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PRESIDENT'S MESSAGE

Mark Up Another
Milestone
Almost a year in the making, another
milestone has been achieved in our 70-year
history with the NAAA Board of Directors’
approval of the Suggested Safety Guidelines
at the CAR Conference in March.
This action is a major step in the
association’s ongoing efforts to ensure
auctions are safer places for all to work
and conduct business. And it is a result
of countless hours of hard work and
substantial thoughtful input provided by
numerous members.
As you may recall, in the spring of 2017
in the aftermath of a tragic accident at a
member auction, NAAA undertook the
mission to explore additional ways we could
help our membership keep safety front
and center at their auctions at all times. To
promote a dialogue on this important issue,
we drafted a Safety Standard resolution and
proposed it for discussion at the annual
convention in November, and posted it on
NAAA’s website for review.
Our goal was to establish a set of
proactive procedures, practices and
educational programming that would
create a safer working environment for all
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those involved in any aspect of daily operations,
from employees and contractors to customers
and visitors, for any auto auction.
The response was extraordinary! We heard
your concerns loud and clear, taking them
to heart in our revisions. The insightful
observations and constructive criticism we
received as feedback truly aided us in crafting
recommendations to assist all of our members
in implementing safety measures.
You’ll find the final document offers
suggestions that can be customized to apply
to your own auction’s specific operational
environments and individual needs.
Recognizing the autonomy each member
auction enjoys, we believe that such an
approach is the best way to enhance safety
awareness and improve training, while at
the same time acknowledging that each
auction must fashion a system that works
best in its facilities.
I encourage you to follow these guidelines
in developing your safety policies, perhaps
in conjunction with your insurance agents,
attorneys or other risk-reduction consultants.
My sincerest thanks to NAAA’s Executive
and Safety Committees, legal counsel, staff,

NAAA PRESIDENT
WARREN CLAUSS

“We at NAAA are committed
to fostering a safer auto
auction industry by
promoting greater safety
awareness and accident
prevention.”
and the many members who reviewed
and commented on the draft proposal for
giving your time, observations and labor
in accomplishing this vital task.
We at NAAA are committed to
fostering a safer auto auction industry by
promoting greater safety awareness and
accident prevention. I appreciate your
help in making safety the highest priority
at your auction!

WWW.NAAA.COM

SAFETY FIRST

Emphasizing Safety:
It’s the Biggest Change in the Auto
Auction Industry in 20 Years

BY MICHAEL ROHDY

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

“What is the biggest change you’ve seen
in the industry?” This was the question
posed to me on March 7 at the 2018 CAR
Conference in Las Vegas.
Intrigued by the query, which was posed
over dinner shortly after the last event
of the day, I wanted to respond with an
answer that could capture the scope of
changes that I’ve observed in the past
two decades. Fundamentally, life is a
series of changes, hence the phrase, “the
only thing constant is change,” but that
seemed to be a cop-out on the question.
Auctions have transformed a great deal
since the mid-1990s when I attended my
first NAAA conference in Chicago. Online
technology, floorplan availability, quality of
condition reports, industry consolidation,
and disruptive business models are just a
few brainstorm thoughts on the subject
of change in the auction industry. Maybe
the question could best be answered by

what element is the most impactful on both
employees and customers, who are the
foundation of the auctions.
As the NAAA embarked on a mission
to provide a safer work environment for
employees and customers, there was a bit
of a lagging notion that it would be tough
to operate an auction with a new set of
rules and restrictions. Perhaps safety was
a noble idea, but it’s already tough enough
to do business without setting a higher
bar on safety compliance. Fortunately,
we’ve shifted the conversation away from
fear of the safety police and have focused
it squarely on employee productivity and
customer confidence. If employees are
safe and free from injury, they can better
perform their jobs at a lower cost to their
employers. Customers are freed to buy
vehicles in the lanes safely honing in on
profitable margins of their purchases,
while bolstering their faith in brick-

and-mortar auctions.
Safety is a key element in the overall
approach of managing risk to support
a profit at the auction or any business.
Safety initiatives are fruitful in reducing
accidents and improving loss experience.
As loss experience improves, insurance
carriers are more willing to entertain
a risk, which is reflected in stable and
reduced insurance premiums. Given the
number of vehicles sold through the
auction industry, operating the auction
safety impacts an exponential number of
people. For that reason, my response to
the question of the biggest change in the
industry landed solidly on the industry’s
emphasis on safety, as it protects the
wheels (employees and customers) of the
machine that turn it. For all the changes
that have and will occur in the industry,
none are more impactful than reducing
injuries and saving lives.

ASSOCIATION NEWS

NAAA Mourns the Death
of Warren Young, Sr.

Bordentown, New Jersey, he became its
general manager in 1965 when Manheim
purchased the business. After a decade
as GM, Young rose through the ranks of
the company, which had been acquired by
years, Young also selflessly served NAAA,
Cox Enterprises, first as vice president of
including as secretary, treasurer, president
Manheim Services Corporation, then as
and president emeritus.
executive vice president and finally
In 1983 he was inducted into the NAAA
as president and chief executive officer
Hall of Fame in recognition of his dedication
of Manheim.
and contributions to both the association and
Under his leadership, Manheim
the vehicle remarketing profession. His other
had expanded from just several to 26
awards and titles include being named to the
auctions nationwide.
National Independent Auto Dealers Association’s
In 1991 he engineered the purchase of
Ring of Honor and serving as president of the
the General Electric Auction Group, almost
Eastern Auto Auction Association.
doubling the company in size to 46 auctions.
“We’re saddened by his loss,” says
Today, Manheim has 125 traditional and
NAAA Chief Executive Officer Frank Hackett.
mobile auction sites as well as various related
“Warren was a devoted leader, respected
services registering about 8 million vehicles
member and true friend of our organization.”
representing about $57 billion in value and
Three years after establishing an education
generating annual revenues of more than
As the National Auto Auction Association’s fund in 2004, NAAA renamed it the Warren
$2.6 billion.
Warren Young, Sr., Scholastic Foundation Young, Sr., Scholastic Foundation in his honor.
Young retired a year after the GE merger
Since then, the foundation has raised more
prepares to announce its 14th group of
to spend time with his family. Known as
than $2.25 million and awarded $52,000 in
scholarship recipients later this spring,
an active man with a sense of humor and
merit scholarships annually to 12 students
the man in whose honor the nonprofit
adventure, Young enjoyed scuba diving, jet
for full-time study at accredited institutions.
program was named has died.
skiing, windsurfing, fishing and boating.
Quitting school at a young age when his
Warren V. Young, Sr., a former
He also loved to travel, flying his plane and
father died so he could help his mother raise
president and chief executive officer of
taking family vacations with his wife Edith,
Manheim, passed away on March 1, 2018, his brothers and sisters, Young eventually
children and grandchildren. During his
attended night school to provide a better life
in Lawrenceville, Georgia. He was 90.
later years Young had been diagnosed with
for his family. Beginning his auction career
A pioneer in the auto auction industry
Alzheimer’s disease. Gifts may be made in
with a career continuing for more than 35 with the National Auto Dealers Exchange in
his memory to the Alzheimer’s Association.
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ARBITRATION CORNER

