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On the Block Wants To Hear From
You. Tell Us What You Think!
On the Block encourages its readers to send
comments, opinions and suggestions about the
publication.
Letters can be emailed to naaa@naaa.com. Include
your full name, address and phone number. We
may be unable to publish some submissions and
may edit submissions for length
and clarity. This is a great
opportunity to hear back from
our readers on what you think
about the articles and what
topics you would like to see
covered in future issues.
Visit us on Facebook and LinkedIn
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PRESIDENT'S MESSAGE

Sharing in Safety and Service
What’s an auto auction without an
auctioneer? Just a pack of people milling
around a traffic jam of vehicles, right?
It’s the man or woman wielding the
gavel up there on the block who grabs the
crowd’s attention, gets the action going,
maintains the momentum and directs the
three-ring circus that is sales day with their
commanding presence. Auctioneers are an
integral part of our business.
That’s why we want to enlist them in

our efforts to ensure
auctions are a safe
workplace through our
new Coach Caution
Safety Certification
program. Similar to our
current Auction Safety
Certification and Lane
MIKE BROWNING Safety Training courses
for full- and part-time staff, this free, online
session consists of a 15-minute instructional

video that prepares auctioneers to play
a proactive safety leadership role when
presiding over auction activities.
Because we look to them as coaches
who keep the auction team playing
smoothly on sales day, I encourage all
auctioneers to get certified with Coach
Caution and join us in promoting greater
safety awareness and accident prevention.
In addition to expanding our safety
campaign to auctioneers, we’re taking our
initiatives international. In May, a NAAA
delegation met with executives of the
United Kingdom’s National Association
of Motor Auctions during their 2016
conference in Marbella, Spain, to present
our safety certification program and
discuss how it can be implemented in
the U.K. Sharing best practices with our
British colleagues is just the first step in
our plans to offer our program worldwide.

I ENCOURAGE ALL
AUCTIONEERS TO
GET CERTIFIED
WITH COACH
CAUTION AND JOIN
US IN PROMOTING GREATER
SAFETY AWARENESS AND
ACCIDENT PREVENTION.
Earlier in the spring we brought safety
experts and industry leaders together
to share their strategies and methods
with members on rolling out an effective
accident prevention program at their
auctions. You can read more about this
two-day Safety Summit, as well as our
mission abroad, in these pages.
Working together to establish standards
and spread that knowledge throughout
our industry is an important contribution
we make as members of NAAA. But I
believe another significant difference
auctions make is through public service
to their communities, so I don’t want you
to miss out on the first annual Auction
of the Year Award for Excellence in
Community Service, which recognizes
charitable and volunteer contributions of
NAAA members.
July 15 is the deadline for Auction
of the Year nominations, with chapter
winners to be announced in August
during National Auto Auction Week. And
please note, the award is now open to
self-nominations along with nominations
made by others. It’s a great opportunity
to show your appreciation to your
employees for their public service and
share some ideas with fellow members
on how we could give back to our
own communities.
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ASSOCIATION NEWS

12 Students Earn NAAA
Warren Young, Sr., Scholastic
Foundation Scholarships
Another dozen students — all members
of the National Auto Auction Association
family — will be furthering their education
this fall with a little more confidence,
thanks to a Warren Young, Sr., Scholastic
Foundation Scholarship.
Scholarship winners were announced
earlier this month, and will receive awards
of $3,000 to $5,000 depending on the
institution they attend. Since its inception in
2004, the Foundation, named for industry
pioneer Warren Young, Sr., has awarded 144
scholarships, valued at a total of $492,000.
Mike Browning, general manager
of Manheim San Antonio, and NAAA
President, said he was proud to be a part
of an organization that highly values the
education of young people.
“The Foundation has grown to more than
$2.5 million and is now permanently selfsustaining,” Browning said. “It’s a testament
to the giving nature of our association
members, and the emphasis we place on
helping others.”
Warren Young, Sr., had a long and
important career in the auction industry
dating back to 1962 when he joined the
National Auto Dealers Exchange (NADE) in
Bordentown, N.J., where he served as general
manager for more than 10 years.
Cox Broadcasting acquired NADE in
1968, when it purchased Manheim Auto
Auctions. Young, Sr., rose through the ranks
as Manheim executive vice president in 1975
and was subsequently named president, a
position he held until his retirement in 1992.
Young is credited with the acquisition of
General Electric Auction Group in 1991,
increasing the number of auctions in the
Manheim chain from 26 to 46.
He was president of the NAAA in 1974,
WWW.NAAA.COM

a member of the NAAA’s Legislative and
Joint Marketing Committees, and a past
president of the Eastern Auto Auction
Association. He was named to the NAAA
Hall of Fame in 1983.
Frank Hackett, NAAA chief executive
officer, said he was very pleased the
Foundation, which has helped so many
young people realize their dreams of
higher education, has become permanently
self-sustaining.
“I know Mr. Young is honored to have
his name associated with the work of the
Foundation,” Hackett said. “He gave
tirelessly so that our industry would be
strong well into the future. He succeeded
at that, and this is our way of honoring his
contribution to the industry.”
Hackett added that in 2014, the
overwhelming response from NAAA
members during the NAAA Black Book
Pedal Car Auction raised nearly $600,000 in
a single evening. The outpouring of support
for the pedal car auction afforded NAAA the
ability to raise the 12 annual scholarships by
$12,000 to $52,000 annually.
Scholarship award winners are selected
on the basis of a number of qualifications
including academic success, leadership
skills, honors, goals, work experience and
community involvement.
Awards range from $3,000 to a twoyear college or vocational-technical
school to $5,000 to a four-year college
or university. Eligible applicants must be
full-time 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.

THIS YEAR’S
SCHOLARSHIP
AWARD RECIPIENTS
DOUGLAS W. DABROSKI

SPONSOR: STATE LINE AUTO AUCTION, INC.
AWARD: CAROLINA AUTO AUCTION

MICHAEL N. PARISI

SPONSOR: AUTO AUCTION OF NEW ENGLAND
AWARD: AUCTION BROADCASTING COMPANY

ANNE W. DABROSKI

SPONSOR: STATE LINE AUTO AUCTION, INC.
AWARD: RUTH HART-STEPHENS MEMORIAL

JAKE DENNIE

SPONSOR: ADESA, INC.
AWARD: BLACK BOOK

MOLLY C. DENNIE

SPONSOR: ADESA, INC.
AWARD: MIDWEST CHAPTER

CARISSA J. DOEMLAND
SPONSOR: ADESA, INC.
AWARD: XLERATE GROUP

ALYSON M. LINDSAY

SPONSOR: GREENSBORO AUTO AUCTION, INC.
AWARD: BLACK BOOK

NICHOLAUS J. NAZARENKOV
SPONSOR: MANHEIM AUCTIONS
AWARD: MANHEIM

MEGAN L. WRIGHT

SPONSOR: AIRPORT AUTO AUCTION
AWARD: SOUTHERN CHAPTER

NINA M. EMMICK

SPONSOR: KCI KANSAS CITY
AWARD: WESTERN CHAPTER

LAUREN E. SIMONEAU

SPONSOR: KCI KANSAS CITY
AWARD: INDIANA AUTO AUCTION

LOGAN R. SWOFFORD

SPONSOR: AMERICA’S AUTO AUCTION-AUSTIN/
SAN ANTONIO
AWARD: AUCTION INDUSTRY AGENCY
JULY 2016 | NAAA ON THE BLOCK |
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SAFETY FIRST

