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PRESIDENT’S MESSAGE

A Return to Tradition
I promised that as your president I was
interested in listening to what’s on your mind.
Well, you have spoken and I heard you loud
and clear!
Many of our members have suggested
we restore our tradition of holding our own
annual convention, expressing concerns
about the current joint meeting’s location,
size and subject matter, among other issues.
We on the leadership team took your
comments to heart.
So beginning
with this year,
we will host
our 71st Annual
Convention at
the JW Marriott
in Indianapolis,
Indiana, from
Oct. 1-3, 2019.
Mark your
calendars now.
I honestly
have to say
it was not an
easy decision
to end the joint meetings we’ve had with
The Cherokee Media Group since 2016.
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They’ve done a professional job of producing
the National Remarketing Conference. On
behalf of NAAA, I want to thank them for
their dedicated efforts and encourage our
members to continue attending their events.
The insightful observations and
constructive criticism I collected from
our conversations helped the Executive
Committee vote to return to our roots.
It was the committee’s consensus that
reestablishing our own convention was the
right thing to do — not only because our
members requested it, but because it gives
us greater freedom, flexibility and focus to
perform the business of the association and
meet the specific needs of our membership.
Holding our own event allows us to
concentrate on NAAA’s priorities in its
expanding role and responsibility as a
leader in the remarketing industry. We
will be able to deliver more content on
timely topics targeted to address the issues
relevant to you and the auto auction business.
We’ll have the ability to present sessions
that follow up on the work being conducted
by NAAA all year long in such areas as
standards, safety, advocacy and the future of
the industry.

CHAD BAILEY
NAAA PRESIDENT

In addition, we can be more
accommodating on scheduling dates, times
and on-site space. And we’ll be free to bring
the convention to a variety of venues more
centrally located around the country for the
convenience of all our members.
I’m excited about this major change, but I
won’t sugarcoat the fact that it will take a lot
of hard work and hustle during the next few
months to achieve this goal. The NAAA staff
is already busy booking speakers, preparing
materials and planning agendas.
You asked for a return to our traditional
convention and we listened. Now I have a
request to make of you: Please get involved.
Roll up your sleeves and participate any
way you can —serving on a committee,
sponsoring a program, renting exhibit space
or just attending — to help our meeting
in Indianapolis be the best in our seven
decades of annual conventions!

WWW.NAAA.COM
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ASSOCIATION NEWS

JULIE PICARD ELECTED NAAA VP

Julie Picard

Once responsible for
managing the world’s largest
auto auction, Julie L. Picard
will now take on the duty of
helping direct the National
Auto Auction Association as
the organization’s new vice
president. The association
elected the Manheim National
West regional vice president
at its 70th annual convention

last November to serve on
the executive board with
President Chad Bailey and
President-elect Laura Taylor.
At Manheim, Picard is
responsible for developing
and implementing strategies
for 14 auctions designed
to drive growth, market
share and profitability. She
focuses on building strong
relationships and creating a
culture that delivers excellent
client service, promotes
continuous improvement
and accelerates employee
development.
Throughout her 26-year
Manheim career, Picard
served in numerous executive
positions, including vice
president and general
manager of Manheim
Pennsylvania, overseeing the
world’s largest auto auction
with 1,600 employees and
revenues of $226 million.
“Julie’s experience in the
industry, business skills and

leadership abilities made her
an excellent choice to serve
on our board,” says NAAA
Chief Executive Officer Frank
Hackett. “She values team
engagement, collaboration,
talent development and
strategic planning, all of
which are important for
the advancement of our
association and the vehicle
remarketing industry.”
Graduating from the
University of Montana with
a bachelor’s in accounting
in 1989, Picard worked for
Rhodes and Fullaway, CPA,
becoming a senior accountant
before leaving three years
later to join Manheim Seattle
as controller and manager of
finance and administration.
After completing the COX
Executive Leadership Program,
she was named the Seattle
auto auction’s assistant general
manager in 2000, then general
manager in 2007 and market
vice president in 2011. Picard

served as vice president and
general manager of Manheim
Pennsylvania from January
2014 until being named
to her current position in
December 2015.
Picard has been
recognized as an industry
leader, honored as one of
Auto Remarketing’s “2013
Women in Remarketing.” She
also received the prestigious
2013 Laurie Dobberphul Top
Achiever Award, presented
by GE Remarketing. Both
awards spotlight women
who continuously make a
difference and are passionate
about the automobile
industry. In addition, Picard
has earned numerous quality
and performance awards
during her career.
Now a resident of
Mesa, Arizona, Picard had
previously served on the
board of directors for the
Lancaster Chamber of
Commerce in Pennsylvania.

