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leaders’ message

Revolutionary
Relationship Building
During a steamy July in Philadelphia 238 years ago, delegates
from Great Britain’s 13 American colonies proclaimed independence,
launched a revolution and founded a nation
that’s still going strong today. But before
they could unite in signing their names to
the Declaration that hot summer of 1776,
that diverse group of 56 men with a variety
of backgrounds and cultures ranging from
New England to Georgia had spent more than
a year building relationships and working
together as the Second Continental Congress.
In fact, we probably wouldn’t be
Jack Neshe
celebrating the Fourth at all if the Founding
President of NAAA
Fathers had failed to form a solid team
(which is no doubt one of the most formidable ever assembled in
history). George Washington, Thomas Jefferson, John Adams,
Benjamin Franklin, Alexander Hamilton and the rest were
all brilliant, talented, successful individuals — but none of
them could have led the colonies to victory and created a new
government alone. It took teamwork.
We believe there’s nothing more important — and fulfilling —
than establishing and growing professional relationships with
customers, employees, vendors, colleagues, elected officials,
policymakers and, of course, our members. Each link
you forge makes a stronger business, association and
industry in a chain of success.
That’s why we’re continuing to build bonds
in various ways. For example, this month the
incoming presidents of the National Auto Auction
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Association’s (NAAA’s) four chapters will come together at our
headquarters for a two-day briefing to assist them in preparing for their
terms in office. In addition to providing them
with a clear understanding of NAAA’s goals,
initiatives, resources and industry issues, our
aim is to encourage greater communication
and foster support among the chapter officials
as a team.
Also, we have reached an agreement
with Cherokee Automotive Group (CAG) to
combine our annual fall convention with its
National Remarketing Conference, beginning
Frank Hackett
in 2016. Held in November during CAG’s
CEO of NAAA
Used Car Week, this merger offers increased
networking opportunities concentrated in a single place at one time for
even greater value to our members.
And we’re strengthening our voice in Washington yet again by
welcoming the National Auctioneers Association (NAA) as another
member of our advocacy team. NAA joined us for a legislative liaison
“Day On The Hill” last May (see the story, p. 10). Since forming a
strategic partnership with the National Independent Automobile
Dealers Association (NIADA) and the National Automobile
Dealers Association (NADA) two years ago, we’ve seen the
definite benefit of having a cooperative presence to protect
the interests of our members and the industry. It’s obvious
that teamwork gets attention on Capitol Hill.
While starting and maintaining professional
relationships requires effort and even some sacrifice, we’ll
continue to do it because the rewards are many.
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Arbitration Corner

The Value of
Arbitration Risk
Management
During my years in arbitration I have
learned the importance of risk management,
which includes incident prevention, warning,
and suppression to mitigate damage from
potential events.
For example, fire codes require buildings
to include both fire alarms and an
authorized suppression system like ceiling
sprinklers. Statistics show us sprinklers
typically contain more than 90 percent
of a fire. These controls have two distinct
primary functions: The alarm warns people
of a fire and the sprinklers attempt to
contain it. The more important question I

believe is: How do we prevent the fire from
happening in the first place?
For most auctions, the arbitration
department only reacts to an issue (e.g., the
sprinkler system) stemming from a dispute
between buyer, seller and sometimes the
auction itself. I have found most disputes
include but are certainly not limited to:
• A required disclosure by the seller
wasn’t made.
• A disclosure was made, but it did not
explicitly identify the real issue.
• A buyer’s claim does not meet the
eligibility requirements for arbitration.

When selecting
an auction
Look for the symbol
www.naaa/memebersearch

• A complaint about an auction’s product or service.
Arbitration metrics (the fire alarm) are an excellent
source to start with when analyzing your selling or
buying risks. These metrics can warn management
of developing problem areas that require attention.
They should, however, only establish a baseline.
More detailed process metrics, or quality at the
source, should be established at the root-cause level,
along with ways of improving outcomes (e.g., fire
suppression) and changing processes to keep potential
issues from happening (e.g., prevention).
Once the issues are identified, their frequency,
detection methods (controls) and effects should be
captured. This will help us better understand the
severity of certain issues and aid in prioritization
of problem solving. Understanding your total value
stream from a buying or selling point of view will
improve understanding of where these issues originate
and how they affect steps downstream.

Arbitration metrics
(the fire alarm)
are an excellent
source to start with
when analyzing
your selling or
buying risks.
The main benefits of risk management in
arbitration include:
• Policy disclosure compliance and
arbitration prevention.
> Helps avoid issues internally and externally.
• Optimizes operating performance that
reduces arbitration.
> Improves the understanding of the full range of
risks facing your entire value stream.
> Helps identify best practices and strategy risks.
•S
 ustains or improves your brand.
> Be the seller everyone buys from.
> Be the buyer every seller looks for.
• Shareholder value enhancement.
> Better returns.
> Faster process.
You have multiple choices to mitigate risk. The
simple choices are avoidance or prevention, reduction,
transfer or acceptance. Knowing your entire value
stream will help you mitigate risk where it matters
most to support your company’s goals and industry
compliance requirements.
Please let us know how we can help at www.naaa.com.
Matt Arias
Manheim Director of
Operational Excellence
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legal briefs

