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PRESIDENT'S MESSAGE

Does Adversity Build
Character or Reveal It?
From a tragic accident in the spring to
the ravaging weather in late summer,
this has been a tough year for some of our
auction members.
But seeing how they braved those
ordeals and how the remarketing
community rallied time and time again
in support of their colleagues facing
misfortune has been one of my most
rewarding experiences as president of the
National Auto Auction Association.
The most recent example came in the

wake of hurricanes Harvey and Irma. When
Texas auction members reported 51 of their
employees were impacted by the storm,
NAAA gave $25,500 in gift cards to purchase
food, clothing and other necessities. The
20 staff members of Florida auctions who
suffered losses due to high winds and flooding
received $10,000 in gift cards to help them
get on their feet.
Back in May, NAAA partnered with the
Massachusetts Independent Automobile
Dealers Association (MIADA) in a fundraising

NAAA PRESIDENT
JERRY HINTON

Many members also
redoubled their commitment
to our ongoing efforts of
safety awareness and
accident prevention.
campaign that collected more than $140,000
to benefit the Lynnway accident victims
and their families. NAAA readily donated
$27,500, while separate gifts from the four
chapters totaled another $25,000.
Many members also redoubled their
commitment to our ongoing efforts of safety
awareness and accident prevention. I want
to thank KAR Auction Services for hosting
our second Safety Summit at ADESA Boston
in July and to express my gratitude to the
almost 10,000 individuals who have become
safety certified by participating in NAAA’s
free online training program.
And I truly appreciate those auctions
that have embraced our initiative to have
their entire workforce complete the safety
program. I look forward to recognizing them
at the convention this month with the new
100% Safety Certification Award.
Another highlight for me at the
convention will be the presentation of our
newest and highest honor, the Distinguished
Service Medal, to its first recipient. I believe
it’s important to recognize significant acts of
selflessness showing a level of courage and
compassion that goes above and beyond, and
will be delighted to bestow this handsome
decoration on the deserving individual.
In addition, the inaugural Chapter Charity
Auction benefiting a cause selected by
each of the four chapters will take place
during the President’s Gala and we will
name the 2017 Auto Auction of the Year for
Excellence in Community Service. The public
spiritedness of the four chapter finalists
is inspiring—and makes it challenging to
choose one for the top award!
So what’s the answer to the question
I posed in the headline? I’d say when it
comes to NAAA, I’ve found this year that our
members display the best of their generous,
noble character in difficult conditions and
demonstrate an unbeatable ability to grow
stronger after confronting every adversity.
Those positive qualities have made it a
privilege to serve you and make me proud to
be a member of NAAA. Thank you!
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SAFETY FIRST

Risk Sneaks Up on You,
So Learn the Cost Drivers
At 14 years old, I unwittingly cultivated
an appreciation for risk by riding a
motorcycle. In the scooter-crazed 1980s, I
was allowed to buck the trend and procure
a 1987 Honda Rebel 250cc motorcycle, jet
black with chrome mufflers, which was
a little bigger and much cooler (in my
eyes, at least) than most of my friends’
50cc Honda scooters. While I was only
technically allowed to ride within the
narrow perimeter of our neighborhood, I
was able to expand those boundaries on
occasion to a nearby highway that was
deserted early on Saturday mornings.
Pegging the speedometer well above the
posted speed limit one crisp fall morning,
my blue jean jacket (buttoned only at the
bottom, of course) caught the oncoming air
and blew open like a parachute. My weight
at the time was about three times less than
that of the bike and I was nearly blown
off the seat onto the asphalt. With that
experience under my belt, along with laying
down a smaller motorcycle accelerating
into a hairpin turn entering a parking lot
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ARTHUR J. GALLAGHER & CO.
AREA PRESIDENT - AUTO AUCTION SERVICES

(I still have a significant scar on my knee),
I backed off the throttle and decided to
channel my youthful spirit elsewhere, so I
could live to tell and write stories about it
in my mid-40s.
Risk has an ineludible way of sneaking
up on us. In the quest to run a profitable
business, quantifying an income statement
is a somewhat academic exercise, but
digging around in the cost-of-risk
playground can be confusing and leave
you with a loss that causes the bottom line
to take an unforeseen hit. At Gallagher,
we have simplified the approach and
developed a comprehensive approach
called Core360TM that fully explains the
cost drivers and enables you to put a hard
number on the cost of risk. The six cost
drivers are 1) insurance premiums; 2)
program structure; 3) coverage gaps; 4)
uninsured and uninsurable losses; 5)
loss prevention and claims; and 6)
contractual liability.
Dissecting the elements of an auction’s
cost of risk enables you to develop an

effective risk management strategy.
Focusing only on insurance premiums
is an easy trap for businesses, large and
small, to fall into rather than targeting a
more effective risk management approach.
Reviewing each of the cost of risk drivers
in a coherent manner will give you peace of
mind that you are managing another aspect
of your business to support a profit.
Whether you are weighing the benefit
of adopting additional loss-prevention
measures, such as the NAAA Safe T. Sam
training program (you unequivocally should
do so), determining your out-of-pocket
expense in a wind-deductible situation as
seen with Hurricane Irma, or weighing if
you have outgrown your guaranteed cost
policy structure, the insight gained in
properly analyzing your cost of risk goes
a long way toward protecting your bottom
line. It’s fun to go barreling down the
highway of life at full speed, but at some
point it is wise to take inventory of your
risk before you get blown off the bike.
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LEGAL BRIEFS

High Standards and Full
Disclosure
In the aftermath of recent and catastrophic hurricanes, storms
and flooding that ravaged the general Gulf Coast region and then
the Southeastern United States, the auto auction industry can
reasonably expect an influx of autos that will have suffered some
flood damage. Because not all of those automobiles will come through
as salvaged, it is imperative that NAAA members remain vigilant in
their commitment to ensure auctions conduct fair and transparent
sales, recognizing that flood-damaged vehicles will flow through
auctions and that the sellers have certain disclosure responsibilities.
To that end, auctions must endeavor to ensure delivery of accurate
disclosure notices and to provide the process for arbitration to address
incomplete or inaccurate disclosures. As always, the first principle
of the NAAA Code of Ethics (Restated 9-12-05) is: “We will be fair to
both sellers and buyers, and will give complete service, recognizing
that both are our customers.”
With these high ethical standards in mind, NAAA member auctions
should be mindful of the following considerations: disclosure
standards, diligence and liability.
Disclosure Standards
Section IX of the NAAA’s Arbitration Policy (April 17, 2017) outlines
the NAAA’s policy for disclosure requirements for flood-damaged
vehicles. This disclosure policy provides a relatively clear set of
expectations of what sellers should disclose during sale at auction. As
facilitators of the sale of these vehicles, NAAA member auctions may
become aware of circumstances or conditions for a vehicle that might
trigger a disclosure requirement for a seller and may need to stop or
cancel the sale for the seller to allow an opportunity to accurately and
fully disclose. Auctions must also ensure they use the appropriate
sale lights and should provide buyers an arbitration process if there is
some question about the adequacy or sufficiency of disclosures by the
seller. The following disclosure outline is taken verbatim from Section
IX of the NAAA Arbitration Policy:
1. Disclosure Not Required
No disclosure is required nor is arbitration allowed for the
following types of water exposure, provided that none of the
components outlined below are damaged:
a. Rain, snow or sleet due to open windows, doors or tops
or leaking seals.
b. Car wash or rinse water.
c. Carpet or upholstery shampooing or cleaning.
d. Stream, pond, puddle or floodwater that does not
rise above the rocker panel or otherwise enter the
passenger compartment.
e. Stream, pond, puddle or floodwater that enters the luggage
compartment, but does not damage any electrical components
(such as lighting or wiring harness) or does not enter
the passenger compartment.
2. Disclosure Required
Disclosure is required and arbitration shall be allowed
under the following conditions:
a. The title has been correctly branded indicating flood
history of the vehicle.
b. Any of the following components have been damaged due to
stream, pond, puddle or floodwater immersion/ingress:
i. Front or rear internal lighting or wiring harnesses
ii. Engine and its major components
iii. Transmission and differential
iv. Dash instrument panel and wiring
v. Passenger seat cushions
vi. Power seat functions or window motor
vii. Major sound system components
Additionally, as of September 5, 2017, the NAAA amended
its National Arbitration Policy Guidelines, Appendix I (http://
www.naaa.com/Policy/Arbitration_Posters/Artwork_for_
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NAAAMembers/2017new_ArbPolicyMatrixposter_
Amdmt_9_5_17.pdf). Through that amendment, the NAAA:
• Requires Flood Damage disclosures from seller to buyer under
all sale light options (green, yellow and red); and
• Extends arbitration time periods to 30 days from sale date
for Flood Damage (by auction inspection) under all sale
light options.
Diligence
For NAAA member auctions to provide the best service to all
involved in the auction transaction, members should be vigilant
in observing circumstances or auto conditions that may call into
question the accuracy or completeness of disclosures. While all
disclosures, representations and warranties are made by the seller
(not the auction) to the buyer, should the auction have reason to
suspect that disclosures are incomplete, inadequate or wrong,
NAAA auctions should consider what, if any, duties they may have
to continue with the sale. Importantly, auction leadership should
endeavor to ensure that, as appropriate, auction employees are
educated about, and ever mindful of, the NAAA Code of Ethics,
Arbitration Policy, Condition Grading Scale and other policies and
procedures that NAAA member auctions observe to ensure the
integrity of the auction process from beginning to end.
Liability
As briefly mentioned above, liability concerning incorrect
or incomplete flood damage disclosures largely rests with the
seller. However, if an auction or auctioneer acting on its behalf
knows, or perhaps in some states has reason to know, that a sale
violates applicable federal, state or local law and nonetheless
facilitates the transaction, that conduct certainly could lead the
auction to become embroiled in a controversy in today’s litigious
world. Importantly, concerning potential common law claims
or liability, “courts have generally held that an auctioneer is not
liable to a buyer for breach of warranty or for misrepresentation
if the auctioneer has disclosed to the buyer that the auctioneer is
selling on behalf of another and not on his own account.” Pelster
v. Ray, 987 F.2d 514, 522 (8th Cir., 1993) (odometer turnback
case) (citing 7 Am. Jur. 2d § 66 (1980); Hruska v. Gehling Auction
Co., 404 N.W.2d 322, 325 (Minn. Ct. App. 1987); Abercrombie v.
Nashville Auto Auction, 541 So.2d 516, 518 (Ala.1989)); see also
Kantorczyk v. New Stanton Auto Auction, Inc., 433 F.Supp. 889
(W. D. Pa. 1977) (discussing auction’s reckless disregard rising to
level of fraudulent intent concerning odometer discrepancy under
the Motor Vehicle Information and Cost Savings Act). However,
auctions or auctioneers may face claims and potential liability if
the buyer is able to prove that the auctioneer
or auction employees made their own misrepresentations to
the buyer.
Conclusion
In sum, during these turbulent times of extraordinary weather
events, the NAAA simply reminds all of its member auctions to
remain alert for flood-damaged vehicles and the disclosures that
are required from the sellers, continue diligent inspections of
vehicles, revisit current NAAA and auction policies and procedures
and conduct fair and transparent auction-day sales and
arbitrations. If NAAA auctions continue to adhere to the NAAA’s
Code of Ethics and well-developed policies and procedures,
we will all do our part to maintain an auction atmosphere and
experience that inspires confidence for all participating in the
auto auction industry.
The opinions expressed are those of the authors and do not necessarily reflect
the views of the firm, its clients or the National Auto Auction Association, or
any of its or their respective affiliates. This article is for general information
purposes and is not intended to be and should not be taken as legal advice.
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ARBITRATION CORNER

