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PRESIDENT'S MESSAGE

friendly ADVICE
It’s been said that the best time
to make friends is before you
need them.
That’s why, whether in the halls of
Congress, the lanes of an auction, or
the streets of our communities, the
National Auto Auction Association
works to build relationships with
policymakers, industry colleagues
and the general public.

Having their goodwill and support,
which is earned through awareness, trust
and confidence, is vital, especially when
tragedy strikes, as it did in May at Lynnway
Auto Auction.
On behalf of NAAA, I offer our heartfelt
sympathy to all involved in that awful
and unfortunate accident. I also want to
express our sincere gratitude to all those,
both inside and outside the industry, who

NAAA PRESIDENT
JERRY HINTON

have rallied to raise funds to help
the victims and their families.
Understanding the potentially
dangerous work environment of
auctions, and learning about our
proactive campaign to promote
safe practices that reduce risk
and prevent accidents, is part of
developing a rapport with the
public as well as those who conduct
business at our auctions.
And there’s no better
opportunity than next month’s
National Auto Auction Week for
reaching out to your neighbors to
make them aware of the work your
auction does and the impact it has
on their communities.
Please use this special week of
August 14-18 to thank your loyal
customers, recognize outstanding
employees and renew your
auction’s commitment to your
community with a variety of events
and activities. (You’ll find helpful
ideas along with promotional tips
in these pages, plus additional
useful resources at naaa.com.)
In addition to public awareness,
we also continue our efforts
at advocacy by educating our
lawmakers in Washington, D.C.
So I want to thank the members
of our legislative delegation
who traveled there this spring
for another successful Day On
The Hill. Forming and fostering
political relationships is important
in protecting and promoting the
interests of our auction members,
the remarketing profession and the
entire auto industry.
From our nation’s capital to
your neighborhood, our goal is to
make good friends for NAAA and
our industry. Because after all, you
never know when you will need
them.
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ASSOCIATION NEWS

NAAA Urges Auction Members
to Become100% Safety Certified

While the reaction of the remarketing
community has been swift and strong in
rallying to raise funds for the casualties of
the tragic accident at Lynnway Auto Auction,
the National Auto Auction Association also
urges members to be proactive in improving
safe practices in the workplace.
“We were shocked and saddened by that
heart-rending tragedy, which unfortunately
is a stark illustration of the potential hazards
in the auto auction environment and the
need for safety awareness,” says NAAA
Chief Executive Officer Frank Hackett. “Our
thoughts, prayers and support continue to
go to all involved.”
The accident occurred at the Billerica,
Massachusetts, auction in May when an SUV
suddenly accelerated during a sale, causing
five fatalities and injuring seven others.
NAAA partnered with the Massachusetts
Independent Automobile Dealers
Association (MIADA) to promote a Go Fund
Me campaign at www.gofundme.com/
lynnway-tragedy to benefit the accident
victims and their families. NAAA has
donated $27,500 to the fund, while gifts
from its four chapters include $10,000
contributed by the Eastern Chapter and
$5,000 each from the Southern, Midwest
and Western chapters.
“We ask anyone who has not yet done so

WWW.NAAA.COM

to please make a contribution,” notes
Hackett. “And in the wake of this catastrophe
we implore our members to have their
entire workforce complete our safety
training programs.”
More than 6,600 people in the auto auction
industry have been safety certified in the 18
months since NAAA launched its free, online
Auction Safety Certification and Lane Safety
Training program as part of its ongoing mission
to make auctions a safer place to work and
do business.
Based on proven industry best practices,
NAAA’s instructional series promotes greater
safety awareness and accident prevention
through short educational videos. One
significant aspect is its multi-tiered structure
with courses for both full-time and part-time
auction employees.
“Our training program addresses improving
safe practices with the industry’s many parttime employees and contractors as well as
regular staff,” Hackett explains. “We want to
achieve one hundred percent certification at
every auction, making safety everyday behavior
for everyone.”
NAAA has created the “100% Safety Certified
Award” to foster participation and recognize
auctions that have had all their employees
successfully finish the training.
In the NAAA Auction Safety Certification

course, full-time staff view 12 videos,
with a brief quiz at the end of each one.
It can be completed in about an hour.
Temporary agency drivers take the
20-minute NAAA Lane Safety Training
course and test, after which a certificate
is emailed to them and the auction that
requested the instruction. Certification
must be renewed annually.
Creating a safer workplace for
everyone requires a team effort and
applies to all aspects of the operation,
whether it’s in the auction lanes,
the shop or front office, according to
Hackett.
“The education of each employee
is paramount to their understanding
the safest, most productive way to do
the job, and a proactive safety program
is the best way to reduce risks and
control costs from incidents involving
injury and property damage” he notes.
“That’s why we’re urging all our
members to make one hundred percent
safety certification of their auctions a
top priority.”
For more information about the
NAAA Safety Certification programs
for auction staff, as well as the Auction
Arena Safety Training for auctioneers,
visit www.naaa.com.
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ARBITRATION CORNER

Don’t Just Go with the Flow,
Go with Your Flow!
From a lean manufacturing point of view,
having a continuous flow is a very important
goal when creating or repairing a value
stream that eliminates waste and creates
value. You have probably seen or heard
about issues from your organization or
perhaps from others.
Examples include:
• Unstable product output
• Lower quality levels
• Inconsistent experiences with
customers
• Employees not working to their task
time goals
• Too many or not enough employees for
the different departments
• No employee or data flow (staying in
one area when they can be distributed
to other areas)
• No visibility into the area employees
are trying to measure
• Systems that are no longer adequate
for the task at hand
Have a process plan!
What are your main company goals? How
do you get to these goals? Focus on the
process to get to the goal versus focusing
on the goal itself. I’ve heard some people
say, when taking on a big task, “How do
you eat an elephant? One bite at a time!”
This basically means breaking down the

BY MATT ARIAS

DIRECTOR OF ARBITRATION, MANHEIM

goal by figuring out the process plan
used to reach it.
The goal of implementation planning
is to create a workable plan that anyone
can understand and get to work. The most
important function of the implementation
planning is not the plan creation, it is using
the plan to regularly check on progress and
address issues.
Reality-test the plan and realitytest it often!
Is the plan working? Did something
change that will affect it? Has customer
demand changed? Sustaining and improving
is key. There is always room for incremental
change for the better. Everything is
workable.
Here is an exercise you can do yourself
or use to review a department’s process
efficiency.
• Write down all the tasks you or the
department does. Be honest. It doesn’t
matter how big or small the tasks are.
• Write down how much time in minutes
it takes (on average) for you to
complete the tasks.
• Categorize these tasks into one of
three classifications.
- Type 1 (department value)
For example, managing arbitration
cases between sellers and buyers.

• Type 2 (operational value to the
organization, not necessarily to
the department)
- For example, managing product
quality complaints that are not
true arbitration cases.
• Type 3 (no value at all)
- For example, running old reports
that nobody uses anymore.
How much time do you or does the
department you are testing spend on Type
3 tasks weekly? If you stopped doing those,
could you repurpose that time into better or
more Type 1 tasks? Is the department still the
best fit for the Type 2 tasks? Time after time
(no pun intended) I have seen departments,
companies and, of course, myself review
their continuous flow and make necessary
changes to sustain and improve. This
exercise is sometimes a big eye-opener when
one sees how much is spent on non-valueadded tasks. One department I found had
almost nine hours per week doing Type 3
tasks. That time adds up! The effects of the
time saving and repurposing of that time can
be spent chasing quality and accountability
concerns in arbitration.
A very preventative approach! The best
Arb is No Arb! Try it out and let me
know how this helped (or didn’t) at
Matt.Arias@Manheim.com.