How Rugged
Are Your Processes?

While on the mend, I read an interesting
article concerning corrosion protection that
made me think of process improvement.
Allow me to briefly geek-out about
corrosion protection and I will explain
how it relates to the actual subject of
this article.
A key ingredient of a high-quality repair
is durability. The repair or replacement
must hold up over normal driving
conditions and replicate “born-with”
performance. For these repairs, adequate
corrosion protection must be introduced
back into the vehicle. All manufacturers

BY MATT ARIAS

DIRECTOR OF ARBITRATION, MANHEIM

give guidelines on how, where, and when to
apply it and what type to use. Aftermarket
companies that sell versions of corrosion
protection do the same. There are seam
sealers, cavity waxes, adhesives, and foam
fillers—just to name a few. At times, the
original corrosion protection must be
removed to successfully make the repair
or replacement, so the technician must
remember that more is needed.
So why the analogy? Easy. No matter how
close to Original Equipment Manufacturer
(OEM) the repair is, without adequate
corrosion protection, the vehicle is on
borrowed time. The environment that the
vehicle is driven in will either speed up or
breakdown depending on weather and road
conditions. When you look at processes at
work or even in your own personal life, how
rugged are they? When unexpected issues
occur (they always do on sale day!) and your
process is tested, how flexible is it and is
it able to manage the issue? Over time, if
processes are not revisited to make sure they
are still appropriate for the current business,
they tend to corrode with the use and abuse of
everyday operations.
Have a new product or service? Want to

revisit an older product and its process? How
durable is it in terms of the needed flexibility
to accommodate the wants and needs of your
client? In past articles I mentioned the use of
the “Failure Mode and Effect Analysis (FMEA)”
methodology. This is a systematic method of
analyzing and ranking the risks associated with
various product failure modes (both existing
and potential). It helps operators prioritize
the root causes for remedial action and creates
a continuous loop of process improvement.
In short, it is an amalgamation of Kaizen,
brainstorming with the stakeholders involved,
Pareto and root-cause analysis.
Countless organizations use this
methodology to “corrosion-proof” (ruggedize)
to strengthen processes and bring focus to
product/process failure modes and the effects
on durability, production quality, cycle time
and client experience.
Rust is an indicator of potential corrosion
in vehicles. Typically, when corrosion sets
in, the damage is already done. Use FMEA
to help detect rust and control corrosion! For
more information about FMEA and other
resource optimization resources email me at
matt.arias@manheim.com.

MARKETWISE

Mountain State Auto Auction
Offers Tips on Expanding Your
Digital Marketplace
When the first auto auction ran its first
car, you had to be in the lane to bid. This
didn’t change until almost 60 years later
when State Line Auto Auction ran the first
car available to purchase both in-lane and
online. That was the beginning of a new
era of auto auctions, which Mountain State
Auto Auction has fully embraced.
Through many years of experience in
utilizing e-commerce for its auctions,
Mountain State AA has found a few ways
to better the experience of its online
customers. You may find Mountain State
AA’s experience helpful.
Perception is reality. If it feels like online
buyers are second-class citizens at your
auction, then they most likely are. This
isn’t to say that you are giving the floor an
unfair edge; it’s just that in-lane customers
are getting a more personalized level of
WWW.NAAA.COM

engagement by your auction staff.
One of the best ways to engage the
online community is to include it in the live
experience through simulcast. This allows
online customers to experience the auction
first hand, see the units roll through the
lane and hear the auctioneer while bidding.
To fully facilitate this immersion, it is
important to have both auctioneers and
ringmen address online bidders. While it
may seem sufficient to denote the online
bidder by stating “Online you’re out,” all
staff members should address online bidders
by their first names. This further integrates
them into the auction experience.
In addition to fully incorporating online
bidders by properly addressing them, it is
crucial that they have the same information
available to them that live bidders have. This
includes the current bidding price, current

BY JIM BAKER

DIRECTOR OF TECHNOLOGY,
MOUNTAIN STATE AUTO AUCTION

bidders, automobile information and
seller information. If online bidders have the
appropriate information available, they will be
more willing to bid on their desired items.
Finally, it is very important to show that you
appreciate your online customers as much as your
live bidders. Thus, it is helpful to include online
bidders in special events such as giveaways.
While Mountain State AA has leaned into
e-commerce, the auction still realizes the
importance of maintaining a first-class brickand-mortar experience. In fact, the auction’s
addition of online sales has enhanced its live
experience, allowing those around the world to
see how it operates.
It may seem intimidating to expand your
e-commerce, but with careful consideration
on how to properly include web bidders, online
auctions can greatly enhance your consumer
experience and bottom line.
MAY 2018 | NAAA ON THE BLOCK |
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SAFETY FIRST