Flood Damage Basics
Damage to vehicles by floodwater is a topic
that keeps coming up as we continue to
analyze issues around the country that have
physical effects on vehicles.
As already stated by NAAA: “ Vehicles
are frequently exposed to moisture during
their ordinary operation, maintenance
and reconditioning. Occasionally, such
exposure may leave residual marks or
indicators similar to those left by exposure
or immersion of the vehicle in floodwater.”
We also know that flood damage carries
a stigma that damages the overall value
of a vehicle. It is vitally important that
a systematic and complete inspection
be performed by personnel qualified to
appropriately evaluate each condition in the
context of the total condition and vehicle
history.
What is a Flood?
According to the National Flood Insurance
Program’s website (www.floodsmart.gov) a
flood is defined as “a general and temporary
condition where two or more acres of
normally dry land, or two or more properties
are inundated by water or mudflow.”
Floods are caused by events such as
hurricanes and damaged or overflowing
levees, dams, drainage systems, rivers,
ponds or lakes. The majority of floods are
caused by rainfall.
How do We Inspect a Vehicle for Evidence
of Flood Damage?
As outlined in the NAAA Auction
Standard’s Training (NAAA, Training), flood
damage involves the entire vehicle, any
relevant history and title status. Below
is a recommended course of discovery to
determine if a vehicle requires disclosure for
flood damage.
Data History. Ideally the majority of
insurance companies that manage floodrelated claims to all property will report
to various vehicle-history databases. One
of these databases is run by the National
Insurance Crime Bureau, a North American
nonprofit membership organization
created by the insurance industry to
address insurance-related crime. It works
closely with law enforcement agencies.
NAAA recommends using more than one
credible source to help establish that the
claim may be valid by creating a need to
inspect visually.
Title Status. The title may or may not be
branded due to the effects of the flood.
The vehicle may indicate ‘total loss’ history
but have a clean title. In a past article, I
explained why it is important to
understand the reason that the vehicle was
deemed a ‘total loss.’ If the title is
branded, the vehicle will require a proper
disclosure by sellers to would-be buyers
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when selling at an auction that falls
under NAAA policy.
Physical Condition. The vehicle may
have been cleaned up partially or fully.
The indicators below will help the
inspector determine the actual presence of
flood damage.
• Strong musty odor in interior or
luggage compartment.
• Surface rust under dash or seats on
unfinished steel brackets, frames
or springs.
• Dampness in seat cushions, headliner,
visors and other upholstered
components.
• Mud, silt or sludge build-up in wheel
wells; inside bumpers, hinge boxes,
door openings/sills, or door drain holes;
under carpets or luggage compartment
floor mats.
• Surface rust on underbody components,
brake rotors/drums, exhaust
system, pinch welds, brake lines,
chassis components.
• Mud or sludge build-up inside door
panels, behind luggage compartment
side walls, beneath dash, inside glove
box, etc.
• High water marks on door panels,
upholstery, trunk interior, or head or
tail light lenses.
• Deposit of debris such as silt, grass and
small twigs.
• Accumulation of silt/rust inside major
mechanical components.
• Extremely corroded wiring harness, fuse
boxes, etc.
• Corrosion to structure that requires
disclosure, per NAAA Structural
Damage Policy.
Some caveats exist with the physical
inspection. The NAAA policy exempts vehicles
affected by water ingress by the following:
Heavy Detailing. Some carpets and
upholstery are badly stained or soiled.
This may require hard scrubbing with hot
water and strong chemicals during the
detail process. In this event, excess water
and chemicals may be used and these
conditions may be present. These signs
alone are not proof of flood damage. In
many cases, carpet wetness or dampness
and odors in the trunk area and interior are
misdiagnosed as flood damage.
Dirt Road Usage. Many vehicles are
operated on unimproved, dirt and gravel
roads. Many are subjected to off-road
conditions. Thus mud, silt and sludge
build-up may be normal and should not in
itself be considered flood damage. Interior
dust and dirt accumulated during normal
operation may become muddy during the
detail process.

Normal Wear and Tear. Light surface rust
is common on exposed metal surfaces
and is not sufficient alone to prove flood
exposure. The absence of rust on exposed
metal should also be considered, although
not conclusive, as evidence of no flood
exposure.
Disclosure Requirements. No disclosure is
required nor is arbitration allowed for the
following types of water exposure,
provided that none of the components
outlined below are damaged:
• Rain, snow or sleet due to open windows,
doors or tops, or leaking seals.
• Car wash or rinse water.
• Carpet or upholstery shampooing
or cleaning.
• Stream, pond, puddle or floodwater
that does not rise above the rocker
panel or otherwise enter the
passenger compartment.
• Stream, pond, puddle or floodwater that
enters the luggage compartment, but
does not damage any electrical
components (such as lighting or wiring
harness) or does not enter the
passenger compartment.
Disclosure is required and arbitration shall
be allowed under the following conditions:
• Claim filed within specified timelines
(per NAAA Appendix 1).
• The title has been correctly branded
indicating flood history of the vehicle.
Any of the following components have
been damaged due to immersion:
• Front or rear lighting or
wiring harnesses
• Engine and its major components
• Transmission and differential
• Dash instrument panel and wiring
• Passenger seat cushions
• Power seat or window motor
• Major sound system components
The recommended disclosure that a seller should
make to would-be buyers is “Flood Damage.”
This disclosure requirement should be made
regardless of sale light (green or red), but buyers
must be mindful of sale channel exemptions
(e.g, salvage sales). All stakeholders must
be mindful of the vehicle’s history, physical
symptoms and policy disclosure requirements
when selling or buying at auction.
Keep in mind that flood-damage vehicles are
like floods. They can appear anywhere it rains!
Sources:
NAAA. (n.d.). Flood Damage. Retrieved from NAAA:
http://www.naaa.com/standards/water_flooddamage.pdf
NAAA. (n.d.). Training. Retrieved from NAAA: http://
www.naaa.com/education_training/auction_standards_
training/2014AuctionStandardsTraining_Early.html
Smart, F. (n.d.). Flooding and Risks. Retrieved from Flood
Smart.gov: https://www.floodsmart.gov/floodsmart/pages/
flooding_flood_risks/ffr_overview.jsp
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Champions of Community Service
THE WINNERS OF NAAA’S CHAPTER AUTO AUCTION OF THE YEAR AWARD
Continuing a new tradition begun
last year, the National Auto Auction
Association revealed the four winners
of the 2017 Chapter Auto Auction of the
Year Award during National Auto Auction
Week in August.
Eastern’s ADESA Winnipeg, Midwest’s
Clark County Auto Auction, Southern’s
Charleston Auto Auction, and Western’s
Metro Auto Auction of Phoenix will be
presented with a crystal trophy and

a $5,000 check payable to a charity
of the auction’s choice at the annual
convention in November. They will
also get a photo in NAAA’s member
publications.
One of the four finalists will be chosen
at the convention for the top honor of
NAAA’s “2017 Auto Auction of the Year
Award for Excellence in Community
Service.” The winner receives a large
crystal loving cup, a cover photo and

feature story in both NAAA’s On The
Block magazine and annual Membership
Directory, plus an additional $20,000
payable to the auction’s chosen charity.
The outstanding charitable acts and
volunteerism of the four chapter finalists is
truly something to celebrate as an example
of how all member auctions and their
employees make a difference through their
public service. Here’s a summary of their
inspiring public spiritedness:

