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ON THE COVER:
Alan Mulally, president and chief executive officer of The Ford Motor Company 2006-2014, has accepted NAAA’s invitation to be the 
keynote speaker at the 2018 NAAA/NRC Conference luncheon on Wednesday, Nov. 14. Recognized throughout his career for his industry 
leadership, including being named #3 on Fortune’s “World’s Greatest Leaders” list, one of the 30 “World’s Best CEOs” by Barrons, and 
one of TIME’s“The World’s Most Influential People,” Mulally will speak on strategic and operational leadership and working together.
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PRESIDENT'S MESSAGE

NAAA’s Platinum Hits of 2018
Although now in our 70th year, 

age hasn’t slowed down the 
National Auto Auction Association. 
Spry as ever, we’ve been busy 
working on a variety of projects, 
so as we enter July I thought I’d 
take the opportunity to highlight 
some of the greatest hits from 
the first half of our platinum 
anniversary year:
• Most recently, we presented 

the preliminary results of our 
service technician shortage 
study, conducted by automotive 
industry analyst Glenn Mercer, 
to a focus group of industry 
leaders for feedback as we begin 
preparing the final report for 
release to our members in the 
fall that will include recommen-
dations for improving recruitment 
and retention of those in the 
service field.

• Earlier this year we published 
Mercer’s outlook for the future 
of auto auctions in a 34-page 
report, “Auction of Tomorrow 
2027: Planning for Challenging 
Times,” which I hope you’ll use 
in updating your business plan.

• With the number of open vehicle 
recalls climbing to more than 
57 million today, we’ve joined 
forces with the National Safety 
Council to address this growing 
problem. By working together 
to promote recall awareness 
through the Council’s “Check 
To Protect” campaign and 
collaborate on methods to 
improve recall completion rates, 
we can reduce the chance that 
a recall vehicle may end up at 
auction and make our roads 
safer for everyone.

• In March we took a significant 
step in our ongoing efforts to 
ensure auctions are safer places 

to work and do business. The 
NAAA Board of Directors ap-
proved the “Suggested Safety 
Guidelines” to establish proac-
tive practices and educational 
programming for creating a 
safer environment in all as-
pects of daily operations that 
can be customized to fit  
ny auto auction.

• Later this spring we scored a 
precedent-setting victory on 
Capitol Hill in a joint campaign 
with our colleagues in the auto 
industry and financial services 
field to win congressional repeal 
of the federal Consumer 
Financial Protection Bureau’s 
overbearing, flawed policy that 
put unreasonable burdens on auto 
dealers and lenders. Revoking 
the regulatory measure was 
necessary to maintain loan 
competition and affordable credit 
for all vehicle buyers.

That was in addition to hosting 
a productive Day On The Hill 
meeting with legislators and 
successful fundraising for NAAA 
PAC to strengthen our advocacy 
in Washington.

• Attending Great Britain’s 
National Association of Motor 
Auctions Conference held in 
Lisbon, Portugal, offered insight 
into how the British face some of 
the same challenges we see here, 
such as safety issues, a shortage 
of technicians and the future of 
auto auctions. It was an honor 
to present our UK counterpart 
with a Warren Young, Sr., Fellow 
during the event.

• NAAA was also proud to sponsor 
coverage of the 2018 World 
Automobile Auctioneers 
Championships webcast live 
on NIADA.TV that showcases the 

best in the business in a friendly 
competition, and it was a 
privilege to be one of the 
announcers of this exciting 
event, along with Chad Bailey 
and Frank Hackett.

• Lastly, our annual industry 
membership survey for 2017 
offered a positive picture, with 
the number of units sold rising 
2.5 percent and the average 
price per unit up 3 percent 
over the previous year, totaling 
sales of 10 million units worth 
$105.6 billion.
Thank you to those members 

whose participation, commitment 
and hard work has made 2018 a 
record year so far for advance-
ments in the association and the 
industry. I encourage everyone 
to celebrate these and all our 
achievements since 1948 during 
National Auto Auction Week next 
month. As they say, the hits just 
keep coming! 

WARREN CLAUSS
NAAA PRESIDENT
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SAFETY FIRST

WHY IS OSHA-10 TRAINING SO IMPORTANT?
WHAT IS OSHA-10?

OSHA-10 is a 10-hour beginner safety 
course that establishes fundamental 
knowledge on how to recognize, 
remediate and control certain safety 
hazards within the workplace. OSHA-10 
can be given by a certified Occupational 
Safety and Health Administration 
(OSHA) outreach instructor or from a 
few internet providers. Qualified OSHA 
outreach instructors can adjust a few 
training lessons within the OSHA-10 
course to make the content more 
specific to the auto auction industry.   

Why Take OSHA-10?
OSHA’s General Duty Clause states 

that employers are required to provide 
their employees with a place of 
employment that is “free from 
recognizable hazards that are 
causing or likely to cause death or 
serious harm to employees.” How are 
we to comply with OSHA’s General 
Duty Clause if we aren’t sure how 
to identify and control these hazards 
in the first place?  Empowering 
managers, supervisors and employees 
with OSHA-10 safety training provides 
the tools needed to move our safety 
programs in the right direction and 

think about safety issues they had 
never considered before. 

Safety programs struggle in many 
workplaces due to the assumption 
that safety is “common sense.” This 
assumption often leads to shortcuts, 
incorrect conclusions in investigations 
and countermeasures that may not be 
effective. OSHA-10 enables us to have 
a better understanding and foundation 
to identify safety hazards and make 
better decisions that prevent injury and 
eliminate any “common sense” pitfalls 
we may have.

Training vs. No Training
A recent study of 195 workers on 

self-reported actions showed that 
75 percent of trainees carry items 
on ladders while only 26 percent 
did so after receiving the training. 
Two-thirds asked for personal 
protective equipment (PPE) before 
the training versus 90 percent after. 
A survey given to Tennessee sheet 
metal workers found that 89 percent 
said taking OSHA-10 made them 
more aware of workplace hazards and 
38 percent believe it helped prevent an 
accident. The changes in safety actions  
 

before and after OSHA-10 training are 
demonstrated in Table 1.

Value From OSHA-10
OSHA-10 should be a proactive 

approach to all workplace safety 
programs to ensure the employees 
are afforded a safe workplace that is 
required by OSHA. OSHA-10 promotes 
a safe workplace by providing the basic 
knowledge to help reduce exposure to 
hazards and prevent incidents from 
occurring. OSHA-10 may not eliminate 
100 percent of the incidents in every 
workplace but it enables workers to 
have conversations about safety that 
may help reduce the frequency and 
severity of incidents and injuries 
within the workplace.  

Essentially, OSHA-10 teaches the basics 
within safety and is a proactive approach 
to establishing or enhancing a safety 
program for the auto auction industry. 
OHSA-10 is a great platform for helping 
employers understand and comply with 
minimum safety requirements. 

BY JAMES WALKER 
SENIOR DIRECTOR, KAR AUCTION SERVICES
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SAFETY FIRST

Partners in Reducing Open Recalls
NAAA JOINS THE NATIONAL SAFETY COUNCIL TO PROMOTE 
ITS “CHECK TO PROTECT CAMPAIGN”

Almost one in four vehicles on the 
road today — more than 57 million — 
have an unrepaired open recall, which 
poses a hazard to occupants, other 
motorists and even the staff and 
customers of auto auctions. So the 
National Auto Auction Association 
has joined forces with the National 
Safety Council to address this growing 
safety issue.

The organizations will work together 
to promote recall awareness through 
the Council’s “Check To Protect” 
campaign and collaborate on methods 
to improve recall completion rates.

“Recalls are an important part of 
our industry because many involve 

vehicles that may end up at our 
membership’s auctions and we 
welcome the opportunity to partner 
with the National Safety Council 
on developing proactive strategies 
to identify those with open recalls,” 
states NAAA Chief Executive Officer 
Frank Hackett. “Ultimately, we 
share the common goal of reducing 
the record-setting number of open 
recalls and making our roads safer 
for everyone.”

National Safety Council President 
and CEO Deborah A.P. Hersman praised 
NAAA for supporting the campaign 
by taking a leadership role to raise 
awareness of the problem, determine 

obstacles to fixing recalls, and strategize 
on how to encourage more repairs.

She explains that by partnering with 
NAAA, the Council is able to broaden 
its outreach into the wholesale auto 
auction industry, which facilitates a 
massive number of vehicle sales 
annually. In 2017, NAAA’s 342 member 
auctions sold a total of 10 million units 
worth $105.6 billion.