Understanding Employer, Employee
and OSHA Roles in Workplace Safety

I was recently approached with the question
“What does OSHA have to do with Safety?”
At first, you may think that it has
everything to do with safety, but after
peeling back the layers you may be surprised
that the Occupational Safety and Health
Administration (OSHA) has limited
involvement with our workplace safe practices.
Understanding the differences between
regulatory compliance, the employer’s
responsibility, and the employee’s
responsibility is vital for your safety program
to work and will also fortify it for success.
If a company sets the goal of only
meeting regulatory compliance, the role
of OSHA Standards and Enforcement
is highly important. The shortfall of this
approach is that regulators enforce rules that
provide “minimal” protection by law. The
compliance standards are designed to protect
the worker but can be minimally protective,
outdated and even nonexistent for many
workplace hazards.
OSHA was established in 1971 with the
sole purpose of protecting workers within the
workplace. OSHA (and all other regulatory
agencies) was never intended to be our
guardian angel. We can take the approach

of “OSHA-proofing” our business, but most
employers agree that this is not enough to
keep our employees safe.
The employer’s general duty to provide
a safe and healthful workplace, free from
recognizable hazards likely to cause serious
harm or death, picks up where standards
fall short. When it comes to workplace safety
within auto auctions, we have to overcome
many obstacles like minimal historical safety
information, knowledge gaps and limited
studies within our industry.
I believe “safety is everyone’s
responsibility.” That being said, I have seen
that theory get debunked when the buck
gets passed. In order for a safety program to
become successful, all employees must believe
it. Responsibilities have to be identified and
properly distributed so that we can allow
employees to accept the safety program.
It is a fact that a safe working environment
can improve the bottom line within
companies, but that is not what makes
safety programs successful. The main
ingredient that makes the safety program
effective is you! All employees should ask
themselves “How can I contribute to our
safety program?” If employees can’t or aren’t

allowed to contribute to safety within a
workplace, that business may be achieving
only the regulatory compliance aspect and
may ultimately fail.
Workplace safety is an ever-changing
dynamic that we have to understand and
alter as needs, regulations, processes and
people change. We can use OSHA as a tool
to achieve certain goals, but ultimately it’s
the everyday employee who creates and
maintains a successful safety program.
Safety within auto auctions is an agreeable
consensus that we need to improve upon and
move forward together on to achieve our goals.
In the end, OSHA can develop and
implement as many regulations as they
like but it doesn’t mean we will work safely
or even follow the established regulations.
The positives gained from workplace safety
are what should motivate us to seek injury
prevention and risk mitigation regardless of
OSHA standards and compliance risk.

BY JAMES WALKER, M.S.

DIRECTOR OF ENVIRONMENT, HEALTH,
AND SAFETY, KAR AUCTION SERVICES

Safety Experts Make NAAA’s Safety
Summit Interesting and Surprisingly Fun
Participants in the NAAA Safety Summit,
held in Dallas from April 19-20, were in
for an eye-opening session. The NAAA
Safety Program was rolled out “live” and
the attendees took advantage of the first
opportunity to jump on the new NAAA
Learning Management System (LMS) and
become NAAA Auction Safety Certified.
The attendees were enthusiastic to learn
more about the Safe T. Sam program and
how they could use it, but they were also
anxious about how the message would be
delivered. They were pleasantly surprised
that the industry safety experts — Rich
Levene and James Walker from KAR Auction
Services, guest speaker Daryl Allegree from
Zurich, and Kenny Jones from Manheim —
were not only more than qualified to impart
knowledge on topics ranging from Personal
Protective Equipment and OSHA Record
Keeping to Metrics-Measuring Progress, but
also engaged the attendees in way that was….
fun. Yes, fun.
Safe T. Sam was in attendance, completed
his auction training onsite and was presented
with his NAAA Auction Safety Certification.
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He was later seen socializing with attendees
and mugging for selfies procured by attendees
for social media posts.
Historically, auto auction veterans have
been nervous about “safety guys” coming
in and changing their business practices.
An exclusive sales mentality permeated the
auction practices conversation, which meant
auction losses and injuries were relegated
to merely the “cost of doing business.”
Surrendering to the “safety guys” would
mean that changes in practices would have to
be made and that might alienate the dealers,

thus, discouraging sales. As it turns out, the
dealers, who need to work on their own sale
day behavior (pay attention in the lanes!),
have embraced the changes, such as highvisibility safety vests and less congestion in
the auction lanes, with open arms and have
consistently commented, to those auctions
that have made significant changes, that
they feel safer in the lanes.
So, yes, a welcome surprise to the Safety
Summit attendees was that the “safety guys”
weren’t brought in from Mars to disseminate
radical changes to their auction model.
Rich, James, Daryl and Kenny are safety
veterans with varied backgrounds including
law enforcement, auction management, auto
remarketing, and safety training from other
industries. They not only understand safety,
but also how business is conducted at the
auctions. A major goal of the NAAA Safe T.
Sam program is to showcase and celebrate
the traditions and necessity of selling each
vehicle in the auction lane, while doing so in a
manner that is safe for dealers and employees.
As Safe T. Sam says, “The right way, is the
SAFE way.”
WWW.NAAA.COM

SAFETY FIRST

L to R: James Tomlinson, NAMA Vice Chairman Motor Auction Group; Frank Hackett, NAAA Chief Executive Officer; Mike Browning, NAAA President; Paul Hill,
NAMA Director, Operational Services Manheim Remarketing; Louise Wallis, Head of National Association of Motor Auctions; Jerry Hinton, NAAA PresidentElect, and Jay Cadigan, NAAA Executive Vice President

INTERNATIONAL MAN OF SAFETY
NAAA’S SAFE T. SAM TRAVELS ABROAD TO SHARE SAFETY TRAINING AND CERTIFICATION PROGRAM

Dedicated to Safe T. Sam’s mission of
making auto auctions everywhere a safer
place to work and do business, a delegation
from the National Auto Auction Association
took his message across the Atlantic to share
with colleagues in the United Kingdom.
It’s the first step in NAAA’s plans for
offering the Auction Safety Certification
and Lane Safety Training program
worldwide to promote greater safety
awareness and accident prevention at
auctions around the globe.
“Our industry-recognized program was
developed based on proven best practices,
and making it available to the international
remarketing community is just another
example of our efforts to share those
practices with our friends in the industry,”
says NAAA President Mike Browning.
He notes that just last month, Canada’s
auto auctions adopted the National
Certification Standard, a uniform system
of standards pioneered by NAAA to ensure
consistency and accuracy in the certification
WWW.NAAA.COM

of wholesale used vehicles.
In May, Browning, accompanied
by President-elect Jerry Hinton, Chief
Executive Officer Frank Hackett, Executive
Vice President Jay Cadigan and AutoTec
President Chuck Redden, met with
executives of the UK’s National Association
of Motor Auctions (NAMA) during its 2016
conference held in Marbella, Spain. The
trip marked NAAA’s third year of attending
the annual event. At this meeting the
delegation outlined NAAA’s recent safety
initiatives, gave a presentation about the
safety certification program and discussed
how it could be rolled out to British auctions.
The program’s series of a dozen short,
instructional videos has been available for
free online to NAAA member auctions since
April. It offers two course tracks that address
improving safety conditions for both fulltime staff as well as part-time employees and
onsite contractors.
Although British auction facilities and
operations tend to differ slightly from their