Pathway to a Safe
Workplace
after the word of
“the safety guy” got
around, suddenly
everyone was in the
proper PPE and eyes
were locked on me
like a heat-seeking
missile. I was in
disbelief since I
had been assured
that safety was a
top priority at that
facility. Facilities like
this one typically
have a higher injury
rate as they focus
mainly on meeting
the bare minimums
for compliance and
because their safety
program relies on
One of the questions I get asked the most the safety manager’s presence for compliance.
is “How do we establish or strengthen
Safety in this case will only be a priority when
an existing safety program?” A safety
that safety manager is around, but what if we
program is not as simple as developing
empower the supervisors or other managers
and enforcing rules within our working
with the same authority as the safety manager?
boundaries. We need to understand
It is easier to maintain
where our safety program is and where
a safe environment
we want the program to be and acquire
when multiple eyes are
the necessary tools to move us in that
looking for hazards or
direction. Think about it like this: How
“near misses,” rather
are we to know where we need to be
than empowering one
if we do not understand where we
safety manager with this
currently are?
daunting task.
A great way to visualize where a safety
Many industries
program stands is using the Six Phases of or organizations that
Safety Excellence.
focus on compliance
Most industries or organizations
only typically have high
immediately jump to the conclusion
incident and injury rates.
that safety is a value or a top priority.
This is further explained in
It is very easy to say that safety is a
the Dupont Bradley Curve.
priority, but what is being done within
Industries that have a
the organization to make this statement high injury or incident
true? It is also simple to say and
rate are typically reactive
understand that incidents cost too
in nature, with minimal
much, but are we still reacting to injuries, management involvement.
or are we digging in, analyzing why
Empowering supervisors
these injuries occur, and correcting
and managers with the
the processes?
ability to discipline as well
I have witnessed this as a safety
as tools for positive reinforcement will move
manager and one incident in particular
the safety program towards Phase 5 or Phase
comes to mind. While conducting a site
6 of safety excellence and ultimately change
visit at a manufacturing facility, I noticed the safety culture. In studies of organizations
numerous employees sitting on the
that used these methods, it shows Occupational
manufacturing line during their break,
Safety and Health Administration (OSHA)
not wearing the required eye protection
recordables (medical treatment) declined
and some talking on the phone. Shortly
65 percent and workers comp claims dropped
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BY JAMES WALKER,

SENIOR DIRECTOR, KAR AUCTION SERVICES

80 percent.
Now comes the battle between progressive
discipline and positive reinforcement
within our safety programs. Progressive
discipline or writing up employees for
safety violations is a must to ensure
accountability, but that alone is a recipe for
disaster. Think about it; if a speed limit sign
posts a speed of 60 miles per hour, do we all
obey that sign or do we possibly speed in
order to make it to a meeting on time or pick
up a child from school? The same “priority”
or inner decisions will be made within the
workplace, and safety is typically ruled out to
achieve an objective. Negative reinforcement
is ideal for quick results but psychologists
agree this is not a long-term solution.
At the opposite end of the spectrum is
positive reinforcement. An example of this
could be incentivizing safe behaviors, which
empowers the employees to do the right
thing for a long period instead of the instant
gratification process or risky behavior.
To answer the question “How do we
establish or strengthen an existing safety
program?” we need to understand where our

safety program currently stands so
we can become successful in moving it
in the right direction. Empowering
managers and employees alike is a powerful
tool alone, but understanding the role of
negative and positive reinforcement within
safety is crucial to establish or enhance
our safety program.

WWW.NAAA.COM

WWW.NAAA.COM

MAY 2018 | NAAA ON THE BLOCK |

9

COVER STORY

tomorrow man
AUTOMOTIVE INDUSTRY ANALYST GLENN MERCER LOOKS AHEAD
AT THE FUTURE OF AUTO AUCTIONS
In preparing his forecasts on future
automotive business trends, industry
analyst Glenn Mercer doesn’t gaze into
a crystal ball, but he does like to peel
the onion.
“I’ve always been fascinated by how
broad and deep the auto industry is,”
Mercer says, noting that it encompasses
everything from manufacturing,
distribution and finance to sales, service
and salvage. “I enjoy peeling its layers
to analyze the forces that can affect the
industry’s future.”
Mercer attributes his choice to
specialize in the automotive world to
working at BP after earning his MBA from
Dartmouth’s Tuck School of Business in
1981, “because the job there covered so
much ground — factories, auctions, even
gas stations.” Four years later he joined
McKinsey & Company, where he spent
two decades as a partner leading that
organization’s automotive practice in
hundreds of client studies.

“I think the major theme
that emerged is auctions
face evolution, not
revolution, and renewal,
not reinvention, in the
decade ahead,”
Then in 2006, Mercer launched
his own consulting and investment
advisory firm, GM Automotive LLC.
He’s worked with a wide range of
clients, from suppliers, OEMs, dealers
and the aftermarket to venture capital
and private equity investors.
Serving as a board member for several
automotive firms, an expert witness in
auto-related legal cases and a lecturer on
the industry, Mercer constantly refreshes
his knowledge with research projects.
He conducted an in-depth study on
the future of automotive retail for the
National Automobile Dealers Association
and the “Auction of Tomorrow: 2027”
report for NAAA. He’s presented his
outlook on the future at NAAA’s 2017
Annual Conference and went into
greater detail during his program at
CAR in March. The 36-page report was
published by NAAA earlier this year and
is available online at the association’s
website, naaa.com.
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NAAA commissioned Mercer
to identify the trends, challenges
and opportunities auctions will
encounter over the next decade to
assist in long-term planning. He
based his forecast on wide-ranging
interviews with those in the
remarketing community and in-depth
research into shifts in the industry’s
supply, demand and technology
environments, examining the impact
of both internal and external forces.
“I think the major theme that
emerged is auctions face evolution,
not revolution, and renewal, not
reinvention, in the decade ahead,”
Mercer states. “There will of course
be changes, but this industry has
done pretty well weathering changes
in the past.”
Mercer rejects the idea that future
developments fall at the extremes of the
spectrum. “I don’t believe in an either/
or situation,” he says. “For instance,
it’s not a question of will there be either
bricks-and-mortar or online auctions.”
But he does foresee the need for those
managing the auction of tomorrow to
“run harder and work smarter,” by
carefully investing in new technologies
and services to offset digitization and
upstreaming trends while trimming
costs in response to eroding margins.
“Auto auctions will have to get
creative in expanding their customer
base, going broader or deeper,” Mercer
explains. “In the past decades, growth
and advancement in the industry has
been about adding services for the
customer. Looking ahead, it should be
about diversifying and identifying new
markets that auctions can serve, like
mobility services such as Uber
and Lyft.”
He adds the caveat that “your mileage
may vary” when it comes to using the
report’s conclusions for long-range
business planning, depending on each
auction’s specific circumstances, such
as size or location. “Those auctions that
are part of a large corporate chain may
see more rapid change sooner than the
small, independent operator,” Mercer
notes as an example.
His basic advice? Watch your back.
“Auction managers must stay alert
and follow developments closely
because some change is inevitable and
it happens faster than ever before.

