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NAAA LEADERSHIP

Meet NAAA’s New President: Warren Clauss
IMPROVING RECRUITMENT AND RETENTION OF SERVICE TECHNICIANS IS HIS TOP PRIORITY

Left: 2017 NAAA President Jerry Hinton passes presidential gavel to 2018
NAAA President Warren Clauss at President’s Gala, 2017 NAAA Annual
Convention, La Quinta, CA.

Taking the wheel of the National Auto
Auction Association as a critical shortage
of automotive technicians looms on the
horizon, incoming NAAA President Warren
Clauss is set to steer the organization
toward a major destination—improving
the recruitment and retention of skilled
employees in the vehicle service and
repair field.
Plans to address that issue top
his agenda, which also includes
the continuation and expansion of
NAAA’s successful auction safety
awareness, risk reduction and accident
prevention programs.
The ADESA Buffalo general manager
officially assumed the presidency at
NAAA’s 69th annual convention in La
Quinta, California, last November. Serving
with him on the national executive board
for the 2017–2018 term is President-elect
Chad Bailey and Vice President Laura
Taylor. They head an association that
represents more than 340 domestic and
international member auctions and 134
associate members.
“Like the rest of the automotive
industry, our members face the
mushrooming retirement of veteran
mechanics at the very time when systems
on advanced vehicles have become
increasingly sophisticated and there’s a
serious lack of interest in young people to
enter the field,” Clauss observes.
According to the U.S. Bureau of Labor
Statistics, more than 237,000 jobs in
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automotive service and repair are projected
to open up by 2024, while the number of
students training to be skilled auto technicians
continues to decline.
“We understand this issue greatly concerns
our membership and we want to tackle it now
before it reaches the crisis stage,” notes Clauss.
“We’re currently in the process of analyzing
the data collected by NAAA’s recent survey to
develop
solutions to
this growing
NAAA PRESIDENT
WARREN
CLAUSS problem.”
Last year NAAA received more than
200 responses to its voluntary canvass of
technicians working at member ADESA,
Manheim and independent auctions.
Initial results were presented to NAAA’s
Auction Standards Committee during
November’s convention.
One initiative Clauss anticipates developing
from the data analysis is identifying and
partnering with qualified vocational and
technical schools in the country to promote
training and produce skilled graduates for
careers in the vehicle service and repair field.
“Building solid relationships with good
vo-tech schools is just the first step focused
on recruitment,” he says, adding, “I’m
committed to finding solutions to both sides
of the problem and have made it the top
priority of my administration.”
Prior to his election as vice president in 2015,
Clauss served in NAAA leadership positions for
more than a decade, first as president of what
is now the Eastern Chapter in 2004–2005. He
then sat on the association’s board of directors
from 2006 to 2008 and again from 2013 to 2014.
He was also a member of NAAA’s Legislative,

Membership and Convention committees.
“It’s been extremely rewarding to serve
the NAAA in those positions,” says Clauss.
“I thank the members for their trust and
support and look forward to serving them as
their president.”
A native of Buffalo, New York, Clauss
earned his bachelor’s degree in business
administration from St. Bonaventure
University in Olean, New York. After
receiving his Certified Public Accountant
designation he spent eight years in
public accounting with a local firm in his
hometown and then the Buffalo office of
Deloitte & Touche.
Clauss entered the auto auction profession
in 1992 when he joined the ADESA Buffalo
team as controller. He took on the role of
assistant general manager of the auction
in 1994 and two years later became general
manager. He has the distinction of being the
longest-running general manager at any of
ADESA’s 77 auctions.
Today Clauss and his wife Molly, who have
three adult children, live in Eggertsville,
New York. In his free time, he enjoys golf,
and skates as a USA Hockey ice official
for the New York State Hockey Officials
Association, where his well-known sense of
humor comes in handy. Clauss also serves as
a lector for St. Benedict Catholic Church.
In addition to NAAA, his other
professional memberships include the
New York State Society of Certified Public
Accountants and the American Institute of
Certified Public Accountants.
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Introducing Laura Taylor—
NAAA’s New Vice President
As the general manager
of Charleston Auto
Auction, Laura Taylor
has seen to it that each
of the six state-ofthe-art lanes come
equipped with a more
traditional component:
Old Glory. And before
NAAA Vice President
sales begin for any of
Laura Taylor
the 1,200 vehicles the
Moncks Corner, South
Carolina, business runs on average every week,
the singing of the Star Spangled Banner echoes
proudly through the arena.
Now that same spirit of dedication,
enthusiasm and support for the country Taylor
displays in her GM position will be a part of
what she gives to the National Auto Auction
Association and the industry in her new
leadership role in the organization.
Elected vice president for the 2017–2018 term
at the association’s 69th annual convention last
November in La Quinta, California, Taylor joins
President Warren Clauss and President-elect
Chad Bailey on the national executive board

of NAAA, which represents more than
340 member auctions and 100 associate
members in North America.
Prior to her election, Taylor held a
variety of other leadership positions in
NAAA since first serving as a Southern
Chapter board member from 2010 to
2014. The following year she was chosen
as the chapter’s president. Currently
Taylor is the Southern Chapter’s
chairman of the board and sits on the
NAAA national board of directors. She is
also a founding member of NAAAPAC,
the association’s political action
committee.
Her other professional activities have
included serving on the board of the
Independent Auction Group from 2014
to 2016 and on the IARA Certification
Committee. She also was one of the 12
judges of the 2017 World Automobile
Auctioneers Championship.
A Certified Automotive Remarketer
through Northwood University’s
automotive remarketing education
program, Taylor began her career in

1999 selling repo units at auction. The next year
she formally entered the auto auction industry
and then joined Charleston Auto Auction in
2004. She became general manager in 2009.
Taylor’s various honors include the 2012
National Association of Professional Women’s
award and being named one of the Women in
Remarketing for 2013 by Auto Remarketing
magazine.
During the convention, Charleston Auto
Auction, a member of the XLerate Group, was
named NAAA’s 2017 Auto Auction of the Year
for Excellence in Community Service. It was
chosen from among the four finalists that had
received the association’s Chapter Auto Auction
of the Year awards from their regions. The
auction won the top honor for its fundraising
and active support of creating a residence for
local homeless high school students, called
Project H.O.M.E. (Helping Others Mirror
Excellence).
In addition to recently joining Project
H.O.M.E.’s board of directors, Taylor’s volunteer
service includes Compassion International,
Habitat for Humanity, Ronald McDonald House
and Summerville Miracle Camp.

PATRICK BRENNAN NAMED SENIOR VICE
PRESIDENT OF INVENTORY SOLUTIONS,
MARKETPLACE AT COX AUTOMOTIVE
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MARKETWISE

Why ‘OLOC’ Is the One
Term Every Dealer
Should Know
Did you know there’s an entire industry built
off buying and selling first-open opportunity
vehicles? Here’s how it works:
When a car’s lease is up, the grounding
dealer gets to decide whether he wants to keep
it or not. If he passes on it, the car goes into
the franchise network for other dealers to
bid on.
If they pass on the car, it moves to an
open sale, where it’s often bought by
an independent, non-franchise dealer.
These masterminds then bring the car in,
recondition it with non-factory parts, take it
to auction and resell it for a profit. And who
do they sell it to? You guessed it. Franchise
dealers. The same ones who previously passed
on it.
With almost 4 million lease terminations
this year, there is a huge opportunity to grow
your used-vehicle operation. Before you
pass on a grounded vehicle, make sure you
use your inventory management tools to see

BY DOUG HADDEN, EXECUTIVE DIRECTOR,
DEALER CONSULTING SERVICES, ADESA

how it performs, both in terms of turn and
gross profit. You probably already have the
technology to look at the data, not only in
your store but in your market as well. This
is how you expand your core inventory!
Wouldn’t it be horrible to find
more models that turn faster at higher
gross profits?
As a sales manager and GM, I would
routinely ask my manufacturer’s rep how I
could get the first shot at buying this type
of vehicle, which I call an “OLOC”, before it
goes to auction.
OLOC stands for:
• One-Owner
• Low-Mileage
• Off-Lease
• Car
Today, dealers don’t need to pester
manufacturers’ reps for information about
OLOCs. Nowadays, these vehicles are
practically served to you on a silver platter!

