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PRESIDENT’S MESSAGE

Exhibiting Character
On a late August day after Presidentelect Chad Bailey, NAAA CEO Frank
Hackett and I traveled from Buffalo,
swinging by ADESA Syracuse where
we presented General Manager Dave
Taylor with a gift basket, to our final
destination at State Line Auto Auction.
Stepping through the doors beneath
the glass tower presents you with a
dazzling display of large vintage car,
gas and oil company signs suspended
from the high ceiling and lining the
walls above the black and white
checkered floor. Some
shine in neon-lit colors.
An antique gas station
pump, pedal cars —
including the auction’s
own custom-built Jump
Truck that won Best
in Show at the Pedal
Car Auction during the
2014 convention — and
other items adorn the
lobby. There’s even a
life-size model of black
Ferrari stallion adorned,
complete with NASCAR
legend Dale “The Black
Knight” Earnhardt’s
number 3 rearing over
lockers that customers
On August 23, NAAA Executives make an auction visit to ADESA Syracuse
can use while attending
In photo, (L to R): Warren Clauss, NAAA President; David Taylor, General Manager of Syracuse;
and Chad Bailey, NAAA President-Elect
the auction.
Did you ever have one of those “just when
you think you’ve seen it all” moments? I
experienced one on my last round of visiting
auctions that I want to share with you.
During my term as president I’ve
thoroughly enjoyed the opportunity to
meet the people who work at our member
auctions and tour their various facilities
around the country, each one a little
different. I found something noteworthy
everywhere I went this past year.
But I never saw anything quite like what I
discovered in Waverly, New York.

On August 24, NAAA Executives make an auction visit to State Line Auto Auction

NAAA PRESIDENT
WARREN CLAUSS

The effect is warm, welcoming and
inviting. This collection creates a workplace
environment that’s exciting and fun while
linking it to the traditions and history of
the automobile’s past.
Outside the arena area the “decorations”
have a different purpose. About 200
bright-yellow and red bollards sprout up
four-feet high around the bay doors into
and out of the eight lanes. Sunk four-feet
deep into the ground, they help guide
drivers while protecting staff and clients
from any potential mishap as the auction
runs an average of 1,200 vehicles through
every Friday.
Perched on a hill overlooking State
Line’s vast facility sits a cabin, where
President and Owner Jeff Barber
entertains clients and colleagues with
a cozy family dinner. Founded by his
parents Harry and Zora in 1981, the
independent auction remains a family
affair as the third generation has become
partners in the business. Son Paul and
daughters Beth and Emily are active in
all facets of the daily operations while
another daughter Kate is an attorney in
Washington, D.C. but who is also licensed
to practice in New York.
No doubt State
Line is a one-ofa-kind place. Yet,
I wanted to share
this with you not
only because of
its uniqueness,
but because I
think the nature
of the business
the Barbers have
built epitomizes
the best
characteristics
of all NAAA
auctions: A
friendly, pleasant
and safe place for
all to work and
conduct business.
It has been an
honor and a
privilege to serve
an organization
whose members
exhibit such
qualities in their
professional and
personal lives.

In photo, (L to R): Bethany Barber, Emily Barber, Paul Barber, State Line Auto Auction Partners; Warren Clauss, NAAA President; Andy Gabler, NIADA President; Jeff
Barber, State Line Auto Auction President and Owner; Chad Bailey, NAAA President-Elect; and Frank Hackett, NAAA Chief Executive Officer
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LEGAL BRIEFS

When Selecting Legal Counsel,
Just Think C-A-R!
The world in which we all do business
has become increasingly complex. The
nature of legal and other issues you may
face today can be challenging, unique
and filled with uncertainty. Agreements
historically confirmed by a handshake are
now often memorialized in writing with
provisions and terms that look foreign to
many and are quite complicated.

Like any business, National Auto
Auction Association members encounter
such challenges and need to make
decisions that may have unforeseen or
unintended legal consequences. As the
owners and operators of auctions, you
may from time-to-time ask yourself, “Do
I need a lawyer to address this problem,
and if so, how do I find the ‘right’ lawyer?”
A number of years ago, the leadership
of NAAA itself faced exactly this kind
of dilemma and uncertainty when it
received notice from its long-standing
counsel that he was preparing for
retirement. We, at Miles & Stockbridge,
PC, were thrilled to be considered and
ultimately hired by the association as its
legal counsel. Some of the critical criteria
used by NAAA leadership in selecting
new attorneys included the ability to
problem solve; an understanding of
management of disputes, and particularly,
dispute resolution; a firm understanding
of principles of ethics and resolution of
conflicts of interest that can arise in a
membership organization; among others.
Your auction has faced and will
continue to face, increasingly complex
legal challenges that will include such
things as preservation and protection of
proprietary and confidential information;
security of customer personally
identifying information and data; complex
consumer transaction laws; regularly
updated work place regulations; and
a multitude of other matters. You’ll be
called upon as owners and managers to
decide how you will go about retaining the
right person or law firm to assist you in
navigating the most mundane and routine
legal matters up through legal mine fields
that may appear to be impossibly complex.
While there are any number of
reasonable factors to consider when you
select legal counsel, we offer three general
categories of considerations, which
interestingly enough, are captured for all
of our NAAA auction members with the
acronym — C-A-R!
C – Core Practices and Disciplines
A – Administrative Matters
R – Reputation, Aptitude, and Attitude
Within each of these three categories,
ask yourself (that is your entire leadership
team should ask itself) the following
questions:

CORE PRACTICES AND DISCIPLINES
• Does this law firm understand and have
experience with my industry, in general,
and my type of business and company,
specifically?
• Does this firm express interest and
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BY THOMAS E. LYNCH, III AND JEREMY S. SCHOLTES
NAAA GENERAL COUNSEL, MILES & STOCKBRIDGE P.C.

curiosity in my company’s vision, goals,
and needs?
• What can this firm tell me about my
company and issues that I might face?
(In other words, does this firm care
enough to research and understand my
team and does this firm really have the
experience to help me?)
•D
 oes this firm have experience with
the specific matters at issue: corporate;
contract drafting and negotiation;
employment and labor; litigation;
mergers and acquisitions; administrative
and regulatory compliance; and other
more specialized areas of law.
• Are the lawyers in this firm licensed
in, working, in, experienced in, and/
or maintaining connections and
relationships in my jurisdiction or the
jurisdictions in which I do business?