Be aware of accelerating trends, new
entrants into the industry and issues that
can impact your business.”
Mercer has already been at work
examining one of those issues. NAAA
commissioned him to conduct a study
that will address the service technician
shortage and develop recommendations
for improving recruitment and retention,
which will be released to members later
this year.
“There’s general agreement that
the entire automotive industry faces a
shortage of technicians and it seems to
be getting worse with the retirement of
veteran mechanics, more competition
for skilled workers, fewer vocational
technical trainees and a decreasing
unemployment rate,” Mercer says.
“The real challenge for NAAA is to first
arrive at a consensus on the definition of
‘technician’ and finding a resolution that
will work for its diverse membership.”
A number of factors have to be
considered, according to Mercer,
including: Is the auction large or small?
Does it want experienced technicians or
is it willing to take new trainees? What is
the average workload? Does the auction’s
service staff specialize or multi-task?
Tackling this challenge requires
different techniques than forecasting
trends, Mercer says. “In conducting
this analysis I apply the tried and true
Situation-Complication-Resolution
method of problem solving.” To do this,
he’s been busy researching, interviewing,
making site visits and reviewing the more
than 200 responses to NAAA’s survey of
technicians at member auctions.
One discovery he can reveal so far is
that the turnover of technicians doesn’t
appear to be as much of a problem for
auto auctions as it is for the rest of the
auto industry.
“Apparently there’s something about
the auction work environment that’s
appealing, so the retention of technicians
doesn’t seem to be the major issue,”
Mercer says. “Our focus looks like it
should be on addressing the recruitment
process. The challenge will be to create
and establish good hiring practices that
work industry wide.”
So Mercer continues to peel the
onion of the auto auction industry,
looking into each layer for answers
to today’s problems and clues to
tomorrow’s opportunities.
WWW.NAAA.COM

THE TOP 10
TAKEAWAYS
FOR THE AUCTION OF
TOMORROW

As the old Fleetwood Mac song says,
“don’t stop thinking about tomorrow
because it will soon be here” if you
want to remain a successful auto
auction in the future. As you plan
ahead to get ahead, keep in mind the
following major points from NAAA’s
“Auction of Tomorrow: 2027” report
produced by automotive industry
analyst Glenn Mercer:

WWW.NAAA.COM

1.

The long-term flow of used cars should
be stable — if unlikely to grow.

2.

The mix of customers will likely shift, but
not necessarily favorably.

3.

Both digital and upstream remarketing
will grow, pressuring profit.

4.

Overall, the outlook, while positive, is more
volatile than before.

5.

Keep investing wisely in information
technology to remain competitive.

6.

Continue to broaden and deepen services
to reach new customer markets for revenue.

7.

Redouble cost-control efforts to maintain
profits as margins are pressured.

8.

Be aware of trends that may accelerate
sooner than predicted or for new entrants
into the industry.

9.

The impact of the coming “Four Horsemen
of the Auto Apocalypse” — Electric
Vehicles, Autonomous Vehicles, Mobility
Services and the Connected Car — is
neutral to mildly positive.

10.

Think evolution, not revolution in preparing
for change in the coming decade.
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AUCTION NEWS

16 Manheim Locations
Receive Top Honors from
Clients at CAR
Manheim locations across the country
were honored recently by commercial
consignors for outstanding
performance and quality service at
the 2018 Conference of Automotive
Remarketing (CAR) held March
6–7 in Las Vegas. Manheim led
the field of winners, with 16 locations
taking numerous national and
regional awards for achievements
and top performance in vehicle
remarketing.
“It’s truly an honor to be
recognized by our partners for
delivering top performance and great
service,” said Grace Huang, president
of Cox Automotive Inventory
Solutions. “We are very proud of our
teams and want to congratulate them
for their commitment to going above
and beyond to deliver winning results
for their clients.”
Manheim Philadelphia was
awarded with two honors, including
Auction of the Year from Merchants
Fleet Management and Outstanding
Performance from LeasePlan USA.
The complete list of Manheim award
winners includes:

GM FINANCIAL
• Regional Award:
Manheim Denver
• Regional Award:
Manheim Pennsylvania
• Regional Award:
Manheim Orlando
• Most Valuable Auction:
Manheim Detroit
LEASEPLAN USA
• Outstanding Performance:
Manheim Philadelphia
• Outstanding Performance:
Manheim Daytona Beach
• Outstanding Performance:
Manheim Seattle
• Outstanding Service Award:
Manheim New England
• Outstanding Service Award:
Manheim St. Louis
MERCHANTS FLEET
MANAGEMENT
• Auction of the Year:
Manheim Central Florida
• Auction of the Year:
Manheim Philadelphia

Sixteen locations earn national and regional awards for best-in-class performance.

BRIDGECREST ACCEPTANCE CORPORATION
• Most Improved: Manheim Kansas City
• Highest Black Book Percentage and Auction of the Year:
Manheim San Antonio
CREDIT ACCEPTANCE CORPORATION/VRS
• Don Roccia Auction “PRIDE” Award: Manheim Ohio
• Don Roccia Auction“PRIDE” Award: Manheim Milwaukee
• Don Roccia Auction “PRIDE” Award: Manheim Dallas-Fort Worth
• VRS Auction NSA Awards–Northeast High Volume:
Manheim Harrisonburg
AVIS BUDGET GROUP
• Auction of the Year: Manheim Dallas
SUBARU OF AMERICA
• Auction of the Year: Manheim Southern California

Cox Automotive Inventory Solutions
Promotes Jim Williams to SVP of Logistics
Cox Automotive
named Jim
Williams to senior
vice president
of Logistics
for Inventory
Solutions. He will
transition into the
leadership role
held previously by
Patrick Brennan
who was promoted
to senior vice president of Inventory
Solutions’ Marketplace. As of March 1,
Williams will report to Grace Huang,
president of Cox Automotive Inventory
Solutions, and soon relocate to Gilbert,
Arizona to oversee Manheim’s Ready
Logistics and Central Dispatch.
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“Jim’s proven track record of leading
operations and teams through change
will be invaluable as we launch enhanced
systems and tools to improve efficiencies for
Logistics’ clients and team members,” said
Huang, “Under Jim’s guidance, clients will
continue to experience new and better ways
to move and sell their vehicles faster while
realizing added cost savings.”
Williams joined Manheim, a Cox
Automotive brand, in 2014 as vice president
of Operations Support. For the past four
years, he directed teams to successfully
prepare for and implement widespread,
complex system and process changes.
Before that, he was responsible for strategic
development with Premium Retail Services
and held several senior sales and operations
positions with Best Buy.