SAFETY FIRST

After Lynnway Tragedy, Auctions Should Take
Stock of Safety, Preparedness, Insurance

BY MICHAEL ROHDY

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

Our thoughts and prayers remain with
the families and friends of those who lost
their lives or were injured in the tragic
lane accident at Lynnway Auto Auction in
Billerica, Massachusetts, on May 3, 2017.
As we look ahead, it is imperative that any
revelations that shed light on what caused
the accident should be used to ensure a
similar incident does not occur. While we
await additional facts, it is an appropriate
time for auctions to take inventory of the
resources available to them within the
auto auction industry, from the NAAA Safe
T. Sam training program, and the lane
disaster emergency preparedness plan, to
the insurance coverages that will respond in
light of such an accident.
The Safe T. Sam training program was
developed by KAR Auction Services, and
adopted by the NAAA to provide training to
all employees on how to safely conduct their
jobs. A specific training segment is dedicated
to driving safely through the auction lane.
The program is accessed directly on the
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NAAA website. High visibility vests are also
available at a discount through Grainger
on the NAAA website. High visibility vests,
such as those worn by highway construction
workers and on aircraft carriers, promote
visibility of lot workers and drivers,
distinguish employees from patrons,
and set the tone for safety at the auction.
Implementing a high visibility safety vest
program is considered a great first step in
developing a culture focused on safety at
your auction.
Preparing ahead of time for any disaster
promotes business continuity and shortens
the amount of recovery time needed to
resume normal operations. A full plan is
available on the NAAA website, but I will
mention a few key points. Lane accidents
are unique to the auction industry and it is
helpful to identify appropriate resources
that can be used in providing an adequate
response at the time of such a crisis. First
aid supplies, including blankets to comfort
the injured and reduce the spectacle, should

be available in adequate quantity, along with
trained personnel to administer first aid. Local
emergency response teams should be invited
to the auction to develop a plan on entering
and exiting the premises efficiently in the event
of an emergency. Appointing a company
spokesperson, as part of the plan to handle
all media inquiries, and training all employees
to direct questions to the designated
spokesperson, will be key in providing a
consistent message to the public in the
immediate aftermath of an accident.
Insurance programs should be reviewed
to ensure policies are in place to respond at
the time of a catastrophic claim. Limits and
coverages should be reviewed with your insurance
professional to ensure adequate limits are
discussed and apply, as expected. I’ve said for
years that it is much easier to address any possible
coverage limitations or exclusions prior to a
claim. The best time to get started on your safety
program, lane accident response planning, and
insurance review is today. If my office can be of
assistance in any way, please give me a call.
WWW.NAAA.COM

LEGAL BRIEFS

understand arbitration
or prepare for litigation
NAAA member (regular) auctions
(“auction” or “auctions”) must be
aware of the nuances of arbitration law
because auctions enter into contracts
with suppliers, consignors and others
that may include arbitration provisions.
As a result, in the event of a dispute
under such a contract, an auction may
become an arbitration claimant or
respondent. In addition, through the
auction’s own arbitration policies and
guidelines for its buyers and sellers,
the auction may provide employees to
serve as arbitrators for transactions
concluded at the auction’s facility. This
article focuses briefly on an auction’s
role as a party involved in an arbitration
or lawsuit, most likely as the respondent
or defendant, respectively, and the
importance of the auction first abiding by
its own arbitration provision, and second,
moving in a timely manner to compel
arbitration if sued in a court of law.
Recent cases concerning enforcement
of arbitration provisions and rights
demonstrate the importance of auctions
paying close attention to contractual
obligations. For example, an auction
could inadvertently act or fail to act
in such a way that waives its right to
enforce an arbitration provision. Cases
from various jurisdictions, including one
recent case from the Supreme Court of
New Jersey, as discussed below, remind
auctions about the danger of “implied
waiver,” which arises if an auction fails
to take action to compel arbitration after
being sued by a plaintiff in court, even if
the contract required the plaintiff to file
an arbitration claim and not a lawsuit. As
arbitration provisions have become more
prevalent in recent years, it is important
for NAAA auctions to remain cognizant
of what those provisions mean, how to
comply with them, how to enforce them
and how to avoid waiver.
Failure to Perform May Result
in Material Breach and Inability to
Compel Arbitration
In a recent New Jersey Supreme Court
case, Roach et al. v. BM Motoring, LLC,
et al., 228 N.J. 163, 155 A.3d 985 (2017), a
unanimous Court held that defendants’
nonpayment of filing and arbitration
fees amounted to a material breach of
the Dispute Resolution Agreement (DRA)
in the purchase agreement between the
parties, and that the defendants were
therefore precluded from enforcing the
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arbitration provision. As a result, the Court
held that the litigation would proceed in court.
The case initially started with two separate
consumers purchasing used automobiles
from BM Motoring, LLC and Federal Auto
Brokers, Inc., collectively trading as BM Motor
Cars (collectively “BM Motor”), where both
plaintiffs had signed identical DRAs requiring
arbitration before a single arbitrator following
the rules of the American Arbitration
Association (AAA). Consumer plaintiff Emelia
Jackson (“Ms. Jackson”) had originally filed
an arbitration demand with the AAA, but it
was dismissed because BM Motor refused to
pay the arbitration fees, which the defendants
were obligated to pay under the DRA. The
other consumer plaintiff Tahisha Roach (“Ms.
Roach”) initially filed a lawsuit in New Jersey
Superior Court, which was dismissed without
prejudice by the court when the court granted
BM Motor’s motion to dismiss for plaintiff’s
failure to invoke arbitration as required by
the terms of the DRA. Ms. Roach then filed
an arbitration demand with the AAA, but her
claim was subsequently dismissed because of
BM Motor’s earlier failure to comply with the
AAA rules and pay the required arbitration fee
in the Jackson arbitration.
Without the ability to proceed with
arbitration claims, both Ms. Jackson and Ms.
Roach then filed a lawsuit against BM Motor
in New Jersey Superior Court, Law Division.
While the procedural history is more detailed
than can be revisited here, the bottom line is
that the trial court dismissed the case with
prejudice and the first level appellate court
affirmed the dismissal. Ms. Jackson and
Ms. Roach then appealed to the New Jersey
Supreme Court which determined that the
defendant dealerships’ failure to comply with
the DRA’s requirement that the dealership
pay the arbitration fees so frustrated the
arbitration process and deprived Ms. Jackson
and Ms. Roach of the dispute resolution
mechanism available to them that they had no
other option but to resort to the courts. Thus,
the Court held that:
...defendants’ knowing refusal to cooperate
with plaintiffs’ arbitration demands, filed
in reasonable compliance with the parties’
agreement, amounts to a material breach
of the DRA and, as such, bars the breaching
party from later compelling arbitration. We
share the concerns of the Ninth Circuit as
expressed in [Brown v. Dillard’s, Inc., 430
F.3d 1004, 1012 (9th Cir. 2005)] that, without a
finding of material breach, the result would be
a “perverse incentive scheme”—a company
could ignore an arbitration demand and, if the