With the internet, manufacturers let you
see those vehicles before they even come
off-lease.
Smart dealers watch for OLOCs, bounce
that info off the data about what people
are buying and what works on their
lot, and plan accordingly. Now is the
perfect time to start looking for these
cars, because supply is beginning to
outpace demand.
You can monitor OLOCs within your
criteria by conducting a search online
(save it so you can run it over and over)
or by asking the folks at your local ADESA
auction to search for the cars on your
behalf. It’s our job to make dealers
more profitable, so we’ll be happy to
do the heavy lifting and find the perfect
one-owner, low-mileage, off-lease
cars for you.

Independent Dealers Increase Cash Flow
Using Transportation Financing Solution

Dealers can finance Ready Logistics transportation costs with NextGear Capital.

Since launching a first-of-its-kind automated
transportation financing solution earlier last
year, NextGear Capital has processed more
than 14,500 transactions from independent
dealers enrolled in the program. The program,
available anywhere NextGear Capital is an
accepted payment method and where Ready
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Logistics services, enables dealers to
simplify their business operations by
buying, paying for and moving vehicles
in one seamless transaction, as well as
free up cash flow by deferring payment on
transportation costs until the vehicle
is sold.

“Even more important than
streamlining independent dealers’
ability to purchase, floor and transport
vehicles, the transportation costs
we financed was money they didn’t
have to pay upfront—extending their
working capital,” said Randy Dohse,
NextGear Capital senior vice president
of operations. “This put our clients
in a better position to acquire the
right inventory and reinvest in their
businesses.”
Han Nguyen, president of Autos Only,
has used the joint NextGear Capital and
Ready Logistics program since it started
in June. He reports being impressed with
the seamless process and significant
impact on his business.
“We increased cash flow by $100,000
by adding transportation costs to our
floorplan for the 120-plus vehicles we
move per month,” said Nguyen. “This
program helped me grow my business
so much that I’m opening a fourth store
in 2018.”

WWW.NAAA.COM
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Dave Angelicchio Inducted
Into NAAA Hall of Fame

INDUSTRY VETERAN RECOGNIZED FOR INNOVATIVE LEADERSHIP

The innovative
initiatives and
forward-thinking
management style
Dave Angelicchio
brought to
the National
Auto Auction
Association in
various executive
positions,
including as its president, chairman of the
board and treasurer, has earned the industry
veteran a place in NAAA’s Hall of Fame.
Past association presidents Jay Cadigan
and Tom Caruso inducted the recently
retired chairman and chief executive officer
of Pittsburgh Independent Auto Auction at
NAAA’s 69th annual convention in La Quinta,
California last November. His colleagues
accepted the honor on behalf of Angelicchio,
who was unable to attend the event.
Membership in the Hall of Fame,
established in 1968, recognizes individuals
whose long-term service to NAAA and
the auto auction industry has contributed
improvements to remarketing as a whole,

worked with the trade organization to
benefit its members and consistently
followed the high standards of the
association’s Code of Ethics. NAAA
represents more than 340 auction
members and 134 associate members
in North America.
“Under Dave’s successful leadership,
NAAA reached some major milestones
and arrived at many noteworthy
achievements that were unprecedented in
the organization’s history,” notes NAAA
Chief Executive Officer Frank Hackett. “And
policies developed during his tenure have
had a positive impact on our industry.”
Drawing on his previous professional
experience in business, finance and
accounting, Angelicchio’s initiatives
focused on delivering value to members and
customers through streamlining operations,
forging strategic partnerships and creating
standards.
Angelicchio believed that standardized
practices create efficiencies at the auction
level, reduce confusion on the part of the
buyers and ultimately result in higher
residuals for the sellers. So he encouraged

the establishment of standards for arbitration,
wholesale certification and electronic
condition reports that have now been
universally adopted by the industry.
His efforts also include overseeing the
first joint NAAA/CAR Conference and the
major restructuring of the association’s four
autonomous zones into chapters.
Born in 1951 at Greensburg, Pennsylvania,
once he was old enough to work Angelicchio
got his first taste of the automotive profession
as a detailer and car jockey at his uncle Clo
Angelicchio’s auto dealership. He continued
detailing cars and installing vinyl roofs
between classes to pay his way through St.
Vincent College, where he earned a Bachelor of
Science degree in accounting.
In the meantime, marrying his childhood
sweetheart Sue and having their first child,
Melissa, Angelicchio moved his young family
to Houston, Texas, after graduation in 1973
to begin his career as a certified public
accountant at Arthur Andersen & Co.
Five years later he joined Gulf Resources
& Chemical Corp., a publicly traded, diversified
natural resources company, as assistant
comptroller. There he rose through the ranks,
becoming vice president controller, chief
financial officer, chief operating officer, and,
finally, president and chief executive officer.
Those various positions took his growing
family, which now included two more children,
Dave and Michelle, to Boston, Massachusetts,
and Washington, D.C.
In 1993 Angelicchio left Gulf Resources
and founded an environmental consulting
firm that he ran until selling it three years
CONTINUED ON PAGE 9
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later. Then Angelicchio, his wife and youngest
daughter returned to western Pennsylvania and
the auto industry as general manager of D-A
Auto Auction, a family-owned-and-operated
independent auction his uncle opened in 1978.
By 1996 Angelicchio had become chairman
and CEO of the renamed Pittsburgh Indpendent
Auto Auction, continuing to work in that
position until the family business was bought
by ADESA, a unit of KAR Auction Services, in
March 2015. Now retired, Dave enjoys golfing,
hunting and cooking.

Melinda Dykstra AWARDED
FIRST NAAA DISTINGUISHED
SERVICE MEDAL
WEST MICHIGAN AUCTION EMPLOYEE
HONORED FOR SELFLESS ACT AS ORGAN DONOR

Some people are so kind that they’d give you
the shirt off their backs if needed. Melinda
Dykstra’s generosity goes deeper—much
deeper—than that.

WWW.NAAA.COM

The registration clerk at America’s Auto
Auction of West Michigan unhesitatingly
gave a kidney to a dealer client faced with
life-threatening circumstances unless a
transplant was performed.
Her unconditional act of caring for
another person she only knew as a
friend from work has earned Dykstra
the distinction of becoming the first
recipient of the National Auto Auction
Association’s Distinguished Service
Medal.
As the organization’s highest honor,
the medal is to be “bestowed upon a
person employed by a member of the
National Auto Auction Association
for a conspicuous act of heroism in
circumstances of extreme danger,
without regard of risk to oneself, to
save the lives of others.”
The NAAA Board of Directors
determined that Dykstra’s volunteering
as an organ donor more than met the
criteria for the prestigious award.
“Melinda’s courage and compassion
truly merits recognition, serving as an
exceptional example of the humanitarian
spirit this decoration was created to
encourage and setting a high standard
for future medal aspirants to achieve,”
NAAA President Jerry Hinton stated as
he presented her with the honor at
NAAA’s 69th annual convention in La
Quinta, California, last November. The
association also provided its special
guest complimentary travel
and accommodations.