NAAA Arbitration Policy
The National Auto Auction Association (NAAA)
is a membership organization, which seeks to
promote the highest standards of ethical conduct by
its member auctions in their business activities. As
a standard-setting organization, NAAA, with input
from industry experts and its Auction Standards
Committee, has developed a comprehensive
Arbitration Policy, which all member auctions are
expected to implement and employ.
The Arbitration Policy adopted by the NAAA
for its members is an important policy because its
purpose is to establish rating and process consistency
on a national basis and ensure that buyers and sellers
both feel they are treated fairly throughout the course
of the sales transaction. NAAA encourages all of its
member auctions to educate themselves about the
policy and rating practices. The Association provides
frequent educational webinars on various issues,
which may arise in the application of the policy.
Fairness is the goal. In fact, the policy begins
by reciting the
following:
1. “Fair and Ethical
Sale: The sales made
at an Auction are
intended to promote
fair and ethical
treatment to both the
Buyer and Seller. If
Auction determines
that the transaction is
not fair and ethical to
either party, the Seller
and the Buyer agree
that Auction may
cancel the sale, at its
sole discretion….”.
These are not
idle words – one of
the most important
attributes of NAAA
member auctions
is a commitment to
promote fairness and
ethical dealing for
all those involved in
an auction sale. In
fact, ethical and fair
conduct is why we
all are so proud to
display the NAAA logo.
Under the NAAA Arbitration Policy, both buyers
and sellers have responsibilities and, although the
auction itself is not a party to the sales transaction,
the auction does reserve the right to review any
audio/visual documentation to verify the accuracy
of the sale. NAAA auctions also make available
onsite an arbitration process to seek and to resolve
questions or controversies that may arise between a
buyer and seller. To ensure and preserve the integrity
of the onsite arbitration process, it is important for
member auctions and those involved in the sale
transaction to recognize that neither the NAAA

executive leadership nor members of the NAAA
Board can act as “policemen” of the arbitration
process. We bring this to our member auctions’
attention because it is not uncommon for a
buyer or a seller to contact the headquarters
of NAAA seeking interpretations or advice
about the Arbitration Policy. Our executive
leadership and Board cannot provide such
advice or counsel in a particular transaction.
NAAA’s executive leadership and Board exist
to serve NAAA member auctions and, as such,

should not be asked to and will not intrude into
disputes that may arise between buyers and
sellers of vehicles sold at auction.

By Thomas E. Lynch III
Esquire – NAAA
General Counsel

The Arbitration
Policy’s purpose
is to establish
rating and process
consistency on
a national basis
and ensure that
buyers and sellers
both feel they
are treated fairly
throughout the
course of the
sales transaction.
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safety first

As I look at photos of a wrinkled metal roof wrapped around a metal light pole, at
least three football fields from where it once covered an auction barn, I am thankful
the auction damaged by this storm should have adequate insurance coverage to
remedy its loss.
Insurance is often seen as a cost center. As a business owner, it can be tough to
take the time away from operations, customer relations and sales to spend the time
necessary to get a handle on your hazard and business risks and exposures. It’s no
secret that insurance is one of those things in life that doesn’t seem to matter until
an unfortunate event turns your world upside down. I could go in infinite directions
regarding available lines of insurance coverage, but with devastation staring me in the
face in the form of photos from a recent tornado, let’s talk about property coverage.
A few things to think about ahead of a property loss are the replacement cost limits
attributed to your real and business personal property, business income and extra
expense coverage, and deductibles. Danger lies in ignoring inflation and rising building
costs for a period of years and failing to increase the replacement cost limits on your
policy. Whether you get hit by a coinsurance penalty or insufficient limits to replace
your property, finding this out at the time of a loss can be financially devastating. Your
insurance professional should be able to point you in the right direction regarding
standard increases based on inflationary rates, or provide a cost estimate based on
your building materials and zip code. A local contractor can also give you an estimate
in writing as to what it would cost to replace your structures today (excluding site
preparation and foundation work).
Time-element coverage that pays for loss of business income, continuing expenses
and the extra expense to keep the doors open during the period of restoration can be
key in helping you survive in the aftermath of a storm. Study the options available to
you and make sure you are aware of any waiting periods and coinsurance provisions.
Work with your insurance professional to make sure you are on the same page with the
carrier as to what you expect to recover if you are shut down for a short or long period
of time. Deductibles on all lines of property coverage should be carefully considered.
While you do not want to trade dollars with the insurance company on smaller
losses, you also want to be sure to have the cash flow and credit available to maintain
operations in the event of a large-scale loss.
Outdoor property is another area that should not be overlooked, given that most
policies only cover limited perils. Wind is typically not an included peril unless the
item is specifically covered. Fencing is often not insured at auctions; the rationale is
that typically only a section of the fence will incur damage at any one time. While this
scenario might be true in cases of theft and vandalism, entire perimeter fencing can
be swept up by a tornado and twisted into what looks like a jumbled mass of folk art.
Bottom line, partner with your insurance professional and discuss various loss scenarios
so you have a realistic expectation as to what you will recover at the time of a loss. The
conversation will be much less stressful if you have it before a loss.