BY THOMAS E. LYNCH, III AND JEREMY S. SCHOLTES

NAAA GENERAL COUNSEL

claimant did not abandon the claim,
later compel arbitration. Brown, supra,
430 F.3d at 1012.
Roach, 155 A.3d at 995 (2017).
This case demonstrates that where an
auction would materially breach a contract
by failing to comply with its own arbitration
provision, the result may be that it will be
barred from compelling arbitration when the
claimants sue in a court of law.
Failure to Move to Stay Lawsuit and
Compel Arbitration Could Result in Prejudice
to Arbitration Claimant and Waiver of the
Right of Arbitration for the Respondent
Another potentially problematic situation
seen in other recent cases arises when an
auction, by its own failure to timely compel
arbitration, is held to have waived its right
to arbitration. For example, suppose an
arbitration claimant skips or avoids initiating
arbitration altogether and instead files a
lawsuit, and the auction defendant, rather
than seeking to compel arbitration, files an
answer, affirmative defenses, or motions to
dismiss, engages in discovery, or even attends
scheduling conferences and participates
in or complies with other court scheduled
engagements or deadlines. Recent cases
teach us that a defending auction party (who
typically is also the party seeking to enforce
an arbitration provision) must promptly file
a motion to stay proceedings and compel
arbitration or it could potentially lose the
arbitration right. See, for example, Seifert v.
U.S. Home Corp., 750 So. 2d 633 (Fla. 1999);
Benedict v. Pensacola Motor Sales, Inc., 846
So.2d1238 (Fla. 1d DCA 2003); In re Tyco Int’l
(US) Inc., 917 So.2d 773 (Miss.2005).
As articulated in Benedict, “[w]hen parties
contractually agree to arbitrate, a court
must give effect to that agreement, and all
arbitrable issues must be resolved through
arbitration unless arbitration has been waived.
All questions regarding waiver of arbitration
should be construed in favor of arbitration.”
Benedict, at 1240. Further, the Florida
Supreme Court held in Seifert, that there
are “three elements for courts to consider in
ruling on a motion to compel arbitration [ ]: (1)
whether a valid written agreement to arbitrate
exists; (2) whether an arbitrable issue exists;
and (3) whether the right to arbitration was
waived.” Seifert, 750 So. 2d at 636.
The challenge for the plaintiff in a waiver
case, however, is that the plaintiff (typically
the party arguing for waiver of arbitration and
the ability to proceed with court litigation)
may bear the burden of proving that the
plaintiff has been prejudiced in some manner
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>> Another potentially problematic situation
seen in other recent cases arises when an auction,
by its own failure to timely compel arbitration, is
held to have waived its right to arbitration.

by the actions of the defendant which
imply waiver of arbitration. Some courts
have held that the plaintiff may be
required to demonstrate: 1) knowledge of
an existing right to compel arbitration;
2) acts inconsistent with that existing
right; and 3) prejudice to the party
opposing arbitration resulting from such
inconsistent acts. Benedict, at 1244, n1
(citing Miami Dolphins, Ltd. v. Cowan,
601 So.2d 301, 302 (Fla. 3d DCA 1992)
(citing Britton v. Co-op Banking Group,
916 F.2d 1405, 1412 (9th Cir.1990); accord
Rush v. Oppenheimer & Co., 779 F.2d
885, 887 (2d Cir.1985)). Other courts,
however, have determined that prejudice
is not required. Raymond James
Financial Services, Inc. v. Saldukas, 896
So.2d 707, 711 (Fla.2005).
In short, where an auction with
an arbitration provision in one of its
contracts finds itself as a defendant in
a lawsuit regarding that contract, the
auction should, with the advice of its
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counsel, consider immediately moving to
stay the lawsuit and to compel arbitration.
To act otherwise may result in waiver of its
right to arbitrate.
Takeaway
The takeaway from this discussion is that
NAAA auctions must remain cognizant of
agreed upon arbitration provisions in the
auctions’ contracts with auto sellers or buyers,
or any other party with whom the auction
might contract. It is imperative that auctions:
• Ensure they know and understand the
dispute resolution provision in their various
contracts and agreement;
• Ensure they comply with arbitration
provisions that might require a particular
duty, such as paying arbitration fees, a breach
of which could be deemed material and, thus,
preclude the auction from later enforcing the
arbitration provision; and
• Ensure that if sued in a court of law, an
auction’s counsel should consider moving
the court to stay proceedings and/or compel
arbitration before filing responsive pleadings

or in some other way proceeding with
litigation without first asserting the auction’s
right to arbitrate.
The foregoing is a reminder for auctions to
engage with legal counsel in their jurisdictions
to assist in drafting enforceable arbitration
provisions, performing in accordance with
those provisions and avoiding waivers of the
auction’s right to enforce those provisions.
The statutes, regulations and case law in each
jurisdiction will vary, so it is important for
auctions to understand and to be vigilant as
to how the particular governing jurisdiction
addresses this important remedy.
NOTE: This is for general information and is not
intended to be and should not be taken as legal
advice for any particular matter. It is not intended
to and does not create any attorney-client
relationship. The opinions expressed and any legal
positions asserted in the article are those of the
author and do not necessarily reflect the opinions
or positions of Miles & Stockbridge, its other
lawyers or On The Block magazine.
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MARKETWISE

Should Car Salespeople Have
Their Own Social Media Pages?
Most car dealers know by now that
social media matters. In fact, your
dealership probably has its own
presence on popular social platforms
like Facebook or Twitter.
But while dealership social media
pages are great for building the brand,
answering buyer questions and sharing
important information, they don’t
replace the opportunities that come
with establishing personal connections
with existing or potential customers.
A handshake between a car buyer and
a salesperson will always trump a tweet.
Can social media and your
salespeople work together instead
of separately?
Encouraging members of your sales
team to create and manage their own
professional social pages can help
bridge the gap between the digital
world and the physical world, helping
salespeople find new ways to connect
with customers in their immediate area.
Car dealership salespeople who go “all
in” on social media, such as Facebook,
Twitter and LinkedIn, can increase sales

for the dealership and generate a strong
flow of referrals.
Here are some benefits to arming car
sales people with their own digital tools:
Loyalty
When customers follow a car
dealership on social media, it’s most
likely because they had a positive
experience with a member of the sales
team. Establishing a hub in which
team members can interact with their
customers helps build stronger loyalty,
not just to that salesperson, but to the
dealership brand as a whole. This can
result in an increase in referrals through
social media directly to a salesperson.
Personalization
Salesperson social media pages rely
on the creativity and personality of each
individual. Whether they post positive
customer stories or car industry trends,
give your team the freedom to manage
their pages how they want—within
certain professional parameters, of
course. Content can include blogs or
shorter updates and can cover topics
like dealership news, tips for test driving

BY STEVE DUDASH,

VICE PRESIDENT, DEALER SERVICES, ADESA

or improving gas mileage, and product
information. Video walk-arounds of
new vehicles are especially popular.
Customer Service
Salespeople who have their own
social media pages can direct their
customers to follow them and to reach
out directly if they have any follow-up
questions or concerns regarding their
vehicles. Additionally, on Facebook
pages, customers can review their
experience with individual salespeople,
which allows salespeople to better
improve the quality of their service.
While social media is a bright, shiny
object to many people, remember it’s
still a public communications channel.
Training and direction are key, and best
practices should be set and established
at the dealership level. While most
salespeople have the ability to win over
customers in their DNA, they may need
support in learning how to properly
translate those skills to the social
media world.

MARKETWISE

WHY DEALERS SHOULD HEED
ADVICE OF REALTORS
An old adage in real estate is that your first
offer on a home is usually your best offer.
This isn’t true in every situation, of course,
but there are many reasons why realtors
believe this. Based on research from Cox
Automotive, adopting a similar philosophy
can benefit dealers when consigning their
vehicles at auction.
In its latest research study, Cox
Automotive discusses how measuring price
retention using a vehicle’s value the first
time it is offered versus the date it sells
ignores the depreciation costs associated
with no-selling and offering it for sale
multiple times.
Findings reveal that the average
depreciation on a vehicle by the second
offer is 0.7 percent and jumps to 1.5
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BY DR. BEN FLUSBERG,

SENIOR DIRECTOR, INSIGHTS & OPTIMIZATION, COX AUTOMOTIVE

percent by the fifth offer, or nearly $180
on a $12,000 vehicle. Given this trend,
consignors should not only price their
cars to sell quickly, but also consider
accepting a buyer’s first offer rather than
holding out for a better one.
Findings include:
• For vehicles that have been offered
multiple times, the gap between
retention approaches (using MMR
at sold date vs. MMR at first-offer
date) reveals how much vehicles
typically depreciate between offers
• By the second offer, the average
depreciation is 0.7 percent —
equivalent to ~$85 for a $12k unit.
• By the fifth offer, the average
depreciation is 1.5 percent—

equivalent to ~$180 for a $12k unit.
• Overall, commercial vehicles
depreciate by 2.1 percent per month
no-selling and holding out for
a higher price at the next offer
must overcome this depreciation to
be worthwhile to a consignor.
Recommendations:
• Consignors should measure
performance using retention
MMR on first-offer date.
• To minimize depreciation and
maximize true dollar returns,
consignors should price cars to
sell quickly.
• Consignors can list lane no-sales
online to minimize offer downtime
and expose cars to a new buyer base.
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MARKETWISE