The handsome decoration, complete
with a ribbon to be draped about the
neck, was an initiative of the outgoing
president. “The Distinguished Service
Medal is not to be just our association’s
highest honor,” Hinton explained in his
remarks. “It’s a tribute to the idea that
we have the opportunity to make major
positive changes all around us if we’re
willing to act selflessly.”
Dykstra’s opportunity came when she
learned that Mark Hamilton, a dealer she
had befriended, was suffering from serious
kidney problems and was in desperate
need of a transplant. Dykstra shared the
story with her colleagues at West Michigan
and, following a gut feeling she had, she
got tested to see if she was a an organdonor candidate.
Confirming her hunch that she was a
match, Dykstra volunteered and with the
support of her employer had the procedure
performed at the University of Michigan
hospital. Both Dykstra and Hamilton, who
attended the award ceremony, are well
and thriving.
In addition to the medal, Dykstra’s
selfless act proved to be a key factor in
West Michigan earning another distinctive
honor last year. Her organ donation
topped the list of the auction’s many
charitable acts that were recognized by
NAAA when it chose the auction to receive
the inaugural “NAAA Auto Auction of the
Year Award for Excellence in Community
Service” in 2016.
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Dean Fumasi RecEIves 2017
Auctioneer of the Year Award
VETERAN AUCTIONEER SAYS HE HASN’T ‘WORKED’ A DAY IN 31 YEARS
Dean Fumasi, recipient of the 2017 Bernie Hart
Memorial Auctioneer of the Year Award, says
he hasn’t “worked” a day in the past 31 years.
Fumasi, who has served as an auctioneer
for the Brasher’s Auto Auctions in California
and Oregon for the past three decades, said he
never considers being an auctioneer “work.”
“I really love what I’m doing,” said Fumasi,
who recently celebrated his 60th birthday.
“I have always told my kids, if you can find
something you love to do, it’s never work.
There’s nothing better than having a job you
love and being able to be paid well for it.”
Fumasi was presented with the Bernie
Hart Memorial Auctioneer of the Year Award
during the National Auto Auction Association/
National Remarketing Conference, held
November 15–17 in La Quinta, Calif. The
award, which honors “the most visible
person in the auction industry,” was named
after long-time NAAA Executive Director
Bernie Hart of Lincoln, Neb., who served the
association for more than 30 years before
retiring in 1988.
Fumasi grew up on a farm growing rice and
corn in Williams, Calif., but his father died
when he was just 15. His family lost the farm,
and he went to work for Gary Jewett, one of
his father’s best friends. Jewett Farms grew
rice, corn, wheat, alfalfa and hay and also
raised livestock.
“I was a farming cowboy, I never knew if I
would be on a horse or a tractor” Fumasi said.
“We raised cattle and we shipped them to
auction, so I was familiar with auctioneering
from a distance.”
It wasn’t until lifelong friend Jim
Pennington, whose father owned Williams
Livestock Yard, went to and returned from
auction school, that Fumasi’s interest in
auctioneering was piqued.
“Jim told me all about it,” Fumasi said.
“I was scared to death of public speaking, and
I was always shy in large groups. I thought
this might help me be more comfortable
around people.”
Fumasi attended the Billings Western
College of Auctioneering in Billings, Mont.,
in 1982 and then began working cattle auctions
in California full time, traveling with Jim and
their mentor Gary Pennington.
“One day after a cattle auction, I saw a van
with a Brasher’s Auction sign on the side, so
I followed it to the auction,” he said. At that
point, Fumasi said, he had heard about auto
auctions, but had never seen one.
“I walked in, and asked to speak with
the owner. Larry Brasher came out, and I
introduced myself and asked if he had any

(L to R) 2017 NAAA President Jerry Hinton presents Auctioneer of the Year Award to Dean Fumasi.

openings. Turned out Larry had a spot open,
as his manager Rex Roden had just returned
from auction school and another auctioneer
had taken an extended leave.”
Because of his lack of auto auction
experience, Brasher said he couldn’t give
him full pay.
“His offer was three times more than I
would make at the next cattle auction, so I
quickly accepted,” Fumasi said with a laugh.
“So, despite me wearing a cowboy hat and
smelling like corral number nine, Larry
hired me.”
Fumasi began with Brasher’s Auto
Auction in Sacramento, Calif., in 1986 and
continued working at three cattle auctions.
In 1996 he accepted auctioneer positions
with Brasher’s Northwest Auto Auction in
Eugene, Ore., and Cascade Auto Auction in
Troutdale, Ore., near Portland. ADESA, the
wholesale auction business unit of
KAR Auction Services, Inc., acquired the
eight-auction Brasher’s Group in 2016.
Fumasi remains a contract employee
of ADESA.
“The Brasher family has been very good
to me,” he said. “Larry, his son John, and the

managers really appreciate you as a person.
I’ve learned a lot being around them. Not just
about the auction business and cars, but about
life as well.”
Fumasi’s love of farming has always
been strong. While in high school, he was
active in the Future Farmers of America, and
while attending Chico State University in
1976, he received the FFA’s highest degree—
American Farmer.
Fumasi also always loved to hunt and shoot
and has been involved in shooting sports. He
shot a qualifying score at the United States
Shooting Championships in 1986, and was
invited to try out for the 1988 Olympic Team.
“It was going to be a miracle to do as I was
working five days a week, and in December
of 1987 I married my wife, Michele,” he said.
“I shot every day that I could. After work, I
would come home and shoot for at least an
hour. Sometimes up to three hours. My chance
came, I did the best that I could but came
up short. It’s hard to compete with those in
the military and those living at the Olympic
Training Center in Colorado Springs.”
His love of shooting carried into
competitive shooting in sporting
CONTINUED ON PAGE 11
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clays. He and Michele traveled all over
the United States competing in weekend
tournaments. He won many local events,
state event championships, zone and
U.S. Open Championships and two
national championships.
Fumasi said he loves the action and
excitement at the auctions, and has seen the
industry go through many changes in the past
three decades. From paperwork to computers
and then to the internet.
“I think the biggest change is the type of
person or the mindset of the people bidding
on the cars,” he said. “It used to be that there
were car guys who would look at a car not for
what it was, but for what it could be. They
would look at a car, and you could see them
determining what it would cost to detail, repair
and market the vehicle. They loved the metal.
Today, the vehicle is more a commodity.
There doesn’t seem to be that true love of the
automobile that there once was.”
He said that isn’t a negative, it’s just
an observation.
Rick Lamb, owner of Rick’s Auto Sales
in Sacramento, has had Fumasi auction his
inventory at Brasher’s Sacramento for the
past 25 years.
“What Rick loves the most about the
business is when a dealer comes up to him a
couple weeks after buying a car from him and
tells him how much money they made off the
vehicle,” Fumasi said. “Some guys might feel
that they didn’t get enough for the vehicle, but
Rick feels ‘If my customers don’t make money
off of the car I sell them, they won’t come
back.’ He represents the cars accurately, treats
people fairly and has the best warranty I’ve
seen. That’s what keeps people coming back
and prices high.”
Jerry Hinton, NAAA’s 2017 president and
general manager of ADESA Portland, said
Fumasi has worked for him for more than
20 years.
“He’s a great auctioneer,” Hinton said.
“It’s in his blood. It doesn’t matter if it’s cattle
or cars. He’s always worked our premier lanes,
fleet-lease, institutional sales.”
Hinton nominated Fumasi for the Bernie
Hart award.
“He’s excellent at intuitively reading
the dealers,” Hinton said. “He pushes the
market and can get as much money as anyone,
anywhere in the country. He’s very deserving
of this award. Dean has the best reputation for
honesty, integrity and fairness.”
Fumasi said he was humbled to earn the
Bernie Hart award and wished to thank all the
dealers and co-workers at the auctions that
make his job something he loves to do.
“There’s so many people I owe a thank
you to for this award,” he said. “They are
the best.”
“I will never forget what my father told me
as a youngster—when it comes to work, if you
want to get paid more, do more than you get
paid for.”