NAAA PROMOTES TRICIA HEON TO CHIEF
OPERATING OFFICER
The National Auto Auction
Association has promoted
Legislative Director and
Operations Manager Tricia
Heon to the newly created
position of Chief Operating
Officer. A valued member of the
organization for eight years, she
will continue to direct NAAA’s
advocacy efforts in addition to
her new duties of overseeing
the association’s staff and daily
operations as COO.
The change reflects the
expanding role of the 70-yearold trade organization
as a voice for the vehicle
remarketing industry, and the
multiplying responsibilities of
its administration to serve its
growing membership. Founded
in 1948, NAAA now represents
more than 340 auction
members and 130 associate
members who comprise the
leading remarketers of used
vehicles and related auction
services in the world.
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“One of the many reasons
we felt the need for the
new position is our greater
management requirements
for daily operations,” explains
NAAA Chief Executive Officer
Frank Hackett. “We only have
a handful of full-time staff yet
perform like an association
several times that size, which
demands effective day-today direction. Since joining
the NAAA team in 2011,
Tricia’s strong organizational
and communication skills,
along with her outstanding
professionalism, industry
knowledge and dedication,
has demonstrated she is up to
that task.”
He notes that the title was
not only appropriate for Heon
because her job of operations
manager had already evolved
to encompass much of the
COO’s functions, but also
that establishing the position
prepares the association

to handle additional work
efficiently without increasing
staff as it looks to the future.
“And it will allow me more
time to focus on strategic
planning as the association
looks ahead in preparation
to help our members and the
industry meet the challenges of
the next decade,” Hackett adds.
At NAAA Heon has been
responsible for the creation of
its Political Action Committee,
the annual Day On The Hill
advocacy event in Washington,
D.C., and the monitoring of
federal and state regulations. She
has also been instrumental in the
development of various projects
and initiatives, such as the
study to address the technician
shortage and reports on the
future of the industry, as well as
planning meetings and programs.
Heon, who graduated from
The University at Albany, New
York, with a B.A. in Economics
and Political Science and

Tricia Heon

earned a Masters in Public
Administration from Syracuse
University’s Maxwell School of
Citizenship and Public Affairs,
worked in local government
as a budget analyst and as
a consultant projecting the
impact of the federal budget on
various entities before coming
to NAAA.
WWW.NAAA.COM

ASSOCIATION NEWS

GET THE DRIVE AT CAR!

THERE’S STILL TIME TO REGISTER FOR THIS MOTIVATING MEETING OF INDUSTRY LEADERS AND EXPERTS
Don’t miss the opportunity to be inspired
to take your professional and personal life
to the next level by national collegiate and
Super Bowl championship coach Jimmy
Johnson as he shares his insights on
“being the best” at the 2019 Conference of
Automotive Remarketing, March 26-27, at
Caesars Palace in Las Vegas.
An entertaining and motivational speaker,
Johnson will deliver the opening keynote
address at this major industry event, cosponsored by the National Auto Auction
Association since 2010 in conjunction with
the NAAA Spring Business Meeting.
Johnson, the architect of the Dallas
Cowboys’ consecutive victories in Super
Bowls XXVII and XVIII, a former Miami
Dolphins coach, and member of Fox’s NFL
Sunday team, is the first head coach to win
both a National Collegiate Championship
and a Super Bowl Championship.
He also wrote the autobiography “Turning
the Thing Around: Pulling America’s Team
Out of the Dumps — And Myself Out of the

WWW.NAAA.COM

Doghouse,” which is the ultimate insider’s
look at football from one of the true masters
of the sport.
Blending personal anecdotes and
experiences from his successful football
and sportscasing careers, Johnson offers
valuable and relatable lessons about
leadership, team building, and personal
excellence as he discusses what it takes to be
the best.
Attendees will also hear from numerous
experts and industry leaders in an agenda
filled with 22 forums and seminars. NAAA
President Chad Bailey will deliver a report
on “The State of the Auction Industry,”
reviewing auction activity in 2018,
highlighting the progress made by fulfilling
specific industry initiatives, outlining
proposals and previewing goals for 2019.
Other sessions cover such topics as “How
to Better Utilize AutoGrade as a Consignor,”
“Formulating a NAAA Transportation
Damage Initiative,” and “The Best Arb is
No Arb.”