eastern chapter – adesa winnipeg
THEY STRIVE TO SERVE MORE THAN FIFTY-FIVE

As last year’s Eastern Chapter Auto
Auction of the Year recipient, ADESA
Winnipeg’s staff faced the challenge of
how to top its previous public service
to earn the title again in 2017. They
concluded that the question shouldn’t
be about what they could do, but about
how much.
So the employees set a goal of helping
as many charities in their Manitoba,
Canada community as possible
during 2017. Working diligently to
fulfill that ambition involves tireless
volunteer efforts planning, piloting and
participating in more than 55 events that
have raised over $3.5 million to date for a
variety of regional causes.
“Our team strives to make a positive
impact in the community by donating
time, money and auctioneering skills
in service to more than 55 charities,”
notes Gregg Maidment, ADESA senior
vice president of Canadian operations
and Winnipeg general manager. “To
reach out to that many causes big or
small often means our employees are
participating in three or four events in a
week — sometimes even two the same
day! And we don’t plan on slowing down
any time soon.”
He and his wife Lana co-chaired one
of the auction’s biggest fundraisers, the
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Gold Heart Gala Under the Big Top. In
addition to hosting and sponsoring the
event, ADESA Winnipeg staff conducted
a live auction for the 765 guests, raising
$532,000 for Variety, the Children’s
Charity of Manitoba, an organization
that meets the tangible needs to improve
the quality of life for children in the
province with disabilities and/or who are
impacted by socioeconomic issues.
“The contributions of the Maidments
and ADESA Winnipeg’s employees
played an instrumental role in making
this year’s event the most successful gala
in terms of funds raised and attendance
in 39 years,” states Variety Chief
Executive Officer Jeff Liba.
Often the auction teams up with its
dealer partners to perform some fast
fundraising. Working together they
raised $31,760 in the several weeks
before Christmas to help Winnipeg
Harvest provide food to more than
62,000 Manitobans while the employees
donated meal items, bundling them into
holiday dinner baskets.
Then, learning of a small boy born
with two rare diseases who had to
undergo extensive brain surgery in a
facility across the country from where he
lived, the auction and dealers teamed up
once again to raise $12,000—in just two

weeks—to help the family pay medical
and household costs.
One fun event is the annual
“Princess for a Day” that brings together
young girls battling life-threatening illnesses
with their favorite fairy-tale princesses.
The special day begins with a makeover—
complete with cosmetics, hairstyle and ball
gown—a swearing-in ceremony as “royalty”
and a ballroom dance party at a local
landmark hotel. This year’s was the largest,
hosting 60 princesses. The auction donated
$150 to sponsor each girl and raised a total of
$31,600 for the event and to provide meals
for families at Ronald McDonald House while
they had a child in care at the Children’s
Hospital.
A few of the many other causes ADESA
Winnipeg supports include the Special
Olympics, KidSport, the Dream Factory,
Habitat for Humanity, CancerCare Manitoba,
the Health Sciences Centre Foundation, the
local Alzheimer’s Society and pet rescue.
“While we were touched and amazed by
the charitable efforts of all our entrants,
ADESA Winnipeg’s culture of giving back was
evidenced by the sheer number and diversity
of charities they’re able to support,” says
Eastern Chapter President Chris Angelicchio.
“Congratulations to their team for truly
making community service part of their
daily lives.”
WWW.NAAA.COM
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Midwest Chapter –
Clark County Auto Auction
LAND FOR LEARNING

Since its founding in 1982, the Clark
County Auto Auction’s (CCAA’s) 73
employees have given their time and
money to such nonprofit projects as
an annual children’s holiday party,
a soup kitchen, a homeless shelter,
youth sports, historic preservation,
employment for those with learning
disabilities and numerous other
community programs.
But this year, in addition to
fundraising and volunteering for those
causes, the Jeffersonville, Indiana,
business decided to donate the whole
shebang—the 5-acre auction site with its
14,000-square-foot facility—to the local
school system.
Greater Clark County Schools
nominated CCAA to receive the Chapter
of the Year Award for the contribution
of its former property worth more than
$2 million. Named after the auction’s
late co-founder, the Mark Fetter Center
for Professional Learning furnishes
space for training 750 teachers as a
major component in the school system’s
transition to the Ford Next Generation
Learning model.
“The incredibly generous gift of their
property is the greatest in value in our
school district’s history,” remarks Dr.
Andrew Melin, school superintendent.
“Becoming a member of the Ford
Next Generation Learning network is
a prestigious accomplishment made
possible by our key business partners,
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such as the Fetter family. Thanks
to them, this center will provide
the necessary support for our staff
so they can increase student
achievement and ensure students are
accepted to a post-secondary
educational opportunity.”
Melin adds that he has enjoyed a close
working relationship with the Fetters for
years in their support of local education
and “their business is more than
deserving to receive this award.”
Matt Fetter, auction president and
third generation co-owner, is “extremely
delighted” with the honor as a welldeserved recognition of his auction
staff’s public spiritedness.
“The compassionate employees who
make up Clark County Auto Auction
are deeply devoted and enthusiastic to
volunteer and make a positive impact in
their community each and every day,”
states Fetter. “From the time we opened
our doors, striving to make the world
a better place has become our staple,
our mission and a large portion of our
company DNA.”
Other community organizations
seconded CCAA’s nomination, including
The Porcini/Farmer Children’s
Foundation and the Clark County
Sheriff’s Office Cops for Kids Christmas
program.
“The Fetters and their auction
staff now fully fund our program and
the employees help with the holiday

shopping and our dinner for the families
when Santa appears,” explains Cops for Kids
Coordinator Joseph Waters. “Because of their
dedication and support, now we not only
help children and their families during the
Christmas season, but all year long if the
need arises.”
Del Farmer of the Porcini/Farmer Children’s
Foundation credits CCAA as an “important
supporter” of the group’s efforts to help
programs such as Kids Cancer Alliance, Cure
Cystic Fibrosis, Kosair Children’s Hospital,
Shamrock Pet Foundation, Family Community
Health Clinic, The Center for Women and
Families and many others.
Of course, the management and employees
at CCAA are always ready to rally and help
one of their own as well. Upon learning that a
young staff member had been diagnosed with a
brain tumor last year, his colleagues organized
an auction of donated items held at a local
restaurant, which raised more than $18,000
to help pay the medical bills and other costs
associated with his condition.
“Clark County Auto Auction was our choice
for Auto Auction of the Year because they
truly embody the long tradition of our
membership’s benevolent work and public
service,” remarks NAAA Midwest Chapter
President Kristie Goben.
CCAA now operates at its recently completed
world-class, 44-acre facility. The new property
houses a 40,000-square-foot main building
with a seven-lane sale arena, administrative
offices, a 100-seat restaurant, and a five-lane
service building and reconditioning center.
WWW.NAAA.COM
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southern Chapter –
charleston Auto Auction
A HAVEN FOR HOMELESS STUDENTS

By stepping up to take an active role in
making a local school principal’s dream
a reality, Charleston Auto Auction
ensured that homeless high school
students in the community would have
a safe place to sleep and study.
The Charleston County School District
nominated the Moncks Corner, South
Carolina, auction to be honored with the
Chapter of the Year Award for its work
addressing the problem of homeless
students at R.B. Stall High School
through its ongoing support
of then-Principal Kim Wilson’s vision—
Project H.O.M.E. (Helping Others
Mirror Excellence).
As the principal of the high school
in North Charleston, Wilson learned
of students who were couch surfing
or sleeping on benches at the mall
because they’d been displaced from
their homes and families for a variety of
circumstances. Many asked for his help
to find a place to stay or get a meal so
they could stay in school.
He believed that a house staffed by
surrogate parents, providing stability
and consistency as well as a bed and
meals, could offer more than just
shelter; it could decrease the dropout
rate, increase individual attendance,
improve grades, and raise the percentage
of those pursuing higher education for
WWW.NAAA.COM

those homeless students determined
to get their diplomas.
But it soon became apparent that
Wilson’s goal couldn’t be achieved
without community support, so he
went to the local media with his idea.
After a news story about the proposed
project aired on local TV last year, Wilson
got an email from Jason Moritz, assistant
general manager at Charleston Auto
Auction, saying, “Looking forward to
raising some funds to help with
your efforts!!!”
“I was dumbfounded; here was a guy
I didn’t know representing a business
I never heard of wanting to help these
kids,” recalls Wilson, now the executive
director for the school district’s
secondary education community.
“And help they did!”
The auction immediately organized
a special month-long sale, partnering
with its dealers to donate a percentage
of every vehicle bought or sold. The
response was so positive the dealers
donated additional money above the
original agreement.
Next, the business reached out to
the general community soliciting
contributions. Additional fundraising
during the year collected more
than $26,000 to get a house under
construction. The home opened its

doors this fall to four boys and a live-in couple
who serve as supervisors and mentors.
“The folks at the auction continue to be
a driving force behind this project,” Wilson
notes. “They’ve taken an active role in making
this home their mission with General Manager
Laura Taylor and Jason joining our board of
directors. They also speak to businesses and
groups encouraging their involvement. It’s
people like the management and employees
at Charleston Auto Auction who see a need
and take action that make a difference in
this world.”
Taylor says working with the Project H.O.M.E.
team has been a pleasure because “they have
huge hearts,” adding, “We’re excited about
giving students an environment so they can
concentrate on academics and sports and not
on where they’ll sleep at night. Our auction and
our customers plan on continuing donations to
ensure Project H.O.M.E.’s success.”
In addition to that project, Charleston Auto
Auction, a member of the XLerate Group, assists
a variety of other causes, including a local food
bank, orphan group, animal shelter and camp
program for seriously ill children.
“All our entrants deserve recognition for
their public service, but none touched us more
than Charleston Auto Auction,” comments
NAAA Southern Chapter President Doug
Rodriguez. “Their dedication to helping
homeless teens have a safe place to live so they
could focus on school was heartwarming.”
NOVEMBER 2017 | NAAA ON THE BLOCK |
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western Chapter –
metro auto auction of phoenix
HEALING AND HOPE FOR KIDS AND FAMILIES