“In our campaign’s first year more 
than 100,000 vehicle owners visited 
our website, CheckToProtect.org, 
to check their recall status by using 
the Vehicle Identification Number,” 
Hersman notes. “But we need help to 
spread the word about open recalls 
and increase repair completion rates. 
That’s why this partnership with 
NAAA is so important.” 

A Risk-Management Plan on the Front End 
Will Help Avoid Problems down the Road

Many of my conversations with 
auction owners and executives start 
with, “Have you ever heard of 
anything like this happening at other 
auctions?” Unique industry equates 
to unique risks. A common element of 
losses, whether auto liability, physical 
damage, check and title, employment 
practices liability or a host of other 
exposures, commence with a story of 
how everyday business transitions 
from normal to a feeling that something 
just isn’t right. That intuition could 
apply to a dealer who is buying “out of 

pattern,” as an auction owner 
reminded me today when relaying a 
story about a dealer that, as a credit 
risk, was “good,” until, well, he went 
“bad.” Employees who have been 
covering up an employee dishonesty 
issue often start giving off signals that 
aren’t readily identified until you look 
back at the circumstances and there is 
the “aha” moment when you recognize 
it should have all added up.

A solid risk-management plan 
should provide tools and resources that 
pick apart your total cost of risk and 

identify exposed areas, provide training 
to prevent losses, and, when possible, 
mitigate a resulting unavoidable 
loss with insurance proceeds. By 
talking through coverage gaps, 
uninsured losses and benefits of 
available insurance products, risks 
can be identified for which there is 
no training or insurance in place and 
needed financial security for the 
auction can be provided.

As with most things in life, using 
tools and resources to deal with 
problems on the front end prevents 
an unraveling down the road. While 
intuition, or “gut” as we like to call it, 
is an excellent barometer, it often is 
like the old police radar detectors that 
blared loudly at about the same time 
as the lights on the police car started 
to swirl. You can see them clearly 
in the rear view mirror, but they 
provided scant “up front” protection.

If you haven’t reviewed your total 
cost of risk recently, contact your 
insurance professional to put together 
a plan. Taking a proactive approach on 
risk management allows you to manage 
one more element of your auction to 
support a profit. 

BY MICHAEL ROHDY
ARTHUR J. GALLAGHER & CO. 

AREA PRESIDENT - AUTO AUCTION SERVICES
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FEATURE STORY

NAAA’s CONFLICT OF INTEREST POLICY: 
CORNERSTONE FOR AN ORGANIZATION 
COMMITTED TO INTEGRITY AND FAIRNESS

From time to time, as counsel for the 
National Auto Auction Association (the 
“Association” or “NAAA”), we believe 
that it is important to remind us all of 
the importance of certain policies that 
are essential for the continued effective 
functioning of the NAAA as a respected 
membership organization known for 
enhancing and promoting the integrity 
of the industry. From its founding 
days, the NAAA has been committed 
to promoting the advancement of the 
entire wholesale auto auction industry. 
This commitment is articulated in the 
NAAA’s organizational documents, 
including our Articles of Incorporation, 
which state the following:
1. That the nature of the business of 

the corporation and the objects and 
purposes proposed to be transacted 
and carried on by it are as follows:
a. To promote and maintain an 

organization for the mutual 
advancement and welfare of its 
members and of the automobile 
auction industry by all proper, 
suitable and lawful means.

b. To foster a spirit of good will 
among its members and to 
promulgate ethical practices in 
their relationship with each other 
and the public, to the end that all 
interests may be served fairly.

NAAA’s Conflict of Interest Policy
As we all know, on any given day, 

Association Members are called upon to 
discuss, debate and take official action 
on any number of Association matters. 
Understanding that these situations can 
be angst filled for all parties involved, 
some years ago the Association established 
a Conflict of Interest Policy (the “Policy”) 
to make abundantly clear the process 
that all Members must follow when 
faced with such a situation. The Policy 
is designed to ensure that when taking 
action on behalf of the NAAA, all 
Association Board Members, Committee 
Members, and general Members 
(collectively referred to as “Members”) 
keep in mind the best interest of the 
Association as a whole and not their 
personal interests.

As stated in Section I of the Policy: 
The purpose of this Conflict of Interest 
Policy (hereinafter referred to as the Policy) 
is to ensure decisions made by the National 
Auto Auction Associations (hereinafter 
referred to as the Association) Board of 
Directors (hereinafter referred to as the 
Board) and Committees are not influenced 
by the possibility of any personal benefit 
accruing to persons subject to this Policy. In 
addition, the Policy seeks to avoid the mere 
appearance of bias, prejudice, or conflict of 
interest of any Board or Committee member. 
The philosophy of the Policy is to ensure that 
all members and the Association’s Board and 
Committees avoid situations which could 
involve a conflict of interest between their 
personal or business activities or interests 
and the interests of the Association.

The Policy then goes on to outline 
mandatory (not suggested or recom-
mended) disclosure requirements for 
any Member who either has, or knows 
of, another participating Member who 
has any actual or potential bias, prejudice 
or conflict of interest regarding a certain 
matter about which the Members are 
called upon to participate in some 
evaluation or vote.

Bias or Prejudice
For Association purposes, a bias 

or prejudice is defined as “any 
predisposition, inclination or other 
condition of the mind which does 
not leave the mind perfectly open to 
conviction or which could otherwise 
sway judgment and/or render a person 
unable to exercise his or her judgment 
impartially in a particular case.” A 
biased or prejudiced Member “shall 
disclose any bias or prejudice the 
Member may possess with respect 
to the particular matter coming 
before the Board or Committee, or 
if circumstances exist such that the 
Member’s impartiality with regard 
to the matter may be affected by 
considerations other than the merits 
of the particular matter.” If appropriate, 
the affected Member shall recuse him 
or herself from decision making 
concerning the particular matter 
under consideration.

Further, “any Member who knows 
of or suspects the bias or prejudice 
of any other Member of that Board 
or Committee with respect to that 
particular business matter shall 
disclose that bias or prejudice to 
the other Members of that Board or 
Committee.” Upon disclosure, the 
affected Member shall either recuse 
him or herself or demonstrate to the 
Board or Committee a lack of bias or 
prejudice. If the affected Member 
does not voluntarily recuse him or 
herself, the remaining unaffected 
Board or Committee Members shall 
decide whether the affected Member 
may participate in the matter before 
the Board or Committee.

Actual or Potential 
Conflict of Interest

Specifically, the Association defines 
conflict of interest as “any situation 
in which the interests or goals of an 
individual diverge or are opposed in 
any way from the interests or goals 
of the Association.” The interested 
Member and other unaffected Members 
must follow the same disclosure and 
remedy requirements as outlined in the 
bias and prejudice section.

Putting It All in Context
With these Policy provisions in mind, 

and simply by way of example, Members 
might find themselves involved in the 
following types of situations:

Membership Committee—When 
an application for membership is 
submitted to the NAAA, the Membership 
Committee must evaluate if the applicant 
meets the criteria for membership and 
Members are called upon for input. In 
either role, you, as an existing member, 
must evaluate if you can provide an 
unbiased decision or unbiased input, 
in light of any competition with or 
proximity of the applicant to your 
business. You must disclose such 
actual or potential bias, prejudice or 
conflict of interest. Thereafter, it may 
be necessary and prudent for you to 

BY THOMAS E. LYNCH, III AND JEREMY S. SCHOLTES 
NAAA GENERAL COUNSEL, MILES & STOCKBRIDGE P.C.
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recuse yourself from further participation 
in the application review. In other 
words, Members in this type of situation 
must be vigilant in ensuring that no 
interested individual or business 
member on the Committee, due to 
the Member’s own competitive interests, 
intentionally or unintentionally, 
undermines or interferes with the 
efforts of a potential seeking inclusion 
as a member in the Association.

Executive Committee—If you are 
on the Executive Committee and the 
Committee is called upon to potentially 
discipline another Member, you should 
evaluate any bias or prejudice that you 
might have concerning the matter. If 
you have a long and abiding personal 
relationship with the Member under 
scrutiny, you should disclose that 
relationship, and then either recuse 
yourself from decision-making or 
respectfully allow your fellow Committee 
Members to determine whether you 
are sufficiently impartial to continue 

participation in deciding whether 
discipline is appropriate for the 
subject Member.

Takeaway
So what is the takeaway? What is 

the Association asking all Members 
to do? The Association is asking you 
to take three simple steps:
1. Maintain Awareness—When 

confronted with making a decision 
on behalf of the Association, ensure 
you critically evaluate how you 
personally might be biased or 
prejudiced, or might have some 
self-interest that is opposed to or in 
any way diverges from the interests 
and goals of the Association. Also, 
help keep your fellow Members 
accountable in the same manner.