WWW.NAAA.COM

LARRY BRASHER HONORED AS
A PIONEER OF THE INDUSTRY
During his several decades in the
wholesale vehicle remarketing industry,
Larry F. Brasher oversaw many
advancements in his family auction
business. These included developing
the Auction Viewmaster System in
1995, which expanded video sales. The
system allowed all vehicles—regardless
of size or location—to go on the block,
including boats and RVs. It displayed
still video images of the vehicles and
sale data on monitors throughout
the facility.
Another innovation introduced a year later was a new double-block configuration
in the auction arena to run two groups of cars in a single lane, allowing them to be
seen by a larger number of buyers. The speed of the sale was regulated with traffic
lights to maintain an optimum rate.
He was also one of the founders in 1987 of the ServNet Auction Group, which
created a network of independent auto auctions strategically located across the
country, working together to provide customers with the latest in services
and technologies.
For those enrichments to vehicle remarketing, along with other contributions
to the profession, the National Auto Auction Association presented the former
owner and chief executive officer of West Coast Auto Auctions with the Industry
Pioneer Award at the association’s 69th annual convention last November in La
Quinta, California.
This Industry Pioneer Award, given to those who have worked in the wholesale
motor vehicle industry and/or NAAA, recognizes an individual who has innovated
or enhanced methods of improving services to remarketers through NAAA member
auctions, championed NAAA member auctions as providing services for motor
vehicle remarketers unavailable from any other source, and consistently followed
the standards of the NAAA Code of Ethics. The NAAA represents more than 340
auction members and 100 associate members in North America.
Brasher grew up amidst the family business, Salt Lake Auto Auction, which his
father founded in their hometown in 1949. He began working there while still in
school, earning a business management degree from the University of Utah in 1972.
Following graduation from the university’s law school in 1975, he decided to join his
father and older brother, Jay, full time.
In 1978 they acquired the Sacramento Auto Auction, which had been in operation
since 1956, and Brasher with his wife Anne relocated to California. Nine years later
he became sole owner of that auction, and Jay became the sole owner of the Salt
Lake Auto Auction.
Subsequently, the family bought auto auctions in Oregon, Nevada, and
Idaho, forming West Coast Auto Auctions. Brasher served as CEO of the parent
organization until 2003, and then sat on its board of directors until 2005, when he
sold his interest to his sons. In April 2016, ADESA, a unit of KAR Auction Services,
completed acquisition of the eight auctions owned by the Brasher family.
Brasher has the distinction of being the first son of a former NAAA president and
Hall of Fame member to hold the same office and be included in that illustrious
group. Elected president in 1989 and inducted into the Hall of Fame in 2005, Larry
followed in the footsteps of his father Frank, who served in the top executive post
from 1973 to 1974 and entered the Hall of Fame in 1987.
The younger Brasher served as NAAA secretary from 1994 to 1996 and is a former
president of the Western Auto Auction Association.
In addition to his contributions to NAAA and the industry, Brasher gives his time
to volunteer work, including as a missionary for his church. Beginning in the fourth
grade and continuing throughout his school years, he studied Russian, serving
in the 142nd Military Intelligence Linguist Company of the Utah National Guard
while in college. Brasher put those language skills to good use when he and his wife
performed missions together in Kiev, Ukraine, and Vladivostok, Russia, providing
humanitarian aid and community service. They recently returned to their Lincoln,
California, home after spending 18 months on a missionary trip to Finland.

JANUARY 2018 | NAAA ON THE BLOCK |

11

COVER STORY

Charleston Auto Auction Named
NAAA Auto Auction of the Year
AUCTION’S PUBLIC SERVICE PROJECT PROVIDES A HAVEN FOR HOMELESS HIGH SCHOOL STUDENTS

(L to R): Laura Taylor, General Manager of Charleston Auto Auction; Angela
Henderson, Executive Director of Project H.O.M.E; Krysten Hohl, National Remarketer;
Pat Stevens, XLerate Chief Operations Officer, and 2017 NAAA President Jerry Hinton.

Charleston Auto Auction, a member of
the XLerate Group, won the title of the
National Auto Auction Association’s
2017 “Auto Auction of the Year for
Excellence in Community Service.” The
Moncks Corner, South Carolina, business
received the top honor for its depth of
commitment in going beyond financial
support to an active role in making a
local high school principal’s dream of a
residence for homeless students a reality.
Presented during the association’s
69th annual convention last November in
La Quinta, California, the award includes
a $20,000 check payable to a charity of
the auction’s choice and a large crystal
loving cup. Along with being featured on
the cover of this issue of On the Block,
the auction will also be featured in the
2018 Membership Directory.
Charleston Auto Auction had
previously won a $5,000 check for
charity as one of four regional finalists
chosen earlier to receive the 2017 NAAA
Chapter Auction of the Year Award, which
recognizes outstanding public service
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of the Eastern, Midwest, Southern and
Western chapters.
The other finalists in competition
with the Southern Chapter’s Charleston
Auto Auction included Eastern’s ADESA
Winnipeg, Midwest’s Clark County
Auto Auction and Western’s Metro Auto
Auction of Phoenix.
NAAA established the annual awards
in 2016 to recognize the many charitable
acts auctions already perform and
to encourage even greater volunteer
involvement.
“The public spiritedness of the four
chapter finalists was inspirational,
making it a challenge to choose just
one for the award,” says 2017 NAAA
President Jerry Hinton. “But the wholehearted commitment Charleston Auto
Auction made to helping homeless teens
in their community—who were couch
surfing or sleeping on benches at the
mall, and had no idea where they’d get
their next meal—have a safe place to
live and study so they could graduate
was truly touching.”

The Charleston County School District
nominated the auction to be honored for its work
addressing the problem of homeless students at
R.B. Stall High School with its support of then
Principal Kim Wilson’s vision of a staffed house
that would provide stability and consistency,
as well as a bed and meals, through his plan
called Project H.O.M.E. (Helping Others Mirror
Excellence).
When it became apparent to Wilson that he’d
need major community support outside of the
school system to achieve his goal, he went to the
local media with his idea.
Shortly after the news story about the
proposed project aired on TV, one day out of the
blue Wilson got an email from Jason Moritz,
Charleston Auto Auction’s assistant general
manager, saying, “Looking forward to raising
some funds to help with your efforts!!!”
“I was dumbfounded; here was a guy I didn’t
know representing a business I never heard of
wanting to help these kids,” recalls Wilson, now
the executive director for the school district’s
secondary education community. “And help
they did!”
The auction immediately organized a special
month-long sale, partnering with its dealers
to donate a percentage of every vehicle bought
or sold. The response was so positive the
dealers donated more money above the original
agreement. Next, the business reached out to
the general community soliciting contributions.
Additional fundraising during the year collected
more than $26,000 to begin construction with the
goal of housing students last fall.
“They continue to be a driving force behind
this project,” Wilson notes. “They’ve taken an
active role in making this home their mission
with the auction’s General Manager Laura Taylor
and Jason joining our board of directors. They also
speak to businesses and groups in the community
to encourage involvement. It’s people like the
management and employees at Charleston Auto
Auction who see a need and take action that make
a difference in this world.”
Taylor says working with the H.O.M.E. team
has been a pleasure because “they have huge
hearts,” adding, “We’re excited about giving
students an environment so they can concentrate
on academics and sports and not on where they’ll
sleep at night. Our auction and our customers
plan on continuing donations to ensure Project
H.O.M.E.’s success.”
In addition to that project, Charleston Auto
Auction assists a variety of other causes,
including a local food bank, orphan group,
animal shelter and camp program for seriously
ill children.
WWW.NAAA.COM
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SAFETY FIRST