American cousins, the rules of safety still
apply, observes Hackett.
“Due to the island’s limited size and
higher land costs, UK auctions tend to
be more compact than in America, and
typically have enclosed lanes with people
seated stadium- or theater-style, whereas
here we encourage buyers to move around
amongst the open lanes,” Hackett explains.
“But they run three or four sales days per
week, which increases the risk of accidents,
and we know busy auctions always have the
potential for danger especially with a lot of
activity confined to a small space.”
Browning says he found his colleagues in
the UK have many similar viewpoints on
the industry, including safety. “One major
point we all agree on is that a proactive
approach to improving safety conditions
is the best way to reduce accidents,
control costs due to workplace injury or
property damage and save lives to make
auctions a safer, happier place to work and
do business.”
JULY 2016 | NAAA ON THE BLOCK |
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SAFETY FIRST

Sharing Knowledge for Safety’s Sake

INDUSTRY LEADERS AND SAFETY EXPERTS SHARE STRATEGIES FOR ACCIDENT PREVENTION AT NAAA’S SPRING SAFETY SUMMIT
Safety experts and industry leaders
convened in Dallas, TX, this April at a Safety
Summit hosted by the National Auto Auction
Association. At the summit NAAA members
discussed accident prevention and developed
proactive strategies for implementing the new
Safe T. Sam program at their workplaces.
Attendees at the two-day meeting received
an overview of the issues, reviewed NAAA’s
initiatives to establish best practices, studied
components of an effective safety program,
learned metrics for measuring progress and
acquired methods for achieving success.
Included in the presentations was
information on redesigning auction lanes with
stop lines and bollards; using scoreboards
to track progress; posting warning banners;
issuing safety bulletins; training staff with
NAAA’s free, online instructional courses;
and providing basic personnel protective
equipment such as safety glasses, gloves and
high-visibility vests.
Details of the summit’s presentations can
be found at NAAA’s website, naaa.com, by
clicking the “Support Links” icon on the home
page and then opening any of the three “Safety
Summit-April 19-20, Presentation Parts.”
“The Safe T. Sam program is a real
opportunity to reduce accidents and save lives
throughout our industry and I appreciate
the efforts of our Safety Committee, chaired
by our President-elect Jerry Hinton, in
organizing an informative and productive
meeting on this important issue,” says NAAA
President Mike Browning.
He also cites Safety Committee members
Mike Rohdy, area president for Arthur J.
Gallagher Auto Auction Services; Rich Levene,
vice president of enterprise optimization at
KAR Auction Services; James Walker, KAR’s
environmental, health and safety director; and
Kenny Jones, Manheim’s Safety Director, as
instrumental in the summit’s success.
During their presentation, KAR’s Levene
and Walker told participants that to make
auctions a safer place to work and do business,
safe practices must become an everyday
behavior, making it a value of the company’s
culture rather than just a priority. They noted
that the incident rate at KAR’s ADESA
auctions has dropped a dramatic 52.1 percent
since a comprehensive safety program was
established in 2012.
Oklahoma Auto Exchange General
Manager Mike Clopton says he’s indebted
to ADESA and Manheim for sharing their
experiences and information on the subject.
“Smaller auctions like mine don’t have the
resources and expertise to handle safety with
the precision that these people do, and for them
to share their knowledge with us little guys is a
real blessing,” Clopton explains. “I protect my
time to a fault so I don’t attend many meetings,
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L to R: Kenny Jones, Director, Safety at Manheim; Michael Rohdy, Area President-Arthur J. Gallagher
Auto Auction Services; Safe T. Sam; James Walker, Director of Environmental, Health, and Safety, KAR
Auction Services; and Rich Levene, Vice President of Enterprise Optimization, KAR Auction Services.

but I’m thankful that I went to this one and feel
that my auction will be a better, safer place for
both employees and customers.”
CARS Recon Chief Operating Officer
Kay Hudson vows to use what she learned at
the summit to continue reinforcing the values
of safety within her company.
“I’m proud to be a part of an organization
and industry that’s so willing to share
information to improve standards for the
entire remarketing workforce,” she notes. “I
will continue to reinforce the values of safety
within my company and work to be a leader
and model in delivering the NAAA Safety
Committee’s message.”
Agreeing that the Safety Summit was
“honestly one of the best meetings I ever
attended,” Zurich Services Corporation
Senior Risk Engineering Consultant Daryl
M. Allegree, CSP, ARM, adds, “There was
lots of good information and everyone was
very focused. I look forward to working with
the Safety Committee and the rest of NAAA
in the future.”
Browning is grateful for the enthusiastic
involvement of NAAA members on the
important issue of improving auction safety
and pledges that, thanks to their response, the
work will continue.
“Our efforts have already resulted in the
launching of several initiatives, including
updating the Cycle of Safety DVD,
conducting the popular Safe T. Sam outreach
campaign and implementing the use of
fluorescent safety vests by both full- and parttime employees,” he notes. “Developing and
supporting ongoing education, training and
standards remains a top priority, not just to
control and reduce business costs from injury
and property damage, but to ensure auctions
are safe places for staff, contractors and
customers alike.”

TESTIMONIALS
The Safety Summit was honestly one of
the best meetings I’ve ever attended. Lots
of good information and everyone was very
focused. I look forward to working with you
and the rest of the NAAA in the future.
— Daryl M. Allegree,
CSP, ARM Senior Risk Engineering
Consultant Zurich Services Corporation
I wanted to take just a few moments to
thank you for your time and support at the
Safety Summit. I am proud to be a part
of an organization and industry that is so
willing to share information that works to
improve standards for the entire workforce.
Thank you again, and I will continue to
reinforce the values of safety within CARS
Recon; and work to be a leader and model
to deliver the Safety Committee’s message.
— Kay Hudson
Chief Operating Officer
CARS Recon
Thank you so much for your efforts in
putting together the Safety Summit. This
was the most helpful event that I have
attended since I started my auction 11
years ago. I protect my time to a fault,
so I don’t attend many meetings. I am
thankful that I went to this one, and feel
that my auction will be a better and safer
place for employees and customers. I
am indebted to Manheim and ADESA for
sharing their experiences and expertise.
Smaller auctions, like mine, do not have
the resources or expertise to handle safety
with the precision that these people do. For
them to share their knowledge with us little
guys is such a blessing.
— Mike Clopton
General Manager
Oklahoma Auto Exchange

WWW.NAAA.COM
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DAA Northwest’s
Rock & Roll History
IT ALL STARTED AS A ONE-TIME EVENT.