Artificial Intelligence Has Smarts
to Fundamentally Change Retailing
and Remarketing

Thirty years ago the fax machine
caused a seismic shift in the way
automobile dealers interacted with
their clients and vendors as well as
with their finance and wholesale
auto auction partners. While the
new systems brought about huge
efficiencies, they did not fundamentally
change the business model of new and
used automotive retailers.
Computers have resulted in
dramatic changes, but still have not
fundamentally changed the business
model in terms of selling new cars
or used cars. The rise of artificial
intelligence, however, has the ability to
cause dramatic, far-reaching effects in
the way automotive retailers conduct
business. There is evidence this has
already begun.
In mid-May, a California-based
independent research group, RethinkX,
produced a study claiming that as
artificial intelligence and autonomous
vehicles increase, the number of
passenger vehicles on the road will
plummet. The study predicts that in
2020 there will be 247 million vehicles
on the road, but just 10 years later in
2030, the number will drop to only
44 million. The authors say that the
drop will be driven by economics, and
that users will abandon their personal
vehicles in exchange for electric
self-driving cars and much more
sophisticated public transportation.
There is a case to be made that
dramatic changes are coming in the way
people interact with transportation. If
these changes come to pass, how will
they affect the way that new and used
car retailers interact with the wholesale

auto auction industry?
Commoditization of the VIN
Robert Hollenshead, president of
Galves Market Data, Accu-Trade, and
R Hollenshead Auto Sales, has literally
priced, bought and sold millions of
vehicles since 1972. Hollenshead, who
also created the first instant cash offer
known to the market as “The Trade-in
Marketplace,” says change is coming and
it will come quickly, based on data and
transparency of value.
“The development of systems to
predict behavior, make intelligent
decisions and commoditize any vehicle
VIN in seconds will make everything we
know about remarketing obsolete and
do so much quicker than the status quo
may be prepared for,” said Hollenshead,
owner of Robert Hollenshead Auto Sales,
the largest wholesaler in the world.
He said that having full, verifiable,
VIN- specific data will give the owner of
the VIN the ability to turn that vehicle
into cash nearly instantaneously without
bids or organizational decisions.
“If you own or lease a vehicle as
a consumer or own it as a dealer or
captive, you can turn that into cash
instantly. That’s powerful and will cause
fundamental changes in the way vehicles
are bought and sold,” Hollenshead said.
Hollenshead recently announced a
partnership between two of his firms—
Galves and AccuTrade—and TrueCar,
which has ties with USAA credit union,
Sam’s Club and thousands of dealer
customers. AccuTrade is a comprehensive
transparent platform that captures
leads, values trades, generates upfront
valuations and engages customers from a
dealer’s own website.

BY PETER A. SALINAS,

AUTOMOTIVE CONTENT SPECIALIST

“Think about what self-driving
vehicles will do,” Hollenshead said. “If
you are a dealer that relies on a body
shop business, in 5 or 10 years from
now there will be far fewer accidents
as more autonomous vehicles are on
the road. What will that mean for body
shop service? What will it mean for
the insurance industry? Electric
vehicles have far fewer moving parts
and will need less maintenance in
your service bays.”
He said that although he would like
the wholesale business, and retailing in
general, to stay the way it has been, the
fact is that it’s going to change quickly.
Looking Forward with a Clear Eye
One voice that has been at the
forefront of the smart algorithm and
pursuit of artificial intelligence in the
automotive marketplace is Dale Pollak,
founder of vAuto, which is now owned
by Cox Automotive.
“You can certainly see artificial
intelligence creeping into the
automotive retail industry,” Pollak
said. “The one area that has been
among the most difficult for most used
car retailers is the sourcing of used
vehicles at the right price, the right
location, and at the right time.”
vAuto has developed Stockwave,
a digital platform that learns your
profile and preferences, and then
uses them to find the vehicles that fit
your parameters. vAuto is a real-time,
supply-and-demand data system
that helps dealers make decisions
about their inventory procurement
and turnover.
Stockwave finds vehicles from online
and physical auction marketplaces,
including large auction chains and
independent, third-party marketplace
platforms. The tool displays the
vehicles based on a dealer’s preferences
for profit potential, distances, specific
auctions and other factors.
Pollak views Stockwave as a step
toward a more automated purchase
model. “The tool would scan the
wholesale market, find the exact
vehicle that fits your model, purchase
it, and deliver it to your lot,” he said.
“If, after it arrives, you don’t want it,
you just send it back.”
Pollak said he remains somewhat
CONTINUED ON PAGE 12
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MARKETWISE
“old school” when it comes to pricing
a vehicle, so he believes inspecting the
vehicle is vital.
“I feel having a keen eye on the metal
and paint is important to pricing,”
Pollak said. “There are, however, people
out there who have developed pricing
algorithms that can accurately put a
value on a vehicle without inspection of
the vehicle.”
Pollak said as we approach artificial
intelligence in terms of sourcing,
shipping, pricing, and marketing used
vehicles, there will be fundamental
changes in the industry.
“I think the real interesting and
uncomfortable aspect of artificial
intelligence, robotics, and autonomous
vehicles is the displacement factor,”
he said. “I think the displacement of
workers, blue collar and white collar, is
an existential threat to the economy.”
While offering up his opinions on
artificial intelligence and the coming
changes to the wholesale and retail
automotive marketplace, Pollak said
he was headed to a meeting with Cox
Automotive leadership to discuss this
very topic.
“We are going to look at and discuss
the effects of these changes on the
wholesale auto auction industry,”
Pollak said. “We will have to adjust to
the new realities, see them, and try to
anticipate what’s coming.”
He has important advice for
automotive retailers.
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“Dealers who are heavily invested
in the status quo, and don’t want to
see the changes that are coming, or
believe they are coming but won’t
happen in their lifetimes, need to
understand that these changes are
real and coming soon.”
He said the economic landscape is
littered with companies that could
have seen the changes coming, but
looked the other way or wanted to
maintain the status quo and did not
embrace the change.
DRIVIN
Earlier this year KAR, parent company
of ADESA, purchased DRIVIN, a digital
platform that helps dealers sell aged
inventory and source new inventory
that meets each dealership’s unique
preferences and business model.
Kayne Grau, together with business
partner Justin Mahlik, founded DRIVIN,
which is a pure business-to-business
platform that uses complex algorithms
to locate and secure inventory for
dealers’ lots. The system handles
inspections, payments and title
transfers at far greater speed, with
excellent reliability.
“Our success comes with delivering
retail-ready vehicles our customers want
quickly and efficiently,” Grau said.
Grau said the growth in the ability to
gather data and analyze it quickly and
productively has been phenomenal, and
he sees that increasing.
“There will be changes in the

automotive retail marketplace, but
I believe there is a human factor that
will not go away,” Grau said. “This
is a relationship business, with
dealer-to-dealer and dealer-towholesaler interactions.”
That being said, each morning
DRIVIN systems “look” at 2 million
vehicles, and then score each car to
determine the likelihood that it could
be sold that day.
“We use algorithms to power our
business and look at 400 million
data points each month,” Grau said.
“In fact, it’s DRIVIN’s unique data
analytics capabilities that most
interested KAR. Big data is coming
to auto remarketing, and we’re the
disruptor, right at the forefront,
helping dealers use it to make smarter,
real-time floorplanning decisions.”
This is not something a team of
people could do on its own, but Grau
said he doesn’t see artificial intelligence
coming in the next year or even the
next two years, and if and when it does
come, it will take the market some
time to adapt.”
And those new technologies are
coming. “I just heard about a company
that has a Siri-like application that will
assist you in buying a car and deliver
it to your home for a test drive or to
purchase it,” Grau said. “Just ask the
app what vehicle you are looking for
and what you want to pay, and it
finds it.”