NAAA Members Discuss
and Commit Resources
to Improving Safety
Speaking at the National Auto Auction
Association meeting during Used Car week
last November, astronaut Scott Kelly noted
that an investigation into the 2003 Space
Shuttle Columbia disaster concluded that
those in charge of the mission “rationalized”
the likelihood of an accident as remote and,
therefore, did not take the actual warning
signs of disaster seriously.
Captain Kelly’s address was timely, as
NAAA members—including independent
auctions, ADESA, Manheim, and others—
continue to discuss and commit resources
to developing tools and training to improve
safety for customers and employees in the
industry. Captain Kelly’s comment about the
Columbia disaster crystallizes the thinking
within the NAAA that any safety issues must
be addressed in a way that prevents severe
accidents. Engaging and educating customers
and employees on best practices to operate
a safe auction are paramount in improving
safety in the auto auction industry.
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BY MICHAEL ROHDY

ARTHUR J. GALLAGHER & CO.
AREA PRESIDENT - AUTO AUCTION SERVICES

KAR Auction Services Chairman and CEO
Jim Hallett expanded on the safety topic as
he recounted an auction accident that
impacted him as an auction owner early
in his career. He made his remarks in a
workshop session titled, “Safety in the
Open Lane: The Path Forward,” held at the
same NAAA meeting. Reflecting on that
personal experience, during which a friend
was seriously injured in the auction lane,
Hallett described the path forward as one
that should value safety and be followed by
everyone in the auction industry, whether
large or small, corporate or independent.
“Safety is simply the price of admission,”
he said in a comment that distilled the idea
that developing an auto auction culture in
which safety is a core value.
Expect to see industry leaders gather
for years to come to discuss what can be
done as a perpetual effort to improve safety.
A “magic safety wand” does not exist for
any industry, so there will always be room

for improvement.
The NAAA has over 10,000 employees
certified by the Safe T. Sam training
program and the momentum is palpable.
As initiatives were discussed at NAAA
meetings during Used Car Week, a
sense of collaboration was prevalent.
Auction owners have a common goal of
serving customers on every level and
ensuring their safety is a top priority. The
shape and direction of any policies and
procedures must be discussed and vetted
before implementation so that
any unintended consequences are
properly addressed.
Thomas Frey, in his session, titled.
“Auto Auction of Tomorrow: Planning for
Changing Times,” suggested that in the
future, technology will allow us to be 10
times more efficient than we are today.
As we look ahead the future looks bright
and safe.
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AUCTION NEWS

ADESA Canada Promotes
Two in Sales and Operations

ADESA has announced that Eddy Cusan
has been promoted to vice president of
commercial sales for ADESA Canada, and
Wesley Kent has been promoted to the
newly created position of vice president of
programs and operations for ADESA Canada.
In his new role, Cusan will be responsible
for leading the executive sales team that
manages ADESA Canada commercial client
relationships and sales efforts for both
physical auction and upstream remarketing

services. He started at OPENLANE
in January 2007 as a program
director overseeing several North
American private label programs.
When KAR acquired OPENLANE,
a leading internet-based,
business-to-business automotive
remarketing company in 2011,
Cusan transitioned into an
executive sales role for ADESA.
Since 2015, Cusan has taken
on additional responsibilities,
including contributions to sales
team leadership and the comprehensive
sales strategy for all KAR entities in Canada.
In his newly created role, Kent will
enhance the customer experience across
the entire ADESA Canada platform with
technology and service improvements.
He started at ADESA Halifax as an online
coordinator in 1999, and in 2001, he moved
to the ADESA Canada corporate office to
join the new e-business team. Since 2004,
Kent has overseen product development

and online operations and has taken
his product expertise into the ADESA IT
organization. In 2012, he was promoted
to senior director of online operations
to oversee ADESA Canada’s internet
remarketing initiatives, including the
integration of OPENLANE.
“As the automotive industry evolves, we
are focused on delivering broader benefits
to our client base,” said Trevor Henderson,
chief operating officer of ADESA Canada.
“Eddy has a proven track record of working
with our clients to identify and implement
end-to-end remarketing solutions using
our entire suite of advanced products and
offerings while elevating the customer
experience with superior analytics and
service. Wesley led the team responsible
for launching DealerBlock and LiveBlock
and for bringing upstream private label
platforms to market for ADESA commercial
clients. Eddy’s and Wesley’s leadership will
be invaluable as ADESA Canada continues to
improve the customer experience.”
ADESA, a business unit of KAR Auction
Services, is a leading provider of vehicle
auction and remarketing services. The
company has 14 auction locations across
Canada and 75 vehicle auctions throughout
North America.

ADESA Names General Managers at Five Locations
ADESA named new general managers at
five of its North American auctions in the
second half of 2017.
In the Midwest region, Allan Wilwayco
was appointed the new general manager of
ADESA Dallas.
Wilwayco has nearly three decades of
experience in various areas of the auto
auction industry, from finance to business
development, while holding several
leadership positions. He served as general
manager of Manheim Orlando for six years
and as vice president of digital operations
for Manheim Digital Marketplace.
In the Central region, Todd Wadholm was
named general manager at ADESA Fargo.
Wadholm began his career with ADESA
Fargo in 2009 as outside dealer sales and
services representative. He was promoted
to dealer sales and services manager
in 2014. His prior experience in the
automotive industry includes experience
in sales and management at J.D. Byrider
and nine years as sales manager of Imports
Plus. Previously, Wadholm owned and
operated his own business and served
in multiple sales management roles. He
studied at North Dakota State University.
In the East region, Calvin Frazier is now
general manager of ADESA Ocala.
Frazier was dealer sales and services
manager at ADESA Tampa for the past
seven years and has spent 12 years in
the remarketing industry. He has two
WWW.NAAA.COM
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1. Allan Wilwayco

General Manager-ADESA Dallas

2. Todd Wadholm

General Manager-ADESA Fargo

3. Calvin Frazier

General Manager-ADESA Ocala

4. Steve Burrows

General Manager-ADESA Fresno

5. Scott Crane

General Manager-ADESA Reno

decades of experience in automotive retail
as salesperson, manager and owner. Frazier
is a graduate of Florida State University and
the Officer’s Candidate School, United States
Marine Corps, at Quantico, Virginia.

In the West region, Steve Burrows was
appointed general manager of ADESA
Fresno, and Scott Crane was named
general manager of ADESA Reno.
Burrows spent 17 years as the national
accounts sales manager with Brasher’s
Auto Auctions. He is an auctioneer and
has been a member of the International
Automotive Remarketers Alliance for
more than 15 years. Burrows also has
experience as the general manager of
two service stations and as the owner/
operator of two Subway franchises.
Crane had been the assistant general
manager of ADESA Reno since April
2016. He previously served as the general
manager at Brasher’s Reno Auto Auction
for seven years, originally starting with
the auction as sales manager. Crane
has more than 10 years of experience
as the owner/operator of multiple
retail grocery stores and three years as
a firefighter. He holds a certificate in
auction management from the Auction
Academy and certifications in medical
training and fire science from Idaho
State University.
ADESA, a business unit of KAR Auction
Services, is a leading provider of vehicle
auction and remarketing services. The
company has 75 auction locations across
North America.
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AUCTION NEWS

ADESA Montreal Earns National Award for
Innovation in Safe Towing

ADESA Montreal’s all-wheel-drive dolly won at the regional level.