DAA Northwest’s first Rock & Roll Sale
was meant to be its only Rock & Roll Sale.
The auction had outgrown its original
location and needed a unique event to
celebrate the grand opening of its newlyconstructed facility. During a brainstorming
session, a member of DAA’s team tossed out
the idea of combining a rock and roll concert
with a sale. The rest, as some would say, is
history.
Often referred to as “rock and roll’s first
great wild man,” Jerry Lee Lewis played
DAA’s inaugural Rock & Roll Sale. It was
July of 1996, and the legendary performer
did not disappoint DAA’s intimate crowd of
customers, employees and guests. A modest
stage was set inside Lane 6 after a storm
moved the concert indoors, and guests
gathered for complimentary appetizers,
beverages, and a private performance from
an American rock and roll legend. When the
party was over, DAA’s staff worked through
the night to transform its concert venue
back into an auto auction. The following
morning’s sale was packed with buyers and
sellers. Countless customers approached
President Bob McConkey, excitedly asking
which band was going to play the following
year. “That’s when it occurred to me that
this thing needed to be an annual event,”
says McConkey. “I knew then that the
Rock & Roll Sale would be a long-standing,
valuable tool for us. Not only did it provide
a way for us to say thank you to our existing
customers – it also brought new ones to our
lanes.”
DAA’s second annual Rock & Roll Sale
brought Chuck Berry to Spokane. Berry was
delayed two hours; although the show was
not postponed, McConkey and DAA Vice
President Greg Mahugh realized that an
opening act might be a good idea for future
Rock & Roll Sale concerts. If artists were
late arriving, the opening act could prolong
its set and entertain guests a little longer.
From year four forward, DAA’s Rock &
Roll Sale headliner act has been preceded
by one of Spokane’s leading cover bands:
The Cronkites. The band has been voted
Best Cover Band in the region for the past
four years and has very close ties to DAA
Northwest. Its drummer and vocalist Pat
Simmons is DAA’s director of technology,
and Vice President Greg Mahugh plays
rhythm guitar. Every July since 1999, The
Cronkites have started things off for the
event’s growing crowds.
As the Rock & Roll Sale’s attendance
grew, so did its consignment. In 2003, DAA
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made the switch to a two-day Rock & Roll
Sale in order to spread vehicle volumes while
providing a better overall experience for
buyers and sellers. A select fleet/lease offering
was featured on Wednesday morning. That
evening, the concert and party took place,
followed Thursday morning by a full day
of dealer and fleet/lease consignment. The
change was well-received. A few years later,
DAA also added a MotorSports sale to its
Wednesday Rock & Roll Sale mix.
The complexity of hosting an outdoor
concert venue in the hours between two
high-volume sales has initiated creative
thinking from DAA’s team over the years.
In addition to preparing for and executing
a sale that generates double the auction’s
normal weekly consignment, DAA
manages parking, ground transportation,
complimentary catering, janitorial services,
first aid, event ticketing, hospitality, security
and more for over 4,000 concert guests.
When the annual Wednesday evening
concert and party concludes, several of
DAA’s staff work through the night to ensure
the auction is ready to roll by 7:00 a.m.
Thursday.
DAA encourages its out-of-town Rock
& Roll Sale customers to bring a guest and
make a mini-vacation out of the event. The
auction’s staff assists guests with securing
tee times at area golf courses and even
provides a Sweetheart’s Day On The Town
event for dealers’ significant others during
Thursday’s sale. While customers are in the
lanes, their guests are shuttled from area
hotels to downtown Spokane, where they
enjoy sky rides over the Spokane River,
complimentary wine tasting and lunch,
discounts at area retailers and more. Day

This July marks DAA
Northwest’s twenty-first
consecutive Rock & Roll Sale.
The auction’s international
headliner list includes:
1996 – Jerry Lee Lewis
1997 – Chuck Berry
1998 – P
 aul Revere
& The Raiders
1999 – Starship / Loverboy
2000 – Joe Walsh
2001 – Three Dog Night
2002 – The Guess Who
2003 – Bad Company
2004 – Styx
2005 – H
 uey Lewis
& The News
2006 – Kenny Loggins
2007 – The Doobie Brothers
2008 – The Wallflowers
2009 – Pat Benatar
2010 – Joan Jett
2011 – George Thorogood
2012 – Foreigner
2013 – REO Speedwagon
2014 – Cheap Trick
2015 – Heart
2016 – Chicago
On The Town attendees are shuttled back to
DAA Northwest as the sale comes to a close.
Today’s Rock & Roll Sale, while
operationally far more complex than those
of the early years, still accomplishes what
McConkey originally hoped it would: It
builds lasting relationships and helps bring
customers back to the auction throughout
the year. “Plus – simply put, it’s the most fun
you’ll ever have at work!” adds McConkey.

DAA NORTHWEST’S 21ST ANNUAL
ROCK & ROLL SALE FEATURING
ROCK & ROLL HALL OF FAME
INDUCTEE CHICAGO WILL TAKE
PLACE JULY 20-21, 2016. The event
begins Wednesday morning at 9:00
a.m. with a 1000+ unit Fleet/Lease
and MotorSports Sale. Ticketed guests
will return to the auction at 6:00 p.m.
for an evening of live music and fun
with industry friends.
Thursday’s sale will begin at
9:00 a.m. and will include a special
Auction Partner Expo, food and
beverages in the lanes, 3,500 units
and $50,000 in post-sale prizes.
WWW.NAAA.COM

AUCTION NEWS

Manheim Darlington Celebrates 73 years in Business
As part of its 73rd anniversary celebration
on May 25, Manheim Darlington unveiled its
new 48,000-square-foot retail solutions facility
during a VIP event. The festivities included
a ribbon cutting ceremony hosted by Mayor
Gloria Hines, a hiring event to staff the new
facility, a grand opening tour for community
leaders and press and a 73rd Anniversary sale.
“We wanted to get the community
involved in our celebration so we could
demonstrate our auction’s strength as a civic
partner and a local employer, and give back
to organizations that support the region,”
said Danny Brawn, Manheim Darlington
general manager.
The auction’s new building includes 28
lifts, two four-car paint booths and a stateof-the-art Enhanced Digital Imaging Booth.
Local business leaders, community leaders
and government officials participated in a
VIP tour, and General Manager Danny
Brawn presented the local Red Cross a
check for funds raised through the week’s

Front Row L to R: Mike McKinney, Manheim Vice President, National; Shane O’Dell, Manheim Senior
Vice President, Retail Solutions; County Council Chairman Buddy Hudson; Darlington Mayor Gloria
Hines; Danny Brawn, Manheim Darlington GM; Mark Ford, Regional Vice President, National.

vehicle registrations.
Manheim Darlington continues to
actively fill open positions for mechanics,
technicians, painters, posting and

procurement employees, parts employees,
administration employees, quality control
employees, inspectors for condition reports,
photographers, body technicians and more.