NAAA, with the International Automotive
Remarketers Alliance (IARA), will present
the Bobit Industry Icon Award. Jointly
created in 2015 to commerorate the late
Ed Bobit, founder of Bobit Business Media,
the annual award honors a member of
the automotive community who most
exemplify his leadership, dedication,
service, and devotion to the ideal of
excellence.
In addition, NAAA will conduct
association business with meetings of the
four chaper boards, committees and the
Independent Auction Group.
Plus five dedicated networking events
offer more time to enhance contacts
with the foremost individuals in the field
of vehicle remarketing and dozens of
exhibitors will be available with many new
products and services displayed on the
show floor.
Be sure to attend this conference
for champions by registering at
CarConference.com or onsite.
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TECH SUPPORT

These Basic Rules of
Cybersecurity Work,
So Use Them!

You can’t turn on the TV, open a
newspaper or go to a website like MSN or
CNN without seeing a headline screaming
about another security “breach,” from
Equifax and Yahoo to Sony and Under
Armour. Scary, isn’t it? Your natural initial
reaction is “Oh My God! Is this going to
happen to my business?” And then, because
it’s happened so often and is all over the
media, your next thought may be “Ah well,
this is scary, but what can I do about it?”
Well, the answer is that you can take
some steps today to prevent ransomware
infections, viruses that highjack your PCs
and Servers or target your critical customer
or financial data.
But it isn’t just a simple do these three
things and forget about it. Like every other
critical part of your business the proper
approach requires a number of crucial
actions — education, research, process
development, investment, discipline,
continuous follow up, and adjustment to
changing factors.
Of course, in this short space I can’t begin
to tell you how to protect your business
from any and all cyber attacks and hacks.
What I can do is arm you with a few basic
tips and reminders on immediate actions to
take along with some advice on how to go
about gaining long-term security.
First, and most importantly, the DON’Ts
for both yourself and all your team members
(which most people all probably know but
believe doesn’t apply to them):
• DON’T open an attachment in a
document from someone you don’t
know.
• DON’T click on a link in an email from
someone you don’t know.
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• DON’T click on a link in a
Facebook post.
• DON’T click on a link in a
text message unless it’s from
someone you know, and they
told you to expect it.
• DON’T even open an
attachment from someone
you know, unless you’re
expecting it.
•D
 ON’T click on a link in an
email from someone you know,
unless you’re expecting it.
•D
 ON’T download unknown
software from an unknown site
•D
 ON’T go to suspicious
websites. Porn sites are
infamous for being the source
for viruses, but other sites can
be just as bad.
Regarding that last item, I have a client
whose employee went to a site to download
a screen background to make their desktop
more visually pleasing and — oops — the
screen image had a ransomware virus
attached that encrypted the entire PC and
tried to attack their 20-plus servers and
100-plus PCs! Luckily, we had technology in
place to catch it before it spread.
Secondly, the DOs:
• DO have a quality Anti-Virus program
installed on all your PCs and Servers
(except database servers, but that’s a
discussion for another day). If you have
Kaspersky installed, remove it and put
in something else. Now. Kaspersky is a
Russian-based security company and
our federal government has determined
that their products are a risk. All
federal government systems and their
contractors’ systems have had these
products removed.
• DO keep current on Operating System
and application updates. A significant
percentage of these are security
updates that protect against exploits the
developers have identified and found a
fix for, so ignore them at your peril.
• DO have a written, published policy
outlining the above DON’Ts.
• DO have a high-quality commercial
firewall, not just the modem/router
combination your internet provider
installed as part of your internet
connection. You want a firewall that
does automatic packet inspection at
bare minimum and ideally has a service
associated with it that automatically