“I have spent my career developing
people, building operating models and
executing strategy at the highest level,”
said Williams. “I’m prepared and eager
to help our Logistics team deliver the
most efficient and reliable transportation
services while delivering an unmatched
client experience.”
Giving back to the community,
Williams serves as a trustee on the board
of directors for Cookies for Kids Cancer,
supporting its efforts to help eradicate
pediatric cancer. Previously, he attended
the State University of New York at Stony
Brook and is currently working toward a
degree in Organizational Leadership from
Penn State University.
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ADESA appoints New General
ADESA Names
Managersat Two California Locations New Executive
SalesDirector
general manager since 2012.
Bobby Sylvester has been
named general manager of
ADESA San Jose.
Sylvester’s auction industry
career began in 2000 with
management positions in
detail
and body shops for Brasher’s.
In 2003, he transitioned into
fleet/lease operations. By the
Bobby Sylvester
following year, Sylvester had
taken on a manager role and
ADESA recently appointed new Auto Auction in San Diego and was focusing on national sales.
joined ADESA Los Angeles in
general managers at two of its
Since the ADESA acquisition
2003 as factory department
California auctions.
of Brasher’s in 2016, he has
manager. Coates took on many served as fleet/lease manager
Ted Coates has been named
general manager of ADESA Los roles while at ADESA Los
at ADESA Portland.
Angeles, including operations
Angeles.
ADESA, a business unit of
manager, e-business director, global vehicle remarketing and
Coates is an auto auction
general sales manager,
veteran with 25 years of
technology solutions provider
national accounts manager and KAR Auction Services, operates
experience in the industry. He
assistant general manager. He 75 auction locations across
started in 1993 as a condition
report writer at Anglo American has led ADESA San Diego as
North America.

Louisiana’s 1st Choice Auto Auction
Celebrates 16 Successful Years
Louisiana’s 1st Choice Auto Auction is proud to
have been able to serve the Gulf South with over
800 sales, more than 250,000 units sold and
200,000 bidders during its 16-year run.
“We opened our auction in May of 2002
and have grown substantially since then,
experiencing many awards and achievements,
including the NAAA Southern Chapter Auto
Auction of the year for 2016,” said Managing
Partner John Poteet.
“I speak often about our success to business
groups as well as my business classes at
Southeastern Louisiana University and I am
often asked how we continue to be successful
and innovative. My answer can be summed
in this quote from one of the greatest
entrepreneurs of our generation, Richard
Branson: ‘Success in business is all about people,
people, people. Whatever industry a company
is in, its employees are its biggest competitive
advantage.’”
Poteet continued: “Our main goal is to make
our customers addicted to us and that can
only be achieved by having happy, creative
and customer-centric employees. That’s our
lagniappe and has been since 2002 and will
continue as long as we’re in business.”
Leading up to 1st Choice’s 16th anniversary,
strides have been taken to improve safety. By
installing steel bollards and having VIN scan
software on monitors outside of the driving
lanes, dealers are safer than ever before.
Effective September 2017, 1st Choice updated
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Auction customers enjoying the celebration.

policies no longer allowing dealers to open
any doors or hoods on a vehicle once it is in
motion.
“Safety is our primary goal and we don’t
take it lightly,” said General Sales and
Marketing Manager Jacob Warren. “We are
innovative in every aspect of our business
and safety is no exception. We are the first
in the region to raise safety standards and
awareness with the installation of bollards
and monitors in the lanes. We invest in
our dealers by providing a safer working
environment every visit.

ADESA
recently
announced
that Gil
Hyder has
been named
executive
sales
director.
“We are
excited to
have Gil
join the national sales team,” said
John Combs, ADESA vice president of
sales. “He brings a wealth of industry
knowledge along with many very
strong relationships throughout the
industry that will result in a smooth
transition for our customers.”
In his new role, Hyder will be
responsible for managing ADESA
commercial client relationships and
leading commercial client efforts for
both physical auction and upstream
remarketing services as well as
products and services from across the
entire KAR group of companies.
For the past 12 years, Hyder has
grown his career into management
positions at Insurance Auto Auctions
(IAA), another business unit of KAR
Auction Services. He leaves his
position as director of commercial
sales at IAA, where he managed
more than 30 national and regional
accounts and created a remarketing
division that has sold more than
200,000 vehicles in the past six years.
Hyder brings more than 15 years of
automotive industry experience to his
new role at ADESA.
ADESA, a business unit of global
vehicle remarketing and technology
solutions provider KAR Auction
Services, operates 75 auction locations
across North America.