166 Auto Auction Employees Participate in Safe T. Sam Rodeo
Employees of 166 Auto Auction in
Springfield, Mo., shared some fun with Safe
T. Sam last month during the day-long Safety
Rodeo held at the 67-year-old sale.
Forty drivers and full-time staff
participated in several friendly competitions.
Everyone was a winner as a result of learning
more about auction safety.
General Manager Mike Bradley said he
reminds both drivers and auctioneers at every
pre-sale meeting that there is nothing more
important than the safety and well-being of
every person at the auction.
Bradley said employees set up five
interactive stations allowing drivers to view
Safe T. Sam training videos on Heat Stress
and Driver Safety, as well as a Trivia Station.
Drivers were also able to test their skills
on an obstacle course set up on-site, which
tested their ability pull up and back in close
to a pylon, and drive forward and back up
through offset cones on a closed course.
The National Auto Auction Association in
association with KAR Auction Services, Inc.,
licensed the Safe T. Sam program in October
2015. The program is designed to educate,
train and help auction employees to keep
themselves and visitors to the auctions across
North America safe.
“We even thought about safety when we set
up the obstacle course,” Bradley said. “The
course was wide open, so even if a driver had
a problem, there were no risks.”
Bradley, who said he is a drag-racing
enthusiast, said that sport really drives
home the importance of safety and
taking precautions.
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“We awarded everyone who participated
a gift card for completing the training,
and then the auction managers prepared a
barbecue hamburger and hot dog luncheon
for everyone,” he added. “Everyone had a
great time and felt good about the training
and enjoyed a good meal with friends.”
Earlier this year NAAA made available
the Safe T. Sam safety vests for workers at
the auction. The high-visibility safety vests
are offered for purchase through NAAA’s
website. Workers wear the vests if they are

in traffic areas or driving vehicles. 166 Auto
Auction purchased the vests and made them
available to employees.
NAAA now has 12 short Safe T. Sam
Training Videos with standardized messages.
After viewing the videos employees are given
a short quiz to re-emphasize the training.
WWW.NAAA.COM
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Five ADESA Golden Gate Employees Are VCI Certified
VW Credit, Inc. (VCI) recognized five
employees at ADESA Golden Gate for
their dedication to the auction’s partnership
with VCI.
Designed for VW/Audi technicians, parts
specialists and services specialists, VCI offers
trainings, which are a combination of online
classes, instructor-led sessions and self-study
segments. Scott Vaughn, technical operations
supervisor with VCI, calls the curriculum
very time intensive, especially because a
percentage is done through homework.
“Among all the VCI locations in the
U.S., only 18 of these [certifications] were
awarded, and this location ended with five.
Impressive!” said Vaughn.
Here are the five employees recognized:
In Recognition for Dedication and Hard Work
in Achieving VW/Audi Parts Specialist, VW/
Audi Service Specialist
• Erica Mattos
Audi Certified Technician Since 2013
• Jeremy Dollaga
Audi Certified Technician Since 2015
• James Travis
• Doug Marks
• Ernesto Martinez
Technicians now have the awarded
placards installed in their work stations in

WWW.NAAA.COM

ADESA Golden Gate’s mechanic shop, and
Erica’s plaque is above her desk in the office.

ADESA Golden Gate was also chosen as
VCI’s Auction of the Year for 2014 and 2015.
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DAA/OKC
Combines FootStomping Fun
with Strongest
Sale of Year

Not to be outdone by its fellow ServNet
Auction’s festivities and celebrations this
spring, Dealers Auto Auction of Oklahoma
City continued its long-standing tradition
of special events in the spring and fall with
its inaugural DAA/OKC Twister Two-Step
Party and Sale, April 13-14.
Customers were treated to food, music
and fun combined with one of the strongest
sales of the year for the popular auction.
More than 1,500 vehicles were run
through consignment and more than
$10,000 in prizes and gifts were handed out,
included two flat-screen TVs and a drawing
for a storm shelter giveaway.
Located in the heart of the Sooner State,
the auction had plenty of Western fun with
two-step dance tent, roping, mechanical bull
riding and live-cow milking contests. All the
events were topped off with an all-you-caneat barbecue.
Now in its 28th year, Dealers Auto
Auction of Oklahoma City offers the largest
weekly vehicle consignment in the state.
Located on 125 acres, the auction includes
11 auction lanes, a full-service restaurant
and over 130,000 square feet of recon,
mechanical and body/paint shop facilities.

L to R: Larry Swanson, FCA’s Auction Specialist; Kim Cook, ADESA Kansas City Assistant General
Manager; Bud Place, FCA’s Manager of Fleet Remarketing, Central Region; Pam SunBear, ADESA
Kansas City Factory Manager; Harold Chapman, ADESA Kansas City General Manager.

ADESA Kansas City is
FCA’s Auction of the Year

ADESA Kansas City earned Auction
of the Year 2015 from Fiat Chrysler
Automobiles (FCA) Remarketing.
Twenty auctions across the U.S.
competed for the honor, scoring in six
different performance categories. These
measurements were related to repair
costs, dealer engagement, cycle time and
conversion rates. And ADESA Kansas City
came out on top.
FCA’s manager of fleet remarketing for
their central region, Bud Place, and FCA’s
head of fleet remarketing, Mark Nagel,
recently visited the Kansas City auction to

present the actual award and share their
congratulations.
“It is such an honor to win the Auction
of the Year award from FCA,” said
Harold Chapman, ADESA Kansas City
general manager. “Our entire staff is very
proud and we sincerely appreciate the
partnerships we have with FCA and their
franchise dealers.”
“This award is a result of a true team
effort,” said Pam SunBear, factory manager.
“Everyone involved from check-in, to CR,
repairs, the front office, and everywhere in
between worked hard to make this possible.”

ServNet Meets with Auction
Partners in Dallas
ADESA Lexington
Earns Top Gun Award
From CPS

Consumer Portfolio Services (CPS) honored
ADESA Lexington with the company’s Top
Gun Award for Best Overall Auction in 2015.
The CPS Auction Recognition Program
recognizes strong partnerships and solid
auction performance.
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ServNet’s auction owners and executive
staff met in Dallas in April for its annual
Spring Owner’s Meeting and “Meet the
Owners” luncheon with some of the nation’s
largest remarketers.
Representatives from Ally Financial,
American Honda Finance Corp., Auto Motives,
Exeter Financial, Harley Davidson Financial,
Santander Consumer USA, Chrysler Capital,
UACC, General Motors/GM Financial,
Hyundai Capital, Caprock and others attended
the event, participating in discussions with

members of ServNet’s executive staff and owners
of the 20 independent auctions in the ServNet
auction group.
“It is more important than ever for
remarketers to recognize that they are doing
business with some of the most successful
auctions in the country when they consign
vehicles to ServNet auctions,” said ServNet’s
President Kevin Brown. “They are dealing
directly with the person whose name is on the
building, who is ultimately accountable for
that business.”
WWW.NAAA.COM
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Missouri Auto Auction Completes
Major Expansion Project
HOSTS 2016 WORLD AUTOMOBILE AUCTIONEER CHAMPIONSHIP
Missouri Auto Auction, located in the
heart of the country, has seen very exciting
growth and expansion since it was founded
in 2000. Owners Gregg and Dagmar Boswell
and Kevin and Kathleen Brown have
committed themselves to finding the right
people to deliver the service levels that their
customers have come to expect.
They’ve committed to improving
the facilities to include five lanes, a
reconditioning center, an indoor check-in
area and a first-class administrative office for
customers.
Missouri Auto Auction concluded an
expansion project that started in March
2014. On one side is a new 6,000 squarefoot check-in area with three covered bays,
designed to replace the existing single
outdoor check-in lane. It provides protection
from the weather, plus heated floors are a
welcome addition for auction employees
during cold Missouri winters.
This facility also allows
the efficient movement
of vehicles through
the check-in process.
Condition report
writing, equipment
verification, computer
entry and photography can
all be handled in the same location.
To the south is an additional 6,000 squarefoot building meant to improve the auction
day experience for customers. Expanded
office space includes a new bidder badge area,
new payment counter, arbitration and “if”
counters, plus a new coat and luggage room
with lockers. This project will conclude a fiveyear vision, started in 2010 with the addition
of a 10,000 square-foot reconditioning center.
It grew to include the addition of two auction
lanes and a walk-up diner in 2013.
As the auction’s dealer base grows and
the sale volume expands, it is Missouri Auto
Auction’s continuing goal to make the auction
process as convenient and efficient as possible
for both customers and employees.
With these expansions and visions
completed it was great honor for Missouri
Auto Auction to host the 2016 World
Automobile Auctioneer Championship.
Kevin Brown, owner/general manager,
said hosting the championship was the
highlight of 16 years in the auction industry.
“There was so much energy in the air that
we never wanted it to end. We want to
thank participants, sponsors, employees
and customers so much for their part in our
record-breaking day.”
“It was great to see our industry come
together as sponsors, judges, consignors,
WWW.NAAA.COM