BY JEFF ROLLINS
PRESIDENT, ROLLINS DATA SYSTEMS

updates its database periodically as
new attack methods are caught.
• DO use different passwords for each
account, change them frequently and
make them long and strong.
• DO take this seriously, train your team
members on the DOs and DON’Ts
immediately and hold mandatory,
regular refresher sessions.
These are the bare minimum rules
everyone at your company needs to
follow — no exceptions.
Why are these basic rules so
important? The vast majority of viruses
and ransomware get into a company’s
network because someone in the
organization did one or more of the DON’Ts.
A study by the security firm Lastline
found that 84 percent of the companies
surveyed who suffered a cyber attack
attribute it to human error.
Depending on your business and the
value some external bad operator might
place on your data, you should consider
doing much more than this.
For those who feel they might need to
go beyond these steps (a hint — probably
most of the folks reading this fall into this
category) you should engage a professional
if you haven’t already done so.
That professional should perform
an in-depth survey of your current
environment. This at minimum will entail
an inventory of your current systems,
the OS’s and applications installed, their
patch levels, and version levels (eg;
Windows 7, 8, 8.1, 10 or MacOS 10.11, 10.12,
10.13, 10.14 or earlier). From that survey
they should be able to provide guidance
on what you need to do now, in the midterm and in the longer run to close any
gaps they find and keep up with new
risks as they evolve.
Please remember, your systems and
networks are as critical as any other tool
or capital equipment you have invested
in for the growth and safety of your
business. You can’t just buy it and forget
it, or ignore the DOs and DON’Ts we all
know we should always follow.
Jeff Rollins, founder and principal of Rollins Data
Systems, has more than 40 years experience in
domestic and international IT systems design,
implementation and support. Located in the
Washington, D.C. Metro area, RDS provides
consulting and implementation services for all
facets of IT, from assessment of current staff,
networks or systems, to guidance in system
design, implementation and development.

WWW.NAAA.COM

COVER STORY

Auction Safety Certification
Nears 80,000

With Manheim achieving 100-percent
safety certification of all auction employees,
almost 80,000 people working in the
wholesale auto auction industry have
become safety certified or recertified since
the National Auto Auction Association
launched its free, online safety-training
program in 2015.
The number marks a major milestone in
NAAA’s ongoing efforts to make auctions a
safer place to work and do business through
its Auction Safety Certification and Lane
Safety Training instructional series, which
uses short, educational videos to promote
greater safety awareness and accident
prevention for both full- and part-time
auction employees.
NAAA also offers a 15-minute safety
training video for auctioneers, entitled “Coach
Caution,” to help them play a more proactive
safety leadership role when presiding over
auction activities.
The programs are based on proven best
practices in the industry and risk reduction
initiatives developed by KAR Auction

WWW.NAAA.COM

Services, Inc., for its ADESA auctions, which
the company shared with NAAA so it could
provide the training to benefit its more than
340 auction members.
“Busy auto auctions have the potential to
be hazardous and our program addresses
improving safe practices with the industry’s
many part-time employees and contractors
as well as regular staff,” notes NAAA Chief
Executive Officer Frank Hackett. “Our
ultimate aim is one hundred percent
employee certification at every auction and
we congratulate Manheim on helping us get
closer to accomplishing that important goal.”
NAAA created the “100% Safety Certified
Award” to encourage participation and
recognize auctions that have had their entire
workforce complete the program. To date 262
auctions have received the award, including
all ADESA and Manheim auctions, as well as
34 independents.
In the NAAA Auction Safety Certification
course, staff members view a series of 12
videos and take a brief quiz at the end of each
one. The entire course can be completed in

about an hour. Temporary
Agency Drivers take the
20-minute NAAA Lane Safety
Training session and test,
after which a certificate is
emailed directly to them and
the auction that requested the instruction.
Certifications must be renewed annually.
Establishing 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 training and education of each
employee is important to their understanding
the safest, most productive way to do the
job, and a proactive safety program can help
reduce risks and control costs from incidents
involving injuries and property damage”
he says. “That’s why we’re urging all NAAA
member auctions to make total workforce
safety certification a top priority.”
For more information about NAAA’s safety
certification programs visit the association’s
website, NAAA.com.
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AUCTION NEWS

COX AUTOMOTIVE RECOGNIZES CHASE AUTO’S JOE RODI WITH
COMMUNITY IMPACT AWARD

(L to R): Grace Huang, President of Cox Automotive Inventory Solutions; Joe Rodi, National Auction
Manager for Chase Auto; Julie Picard, Regional Vice President for Manheim’s West region.