Anyone who knows Thomas J.
McDermott, the owner and general
manager of Metro Auto Auction of
Phoenix, probably wouldn’t be surprised
that his Phoenix, Arizona, business
earned a Chapter of the Year Award for
its commitment to making a difference
in the lives of the community’s youth.
“As the proud father of six children,
two stepchildren and five beautiful
grandchildren, I have a soft spot for kids,
so our auction’s public service focuses on
children,” he explains.
That has included everything
from funding a program to mentor
at-risk high school students in life and
leadership skills for a better chance at
success, to creating a winter wonderland
of real snow at the holidays for the
delight of seriously ill children.
“One of our core beliefs is that success
is not only determined by the bottom
line, but by what we give back,” says
McDermott. “Charity, community
involvement and compassion are part
of the corporate values that our Metro
family shares and lives through our
public service as a team.”
The auction has “adopted” two local
children’s nonprofit groups, Hope Kids
and Elevate Phoenix, as its primary
philanthropic activities, he notes.
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Hope Kids works with seriously ill
children and their families, for which
the auction plans, underwrites and
staffs special events throughout the
year to brighten their lives. From its
establishment in 2007, Metro has hosted
a Christmas party complete with Santa’s
arrival on a fire truck, gifts, games,
crafts, train rides, petting zoo, Disney
characters, a holiday dinner and a snowy
playground for more than 600 kids and
family members. Donations have totaled
$300,000 over the past decade.
“These families are dealing with
illness, struggling with financial
hardship and even the siblings often
suffer because so much attention is
given to the treatment of the sick child,”
McDermott says. “But the Christmas
party fills the entire afternoon with
laughter, songs and sharing, letting
them escape the daily stress watching
their children enjoy being in the
moment. While our staff and their
families experience the sense of giving
and an appreciation for the blessings we
have in our lives.”
Elevate Phoenix has received more
than $275,000 raised by auction
employees to help the organization
conduct its mission of providing
“long-term, life-changing relationships

with urban youth” through an accredited
program in two high schools with 3,400
students. Hired instructors serving as role
models and mentors on a 24/7 basis teach
a leadership curriculum designed to build
character and life skills.
Students in the program for three or more
years achieve a graduation rate of 91 percent—
higher than both Arizona’s 77 percent and the
national average of 82 percent—with 95 percent
of those graduates going on to attend college.
“Our nation’s children are the future of this
great country and Metro Auto Auction owners
and staff help provide youth and their families
in the Phoenix area the ability to heal through
Hope Kids and the tools needed to achieve an
education through Elevate Phoenix,” says NAAA
Western Chapter President Michele Noblitt.
In addition, Metro Auto Auction supports
a variety of other charities including Best
Buddies, Wounded Warriors, The Society of St.
Vincent de Paul of Arizona and 2Gether We Live.
“As a new charity just formed in March
our needs are great and finding community
support is vital to reach those individuals
with all disabilities, including intellectual and
developmental, wounded veterans, MS, ALS or
others with severe illnesses,” says 2Gether
We Live Founder and Executive Director
Timothy Bolen. “Metro Auto Auction stepped
right up to help our organization reach that
underserved population.”
WWW.NAAA.COM

NIADA & IAG
A WINNING COMBINATION FULL OF BENEFITS!

The Independent Auction Group (IAG) and NIADA are committed to providing its
auction members with the highest quality, competitively priced, leading edge and high
impact auction member benefit programs. NIADA has recently partnered with many
new vendors offering benefits and member discounts on the parts and services that IAG
member auctions use on a daily basis.

Through discounted affinity agreements via NIADA Member Services, IAG now offers these
and many more benefits to all IAG member auctions.
FOR A COMPLETE LIST OF PRODUCT AND SERVICE DISCOUNTS, AND TO
S TA R T S AV I N G A N D G R O W I N G Y O U R A U C T I O N P R O F I TA B I L I T Y, V I S I T

www.independentauctiongroup.com/benefits/
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AUCTION NEWS

30+ Years of Service: ADESA Syracuse Sale-Day Team

(L to R): ADESA Syracuse General Manager Dave Taylor and clerks
Lydia Wood, Connie Zollo, MaryLou Haskins and Kathy Marquart

In the last 40 years, much has changed
at auto auctions, but at ADESA Syracuse,
a handful of the sale-day staff members
have stayed the same.
MaryLou Haskins, Kathy Marquart, Lydia
Wood and Connie Zollo all started as clerks at
TriState Auction in the late 1970s/early 1980s.
They can all attest to the auction’s interesting
history and the numerous changes it went
through as it evolved from a family-owned
business with four dirt lanes to the current
ADESA branch with 100 employees.
TriState was a much smaller auction back in
the 1980s. It was owned by a father, son and
uncle team until ADESA bought the business
in 2007. During the early years, the staff saw
lanes paved, security fences put up and raised
stands built at the blocks.
Haskins has always been part time, and
she now works with titles, after 15 years in
the lanes.
She said there’s a lot of cross-training
and everyone works as a team to provide

full service for the customers. “You may
be an expert in one aspect, but you want to
know the whole process so you can help the
customers with their needs.”
What’s kept Haskins at the auction for
30+ years? The camaraderie, seeing everyone
grow up, getting to know their families and
watching people advance. “I work with a
great group of people,” Haskins said. She also
enjoys the pace: It’s not hectic, just quick,
which she likes, and she keeps her hands
busy in multiple projects.
Marquart now works three days a week
but has been full time during her career.
She’s experienced with U.S. versus Canadian
paperwork, problem-solving and fleet
department titles.
What’s kept Marquart at the auction for
30+ years? She prides herself on delivering
great customer service, going above and
beyond while helping the dealers. “It gets
in your blood,” she said, about the auction.
“I’ve done this for so long I know what
I’m doing.”
Zollo has always been part time, working
an evening shift after her full-time job. Now
she’s retired from her full-time job and
works just the afternoon of sale day, printing
checks for sellers. She says everything moves
faster now.
What’s kept Zollo at the auction for 30+
years? “I like the people,” she said. “The
dealers are so nice.”
Wood has been with the auction as a
sale-day-only title clerk for 30-some years.
Even after working her full-time job, she
looked forward to her evening shift at the

auction because of the energetic atmosphere,
the teamwork and the organized manner in
which the auction is run.
What’s kept Wood at the auction for
30+ years? “I love the energy and the fast
pace,” she said. “I guess I just love the
people, the teamwork, the good feeling I get
at the end of the night that I was part of the
team that got the job done. When the time
comes that I have to leave, I will surely miss
the old gang.”
ADESA Syracuse General Manager Dave
Taylor has been around a long time, too —
he celebrated 28 years with the company in
August 2017. These ladies remember when he
started with the auction as a bookkeeper in
1989. They said he’s good to work for
and work with. “He’s part of the auction,”
said Marquart.
Wood paid him quite the tribute: “I credit
Dave Taylor for making the auction what
it is today. He was only a young man when
he came to Tri-State, but I felt he was a
man with vision, determination and much
dedication. He has always been a good leader,
fair-minded, a great negotiator, and a great
problem-solver, with high energy and great
people skills. He is also a man who gives back
to the community. I have always admired him
because he always aims high! He is one of the
main reasons why I still enjoy being at the
auction.”
ADESA, a business unit of KAR Auction
Services, is a leading provider of vehicle
auction and remarketing services. ADESA
Syracuse is one of the company’s 75 auction
locations across North America.

ADESA Names Two New Executive Sales Directors
ADESA has named
two new executive
sales directors:
Angela Williams
and Kirk Archer.
“Angela Williams
brings more than
20 years of auto
auction industry
experience to the
commercial sales
team,” said John
Combs, vice president of commercial
sales for ADESA. “Her wealth of industry
knowledge, auction management
experience and previous work alongside
intuitional clients are true assets. She’ll hit
the ground running to help our commercial
customers navigate the changes and
challenges of our marketplace.”
Williams had been the business
development and marketing manager for
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Rawls Auto Auction
in Leesville, South
Carolina, since 2010.
Williams started her
career at Rawls AA in
1990 as a part-time
block clerk, joining
the auction full time
in 1996 in the fleet/
lease department.
Later she was
promoted to fleet/
lease manager and then assistant general
manager, serving in that position from 2005
to 2010. She holds an associate’s degree from
Midlands Technical College in West Columbia,
South Carolina.
Archer, formerly with KAR Auction
Services’ Insurance Auto Auctions (IAA)
business unit, has been named executive
sales director at ADESA.
“Kirk’s wide-ranging experience at

IAA and the relationships he’s
developed over the past decade will
be valuable assets to our company
and our customers,” Combs said. “He
brings a unique view of the remarketing
landscape across both the whole car
and salvage car marketplaces. We’re
extremely pleased to have Kirk join our
national sales team and look forward to
his many contributions.”
Archer was previously director of
commercial sales at IAA. He joined
IAA in 2007 as an auction coordinator
and was later promoted to divisional
sales manager. Archer began his career
at Enterprise Rent-A-Car in Tampa,
Florida. He holds a bachelor’s degree
from the University of South Florida.
ADESA, a business unit of KAR Auction
Services, is a leading provider of vehicle
auction and remarketing services.
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Dealers Auto Auction of the
Southwest Adds Finishing Pieces
to Its Digital Puzzle