2. Disclose—Promptly disclose the 
complete and accurate truth.

3. Maintain Personal and Association 
Integrity—Remember, your judgment 
may be clouded or others may 

perceive that you are not impartial, 
but if you are not part of the decision 
-making process on this single 
matter then the way is clear for other 
Members to complete their task with 
professionalism and transparency. 
Recuse yourself when appropriate, 
and be prepared to remove others 
from the decision-making cycle 
when necessary. Your very important 
mission as a Board or Committee 
Member is to make sound decisions 
that advance the ball for the Association 
and all of its members. 

Disclaimer: 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 the 
National Auto Auction Association.

McConkeyAuctions.com

For us, it’s about more 
than the bottom line.

Choose an auction with 
the right priorities.

David Pendergraft
GM, DAA Northwest

Matter
Most.

People
Matter
Most.
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A Crushing Concern
CENTRAL AUTO AUCTION’S PETER SALDAMARCO WARNS ABOUT 
POTENTIAL DANGERS OF FREEFALLING OVERHEAD DOORS 

With hundreds of vehicles moving 
through an auction’s lanes on sale 
day, it’s only natural to focus accident 
prevention efforts on the floor of the 
arena. But Peter Saldamarco advises 
auctions to look up as well.

The president and general manager 
of Central Auto Auction in Connecticut 
recounts how, even after 48 years 
in the business, he never thought 
much about the potential danger his 
auction’s heavy overhead doors 
posed until he recently learned of 
two incidents from different sources 
in a single month.

One story came from a friend at 
another auction who told of hearing 
“an explosion like an atomic bomb” 
when a door came crashing down. 
Only weeks later, an acquaintance at 
his grandson’s school related how a 
car sitting in an entry bay at a local 
car dealership “was almost sliced in 
two” when the door broke.

“I never heard of anything like it 
in all my years in this business,” 
Saldamarco says. “It really made me 
take a close look at our doors and what 
could be done to make them safer.”

He explains that the auction’s 
eight lanes have 12-foot-by-14-foot, 
well-insulated, torsion-spring Hahn 

doors weighing close to 1,000 pounds 
each. During New England’s raw 
winters they’re often pulled halfway 
down to keep customers warmer and 
more comfortable. But that leaves a 
tremendous amount of weight hanging 
on them and because the effective 
mass of an overhead door increases 
as the door sections transfer from a 
horizontal to a vertical position, it 

can accelerate rapidly if a cable breaks 
or otherwise loosens up.

“You can find videos on YouTube of 
people demonstrating the results of 
a falling door,” Saldamarco notes. “It 
was pretty shocking to see an average 
garage door completely smash a metal 
trash can and you can only imagine the 
result if, God forbid, it was a person 
standing under there like they often 
do at auctions.”

So Saldamarco contacted his door 
contractors, American Overhead 
Doors, Inc., to find out how such an 
injury or property damage could be 
prevented. The company recommended 
installing the Sure Stop Bottom Bracket. 
If a cable breaks, the knife edge on the 
safety device flips up and bites into 
the outside of the track, bringing the 
door to a quick halt. And various safety 
equipment is available that is appropri-
ate for other types of doors.

“I had them put Sure Stop on all 
eight doors,” Saldamarco states. “It 
only took two technicians about two 
days to do the job. The total cost of the 
devices and installation was just a little 
over $4,000, or about $500 for each 
door, which is well worth it to prevent 
an accident from a falling door.” 

According to Michael Rohdy, area 
president of auto auction services for 
insurance broker Arthur J. Gallagher 
& Co. and “On The Block” safety 
columnist, such a safety device is 
not a usual line-item discount, but 
installing it could put you in a better 
negotiating position when obtaining 
insurance or renewing your policy.

“I didn’t do it for that reason; I did 
it because hearing those stories had 
me concerned,” says Saldamarco. “I’m 
just wondering, how many people are 
aware of this? Can I be one of the few 
who never thought of it, or is the lack 
of knowledge regarding this risk 
common place? I don’t know. We’ll see, 
I guess, after you guys put the word 
out! If a lot of folks already know about 
the danger of falling doors and have 
taken safety precautions, great. If not, 
I just hope this helps warn them and 
encourages them to take action.” 

FEATURE STORY
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INDUSTRY NEWS

MARKETWISE

More People Are Buying Electric Vehicles.
Why Should Car Dealers Care?

A recent survey by AAA found that 
one in five Americans will likely choose 
an electric vehicle (EV) for their next 
automotive purchase, up from 15 
percent in 2017. 

While there may be a gap between 
intention and actual behavior (EVs 
make up only around 1 percent of the 
market), it’s clear that electric cars 
are finding broader mainstream 
appeal as consumers take on a more 
environmentally focused mindset and 
pine for more advanced technology 
with lower long-term costs. 

In spite of this rapidly growing trend, 
many dealerships are still not prepared 
to sell or service electric vehicles, 
and they struggle to customize their 
processes to accommodate these 
unique cars. Here are a few things 
car dealers can do to take an early 
competitive lead in the race to sell 
electric vehicles.

Train dealership staff
In dealerships, there is often a 

distinct lack of consistency when it 
comes to electric vehicle knowledge. 

Some salespeople are educated and 
ready to help customers find the right 

EV, while others may feel unprepared 
and revert back to selling conventional 
gasoline or hybrid cars when pushed 
outside their comfort zone. This 
inconsistency can cause customers to 
lose trust in your business and leave 
them with a negative perception. 

In order to bridge this gap, dealers 
need to encourage their salespeople 
to know the ins and outs of electric 
vehicles in order to make the best 
possible recommendation to customers 
looking to buy one—including tech-
nological features, environmental 
benefits and charging capabilities. 
Additionally, service departments 
need technicians equipped to properly 
service and repair electric vehicles.

Salespeople should also be made 
aware of the numerous rebates and 
tax incentives involved in purchasing 
an electric vehicle. In some states, 
even the dealership receives incentives 
designed to encourage and motivate 
their staff to sell electric cars.

Become an EV hub
Another issue with electric vehicles in 

dealerships is the lack of accessibility 
to the consumer. EVs often are not visible 

on the lot to view or test drive, and 
marketing material or ownership 
information is rarely readily available. 

While it may not seem important now, 
electrification will eventually dominate 
the industry, so it’s best to make your 
dealership an attractive place for people 
to buy EVs. This includes installing public 
charging stations on the lot and tweaking 
your marketing and digital strategies to 
better target electric car customers.   

Stock more electric vehicles
Obviously, catering to the consumer 

demand for electric vehicles requires 
dealers to purchase more EVs themselves 
as inventory. Early adopters of EVs are 
trading in their vehicles for early models, 
and thousands of EVs are coming off lease. 
With a little effort, you can stock your lot 
with the reasonably priced pre-owned 
electric vehicles that buyers want. 

Popular all-electric options include 
the Nissan LEAF, Ford Focus Electric, 
Fiat 500e, Chevrolet Spark EV and Tesla 
Model S. Plug-in hybrid options include 
the Chevy Volt, Ford Fusion Energi, 
BMW i3 Rex and Ford C-Max Energi. 

Reality TV for Auto Auctioneers
It was must-see TV when the finest 

auto auctioneers, ringmen and auction 
teams in the country competed for 
the coveted “World Champion” titles 
in a webcast on NIADA.TV of the 
2018 World Automobile Auctioneers 
Championships. Live coverage of the 
popular contest was made possible 
by the National Auto Auction 
Association’s $25,000 sponsorship.

NAAA’s own Warren Clauss, Chad 
Bailey, Laura Taylor and Frank 
Hackett served as announcers for 
the fast-paced, adrenalin-fueled 
event in May, hosted by ADESA Chicago 
in Hoffman Estates, Illinois.

“We always welcome the opportunity 
to be a part of this battle between the 
best in the business,” says Hackett. 

“It’s exciting to watch the high-speed 
action; the competition is friendly 
but fierce, and the talent of all the 
contestants showcases the art and 
craft of auctioneering.”

Taking the titles this year for both 
2018 World Champion Automobile 
Auctioneer and World Champion 
Automobile Team was Casey Enlow, of 
Supulpa, Oklahoma. Chris Elliott, from 
Tuscumbia, Alabama, won 2018 World 
Champion Automobile Ringman.

“We appreciate all NAAA does for 
WAAC and for sponsoring the NIADA 
broadcast, which allows us to display 
the skills of our profession to a wider 
audience,” notes Paul C. Behr, owner 
and president of the World Automobile 
Auctioneers Championship. 