With each passing year Louisiana’s
1st Choice Auto Auction makes
improvements to grow the organization
inside and out. The annual Anniversary
Sale is on May 22nd and will include
1,000 units, 1,000 pounds of crawfish
and the first John Dough Sale of 2018.
As tradition holds, crawfish will be
served during the John Dough Gift
Auction concluding the sale. With
over $25,000 in gifts, this will be a
memorable auction not to be missed.
WWW.NAAA.COM
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Arizona Community and Clients Gain from Manheim’s
Multi-Year, $10-PLUS Million Investment in Wholesale
Vehicle Auction and Logistics Operations

Logistics and auction facility expansions reinforce commitment to
industry, region

On track to complete a five-year, $10-plus
million investment in four Arizona businesses
in 2018, Manheim dealers and commercial
consignors are already benefitting from a
simpler, faster and easier client experience.
Enhancements to its physical auction and
digital channels at Manheim Phoenix,
Manheim Arizona and Manheim Tucson as
well as Manheim’s Logistics brands (Ready
Logistics and Central Dispatch) reinforce
the company’s commitment to the region.
Collectively, these operations touch some 8.9
million vehicles annually, cover more than
230 acres and plan to expand beyond their
current 580-plus team members.
“Manheim is committed to investing
in Arizona to support our clients, our
communities and our industry,” said J.D.
Daniels, general manager at Manheim

Phoenix. “Our teams work hard to deliver
solutions that help dealers do business
more effectively, while creating the best
client experience.”
Some completed and planned
improvements include:
• Expanding Ready Logistics and Central
Dispatch. Now located in Gilbert, Arizona
these brands are relocating to the city of
Phoenix this summer. A multi-milliondollar investment in land and a new
property will enable these operations to
better serve clients and prepare for future
growth. The businesses will occupy two
floors in a Sky Harbor Towers building,
doubling their current square footage and
providing room for anticipated growth
and new hires of top talent in the Phoenix
area. This new investment is on top of the
significant investment the company made
in its technology platforms, which helped
move over 8 million vehicles last year.
• Further Developing Manheim Phoenix
Auction Site. Clients and its community
will benefit from the largest share of the
company’s investment in the region.
Approximately $4 million enabled the
large wholesale auction operating in the
city of Tolleson to add a new 26-acre lot
that can handle about 4,000 more vehicles
to better serve dealer inventory needs. It
also improved its facilities and upgraded

street access to allow easier entry. Planned
investments include a $3 million expansion
of a nearby thoroughfare to ease inbound and
outbound traffic. Manheim Phoenix is the
largest employer of Tolleson residents.
• Committed to Sustainability. Phoenix-area
residents and businesses also are benefiting
from the company’s partnership with
The Nature Conservancy and Bonneville
Environmental Foundation that supported
the recent completion of a watershed
restoration project along Arizona’s Verde
River. This watershed supplies roughly 30
percent of metro Phoenix’s surface water,
and the installation of a modernized drip
irrigation system is expected to save 15
million gallons of water annually as well
as improve water quality and flow toward
important reservoirs.
“Using technology innovations, Manheim
Logistics is helping to evolve this industry
sector and deliver tremendous value to
our clients,” said Jim Williams, senior vice
president of logistics for Cox Automotive
Inventory Solutions. “Our move to expanded
and upgraded facilities in Phoenix is just one
more way we are investing to meet dealer,
community and industry needs.”
In Arizona, Manheim also operates
Manheim Arizona and Manheim Tucson,
which conduct business in Phoenix and
Tucson, respectively.

AutoIMS marks 20th Year with
20 Weeks of Special Events
To mark its 20th anniversary as a leading
technology service provider for remarketing
inventory management and connections in
the wholesale auto auction industry, the
team at AutoIMS plans to party for almost
half a year!
The company launched a 20-week
campaign to recognize two decades of
partnership and innovation at the CAR
conference in Las Vegas last March. Plans
include hosting celebratory receptions at
industry events, sharing new collateral and
historical milestones, adopting a modified
logo for use during the celebration and
integrating 20th anniversary-related items on
its website, autoims.com, and in advertising.
“We are honored to have earned high
levels of trusted partnership with so many
of the industry’s leading companies and
executives,” says AutoIMS President and
Chief Executive Officer Mike Broe. “The
unique data connections we provide continue
WWW.NAAA.COM

to bring the remarketing industry
together in new ways.”
He notes that AutoIMS currently
connects more than 1,200 commercial
vehicle consignors, 650 automobile
auctions, and dozens of third-party
providers, delivering applications and
solutions that streamline data connections
and wholesale remarketing inventory
management to drive efficiency and
increased returns across the entire
wholesale remarketing value chain.
“On behalf of the National Auto Auction
Association, I’m happy to congratulate
AutoIMS on its two decades of business
success,” says NAAA Chief Executive
Officer Frank Hackett. “Through its
innovative technology AutoIMS has
helped bring together the entire vehicle
remarketing community — from auctions
and consignors to repo vendors and
transportation companies.”

Joe Miller, AutoIMS vice president
of Client Experience, explains that
the campaign is about celebrating the
partnerships the company has formed.
“Many in our industry played a role
in making AutoIMS work, and all who
contributed should be proud of how these
partnerships have evolved,” he says. “The
industry championed AutoIMS over the
years and, in return, every employee at
AutoIMS is committed to supporting it
through great service and innovation.”
“Our team is energized by the
relationships and experiences of the past
two decades, and it’s difficult to imagine
what the next 20 years will bring, but we’re
eager to continue making AutoIMS the
employer of choice, provider of choice, and
investment of choice for our industry and
beyond,” remarks Chief Operating Officer
Venkat Krishnamoorthy, a 16-year veteran
of the company.
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ADESA Boston Buys HCN Meters
for Framingham Fire department

Left to right: Framingham Fire Department Chief Joe Hicks; Dave Hodgdon, maintenance tech at
ADESA Boston; Framingham Fire Department Deputy Chief John Schultz; ADESA Boston General
Manager Jack Neshe

ADESA Fargo Assists
Sheriff’s Department
in Fuel Tank Fire
ADESA Fargo had an opportunity
recently to help its community in an
unusual way.
A large fire started outside a diesel
fuel storage tank at a fuel terminal not
far from ADESA Fargo in North Dakota
on a winter Sunday. A mutual aid
request went out from the West Fargo
Fire Department, which triggered law
enforcement personnel to bring in small,
unmanned aircraft—drones—to help
monitor the fire from above.
The Grand Forks County Sheriff’s
Department got permission from
General Manager Todd Wadholm to use
ADESA Fargo as an operating base for the
drones, and set up in the auction arena.
Sheriff’s department personnel
launched seven drone flights from
ADESA Fargo while firefighters battled
the blaze. The drones provided real-time
streaming video to decision makers
in the mobile command post and the
incident comment center at the West
Fargo Police Department. The auction
facility, with its large interior space and
tall garage doors, enabled the drone
operators to direct the flights while
being protected from snow and cold
temperatures.
According to local media reports,
about 1,200 barrels of diesel fuel leaked
or burned as a result of the seven-hour-
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A donation from ADESA
Boston to the Framingham
(Massachusetts) Fire
Department recently enabled
the purchase of four hydrogen
cyanide (HCN) meters.
Deputy Chief (Ret.) Kevin
Burns of Framingham Fire
explained that HCN and
carbon monoxide are the socalled “toxic twins,” present
at every fire and posing a
significant health hazard to both
firefighters and the civilians
they protect.
Having these meters, Burns
said, will allow firefighters to
detect HCN at fires and take
steps to mitigate the danger.