ADMINISTRATIVE MATTERS
• What size of a law firm do I need to assist
me on: a) the discreet matter in front of
me right now that requires attention; b)
other matters for which I might also need
counsel (and might not even know it);
and c) the myriad other matters that will
develop down the road as my company
grows and changes?
( Consider, you don’t need a sledgehammer
when a tap hammer will do.
Alternatively, the size and complexity
of your organization and diversity of
your legal needs may be such that you
require a more robust team with the
depth and breadth of skill sets and
experiences to “qualify” as your regular
outside counsel.)
• What are this firm’s billing rates and
billing practices? Does the firm offer
hourly rates; flat fees; contingency;
results oriented billing; other alternative
billing arrangements; and/or some
combination of the above?
• Is this firm ready, willing, and able to
predict and manage costs?
• How will this firm help me to manage
to a budget, and when we bust the
budget (because that happens), work
collaboratively with me to work through
the challenges?

REPUTATION, APTITUDE AND ATTITUDE
• Are the core values of this firm the same
or similar to my company’s values?
• Is this firm responsive? How long does
…continued on page 7
WWW.NAAA.COM

…continued from page 6

it take for this firm to respond to phone
calls, emails, text messages, and other
communications?
• Is this firm staffed with effective
communicators - or oral advocacy and
written communication?
• Will the lawyers in this firm listen to
me, process what I am saying, and then
respond — or simply tell me what to do?
Do I care?
• Do I need or want a firm where the
lawyers will incorporate into our team as
trusted legal advisors to help us advance
our overall mission? Or do I need or want
an independent and outside problem
solver to parachute in and just resolve
discreet and isolated issues?
• What is the depth and breadth of the firm’s
research abilities, in-house resources, and
external resources?
• Will this firm be value added for
networking purposes and for referral
to other trusted advisors and service
professionals?
• Are the lawyers at this firm curious,
creative, and always pushing themselves
(and maybe me) to grow and to learn?

NEXT STEPS
Well, you might say, these are great
questions, many of which I don’t have the
answers to right now. And even further,
how do I go about finding the “right” firm
and lawyers to meet my needs? In a nutshell,
here are three approaches:
• Ask around. Query fellow NAAA members,
trusted industry colleagues, NAAA
leadership, the authors of this article, your
local bar associations, and other helpful
associations.
• Reference check. Request from your
prospective lawyer names and contact
information for other existing clients, and
ask those clients about their experience
with the prospective firm or lawyer. Get the
testimonials and commendations directly
from the source.
• Interview. Put your prospective lawyer(s)
on the spot and ask some version of the
questions listed earlier in this article. You
owe it to yourself to invest the time to be
sure your lawyer is the lawyer that you need
and that you want.
So there you have it — one perspective on
how to select your next law firm or lawyer. We
encourage you to invest the time and energy
to research, interview, and settle on legal
counsel now — before you actually need your
trusted legal advisor. Remember, C-A-R!
Disclaimer: This is for general information and
is not intended to be and should not be taken as
legal advice for any particular matter. It is not
intended to and does not create any attorney-client
relationship. The opinions expressed and any legal
positions asserted in the article are those of the
author and do not necessarily reflect the opinions
or positions of Miles & Stockbridge, its other
lawyers or the National Auto Auction Association.

WWW.NAAA.COM

hurricane
Florence Report
According to news reports, Hurricane
Florence could have damaged as many as
forty thousand vehicles in North Carolina,
South Carolina and Virginia. This could
mean considerable risk for auctions, as
these flooded vehicles could potentially
move around the country.
AutoCheck Auctions is currently
working on a special report for you called
The Florence Report. It will be provided
at no additional cost to our auction
customers. This report will be made
available as part of AutoCheck ongoing
effort to provide critical data, helping to
protect both auctions and their dealer
customers from undisclosed problem
vehicles.
It is important to note that the Florence
Report will not indicate that a car has
flood damage. This report will alert you
to the fact that a particular vehicle was
registered in one of the flood impacted
zip codes, prompting you to take a closer
look at that vehicle for potential flood
damage.
If you find a vehicle has flood damage,
be sure to report this information to
AutoCheck Auctions. If you need more
information on how to do this, please
contact AutoCheck .
The Florence Report is a separate
report from the AutoCheck Auctions
Exception Report and the Mileage
Discrepancy Report auctions are
receiving today. This report will be turned
on for only those auction customers who
request it.
If your auction wants to receive
the Florence Report, please contact
AutoCheck at 1-800-332-2608 or
email AutoCheck at helpdesk@
autocheckauctions.com so that we can
make the report available to your auction.

TIPS FOR SPOTTING A FLOOD
DAMAGED VEHICLE:
1. Check the outside body panels for
waterlines.
2. Check the carpet, upholstery, and
inside doors for mud, dirt, damp
feeling and discoloration.
3. C
 heck beneath the vehicle’s carpet
to see if the pad beneath the carpet is
damp.
4. Check for dirt buildup around seat
tracks.
5. Check under the dash and in the glove
box for dirt or dampness.
6. L
 ook at the owner’s manual. Check to
see if the paperwork was ever wet.
7. Waterlines could be visible inside the
car. Look at the seats, inside doors and
door jams.
8. S
 mell the inside of the vehicle. A musty
or damp smell can be a good indicator
of flood damage. Is there an over
powering use of air freshener?
9. Make sure all the dash lights are working
properly. Do the turn signals work?
10. Check under the vehicle for
corrosion, flaking metal underneath.
11. Check inside the engine compartment
for waterlines, dirt, or mud.
12. Are the headlights or taillights
fogging?
13. Check the air cleaner for water.
14. Check the oil to see if there’s a copper
or milky color which could indicate
water damage inside the engine.
15. Look for water in the spare tire
compartment.
16. Look inside the trunk for dampness,
dirt, or mud.
NOVEMBER 2018 | NAAA ON THE BLOCK |
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SAFETY FIRST

An Active Shooter at an Auction?
Be Prepared for the Unimaginable
The rapid pop and corresponding echo of
gunfire intermixed with screams of agony and
fear as people scramble or crawl on their bellies
for shelter is not a scene we expect to see at
a country concert, local drug store, shopping
mall, movie theatre, church, high school, or any
public place in America. But what was nearly
unimaginable two decades ago took a dramatic
turn with the Columbine High School massacre
in 1999.
Unfortunately since then, especially in the
past few years, the list of locations exposed
to active shooters has grown to encompass
venues once never expected to be in the
crosshairs. Sadly, numbness seems to envelop
us as headline after headline appears in our
daily online news feed or nightly TV news of
similar incidents. Auto auctions, which once
would have seemed an unlikely target for such
a maelstrom, now take precautions to plan for
such an event.
Usually local law enforcement agencies
are often willing to come out to a worksite to
provide basic training in locking down a place

of business. They can also recommend
measures on how employees and patrons
can have the best chance of isolating and
avoiding the shooter. However, stories of a
few underfunded local municipalities have
surfaced reflecting challenges in providing
resources for training other than the bare
minimum in their respective communities.
Insurance carriers are developing products
and training in response to their clients’ need
to protect themselves from such events. The
policies are materializing in a way similar
to what we saw 10 to 15 years ago with
Employment Practices Liability (EPL) and
Cyber Liability policies. Both types of policies
have become standardized, which makes it
easier to see the pitfalls in some carrier forms
and enhancements offered by others.
As the new “Active Shooter” policies
evolve, Mike Roy in our Gallagher
Birmingham office has spent countless
hours reviewing them and working with
insurance carriers to identify which forms
best suit the exposures of the auto auction