BY STEVE DUDASH
VICE PRESIDENT OF DEALER 

SALES AND SERVICES, ADESA
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NAAA Joins Industry Colleagues 
to Win Repeal of Government Agency’s 
Flawed, Restrictive Auto Loan Policy
CONGRESS REVOKES THE CONSUMER FINANCIAL PROTECTION BUREAU’S 
AUTO-LENDING REGULATION IN PRECEDENT-SETTING LEGISLATIVE ACTION

A joint effort of nine trade groups 
representing the automotive and financial 
services industries, including the National 
Auto Auction Association, won a precedent 
-setting congressional repeal of govern-
ment agency guidelines that limited 
dealerships’ freedom in making auto loans, 
restricted retail margins and constrained 
consumers’ access to affordable credit.

This spring the U.S. Congress struck 
down the federal Consumer Financial 
Protection Bureau’s (CFPB) auto finance 
guidance that served as a method to 
regulate indirect auto lenders, pressuring 
them to restrict their freedom in providing 
discounted loans at their discretion to 
their customers. 

Rep. Jeb Hensarling of Texas, chairman 
of the House Financial Services Committee, 
said the consumer bureau used faulty 
methodology when producing an analysis 
of lending practices to justify its policy. 
Other lawmakers criticized the CFPB’s 
action as a backdoor attempt at  rulemaking 
without notice or comment and necessary 
procedural safeguards.

Issued in 2013 without any public hearing, 
industry input, consultation with its sister 
agencies or transparent rulemaking process, 
the bureau’s auto finance policy has served 
as the legal justification for a slew of CFPB 

lawsuits against car dealers and auto 
finance companies.

A letter to Congress from organizations 
representing businesses that make, sell, 
finance, auction and service vehicles 
expressed support for rescinding the CFPB 
guidelines, saying the government agency’s 
strictures placed an unreasonable burden 
on auto dealers and lenders. They added 
that the flawed auto finance policy has 
resulted in less competition, higher 
financing rates and loss of credit access 
for many vehicle buyers.

NAAA Chief Executive Officer Frank 
Hackett signed the letter along with 
officials representing the National 
Automobile Dealers Association, 
National Independent Automobile Dealers 
Association, American International 
Automobile Dealers Association, 
Alliance of Automobile Manufacturers, 
National RV Dealers Association, 
Recreational Vehicle Industry Association, 
Motorcycle Industry Council and the 
American Financial Services Association.

“We’re happy to work together with our 
colleagues to protect our industry from 
bureaucratic overregulation by supporting 
this pro-business, pro-dealer and pro- 
consumer legislation,” Hackett states. 
“With 20 percent of all U.S. retail spending 

on vehicle sales and more than 7 million 
jobs in the automotive business, keeping 
auto financing competitive and affordable 
is essential not only for the health of our 
industry and its customers, but for our 
country’s economy as well.”

In April, the U.S. Senate voted 51 to 47 
to pass the joint resolution repealing the 
regulatory action and the following month 
the U.S. House of Representatives approved 
the measure 234 to 175. President Trump 
signed the resolution into law, which 
scraps the policy and bans the bureau 
from issuing a similar rule in the future. 
It does not impact or amend the Equal 
Credit Opportunity Act.

The CFPB auto-lending guidance is the 
first informal regulation to be repealed 
by Congress through the Congressional 
Review Act (CRA), setting a precedent to 
review and revoke a broad range of govern-
ment agency actions. Originally thought 
to be immune from congressional review 
because it wasn’t issued as a formal rule, last 
December the Government Accountability 
Office declared that the regulatory guidance 
was technically a rule and thus was subject 
to the review act.

Enacted in 1996, the CRA gives Congress 
the power to expunge rules that were 
issued by government agencies through 
an expedited legislative process and 
passage of a joint resolution. Efforts to 
repeal rules under the CRA cannot be 
filibustered and require only a simple 
majority vote.

Also, once a rule is repealed, the act 
prohibits agencies from reissuing the rule 
or a new one in substantially the same form 
to that overturned under 
the law. 

ADVOCACY ACTION

ASSOCIATION NEWS

NAAA TECHNICIAN 
SHORTAGE STUDY 
COMPLETED
PRELIMINARY RESULTS PRESENTED TO 
INDUSTRY FOCUS GROUP FOR FEEDBACK

A study of the growing service technician 
shortage, conducted for the National Auto 
Auction Association by automotive industry 
analyst Glenn Mercer, has been completed. 
Preliminary results were presented to a focus 
group of NAAA officials and industry leaders 
in June to get their feedback with the goal of 
refining recommendations for improving re-
cruitment and retention in the vehicle service 
and repair field for auto auctions.

When made available to NAAA’s mem-
bership later this year, the finished docu-
ment will include an analysis of the current 
technician situation, a review of recruitment 
and retention best practices across the auto 
industry and proposed actions that can be 
taken to address the issue.

“The triple threat of a wave of veteran 

mechanics retiring, more advanced  
vehicles with increasingly sophisticated 
systems and fewer young people becoming 
service technicians poses a potential future 
problem for our member auctions,” observes 
NAAA Chief Executive Officer Frank Hackett. 
“We understand their concerns and want 
to find solutions now before the shortage 
reaches a truly crisis stage.”

According to the U.S. Bureau of Labor 
Statistics, an average of 76,000 mechanics 
would be needed each year in the decade 
beginning from 2016 to replace those 
retiring or leaving the industry and to fill 
some 46,000 projected new openings. 
The field saw a 10 percent decline in employ-
ment during the recent recession, 
bottoming out at 587,510 jobs in 2010 and 
only neared its 2007 level with 647,380 
mechanics employed in 2016.

Hackett says NAAA retained Mercer for 
the project because of his professional 
expertise, familiarity with the automotive 
industry and his previous work for the 
organization. Last year Mercer produced a 
report for the association entitled “Auction 
of Tomorrow 2027: Planning for Challenging 
Times,” and gave presentations at both the 

2017 NAAA annual convention as well as the 
NAAA/CAR conference this past March. 

In addition to his work for NAAA, 
Mercer recently completed a study on the 
future of automotive retail for the National 
Automobile Dealers Association.

Mercer, who earned an MBA from Dart-
mouth’s Tuck School of Business, has more 
than three decades of analytical experience, 
including 20 years as a partner at McKinsey 
& Company leading its automotive practice 
in hundreds of client studies. In 2006 he 
launched his own consulting and invest-
ment advisory firm, GM Automotive LLC, 
working with suppliers, OEMs, dealers and 
the aftermarket as well as venture capital, 
private equity investors. He also serves as a 
board member for several automotive firms 
and as an expert witness in auto-related 
legal cases.

To prepare his report, Mercer’s work 
included primary research, in-depth data 
analyses, and interviews and site visits 
as well as reviewing the more than 200 
responses NAAA received in its survey last 
year of staff technicians at both corporate 
and independent member auctions. 
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SAFETY 
FIRST
CHECKING
MEANS

FIRST
Checking for recalls can be easy.

For sellers, it’s a great way to build 

credibility in the marketplace. And for 

buyers, it helps give more confidence  

in the purchases they make. 

Every time you’re deciding about a 

particular vehicle, check out the recall 

status first. It’s better for everybody.
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ASSOCIATION NEWS

NAAA Names UK Counterpart a Warren Young, Sr., Fellow

Although it wasn’t a royal proclamation, 
the National Auto Auction Association 
nobly decreed its counterpart in Great 
Britain, the National Association of 
Motor Auctions (NAMA), to be a Warren 
Young, Sr., Fellow, when NAAA executives 
attended the 2018 NAMA Conference 
in Lisbon, Portugal this spring.

NAAA President Warren Clauss 
and Chief Executive Officer Frank 
Hackett presented the honor recognizing 
the organization’s leadership in the 
United Kingdom’s vehicle remarketing 
industry and commitment to setting 
standards of excellence for British 
auto auctions.

NAAA bestowed the award with a 
$2,500 donation in NAMA’s name to 
NAAA’s nonprofit Warren Young, Sr., 
Scholastic Foundation. A Fellow is a 
donor at that level, or in whose honor 
or memory a contribution is made 
in that amount, to support the 
scholarship organization.

NAMA is the first association to 
join the exclusive group of 106 other 
individuals and companies who have 
attained the lifetime distinction 
being named a Fellow. NAMA Chair 
James Tomlinson and Louise Wallis, 
head of NAMA, accepted a framed 
commemorative certificate and a gold 
medal on behalf of their organization. 
Also, the group’s name will be engraved 
on a plaque of esteemed Fellows at NAAA 
headquarters near Washington, D.C.