North East Pennsylvania
Auto Auction Set to Go—
and Grow—in New Facility

dealerships and auctions to honor and observe
the best in the automobile auction industry,”
Brown said, adding “Honor those who make
the ‘Bell’ ring! Thanks for your support!”
Although, champions were recognized
last month at Missouri Auto Auction, Brown
believes it takes the driver, the check-in person,
the title clerk, auctioneers, the ring man and
others to make the auction go around. Each
and every auction participant is equally
important for the auto auction industry.
The auction sold 590 out of 872 units
during the championship event, breaking
a previous record of 481 units sold. The
championship raised $30,521 to help fund
treatment for 12 year-old Darcy Cassidy,
daughter of Auctioneer Mike Cassidy. Darcy
has been battling cancer since she was
four years old. Unfortunately, her tumor is
growing again and treatment that Darcy
needs is only currently available at St. Jude
Children’s Research Hospital.
God Bless, continue to pray for Darcy and
ring the “Bell”!

DONATIONS CAN BE MADE TO HELP
WITH DARCY’S TREATMENT COSTS
AT HTTPS://WWW.GOFUNDME.COM/
DARCYRAYE

Permitting and engineering will be finalized
soon for North East Pennsylvania Auto Auction’s
new 62-acre facility — located just four miles
from the current site.
Owner Jim Gaughan, opened the sale in
September 1999, and while the sale has done
very well over the ensuing 17 years, it has
outgrown its existing facilities. Tucked into
the side of a mountain, the auction property is
layered in three tiers, making accessing vehicles
and dealer and employee parking something of
a challenge.
With 500 dealers and 120 employees on the
16-acre property on Tuesday sale days, it can
get very crowded. In addition to the huge dealer
consignment each week, the auction also hosts
monthly GSA sales, and those vehicles are stored
on the property as well.
“We have no more room,” Gaughan said. “It
was time, and we found a great property very
close to our facility.
He purchased the 62-acre parcel last
year. The property has a 22,000-square-foot
warehouse, which will be completely remodeled.
Engineering and permits are in the finalization
process for that remodel, as well as a new
22,000-square-foot addition.
The auction will have 12 lanes, a full
reconditioning center, new offices with upgraded
technology, a full-service sit-down restaurant,
and a Title Service Center.
“We will eliminate the lines,” he said.
Gaughan, who has real estate project
management experience, will be the general
contractor. While ground has been broken and
engineering completed, Gaughan is hesitant to
offer up a completion date.
“It’s a good question, but I don’t want to put
an artificial date on completion,” he said. “It’s
important to get it done quickly, but it’s equally
as important to get it done right. What I’ve said
is it will be done within a year from now.”
Gaughan’s auction is a family operation. His
brother Joseph manages operations and property
management, and his sister Jacqueline is the
office manager. Lisa Cohowicz, who has been
with Gaughan for more than 20 years, is general
manager overseeing sales, customer service and
marketing.
North East Pennsylvania Auto Auction
is a member of the National Auto Auction
Association. Gaughan was the NAAA Eastern
Chapter President in 2015, and serves on the
NAAA Board of Directors.
JULY 2016 | NAAA ON THE BLOCK |
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Greater Kalamazoo Auto Auction
Celebrates 40th Anniversary
More than 600 dealers attended
the Greater Kalamazoo Auto
Auction’s (GKAA) 40th Anniversary
Celebration on April 2, and had a
chance to win some of the $15,000 in
spring- and summer-themed prizes
that the auction gave away for the
milestone event.
Greater Kalamazoo Auto Auction
opened in 1976, and today boasts
a 26,000-square-foot facility on 65
acres. The property includes a ninebay reconditioning facility with a
state-of-the-art Bellanger, soft-cloth
car wash; a full-service mechanical
repair shop; and a restaurant and
Greater Kalamazoo Auto Auction’s General Manager, Daryl
snack bar.
DeVries (right) congratulates one of the lucky dealers who
South Carolina-based XLerate
won a portion of the $15,000 in cash and prizes at the
Group completed the acquisition
auction’s 40th anniversary celebration.
of the family-owned auction in
draws dealers from throughout Southern
October 2015. XLerate facilitates
transactions between buyers and sellers at its Michigan, Indiana, Illinois and Ohio.
“We had a wonderful day,” Dudash
Internet-enabled physical and private label
said. “We gave away prizes with a spring
remote sales in California, Texas, Florida,
and summer theme, so we had a riding
South Carolina, Michigan and Wisconsin.
lawnmower, gas barbecue grills and other
Greater Kalamazoo Auto Auction holds
outdoor-related prizes. Dealers loved it,
its auction on Thursdays and, typically,
and we enjoyed a great sale and had a load
more than 600 dealers attend. Each lane
of fun!”
also offers Auction Edge Simulcast drawing
“By taking advantage of the many
a consignment of 800 to 900 vehicles from
services offered by Greater Kalamazoo Auto
all over the region, consisting of fleet, lease,
Auction, each customer expands his own
bank repossessions, new and used dealer
automotive marketing efforts and benefits
vehicles.
in terms of time and financial return,” said
In December 2015, the auction added an
Daryl DeVries, General Manager of Greater
additional FASTART Sale on the first and
Kalamazoo Auto Auction.
third Thursday of every month that begins
“Above all, each customer, whether
at 9 a.m. Dealer attendance and vehicle
buying or selling, returns time and time
runs have been at capacity with all of these
again because of the special qualities that
special FASTART events.
set GKAA apart from the rest. We have a
Pat Dudash, senior vice president,
strong team of loyal employees that goes the
sales, for XLerate, said the auction stands
extra mile each and every week.”
at the “Crossroads of Michigan,” and

ADESA Winnipeg Hosts Charity Boat Auction for
Chicago Blackhawks Captain Jonathan Toews
Chicago Blackhawks’ Jonathan Toews is
known for captaining the ice. But off the ice,
he captained a 1935 Cossey replica boat.
Recently his family donated that special
vessel to be auctioned for charity through
the Bids for Kids program that benefits
the children’s charity, Variety Manitoba.
ADESA Winnipeg had the privilege of
auctioning the boat, which sold for $33,500
to one luck bidder.
ADESA Winnipeg has worked very
closely with Variety for more than 25
years, raising more than $1 million to help
improve the lives of countless children and
families in Manitoba.
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Hunter Dunn Takes
Helm at Corpus
Christi Auto Auction

Consignment and sales have been steadily
increasing at the Walker Group’s Corpus
Christi Auto Auction, even as the auction
received a new name and welcomed a new
general manager.
Previously known as
Sparkling City Auto Auction,
the operation was renamed in
February 2016. Hunter Dunn
took over as general manager
in early 2016.
Auction Owner Wade
Walker said Hunter has been a member of the
auction team since 2010, and has focused on
building strong relationships with the dealers
in the region during that time.
“When he stepped into the role of general
manager in January, he was off and running,
and, as a result, the auction has experienced
more vigorous growth than ever before,”
Walker said.
“I’m thrilled to be working for the Walker
family, and am really proud of the team at
Corpus Christi Auto Auction,” Dunn said.
“From the day I started working here, I’ve
heard over and over that our focus on the
individual customer really sets us apart from
the competition.”
The Corpus Christi Auto Auction has
been operating under the Walker family
banner since 2000. Located in in the suburb
of Robstown, Texas, just outside of Corpus
Christi, the auction serves southeastern Texas
and Louisiana.