Eric Jenkins, General Manager, ADESA Birmingham

Alabama IADA
Presents Hall
of Fame Award to
Eric Jenkins
The Alabama Independent Automobile
Dealers Association (AIADA) recently
presented Eric Jenkins, general manager of
ADESA Birmingham, with an Auction Hall of
Fame award.
The award recognizes Jenkins’s dedication,
loyalty, service and contributions to the
AIADA. And Jenkins recognizes the important
role the AIADA plays for independent dealers
and for the community.
“We bring awareness of the value of
joining the AIADA to nonparticipating
dealers,” Jenkins explained. “We also
support the Ladies Auxiliary, which is the
charitable-giving arm of the association.
“We’ve worked hard over the last two
years to build a relationship with the AIADA
board and its members,” Jenkins continued.
“Ultimately, we have the same goal: We want
to see all of the independent dealerships
in the state of Alabama thrive in their
businesses and their communities. I’m just
glad we get to play a small part in that!”
Jenkins received the award in July at the
AIADA State Convention & Trade Expo, held
in Orange Beach, Alabama.
Jenkins is an auction veteran with 12 years
at ADESA, 10 of those in management roles.
He started his career with ADESA Dallas in
2005 as a condition report writer and later
as outside coordinator. In 2007, he took a
position as the fleet/lease manager at ADESA
Austin. He later relocated to serve as the
assistant general manager at ADESA Atlanta.
Jenkins has been the general manager at
ADESA Birmingham since 2015.
ADESA, a business unit of KAR Auction
Services, is a leading provider of vehicle
auction and remarketing services. ADESA
Birmingham is one of the company’s 75
auction locations across North America.
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One of the final pieces of the digital puzzle
Dealers Auto Auction of the Southwest’s
(DAASW) leadership has been working on
for the past several years was put into place
when its new imaging center was brought
online in August.
The six-lane Phoenix auction runs about
600 consignment units a week and is
managed by Vice President Jim DesRochers
and General Manager Stephanie Gingras.
Its newest imaging center will work
together with its state-of-the-art website
and “360 operating mantra.”
“Our imaging center was a big piece of the
puzzle we’ve been working on for several
years,” said DesRochers, a former NAAA
President. “We want our website and the
information it provides to our customers to
be as transparent and detailed as possible.”
Brad Sturgeon and Bill Baker founded the
independent auction that sits on 15 acres in
the middle of Phoenix. The auction features
vehicles from Larry Miller Group, Earnhardt
Group, Lobel Financial, Westlake Financial,
Consumer Portfolio Services, Bell Road
Toyota and many more.
DesRochers noted that selling older
units is a far different business than selling
off-rent or off-lease vehicles. Dealers
who attend the auction and those buying
online do research long before the vehicles
run through the lanes. Both need detailed,
accurate and consistent condition reports,
as well as photos and details on any
announcements on the vehicles.
“Not all dealers are familiar with all the
various announcements we provide for
vehicles that run at auction,” DesRochers
said. “We have Buy With Confidence
certifications, TMU, Red Light, Green Light
and more. Dealers may understand what
these announcements mean in general
terms, but may not know the details.”
DAASW’s website will now have
the capability to “explode” what the
announcements mean directly from the
website run list. For instance, DesRochers
explained, if a vehicle is listed as having
“frame damage” a pop-up on the website
will take the dealer to the specific area
of the NAAA website where information
is provided about NAAA’s Frame
Damage Policy.
“We are going to attempt to image every
vehicle and provide a CR on everything we
sell at our auction,” DesRochers said. “We
are close, and will be there by the end of
the year.”
The new imaging center will allow
DAASW to provide at least eight photos of
every vehicle, including four outside shots

and four inside as well as any clearly
visible damage.
“We will provide additional photos as
necessary,” he said. “If there’s
some damage, we’ll get close-ups and
provide as much information as possible.
This is vital for online research and
Simulcast buyers.”
DesRochers said he and his DAASW team
have been working closely with the tech
teams at AMT, The Web-Guys, AutoIMS
and others to be able to provide these
much-needed data streams for dealers.

A Dealers Auto Auction of the Southwest employee snaps photos
of a vehicle destined for the lanes. The new imaging center at the
facility is one of the final pieces of the puzzle of the auction’s “360
operating mantra.”

“We have to be able to provide the
latest and best technology to our dealers,”
DesRochers said. “They need it to run
their businesses efficiently. We are making
sure all the information we provide is
mobile-friendly, and dealers will be able
to do their research and buy directly from
a tablet or their smart phones and our
Simulcast platform.”
Interestingly, the wholesale-only auto
auction has much of the information about
the vehicles available on the public area of
its website.
“I don’t discourage it,” DesRochers
said. “In fact, if a consumer finds a vehicle
he or she is interested in, we encourage
them to contact their local franchised or
independent used vehicle retailer. We’re
not in the lead-generation business, but
see it as another way to provide a useful
service to our customers, and improve the
image of auctions as vehicle source.”
DesRochers said he also makes Carfax
VIN scanning technology available to
his customers. Dealers can scan a VIN
and gather all the information about the
vehicle that’s available from the national
vehicle records company.
“Our goal is to have the MMR, Carfax,
Autograde information stream into our
website, and then let the dealer learn
as much information about the vehicle
as soon as it is available to us,” he said.
“Combine that information with all the
announcement details, and dealers have a
valuable tool at their disposal.”
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Manheim’s Jay Cadigan Retires After
Distinguished 40-Year Career

Manheim announced that Jay
Cadigan, vice president of industry
relations, retired on August 31, 2017.
His retirement marks the end of
a renowned automotive industry
career spanning four decades,
including leadership positions in the
auction as well as leasing and rental
car remarketing businesses.
“There’s no question Jay has been
a driving force at Manheim and
within the remarketing industry for
some 40 years,” said Janet Barnard,

Chief People Officer of Cox
Automotive. “He’s been
instrumental in helping
Manheim maintain its
leadership position and
worked tirelessly to shape
the industry. We can’t thank
Jay enough for all he’s done
for our company, our clients
and the industry.”
As vice president of
industry relations since
2012, Cadigan led Manheim’s
strategic efforts to develop,
promote and establish
consistent standards,
processes and policies that
further the industry. Prior to
that, he served the company
as market vice president
for Florida and Puerto
Rico, president of sales and
operations for the General Motors and Avis
Budget Group accounts and general manager
of Skyline Auto Exchange (now Manheim NY
Metro Skyline).
Throughout his career, Cadigan served the
remarketing industry in National Auto Auction
Association volunteer leadership roles. A 2015
inductee into the NAAA Hall of Fame, he is a
past president of the association and current
member of its Executive Committee and Board
of Directors, serving as executive vice president.
Cadigan is also a past president of the Eastern
Auto Auction Association.

“Jay’s dedication and commitment to
advancing the automotive remarketing
profession has been invaluable,” said
Frank Hackett, chief executive officer of
NAAA. “His leadership encouraged the
development of our association members
and the organization alike.”
Other recent industry honors include
Cadigan’s award of the Ring of Honor in 2016
from the National Independent Automobile
Dealers Association and being named
Remarketer of the Year at the 2015 Conference
of Automotive Remarketing.
Cadigan began his automotive career working
at a car dealership before earning a bachelor’s
degree in business management from St. Mary’s
College of California. Prior to joining Manheim
in 1993, Cadigan sharpened his customer
relations and team-building skills as assistant
general manager of Golden Gate Auto Auction
in Fremont, Calif., and gained remarketing
experience by working with US Fleet Leasing,
Avis Car Leasing and Hertz.
“One of my most rewarding career
experiences has been watching Manheim
and the remarketing industry’s growth and
innovation over the years,” said Cadigan.
“And, I’ve been fortunate to work alongside
some of remarketing’s finest pros, and my
years at Manheim are no exception. It’s been
an amazing journey, and I’ll forever cherish
the relationships I’ve forged over the years.”
Looking ahead, Cadigan plans to spend more
time golfing, boating, traveling and volunteering
in his local community.

Fleet Lease Manager at Louisiana’s
1st Choice Auto Auction is Now CAR Certified

Mike McCollum, Louisiana’s 1st Choice
Auto Auction Fleet Lease Manager

Louisiana’s 1st Choice Auto Auction
is proud to announce that Fleet Lease
Manager Mike McCollum is now a
Certified Automotive Remarketer
(CAR), certified by the International
Automotive Remarketers Alliance
(IARA). IARA has created an
education program over the last 10
years to expand overall knowledge
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of the remarketing industry. A CAR
understands all aspects of automotive
remarketing including remarketing
channels, pre-sale activities, actual sale
activities, post-sale activities, legal/
ethics, and terminology. Mike completed
his certification testing in one year by
studying and passing exams in the midst
of networking at industry conferences. He
joins an elite group of industry professionals
as the 140th person certified by IARA. In
addition to this certification, Mike has
completed the NAAA Condition Report
Writing/Structural Damage Policy training
and the NAAA Leadership Institute training.
Mike’s hard work was recognized by
Louisiana’s 1st Choice Auto Auction
Managing Partner John Poteet, who said,
“I want to congratulate Mike on his recent
accomplishment and certification. We
believe that education and training of our
employees is integral to our success as an
auction. The CAR certification indicates
to our institutional clients how serious we

are about protecting their investments
and ensuring the highest standards in
our industry are applied to everything
we do. Mike exemplifies the professional
approach that we take to everything we do
at Louisiana’s 1st Choice Auto Auction.”
Mike has been a member of the 1st
Choice team for 11 years, working in
a variety of roles including vehicle
registration specialist, vehicle registration
manager, marketing specialist, e-business
coordinator, and now fleet lease manager.
His ongoing industry training makes him
an invaluable asset to the auction and
its institutional customers. Mike asserts
that his certification has “broadened
his understanding of the remarketing
process, for both the auction and customer
perspective.” This will ensure a higher level
of service to the institutional customers
who partner with Louisiana’s 1st Choice
Auto Auction for their remarketing needs.
The auction congratulates Mike on earning
this mark of distinction as a CAR.
WWW.NAAA.COM
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Tropical Breezes and Inventory Treasure Blow Through Manheim

Manheim Atlanta’s Doug Kramer, Chris Hill and Sonya Stancil-Garris test the Cargaritaville prizes!