WWW.NAAA.COM

FEATURE

A Week Worth Celebrating with a Story Worth Sharing
NATIONAL AUTO AUCTION WEEK, AUG. 14-18, INCREASES PUBLIC AWARENESS AND GOODWILL

ALERT THE MEDIA!

Ten tips for catching the public’s eye
with free publicity for National Auto
Auction Week
Below are a few suggestions to help
you kick off your celebration, raise
public awareness and keep the excitement
running high all week.
More ideas for promotions and
activities are available in the online
campaign kit at www.naaa.com.

When it comes to hosting fun festivities
for a successful sales promotion or
charity fundraiser, almost no one can
hold a candle to NAAA members. So
now’s the time to get started planning
the biggest bash of the year to celebrate
National Auto Auction Week, August
14-18!
Since it was established in 2008,
members have been encouraged to host a
variety of weeklong events and activities
to raise the public’s awareness of the
significant contributions to the national
economy and local communities made
by the auto auction industry.
“While auto auctions make a
difference in their communities all
year round through their volunteerism
and charitable activities, we want to
take a special week where the industry
makes a concerted effort to get the
word out in a single voice about the vital
role played by auto auctions,” explains
NAAA Chief Executive Officer Frank
Hackett. “It’s a time to let the public
know about our industry’s 79 years of
entrepreneurship, commercial success
and community service.”
He adds that the week is a great
opportunity for auctions to foster
goodwill and build relationships with
the general public by having a barbeque,
conducting tours, holding a media day or
making a donation to a local cause. (For
more promotional ideas, see the sidebar.)
“Gaining their trust and confidence
in your business and the industry is
important because it can be invaluable
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in various circumstances,” Hackett
notes. “Whether when dealing with
zoning ordinances, regulatory issues or
a tragic accident, it’s good to have the
public’s support.”
New this year will be NAAA’s
announcement each day of one of
the four auctions receiving the Chapter
Auction of the Year Award as finalists
for the Auction of the Year Award for
Excellence in Community Service.
Other promotional plans include
developing an overall message
that auctions can use in their social
media, and producing posters with
a slogan that can be a backdrop for
photo opportunities.
Publicity materials are available to
members on the website at NAAA.com.
The campaign kit provides a logo, news
release, letters to local leaders and the
media, and a sample proclamation that
can be downloaded and customized.
“I urge our members to invite
their elected officials, from City Hall
to Congress, to give the week their
stamp of approval with an official
proclamation,” says Hackett. “And
though the focus is on getting the word
out to the public about our industry’s
positive impact, it’s also a perfect time
for saying ‘thank you’ to our loyal
partners, employees, family, friends and
neighbors whose support makes all our
achievements possible.”
But, he adds, “Of course, it’s a
celebration, so the emphasis remains
on having fun!”

1. Send a news release, which can be
downloaded from NAAA and customized, to
your regional media announcing the special
week and alerting the media to your events.
2. Post National Auto Auction Week information
(news release, proclamation, photos and
calendar of events, etc.) on all your social
media accounts.
3. Display the downloadable NAAA logo and
auction week slogan on all your social media
accounts during the week, along with a brief
explanation about the celebration. (Use the logo
as your Facebook profile image or create Twitter
hash tags from the slogan.)
4. Request that your elected officials issue a
proclamation declaring August 14-18 as
“National Auto Auction Week.” Let them know
you’d appreciate their attending the ceremony.
(Take a photo you can include with a news
release and send a copy to NAAA.)
5. Hold a day exclusively for the media and
elected officials to learn about wholesale
vehicle remarketing in general, and your auction
in particular, including how it operates and its
contributions to the community.
6. Host a breakfast or luncheon for the general
public and conduct tours on a non-sales day.
(Invite community leaders, auction neighbors,
friends and family as a thank you.)
7. Donate to (or announce a pledge to support)
a new charity, or renew your sponsorship
of a current one to let the public know of your
commitment to community service.
8. Recognize an outstanding employee or honor
a long-time staff member with a presentation
at your event by awarding them anything from
a certificate of appreciation, to a gift card or
even a Warren Young, Sr. Fellowship. (Another
news release opportunity!)
9. Prominently display the poster provided by
NAAA and use it as a backdrop for photo ops,
such as a donation, award or proclamation, or
for shooting short video testimonials from your
customers and vendors that can be uploaded
to your website and social media.
10. To get your employees in the spirit and
participate in promoting the contributions of
auto auctions, offer a contest for decorating
auction lanes or office areas with signs
and posters, then have customers vote for
honors such as the “Best Decorated,” “Most
Outstanding,” and “Funniest,” and give prizes.
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ADESA Flint
Hosts Annual
Corvettes &
Classics Sale
This year’s Corvettes & Classics Sale at
ADESA Flint was the biggest sale in the
auction’s history, according to General
Manager Lawrence Cubitt.
The annual event began on Tuesday with
“The Sale Before the Sale,” featuring units
from several national accounts.
Wednesday started with free breakfast
for customers and the Early Bird sale.
The main event kicked off at 9 a.m., with
other muscle and classic cars following the
Corvettes.
ADESA Flint customers had
opportunities throughout March and April
to enter to win Corvette leather jackets,
large-scale remote control Corvettes or
the grand prize — a yellow 2005 Corvette
convertible. The winner of the drawing for
the grand prize was Auto Supply, Inc., a
dealership in Flint, Michigan.
“I want to thank our customers and
everyone who helped make this event such
a success,” said Cubitt. “Our entire team
worked together as one for a common
goal, and it was truly a great day for ADESA
Flint.”
ADESA, a business unit of KAR Auction
Services, is a leading provider of vehicle
auction and remarketing services. ADESA
Flint is one of the company’s 77 auction
locations across North America.

ADESA Flint GM Lawrence Cubitt
presented the winner with the keys
to this Corvette.

ADESA Golden Gate Named VCI
Auction of the Year for the Third Time

ADESA Golden Gate General Manager Jeff Hoyt, third from left, and ADESA RVP Jay Hinchman, far left,
pose with members of the ADESA Golden Gate team and the award for 2016 Auction of the Year from VCI.

For the third consecutive year,
ADESA Golden Gate has earned
Auction of the Year honors from
VW Credit, Inc. (VCI). ADESA
Golden Gate was awarded this top
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honor in 2014, 2015 and 2016.
According to Scott Vaughn,
technical operations supervisor
at VCI, many indicators are used
to determine the winner of this

award, ranging from
quality and accuracy ratings
to collaboration and
partnership, to days to sale
and arbitration percentage.

Vaughn noted that ADESA
Golden Gate has won 15 awards
from VCI over the years,
starting in 2006. That year, the
auction earned top honors as a
prequalification center.
The award was presented
to ADESA Golden Gate
General Manager Jeff Hoyt
and his team during the
auction’s 14th annual
signature event, Crabfest.
ADESA, a business unit of
KAR Auction Services, is a
leading provider of vehicle
auction and remarketing
services. ADESA Golden Gate
is one of the company’s 77
auction locations across
North America.
WWW.NAAA.COM
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America’s Auto Auction – Birmingham
Well Represented at World Automobile
Auctioneer Championships
An auctioneer-ringman team from
America’s Auto Auction – Birmingham
took the Team Championship Award for
the second year in a row at the 2017 World
Automobile Auctioneer Championships
(WAAC) held May 12 at the world’s largest
auto auction — Manheim Pennsylvania.
Woody Woodruff of Shelbyville,
Tennessee, and Ben Gunter of South Side,
Alabama, were named Team Champions
during the event, which saw 67 auctioneers,
21 ringmen and 17 teams compete at the
most prestigious automobile auctioneering
event in the country. In addition, Dallas
Massey of Starkville, Mississippi, a regular
at the Birmingham auction, earned the 2017
WAAC Ringman title.
Woodruff, Gunter, and Massey have
long ties to the Birmingham auction,
which was purchased as part of America’s
Auto Auction’s acquisition of ABC Auctions