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

business. For instance, Active Shooter
policies may include claims payment for
securing and preserving the scene, as
well as grief counseling, neither of which
are contemplated by a standard garage or
general liability policy.
And if securing and preserving the scene
sounds simple, consider the cost to do so in
the Parkland high school shooting exceeded
$1,250,000!
Managing an auction to support a
profit requires that every element of risk
is considered. So ask your insurance
professional about Active Shooter coverage
today. A terrifying active shooter event
should never occur at your place of
business, but then again, it shouldn’t happen
anywhere.

INDUSTRY NEWS

A Lifetime of Auctioneering Honored
He was a boy of no more than 16 or 17 riding
around in his old 1955 Ford on the property of
the North Carolina home he grew up in when he
first heard the song “The Auctioneer” by Leroy
Van Dyke. Something clicked in Jerry King’s
soul that day, and he knew he’d been born to be
on the block calling the bids.
Now a million chants later, King, 73, was
inducted in the National Auctioneers Association
Hall of Fame this past July during a ceremony
in Jacksonville, Florida. He was one of four to
be honored, along with Paul C. Behr, Centennial,
Colorado; Scott Musser, Pasco, Washington; and
Jasper Jones, Cordova, Tennessee.
“It’s interesting that Paul and I competed
together in the very first World Auctioneer
Championship,” notes King. “I drew the
Number One slot to compete and was the first
to take the block. Now, 30 years later, Paul and
I took the same stage again as inductees into
the NAA Hall of Fame.”
Established in 1961, the National Auctioneers
Association Hall of Fame recognizes leaders
within the auction industry.
King, who founded and continues to run King
Auto Auction in Fletcher, N.C., got a real estate
license in 1972 when he was in his late 20s, and
became familiar with the real estate auction
business. He entered the Mendenhall School
of Auctioneering in 1976, and just 10 days later
signed a contract and sold the contents of a fivestory hotel in Hendersonville, N.C. That’s when
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he formed King Auction and Realty Co.
“It worked out so good, I knew this was for
me,” says King about his business, which
still operates today with heavy equipment
and real estate sales. It also handles
business liquidations. “We’ve liquidated
the equipment from Ford dealerships in
Texas, Missouri, Alabama, Illinois and
various other states.”
Soon after he formed his business King
auctioneered his first auto auction in 1978.
“It was a small sale in Thomson, Georgia,”
King recalls. “I later worked at Statesville
Auto Auction here in North Carolina. It was
always fun, never work. But like Leroy Van
Dyke sings, ‘Son, we just can’t stand havin’
a mediocre man …’ so I went off to auction
school.”
Not only did he attend auction school,
King continued to return to Mendenhall to
teach aspiring auctioneers once a quarter for
25 years. “I’d teach bid calling, marketing,
bankruptcy auctions, and just generally
give tips and insight into the business and
laid out the challenges and opportunities
for the auctioneer.”
A decade out of auction school King
opened his own auto auction in Fletcher.
The auction sits on 10 acres, has three
lanes, a 10,000-square-foot building and
employs about 15 people, including King’s
wife, Ramona.

“Since we opened, I’ve had eleven auto
auctions open around me,” King remarks.
“There’s plenty of competition.”
But that’s nothing unusual, he adds,
noting that all independent auctions face
stiff competition today from the major
chains to newcomers to the industry hosting
auctions online.
King said he’s had a successful auto
auction for more than 32 years by striving
to keep the auction fresh with the latest
technologies and applying the best industry
practices. He said his team works every
day to make the dealers who attend feel
welcome, conduct their business efficiently
and get them in and out quickly.
The latest member of the NAA Hall of
Fame applies the same diligence to his
personal habits as well. He walks or does
some form of exercise every day.
“I’m up early and I work almost all the
time,” he says. “I only take off a couple of
weeks a year to deer hunt on my farm in
Kansas. I take that time off and then it’s back
in the harness. When deer season ends, it’s
like the start of my new year.”
WWW.NAAA.COM

ASSOCIATION NEWS

T H E W I N N E R S O F N A A A’ S

Public
Spirits

The impartial panel of judges for the
National Auto Auction Association’s
2018 Chapter Auto Auction of the Year
Award faced a real challenge choosing
four winners from a record number of
nominees. Although all had impressive
résumés of the community service they
performed, four below were selected for

EASTERN CHAPTER —

ADESA Winnipeg Auto Auction
Determined to leave an even bigger
philanthropic footprint on their community
than the previous two years ADESA
Winnipeg took home the title of Eastern
Chapter Auto Auction of the Year, the auction
staff embarked on a non-stop succession of
fundraising events and volunteer activities,
from celebrity races and golf tournaments to
fashion shows, galas and live auctions.
The Manitoba, Canada, business was
selected this year for its involvement in more
than 55 charitable activities that brought
together 25,000 people to raise $5.2 million
in donations.
A live auction ADESA Winnipeg hosted
for 1,000 people collected $625,000 for
The Dream Factory, a local organization
dedicated to fulfilling the dreams of
children with life-threatening illnesses.
Employees also teamed up with
internationally recognized actors,
entertainers and sports figures who
traveled to the city to participate in the
annual Celebrity Human Race, an event
that supports improved health care for local

LEAVING A LARGE PHILANTHROPIC FOOTPRINT IN THE COMMUNITY

families by funding research initiatives,
cutting-edge medical equipment and
state-of-the-art facilities. ADESA Winnipeg
finished as the top fundraising team with
more than $101,000 in donations.
And when the auction learned of a
29-year-old single mother of two faced with
terminal cancer, the staff raised more than
$10,000 in one week and eventually $32,413
to help provide for her children’s future.
Golf tournaments, galas, raffles and
other activities, many in partnership
with their dealers, collected gifts to aid
CancerCare Manitoba, the Alzheimer’s
Society, the Health Sciences Centre
Foundation, Variety: The Children’s
Charity, and many other good causes in
their community.
To assist the auction team’s passion for
public service, ADESA Winnipeg provides
each employee with eight hours paid leave
annually so they can give back to causes
they are personally connected with —
which amounts to almost 2,000 volunteer
hours each year.