Cox Automotive presented its 2018 Community Impact
Award to Joe Rodi, national auction manager for Chase Auto,
at the 2018 NAAA Convention during an awards luncheon in
November. Sponsored by Manheim, a Cox Automotive brand,
the annual award recognizes a remarketing industry leader
for outstanding contributions to the community and the
innovative ways they collaborate with community partners to
help further their missions.
“Joe’s passion and commitment to make positive differences
serving others exemplifies the spirit of the Cox Automotive
Community Impact Award,” noted Julie Picard, Manheim’s
National West regional vice president, in her presentation of
the award. “Community service is a guiding value for how Cox
Automotive operates, and we congratulate Joe on his impactful
and inspirational work.”
Diagnosed earlier this year with prostate cancer, Rodi has
made a personal commitment to help raise money and awareness
through the “Rally with Rodi” campaign, which supports the T.J.
Martell Foundation. Since 1975 the foundation has raised more
than $280 million to fund innovative media research focused on
finding treatments and cures for cancer.
“I am truly honored and humbled to receive the Community
Impact Award from Cox Automotive,” said Rodi. “When I was
diagnosed with prostate cancer, I talked with Mark Davidson
from Manheim about getting the word out about everyone getting
a yearly physical and that men should check with their doctors
about when they should get a PSA test. We in remarketing are
a close-knit group and need to spread the word and not let this
issue fade away.”
As a result of more than 25 Rally with Rodi events and
fundraisers at Manheim locations, numerous people have made
appointments to have prostate, colon and other cancer preventive
check-ups and $50,000 has been raised for the T. J. Martell
Foundation. Additionally, Rodi is allocating the $10,000 donation
that he received with the award to the T.J. Martell Foundation.
“I personally couldn’t be prouder that Joe is being recognized
with the Cox Automotive Community Impact Award,” said John
Urness, executive director of vehicle sales for Chase Auto. “His
longstanding dedication and commitment to the T.J. Martell
Foundation, even before his own diagnosis, is deeply inspiring to
not only me, but our whole organization.”

NEW GMS NAMED AT TWO ADESA AUCTIONS
New general managers were recently appointed at two ADESA auction locations. Dave Fountaine is the new
general manager of ADESA Buffalo and, in Canada, Kyle Mutch is now general manager of ADESA Saskatoon.
Fountaine brings more than two decades of experience in the corporate, educational, non-profit and
government sectors. He spent nearly 14 years at Maritz, an international provider of market research, sales
incentives and training/development. His roles there included regional business partner for over 400
dealerships for one of the nation’s leading OEMs. He also served as field force general manager for another
leading OEM project, directing North American operations, and managed sales and marketing activities for more
than 700 subscriber dealerships.
He holds a Ph.D. in training and performance improvement as well as professional certifications in human
resources. He has served as adjunct/assistant professor for multiple colleges and universities since 2005.
Mutch, who had served as the operations manager at ADESA Saskatoon since September 2017, brings a decade
of sales and operations management experience to his new position. Before joining ADESA, he was a distribution
manager for Enerpac, an Actuant company, with manufacturing in more than 30 countries and sales operations
in approximately 130 countries. His experience included managing the company’s global marketing strategy.
Mutch has also served in various sales positions at Fabco Plastics in Saskatoon, GF Packaging (formerly known
as General Fasteners) and as a branch manager at Enterprise Rent-A-Car.
He earned a certificate of higher education in financial mathematics from University of Surrey in the United
Kingdom. Mutch served on the Saskatchewan Water and Wastewater Association for four years as a board
member focused on vendor relations and organized the group’s annual trade show for its nearly 200 vendors
and 5,000 delegates.