in January.
Blaine McDaniel, another long-time
America’s Auto Auction auctioneer, said he
was very proud his fellow auctioneer and
ringman earned the Team Championship
Award, as he and Dustin Taylor, earned the
same award in 2016, when the event was held
at Missouri Auto Auction.
“The event was fantastic and some top
notch people earned the awards,” McDaniel
said. “Our auction hires the best. Management
is very supportive. It sponsors the competitors
and supports the World Automobile
Auctioneer Championship organization.”
Paul C. Behr, president of the WAAC, said
this year’s event went off flawlessly.
“Auctioneers and ringmen came from all
over the country and Canada, and Manheim
Pennsylvania Auto Auction was absolutely
tops, excellent in every way,” Behr said. “Joey
Hughes, the general manager, and his team

know how to put on an event and did
absolutely everything right.”
Behr added that the competition took
place in four lanes of the 35-lane auction.
“The auction ran 10,000 units that day
and I understand our lanes had a sales
rate of 90 percent,” Behr said.
McDaniel said it was the first time
Woodruff and Gunter competed together.
Andy White of Ashland, Ohio, earned
the top honor at the 2017 WAAC,
becoming only the second auctioneer
to win all three of the industry’s
major competitions. Last year, White
won the World Livestock Auctioneer
Championship, and he won the
International Auctioneer Championship
in 2013. He serves as a contract
auctioneer for the Barrett Jackson
collector car auction and the Akron Auto
Auction, as well as others.

Down the Virtual Lanes They Came:
KAR Security
Team Shares
Industry Insights
with Students
MANHEIM LOUISVILLE HOSTS FIRST-EVER HIGHLINE DIGITAL BLOCK SALE

Like the over-the-top hats
and seersucker suits at this
year’s “Run for the Roses,”
innovation ruled the day at
Manheim Louisville’s 37th
annual Kentucky Derby Event
Four KAR Auction Services IT Security employees
Sale on May 4. For the first
recently joined representatives from the Security
time ever, the auction
Advisors Alliance, the FBI and Project Lead the
partnered with Manheim
Way in a Converge Tour event in Indianapolis.
Pennsylvania to host a
The Converge Tour is a nationwide effort that
Highline Digital Block Sale
brings together local experts in the cybersecurity
during this year’s event.
field to impart wisdom, share experiences, offer
This pioneering digital
career advice and open doors to high school
experience, intended to help
students considering careers in this field.
drive sellers’ transaction
The four KAR employees were KAR Chief
velocity, allowed buyers to
Information Security Officer Leon Ravenna,
view and bid on more than
KAR IT Shared Services Director Stacy Mill,
200 luxury high-value
ADESA System Solution Architect Shane Lawson
vehicles via Simulcast from
and ADESA Cyber Security Manager Todd Rowlett. the comfort of the auction’s
The Indianapolis event educated 75 students
derby-themed lanes.
from three Indianapolis public high schools on the
“With the addition of the
skills, personality traits and experience needed to Highline Digital Block Sale,
begin a career in the cybersecurity industry. The
we blended time-honored
students learned of the daunting employment
tradition with modern
gap of an estimated 1.5 million unfilled positions
innovation to offer our
anticipated over the next years as well as the
commercial clients and online
various opportunities in the IT security field.
buyers a unique opportunity
KAR representatives got to be part of the
to participate virtually in our
education effort.
Derby event,” said Chuck
Long-term, the goal of the Converge Tour is
Werner, general manager of
to mentor and guide those students who might
Manheim Louisville. “Just as
be interested in careers in cybersecurity.
a horse needs a good jockeyWWW.NAAA.COM

Manheim Pennsylvania joined Manheim Louisville’s 37th
Annual Kentucky Derby Event Sale on May 4.

The digital experience allowed buyers to view and bid on more
than 200 luxury high-value vehicles via Simulcast from the
auction’s derby-themed lanes.

trainer combination to win
a race, we know that our
buyers and sellers will parlay
this digital innovation into
business success.”
During the Highline Digital
Block Sale, buyers gathered
in a derby-themed loungelike space set up in one of the
auction lanes, where a live
auctioneer called the vehicles
and took bids as they showed

up on the big screen.
Similar to the way a daily
racing form helps bettors
handicap a horse race,
enhanced imaging and a
complete condition report
on each vehicle helped
buyers attending in-lane
and online via Simulcast
improve their odds of
picking a winner.
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Manheim Announces
Selection of New Leaders
To strengthen partnerships and
drive business growth and velocity
for its clients, Manheim has named
Peter Grupposo as vice president
of Dealer Sales and Holly Capps
as vice president of Inventory
Solutions Commercial and
Wholesale Sales.
In his new position, Grupposo
will lead a team of client executives
responsible for developing
and managing comprehensive
inventory solutions for dealer
clients. Having held leadership
roles within Manheim’s sales
organization since 2014, Grupposo
most recently served as Manheim’s
vice president of Inventory
Solutions Commercial and
Wholesale Sales.
With Grupposo’s move, Capps
will assume the role of vice
president of Inventory Solutions
Commercial and Wholesale
Sales, where she will lead a team
responsible for maintaining and
exploring new revenue and market
share growth opportunities for
Manheim’s commercial clients.
Capps joins Manheim from Cox
Media, where she served most
recently as group vice president
responsible for the leadership and
development of sales strategies

for the advertising division of Cox
Communications, Inc.
And, Manheim continues its
commitment to excellence in the
vehicle remarketing industry with
the promotion of three experienced
leaders to general manager
roles: Dave Rathjens at Manheim
Lakeland, Greg Milam at Manheim
Seattle and Martin Sandoval at
Manheim Central California.
Dave Rathjens,
Manheim Lakeland:
Rathjens began his career at
Manheim in 1999 as an inspections
manager, and most recently, he
was assistant general manager
at Manheim Tampa. Through the
years, he has held various roles
at Manheim Ohio and Manheim
Kansas City including vehicle entry
manager, body shop manager, repo/
lease manager, recon manager and
operations manager.
Greg Milam,
Manheim Seattle:
Milam has held several Cox
Automotive leadership roles for
the past 18 years. Most recently, he
was director of Mobile Auction Sales
and Operations, where he leveraged
his strength in client relationships

Peter Grupposo named
Vice President of Dealer Sales

Holly Capps named Vice President
of Inventory Solutions Commercial
and Wholesale Sales

Dave Rathjens,
Manheim Lakeland

Greg Milam,
Manheim Seattle

and operations to grow mobile
sales volume by 16 percent yearover-year. He started his career
with Cox Automotive in finance.
Martin Sandoval,
Manheim Central California:
Sandoval joined Cox Automotive
in 2013. He was most recently a
regional account executive for
NextGear Capital, and prior to
that, he was vice president of
operations and director of auto
finance at Zinc Financial.

Specialty Sales Bring on the Muscle

Manheim Omaha welcomed more than 600 dealers
to their 10th Annual Special Interest Sale and red
carpet reception in May.

The Muscle Car movement had its heyday
in the 1960s and 70’s, made its comeback
in 2005—and is still in full throttle today.
In fact, Experian reports registrations of
American muscle cars jumped 35 percent
over the past nine years.
Dealers looking to feed this need
for speed have added muscle to their
inventory at Manheim Omaha, Manheim
Pennsylvania, Manheim Riverside
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Dealers socialized at the Red Carpet
reception while perusing vintage cars.