Carolina Auto Auction
Celebrates 26 Years
with Food, Prizes and
aCarolina
Blood
Drive
Auto Auction celebrated its 26th

Anniversary Sale April 13 hosting a huge
1,300-vehicle consignment sale, and had more
than 800 dealers in attendance.
The Southeast’s largest independent auto
auction gave away $35,000 in cash and prizes,
including $10,000 in cash split between
three dealers. All dealers were provided a
complimentary breakfast.
As always, the auction leadership kept the
community in mind. The auction hosted
Blood Connection during the festivities and 25
Carolina Auto Auction employees and dealers
donated blood.
Carolina Auto Auction hosted its 11th annual
golf tournament in Clemson, S.C., May 11.
Dealers played for more than $10,000 in cash
and prizes, and donations were made to the
Wounded Warrior Project.
WWW.NAAA.COM
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Manheim’s Phoenix and San
Antonio Auctions Donate
$50,000 to Victory Junction Camp
High Tech Locksmiths
Triathletes Put in the
Miles to Benefit St.
Jude’s Hospital

The triathlete team at High Tech
Locksmiths (HTL) raised $2,000 for St. Jude
Children’s Research Hospital while completing
the 2016 South Beach Triathlon this spring.
The team of four takes this challenge annually,
supporting a great cause while promoting
teamwork, good health and a fit lifestyle.

Hundreds of Manheim team members,
their families, race car fans, local citizens
and even a Mariachi band welcomed riders
on the Kyle Petty Charity Ride Across
America at Manheim “pit stops” in Phoenix
and San Antonio. At each stop, fans lined
up to get autographs from seven-time
NASCAR champion Richard Petty, as well
as NASCAR legends Kyle Petty, Harry Gant
and Donnie Allison; 2017 NASCAR Hall of
Fame Nominee Hershel McGriff; and former
NFL great Herschel Walker.
Manheim North America teamed up with
the first family of stock car racing to benefit
Victory Junction, a year-round camping
environment for children with chronic
medical conditions or serious illnesses.
Manheim North America President Janet
Barnard, her husband Bryan, President
of RMS Automotive Nick Peluso, and
Manheim clients Scott Grant (Grant Motors),
Bruce Danielson (DE Foeller Sales) and
Mark Swartz (Niello BMW), were among
175 bikers participating in the 2,150-mile
motorcycle trek. The 22nd annual Kyle

Petty Charity
Ride began in
Palm Springs,
California on
April 30 and
crossed the finish
line in Biloxi,
Mississippi on
May 6.
More than 10
Manheim locations and dealer clients across
California, Arizona and Texas banded
together to raise funds for the charities
including a Walk-a-Thon, hosting an
autograph signing with Kyle Petty, a silent
auction with autographed gift baskets and
t-shirts and many bake sales.
Kyle Petty, who co-founded Victory
Junction in honor of his son Adam, was
blown away to receive a check for $35,000
from Manheim Phoenix General Manager
JD Daniels and $15,000 from Manheim San
Antonio General Manager Mike Browning.
Manheim North America was a premier
sponsor of the ride.

ADESA Des Moines
KAR Employees Donate 300-Plus Hours
Supports Vets Through in First Two Months of Volunteer Program
have volunteered more than
Puppy Jake Foundation 300Employees
hours of their time just two months

ADESA Des Moines partnered with a
local dealership to raise funds for the Puppy
Jake Foundation. Several trainers, puppiesin-training and a military veteran who has
benefited from the program came to the
auction’s Spring Blitz sale, answered questions
and shared testimonials about the program and
the dogs.
The cute pups and heartwarming stories
helped bring in more than $8,000 for the cause.

TradeRev Raises $5K for
Red Door Family Shelter

TradeRev recently raised a total of $5,306
for the Toronto-based Red Door Family
Shelter, a charity that provides services
for families and people needing a safe and
supportive emergency shelter.
The funds were raised through a silent
auction at a TradeRev employee dinner.
“Giving back is an important part of our
culture at TradeRev,” said Mark Endras,
TradeRev’s president and co-founder, “and I
am proud to work with employees who are so
generous and passionate about giving back.”
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into the KAR Auction Services Leap Into
Service community program. This program
gives employees across the entire KAR
group of companies eight hours of paid time
off to volunteer with the charity of their
choice. Here are just a few examples of how
employees from some of the KAR business
units are making an impact in their local
communities.
A group from ADESA Phoenix and
CarsArrive Network cleaned the facility at
a local Ronald McDonald House and baked
cookies for the residents there.
A group from ADESA East Tennessee did
similar service at another Ronald McDonald
House. The auction’s management team
came later that same day to bake cookies
as well. Other ADESA East Tennessee
employees assembled bags of food for the
area food bank’s backpack program, which
supplies meals for food-insecure students
over the weekends. And another group from
this same auction worked at the local Special
Olympics track and field events.
A team of volunteers from ADESA
Lansing served the homeless population.
They spent two half days sorting donations,

organizing shopping areas and helping
clients find what they needed.
ADESA Des Moines employees and their
families helped feed people near and far.
They assembled and packaged 25,000 meals
at the auction building.
Volunteers from KAR’s Carmel, Indiana,
headquarters spent an afternoon at the
Humane Society of Indianapolis, helping the
organization’s fundraiser, the Mutt Strut.
The reaction of people who have
volunteered, especially those who have
gotten to interact directly with those they’re
serving, is that they want to continue helping
somehow. This is a year-long program—
through 2016—so more hours will be logged
toward this effort.
WWW.NAAA.COM
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Manheim Makes a
ADESA Raises $128,000 on
Behalf of Veterans at NADA 2016 Triple Play in Ohio
The National Automotive Dealers
Association (NADA) 2016 Conference was
a great success for lots of reasons, but one
huge highlight of the event was ADESA’s
record-smashing Harley-Davidson charity
auction. ADESA auctioned off a 2014 HarleyDavidson Dyna Street Bob FXDB motorcycle
to benefit NADA Foundation’s Frank E.
McCarthy Fund and Canine Companions for
Independence (CCI), which provides wounded
veterans with highly trained assistance dogs.
This was the fifth time ADESA has hosted the
charity auction at NADA, and the previous
four charity auctions raised a total of $111,000
to help support this amazing cause.
But this year due to the inspiring
generosity displayed by ADESA customers
and attendees—the auction was able to raise
more money than the previous four years
combined: $128,000!
Here is a breakdown of the events at ADESA’s
NADA 2016 motorcycle charity auction:
• CCI beneficiary Staff Sgt. Sebastian
“Sam” Celia shared his powerful story with a
captivated crowd to kick off the auction.
• Mike Dullea, chief executive officer of
AutoAlert, placed the auction’s winning bid
of $25,000 for the motorcycle.
• Joe Verde, president of the Joe Verde
Group, then matched the bid with $25,000 of
his own.
• Next, in a move that surprised everyone,
Dullea donated the motorcycle back to
ADESA to be re-auctioned!
• Lewie Card, director of Carlister.co,

was the top bidder of the second auction
at $20,000.
• Verde then matched Card with another
$20,000.
• Card donated the motorcycle back to
ADESA once again for re-auction!
• Justin Becker, director of logistics for
Wholesale Express, placed the third and final
winning bid of $12,000.
• Dullea, the first winning bidder,
announced he would match Becker’s bid
of $12,000.
• In a final surprise, when it came time to
write the check, Mike Dullea kicked in an
extra $13,000!
• With another $1,000 in cash donations,
the grand total for the Foundation and CCI
came to $128,000.
It was an amazing show of generosity by
bidders who opened their hearts and wallets
for such incredible causes.