Since its establishment in 2004, 
the foundation has raised more than 
$2.3 million and helped 164 deserving 

students pursue their dreams of higher 
education, awarding $52,000 in merit 
scholarships annually to 12 students 
for full-time study at accredited 
institutions. It was named in honor 
of Warren Young, Sr., a pioneer of 
the auto auction industry who retired 
after 35 years of devoted service to his 
profession and NAAA.

NAMA, founded in 1969 as the Society 
of Motor Auctions before changing 
its name in 2011, represents about 75 
percent of the auto auctions in the UK. 
The group belongs to Great Britain’s 
Retail Motor Industry organization and 
became a member of NAAA in 2017.

“It’s a privilege to honor our British 
colleagues because we share the same 
principles and mission as a unified 
voice for our industry,” Hackett 
says. “We both work to enrich our 
members’ success by enhancing 
customer service, improving leadership 
skills, establishing industry best 
practices, ensuring business growth 
and influencing public policy.”

NAAA’s relationship with NAMA 
began in 2012 when an executive 
delegation of the association traveled to 
Great Britain to exchange information, 
share ideas, get an overview of the 
UK market and visit auctions to 
compare operations. Since then 
NAAA representatives have attended 
NAMA’s conferences and maintained 
a strategic partnership.

“Although they drive on the 
opposite side of the road, the British 
remarketing industry has more 

similarities than differences with us,” 
notes Hackett. “The parallels and 
contrasts between the auto auction 
business in both countries has proved 
insightful as well as instructive. We 
feel there’s a lot we can learn from 
each other to the mutual benefit of 
both groups and industries.”

It was during their initial meeting 
six years ago when NAAA officials 
first experienced auto auctions 
English-style with a visit to British 
Car Auctions (BCA) Blackbushe and 
Manheim Leeds. In following years 
their hosts treated their American 
colleagues to a tour of Manheim 
Bruntingsthorpe and BCA Nottingham. 
This time Clauss and Hackett got a 
look at an auction while in Lisbon with 
a side trip to Manheim Portugal.

“Over in the UK, auctions tend to be 
smaller and more compact than here 
due to limited space and land costs 
because Britain is geographically only 
roughly as large as Florida,” observes 
Hackett. “So they run three or four sale 
days per week. Their facility typically 
has enclosed lanes with people seated 
stadium- or theater-style, whereas we 
encourage buyers to move around.”

Another distinction they discovered 
was that most vehicles come with a set 
of service records, allowing the British 
to apply tougher grading standards. 
“Car owners pride themselves on 
maintaining meticulous service records 
since the British system makes it easier 
to track ownership history,” Hackett 
explains. “Although this makes it 
possible to be much harder on grading, 
the auctions see providing proof of 
the car’s condition as just good 
customer service.”

But despite some operational 
differences, “our colleagues in the 
UK share many viewpoints on the 
industry and face many of the same 
issues, such as safety awareness and 
accident prevention, a shortage of 
skilled technicians and the coming 
of autonomous vehicles,” Hackett says. 
“We look forward to strengthening our 
bonds and growing our professional 
relationship because there’s a lot 
we can learn from each other to 
the mutual benefit of both groups 
and industries.” 

(L to R): Frank Hackett, NAAA Chief Executive Officer; James Tomlinson, Chairman of NAMA; Louise Wallis, Head of NAMA, and Warren 
Clauss, NAAA President.
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ARBITRATION CORNER

Do All Prior Repairs Hurt Vehicle Values? 
In the NAAA Auction Standards 

Classes, where damage analysis and 
arbitration best practices are conveyed, 
I always ask that question. It is simple 
but generates a healthy discussion. 

The quick gut reaction is to say 
“yes.” The answer to the question 
is actually “no.” Why no? Because 
value-added repairs help vehicle values. 
A vehicle shows up not in the best 
shape mechanically and/or cosmetical-
ly. Bringing the vehicle up to a higher 
standard will generate a higher return. 
This is not earth-shattering news 
to anyone of course. Same goes on 
the other side of the spectrum. 
Substandard repairs hurt the values. 

Disclosure matters!
The world is small thanks to 

web-based sales platforms. People 
are buying and selling vehicles online 
now more than ever and the practice is 
growing. The presence of prior repairs 
is a huge concern. While the quality is 
argued depending on the seller, buyer 
or repair facility’s perspective, certain 
disclosure requirements (see NAAA’s 
Arbitration Policy for a deeper dive 
into requirements) are supposed to 
be made regardless of quality level.

How does one detect high 
quality prior repairs? 

You are supposed to say “Ya can’t!” 
Of course, that is false. There is always 
“something.” No matter how high 
quality the repair, there will always be 
“something.” We inspectors always 
joke about the estimate written on the 
vehicle sitting in front of you while 
waiting in traffic or for the light to 
turn green. By the time you start 
moving, you already have a price and 
an estimation of the point of impact 
along with the effects of whatever 
smacked into the vehicle. Macro 
indicators include the following and 
invite the inspector to dive deeper: 

• Turned bolts
• Irregular gaps in panels
• Prep, body, paint and 

post-paint defects

When one thinks in a traditional 
troubleshooting mindset (cheapest, 
most logical solution to most expensive, 
could happen) the mystery of the 
vehicle’s issues unfolds in a fair and 
efficient way. Let me explain. You open 
the left-front door and it jumps off the 
striker plate and has a noticeable drop. 

Structural misalignment or simply 
a worn hinge issue? Completely 
different from a disclosure and value 
point of view! Turned bolts can be 
turned for a variety of reasons, from 
simply a preventative maintenance 
point of view, to something more 
complex like a replacement of a part 
or assembly. The gaps in panels help 
the inspector identify any deflection 
both vertical and lateral. This is a huge 
indicator with parts on in terms of 
structural misalignment. Of course, 
all reconditioning is an indicator. 
How invasive was the repair? Was 
everything repaired? Should the 
repair have been a replacement? 

Aside from electronic/magnetic 
mil gauges and other tools, simple 
techniques will enable the inspector 
to identify the defect, describe the 
severity and prescribe a cost-effective 
repair or replacement strategy. 

Try these:
• Gun-sighting—Looking down the 

sides of the panels using the light 
to identify issues. 

• On-top method— Looking at the 
panel for anything not visible 
from gun-sight angles.

• Inside-out—Indicators showing 
repairs, i.e. hammer/dolly marks, 
hot spots from pin spotters, etc. 

While the statistics (from Geotab, 
a telematics technology provider) say 
that 29 percent of vehicle collisions 
occur within one minute of maximum 
speed and the remaining 71 percent 
occur within the first 10 minutes of 
reaching maximum speed, some of 
the effects will last the lifetime of the 
vehicle unless repaired or replaced 
when appropriate. Sync before you sink 
with prior repairs! Go to NAAA.com for 
more information about training and 
prior repair paint defects. 

BY MATT ARIAS
DIRECTOR OF ARBITRATION, MANHEIM

Untitled-2   1 6/26/18   10:52 AM
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Tools of The Trade
DIG INTO YOUR DIGITAL TOOLBOX TO IMPROVE YOUR BOTTOM LINE

While the automotive auction 
business has been around for years, 
the industry is far from stagnant. 
In fact, as time progresses, so do 
the tools of the trade. With the 
increased capabilities of technology, 
auctioneers are finding new tools to 
improve their business practices and 
customer service. While there are a 
great many options available to the 
auction, it is often overwhelming 
to decide which ones to choose.

To figure out which tools will help 
you gain the competitive advantage, we 
have laid out some essential tech for 
every auto auction. 

CRM
A CRM or Customer Resource 

Management system is an incredibly 
valuable tool for any automotive sales 
team. A CRM system allows a sales 
team to centralize and track business 
leads. In doing so, a well utilized CRM 
system allows a business to properly 
forecast sales and provide accurate 
reporting. One of our favorites is 
Salesforce, which offers great features, 
such as social media listening, allowing 
your company to track how the 
consumer feels about your brand while 
tracking leads.

Social Media Management Tools
As with any business, it is crucial to 

maintain a strong relationship with 
your consumer base. Furthermore, 

with the increasing use of digital 
communication, an auctioneer 
should not ignore customers on these 
channels. While it makes sense to 
communicate with consumers over 
digital avenues, this is often easier 
said than done. There are a host of 
different social platforms to engage 
your consumers, such as Facebook, 
Instagram and Twitter. To better 
manage these multiple channels, 
we recommend using a social media 
management tool, which can help 
organize these communications. One 
of our favorite is Hootsuite. Not only 
does this platform manage all brand 
communications into an organized 
feed, it also provides several analytics 
tools to see how your audience is 
engaging through social media.