10

| NAAA ON THE BLOCK | MARCH 2019

Dave Fountaine

Kyle Mutch
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AUCTION NEWS

ADESA KANSAS CITY AND ADESA
HOUSTON WIN CHASE AUTO’S ‘AUCTION
EXCELLENCE’ AWARDS
Chase Auto announced its “Chase Cup for Auction Excellence” winners at
the 2018 National Auto Auction Association Convention in Scottsdale, Arizona,
last November. ADESA Kansas City was named the winner of the Best National
Auction Performance and ADESA Houston was recognized for Best National
Mazda Sales.
The 20th annual Chase Cup award recognizes auto auctions across the
country for their exceptional performance. Chase reviewed 35 national auto
auctions based on how well the auctions handled preparation, sales, invoice
processing, transport requests, title processing and other capabilities.
ADESA Kansas City distinguished itself among other top competitors
throughout the September 2017 to August 2018 evaluation period with a
balanced performance showcasing strengths in vehicle reconditioning,
number of buyers, condition report accuracy, and monetary results.
In addition, the auction collected two other awards. It was honored for
Best Regional Performance and was the winner of the Douglas F. Wininger
Memorial Award for Best National Performance Service Delivery, an award that
recognizes outstanding service in measurable areas such as transportation
management, sales, invoicing and other operational measures.
Both Kevin Rhoads, general manager of ADESA Kansas City, and Michael
Schenks, general manager of ADESA Houston, were present to receive the
awards from Chase representatives.

ADESA Kansas City General Manager Kevin Rhoads with ADESA President John Hammer

ADESA Houston General Manager Michael Schenks with a presenter from Chase

DEALERS AUCTION XCHANGE ACQUIRES ROCKWALL AUTO AUCTION
Industry veterans Gary Connors of
Dealers Auction Xchange of Tampa Bay
(DAX) and Andy Dunning, auction owner/
operator and past World Champion
Auctioneer, have partnered to bring the
“DAX Difference” to Texas with the recent
acquisition of Rockwall Auto Auction.
“We are excited to work with all of the
Metroplex Dallas dealers, both franchise
and independent, and be a part of the dealer

community,” Connors said. “And we’re
grateful for this opportunity to expand the
DAX brand to Texas.”
He added that Dunning, who will serve as
DAX of Rockwall’s president, “is a proven
auction operator, a fantastic guy and is
committed to every dealer’s success.”
Located on more than seven acres along
Interstate 30, the renamed Dealers Auction
Xchange of Rockwall runs approximately

300 New Car Franchise trades and
independent dealer consignments each
Tuesday at the dealer only sale.
“I invite everyone to come see what the
DAX Difference is all about,” noted Dunning.
“Here every dealer is a big deal!”
Dealers Auction Xchange, an independent
auto auction, is currently expanding across
the country with fixed site and mobile/on
sight auto auctions.

ENTERPRISE HONORS ADESA AUCTIONS WITH ACHIEVEMENT AWARDS
Three ADESA auctions — ADESA Dallas, ADESA Los Angeles and ADESA New Jersey —were recently honored with 2018 Auction Achievement
awards from Enterprise Holdings, in the whole-car category. The award recognizes exceptional performance in communication, customer service,
marketing and reconditioning, operational success and strategic planning.
(L-R): Paul Weiss, Remarketing
Manager for Enterprise;
Francine Arons, Inside
Coordinator; Richard Mayer,
Inside Coordinator; Aaliyah
Windham, Inside Coordinator;
Kimberly Elliot, Factory
Manager, and Jacqueline Evon,
Outside Coordinator–ADESA
New Jersey

(L-R): Chris Weimer, VP of Remarketing for Enterprise; Eric Jenkins, Assistant General Manager;
Allan Wilwayco, General Manager; Rob Frazier, Commercial Accounts Manager; Tonia Rhodes,
Factory Manager; Jeffrey Townsend, Specialty Manager; Michael Copeland, ADESA Dallas Outside
Specialty Sales Representative, and Joel Kucel, Remarketing Manager for Enterprise

WWW.NAAA.COM
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AUCTION NEWS

FREDRICK STANDFIELD NAMED SENIOR VP OF MANHEIM’S
ASSURANCE AND RECONDITIONING GROUP
Manheim has named Fredrick Standfield
as senior vice president of its Assurance and
Reconditioning group. He will be responsible
for creating and executing strategies
that build upon Manheim’s leadership in
providing reconditioning services that serve
the evolving needs of dealers, commercial
clients and emerging mobility providers,
as well as fuel greater confidence in the
wholesale marketplace with unmatched
protection solutions.
To support these efforts, Standfield has
expanded the group’s leadership team with
the selections of Mike McKinney as vice
president, Reconditioning; Brett Woods as
vice president, Assurance; and Lea Malloy
as associate vice president, Mobility and
Reconditioning Operations.
“With our focus on digital and mobility,
our Assurance and Reconditioning team
under Fredrick’s leadership will play a key
role in building client confidence, especially
as digital transactions grow,” explains
Grace Huang, president of Cox Automotive
Inventory Solutions. “And with his extensive
reconditioning and operations expertise,
Frederick is the ideal selection for this
increasingly important part of our business.”
Standfield joined the Cox family of
companies in 1994, serving in various
roles with Cox Enterprises. In 2001, he
joined Manheim’s reconditioning business,
holding roles of increasing responsibility
that include vice president of Operations
Strategy for Manheim’s field operations and
vice president of Reconditioning Operations.