MIDWEST CHAPTER —

ADESA Indianapolis
ADESA Indianapolis Charity Event

ADESA Indianapolis Auto Auction
demonstrates it’s not just how much you
raise for charity, but how you do it. The
Plainfield, Indiana, business was named the
2018 Midwest Chapter Auto Auction of the
Year for its creative ways of getting people
involved helping their community.
Of the $65,000 ADESA Indianapolis
raised for JDRF, an organization that
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AUTO AUCTION FINDING CREATIVE WAYS
TO CONTRIBUTE

conducts research to find a cure for Type
1 diabetes, more than $36,000 came from
“Uncorked and On Tap” — an event that
combined a wine-and-beer tasting with
both silent and live auctions. As the more
than 350 attendees bid on the unique items,
many of them handcrafted by the auction’s
employees, a local artist created a painting
of the gala on the spot that was then sold at
the end of the evening for $1,250.
The auction also supported a local nonprofit training center where Automotive
Service Excellence (ASE) certified experts
use donated vehicles to teach inner-city
youth basic auto maintenance and repair
skills. The students receive mentoring
in professional standards, such as
responsibility, integrity and safety, as well
as career coaching. Along with a $2,000
contribution to the program raised by a golf

“It’s evident community service ranks highly
in the auction’s core values as this is its third
consecutive year to be selected for this honor,”
observes Eastern Chapter President Steven
DeLuca. “Congratulations to ADESA Winnipeg’s
team and community. Their passion to give back
to those in need is inspirational.”

outing, the auction has had a number of its
employees volunteer at the center and has
already hired one of the center’s graduates.
One particular creative fundraiser that
offered a way for everybody to contribute,
regardless of age or resources, involved
collecting 91 pounds of soda can tabs —
which average 1,267 tabs to the pound! The
children’s hospital in the community sells
the tabs for recycling.
ADESA Indianapolis also partners with
police departments, Homeland Security and
Transportation Security Administration for
on-site K-9 training at the auction’s facilities.
“The commitment to helping their
community that extends throughout the
entire organization stands as the best
example of the public spiritedness shown
by all our auction members,” states NAAA
Midwest Chapter President Chad R.
Anderson. “We’re honored to have ADESA
Indianapolis as part of our chapter and
humbled by their dedicated actions to help
those in need.”
WWW.NAAA.COM

CHAPTER OF THE YEAR AWARD
the most outstanding display of public
spiritedness.
Each of the four 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.

Then one of these four finalists will be
named NAAA’s “2018 Auto Auction of the Year
for Excellence in Community Service.” The
winner receives a large crystal loving cup, a
cover photo and feature story in NAAA’s On
The Block magazine and annual Membership
Directory, plus an additional $20,000 payable
to the auction’s chosen charity.

Now in its third year, NAAA created
this prestigious award to highlight the
benevolent work many member auctions
already do and to encourage others
to even greater acts of public service.
Here’s a summary of the 2018 finalists’
inspiring stories:

SOUTHERN CHAPTER —

Manheim Darlington Auto
Every month a committee of Manheim
Darlington Auto Auction employees takes
the time out of their busy day to discuss
the current needs of the community,
plan fundraising activities and develop
initiatives on how the auction can help the
local charities and schools achieve their
goals.
That personal approach taken by the
staff to help their small South Carolina
community earned the auction the 2018
Southern Chapter Auto Auction of the Year
award for its outstanding public service
beyond just fundraising.
This year the auction donated more than
20 pints of blood and raised $10,000 for
the American Red Cross chapter as part
of its Diamond Jubilee Anniversary Sale,
which was in addition to the regular blood
drives it holds throughout the year.
Other special events were a “Drive Away
for Hunger” fundraiser that collected
more than $2,500 and 89 pounds of
food and “Dashing Through the Lanes”
sale where each department decorates

AUCTION SMALL TOWN AUCTION, BIG-HEARTED EMPLOYEES

a Christmas tree to auction in support
of The Lord Cares, a charity that’s dear
to the employees’ hearts because the
organization provides help to those
who have emergency needs that aren’t
covered by other community resources.
Examples of the auction’s hands-on
style of public service include hosting a
monthly teachers’ lunch where Manheim
Darlington staff volunteer to monitor the
classrooms while the educators enjoy a
meal provided by the auction. Employees
also hold an annual school supply drive
for each grade. And 40 auction employees
and their families picked up 47 bags of
litter and debris from area roadways
this year.
Manheim Darlington contributed to
the Salvation Army’s Angel Tree project,
collecting more than $300 and adopting
25 “angels” in the program that provides
clothing and toys at Christmas for
individuals with disabilities and other
special needs.
“In reviewing the amazing efforts of

Manheim Darlington Christmas Tree Auction

all our chapter nominees it was obvious
to us that it’s true what Manheim
Darlington’s General Manager Danny
Brawn says — it’s an auction in Small
Town USA with employees who have big
hearts,” remarks NAAA Southern Chapter
President Jerry Barker. ”Congratulations
to them and to all the auctions that
support their communities — keep up the
good work!”

WESTERN CHAPTER —

Kansas City Independent Auto Auction
Motivated by Kansas City Independent
Auto Auction’s passionate volunteerism
and steadfast fundraising to help the most
vulnerable members of its community —
disadvantaged children — four nonprofits
joined to nominate the Kansas City, Missouri,
business as the 2018 Western Chapter Auto
Auction of the Year.
Raising more than $1 million in the last six
years, KCI has become the single largest and
most significant business supporter of four local
social service agencies: Camp Quality Greater
Kansas City, where children with cancer can
experience camping; Jackson County CASA,
Court Appointed Special Advocates for abused,
neglected children; Family Promise of the
Northland, which provides food, clothing and
shelter to homeless families in northern
Kansas City; and, Sheffield Place, a treatment
and supportive housing program for
WWW.NAAA.COM

homeless mothers and their children.
The auction formalized its charitable
giving in 2012 when it created the Auto
Auction Cares campaign, which makes inkind collections of sheets, pillows, towels,
detergent, diapers, and many other useful
household items as well as raising funds
through a dedicated “Day at the Auction”
for each of the four organizations.
KCI hosts events, organizes payroll
deduction campaigns, donates
management profits and engages their
vendors and clients in the charitable work.
The four nonprofits report that the auction’s
efforts have had a major impact on their
ability to add capacity and expand services.
In addition, the auction’s employees
volunteer with the agencies, conducting
drives for immediate needs, adopting client
families for the holidays, attending agency