Project Management Tools
Whether you are paving a parking 

lot or creating an app, these tools help 
you assign duties and show progress. 
Managers can use this to get updates 
on projects while they are out of the 
office, without having to follow up with 
employees via text or phone. Project 
management tools can also be used to 
assign tasks to employees. One that 
we have been using lately is Trello. 
Trello is very simple and can help a 
manager assign tasks and projects to 
team members. When a task is assigned, 
team members are notified and can 
work on it immediately.

Help Tickets
Getting a ticket from the IT 

department makes most people cringe; 
however, with the reliance on digital 
business tools, a helpful ticket system 
is essential. Tickets help techs prioritize 
issues and bring accountability to their 
department. Tickets also give them 
a method to reference past solutions, 
saving countless hours of troubleshoot-
ing. Currently we are using NgDesk. 
While not the prettiest interface for 
techs, the features and the customer 
support it provides is fantastic.

Remote Access
Having a remote access tool is 

crucial, especially if you are moving 
around multiple locations. Accessing 
computers in remote locations, with-
out the need for additional monitors, 
keyboard and mice makes things a lot 
simpler. We also use this tool to help 
resolve any issues a customer may 
have when connecting to a sale. The 
ability to see the issues they are having 
can help resolve customer issues in a 
timely fashion. We are currently using 
Splashtop for this and for the money 
you can’t beat it.

While it may seem overwhelming to 
adapt to the digital age, we hope these 
tools help! 

BY JIM BAKER
DIRECTOR OF TECHNOLOGY, 

MOUNTAIN STATE AUTO AUCTION

TECH SUPPORT

Greater Kalamazoo Auto Auction Celebrates Its 42nd Anniversary
The Greater Kalamazoo Auto Auction 

(GKAA), an XLerate Group auction, 
proudly celebrated 42 years in business 
on April 26, 2018.  Over $15,000 in cash 
and prizes was awarded to the dealer 
customers who attended the sale.  
Every Thursday, GKAA holds its dealer 
sale at 9 a.m., with 600-plus dealers 
in attendance. 

GKAA proudly stands at the “Cross-
roads of Michigan” as one of the 
premier auto auctions in the Midwest. 
Every Thursday, eight action-packed 
lanes offering Auction EDGE Simulcast 
draw a consignment of 800–900 vehicles 

from all over the region, consisting of 
fleet, lease, bank repossessions, new 
and used dealer vehicles. 

Founded in 1976, GKAA boasts a 
26,000-square-foot facility on 65 
acres. The property includes a nine-
bay reconditioning facility, full-service 
mechanical repair shop, restaurant 
and snack bar. The auction is fully 
computerized to efficiently handle 
each vehicle from check-in through 
final sale. GKAA also maintains its 
own transportation department and 
will arrange for pick-up or delivery of 
any vehicle.

“By taking advantage of the many 
services offered by Greater Kalamazoo 
Auto Auction, each customer expands 
his own automotive marketing efforts 
and benefits in terms of time and 
financial return. Above all, each 
customer, whether buying or selling, 
returns time and time again because 
of the special qualities that set GKAA 
apart from the rest.  We have a strong 
team of loyal employees that goes the 
extra mile each and every week,” said 
Daryl DeVries, GKAA general manager. 

AUCTION NEWS
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Manheim Darlington Celebrates 75 Years 
Manheim Darlington—the longest 

-running used vehicle auction— 
celebrated its 75th anniversary on 
May 17 by hosting a special Diamond 
Jubilee Sale. The auction, which 
evolved from Clanton’s Auto Auction 
established in 1943 with a single lane, 
now operates 12 lanes and digital 
channels facilitating the sale of 1,200 
vehicles per week.

Month-long festivities supporting 
their 75th anniversary included holding 
four special sales offering 2,000 plus 
units, hosting a dealer appreciation 
event, auctioning off a Polaris ATV 
with $9,300 going to the American Red 
Cross and NextGear Capital offering 
their dealer clients special promotional 
credit terms of 75 days for $75.00. And 
to top it all off, Gary’s Auto Sales was 
the lucky recipient of a restored 1975 
Chevrolet C-10 pickup truck!

“Our seven decades of success would 
not be possible without our team 
members, loyal clients and community 
support,” says Manheim Darlington 
General Manager Danny Brawn. “This 
historical milestone allows us to reflect 

on how it all started, as well as consider 
the exciting possibilities ahead.”

With 125 plus acres serving dealer 
clients across the country, Manheim 
Darlington is recognized for its growth, 
innovation and commitment to the 
community. Its Retail Solutions 
facility — spanning 48,000 square-feet 
and featuring 32 lifts, two four-car paint 
booths and a state-of-the-art Enhanced 
Vehicle Imaging Suite — is one example. 
And just last year, the location  added a 
roof-top solar installation consisting of 
768 panels to the main auction building 
and Retail Solutions facility. The solar 
array produces 370,000 plus hours 
of electricity annually powering 
approximately 30 percent of the 
location’s energy needs.

“Equally as important as the way 
we serve clients and the industry is 
Manheim Darlington’s commitment 
to our community and charitable 
organizations,” adds Brawn. “Our 
operation has supported the American 
Cancer Society, Relay for Life, the 
Darlington County Schools and 
Darlington County Fire and Safety.” 

ADESA Dallas 
Collects 
Consignor Awards

ADESA Dallas earned the following major 
awards from four consignors for 2017: 2017 
Lease Return Segment Auction of the Year 
from U.S. Bank; 2017 Premier Auction from 
Toyota Financial Services; Auction of the Year 
for 2017, South Central Region, from Merchants 
Fleet Management; and 2017 Regional Auction 
of the Year from GM Financial. 

AUCTION NEWS

Akron Auto Auction Expands For New Repo Facility

Akron Auto Auction, located in 
Akron, Ohio, has recently begun 
construction and remodeling on its 
newly acquired property located across 
the street from the auction’s main 
point of entrance. This 12-acre lot is 
primed to be the new location of 
Akron’s Repossession Department, 
set to be completed later this year. 

Over the past several months, 
Akron has transformed the raw land 
into a fully equipped secure lot, 
resembling the lanes on the main 
property. The lot directly adds a total 
of 800 parking spaces. These spaces 
currently house the majority of Akron’s 
repo units and provide additional 
space for dealer inventory overflow. 

The lot is also the site of the auction’s 
new independent gas filling station, 
which was opened earlier this year.

  The next step for Akron Auto 
Auction includes further additions 
and remodeling of existing structures on 
the property to produce new repossession 
offices and cutting-edge facilities 
including a new registration bay, 
condition report writing center 
and an indoor storage facility. 
The new expansion will allow the 
accommodation of the department’s 
recent increase in volume and sales 
growth over the past three years.

Akron Auto Auction aims to have 
the transformation fully completed 
by this upcoming October.

“We are all so thrilled about the 
growth of the auction and the need 
for this additional property.” said 
Caysie Payne, Akron Auto Auction’s 
office manager. “What an exciting 
time for the Akron Auto Auction!” 

(L to R): Brad Garrett, Operations Manager; Julie Garrett, National 
Accounts Manager; Allan Wilwayco, General Manager; Tonia Rhodes, 
Factory Manager; Ben Winkler, Fleet/Lease Manager; Bob Bannister, 
Assistant General Manager
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Manheim Partners with TechForce Foundation to Support 
Development of Future Auto Technician Workforce

With a growing industry shortage of 
qualified auto technicians, Manheim 
is partnering with the TechForce 
Foundation on its FutureTech Success® 
campaign. The campaign is designed 
to attract students to become auto 
technicians and create a pipeline of 
talent within the industry. As an early 
supporter of this effort, Manheim has 
made a $50,000 annual commitment, 
and Manheim’s Vice President of Re-
conditioning, Angie Babin, will serve 
on the TechForce Foundation board. 

“Sadly, auto shop classes are 
disappearing, and parents and students 
are not receiving information about the 
viability of technical work-related 
jobs,” said Babin. “The pipeline for 
auto technicians needs to be rebuilt, 

and by partnering with TechForce, 
we are proactively providing potential 
technicians with information and 
inspiration to pursue a lucrative and 
rewarding career.”

Career Perception vs. Reality
The current perception is that being 

a technician or pursuing a technical 
career in the auto industry is not de-
sirable due to outdated understandings 
about the earning potential and career 
path. However, with new technologies 
being used, today’s technicians are 
more technologically driven and work 
with their minds as much as their 
hands. Manheim and TechForce are 
working together to educate parents 
and middle school and high school 
students about the new era of the 
auto technician to change attitudes.