ADESA Montreal won a national
Grand Prize for Safety Innovation
award from the Canadian Commission
on Labor Health and Safety Standards.
The award-winning invention is a
wheel dolly that enables the safe
towing of inoperable four-wheeldrive vehicles. The team earned
the chance to compete at the
national level after winning at the
regional level.
Winning the grand prize is
a tremendous honor for the
auction—and for the employees
who designed and built the awardwinning towing apparatus.
An inoperable four-wheel-drive
vehicle can’t be towed because it can’t
be put in neutral for all four wheels.
As the number of four-wheel-drive

vehicles coming to auction has increased,
safely moving these vehicles through the
lanes and around the lot was becoming an
ever-more-frequent challenge.
ADESA Montreal Work Safety Supervisor
Bruno Felaco collaborated with Mechanical
Technician Ghislain Neveu and Lot
Assistant Benoit Castonguay to design and
build a wheel dolly to move inoperable
four-wheel-drive vehicles safely through
the lanes. The dolly uses the hydraulic
functionality of the tow truck to secure the
wheels quickly and automatically, allowing
the tow truck to do all the work.
The innovative dolly is designed
ergonomically, lifting and lowering so
that the manual tasks can be done without
bending down. The dolly enables auction
employees to move inoperable vehicles in
a way that’s safer for both workers

Leaders at ADESA Montreal share the 2017 national award with Safe T. Sam.
(L to R): Simon Robitaille, Regional Vice President and General Manager;
Safe T. Sam; Maxime Chaumont, Human Resources Director ; and Bruno
Felaco, Health and Safety Manager

and customers.
Felaco recognized the value of the inventive
design and submitted the project in the
competition.
“This invention is an example of ADESA team
members collaborating to create a quick and
simple apparatus that delivers results,” said
Trevor Henderson, chief operating officer of
ADESA Canada. “Employees saw a problem and
found a way to solve it using their knowledge,
skills and experience. Innovation means
continuous improvement, and we’re proud to
empower our employees so that they can make
a difference.”
ADESA, a business unit of KAR Auction
Services, is a leading provider of vehicle auction
and remarketing services. The company has 14
auction locations across Canada and 75 vehicle
auctions throughout North America.

Cox Automotive Presents Motorcars
Honda with Leader in Sustainability Award
With sustainability and community
service acting as driving forces behind
how it operates its businesses, Cox
Automotive presented the third
annual Leader in Sustainability Award
to Motorcars Honda at the 2017
Automotive News Best Dealerships
to Work For celebration this week.
Presented by Joe George, senior vice
president of Vehicle Advantage for
Manheim, this award recognizes
a dealership for outstanding
contributions in sustainable
programs, with a focus on innovation,
creativity and engagement with
community and employees.
“At Cox, being good stewards of the
environment and inspiring others to
protect our national resources is in
our DNA,” said George. “Motorcars
Honda is a wonderful example of
conservation commitment in action,
and we’re excited to celebrate their
success with the Cox Automotive
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Leader in Sustainability Award.”
Motorcars Honda stood out among
this year’s contenders for the Leader in
Sustainability Award for the dealerships’
numerous conservation efforts across
carbon, water and waste. The dealership,
based in Cleveland Heights, Ohio, installed
the largest singular solar array at a
dealership to become the first carbonneutral dealership in the world. The
array generates 50 to 70 percent of the
business’s energy needs. To conserve
water, Motorcars Honda uses recycled
water in its Rainforest Car Wash. And, at
the facility, the dealership implemented a
recycling program, which it encourages staff
and customers to use, to help with waste
diversion. Beyond the dealership’s four
walls, Motorcars Honda staff extends
their efforts to the community through
several engagements.
“Like our team at Motorcars Honda,
Cox Automotive understands that every
step we take today toward conservation

(L to R): Matt Gile, Motorcars Honda General Manager;
Chuck Gile, Motorcars Honda Owner, and Joe George,
Manheim Senior Vice President

helps shape a better future for our children
and our communities,” said Chuck Gile, owner
of Motorcars Honda. “We are honored to be
recognized for our efforts to reduce our impact
on the environment and inspire change in our
employees and neighbors.”
For leadership in promoting green business
practices and making a difference through
community service, Motorcars Honda will receive
$10,000 to fund a sustainability project, as well
as an energy audit from the Cox Conserves team.
As a part of Cox Enterprises, Cox Automotive
participates in the national Cox Conserves
sustainability program, which is celebrating its
10-year anniversary. The vision of Cox Conserves
is to create positive environmental change in
communities by operating in ways that reduce
the company’s impact and inspire employees,
customers, suppliers and partners.
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AUCTION NEWS

Lone Star Auto Auction Has Tall
Texas Tale Associated with Founders
A World War II-era Quonset hut in
downtown Lubbock, Texas, seemed
an ideal location for auctioneer Don
Hamilton and his business partner to
open an auto auction back in 1985.
Hamilton and his partner, rumored
to be fond of gambling, opened in that
steel building what has grown to be Texas
Lone Star Auto Auction of Lubbock in
1985. The auction remained a familyowned-and-operated business until
December 2016, when the Indianapolisbased XLerate Group acquired the sevenlane simulcasted auction that runs about
750 vehicles each week.
While Hamilton remains an auctioneer
in the Lubbock area, the auction changed
hands several times, one time as Texas
legend has it, resulting from a Gin
Rummy game.
Current Lone Star General Manager
Dale Martin said his brother-in-law,
Billy West, won Hamilton’s partner’s
interest in the auction after the card
game in 1986, and in 1987 West moved
the auction to its current location in the
southeast corner of Lubbock near the
city’s Highway Loop 289.
After a year passed, West acquired
sole ownership of the auction and ran it
along with his wife, Billy June (B.J.)West
for the next two years. Billy West died in
1988. B.J. West continued to operate the
auction and later married Jim McNulty.
She passed away from cancer in 2006,
leaving the auction to McNulty.
“I worked for Billy as a manager at
Billy’s Auto Sales, a buy-here-pay-here
dealership in Lubbock in the 1970s,”
Martin said. “I was right out of college,
and I later worked at a Ford dealership in
Lubbock.”
Martin moved over to the auction in
2000, working alongside his sister B.J.
“Back then we struggled to get 100
cars a week,” Martin said. “I recall my
sister saying to the sales team, ‘Can’t you
just go out and find us 100 cars?’”
The auction grew over the years
and while it remains a strong dealerconsignment sale, about 65–70 percent,
today it has institutional relationships
with area banks and credit unions,
Santander, Chrysler Capital, GM
Financial, Donlen, Credit Acceptance/
VRS and SRG to name a few.
The auction offices and lanes are
enclosed in a 50,000-square-foot
building that rests on a 110-acre site with
22 acres of improved asphalt or concrete.
The auction has about 150 full- and parttime staff working on its Wednesday
sale day. It operates an auto transport
division and has a full reconditioning and
mechanical shop.
“We have close relationships with
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several body shops in town, and they handle
our body work,” Martin said.
He said the decision to sell the auction was
not easy for McNulty, but he felt the time was
right.
“It was about a six-month process from start
to finish,” Martin said. “XLerate did thorough
due diligence, and I was impressed with the
systems they have designed to complete that
process.”
XLerate now operates 15 auctions across
the United States including three in Texas,
(Texas Lone Star Auto Auction in Lubbock,
Texas Lone Star Auto Auction in Carrollton
and El Paso Independent Auto Auction) two
in Michigan (Greater Kalamazoo Auto Auction
and Grand Rapids Auto Auction), Badger State
Auto Auction in Wisconsin, Corry Auto Dealers
Exchange in Pennsylvania and Charleston
Auto Auction in South Carolina. The group also
runs Auctions in Motion, which is comprised
of three brick and mortar, mobile and onsite
auctions in California. Also, Your Auction
in Florida operates sales in three separate
locations.
The company set up a platform so owners
and managers from potential acquisitions are
able to plug in the required information easily,
as well as upload all required documentation.
“They made it simple to work through the
process,” Martin said. “Once they made their
offer, it was a simple negotiation.” Now,
almost a year later, the transition process has
been easy.
Most senior management at the auction has
remained the same, though there have been a
few changes, Martin said, noting that XLerate’s
leadership looks at an auction’s management
team closely in their due-diligence process,
understands the value these people bring to
the organization and makes every effort to
keep the structure of the acquisition the same.
“One of the best results of the acquisition
is the support we get from the XLerate team,”
Martin said. “We got a lot of support in helping
us to analyze our data and extract more
information from numbers we always had.
XLerate has the resources to help us be fully
compliant with all CFPB security concerns that
we struggled with as an independent auction.
This definitely helps with institutional clients.
Last year was my first NAAA convention as an
XLerate member auction. XLerate already had
meetings set up with clients, and we had lunch
with one of the clients I had been chasing for
10 years. It certainly has made these meetings
easier and much more productive. It’s been a
learning experience for me.”
With nearly 60 acres of undeveloped land
surrounding the existing facility, there’s plenty
of room for growth, and there are plans in place
for expansions.
Martin said the auction will add a new recon
facility and also expand the office and lanes
existing footprint.
“We have all vehicle storage in a secured