The meters will be placed on the fire
department’s two aerial ladder trucks
and in the shift commander’s car and
the training deputy’s vehicle, which
both respond to all fires, said Burns.
“The meters will be put to good use,”
Burns said. “It is not an exaggeration to
say that they are life-saving devices.”
Burns, Framingham Fire Chief Joe
Hicks and Deputy Chief John Schultz
visited ADESA Boston to thank General
Manager Jack Neshe for the donation.
ADESA is a business unit of global
vehicle remarketing and technology
solutions provider KAR Auction
Services. ADESA Boston, located
in Framingham, is one of the
company’s 75 auction locations
across North America.

ADESA and EMKAY’s Six-Year
Fundraising Partnership
collects More Than
$260,000 for JDRF
ADESA auctions and
EMKAY, a privately
owned fleet management
company, together raised
$267,000 over a six-year
fundraising partnership
in support of JDRF.
JDRF is a leading global
organization funding type
1 diabetes (T1D) research.
In 2017 alone, a ninemonth JDRF fundraising
campaign between the
two companies raised
$56,960 for JDRF. During
March 1 to November 30,
long fire. Billows of thick black
2017, EMKAY and ADESA
smoke could be seen for miles.
each made matching
ADESA Fargo received a letter donations generated
from Grand Forks County Sheriff across 20 participating
Robert W. Rost thanking the
ADESA auction locations.
auction for the “generosity and
“More than 1 million
hospitality” of allowing the
Americans are living
drone unit to use the facility.
with type 1 diabetes—
ADESA is a business unit of
potentially impacting
global vehicle remarketing and
some of our employees,
technology solutions provider
customers and their
KAR Auction Services. ADESA
family members,”
Fargo is one of the company’s
said Paul Lips, chief
75 auction locations across
commercial officer
North America.

at ADESA. “By
collaborating with
EMKAY to support JDRF
and with the support
of generous customers
and employees, we are
doing our part through
our annual fundraising
efforts to bring
awareness to the disease
and help fund diabetes
research.”
JDRF’s research
mission is to discover,
develop and deliver
advances that cure,
better treat and prevent
T1D diabetes. It is
the largest charitable
supporter of T1D
research.
ADESA, a business
unit of global vehicle
remarketing and
technology solutions
provider KAR Auction
Services, operates 75
auction locations across
North America.
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ADESA Phoenix Raises More Than $22,000
for
Diabetes
Research
SIX-YEAR ADESA AND FORD GLOBAL ACTION TEAM FUNDRAISING
PARTNERSHIP TOPS THE $1 MILLION MARK

Manheim welcomes riders and guests during the 2017
Kyle Petty Charity Ride.

ADESA Phoenix raised $22,250 for
JDRF, a global organization focused
on funding research to find a cure
for type 1 diabetes. The proceeds
came from the auction of a 2017
Ford Mustang Ecoboost Premium
Convertible during Legendary Sales
Week earlier this year. C U Auto Sales
of Albuquerque, New Mexico, placed
the winning bid.
“Type 1 diabetes is a disease that
affects the lives of many people, and
we’re privileged to host this charity
auction each year,” said Rance Rudy,
general manager of ADESA Phoenix.
“I want to thank our customers and
our employees for their generosity in
support of this worthy cause.”
For the past six years, ADESA has
partnered with Ford Global Action
Team to raise money for JDRF. In

2017, ADESA surpassed the $1 million
mark—raising $1,030,505 since 2012.
The annual charity auction at
ADESA Phoenix is the first in a series
of fundraising campaign events at
a select group of ADESA auction
locations. This year’s participating
auctions, ADESA Boston, ADESA
Brasher’s, ADESA Buffalo, ADESA
Indianapolis, ADESA Phoenix and
ADESA Salt Lake, will compete in a
friendly rivalry to see which auction
can raise the most funds in support
of JDRF.
ADESA is a business unit of global
vehicle remarketing and technology
solutions provider KAR Auction
Services. ADESA Phoenix is one of
the company’s 75 vehicle auctions
throughout North America.

Manheim Continues Support of the Kyle Petty
Charity Ride across america
Former NASCAR
driver and NBC
Sports racing
analyst Kyle Petty
is once again
revving up his
Kyle Petty Charity
Ride Across
America for the
24th year in a row.
As one of the most
successful and
popular charity
rides in the country,
the Ride will travel down the East Coast this spring for
the first time since 2011.
Starting in Portland, Maine, on May 5 and ending in
Greensboro, North Carolina, on May 11, Petty will lead
225 participants, including a record of more than 25 new
riders, through nine states in seven days. Presented for
the sixth consecutive year by Manheim, North America’s
leading provider of used vehicle services, the Ride will
travel 1,200 miles to raise funds and awareness for
Victory Junction—a camp dedicated to providing lifechanging camping experiences for children with chronic
or life-threatening illnesses.
Dubbed by Petty as “The Americana Tour,” this
year’s route features many bucket-list stops, sights
and activities for participants—including victory laps at
New Hampshire Motor Speedway and Pocono Raceway,
the hallowed grounds of Woodstock, tours of the Martin
WWW.NAAA.COM