Tropical breezes blew throughout
southeastern Manheim locations July
10–14, 2017, when Manheim’s annual
Cargaritaville sales event delivered
inventory treasure. This fourth annual
event, held in partnership with NextGear
Capital, offered some 40,000 vehicles at 20
Manheim locations and offered more than

30,000 participating dealers an opportunity to
discover inventory gold.
The clients were biting at the great inventory
resulting in a sales rate of more than 62 percent.
Dealers were heard commenting on the great
energy, fun, and food.
“Each year Cargaritaville grows and grows,”
said Mark Ford, regional vice president,

Southeast. “Our clients here in
the Southeast truly look forward
to and plan in advance for this
annual event. We can’t thank them
enough for their participation and
the excitement they bring to make
it such a huge success.”
The sound of steel drummers,
the thrill of contests, beachthemed prize giveaways, live
entertainment and delicious
cuisine could be experienced at
each Manheim location as they
added their unique flair to the sales
festivities. Even the Manheim team
members joined in the fun with
costume contests, photo booth
opportunities and festive snacks
for all. NextGear Capital partnered
with all participating locations to
offer special promotional terms
and margarita machine giveaways.
Cargaritaville began in 2013 at
11 Manheim locations in Florida,
and the event has since expanded,
now being held at 20 locations
across Alabama, Georgia, Florida,
North Carolina, South Carolina,
Tennessee and Puerto Rico.

Manheim Names Nick Peluso as President of Manheim
Digital Marketplace; Continues as President of RMS
Automotive in Dual Role

Nick Peluso

WWW.NAAA.COM

To strengthen and grow its digital
offerings, Manheim has appointed
Nick Peluso to lead the remarketing
leader’s digital strategy as president of
Manheim Digital Marketplace.
He will continue as president of
RMS Automotive. In his dual role,
Peluso is responsible for Manheim’s
digital channels, including OVE,
Manheim.com and Simulcast, in
addition to RMS Automotive’s
global business.
“By aligning our digital resources
under one proven leader, we can better
ensure our clients benefit from the
advantages delivered by our marketleading digital platforms,” said
Grace Huang, senior vice president
of Inventory Services for Manheim.
“Nick’s deep knowledge of the everevolving digital marketplace makes
him the ideal executive to direct our
next-generation digital future.”

Peluso will leverage his more
than 30 years of automotive
experience and tap the synergies
between the two companies’
diverse portfolios of leading digital
solutions to drive transaction
velocity and efficiency. His efforts
will focus on setting the industry
standard by making the client
experience faster, simpler and
more convenient.
“I’m eager to help shape
the next phase of our digital
remarketing strategy, especially
at a time when dealers and
commercial clients increasingly
rely on digital channels to conduct
business anytime, anywhere,”
said Peluso. “My goal is to broaden
our services and deliver a suite
of digital tools that advance our
clients’ speed to market.”
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Ready Logistics Launches HUB to Increase
Transportation Efficiency for Clients

Ready Logistics is increasing transportation efficiency for clients.

Ready Logistics brings a new level
of automation and transparency
to the manual process-oriented
vehicle transportation sector with
the launch of the HUB, a centralized
communication platform that
increases efficiency for clients. By
automating procedures that typically
delay vehicle movement, the HUB
improves the carrier pickup process,
speeds delivery and provides real-

time insights.
“The vehicle logistics business hasn’t
changed much in decades, using a manual
process to get cars from point A to point B,”
said Patrick Brennan, senior vice president
of logistics at Cox Automotive. “At Ready
Logistics, we’re on a mission to make it faster
and easier for clients to move vehicles from
anywhere to everywhere—and the HUB is an
example of how we’re doing it.”
The Ready Logistics HUB’s two main

tools increase efficiency across the
transportation process:
• The Vehicle Assessment HUB allows
location agents to provide 24/7 status
updates, enabling carriers to experience
a seamless pickup process and improve days
to deliver. It also sends instant notifications
that eliminate the need for phone calls to
determine vehicle location. Additionally,
this tool offers improved reporting and
greater visibility into which locations
are performing to ensure timely and
accurate pickups.
• The My Vehicles HUB enables clients to
access real-time status and the order
history of their units in the Ready Logistics
transportation system, eliminating the
need to contact a representative. The
tool’s dashboard allows clients to search
VINs, export vehicle lists, and view stats and
average days to deliver as well as track the
performance of origination locations.
“The more we automate the transportation
process and deliver valuable insights, the
quicker our clients can get vehicles onto the
frontlines of their dealerships or into an
auction to be sold,” added Brennan.

Manheim Expands to Drive Dealer
Profitability in New Markets

Manheim’s new multi-consignor locations offer 1-4 lanes and all the services clients expect.

To drive dealer profitability in
new and underserved markets,
Manheim is expanding its physical
reach, opening six new locations in
Alabama, Georgia, Illinois, North
Carolina, West Texas and Utah.
“Our local and mobile strategy
meets the needs of independent
and franchise dealers through
multiple sales channels, giving
clients choices to do business when
and where it serves them best,” said
Randy Beil, vice president of mobile
and local, Manheim.
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The new, smaller, Manheim auction
sites offer multi-consignor auctions as well
as Simulcast, inspection and reconditioning
services. Financing options through NextGear
Capital and assurance packages through
DealShield are also available. Joey Huang
of Great Lakes Auto Group, who has offered
inventory at Manheim Cleveland since
it opened last year, attributes these services,
which are not available in local dealer-todealer sales, to wholesale business growth.
“As a consistent consignor, we have
watched our sales climb. We are currently
running about 50 to 60 cars every other

week, which are mostly imported trade-ins
under $7,000,” said Huang. “The inclusion of
Manheim’s condition reports on our listings
has led to incredible in-lane and internet
action.
“Our expansion decisions have been
dealer-driven,”added Beil.
“In many cases, clients collaborate with us
to open facilities because they want an open,
transparent marketplace that delivers better
pricing and vehicle retention than typically
available at traditional dealer-to-dealer sales,
such as bid lot sales or dealer self-hosted
lot auctions.”
New Locations are:
• Manheim St Louis Gateway
1550 E State Route 15, Bellville, IL 62221
• Manheim West Texas
614 E County Rd 7200, Lubbock, TX 79404
• Manheim Montgomery
3711 Wetumpka Highway, Montgomery,
AL 36117
• Manheim Lilburn
313 Luxomni Rd, Lilburn, GA 30047
• Manheim American Fork
221 S 500 E, American Fork, UT 84003
• Manheim Wilmington
6118 Market St, Wilmington, NC 28405
WWW.NAAA.COM
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31 Years Strong: ADESA
Memphis Celebrates Its
Anniversary with Military
Flair
ADESA Memphis hosted a militarythemed celebration at the auction’s 31st
anniversary sale, raising $1,610 for the
Wounded Warrior Project.
The Wounded Warrior Project is a
veterans’ service organization that offers
programs, services and events for those
wounded in military action after Sept. 11,
2001, as well as for their families.
It’s a cause close to the hearts of many
ADESA employees.
The day’s festivities included a salute to
the armed forces, especially honoring the
many armed services veterans who work as
drivers at the auction.
“It was exciting and fun,” said Yvonne
Allinder, online sales and services manager
at ADESA Memphis. “The dealers loved
all the Army-themed decorations, and we
definitely sold some cars!”
The event sale also offered food,
giveaways and prizes, with a grand prize

Honored Veterans at ADESA Memphis Celebration

package of camping and camouflage-themed
items. Joe Todd of Joe Todd Auto Sales won
the grand prize.
ADESA, a business unit of KAR Auction
Services, is a leading provider of vehicle
auction and remarketing services. ADESA
Memphis is one of the company’s 75 auction
locations across North America.

ADESA East Tennessee’s Pet Project:
The Local Animal Shelter
tasks during their shifts, from walking
dogs to cleaning cages and floors, feeding
the animals and, of course, playing with
the animals to help socialize them.
ADESA East Tennessee has a history
of supporting the animal shelter. Earlier
this year, the auction raised $4,121 for
the shelter. For every vehicle sold in July,
ADESA East Tennessee donated $5, which
totaled $3,740. Employees and customers
at the auction also donated cat and dog
(L to R): Bill McCoy with Discount Auto Sales; Tammy Davis
food, toys, collars, leashes and cleaning
from WCAS; Kim Ward, dealer registration clerk; Cara Ledbetter
supplies.
from WCAS; David Cook, sales manager.
Dealer Bill McCoy, with Discount Auto
Sales, also contributed $20 for every
Two groups of three employees from
vehicle he sold that month, which added
ADESA East Tennessee volunteered at the
another $320.
Washington County Animal Shelter (WCAS)
Cash donations brought the grand total
in Johnson City, Tennessee, using their Leap to $4,121.
Into Service hours.
David Cook, sales manager, Kim Ward,
Leap Into Service is a community service
dealer registration clerk, and dealer
program at KAR Auction Services, the
customer Bill McCoy presented the check
parent company of ADESA. Full-time
to Cara Ledbetter and Tammy Davis,
employees across the entire KAR group of
representatives with WCAS.
companies can take eight hours of paid time
ADESA, a business unit of KAR Auction
off each year to volunteer with the charity of Services, is a leading provider of vehicle
their choice. The program was launched in
auction and remarketing services. ADESA
2016, a leap year, and was renewed for 2017. East Tennessee is one of the company’s 75
The volunteers completed a variety of
auction locations across North America.
WWW.NAAA.COM

ADESA Tulsa Raises
$10K After House
Fire Tragedy

Doug Shore, senior vice president of auction operations and
vice president, Central region (left), and Rod Thompson,
general manager of ADESA Tulsa (right), present Debbie
Admire with a check after fundraising efforts at the auction.