MEETING THE NEEDS OF THE MOST VULNERABLE

open houses, providing pro bono graphic
design, contributing their auction skills for
events, participating in golf tournaments,
and offering treats and their support to the
nonprofits’ staff.
KCI was also a finalist in 2016, the first
year NAAA established the annual awards
to recognize the many charitable acts
auctions perform and to encourage even
greater volunteer involvement.
“While there were many strong
candidates in the Western Chapter
committed to inspirational charitable
giving, KCI rose to the top with the depth of
its support for a diversity of organizations
that all serve disadvantaged children and
their families,” says NAAA Western Chapter
President Tim Bowers. “We congratulate
KCI, its staff and customers for their
commitment to community service.”
NOVEMBER 2018 | NAAA ON THE BLOCK |
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From Retirement to Remarketing
ENTREPRENEUR BERNARD WATSON GAMBLED HIS GOLDEN YEARS ON BUILDING
BIG VALLEY AUTO AUCTION
There are serial entrepreneurs, and
then there are entrepreneurs like 75-yearold Bernard Watson who just don’t take
retirement seriously.
In fact, it was during one of his
early retirements when this particular
entrepreneur was sailing the coast of
Southwest Florida that he ran his boat
aground off the shores of Pine Island, which
ultimately led to his opening Big Valley Auto
Auction in McAllen, Texas.
Watson had retired, sort of, as a builder of
tract home developments and commercial
buildings in Louisiana when the market went
south, and then so did he. It was on vacation
when he had the sailing snafu that led him
to discover a love for the area, especially
after visiting nearby Captiva and Sanibel
islands. He eventually bought a home and
settled — though he wouldn’t like that word
— on Sanibel.
Despite market conditions being soft
elsewhere, construction remained steady in
Southwest Florida, and he began building
again in nearby Fort Myers. “We built big
homes back then,” Watson recalls of the five
years he was there from 1987-1992.
As boaters, builders, and recent
“retirees” often do, Watson found a couple
of restaurants and lounges he frequented,
and as sometimes occurs the occasional
auction owner would stop in for a liquid
refreshment. It was at just such a place that
Watson met Paul Cleveland, who owned
Southwest Florida Auto Auction in Fort
Myers. Watson spent a lot of time at the
auction with his friend. He loved the fast pace
and action at the sale, and there was “a nice
bar in the office.” Often after the Wednesday
evening sale ended around 11 p.m., the
owners and a few dealers would retire to the
office for some late-night libations.
“I came to McAllen with the intention
of opening an auto auction with Paul, but
it didn’t come to pass,” says Watson. “We
couldn’t find the right location, and I got a lot
of advice from people who said I’d never be
accepted here because the community is 90
percent Hispanic. It was all untrue.”
Instead, he got into the restaurant
business, with the thought of semi-retiring
and operating restaurants. Originally from
New Orleans, Watson appreciated good
food and hospitality, and applied what he
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liked and knew to a number of eateries. He
opened the Santa Fe Steakhouse, Lansky
Brats Steakhouse, the Cooper Moon, and
the Smoking Moon, all in the McAllen area.
It was at one of those restaurants that
he met Ted Curreton. In 1998 they became
partners in two car dealerships, Valley Nissan
and Valley Subaru in McAllen and nearby
Harlingen, Texas, and then selling them four
years later.
“We had a great opportunity when we
purchased them, and as it turned out it was
the perfect time to sell,” recounts Watson.
The dealerships still operate today as Charlie
Clark Nissan and Bert Ogden Subaru.
Watson remained in the restaurant
business with his stepchildren and family
members, including his daughter Lisa Franz,
who now helps run Big Valley Auto Auction.
He also returned to construction and built
several luxury residential developments.
It was during his time as a dealer principal
that he hired Maria Acuna, who was a wouldbe accountant, and as it turns out, pretty
good with technology. She has been with
Watson for 19 years at the dealerships, the
restaurant and building enterprises, and now
helps to run the auction.
Watson sold several of the restaurants and
kept three that were run by his stepchildren.
As the building business slowed in 2007, he
looked for new challenges.
“Lisa asked me, ‘Dad, what are we going
to do now?’ ” Watson says. “So we decided it
was time to consider the auction business
again.”
He looked at a number of pieces of
property and found a 23-acre orange
grove in nearby Donna, Texas. Through his
Bernard Watson Builders firm, he designed
and built a 25,000-square-foot facility, with
four auction lanes, offices, and a receiving
and post-sale inspection area.
The building was great, but when his
auto auction opened for business in 2008,
it faced a major problem right away — there
wasn’t a lick of auction experience among
his team. Watson knew a little about the
auction business from his friend Paul
Cleveland and from his time as a franchise
dealership principal, but there were many
challenges.
“I never really attended other auctions for
the main reason that I didn’t want to copy

what someone else was doing,” he explains.
But because of his lack of market research,
that’s what he did. Big Valley held a Thursday
morning and Monday night sale, the same as
a nearby competitor. When the auction did
open they had a good number of vehicles,
344, but only sold 52, for a 15 percent sale.
“We didn’t even know what we were doing
right or wrong,” Acuna says. “We had hoped
for 200 vehicles and we got way past that,
but we couldn’t convert.”
It was a tumultuous time to start an
auction, especially with limited experience.
The Great Recession was just around the
corner, and changes in U.S. trade policy with
Mexico regarding wholesale used vehicles
moved to Mexico, really hurt his business.
Along with the recession and the housing
crisis came the lack of capital. Watson lost
his bank and line of credit. “It all went away
almost overnight.”
He mortgaged his home, sold some
restaurants, and had to move into guest
quarters on one of his properties because
he couldn’t borrow against a homestead.
It was a challenging time for everyone in
automobile-related businesses, and Watson
and his team felt fortunate they were able to
survive.
“We made it through the Great Recession
by the hair of our chinny, chin, chin,” he
notes. “The bankers didn’t come around
again for several years.”
It was during this time, that Acuna and
Franz really went to work. They spent time
at Midway Auto Auction in Waco, whose
management graciously offered to allow
them to train for a week in their facility. Then
Midway sent an office manager to Big Valley
to spend a week there.
“We literally locked ourselves in a room
for three days, so we could get our policies
and procedure in place,” remembers Acuna.
After two years in business, the auction
joined the National Auto Auction Association.
“NAAA has been so helpful, especially when
it comes to compliance,” says Acuna. “We
try to go to every meeting and convention
we can attend, so we can learn. These big
auction chains have attorneys on staff. We
have to learn, focus, and do it ourselves.”
Today Big Valley Auto Auction, which
celebrated its 10th anniversary in September,
moves about 550 vehicles weekly with a 50plus percent conversion rate and recently
added a 3,000-square-foot reconditioning
center.
Watson says the major reasons for his
auction’s survival has been the willingness
of his staff, especially Acuna and Franz,
to ask for help and learn from others, and
the support they received from colleagues
who know and understand the auto
auction business. “I’ve been involved in the
building, food and hospitality industries
but I have never seen such a willingness
to help and have other businesses literally
open their doors to you as in the auction
community.”
WWW.NAAA.COM
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Change for the Better at ADESA Austin