Manheim Cleveland, a new mobile
auction launched on March 2, is the
company’s third location in Ohio, along
with Manheim Cincinnati and Manheim
Ohio in Grove City.
“We opened in response to requests from
local dealers for an auction that serves the
Cleveland market, and have received a warm
welcome. We are eager to serve the needs
of our independent and franchise dealers in
Cleveland,” said Alan Lang, vice president of
Manheim Local & Mobile.
During the grand opening celebration,
Manheim Cleveland presented the Cleveland
Red Cross Chapter a check for $3,000 as a
result of donations made for each new dealer
registration at the facility during March.
Manheim Cleveland is located at 4720
Brookpark Road and primarily serves
independent and small franchised dealers.
The 2,000-square-foot facility features three
lanes with Simulcast and online transactions
24 hours a day, seven days a week via OVE.
com. The operation offers mechanical
and reconditioning facilities with post-sale
inspection functionality. Weekly sale days
take place on Wednesdays at 9:30 a.m., with
approximately 500 vehicles expected to run
through the lanes each week.

ADESA Kansas City Takes
Powersports To The Next Level
After months of construction, the team at
ADESA Kansas City was able to reveal the
auction’s new powersports building.
The much-anticipated first sale
included nearly 250 units from
both commercial accounts
and dealers. Customers
came from all over the
country—California,
Michigan, Cincinnati,
Texas and Tennessee — to
be part of this event, while
a transportation assistance
bonus encouraged tons of
online participation.
“A lot of effort went into
making this sale such a success, and
the staff did an incredible job,” said Jane
Morgan, president of the ADESA specialty
sales division, praising General Manager
Harold Chapman and his team.
WWW.NAAA.COM

With a strong buyer base in Kansas
City, including numerous HarleyDavidson authorized and independent
dealers, this facility is a welcome
addition to the community.
ADESA Kansas City’s
powersports building is
designed to store the
units as they wait for
the monthly sale. It’s
strategically located
adjacent to the auction
arena so the vehicles are
protected from the elements
as they enter the lanes.
While one member of
the ADESA Kansas City team is
dedicated solely to meeting the needs of
the powersports sale, the entire auction
is excited to be part of this great new
investment.

ADESA Montreal
Supports Local
Hospital’s
Oncology Center

ADESA presented on live TV a donation of
$3,850 to the foundation of the Saint-Eustache
Hospital. ADESA
Montreal donated
an amount for
each consignment
car sold at an
event in March,
and ADESA
added $1,000 to the cause for a total of $3,850.
The telethon raised funds for an oncology
center project.
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Canadian
Auctions Adopt
NAAA’s National
Certification
Standards
MOVE EXPANDS THE NAAA’S UNIFORM
SYSTEM FOR CERTIFYING USED
VEHICLE QUALITY TO THE BROADER
NORTH AMERICAN REMARKETING
COMMUNITY

Effective June 2016, Canada’s auto
auctions will officially implement a national
uniform system of standards to ensure
consistency and accuracy in the certification
of wholesale used vehicles. Adoption of the
National Certification Standard (NCS),
pioneered by the NAAA, will make the
program accessible to the association’s
entire North American membership while
benefiting the remarketing industry overall.
NAAA, which represents more than 335
member auctions and 100 associate members
both domestic and international, launched the
groundbreaking program in 2011. In creating
the NCS, which were based on extensive
research, NAAA’s goal was to establish a
universal, yet streamlined set of consistent
certification standards that embodied an
industry consensus. In addition to being
adopted by Canada’s auto auctions, the NCS
have been endorsed by the International
Automotive Remarketers Alliance.
The program offers three quality levels
Platinum, Gold and Silver — to manage
the requirements of a broad range of
vehicle types. A checklist of 48 basic criteria
provides a clear system that addresses vehicle
selection, with well-defined requirements for
inspection, reconditioning, and marketing.
NCS guidelines are available in English
and French (as well as Spanish) on NAAA’s
website - naaa.com. The website will also
provide metric conversion of measurements
and all changes required to conform with
Canadian Federal and Provincial laws
and regulations.
“Since its initial implementation in the
U.S. over five years ago, NCS has proven
effective and has achieved its goals of
building, promoting a greater understanding
including trust and confidence among
auctions, buyers and sellers” said Frank
Hackett, NAAA chief executive officer..
“Auctions here have seen that NAAA
Certified means better business practices
that translates to better business success, and
we’re glad that our Canadian members have
decided to employ this easy-to-use tool that,
while comprehensive in its scope, requires only
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a minimal investment of time for both training
and application by auction staff,” Hackett said.
Dan Heinrich, senior vice president
of remarketing at GM Financial, agrees

that NCS delivers more than just a simple
ratings system.
“We use the Gold and Silver standards
in the U.S. for our vehicles because we’ve
WWW.NAAA.COM
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found that reconditioning to those levels
brings more value as a consignor for at
least two reasons,” Heinrich noted. “First,
it’s the extra time and effort put into the
work to meet those standards, and second
certification by the program instills
confidence in our buyers.”
His colleague at GM Financial, John
Paonessa, vice president of Canadian
remarketing, believes that NCS can do
the same for the Canadian remarketing
community.
“This system creates a common method
of comparison and transparency in
transactions — whether in-lane or online,
at any auction, anywhere — which builds
trust by removing doubt,” he said. “And that
promotes peace of mind and a higher degree
of comfort among auctions, buyers and
sellers for the benefit of all. We look forward
to launching the program at GM Financial’s
June 14 elite sale at Manheim Toronto.”
As Canada’s largest privately owned fleet
management and leasing company, Jim
Pattison Lease’s Gerry Corcoran, national
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director commercial remarketing sales, said
they are excited and eager to join the program.
“From our beginning in 1948, we’ve
used good common sense every day in
resolving subjective evaluations of damages
and defects in everything from writing
condition reports to arbitration decisions,
but having a uniform set of standards will
be helpful to our auction staff and valuable
to our customers,” Hackett said. “Adopting
the program guarantees that everyone is on
the same page and NCS certification gives

us that seal of a quality vehicle recognized
across the industry.”
Hackett noted implementation of the
program is an industry wide process that
will require a period of time to roll out.
“We encourage Canada’s auctions to adopt
NCS as soon as possible and inform their
national accounts that they’re on board
with the program,” he advised, adding
that downloadable promotional materials
are available online from NAAA to assist
members with their participation.
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