Dealers, customers and employees at
ADESA Tulsa rallied to raise $10,000 for an
auction employee whose family lost two
children in a house fire.
The children, a 1-year-old boy and a
7-year-old girl, were the grandson and
niece of Debbie Admire, who has worked at
ADESA Tulsa for more than 15 years. Admire’s
daughter was severely burned, and the family
lost the contents of the house in the fire.
As a fundraiser, the auction purchased
two remote control trucks to auction off
before the regular sale the next week. Dealers
repeatedly bought the trucks and then
donated them back to be auctioned off again.
In just a short time, the auction raised $9,635
to help the family with funeral and other
expenses.
Additional donations later brought the
total gift to the Admire family to $10,000.
ADESA Tulsa General Manager Rod
Thompson was touched by what he called
the “immense generosity of our dealers,
auctioneers and staff.”
“The overwhelming support from our
dealer base, auctioneers and employees
speaks volumes,” Thompson said. “The
outpouring of compassion was an honor to be
a part of. ADESA and the dealer community
truly take care of their own.”
ADESA, a business unit of KAR Auction
Services, is a leading provider of vehicle
auction and remarketing services. ADESA
Tulsa is one of the company’s 75 auction
locations across North America.
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ADESA Kansas City Raises Over $50,000 for
Children’s Mercy Hospital

ADESA Kansas City recently presented a check
for $50,457 to Children’s Mercy Kansas City, a
local children’s hospital.
The funds were raised for the hospital at
a special sale and live charity auction event
dubbed “Cars-n-Kids.” ADESA Kansas City

donated $150 for every car
sold during the sale. The
auction also sold event
T-shirts, hosted a shrimp
boil dinner and auctioned
items such as end-zone
pylons autographed by
Kansas City Chiefs players.
All proceeds went to
Children’s Mercy.
“As a not-for-profit
children’s hospital, Children’s
Mercy is so appreciative of
community partners like
ADESA Kansas City, who do
more to make a difference for
our patients and families,” said
Megan Stock, assistant director of philanthropic
community engagement and events. “We are
grateful to everyone involved with the Carsn-Kids charity car auction for making it such a
successful fundraiser.”

Kevin Rhoads, general manager of ADESA
Kansas City, said his team decided to
raise money for Children’s Mercy because
the hospital has helped several auction
employees and their families.
“When we were choosing a charity to
sponsor, Children’s Mercy immediately
came to mind,” Rhoads said. “The event
was a huge success, with dealers raving
about the shrimp boil and the charity
auction. But the best part is we raised over
$50,000 for Children’s Mercy.”
For its successful Cars-n-Kids auction,
the hospital later named ADESA Kansas
City its September 2017 Corporate
Volunteer of the Month.
ADESA, a business unit of KAR Auction
Services, is a leading provider of vehicle
auction and remarketing services. ADESA
Kansas City is one of the company’s 75
auction locations across North America.

Mentoring Program Teaches Life, Job Skills
at Columbus Fair Auto Auction

Some people get to work, check-in and get
started with the day without really thinking
about it. But there are others for whom
developing routines and taking on and
completing assignments is a daily struggle.
Students with learning and developmental
disabilities are getting life and work skills
assistance through a program at Columbus
Fair Auto Auction (CFAA) in Columbus, Ohio,
called CFAA Cares.
The program, now just into its second year,
helps students from the area develop the skills
necessary to get hired and learn the necessary
skills for a job as well as what it takes to keep
a job.
Angela Whitt, the auction’s compliance
manager, spearheads the program and
coordinates with area schools.
“These students have a broad spectrum
of challenges,” she said. “We work on
developing not only their work skills, like
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how to arrive to work on time, check-in,
don appropriate safety gear, but on life
skills too, including following directions,
making eye contact, and carrying on
business-appropriate conversations.”
Students perform jobs throughout the
auction’s departments and work with the
various teams. Some students may work
with facility crews in cleaning, while others
may work in an office setting, performing
tasks that cross over to everyday life. In its
first year, the program had 50 students in
the core group, and they expect to expand
the program in years to come.
CFAA Cares, which is strongly encouraged
by auction owner Alexis Jacobs, is just one
of the many philanthropic activities that
takes place at the auction. CFAA is one of
the largest independent auctions in the
country. It moves as much as 2,500 units a
week through its 11 lanes. It has one of the
largest body shops east of the Mississippi as
well as a full mechanic shop, reconditioning
shop, and transportation services. Once
a month, the auction holds a 30-day float
sale to provide dealers with financing
assistance. The auction also has a fullservice restaurant.
Whitt said employees readily join in
the mentoring experience. Students
may have questions about what it takes
to become a mechanic, how to buy a
vehicle at the auction, or how to work

in the food-service industry.
“The employees love telling the students
about their experiences and what they can
expect,” Whitt said. “It’s information and
skills they can use anywhere, regardless of
where they go to work.”
Everyone associated with the CFAA Cares
program, said Whitt, has been impressed
by the individual growth of students in a
relatively short period of time. During the
course of the school year, students who were
not making eye-contact with others at the
beginning, have left well-adjusted to the work
environment and more capable of holding
down a job.
“What’s great is when you see them take
what they have learned and teach it to others,”
said Whitt. “They have not only developed
the skills necessary to tackle the job, they
understand it so well that they can pass those
skills along. You don’t realize how much they
have retained. You can also see how much they
understand and appreciate that people in the
community care about them,” she said.
Columbus Fair donates money, personnel,
and services to the program, but it now has
another method of fundraising. “Vendors
who offer services to dealers at the auction
pay a fee to be here on auction day,” Whitt
said. “One hundred percent of those fees
go to the Columbus Special Olympics, a
program in which most of the mentored
students participates.”
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Central Mass Raises Awareness, Funds
and the Flag for Veterans

Travis Mills, founder of the Travis Mills Foundation, was critically wounded while serving as
member of the 82nd Airborne in Afghanistan. He took part in the Side by Side September 11 events
to raise funds and awareness for wounded veterans.

Side by Side Fundraiser participants prepare for the annual golf outing. This event,
one of the largest single-day fundraisers in the region, is designed to raise funds
and awareness for wounded veterans.

Few events in the United States have had
more repercussions than the September
11 terrorist attacks. While many of these
repercussions have taken place on the
geopolitical level, local groups have also
responded by creating organizations to
support victims and veterans.
Among these local organizations is
the Side by Side Committee, a charitable
organization formed in 2014 to support
veterans, which hosts an annual golf
tournament on September 11, and has raised
more than $500,000.
Luke Semmelrock, general manager of
the Central Mass Auto Auction, along with
his spouse, Mary Jo, played a key role in the
creation of the Side by Side Committee,
The Semmelrocks and Mike Lussier
of Webster First Federal Credit Union,
along with the McGill family, owners
of the Pleasant Valley Country Club in
Sutton, Mass., all serve on the Side by Side
board, which hosted the event again this
September 11. More than 38 foursomes
participated, each with a celebrity athlete or
a wounded or retired veteran.
The golf outing and related events have
raised more than $100,000 each year
to help Habitat for Humanity; Veterans
Inc. of Wocester, Mass.; the Travis Mills
Foundation; and the Massachusetts Soldiers
Legacy Foundation.
“This year’s event was without question
the most successful to date,” Semmelrock
said. “While everything is not yet counted,
our expectation is north of $125,000 in
total proceeds from all of our collective
efforts. We had tremendous support from