(monthly) and Manheim Orlando (monthly)
sales events.
Manheim Pennsylvania’s John Crispeno says,
“It’s a buyer’s market for classic cars and the
team plans to host classic sales planned in June
and September.”
At Manheim Omaha’s 10th annual Special
Interest Sale May 4 and 5, more than 600 dealers
participated in the lanes, with an additional
200 participating via Simulcast. Considered one

Martin Sandoval,
Manheim Central California

of the premier sales of the Midwest, some
300 classic and modern units were offered.
Manheim Omaha will also host a “Legend of
the Fall Sale” in October.
“What we hear every year from our clients is
that they love coming to our sale because it has
the smaller, intimate atmosphere,” said Steve
Robinson, Manheim Omaha general manager.
“We have many clients who have been to every
sale since its inception 10 years ago.”
Manheim Riverside held its first classic car
sale in 2016 with strong dealer response, and
has had so much interest that it now plans
monthly classic sales.
“Many of our dealers attend the typical
classic car auctions and said they would be
interested in a similar sale at Manheim,”
said Chris Brown, general manager at
Manheim Riverside. “We have had some
interesting cars come through, such as an
Eleanor Mustang (a 1967 Shelby Mustang
GT500), based on the movie ‘Gone in 60
Seconds’ with Nicholas Cage. Only 300 of
such vehicles were ever built.”
With several past and upcoming muscle
car sales performing well, it is clear that
Americans have not lost their need for speed.
WWW.NAAA.COM
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Manheim Dallas-Fort Worth
Puts on Bigger Boots in Texas
They say everything is bigger in Texas—and
Manheim Dallas-Fort Worth is no exception.
Since 2008, the team has hosted a monthly
Specialty Sale, attracting hundreds of buyers
to purchase more than 300 Class A, B & C
RV’s, Fifth Wheels, Travel Trailers, Boats,
Motorcycles and Powersports.
Fast forward to today, the continued growth
in specialty sales at Manheim Dallas-Fort
Worth has led the company to invest in a
dedicated 3,000-square-foot specialty building
to meet growing dealer demand. The facility,
located across the street from the wholesale
vehicle operation, has its own staff and will
serve dealers in two sales lanes.
“Specialty vehicles are an important
offering at Manheim Dallas-Fort Worth,
and now we’re making it even easier for our
clients to buy and sell these units,” said Nicole
Graham-Ponce, general manager at Manheim
Dallas-Fort Worth.
On April 14, the team unveiled its new facility
at a grand opening event with more than 350
buyers. The three-hour event generated an 82
percent sales rate, selling more than $4M of
specialty inventory.

The continued growth in specialty sales at Manheim Dallas-Fort Worth has led
the company to invest in a dedicated 3,000 square-foot-specialty building.

Auctioneers Battle for Championship
Title at Manheim Pennsylvania

(L to R): 2017 WAAC winners include (L-R): Dallas Massey of
Starkville, Mississippi, Woody Woodruff of Tennessee, Ben Gunter
of Alabama and Andy White of Ohio. Pictured with Paul C. Behr,
WAAC president.

Top: Manheim Senior Vice President of Inventory
Solutions, Grace Huang, was one of the judges at the
29th Annual World Automobile Auctioneers
Championship on May 12.
Above: Dallas Massey earned the 2017
Automobile Auctioneer Ringman Championship.
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It seemed only fitting that Manheim
Pennsylvania Auto Auction, the birthplace
of the modern-day auto auction, would
host this prestigious championship where
seasoned auctioneers and ring people
demonstrate the time-honored selling
tradition and battle for top honors across
three categories—best auctioneer, best
ringperson and best two-person team—as
well as $12,500 in prize money.
Challengers worked all day to stand out
in their presentation, chant, voice quality,
salesmanship and other performance
elements of effective auctioneering.
Contestants were also judged on their
ability to interact and communicate with
bidders and buyers.
In the final round, Ashland, Ohio

Andy White beat 15 finalists to take
home the 2017 Automobile Auctioneer
World Championship.

resident Andy White beat out a field of 15
finalists to take home the high honor of 2017
Automobile Auctioneer World Champion.
Dallas Massey of Starkville, Mississippi took
home the title of 2017 World Automobile
Auctioneer Championship Ringman and
partners Woody Woodruff of Tennessee and
Ben Gunter of Alabama took home the 2017
World Automobile Auctioneer Championship
Team title.
Shane O’Dell, president of Cox Automotive
Financial Solutions Group, Grace Huang,
senior vice president of Manheim inventory
Services, and Jerry Hinton, president of
the National Auto Auction Association
were among the top auto auction industry
executives attending and judging the
championship.
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Mancuso Tapped as National Accounts
Manager at Rawls Auto Auction
Remarketing veteran Michael Mancuso
has been named National Accounts
Manager at Rawls Auto Auction of
Leesville, South Carolina.
Mancuso has been with the
remarketing industry since 1998 with
Consumer Portfolio Services, and most
recently as National Accounts Manager/
Dealer Sales Manager at Sanford Auto
Dealers Exchange/ADESA in Orlando,
Florida.
“As Rawls Auto Auction continues
to expand and improve its commercial
consignment sales, Mike’s national
account background makes him a
valuable addition complementing our
experienced fleet-lease department,”
said Jimmy Rawls, auction owner and
general manager.
With extensive national remarketing

experience working for both auctions
and consignors, Mancuso will focus
on further developing Rawls Auto
Auction’s fleet-lease technology
as well as marketing and sales,
Rawls added.
Rawls Auto Auction is located in
central South Carolina, and holds
a weekly Tuesday morning sale
highlighted by fleet consignors such
as GM Financial, Westlake, CPS and
GSA, amongst many others.
In May, Rawls held its 79th
anniversary sale with a large cash
drawing and grand prize at the end
of the sale. Following the sale,dealers
and staff participated in a golf
tournament and festivities
The seven-lane auction is located
on 40 acres.

AUCTION NEWS

RMS Automotive and Manheim Offer Dealers
Early Access to Vehicle Manufacturers’
Premium Off-Lease Inventory

As off-lease volumes continue to rise,
RMS Automotive and Manheim are
making it easier for dealers to source
manufacturers’ premium off-lease and
off-program vehicles before they cross
the auction block.
A new co-listing capability allows for all
open sale vehicles listed on manufacturers’
digital sales platforms powered by RMS
Automotive to be simultaneously offered
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on Manheim.com and OVE, Manheim’s
24/7 online wholesale marketplace.
This new offering not only provides
dealers with access to a larger selection
of high-quality used vehicles, but
manufacturers can greatly increase
exposure of their inventory to
Manheim’s vast digital buying audience
to help drive transaction velocity.
“Co-listing allows us to continue

building on the significant growth we’re
currently experiencing in our digital channels,”
said Ed Berkowitz, vice president of product
management for Cox Automotive Inventory
Solutions. “By offering manufacturers’
‘open sale’ listings to the largest base of
online buyers on OVE and Manheim.com, we
can offer dealers exclusive early access to
thousands of pre-auction vehicles that can’t
be found anywhere else.”
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More Than Just Parts...

Partnership!
Everything You Need To Help Grow Your Business
PARTNERSHIP BENEFITS INCLUDE:
Exclusive Pricing &
Rebate Offer

Easy Online Ordering Solutions
Rebate Offer on Purchases

Technician Training
Programs

High Quality Parts

Automotive Repair Software
Up to 25% discounts

48-Hour Guaranteed Parts &
Labor Reimbursement

Industry-Leading
Coverage

CALL 1-866-727-5317 FOR DETAILS OR TO SCHEDULE A FREE CONSULTATION.

48-Hour response guarantee does not apply to claims over $1,000 or claims requiring product testing. © 2017 AutoZone, Inc. All Rights Reserved. AutoZone and AutoZone Design, Duralast, Duralast ProPower,
Duralast ProPower Plus, Duralast ProPower Ultra, Duralast ProPower AGM are registered marks and Going the Extra Mile is a mark of AutoZone Parts, Inc. All other marks are the property of their respective owners.