Rich Levene

Rich Levene, ADESA Austin’s
general manager, reports his auction
is undergoing a variety of changes,
all with the customer in mind.
“We’re working hard to make the
customer service experience better
with a number of recent updates,” he
says. “Every change we’ve done is
from the viewpoint of the customer.”
For example, the auction moved
its transportation and security teams

to the entry/exit gate to speed up the
check-in and checkout process. Also,
the sold inventory was relocated to
the front of the lot, so now members
of the security team can simply point
a customer or transporter right to
where their vehicle is parked in the
“sold” section.
Other changes include combining
fleet/lease and sales in the same
building, opening a new tandem

photo booth, installing new
LiveBlock equipment for a better
online sales experience, remodeling
space to relocate AFC to the main
office, and hiring both a new
arbitration specialist and a new
operations manager with retail
customer service experience.
“These basic yet dramatic changes
have been well received by our
customers,” Levene notes.

Manheim Hosts Auction
Visits to Build Awareness of
Industry’s Impact
To generate greater public
awareness of the significant
contributions auto auctions
make to the auto industry, their
local communities and clients,
Manheim held special site visits to
Manheim Pennsylvania, Manheim
Fredericksburg and Manheim
Georgia during National Auto
Auction Week in August.
Manheim leadership hosted 13
reporters and industry partners
at Manheim Pennsylvania, where
it all began for the company
nearly 75 years ago. Grace Huang,
president of Cox Automotive
Inventory Solutions, reminded
guests that while much has
changed over the years in the
industry, including Manheim
becoming a subsidiary of Cox
Enterprises in 1968, Manheim’s
commitment to delivering a better
auction experience to clients
has remained at the heart of its
business.
The visit showcased how the
company continues to innovate
its offerings and client experience,
including the completion of
Manheim’s $400 million systemwide initiative to improve auction
processes and prepare clients for a
digital future. Huang also produced
a special video shared internally
and via social channels thanking
team members and clients for their
contributions.
In addition, Jonathan Smoke,
Cox Automotive’s chief economist,
discussed the economics of used
vehicles, including the decrease in
new car sales in 2017, the continued
growth in used vehicle sales and
the record set in used vehicle
values in July.
WWW.NAAA.COM

Members of the local media
also were invited to Manheim
Georgia to learn about the
value that wholesale auto
auctions provide to dealers and
commercial clients, as well as
the company’s efforts to enhance
client profitability. They observed
the “organized chaos” of the inlane physical bidding process,
and learned about the digital tools
that can reduce time needed to
buy and sell at auction by as much
as four hours a month, freeing
dealers to serve retail customers
and drive profits.
“Auto auctions are the
backbone of the U.S. economy,
and Manheim’s role is to help
drive dealer profitability and
value for the auto manufacturer,”
remarks Matt Trapp, regional
vice president for the East for
Manheim, who participated in two
of the visits.
Further, to support Cox
Public Policy Office efforts in
Washington, D.C., Stephanie
Mathias, director of the Cox
Political Action Committee, visited
Manheim Fredericksburg to get a
firsthand view of the used vehicle
business. Her visit, coupled with
NAAA’s focus on issues facing the
remarketing industry, support
efforts to help educate legislative
leaders.
“The high energy level of a
Manheim auction on sale day is
incredible,” Mathias says. “Learning
about auctions from a firsthand
account and being able to speak
to that personal experience later
enhances our education efforts in
the nation’s capital and across the
country.”

Matt Trapp, Manheim East Regional Vice President, providing an auction overview at Manheim Georgia.

Joey Hughes, General Manager, Manheim Pennsylvania walking guests through the lanes.

Craig Amelung (Right), General Manager, Manheim Fredericksburg thanking M.R. Cupples from
Blue Knob Auto Sales, Inc. for years of auction support.
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Young Auction Survives ‘Terrifying’ Growing Pains
There almost always comes
a time when someone starts up
a new business that they feel
they can’t make it, and it’s only
through the encouragement of
family and friends, support from
colleagues and professional
organizations, and their own
tenacity that they get past the
negative thinking to the point
where they begin to see the
bright light of success at the
end of the tunnel.
That happened to John
Vance, owner and operator of
his family-run Bloomsburg
Auto Auction in Bloomsburg,
Pennsylvania. Just two years
after finding the right piece of
property, at the right price, not
far from his family home, and opening his
auction, the thought of closing it weighed
heavily on his mind.
He had opened the auction with spirit of
an entrepreneur who feels he has an edge.
After all, he’d been an auctioneer since he
was 19 years old, and had worked auctions
all along the Eastern Seaboard, including
Manheim Skyline, Newburgh Automobile
Auction, ADESA New Jersey Auto Auction
and more. When he made the decision to
open his own auction, he was armed with
assurances from dealers and institutional
consignors that they’d run their vehicles
with him.
“It was a big surprise for me then when
I was preparing to open, I made the calls
and few of them were returned,” Vance
remembers. “It was challenging in those
early days.”
His father, Jim Vance, was a longtime
auto auctioneer, and first worked in
arbitration at Danville Auto Exchange in
Danville, Pennsylvania. He also owned
Vance’s Auto Sales in the mid-1970s to early
’80s, so being around cars and auctions was
second nature to John. He apprenticed as
an auctioneer under his father’s tutelage.
“I recall practicing my chant when I was
in the car,” he says. “My first sale I worked
was at the Scranton-Wilkes-Barre Auto
Dealer Exchange. Dad threw me in the fire,
and I either cooked or got burned. I looked
young for my age, so a lot of people were
concerned about this kid who looked 15
repping their vehicles. But they got over it.”
After John got his auctioneering license,
he was working regularly at Skyline,
Newburgh and ADESA New Jersey through
the 1990s and early 2000s, but when
the Great Recession hit, he was let go at
Newburgh due to downsizing. He did land
a regular stint at ADESA Long Island, where
he still works one day a week.
“It’s a three hour drive, but with traffic on
a Friday, it’s more like a four-to-five-hour
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drive,” he observes. “It was the recession,
long driving distances and time away from
my family that really lead me to investigate
opening my own auction. Also, technology
was playing an ever-bigger role, and I
could see that handwriting on the wall.
There would eventually be a need for fewer
auctioneers.”
As professional auctioneers, both he and
his father, now 71, had that aspect of the
auto auction business covered. His wife
Heather could run the business offices. He
had a friend who told him to check out a
former trucking terminal near his home in
the eastern region of central Pennsylvania.
The facility had 13 acres, five of which
were paved and the building had built in
lanes. After he closed on the property, and
with just about 60 days of remodeling, the
auction was ready to open.
It was during that timeframe that John
began making those calls to consignors that
went to voicemail. That first week he ran 60
cars through the lanes and sold just 17.
Licensing presented a potential roadblock,
according to Vance. “Pennsylvania has a
habit of looking at applications, finding a
problem and sending the application back
without pointing out any other issues. But
the offices at the Pennsylvania Independent
Auto Dealers Association helped us, and
the application was approved the first time
through.”
“Terrifying” is how Vance describes his
first year in business.
“We consistently missed our targets
for the number of vehicles we ran, and
we were losing money,” he says. “I recall
saying to my parents that it’s not working.
I told everyone that I needed to get back
on the road auctioneering. They told me to
stick with it. I got a lot of encouragement.
Heather and I had days where we felt
like we were circling the bowl, and other
days where we felt on top of the world.
Fortunately, both of us were never circling