Most recently, Standfield served as vice
president of Assurance where he played
a significant role in growing Manheim’s
Assurance solutions.
“As the industry continues to develop
autonomous vehicles and consumers
increase their use of ride-hailing services,
these cars will still need a place to park,
a refuel or recharge, regular service,
technology upgrades, cleaning and
more,” observes Standfield. “Our new
organizational structure positions Assurance
and Reconditioning to successfully meet
these innovations as we continue to enable
Manheim’s clients to transact in any
marketplace with confidence and hassle-free
assurance products.”
McKinney,
vice president,
Reconditioning, will
oversee the merged
retail and wholesale
reconditioning
operations, focused
on making Manheim
the industry’s premier
reconditioning
partner. “Mike’s
robust operations
experience with
Manheim, excellent
relationships with GMs,
and significant industry
knowledge make
him the ideal person
to lead this effort in
Fredrick Standfield

partnership with our leaders in the field
and across the business,” says Standfield.
He adds that Woods, vice president,
Assurance, “will support the company’s
continued evolution into the digital world
by enabling clients to use our products
in non-Manheim marketplaces while
increasing the quality and reliability of our
condition reports, imaging and more to
boost client confidence in transacting with
Manheim, especially in the digital space.”
Woods’ responsibilities include developing
processes and tools to create a transparent,
hassle-free experience for clients such as
the ever-expanding DealShield assurance
solutions, as well as growing the Meridian
team to support the
remarketing needs of Cox
Automotive.
Malloy, associate vice
president, Mobility and
Reconditioning Operations,
will partner closely with the
Mobility business unit to
drive strategy, innovation
and best practices for Cox
Automotive Mobility Services
while collaborating with
Manheim Reconditioning
to enhance operational
processes. “With Cox
Automotive’s strategic focus
on mobility, Lea’s role is
critical as the bridge between
Cox Mobility and Manheim,”
Standfield notes.

INDEPENDENT AUCTION GROUP UNVEILS PLANS FOR 2019
A campaign promoting the qualities
and value of physical auctions is one of
several projects on the Independent Auction
Group’s drawing board for 2019, according
to IAG Executive Director Lynn Weaver. The
goal of the public relations effort will be to
raise awareness among their client base.
“We want to emphasize to our current
and potential customers what independents
have done and still do best — that’s selling
cars in the lanes at our auctions and really
getting to know our customers, who we treat
as friends rather than just as a business
relationship,” Weaver says. “So our campaign
will ask ‘Why not bricks and mortar?’ when
considering your auction options.”
Currently in the early planning stages,
the group hopes to retain a public relations
consultant or agency to create and roll out
the marketing campaign in the near future,
according to Weaver.
Professional development also appears
on IAG’s agenda of major initiatives for the
year with the establishment of the new
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Education and Training Committee.
“The purpose of the committee is to
provide programs on leadership, safety,
standards, condition report monitoring
and other timely industry issues that are
relevant to independent auctions,” Weaver
explains. “Our goal is to organize and draw
on the wealth of experience among our
members to offer training that’s tailored to
the specific needs of independents.”
He notes that IAG has already begun
fulfilling this mission by presenting several
educational sessions during its meeting at
the annual convention last November on
such topics as cyber security, remarketing
in cyberspace and the lost art of face-to-face
communication.
Other areas IAG will focus on are the
technician shortage, arbitration and safety.
“The shortage of trained vehicle service
and repair technicians poses a very real
threat to our members, especially the
smaller auction that has to compete in a
limited labor market to hire and retain

skilled mechanics,” states Weaver. “So
in addition to supporting the National
Auto Auction Association’s initiatives to
address the issue, we want to serve in a
communications and education capacity
for our own members, offering them
information and making sure they know
what resources are available to help them in
recruiting to fill their positions.”
Weaver adds that the IAG will play the
same role when it comes to safety and
arbitration.
“On safety, for example, we want to host
seminars designed to help independents find
workable, affordable solutions for ensuring
a safer auction customized to suit their
facilities, staff and budget,” he says. “As for
arbitration, we’re stressing to our members
the importance of being on top of the
subject and getting involved in the decisionmaking process. We’ve prepared a number
of items on the issue for discussion. Our
goal is for independents to have a voice in
the process.”
WWW.NAAA.COM