T

Are You
Covered?

Partner with your
insurance professional
and discuss various loss
scenarios so you have a
realistic expectation as to
what you will recover at
the time of a loss.

Michael J. Rohdy

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

NAAA and Partners
Take the Hill in

Force
Q

Legislative team spends a busy day in
Washington advocating for members’ interests

S

ome may think that dialogue is dead on Capitol Hill, but Hannes Combest came
away with a different impression after meeting with the bipartisan U.S. House and
Senate auto caucuses as part of the National Auto Auction Association’s (NAAA’s)
Day on the Hill in May.
“We had a very good conversation with the members following our
educational session,” remarks Combest, who as chief executive officer of the
National Auctioneers Association (NAA) was representing the newest strategic partner to
join NAAA and the National Independent Automobile Dealers Association (NIADA) in a
united advocacy effort. “This was my first time with the team advocating for the industry in
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Congress and I was impressed with the genuine
interest and support showed by both staff
members and the congressmen.”
Recognizing that NAA shares the same
objective of promoting and protecting the
interests of the auctioneering business through
proactive roles in the political arena, the group
formed a working relationship with NAAA earlier
this year. “When it comes to making an impact
in Washington, there’s definitely strength in
numbers,” observes Combest.
NAAA Legislative and Information Manager
Tricia Heon agrees, noting that since launching the
association’s federal lobbying initiative in 2011, the
expanding legislative liaison team — along with
the growing financial support of NAAA’s Political
Action Committee — has grabbed the attention of
the lawmakers in the nation’s capital.
“As a delegation of major groups united to
represent the interests of the remarketing industry,
those we meet with are much more engaged and
interested in what we have to say,” reports Heon.
“We received a lot of positive feedback from
congressmen’s offices about wanting to visit an
auction in their districts or having us present an
educational session to learn more.”
One example of the legislative team’s increased
influence was the acceptance by U.S. Rep.
Bill Shuster, chairman of the powerful House
Transportation and Infrastructure Committee, to
be the guest of honor and speaker at the event’s
kickoff breakfast. “Congressman Shuster is a busy
man who doesn’t attend just any event and being
able to attract the chairman of such an important
committee is a big deal,” explains NIADA’s
Executive Vice President Steve Jordan.
Following the breakfast briefing from Rep.
Shuster on issues before Congress relevant to
their members’ businesses, the delegation split
into three groups to conquer a heavy itinerary of
more than a dozen meetings with the offices of
both the House and Senate leadership, legislative
aides, and instrumental committees with major
influence on legislation of interest to auto auctions.
These included the Senate Commerce, Science
and Transportation Committee; the Senate
Environmental and Public Works Committee;
the Senate Banking, Housing and Urban Affairs
Committee; and the House Subcommittee on
Highways and Transit.
“With the expiration of the 2012 federal
transportation law looming at the end of
September and hearings on new bills reauthorizing
the act underway, we wanted to focus on the
leadership offices and key committee members and
staff involved in policymaking that has a major
impact on the auto dealer and auction industries,”
says Heon.
She recounts how two years ago an amendment
to the transportation bill, known as MAP-21, was
before Congress. If adopted, the amendment would
have mandated requirements for auto auctions that
would have dramatically altered their operations
to the point of making it financially impossible
to do business. But thanks to NAAA’s legislative
liaisons educating the amendment’s sponsor about
the damaging effects to the auction business, the
measure was withdrawn.
“We are monitoring this legislation and working
closely with our registered lobbyists and elected
officials to ensure there are no surprises like that
again and that the auto auction industry remains
protected,” assures Heon.
NAA’s Combest also introduced her new
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“We received a lot of positive
feedback from congressmen’s
offices about wanting to visit
an auction in their districts or
having us present an educational
session to learn more.”

NAAA Legislative
Q TriciaandHeon,
Information Manager

strategic partners to the two congressmen
— Rep. Billy Long of Missouri and Rep.
Jeff Duncan of South Carolina — who are
professional auctioneers and members of her
organization. “They’ve been very supportive
of our association and are champions of our
profession, so my goal was to expand that
working relationship to the advocacy team, just
as partnering with NAAA has really extended
our reach.”
And while NAA’s members are small business
owners who are chiefly interested in issues like
taxes and minimum wage hikes, Combest
says it was inspiring to see how the various
segments of the remarketing community, from
auctioneers and independent dealers to large
auto auction corporations can work together
for the good of the entire industry.
According to NAAA CEO Frank Hackett,
whether it’s in the halls of Congress or the
lanes of an auction, developing a working
rapport with business colleagues as well as
politicians and policymakers is vital to the
wellbeing of the auto auction business.

q

“Cooperation is key to everyone’s shared
success,” Hackett says, noting that the
contributions of financial support from
NAAA, NIADA and Manheim’s COX PAC
made the event possible. He also pointed out
that NAAA and NIADA alternate in planning
and leading the two annual advocacy days.
“It was a long but productive day,” he recalls.
“We educated our lawmakers on the role the
auction process plays in the used car market,
their contribution to the nation’s economy and
the benefits they bring to their local communities.