the bowl on the same day!”
By the end of that first year
in 2014 Bloomsburg sold
just 1,200 cars, far below the
2,000 to 2,500 units they
needed to be profitable. It
took a lot of hard work, more
phone calls, and by the end of
2015, the auction reached the
2,100 vehicle threshold.
That year was also when
the auction became eligible
to join the National Auto
Auction Association, and
Vance did. He credits the
association with providing
valuable information and
assistance in a number of
areas, yet at the end of the
day it’s his and his father’s
experience that has helped see them
through the challenges of building an
auction business.
“Also, I met Tad Swift from Corry Auto
Auction at a MidAtlantic IADA conference,
and he helped out several times with
advice and suggestions,” Vance says.
But even with all the encouragement,
support, advice and labor, it wasn’t until
late 2016 that Bloomsburg began to see
some black ink. “It started to feel like we
could breathe,” says Vance. “We felt like
we were out of the infant stage and more
like a toddler — more confident, but not
always steady.”
He continues to put in long hours at
the auction. Since he’s gone on Fridays
to Long Island, he usually works on
Saturdays and some Sundays, and right
through his Wednesday sale day and
Thursday follow-up. But his family is
nearby if they need him. One son, J.D., 22,
works in sales, while his youngest son,
Parker, 19, tackles various chores and
maintenance. His mother, Ruth, works the
office on sale day.
The most difficult thing Vance has
had to learn is how to manage people,
admitting that although he’s always
been a people person, it’s much harder
to deal with so many individuals who
all have different needs and unique
circumstances.
“Turns out you don’t always know
everyone’s skills by the job you’ve hired
them for,” he says. “I have a young man
who worked in our detail shop. Turns out
he also creates websites. He put it together
for us quickly. It’s very clean, responsive,
informative, and didn’t break the bank.”
That young man is one of the 40 people
Bloomburg employs who help run about
125 vehicles a week through the lanes, and
joined the Vances in celebrating the fifth
anniversary of their growing business this
past summer.
WWW.NAAA.COM
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Manheim Texas Hobby Completes $6 Million
Improvement Project
Manheim Texas Hobby has completed a two-year, $6 million-plus
investment in sustainability and security enhancements focused
on three key initiatives — a permeable paving system, water
reclamation center and site security upgrades.
Darren Slack, general manager of the auction that operates a 165acre site near the Houston airport with 18 sale lanes and registers
over 3,300 vehicles per week, says staff, clients and the local
community will benefit from the improvements.
“Our innovative and creative solutions are as good for our clients
and the environment as they are for our business,” notes Slack.
“We’ve made sound investments that set us apart by bringing more
value to our dealers and community.”
The $4.2 million TRUEGRID permeable paving system and a
recently added 15.25-acre lot provide a cost-efficient and ecofriendly alternative to concrete or asphalt. Made from 100 percent
post-consumer recycled high-density polyethylene, it remains
cooler than traditional surfaces and dramatically reduces the urban
heat island effect. Most important in flood-prone Houston, the new
pavement is completely permeable so storm water drains instantly,
leaves no runoff and filters naturally to remove harmful pollutants,
which protects local aquifers.
Besides the environmental rewards, clients will enjoy more
vehicle storage space and less worry about flood damage. Because
there is no runoff, a retention pond is not needed and the full site
is available. Manheim Texas Hobby now holds 3,000 more vehicles
than before and, since no runoff reduces the chance of flooding,
clients’ investments in their vehicles are better protected.
A $250,000 Water Reclamation Center that reuses 70 percent of
the water generated by the detail shop offers a cost-effective way to
protect natural resources. The reverse-osmosis system is expected
to save the site 1.9 million gallons of water a year and $19,000.
The most advanced camera system available, plus added steel
plate gates and barriers around the property are part of the $1.75
million security improvements to enhance protection of inventory.
Upgrading and expanding coverage of the camera system installed
in 2016, the new low-light, high-resolution wireless cameras
operate on their own network, enabling real-time monitoring from
anywhere of suspicious activity or potential storm damage. The

New lot at Manheim Texas Hobby features an eco-friendly permeable paving system.

New water reclamation center at Manheim Texas Hobby helps the location reuse 70% of its water.

system goes beyond traditional motion-sensing technology to
encompass behavioral analytics, learning what to look for and
sending alerts accordingly. Characteristic recognition, coming
soon, will further enhance security by pinpointing persons of
interest based on clothing color, facial features and more.