area, and we plan on adding two more lanes as
we continue to grow,” Martin said.
Lubbock is more than 500 miles from
Houston, which is still recovering from the
torrential rains of Hurricane Harvey. However,
the tens of thousands of flood-damaged
vehicles and high demand for replacements is
having some effect on the Lubbock market.
“We are seeing a growing number of dealers
coming into our market from the Houston
and surrounding areas looking to purchase
vehicles. This infusion of new buyers is
strengthening our prices from what was
already a strong market to an even stronger
one,” Martin said.

Cox Automotive Names
Patrick Brennan as Senior
Vice President of Inventory
Solutions, Marketplace
Cox Automotive
has named Patrick
Brennan as senior vice
president of Inventory
Solutions, Marketplace
following the recent
promotion of Grace
Huang to president
Patrick Brennan named
of the Inventory
Senior Vice President
Solutions Group.
of Inventory Solutions,
In this newly titled
Marketplace at Cox Automotive
role, which reflects
the company’s
commitment to transform its operations into
an all-inclusive, 24/7 seamless marketplace,
Brennan leads auction and digital operations
for Inventory Solutions. He and his team are
responsible for building upon the multi-year
investment enabling clients to buy and sell
cars more efficiently and effectively—and
other inventory solutions products—whenever
and wherever they choose.
“Simply put, Patrick knows our business,”
said Grace Huang, president of Cox
Automotive Inventory Solutions. “He is a
respected, trusted leader with a proven track
record who is well equipped to drive Inventory
Solutions Marketplace to deliver greater
efficiencies and better serve clients and
our industry.”
Backed by his more than 25 years of working
with the company, Brennan most recently
served as senior vice president of Logistics
Solutions for Cox Automotive, improving
the efficiency and client experience of Ready
Logistics and Central Dispatch. Prior to that,
he held positions of increasing responsibility
with Cox Automotive and performed in
operational and finance leadership roles
for Manheim.
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Manheim Selects Two New General
Managers in Southeast

To support its efforts to drive future region
growth, Manheim has announced the
selections of Noel Kitsch as general manager
of Manheim Georgia and Joey Satfield as
general manager of Manheim Fort Myers.
Kitsch joined Manheim in 2001 as a
dealer sales representative and went on

to various roles with
increasing responsibility
within the company. He
was most recently the
senior assistant general
manager at Manheim
Central Florida. Kitsch
has a proven record of
building strong customer
relationships, including
acting as both the
assistant general manager
and dealer services
manager at Manheim Orlando as well as
serving in the assistant general manager
role at Manheim Dallas.
“Noel’s record of exceeding company
goals and client expectations, along
with his ability to build strong client
relationships and effective teams, make

him a terrific fit for Manheim Georgia,”
said Mark Ford, Manheim regional vice
president, Southeast.
Satfield joined Manheim in 2013 as a
field sales representative at Manheim
Lakeland. He most recently served as
assistant general manager at Manheim
Kansas City, where he worked in
partnership with clients to help them
take advantage of the full line of Cox
Automotive products and services to
improve their business. Prior to this
role, Satfield served as dealer services
manager at Manheim Orlando.
“In his new role, Joey will help
Manheim Fort Myers deliver strong
year-end results for Manheim and its
clients,” said Tim Janego, Manheim
regional vice president, East.

Manheim Wilmington Celebrates
Grand Opening

Manheim Wilmington celebrates grand opening.

As part of its strategy to expand into
underserved markets in the United States,
Manheim celebrated the grand opening of
Manheim Wilmington on September 15. The
event supports Manheim’s mobile growth
strategy and recognizes growing demand from
area dealers for a permanent site to conduct
business. Manheim’s mobile auction presence
in Wilmington is one of the company’s
longest tenured.
“Due to overwhelming interest from
our dealer clients, the Wilmington sale has
experienced significant growth, more than
doubling in volume in the last few years,”
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said Kevin Cook, general manager at
Manheim Wilmington and Manheim North
Carolina. “Over 25 consignors now run
more than 225 cars per week, proving that
this location is ideal for a more permanent
home. We’re looking forward to being able
to offer more full-service options to an
even wider range of clients.”
With two lanes equipped for in-lane
and online auction capabilities, Manheim
Wilmington also offers inspections,
enhanced imaging, OVE, financing options
through NextGear Capital and all other
floorplan companies, as well as assurance

packages through DealShield, consistent
with some of the key services offered at
larger Manheim locations. This move is in
line with the overall local and mobile growth
strategy, designed to meet the needs of a
variety of sellers—from independent dealers
to franchise and commercial consignors—
enabling them to do business when and
where they need.
“Our expansion decisions are always
driven by our clients,” said Matt Laughridge,
director of mobile auctions at Manheim.
“We have worked closely with our dealer
clients throughout the region to identify
opportunities to provide a marketplace
that often delivers greater net value than
traditional dealer-to-dealer sales. And with
the Manheim Simulcast and OVE platforms,
we can extend the buyer base and help our
sellers achieve even greater success.”
The Wilmington location began 10 years
ago as a traditional mobile auction, running
out of a custom trailer at multiple locations
in Jacksonville and Wilmington, North
Carolina. For the permanent location,
Manheim partnered with its current host,
D&E Mitsubishi, to build out a two-lane
auction facility, and added 10 full-and
part-time roles.
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ADESA Birmingham Raises Funds for
Make-A-Wish Alabama

(L to R, Back Row): April Jones, Ty King, Lecresha Herring, Tanya McGinnis, Kelli Nichols, Mike Marty, Amy Elder.
(L to R, Front Row): Jeff Allen, Trey Cleckler.

ADESA Birmingham raised $16,000
for Make-A-Wish Alabama through a
tailgate bash and charity auction. This is
the third year the auction has partnered
with the charity.
The mission of Make-A-Wish Alabama
is to grant the wishes of children with
life-threatening medical conditions.
Past wish recipient Colton attended the
tailgate bash to give a face to the cause.

More than 300 children in Alabama
are on the list to have a wish granted.
Items up for auction included
football helmets, Yeti cups and cooler
bags, and college-football-themed
framed prints. A corn hole board
fetched $4,000. Altogether, the
charity auction brought in $11,000.
ADESA Birmingham collected another
$5,000 in donations.