We also encouraged them to call on us as a
resource for issues concerning our industry.”
Combest sums up her inaugural Day on
the Hill as a great experience. “It was well
organized and we accomplished quite a bit in
just a single day. It was rewarding to inform
our representatives in Washington about our
businesses in their districts and how potential
changes in regulations can impact the
industry, affecting jobs and the livelihoods of
their constituents. It was very exciting; I know
we made a difference!”

ON THE COVER
Front Row (L to R): Emily Barber – State Line Auto Auction; Josh Bailey – Charleston Auto Auction, and Bobby Bailey – Whann Tech.
Middle Row (L to R): Beth Barber – State Line Auto Auction; Paul Barber – State Line Auto Auction; Wyatt Carter – Sanford Auto Dealers Exchange; Britney Smith - Dealers
Auto Auction of Idaho; Chrissy Briggs-Sellstrom – Greater Erie Auto Auction; Dustin Nutter – Direct Auction Services.
Back Row (L to R): Aaron McConkey – Auction Edge; Aaron Pyle – Capital City Auto Auction; Andrew Pyle – Mountain State Auto Auction; Brian McConkey – DAA Seattle;
Clint Weaver – Harrisburg Auto Auction; Cody Boswell – KCI Kansas City, and Kevin Jackson – Pittsburgh Auto Auction

july 2014

www.naaa.com |

NAAA On the block

11

association news

NAAA Announces 2014
Scholarship Recipients
Warren Young, Sr., Scholastic Foundation awards a total of $40,000 to 12 students
Marking its 10th year of assisting students in
achieving their goal of a higher education, the
National Auto Auction Association’s (NAAA’s)
Warren Young, Sr., Scholastic Foundation has
announced its scholarship recipients for 2014.
Since its creation in 2004, the nonprofit
foundation has raised more than $1.25 million
and awards a total of $40,000 in a dozen 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.
The awards are made using stringent
guidelines and recommendations developed
by Scholarship America, an independent
organization that reviews the applications.
Recipients are chosen based on a variety
of qualifications, including academic record,
leadership skills, honors, goals and aspirations,
work experience and community involvement.
Financial awards range from $2,000 per
association chapter for a 2-year college or
vocational-technical school to $4,000 per chapter
for a 4-year institution.
To be eligible, applicants must be either fulltime employees of NAAA member auctions or
corporate offices, their children or grandchildren,
and plan to enroll or be enrolled in full-time
undergraduate study at an accredited institution
for the entire upcoming academic year.
“Over the years, our Scholastic Foundation
has helped dozens of deserving students from the
NAAA family pursue their dreams of a higher
education,” said NAAA President Jack Neshe.
“And always, it was a challenge to choose from
the many qualified and worthy applicants.”
NAAA Chief Executive Officer Frank Hackett
noted that the scholarship fund has grown
within a decade to become a self-sustaining
resource that ensures a legacy of learning and
enhanced access to higher education for future
generations of the NAAA.
“The Scholastic Foundation is a major example
of our commitment to education and we’re
grateful for the benevolent spirit and generous
support of our membership that has made it
possible,” Hackett said. “Fostering younger
members of our industry to encourage their
participation today is essential for NAAA and the
remarketing industry of tomorrow.”
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Scholarship Recipients
Out of the 44 applications received for
the 2014-2015 academic year, the Warren
Young, Sr., Scholastic Foundation selected
the following outstanding students for
scholarships:

Auction Broadcasting
Company Scholarship

Carolina Auto
Auction Scholarship

Auction Insurance
Agency Scholarship

Student: Brooke Barker
Parent: Jerry Barker, Greensboro Auto Auction

Southern Chapter
Scholarship

Student: Leah Boyd
Parent: Eric Boyd, Oak View Auto Auction

American Auto Auction
Group Scholarship

Student: Logan Swofford
Parent: John Swofford, America’s Auto
Auction – Austin/San Antonio

Indiana Auto Auction
Scholarship

Student: Alyssa Price
Parent: Angie Price, Alpine Auto Auction
of Gaylord

Midwest Chapter
Scholarship

Student: Jennifer Wolfsohn
Parent: Phillip Wolfsohn, Manheim Milwaukee

w w w . naaa . c o m

Student: Adrian Lokey
Parent: Candie Lokey, Manheim
Harrisonburg

Student: Julia Liberto
Parent: Vivian Liberto, Buffalo Auto Auction

Western Chapter
Scholarship

Student: Baylie Smith
Parent: Russell Smith, Dealers Auto Auction
of Idaho

Black Book Scholarship

Student: Ashley Wassom
Parent: Robert Wassom, Brasher’s Portland
Auto Auction

Black Book Scholarship
Student: Nicholas Blake
Parents: Dave Blake, DAA Seattle

Ruth Hart-Stephens
Memorial Scholarship

Student: Marina Pettinicchi
Parent: Jackie Pettinicchi, KAR Auction
Services, Inc.