AUCTION COMMUNITY

ADESA and
TradeRev
Partner
for Charity
Auction
ADESA and TradeRev joined forces to
donate and auction a 2016 Sea-Doo Spark
at the Digital Dealer 22 Conference & Expo
in Tampa, Florida. All proceeds went to the
Make-A-Wish Foundation of Central and
Northern Florida.
The Foundation grants the wishes of
children with life-threatening medical
conditions. Before the auction action
got underway, Kelsey Hauck, of the local
chapter of Make-A-Wish, shared the
Foundation’s message with the crowd.
Will Farmer, TradeRev regional southeast
director, served as auctioneer.
The winning bid came from Evie Hedy,
director of marketing for Advanced Business
Computers of America (ABCoA). The final
donation to Make-A-Wish totaled just over
$10,000.
ADESA, a business unit of KAR Auction
Services, is a leading provider of vehicle

Keith Crerar, EVP of TradeRev (left end), and Doug Hadden,
executive director of dealer sales at ADESA (right end), help
present a check to auction winner Evie Hedy (second from left),
marketing executive at ABCoA, and Jonathan Hedy, EVP at ABCoA,
along with Sophie Seidenberg and Kelsey Hauck of Make-A-Wish
Central Florida and David Southworth, VP of Digital Dealer.

Kelsey Hauck speaks on behalf
of Make-A-Wish

Will Farmer, regional
sales director (southeast)
for TradeRev, acts as
auctioneer for the event.

auction and remarketing services, hosting
weekly sales online and at its 77 auction
locations across North America. TradeRev is
an innovative mobile app that facilitates a
transparent automotive exchange between usedcar dealers. Backed by KAR Auction Services,
TradeRev operates in select markets across the
United States, Canada and the United Kingdom.

Manheim Affirms its Commitment
to Conservation in Earth Month
In celebration of Earth Month, Manheim
and its team members announced three
key sustainability goals for 2017: offsetting
carbon emissions by 3,000 tons at its
facilities, saving 2.5 million gallons of
water and achieving zero waste to landfill
at one site.
Conservation is a big part of Manheim’s
culture, fueled by the ongoing commitment
to sustainability that runs throughout
all divisions of its family-owned parent
company, Cox Enterprises. The 2017
efforts are a part of the company-wide
sustainability program, Cox Conserves,
which is celebrating its 10-year anniversary.
“Environmental stewardship has long
been a part of our values and beliefs at Cox
and Manheim, driving how we operate our
businesses,” said Janet Barnard, president
of Inventory Solutions at Cox Automotive.
“I’m proud of our teams who are helping us
drive these important goals and doing what
is right for our customers, communities and
each other.”
In 2016 alone, Manheim achieved
the following:

22 | NAAA ON THE BLOCK | JULY 2017

• Saved 4.2 million gallons of water
through implementation of a rain
harvesting system and multiple
high-efficiency aerator projects.
This is equivalent to four-and-a
half Olympic-sized pools.
• Offset 1,855 tons of carbon through
a solar installation, and LED light
and HVAC projects. This is
equivalent to over 4,033,158 miles
driven by an average passenger
vehicle.
• Diverted 7,860 tons of waste from
landfills through recycling and
composting programs.
For more information on Cox Conserves
and updates on sustainable projects and
opportunities, visit www.coxconserves.com.

Southeastern Raises
$3,000 for Shriners
Hospital at Annual
Masters Sale Golf
Tourney
Just a few strokes short of a month
after Sergio Garcia’s first major
championship at the 2017 Masters
in Augusta, Georgia, Southeastern
Auto Auction of Savannah hosted
its annual Masters Sale Golf
Tournament, raising $3,000 for
Shriners Hospital for Children.
The two-day event kicked off
May 3 with the Masters Sale at the
Savannah, Georgia, auction, which
is located just a few hours from
the famed Augusta National Golf
Club. This year’s sale featured more
than 800 vehicles run through the
auction’s four lanes.
Dealers were treated to a free
lunch, golf visors, and at the end
of the sale, they were randomly
selected to putt for dough on the
auction’s putting green with a
chance to win up to $1,000. More
than $2,500 in cash prizes was
given away.
The Masters Sale Golf
Tournament held May 4, featured
a record number of teams, and
offered a chance at a $25,000
Hole-in-One Challenge, along with
prizes for longest drives and closest
to the pin. Lunch was provided
for all attendees, as well as prize
presentations for top team and
individual challenge winners.
Hole sponsorships generated the
$3,000 donation for the Shriners
Hospital. Shriners Hospital for
Children is committed to providing
the best care for children in the
specialty areas of orthopedics, burn
care, spinal cord injury and cleft
lip and palate, regardless of the
family’s ability to pay.
“It was a great week,” said Bill
McCready, auction vice president.
“We sold a lot of cars, had beautiful
weather for the sale and golf
tournament and raised money for
children in need.”
Southeastern Auto Auction
hosted its third annual “Georgia
Peaches, Peanuts & BBQ Sale!”
in June. This sale featured 1,000
vehicles, a $5,000 cash giveaway
and BBQ with peach cobbler for
everyone to enjoy.
Southeastern Auto Auction holds
a Dealer Only Sale every Wednesday
at 9:30 a.m. and a Public Sale every
Thursday at 7 p.m.
WWW.NAAA.COM
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Manheim Milwaukee team members (L-R) Dawn Folger, Sally Foote, Harley Jacobson
and James Turner enjoy giving their time to Ronald McDonald House Charities.

Huong Southwick of Corporate Manheim
prepares a meal for a deserving family

Served with Love: Ronald
McDonald House Charities
For the past 12 years,
hundreds of Manheim
team members have served
thousands of families with
the Ronald McDonald
House Charities.
Within the past six
months alone, various
teams from the East to the
West Coast have rolled up
their sleeves and poured out
their hearts to serve meals,
host collection drives and
raise funds so that families
can be close to each other
as their sick children get
the care and resources
they need at Ronald
McDonald Houses.

In Pittsburgh, some
Manheim team members
traveled to the Ronald
McDonald House to shop,
prepare, cook and clean
up for 50 family members
staying at the house.
In Manheim Southern
California, the TRA and
Specialty departments
teamed up to host a
fundraiser benefiting the
Ronald McDonald House in
Loma Linda.
In the Southwest,
Manheim Nevada team
members included Ronald
McDonald House Charities
as one of their three

community outreach
events in March 2017, while
in the Southeast, Manheim
North Carolina raised
more than $5,000 as a
corporate sponsor last year.
Throughout 2016, Manheim
Milwaukee team members
collected aluminum tabs to
make a large donation at
the end of the first quarter
of 2017.
No matter where they
served, Manheim team
members made a difference
for kids and families at
Ronald McDonald House
Charities nationwide.

(L to R): Christina Juarez and Jasmine Vega
of Manheim Southern California join Ronald
McDonald for a special presentation

Jasmine Vega of Manheim Southern
California rolls up her sleeves to serve meals
to Ronald McDonald House Charities

Manheim Pennsylvania Gives
Wheels to Support Local
Disaster Relief

Manheim Pennsylvania General Manager Joey Hughes presents
2017 Ford Explorer 4x4 to Jennifer Wiggin, major gifts officer for the
American Red Cross.

WWW.NAAA.COM

When Manheim Pennsylvania
discovered its local chapter
needed a disaster relief vehicle
for use throughout the central
Pennsylvania region, the team
was determined to provide it.
Through dealer donations, a
raffle, a donation from Carlisle
Productions and a pledge from
Cox Automotive, the team raised
more than $30,000 to purchase a
2017 Ford Explorer 4x4, which was
presented to Jennifer Wiggin, major
gifts officer of the American Red
Cross Central Pennsylvania Region
on February 14th at the Manheim
Pennsylvania auction. The vehicle

will live at the Lancaster
office of the American Red
Cross and is ready to be
deployed upon need.
“Our team has supported
our Red Cross chapter for
some time, so we rallied
around efforts to equip
them with a disaster relief
vehicle,” said Vice President
and General Manager Joey
Hughes. “The Red Cross
goes where no one else
can and we are honored to,
in a small way, help them
get there.”
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