(L to R, Back Row): Judy Benton, Sherri McFarland and Gina Oden from the
AIADA Ladies Auxiliary; Pam Jones, President and CEO of Make-A-Wish
Alabama; Randy Jones, AIADA Executive Director.
(L to R, Front Row): Trey Cleckler, Dealer Sales and Services Manager; Colton,
past wish recipient; Eric Jenkins, General Manager of ADESA Birmingham

Cox Automotive Delivers Support
During Puerto Rican Hurricane

Cox Automotive delivers support during Puerto Rican hurricane

When it comes to core business values, it’s
challenging to connect lofty corporate goals
with day-to-day operations, but not so for Cox
Automotive. The privately held company has long
espoused the priority it places on employees and
clients, but its response to Hurricane Maria and
the Puerto Rican devastation proves those values
are more than just a nice sentiment.
Before Hurricane Maria made landfall on
September 20, 2017, Cox Automotive put
infrastructure and teams in place to provide
WWW.NAAA.COM

recovery supplies for its 30 employees.
After the storm passed, the company’s
first action was to confirm the safety of
those employees.
“Cox Corporate Security did an
amazing job finding our people and
providing much-needed assistance
without the use of conventional tools
like cell phones and email,” remarks
Cox Automotive’s President of Inventory
Solutions Grace Huang. “The safety
and well-being of our team members
is always our top priority, and everyone
felt tremendous relief when all were
accounted for.”
The company then turned its
attention to relief efforts, airlifting
10,000 pounds of water, two filtration
systems, generators plus diesel fuel to
power them, batteries, tarps and 480
MREs (Meal Ready-to-Eat rations). But
they weren’t done.
Financial assistance in the form of

checks was delivered to employees from
the Cox Employee Relief Fund, a nonprofit fund designated for Cox employees
impacted by natural disasters, injury,
illness or loss of a family member.
At the same time, a cross-company
team was formed to help impacted clients
get back to business as quickly as possible.
The team identified and contacted qualified
clients with temporary technical, logistical
and financial assistance, putting the full
power of Cox Automotive’s portfolio to
work for them.
These comprehensive relief efforts
made it possible for Manheim Puerto
Rico to host its first post-hurricane sale
October 12, a critical component to helping
residents replace flood-damaged vehicles
and a sign of hope that normalcy is
returning to their lives and businesses.
Of the 200 vehicles offered for sale, 70
sold and 30 additional vehicles were
pending sale.
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ADESA Indianapolis Supports Manheim and
by
Juvenile Diabetes Research Remarketing
Element Team Up

ADESA Indianapolis raised over $36,000
for the Juvenile Diabetes Research
Foundation (JDRF) at a charity event that
combined a wine-and-beer tasting with
live and silent auctions.
More than 350 people attended
the “Uncorked and On Tap” gala. All
proceeds went to JDRF, an organization
dedicated to funding research to end
type 1 diabetes.
General Manager Dave Emerson
served as emcee, urging guests to buy
event T-shirts and 50/50 tickets and to
bid high on auction items.
The live auction included items such
as bourbon barrel lids signed by Edsel
B. Ford II, a member of the board of
directors for Ford Motor Company,
and a painting of the event, created
by Indianapolis artist Nicholai Shaver
during the evening. Many pieces were
handcrafted by ADESA Indianapolis
employees.
A similar event held at the auction in
2016 brought in a crowd of 150 and raised
more than $16,000.
ADESA, a business unit of KAR Auction
Services, is a leading provider of vehicle
auction and remarketing services. The
company has 75 auction locations across
North America.

for ‘Race to Give’
Campaign:
OVER $150,000 RAISED AND
DONATED TO THE AMERICAN
RED CROSS

ADESA Indianapolis General Manager Dave Emerson emceed the
“Uncorked and On Tap” gala to raise funds for JDRF.

Doug Shore, Regional Vice President Central Region, Shawn Ward,
ADESA Indianapolis, Assistant General Manager and Dave Emerson,
General Manager at the “Uncorked and On Tap” gala for JDRF.

Manheim Employees Volunteer
in Puerto Rico Relief Efforts
With roughly 80 percent of homes in
Puerto Rico still without power, Manheim
Caribbean employees stepped up to cook and
deliver meals and water to the devastated
Puerto Rican community of Ingenio, Toa
Baja. The employees at the auction, which
is located in Ingenio, consider themselves
part of the community—one of the hardest
hit areas on the island. With floodwaters
reaching the rooftops, the Manheim team
organized and mobilized much needed food,
water and essentials and began making daily
deliveries to this town. These types of relief
efforts continued more than six weeks after
Hurricane Maria made landfall, as much of
the island was still without power.
“We are working closely with a
neighboring church and local leaders to help
our community of Toa Baja,” said Manheim
Puerto Rico General Manager Nelson Acosta.
“As a company, we have a history of giving
back and believe that every organization and
person can make a difference when it comes
to helping their communities.”
Manheim’s commitment to helping
the people of Puerto Rico remains steady
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Manheim Caribbean employees stepped up to cook and deliver meals and
water to the devastated Puerto Rican community of Ingenio, Toa Baja.

as the company continues to schedule
volunteers, cook food and deliver essential
goods to the community on a daily basis. A
team of 30 delivered more than 850 meals
and 41 gallons of water. These efforts,
in conjunction with those of the Federal
Emergency Management Agency, are part
of the larger, ongoing relief efforts that
the U.S. agency is citing as the longest
sustained relief-aid airdrop in history.
“The desire and resilience of our people
to continue to serve their community—
even as some still face hardship
themselves—is a testimony to what
makes Cox Automotive special,” remarks
President of Inventory Solutions Grace
Huang. “We are proud of our team and
their efforts to help those in need.”

As part of the Manheim and Remarketing
by Element “Race to Give” national marketing
campaign held last year from July 1 to
September 30, over 30 Manheim auctions
across the United States hosted creative
fundraisers to support the American
Red Cross.
Fundraising efforts ranged from sports
memorabilia silent auctions and gift basket
opportunity drawings to auctioning off a red
car. Managers and supervisors were even
willing to take a pie in the face for the cause.
Collective fundraising efforts generated over
$150,000 and ample awareness of Red Cross
programs and services. The funds are staying
local where they were raised, helping to
support the local Red Cross chapters’
disaster relief.
In addition to raising funds, local-level
involvement included holding blood drives ,
hurricane-relief collection drives, and teddy
bear builds as well as assembling comfort kits
and installing smoke alarms.
This year, Remarketing by Element added
a “Race to Give Impact Award Challenge”
as a way of recognizing the auction with
the most impactful campaign. A disasterrelief vehicle will be donated to the winning
auction’s local Red Cross chapter. Emergency
response and fleet vehicles are essential to
Red Cross disaster relief operations. When a
disaster strikes, Red Cross responders deploy
emergency response vehicles to affected
areas to provide food, water, relief supplies
and comfort to people in need. The winning
auction was announced during the 2017
Remarketing by Element Excellence Award
dinner held on November 30, 2017.
“Ongoing financial support from members
of the Disaster Responder Program, like Cox
Automotive, helps create a reliable funding
base for disaster-relief services, providing
food, shelter, emotional support and other
essential assistance,” said Don Herring,
Red Cross Chief Development Officer. “Cox
Automotive is essential to our ability to
assist disaster survivors and support the
first responders and volunteers who work
tirelessly at the scene of a disaster.” Across
the nation, 365 days a year, Cox Automotive
team members, clients, family and friends are
proud to rally around the cause to help further
the partnership.
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