Manheim Scholarship
Student: Roger Canfield
Parent: Thomas Canfield, Manheim
Milwaukee
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New
Reconditioning

AUCTION NEWS

Facility for
Greater
Milwaukee
Auto Auction

The new on-site reconditioning facility at the
expanded 35.5 acre Greater Milwaukee Auto
Auction now includes three long wash lanes, a
five-car service department, full body shop, auto
upholstery and offices for its fleet consignors.
“We have separate fleet check-in lanes designed
for condition report writing, that leads right into
our new recon building,” said auction president
Kristie Griffin.

Making a Difference
at Manheim Detroit

Manheim Employees Collect 130 Bags of Trash, Help Beautify
Auction Grounds and Preserve the Environment
In an effort to clean up and preserve the
environment, a group of more than 100
employees from Manheim Detroit spent more
than three hours on May 2 collecting 130 bags
of trash from the grounds and areas around
the Carleton, Mich., location and the facility’s
separate Flat Rock marshaling yard.
“I was very impressed with our team
and the dedication our Manheim Detroit
volunteers showed,” said JD Daniels, general
manager at Manheim Detroit. “They worked
very hard to preserve the environment, give
back to the community and go that extra mile.
Our crew went above and beyond to volunteer
their time after work to make a difference in
the community.”
The group volunteered to collect trash
and debris on the grounds of the 200-acre
Manheim Detroit property, along the property’s fence lines, in the adjacent wetland and
farm field areas near the auction and at the
marshaling yard.
To provide a little extra motivation for the
volunteers, Manheim Detroit held a contest to
see which teams could pick up the most trash.
The winning squad collected 18 bags of trash.
“We were all blown away by the participa-

tion,” said Diana Ohanesian, Manheim Detroit
controller and event organizer. “Detroit truly
takes pride in having a clean environment and
we had a great time making it happen. Our
volunteers are already asking when the next
event will be.”
An eight-member conservation committee,
which includes members from several auction
departments, is planning additional events for
2014 at Manheim Detroit’s 600 Will Carlton
Road facility.

NAAA Dynamic Leadership Institute a Success
This year’s leadership program hosted by
the Ritz-Carlton Service Training Center on
April 6-7 at the Ritz-Carlton Washington,
D.C., was sold out for a third year in a row.
Attendees got a firsthand look at the philosophy, corporate culture, business practices and
legendary service of a five-star luxury hotel
company that sets the gold standard for the
hospitality industry worldwide. The program
offers attendees’ business applications and
customer-oriented services that can be

july 2014

applied to expand their own jobs, businesses
or careers.
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ADESA
Provides
Healthcare is Alive and Well Education,
at Greensboro Auto Auction Resources
to Dealers
auction news

Promoting wellness among the 1,150 people
employed by Dean Green in Greensboro, N.C., has
become a full time occupation for Carol Womble, the
HealthStat nurse practitioner who delivers services
at a several-hundred-square-foot clinic located at the
bustling auction.
Green, a longtime National Auto Auction
Association (NAAA) member, is the owner of
Greensboro Auto Auction, one of the largest
auctions in the southeast region of the United
States. The 16-lane facility, which includes “The
Palace,” a climate-controlled facility that can
accommodate over 350 vehicles, consistently offers
more than 3,000 vehicles a week. Green’s facilities
can accommodate thousands of dealers and as
many as 5,000 vehicles.
Green opened the auto auction in 1986; it now
employs 850. He also owns two auto dealerships,
Ford Motor Co. and Lincoln Mercury stores, and a
construction firm,
which
together
employ an additional 300. Green has always offered
health care to his employees. More than two years
ago he decided some of his employees’ health services
could be provided onsite, making it more convenient and practical for them and, at the same time,
reducing costs.
“We perform random drug tests at our business
on a regular basis and, while important, [they]
were an expensive proposition,” Green said. “We
now provide those services at our own onsite clinic
at the auction for all of our employees.”
Drug tests, however, are just a portion of the
services Carol Womble, the nurse practitioner, provides at the facility. She can treat minor injuries;
draw blood for PSA screening, cholesterol checks,
or other tests; and assist with wellness services
such as diet and exercises regimes.
Green said HealthStat, which states that it “takes
a proactive approach to improving employee health
and wellness, lowering healthcare costs, decreasing
absenteeism and increasing productivity,” assists
employers in setting up onsite facilities, and gives
nurse practitioners like Womble direct access to
physicians to assist in writing prescriptions and
escalating more serious injuries and illnesses to
emergency rooms or other medical facilities.
There was an immediate financial benefit to
Green’s enterprises: His accountants told him the
businesses saved more than $200,000 the first
year and will likely save more than that the next
year.
Green said that people are more likely to use
the on-site services than they are to go to other
health-care facilities. “They can make an appointment and they can go at their convenience during
the day, and don’t have to drive across town or sit
in a waiting room, avoiding a 30-mile round trip
and losing a half day of work.”
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Having this ease of access promotes wellness.
Employees are more likely to quit bad habits like
smoking or start good habits like improving diet
and exercise.
Green said having the onsite facility is not
without its costs in additional liability and malpractice insurance, but the benefits far outweigh
their costs.
“When we look at the total cost savings, it
doesn’t include the things we can’t add like increased productivity, or the employee who went to
the clinic and was diagnosed with the flu and sent
home, who may have otherwise stayed at work
causing further infection throughout the staff.”
Green is so pleased with the clinic and having
happier and healthier employees, he is looking
into adding additional services such x-rays and
onsite dental services.
“We are seriously considering adding a fulltime physician and an additional nurse to the
clinic and, in the future, opening up the services to
the employees’ families,” Green said.
Until recently, there were no costs to employees
for their health insurance, but recent changes to
laws and increased costs required a small premium payment from the employees. Non-smokers
now pay $10 a week and smokers $12 a week.
Their health benefits are through Blue Cross Blue
Shield of North Carolina. Green said the insurer
has assisted his businesses in setting up the clinic
and works with Green in promoting wellness among
his employees.
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Today’s auto auction marketplace is filled with
new technology, the latest apps and added competition in the lanes. As a result, some dealers
are faced with more and more challenges when
trying to find the cars they need to stock their
dealership lots.
In response, ADESA has mobilized nearly
300 employees dedicated to providing education and additional resources for dealers to
find the inventory they need—namely in the
online marketplace on ADESA.com. First, it is
important to understand the customer’s unique
needs. Then, this team specifically targets the
training to better assist dealers when buying and
selling online. This approach provides greater
one-on-one interaction and supports customers
at every stage of the decision-making process in
the online marketplace.
This team regularly visits dealers on their
lots and also connects with dealership buyers
at physical auction locations—even personally
demonstrating how to use the latest technologies
to the dealer’s advantage. Along with attending traditional “brick and mortar” auctions, it
is important for dealers to be proactive and
incorporate online buying and selling strategies
to ensure long-term success.
More and more dealers are seeing the benefits
of buying and selling online. They understand the
importance of embracing online partnerships—
such as ADESA’s comprehensive online buying
and selling solutions and resources—to stay
ahead of the competition.