“Many parents today believe that the 
auto technician’s job is a dead-end job 
requiring very little skill, and that’s just 
not the case. Today’s auto technicians 
use technology for their jobs and can 
have bright careers that progress from 
auto shops through management and 
even higher throughout the automotive 
industry. We’re excited to work 

together with Manheim to help fill 
the gap in the technician pipeline,” 
said Jennifer Maher, CEO and executive 
director of TechForce Foundation.

Investing in Talent
The technician pipeline is particularly 

important to Manheim, as it continues 
to expand its Retail Reconditioning 
solution for clients. Backed by a 
recent $17 million investment, Retail 
Reconditioning requires a range of 
technicians, including ASE-certified 
mechanics, to deliver retail-ready 
inventory for dealers and help them 
fulfill retail demand faster, increase 
efficiency and save time. Manheim 
offers technicians a range of benefits, 
including paying for their ASE certifi-
cation and tuition reimbursement for 
continuing education. 

Manheim and TechForce will work 
together in improving the image of 
the auto technician, communicating 
to parents of middle school and high 
school students, and working and 
communicating with students about 
the benefits of a career as an auto 
technician. They will also look to 
provide mentorships and apprentice 
programs. Professional technicians 
will also be available to students to 
discuss their journeys and careers as 
auto technicians. 

Manheim and Toyota/Lexus Financial Services Host 
First-Ever Sale on Retired Aircraft Carrier USS Midway

Once again proving that it is easy 
for dealers to buy and sell inventory 
anytime and anywhere, Manheim San 
Diego recently partnered with Toyota/
Lexus Financial Services to conduct the 
“Heroes of History” Event Sale, held 
March 27 on the retired aircraft carrier 
USS Midway.

Drawing 215 dealer buyers to the Navy 
Pier and through Simulcast, 42 buyers 
purchased 100 percent of the 175 pre-

owned, late model vehicles. Event 
highlights included:
• The opportunity to view and bid on 143 

Toyota and 32 Lexus high-quality units
• 177 Simulcast attendees, including  

104 unique online users— nearly 
double the total of online participants 
compared to last year’s mobile sales

• 101 of 175 vehicles sold online
• 16 new buyers to Manheim 

San Diego, who purchased 60 units

“We see Manheim as a valued 
strategic partner and we appreciate how 
it helps us provide excellent services 
to our dealers, especially as 2018 is a 
big year for lease returns,” said Mike 
Reid, national manager, Toyota Financial 
Services, Remarketing Department. 
“Our sales event on the aircraft carrier 
was exciting and drew praise from many 
dealers who enjoyed the experience and 
business opportunity.”

Manheim has hosted successful mobile 
sales at non-traditional locations ranging 
from a baseball stadium to a NASCAR 
race track and now an aircraft carrier. 
These special events allow dealers to 
extend their market reach using unique 
venues to produce the excitement and 
services offered by physical auction sites.

“Our digital and mobile channels 
give dealers the ability to conduct 
transactions on their own terms and 
benefit from efficiencies, cost savings 
and conveniences,” said Matt 
Laughridge, director of Mobile Auction 
Sales & Operations, Manheim. “Building 
on our positive track record, we have 
monthly mobile special events planned 
through the end of the year. 

Manheim and TechForce alliance aims to address shortage of 
qualified automotive technicians.

Photo taken on the USS Midway Carrier.
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World Auto Auctioneer Champions 
Take Over ADESA Chicago

Auctioneers are not just essential 
to the auto auction arena—they are 
artists at their craft. Each auctioneer 
has his or her own unique style and 
rhythm. They add in filler words, 
questions and phrases during the 
auction chant—ranging from simple 
phrases to quick jokes to observations 
about the vehicle or auction block—to 
keep the audience excited and engaged, 
and to keep their own rapid pace.

Supplementing the auctioneer is the 
ringman, who watches all the action in 
the lane and serves as an extra pair of 
eyes for the caller. Ringmen use hand 
gestures, body movement and voice to 
create energy and excitement during 
the auctioneer’s chants and to ensure 
all bidders are seen.

These extraordinary talents were 
on full display during the 2018 World 
Automobile Auctioneers Championship 
(WAAC), held at ADESA Chicago in 
Hoffman Estates, Illinois. The annual 
event brings together the finest auto 
auctioneers, ringmen and auction 
teams to compete for coveted “World 
Champion” titles and prize money.

The day began with a bagpiper 
leading more than 100 contestants—
hailing from the United States, Canada 
and even South Africa—into the arena.

Doug Shore, Central Region vice 
president for ADESA, welcomed the 
competitors, judges, buyers and ob-
servers and shared details of the sale.

Competition started in four lanes, 
with a contestant or team working in 
real time to sell three vehicles while 
three judges—all past WAAC champions— 
observed and evaluated the performance. 
Then, a new competitor would take 
over for three more cars.

When the preliminary rounds wrapped 
up, scores were revealed to narrow the 
fields for the finals: 15 auctioneers, eight 
ringmen and eight teams.

After an exciting championship 
round, the 2018 WAAC winners were 
announced:
• 2018 WAAC Champion Auctioneer: 

Casey Enlow
• 2018 WAAC Champion Ringman: 

Chris Elliott
• 2018 WAAC Team Champions: 

Bradley O’Leary and Casey Enlow 

Auction of Savannah 
Supports Shriners 
Hospital for Children

On May 2nd and 3rd, Southeastern 
Auto Auction of Savannah held 
its annual “Masters Sale” and 
golf tournament. 

 The “Masters Sale” is named after 
the “Masters Golf Tournament,” which 
is played in Augusta Georgia a few 
hours away from the auction.

This year’s sale featured free break-
fast, free golf visors and over 900 
vehicles. At the conclusion of the sale 
a drawing was held and a new set of 
Callaway golf clubs, Odyssey putter 
and bag were given away.  

The next day was the golf 
tournament, which included a record 
number of teams. The tournament 
featured a $25,000 hole-in-one 
challenge along with closest-to- 
the-pin and longest drive contests.

Following the tournament was a 
free lunch and an award presentation 
for the top teams and individual 
challenge winners.

A $3,000 check was presented 
to Shriners Hospital for Children. 
This donation was raised from a 
50/50 drawing and hole sponsorships 
for the event.  

“It was a great week! We sold a lot of 
cars, had beautiful weather for the sale 
and golf tournament and raised money 
for Children in need.” stated Bill 
McCready, the auction’s vice president. 

AUCTION NEWS

(L to R): Chris Elliott, Champion Ringman; Casey Enlow, Champion Auctioneer and Team Champion; Bradley O’Leary, Team Champion, and 
Paul C. Behr, President, World Automobile Auctioneers Championship

Shriners enjoying golf tournament to benefit 
a good cause for children.
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Manheim “Race to Give” Program Awards 
New Truck to the American Red Cross

As the result of a generous donation 
by Manheim, North America’s leading 
provider of vehicle remarketing services, 
a new Ford F-150 pickup truck was 
delivered on March 30 to the American 
Red Cross Desert to the Sea Region, 
which serves Orange, Riverside and San 
Bernardino Counties in California.

Four Manheim operating locations 
in southern California—Manheim 
Riverside, Manheim Southern California, 
Manheim California and Manheim San 
Diego—partnered with a commercial 
client, Remarketing by Element, in a 
“Race to Give” campaign to raise funds 
for the vehicle. The truck joins a local 
fleet of disaster and Emergency Response 
Vehicles (ERVs), which are used by Red 
Cross volunteers when responding to 
disasters. From July 2017 through 
January 2018, the Red Cross assisted 
over 1,600 individuals in the southern 
California region. 

“When disaster strikes, Red Cross 
volunteers are there to help get people 
back on their feet,” says Linda Voss, 
Regional CEO of the Red Cross Desert to 
the Sea Region. “Vehicles like this one 
allow us to get to and from the scene 
safely, and deliver much-needed supplies. 
It’s more than just a truck—it’s a vital 
tool for us to deliver help and hope in our 
region, and beyond.”

Nationwide, the American Red Cross 
responds to an average of nearly 64,000 
disasters—that’s one every eight minutes 
—every year, including mudslides, 
wildfires, floods, tornadoes, earthquakes, 
home fires and more. It takes vehicles—
and many of them—to deliver supplies 
to those affected by emergencies. When 
the local Red Cross put out a call for a 
new vehicle, Manheim joined forces with 
Remarketing by Element and stepped in 
to help.  

