jeffrey
Miller, Doug
Miller, Shaun
Musick, DeWayne
Neshe, Cindy
Neshe, Jack
Netz, Tim
Nichols, Charles
Nichols, Raymond
Odorisio, John
Osborn, Ken
Parker, Geoff
Pavacich, Roy
Pons, Pierre
Poteet, John
Puckett, Ben

Pyle, Aaron
Pyle, Andrew
Pyle, Charlotte
Pyle, Joe
Rauschenberg, Bob
Rauschenberg, Jana
Rea, John
Redden, Charles
Rogers, Tommy
Saldamarco, Peter
Saldamarco, Sally
Saldutte, Tom
Sampson, Jack
Schaefer, Thomas
Schoenling, Tony
Schwartz, Sandy
Semmelrock, Luke
Simonson, Nathan
Sistrunk, Don
Smalley, Sr., Joseph
Smith, Russell
Stanley, Patty
Swift, Tad
Taylor, James
Taylor, Laura
Teague, Darren
Terranova, Sal
Thompson, Robin
Turner, Lee
Vickers, Ray
Walsh, Chris
Walton, Brandon
Weaver, Clint
Weaver, Lynn
Weaver, Samantha
Wescott, E. David
Whann, Keith
Williams, Bill
Williams, Danny
Wrye, Karyn
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