ADESA Little
Rock and Dealers
Raise Money for
Tornado Relief
In the wake of the recent severe storms and
devastating tornadoes that slashed a swath of
destruction across Arkansas in March 2014, the
employees and dealers of ADESA Little Rock
have rallied to help their community recover
from the tragedy.
Inspired by Auctioneer Steve
Sims, ADESA and sister company Automotive Finance Corporation raised nearly $60,000 with
a charity fundraising auction.
Items for the auction block donated by the two
businesses included a chainsaw, rake, tote bags
and more. ADESA also contributed $5,000 in
cash to the relief efforts of the American Red
Cross of Greater Arkansas.
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Manheim Pennsylvania Honored
for Energy-Efficient Parking Facility
As part of the U.S. Energy Department’s
commitment to helping U.S. businesses save
money by saving energy, the department’s Better
Buildings Alliance is supporting the Lighting
Energy Efficiency in Parking (LEEP) Campaign.
More than 100 U.S. businesses and organizations
— including Manheim Pennsylvania—have
participated in the campaign and plan to or have
already installed energy-efficient lighting in their
parking lots and garages.
Manheim Pennsylvania Vice President and
General Manager
Julie Picard
recently accepted
the “Highest
Absolute Annual
Energy Savings in a Retrofit at a Single Parking
Area” award given to Cox Enterprises for the Manheim Pennsylvania project.
In the spirit of its dedication to saving energy,
Manheim Pennsylvania decreased the energy use in
its 13,500,000-square-foot parking lot by switching
to reduced-wattage lamps and a wireless control
system. This new project caused the auction to cut
its energy use by 50% or 1,761,687 kWh.
As a Cox Enterprises subsidiary, Manheim participates in the company’s national sustainability

Auction Edge Names President
Scott Finkle will be serving as president of the
auction industry technology company Auction
Edge. As former president of Auction Edge’s
AuctionPipeline division, Scott played a significant role in defining the AuctionPipeline.com
platform and incorporating various auction
management systems.

Auto Use Promotes
Ralph Robinson
Auto Use appointed Ralph Robinson from
director of auction relations to vice president
of sales and marketing. Ralph has over a decade of management with Auto Use and a rich
industry background.

Corry Auto Dealers Helps Iraq
Wounded Veteran
Corry Auto Dealers Exchange, together with
special guest Ronald Rosser, 84, a Korean War
Army veteran and Medal of Honor recipient,
formally presented a $15,000 rugged outdoor
wheelchair to Adam
Morris, an Army
veteran wounded
in Iraq. The auction
raised funds to
purchase the
wheelchair in celebration of its 32nd
anniversary. The wheelchair was fitted with tanklike treads for stable mobility, allowing Adam to
participate in the outdoor sports that he loves.
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(L to R): Keith Mask, Assistant Vice President for
environmental sustainability, Cox Enterprises; Julie Picard,
Manheim Pennsylvania vice president and general manager;
and Huiet Joseph, senior manager of energy conservation,
Cox Enterprises.