“While we have a wonderful national 
partnership with the Red Cross, what is 
really special about this organization is 
how proactively they work with individuals 

on the local level,” says Michele Blond-
heim, senior director of Community 
Relations at Cox Automotive, Manheim’s 
parent company. “The assistance the 
Red Cross provides to individuals and 
families is of critical importance in the 
communities where we live and work, 
and we are proud to see all the ways in 
which our team members step up to sup-
port their efforts.” 

The donated Ford F-150 will be a 
regional asset used in Orange, Riverside 
and San Bernardino Counties. In 2017, the 
Desert to the Sea Region assisted over 
900 families affected by disasters. 
The truck will be equipped with the 
necessary materials to respond to a 
myriad of emergencies. 

“From warm blankets and hygiene 
items for those affected by a home fire, 
to relief supplies and cleanup kits to 
assist after a wildfire, serving disas-
ter-affected families is our key priority,” 
said Voss.

Manheim’s team members and clients 
went the extra mile by purchasing and 
assembling 1,500 comfort kits for Red 
Cross workers to distribute to individuals 
affected by disaster, with team members 
from another Cox Automotive brand 
headquartered in southern California, 
Kelley Blue Book, contributing an 
additional 500 kits. The 2,000 kits 
contain hygiene items that are essential 
for the immediate needs of clients who have 
been displaced.  

“This donation demonstrates Manheim’s 
commitment to the communities where 
they work and live,” said Voss. “We ap-
preciate all that our partners at Manheim 
do for the Red Cross and those we serve.”

The disaster relief vehicle and comfort 
kits were donated to the Red Cross during 
a ceremony at Manheim California on 
March 30. 

For more information on the American 
Red Cross Desert to the Sea Region, 
please visit redcross.org/dts. 

Southeastern Auto
ADESA Ocala Hosts 
Charity Auction for 
Sheriffs Ranches 
Enterprises

ADESA Ocala hosted a Cars-n-Kids 
charity auction that raised $8,421 for 
Florida Sheriffs Youth Ranches through 
Sheriffs Ranches Enterprises.

Eleven cars, donated by local dealers, 
sold for a total of $5,735. ADESA Ocala 
donated $150 per car, adding $1,650. 
Cash donations collected at the event 
came in at $1,036. ADESA Ocala waived 
all buy/sell fees on the donated units in 
the charity auction.

Since its founding in 1957, the Florida 
Sheriffs Youth Ranches has been 
improving the lives of at-risk children 
through its six Florida locations and 
comprehensive programs, according 
to its website, www.youthranches.org. 
Sheriffs Ranches Enterprises provides 
direct support to the Florida Sheriffs 
Youth Ranches through the sale of 
gifts in kind.

ADESA Ocala also sponsored a 
membership drive for the Florida 
Independent Automobile Dealers 
Association (FIADA) during the 
charity event, paying $100 toward 
the membership fees for any eligible 
dealer signing up for the organization 
that day. 
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Team members at Manheim Riverside load comfort kits in the truck that Manheim donated to the American Red Cross.

ADESA Ocala General Manager Calvin Frazier, in safety vest, with 
representatives from Sheriffs Ranches Enterprises and FIADA
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Charity Ride Rolls into Manheim Pennsylvania

The quiet of the Pennsylvania 
countryside was shattered on May 7 by 
the roar of more than 100 motorcycles. 
And for many, it was a welcome sound.

Those motorcycles arrived at Manheim 
Pennsylvania as one of the stops on 
the Kyle Petty Charity Ride Across 
America. Manheim is the presenting 
sponsor of the event for the sixth 
consecutive year.

Joining Kyle Petty on the ride were 
luminaries including his father and 
NASCAR Hall of Famer Richard Petty, 
NASCAR legends Harry Gant and 
Donnie Allison, and Heisman Trophy 
winners Herschel Walker and George 

Rogers. Also joining Kyle and team 
for her fifth year on the ride was Janet 
Barnard, Cox Automotive’s Chief 
People Officer. 

The ride covered 1,200 miles in seven 
days, raising funds and awareness for 
Victory Junction, a camp dedicated to 
providing life-changing camping 
experiences for children with chronic 
or life-threatening illnesses.

“The ride is an awesome thing to be a 
part of, and the cause is just fantastic,” 
said Barnard. “To work with the Petty 
family for Victory Junction is really 
rewarding. Cox is so community 
minded—this is very much what 

we believe in.” 
Hundreds of fans and Manheim team 

members were on hand to greet the 
riders when they arrived at the auction, 
eager to meet them, snap photos and 
get autographs.

Later, the riders gathered for a fund-
raising gala and auction held in the 
lanes at Manheim Pennsylvania, the 
highlight of which was the raffle 
of a 2018 Harley Davidson Street Glide 
Special. Manheim PA raised over 
$84,000 for Victory Junction, which VP 
and GM Joey Hughes presented to Kyle 
during the event.

From central Pennsylvania, the ride 
continued through Virginia before con-
cluding in Greensboro, North Carolina 
at Victory Junction. “We’ll end the ride 
at camp this year, which always brings 
everything full circle,” said Kyle Petty. 
“Year after year, all the miles we travel 
are for the kids at Victory Junction. 
They’re the reason we ride.”

Now in its 24th year, the Charity Ride 
Across America has raised more than 
$18 million for Victory Junction and 
other children’s charities. 
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Manheim supports the Kyle Petty Charity Ride Across America with fundraiser and “pit stop” at Manheim Pennsylvania.

Janet Barnard, Cox Automotive Chief People Officer with charity recipient.
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ADESA Charity Auction Raises $50,000 
for Canine Companions at NADA

An ADESA auction at the National 
Automobile Dealers Association 
(NADA) Show in Las Vegas raised 
more than $50,000 for the NADA 
Foundation, which supports Canine 
Companions for Independence.

Jay Huston, of Carpinteria, California, 
who served in the U.S. Army for 20 
years, and his dog, Hurley (Labrador/
Golden Retriever cross), attended the 
auction to raise awareness of Canine 
Companions. Huston fractured 
his spine in two places during an 
airborne operation and suffers 
from chronic pain.

“Canine Companions came into 
my life in 2008,” said Huston, who 
resides in San Diego. “Hurley is trained 
to open doors, turn the lights off and 
on and picks up dropped items. I do 
not know how I would do many things 
without him.”

Joe Verde, president of Joe Verde 
Group in San Juan Capistrano, 
California, and a longtime supporter 
of Canine Companions, placed the 
first winning bid of $25,000 on a 2017 
Harley-Davidson Sportster XL1200CX. 

He then donated the motorcycle back 
to ADESA to be re-auctioned.

Tony Bacily from STG Auto Group in 
Mountclair, California, placed the final 
winning bid of $25,000, bringing the 
total to $50,000.

ADESA auctions over the past six NADA 

Shows have raised more than $334,000 for 
the NADA Foundation’s Frank E. 
McCarthy Memorial Fund, in whose 
name the donation to Canine Companions 
is made. McCarthy was NADA chief 
executive from 1968 to 2001. 

AUCTION COMMUNITY

ADESA and TradeRev Raise $8,600 for Make-A-Wish

A charity auction at Digital  
Dealer 24 raised $8,600 for 
Make-A-Wish Foundation of 

Central and Northern Florida.
Jamie McBee, of Toyota Motor 

Sales in Blue Ash, Ohio, placed the 

winning bid of $8,500 for the 2017 
Harley-Davidson GX 750. The crowd 
watching the auction chipped in 
another $100 in donations.

The funds go toward granting 
the wish of a child in the local 
community who has been diagnosed 
with a life-threatening medical condition.

Doug Hadden, executive director of 
dealer consulting services for ADESA, 
emceed the charity auction. 

ADESA and TradeRev donated the 
motorcycle and hosted the charity 
auction at their shared booth. Digital  
Dealer 24 Conference & Expo was held 
at the Orange County Convention 
Center in Orlando, Florida.

ADESA and TradeRev are business 
units of KAR Auction Services, a global 
vehicle remarketing and technology 
solutions provider. 

(L to R): David Southworth, Vice President, Digital Dealer; winning bidder Jamie McBee, Toyota Motor Sales, Blue Ash, OH; Doug Hadden, 
Executive Director, Dealer Consulting Services, ADESA; Amanda Henry, Development Coordinator, Make-A-Wish Central and Northern Florida.

Winning bidders Tony Bacily (third from left) and Joe Verde (third from right) with (L to R) Steve Dudash, Vice President, Dealer Sales and 
Services, ADESA; Peter Welch, President & CEO, NADA; Mark Scarpelli, Past NADA Chairman; Annette Sykora, Past NADA Chairman; John 
Hammer, President, ADESA; and Carol Sewell, Vice President, Marketing, ADESA.