servicemen and servicewomen who were
killed while deployed on Operations Enduring
and Iraqi Freedom, by providing educational
assistance grants to their children.
“We are so proud to be able to support such
worthy causes,” Semmelrock said. “We not only
host the golf outing, we also host a Helicopter
Ball Drop that raises an additional $20,000.”
Participants purchase a ball for $20, and all
the balls are raised aloft by a helicopter and
then dropped. The ball closest to the hole wins
50 percent of the proceeds.
“The week before this year’s event we gave
away a free ball for the drop to anyone who
purchased two vehicles at Central Mass,”
Semmelrock said.
Semmelrock said numerous business and
individuals provide monetary support in
addition to donating items for a fundraising
auction and dinner raffle.
“We get such items as trips to Martha’s
Vineyard, duck hunts, fishing trips and
condo vacation stays in Scottsdale, Arizona”
Semmelrock said. “The outpouring of support
is overwhelming.”
Semmelrock is very pleased that Side by Side
has been fortunate enough to help area veterans
and other organizations that help veterans.
“At the end of the day, the only reason our
country is here,” he said, “is the effort and
blood given by our by veterans,” he said.
Central Mass Auto Auction is also very active
in other charitable efforts. The auction assists
Boys and Girls Clubs (donating $12,000 last
year) as well as other local groups.
“We raise money for various programs and
our buyers always step up,” Semmelrock said.
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the community, local sports figures, and
businesses throughout the region.”
Instrumental to the event’s success
has been the support from Central Mass’s
owners, Joe Smalley and David Massed. The
seven-lane auction in Oxford, Mass., which
runs 1,100-1,200 vehicles each week, with
about 600 dealers in lane and as many as
200 online, celebrated its 25th anniversary
last year.
“Our owners here at Central Mass have
been completely supportive with outof-pocket support and help from auction
personnel, and our dealer clients have been
very giving,” Semmelrock said. “I’ve never
seen so many generous people.”
The event has, in a very short time,
become one of the largest one-day
fundraiser in the state.
Travis Mills, founder of the Travis Mills
Foundation, was critically wounded while
serving as a member of the 82nd Airborne
in Afghanistan. He is only one of five
quadruple amputees to survive his injuries.
Mills, now a motivational speaker, actor
and author, is also an advocate for veterans
and amputees and his foundation assists
combat-injured veterans.
The local Habitat for Humanity
organization builds two homes a year for
wounded veterans, using local volunteers
and proceeds from the various events raised
by Side by Side.
The Massachusetts Soldiers Legacy
Foundation creates scholarships for the
children of soldiers “who never made it
home,” Semmelrock said. The charitable
trust honors Massachusetts’s fallen
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Rising Above
the Flood Waters:
2,000 Miles Away,
We’ve Got Your Backs
More than 1,500 guests enjoyed five
hours of live country music at Dealers
Auto Auction of Idaho’s 6th Annual
Legends of Country Charity Concert
in August.
Dealers and community members raised
more than $20,000 for three Idaho
charities during t he concert.

Country Music Echoes
through Idaho as Auction
Hosts Legends of Country
Charity Concert
More than 1,500 guests filled the lot
outside Dealers Auto Auction of Idaho
on Tuesday, August 8 to attend the 6th
Annual Legends of Country Charity
Concert, raising more than $20,000 for
three area charities.
Britney Egbert, business development
manager for the family-owned auction,
said a sale was held the day of the
concert—in addition to their regular
Wednesday sale on August 9.
“We ran more than 450 vehicles
over the two days and had more than
400 dealers participate in the sale,”
Egbert said.
Owner and General Manager Russ
Smith said he was very pleased with
the event and promises to continue this
tradition for the Nampa, Idaho sale,
located west of Boise. DAA Idaho, an
NAAA member, provides all levels of
auction services, and has grown to be
Idaho’s largest independent auto auction.
The sale runs three lanes and about 400
units a week, with 300 dealers in the lanes
and online. Smith built the greenfield sale
along with two partners in 2001.
“Part of our mission is to give back
to the community, which has given so
much to us,” Smith said. “The charities
we work with do much to assist the
community, and we’re always looking for
ways to help them. We will host the event
again next year in early August. If you are
looking to raise money for a cause, we are
always looking for ways to help. Contact
us today.”
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The charity concert featured
country legends Tracy Lawrence, Darryl
Worley, and Ira Dean as well as local
band, Sweet Briar. In addition to hours
of music, guests were treated to food
trucks, a beer tent, and a live and silent
charity auction.
Special VIP passes were made
available to dealers and their families,
and guests could purchase special
passes. Proceeds went to three charities:
Personal Ponies Idaho, Ride for Joy
Idaho and Kuna Optimist Football.
Personal Ponies loans ponies at
no charge to disabled children. The
program is designed to bring joy and
love into their lives. The Ride for Joy
Therapeutic Riding program offers
therapeutic riding in the greater
Treasure Valley for individuals,
along with military personnel
and veterans with medical disabilities.
The community of Kuna is Smith’s
hometown.
More than 100 volunteers from these
three organizations, as well as dozens
more from the auction, helped to make
the event a success, Egbert said.
“It was a fantastic, fun-filled day for
three very worthy charities,” Egbert
said. “We want to thank the volunteers
from the charities and our auction for
their hard work. Without their help we
could not hold such a large event. Our
dealers should be commended as well.
They always step up whenever we host a
charitable event.”

Team members at Manheim Seattle and Manheim Portland filled two
26-foot trucks with donations for people affected by Hurricane Harvey.

On Tuesday, August 29, before Hurricane Harvey
drenched Houston and the surrounding area,
Manheim Seattle raised more than $32,000 in a
fundraiser benefitting the American Red Cross.
“The timing was pure luck,” said Greg Milam,
general manager, Manheim Seattle—and a
poignant precursor of events to come.
Days later, Harvey hit, and after speaking with
a colleague at Manheim Texas Hobby, who said
conditions were far worse than the images shown
on television, Milam knew he had to rally support
for his fellow team members in Houston.
“I wanted to let our Cox team know that we’ve
got their back—that we’ll do everything we can to
help them and their families,” said Milam.
With assistance from countless Manheim
volunteers in both Seattle and Portland, as well
as KIRO, a Cox-owned TV station in Seattle,
word quickly spread that they were collecting
money and supplies to help Cox families affected
by Harvey. What’s more, Verne Cysensky,
maintenance supervisor, Manheim Seattle,
immediately stepped forward to transport the
donations to Houston—a 35-hour drive.
Cash donations and supplies poured in,
and Enterprise—a Manheim client—supplied
the trucks to deliver it all, which included
nonperishable food, baby items, first-aid supplies,
batteries, personal hygiene products, pet food,
laundry detergent and bottled water. There were
even stuffed animals and small toys donated to
comfort the youngest victims and an entire pallet
of soup.
“I was hoping we’d fill one box truck, but
between Seattle, Portland, and even Denver, we
collected enough to fill two, 26-foot trucks,”
said Milam. “The entire effort had such a quick
velocity, which allowed us to send supplies when
folks needed them the most. Community giving
and service are indigenous to Cox, and when our
team saw a need, we mobilized our tools and
resources to assist. We were all honored to be in a
position to help.”
The trucks rolled into Manheim San Antonio on
Wednesday, August 30.
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Southern Auto Auction and Toyota Financial
Raise Funds For East Windsor Veterans

Southern Auto Auction presents East Windsor Veterans Commission
with a $50,000 check.

A joint fundraiser between Southern
Auto Auction & Toyota Financial
collected a total of $50,000 for the
East Windsor Veterans Commission in
Broad Brook, Conn. For every vehicle
sold in May by Toyota Financial, a
portion of the sale went to support
veterans. Bob Brooks and Nicholas
Parker of TFS Remarketing were

great partners in helping to organize
this event.
The East Windsor Veterans
Commission supports veterans
from all wars. Their current project
is to rebuild and restructure the
East Windsor Veterans Memorial
Green. The Commission plans to
place eight more monuments on the

green, each dedicated to those who served in
the Revolutionary War through the current
conflict in the Middle East. “We feel the
town is seriously deficient in its memorials
to honor all veterans who have served, and in
some instances, made the ultimate sacrifice
in the United States armed services,” says the
Commission’s Chairman, D. James Barton.
It was an honor to have Bob Nadeau, father
of Vice President Rick Nadeau on hand for the
check presentation. He is an East Windsor WWII
veteran, who heroically fought in the Battle of
the Bulge. Mr. Nadeau was awarded the Bronze
star for his service.
East Windsor is home to Southern, which
feels that supporting causes that touch people
in the community is important. Another
example; is the yearly fundraiser for Five Corner
Cupboard, where Southern Auto Auction staff
donate money to this food pantry during the
holiday season. Raising funds for veterans is
a great mission to stand by and the staff are
happy to collaborate with some great people at
the Commission, as well as Toyota Financial.

Manheim Gears Up for Third Year of “Flip This
Car” Project with High School, Inc.

Vehicle restored by high school students prepares to cross the auction block.

As the school year gets underway,
Manheim California is gearing up
for the third year of its “Flip This
Car” project, which enables Valley
High School students in Santa Ana,
California to recondition cars and
auction them off. The program gives
auto shop students a chance to learn
real-world skills, raise money to
support their auto shop program and
expand their understanding of the
job possibilities in the automotive
industry. Manheim California
WWW.NAAA.COM

developed the program with High
School, Inc., a nonprofit organization
that helps prepare students for the 21st
century workforce through education and
business partnerships.
“When you can connect the best of
what your organization has to offer with
a need in the community, that’s where
magic happens,” said Tom Wemhoff,
general manager at Manheim California.
“We’re thrilled to be continuing our
partnership with High School, Inc. and
working closely with our dealer partners

to continue inspiring the next generation of
the automotive workforce.”
Manheim California works with its
dealer partners to secure vehicles that
need significant repair, and the auto shop
students recondition them before auctioning
the vehicles off. The Manheim California
team takes great pride in working with the
students, staging each vehicle in the auction
arena for weeks in advance, waiving fees
and donating the total sale price back to the
school. The students eagerly watch the sale
from their classroom via Simulcast and cheer
when they hear that familiar “Sold!”
Wayne Hefft, Manheim’s client solutions
executive, who has helmed the partnership
for the last two years, added, “From the first
time I saw the hopefulness and pride in the
students’ faces as their first vehicle crossed
the auction block, I knew we had something
special. We’re proud of the success these
students have achieved and look forward to
continuing this great program.”
Since selling the first car, the team has
completed the Flip This Car project with four
cars, earning a total of $14,000. Proceeds
support the auto shop program, bringing
new tools and resources to the students.
With the 2017–2018 school year progress,
Hefft is already working closely with the
school and dealer partners to secure the next
vehicle.
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