program that focuses on waste management and
reducing energy and water consumption. The
following tips come from Cox Enterprises, Manheim’s parent company:
Green Office Tips
• Turn off your computer when leaving work.
Leaving your computer on stand-by mode still
consumes significant amounts of electricity, as
much as 40 percent of normal use in some cases.
• Turn off your monitor when you go for lunch

or a meeting.
• Make double-sided copies to reduce
paper waste.
• Use the size-reduction feature offered on
many copiers. Two pages of a book can often
be copied onto one standard sheet.
• Place paper and toner cartridge recycling
boxes beside the photocopier.
• Once-used paper can also be reused in
plain-paper fax machines, as they only need
one clean side.
• If you have to print a document or email, just
print the text you need.
• Keep a spare sweater in the office rather than
turning up the heat.
• Use timer switches to turn off vending machines and copiers when the office is closed.
• Make the most of natural lighting by opening
the blinds.
• Use hand-dryers rather than paper towels.
• Donate your old computer to an organization
that will reuse or recycle it. Consult the National Recycling Coalition (www.nrc-recycle.org).
• Reusable bottles and cups reduce solid
waste. Bring a coffee mug to work and get
a good feeling from both the caffeine and
your conscience.

NEPAA: Proud
Sponsor of an
Inspirational
Champion
Since 2012, North East Pennsylvania Auto Auction
(NEPAA) and its customers have been the proud
sponsors of a remarkable young athlete, Stephanie
Jallen. This year, the 18-year-old skier achieved
her dream when, as a first-time competitor in the
2014 Winter Paralympic Games at Socchi, Russia,
she won two bronze medals--and brought them
home to Harding, PA.
NEPAA, along with its dealers, raised more
than $175,000 to help cover Jallen’s training,
travel and competition costs in the Paralympics, a
major international multi-sport event for athletes
with a range of physical disabilities.
Jallen’s years of hard work and dedication
Stephanie Jallen and Jim
to the sport paid off with her winning the bronze Gaughan, NEPAA president.
in both the Women’s Standing Super-G Alpine
Skiing and the Combined Super-G races. She finished just under 5 seconds away from
capturing the gold. A skier since she attended a clinic at the Pocono’s Camelback
Mountain Ski Resort in 2006, Jallen won a gold medal at age 15 as a member of the
U.S. Paralympic ski team, competing in the 2011 National Championships.
“We would like to thank the dealers for their support, and we at the auction are all
very proud of Stephanie,” says NEPAA auction owner Jim Gaughan. “Whether conquering a downhill speed run, diligently training or excelling through life’s challenges,
Stephanie is truly an inspirational champion. It’s an honor to be her sponsor.”
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“Whether
conquering a
downhill speed
run, diligently
training or
excelling
through life’s
challenges,
Stephanie
is truly an
inspirational
champion.”
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Market Wise

Manheim
TWI:
Helping Customers Grow Their
Business, One Course at a Time

From the beginning, The Wholesale Institute (TWI)
was designed with customers in mind. And while its
approach and programs have morphed over the years
to address changing customer needs, its goals remain
centered on helping customers succeed.
The TWI hosts complementary educational sessions
for dealer and commercial customers at auction
locations and through webinars. The sessions share best
practices from top automotive remarketing buyers and
sellers with the goal of helping all Manheim customers
grow while using company products, services and
operating locations.
“Our goal is to help our customers’ business grow,”
said Chris Hill, manager of Manheim’s national
sales support team. “TWI started out in 2007 as a
marketing push for customers to learn about buying
online at OVE.com, but in 2009 we switched to a more
holistic approach to make sure our customers know
what Manheim is, what products we offer and how we
can help their business grow.”
In 2012 Manheim began facilitating the workshop
in Spanish, as well as English, which has allowed the
company to help even more customers.
While Manheim has been focused on helping
dealers become more successful through interactive
educational workshops for many years, the company
has recently expanded its focus to help its institutional
customers take advantage of those same tools. In
addition to its popular workshops offered at Manheim
locations and tradeshows, Manheim has expanded
the program’s focus to include educational programs
customized for the needs of larger dealer and national
account clients.
TWI’s reach is extensive, and its curricula
are built to target a wide range of dealers from
major organizations and larger groups, to small
independent operations.
“More than 6,000 dealers have been trained
through the TWI program since 2007,” said Rick
Pomeroy, vice president of national client sales support
for Manheim. “After hearing from our buying and
selling customers, we realized we needed to expand the
TWI workshop to include more product-type training.”
Through feedback from customers, Manheim has
added even more programs to its training curriculum.
“Our buying and selling customers have shared
with us that they wanted more trainings on our
products,” said Hill, who joined Manheim in 2008.
As a result, in 2013 the TWI team facilitated
numerous customized education sessions on how to
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effectively use Manheim’s new products and services for
more than 10 different national clients and larger dealer
groups. With the success of last year’s pilot sessions,
the training team anticipates that the number of
participants will continue to grow significantly in 2014.
Hill and Mike Roberts, a customer relations manager
with Manheim, facilitate the training designed to help
customers take advantage of Manheim’s technology and
digital products to save time and enhance profitability.
Although TWI trainers can offer insights on nearly
every product, to keep up with evolving technology
trends, most Manheim customers seek a stronger
understanding of the latest digital products, and learn
how to use them easier and faster.
TWI averages a series of more than 50 classes and
workshops annually at Manheim operating locations,
client locations, industry conventions and trade shows
around the United States. Webinars are also conducted
to help reach more customers who are unable to
attend live workshops. More than 200 classes have
been conducted since 2007.
“Our goal is to reach every Manheim market at
least once in 2014,” Roberts said. “We want to bring
this unique, educational program to as many of our
customers as possible.
Class sizes have ranged from smaller groups of
35-40 to one class that topped 80. Students’ ages have
ranged from the 20s to mid-60s.
Both Hill and Roberts noted that feedback has
been positive from participants and auction general
managers alike.
“The demand for this type of education has
been growing,” Roberts said. “Our customers truly
appreciate this type of training, and our GMs have
been happy to offer this type of class at their auction
facilities. It’s been a win-win for our customers who
buy in the lane, online or both. As our customers’
needs grow for vehicles, our educational programs
provide them with some proven best practices to more
easily manage their inventory requirements.”
“These classes help us build relationships with
our customers, while giving us the opportunity to
demonstrate our new and existing products,” Hill said.
“Our customers love the fact they can ask us questions
on how to better effectively use our products.”
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Through its classes, TWI reaches a wide variety
of customers that includes long-time dealers and the
technologically advanced younger generation.
“Mindsets change,” said Roberts, who has worked in
the automotive remarketing industry for more than 30
years.“Industry veterans have learned the importance of
keeping up with technology to help their business grow.”
Both Hill and Roberts believe wholeheartedly in
TWI’s mission to educate, inform and inspire loyalty
from Cox and Manheim customers and potential
customers, by driving the adoption and usage of Cox’s
automotive assets.
Also part of the mission is for TWI to be
recognized as “THE” educational resource within the
wholesale industry.
The TWI team offers educational events at
Manheim locations as well as customized events for
larger dealer and commercial customers at convenient
locations. For more information on TWI, please
visit http://thewholesaleinstitute.com/, or email
education@manheim.com to request a training event.