AUCTION NEWS

35-YEAR
ANNIVERSARIES
AT ADESA
LEXINGTON

LIKE MOTHER, LIKE SON
Patsy Shenberger joined
Manheim Pennsylvania in 1957
as a 23-year-old title clerk for the
original founders, well before
Cox Enterprises purchased the
business in 1968 and made it the
flagship namesake and largest
auction of the Manheim Auto
Auction chain. Two decades
later her son Steve went to

work there as a maintenance
technician.
Now the family duo is retiring
together with a combined 102
years of service.
Although Patsy has processed
more than 500,000 titles during
her 61-year career — many of
them with pen and paper —
she’s been a “champion for

change,” according to General
Manager Joey Hughes, helping
to convert titles to a digital
paperless system before
heading off with her son to
enjoy a well-earned retirement.
“Technically Patsy retired
once before in 1996, but kept
coming in to work for another
twenty years,” Hughes notes.

{L-R): Polly Pribble and Faye Dunn

Clerks Polly Pribble and Faye Dunn
both celebrated 35 years of working
at ADESA Lexington this year.

Sandy Schwartz and Alex Taylor recognizes Patsy and Steve Shenberger on their years of service with Manheim Pennsylvania.
(L to R): Sandy Schwartz, Cox Automotive President, Patsy Shenberger; Steven Shenberger, and Alex Taylor, Cox Enterprises President and Chief Executive Officer.
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AUCTION COMMUNITY

A ROUNDUP OF ADESA AUCTIONS’ CHARITY FUNDRAISING
Giving back to the community is part of the culture at ADESA
auctions across North America that includes the following samples
of recent charitable activities at some of the company’s 75 locations:
• ADESA Moncton
partnered with
dealers to raise
$3,050 for the
families of two
police officers
who were killed
in the line of
duty.

Jordan Normore, Sales Manager; Sarah Dufour, Front Office and Titles Clerk; Stephanie Thibodeau,
Inside Sales Rep; Geniene Johnson, Front Office Clerk, and Keith Fudge, General Manager

• ADESA Orlando auctioned off five donated vehicles at a special
charity sale to raise money for New Hope for Kids, an organization
that supports children and families and grants wishes to children
with life-threatening illnesses in Central Florida. The auction
raised over $17,000.
• ADESA Winnipeg raised $30,000 for Winnipeg Harvest during
a weekly sale. General Manager Gregg Maidment noted that the
donations came not only from Manitoba dealers, but also dealers
from Quebec and as far away as Indianapolis and Dallas, because
the auction was livestreamed worldwide on the company’s
simulcast tool, LiveBlock. Winnipeg Harvest is a not-for-profit that
collects and shares surplus food with people who are hungry.
• ADESA New Jersey raised $300 and ADESA Cincinnati/Dayton
raised $600 in separate fundraising events for St. Jude Children’s
Hospital.

GREATER ERIE AUTO AUCTION FUNDRAISER NOURISHES LOCAL FOOD BANK
Greater Erie Auto Auction helped make the season brighter for local
families in its community this past December by donating a 2003 Nissan
Xterra truck to raise money for the New Beginnings Food Bank in
Fairview, Pennsylvania. The winning bid of $2,250 came from Easy Auto
and Truck Sales in Madison, Ohio, and all proceeds went directly to the
food bank.
“It’s a great feeling to be able to give back to the local community any
time, but especially around the holidays,” said GEAA General Manager
Chrissy Briggs. She noted that the auction has had at least one charity
auction per year since 2012, and plans on more in 2019.
According to GEAA Assistant GM and Sales Manager Ryan Russell the
auction had the best selling volume year in its history in 2018, “so to be
able to finish the year giving back to our community was the cherry on
top of the sundae. And our dealers did a tremendous job bidding up the
vehicle knowing it was for a fantastic cause.”
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