Guitar Factory, Harley-Davidson Factory
and Petty Museum, a visit to Manheim
Pennsylvania—the world’s largest auto
auction, and so much more. But perhaps
the most exciting part of the 2018 Ride will
be its homecoming and finale celebration
at Victory Junction.
“It’s been more than seven years since
we’ve been to the East Coast. We heard the
requests of both our riders and fans, and
we’re excited to deliver a special route full
of incredible surprises and experiences,
like riding through Shenandoah National
Park—which will be the 13th national park
visited on the Ride,” said Petty. “We’ll
also be ending the Ride at Camp this year,
which always brings everything full circle.
Year after year, all the miles we travel are
for the kids at Victory Junction. They’re the
reason we ride.”
Spectators along the 2018 route are
encouraged to attend one of the Ride’s
seven overnight stops or daily fuel stops
to greet Petty and the riders, purchase
memorabilia and make donations.
“Giving back is a big priority for
Manheim and our parent company, Cox,
so we are thrilled to sponsor the Kyle Petty
Charity Ride Across America once again
this year,” said Janet Barnard, Chief People
Officer at Cox Automotive. “We’re excited

that this year’s route will bring
riders to the largest auto auction
location in the world—our very own
Manheim Pennsylvania—where we
look forward to welcoming everyone
and rallying together to support this
worthwhile cause.”
Because of the Ride, 8,085 children
have attended Victory Junction at
no cost to their families. Last year
alone, the Ride raised $1.3 million
and sent 100 children to Camp.
Victory Junction has served as the
Ride’s primary beneficiary since
its establishment by Petty and his
family in 2004 in honor of his late
son, Adam.
The 2018 Ride is made possible
by presenting sponsor Manheim, as
well as Coca-Cola, Harley-Davidson
Motor Company, Dodge Law, Racing
Electronics, WinCraft Racing,
FLUIDYNE Racing Products, Petty
Family Foundation, Headbands of
Hope, Piedmont Moving Systems,
WileyX and Goody’s. For more
information about the Ride or
to donate, please visit www.
kylepettycharityride.com.
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Professional Enterprise Born
From Boyhood Adversity
KAR CEO AND CHAIRMAN JIM HALLETT HONORED WITH BOBIT INDUSTRY ICON AWARD

Jim Hallett

Growing up in Kingston, Ontario,
Jim Hallett learned the qualities of
entrepreneurship at an early age.
When he was just eight months
old Hallet’s father died, leaving his
mother and the three young children
impoverished. So as soon as he was old
enough, Hallett went to work to help
support the family. His first job was
mowing lawns and shoveling snow.
Later he became a paperboy with a
challenging rural route that took an
hour and a half to complete.
Those boyhood lessons about the
importance of drive, determination,
energy, risk taking and being a
leader—even in the face of adversity
— have remained with Hallett through
his life, setting him on a successful
career path of more than 40 years in
the automotive industry.
Last March, the National Auto
Auction Association and the
International Automotive Remarketers
Association (IARA) recognized the
chief executive officer and chairman
of the board of KAR Auction Services,
Inc., for his decades of service with
the Bobit Industry Icon Award.
Hallett received the honor at the
2018 Conference of Automotive
Remarketing (CAR) in Las Vegas.
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The organizations jointly created the annual
award in 2015 commemorating the late Ed
Bobit, founder of Bobit Business Media, to
be bestowed on members of the automotive
community who most exemplify his
leadership, dedication, service, and devotion to
the ideal of excellence.
As KAR’s CEO and chairman, Hallett leads
the executive management team in strategic
planning for the entire corporation. Based in
Carmel, Indiana, the KAR group of companies
comprises ADESA, Inc., Insurance Auto
Auctions, Inc. (IAA), Automotive Finance
Corporation, Inc. (AFC), and ancillary
units. They employ a total of 17,600 people,
providing support, technology, logistics,
financing, salvage and related services for the
remarketing industry, including sales of more
than 5 million units valued at over $40 billion
through its auctions.
“Jim is a bold, enterprising businessman
whose definition of professional success is
when everybody wins—employees, customers,
shareholders and the auction community,”
observes NAAA Chief Executive Officer Frank
Hackett. “He’s always willing to help advance
and improve our industry. For example, when
KAR created the Safe T. Sam auction safety
awareness and accident prevention program,
Jim had no hesitation in sharing it with us so
NAAA could provide the training free to benefit
all our members.”

Hallett graduated from Canada’s Algonquin
College and earned his Dealer Management
Certification from General Motors University.
Entering the retail automotive business in 1975,
he soon owned and managed a number of newcar franchises. In 1990, Hallett opened two auto
auctions, Ottawa Dealers Exchange and The Greater
Halifax Dealer Exchange. Three years later he joined
ADESA as president of its Canadian operations.
Hallett held various senior executive leadership
positions in ADESA, selling his auctions to the
company in 1996 and relocating to Indianapolis
to become president and CEO. During his tenure
ADESA grew from 16 to 53 auctions, expanded its
finance company and solidified its presence in the
industry by entering the salvage vehicle markets in
both Canada and the United States.
In 2005 when a corporate shakeup ousted him
from the C suite, Hallett served as president of
Columbus Fair Auto Auction, a large, independent
auction in Ohio, until 2007 when he learned ADESA
was for sale. Putting together a $3.7 billion deal
with the help of private equity investors, Hallett
acquired ADESA, along with its finance and salvage
divisions, returning to his role as ADESA president
and CEO. In September 2009 Hallett was promoted
to his current position as CEO and chairman of the
renamed KAR Auction Services, Inc.
Today, ADESA operates 75 wholesale used
vehicle auctions and IAA has 171 salvage vehicle
auctions. AFC provides inventory financing and
comprehensive business services to primarily
independent used-vehicle dealers from its
118 locations.
Hallett’s professional achievements and
contributions to the industry in a career spanning
five decades has garnered numerous honors,
including NAAA’s Industry Pioneer Award in 2008.
Also that year he was recognized as Remarketer
of the Year at CAR. Previously, the National
Independent Automobile Dealers Association
inducted him into its Ring of Honor in 1999.
Most recently, Hallett was named the national
Ernst & Young Entrepreneur of the Year 2014 in the
Services category, following his win as the Midwest
region’s EY Entrepreneur of the Year 2014 Award
in the consumer category. Northwood University
honored Hallett as one of its Outstanding Business
Leaders for 2015.
As the 2018 Industry Icon recipient, Hallett is
only the fifth person to be given the prestigious
award. Previous recipients include industry mogul
Mike Hockett, Sr., ADESA Executive Vice President
and Chief Economist Tom Kontos, Manheim Chief
Economist Tom Webb, and Bobit’s son Ty, president
and CEO of the media giant founded by his father
in 1961.
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