Feedback from
participants
“The Wholesale Institute workshop
enabled my team to focus on driving
results to the bottom line and gave us a
collective high-performing competitive
advantage in the market place.”
—David Nelson, director
of pre-owned vehicle operations at Hendrick
Automotive Group

“Your ‘Spanish version’ of The
Wholesale Institute helped me to
fully understand ALL aspects of how
to best utilize buying and selling my
vehicles online.”

—Robert Hernandez of Auto Solutions

“On behalf of myself, J.D. Byrider
Systems and our entire Franchise
Community, we would like to thank you
for providing the necessary resources
to supply our company with the best
training in the entire industry. Not only
did the training exceed our expectations
but the support and professionalism was
also just as impressive.”

—Doug Turner of J.D. Byrider

“Your TWI training event clearly proved
to my team how easy Manheim’s
products are to use.”

—Rick Bickford, used car director for the

Eastern Region of Group 1

“The TWI training program simply
ended many unknowns for me and
my guys.”

—Chris Gannett, general manager for Group 1
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A Q&A with Eric
Hurst, NextGear
Capital Vice President
With the end of Q1, what are some of the current
trends you have noticed within the industry? Volume
has generally been pretty strong. Expansion is on a lot of
dealer minds so there has been a huge push by a number
of smaller to mid-sized dealers to either grow their
existing operations or expand into further locations.
What do you foresee for the industry for the rest of
the year?
I expect to see a little more stabilization. There is an
abundance of capital available right now so people are
trying to employ that capital. However, one thing that
dealers need to guard against is aging inventory. Dealers
need to keep their terms in check so that they do not
add depreciation to their inventory. Right now, we are
seeing more cars being released from their lease terms
into the market. As those cars are released, it changes
the consumer’s choice. Instead of looking to buy a
5-to-6-year-old car, the consumer now has the option of
a 2-to-3-year-old car. As a result, dealers run the risk of
having their typical 5-to-6-year-old cars sitting on their
lots, depreciating and becoming aged inventory.
In regards to financing, what tips would you offer
to dealers to help them balance their financing and
cash flow?
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An appropriate balance between buy-downs and
depreciation is critical in the used-car space. If a
dealer can keep the buy-down rate similar to the
depreciation rate, it will not be such a big blow if
they decide to wholesale the unit in 60, 90 or 100
days. With that said, an influx of cars creates a faster
depreciation rate, so dealers have to pay close attention
as certain inventory hits the streets.
What are some common issues that you see when it
comes to risk?
Expanding too quickly is a common issue, as
many dealers will have a shortage of working
capital during expansion. Capital is readily
available for dealers and appetites are aggressive
amongst lenders to provide capital, which makes
it tempting for a dealer to purchase more units
and open more lots. However, if they don’t have
enough cash flow behind these moves, it equates
to a recipe for disaster. There has to be a balance
of capital and sustainability to match that of
the expansion.

Expanding too
quickly is a common
issue, as many dealers will
have a shortage of working
capital during expansion.
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