New GMs at ADESA Brasher’s and ADESA Phoenix
ADESA has named new general managers to two of its auctions.
Brenda Aden has been named general manager of ADESA
Brasher’s, located in Sacramento County, California. She brings to
the position extensive experience in auction operations, employee
development and customer service gained during her more than 20

Brenda Aden
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Rod Davis

years working in nearly every aspect of the auction business.
Joining ADESA in 2010, Aden played a key role in opening
the new ADESA Las Vegas location the following year. Since she
took over as general manager of ADESA Las Vegas in 2016, the
auction was named a Best Auto Auction to Work For by Auto
Remarketing and earned numerous company awards. Most
recently, Aden was chosen for Auto Remarketing’s Power 300
list.
Rod Davis becomes the general manager of ADESA Phoenix
after a 25-year career in the auto auction industry, including
17 years in general management. He began at Brasher’s
Sacramento Auto Auction as an outside sales representative
and progressed to dealer sales manager two years later. He was
promoted to general sales manager in 2001 and has served as
assistant general manager of the auction, now ADESA Brasher’s,
for the past eight years.
Davis has been an auctioneer for consignment, factory and
public sales for more than two decades. He served on the
board of directors for the Independent Automobile Dealers
Association of California for 16 years and as president of the
organization for three years.
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ADESA Des Moines
Hosts Advanced
Training for Teen
Drivers
Young motorists had a chance to refine
their basic abilities behind the wheel
thanks to the Ford Driving Skills For Life
(Ford DSFL) training program hosted by
ADESA Des Moines earlier this year.
Established in 2003 by Ford Motor
Company Fund, the Governors Highway
Safety Association, and a panel of safety
experts, the Ford DSFL teaches newly
licensed teens the necessary skills for safe
driving beyond what they learn in standard
driver education programs.
“This program is a great opportunity
for kids to come out and learn advanced
driving skills in a controlled environment,”
says Jeff Lisle, general manager of ADESA
Des Moines.
Four sessions were offered over two
days, with up to 75 participants in each
session. Teens and parents attend together,
at no cost. A couple of the auction’s
employees and customers enrolled their
teens in a session.
Training addresses both the
inexperience factor and issues surrounding
distracted driving. Four key driving skills
are considered critical: distractions/hazard
recognition, vehicle handling, speed
management and space management.
Studies show that crash rates are highest
among teens in their first few hundred
miles on the road, and that 60 percent of
those crashes result from inexperience in
those four key skills.

One session educates the young drivers
on how to control a sliding car, as if on
snow or ice. They get into a Ford Mustang
equipped with castors on the bottom to
reduce traction and slide it around the
corner of a prepared oval. Instructors
show the drivers techniques to use in this
kind of over-steer situation to regain control
of the car.
In another session create a distracted
and impaired driving experience to help
teens understand that no one is a good
driver when they’re unfocused or under the
influence of alcohol or drugs.

Lisle praised Ford for the “wonderful job”
the company does with making the program
accessible and fun for the teenagers. “At the
beginning of the morning sessions you can
sometimes see that a kid didn’t want to get
out of bed to attend the class, but they’re
always grinning by the end of the day. They
leave with a big smile on their faces.”
While the teens directly benefit from
the training, Lisle notes that hosting the
program is another way his auction can give
back to the entire community. “Creating
better drivers makes our roads safer for
everybody.”

Getting Creamed for a Cause at ADESA Birmingham

ADESA Birmingham management team prepares to take a pie to the face for a good cause.

16

| NAAA ON THE BLOCK | NOVEMBER 2018

The crew at ADESA Birmingham held a
fun fundraiser for Backpack Buddies, a local
organization that provides healthy weekend
meals during the school year to children from
food-insecure homes in the Moody, Alabama,
area.
For a donation, auction employees could hit
members of the management team in the face
with a pie. The event raised about $500.
“They seemed to enjoy it a little too much!”
jokes Trey Cleckler, general sales manager of
ADESA Birmingham.
At an average cost of $5 per bag, the children
receive a backpack containing six balanced meals
and four healthy snacks at the end of every week
of school.
“They place the backpack in the student’s
locker, to save the kids embarrassment,” explains
Alfie White, assistant general manager of ADESA
Birmingham. “This is a local effort that relies
solely on donations to keep these children fed.”
WWW.NAAA.COM
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Girl Power!
Manheim Auctions
Raise $34,000 for
Girl Talk, Inc.
Last August, fifteen Manheim locations
joined together to support Girl Talk, Inc., an
organization focused on empowering young
girls. Through per-car-sold donations, raffles
bake sales, pledges and more, the auctions
raised $34,000 for the nonprofit group.
Girl Talk began in 2002 when one
high school girl identified a problem and
decided to make a difference. Now with 485
chapters across 10 countries, Girl Talk’s
mission is to equip all girls ages 10 to 18
with the skills they need to feel confident in
their leadership abilities. The organization
believes that there are no limits to a girl’s

Through various activities, Girl Talk, Inc. empowers young
girls to become confident in their leadership abilities.

potential and strives to create an
environment that “inspires, motivates
and cultivates confidence.” The chapters
are led by high school girls, who mentor
middle school girls through guided weekly
meetings and programs.
“Girl Talk is an inspiring organization
that is fostering the next generation of
female leaders, and we are proud of the
Manheim team members who banded
together to make this generous donation
happen,” says Michele Blondheim,
director of Community Relations at Cox
Enterprises, Manheim’s parent company.
“There is so much love and focus on
community giving throughout our
locations, and this effort is a shining
example of the collective impact we can
have when we work together for a
good cause.”
The locations involved in this
worthwhile effort include: Manheim

Atlanta, Manheim Central Florida,
Manheim Daytona, Manheim Fort Myers,
Manheim Fort Lauderdale, Manheim
Georgia, Manheim Jacksonville, Manheim
Lakeland, Manheim New Jersey, Manheim
New York, Manheim Orlando, Manheim
Palm Beach, Manheim Pensacola,
Manheim St. Petersburg and Manheim
Tampa.

ADESA Montreal participants
in the SERCAN Foundation’s
Step-by-Step Walk.

ADESA Montreal
Sponsors Charity
Walk
WWW.NAAA.COM

More than 80 members of the ADESA
Montreal staff participated in the SERCAN
Foundation’s Step-by-Step Walk joining
the other 200 walkers on a 5K course
through the streets of Saint-Eustache,
Quebec.
The auction became a gold sponsor
of the event because many ADESA

Montreal employees have been touched
by the SERCAN Foundation’s work,
which supports cancer patients through
palliative care.
Besides providing great visibility for
the foundation and a bonding experience
for the walkers, the walk raised a total of
$12,000 for SERCAN.
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Dealers Auto Auction of the Rockies
Hosts Rachel’s Challenge Fundraiser

Dealers Auto Auction of the Rockies
raised nearly $21,000 this summer to
benefit Rachel’s Challenge, a community
service organization that addresses
issues of bullying in schools, colleges, and
businesses in Colorado.
DAA Rockies’ employees and customers
joined forces to host mini-fundraisers
throughout the month of June that included
two Live Mystery Trunk Auctions, where
bidders purchased two vehicles that

included mystery prizes valued at $800.
Other events included a Live Concert
Package Auction, Put an Employee in
Jail, and Red Rock’s Stair Challenge. An
anonymous donor matched the amount
raised by DAA Rockies.
Rachel’s Challenge was born 19
years ago following the Columbine
High School tragedy where 13 innocent
lives, including Rachel Scott, were
lost. Rachel’s family created Rachel’s

ADESA Executives Speak at Several
State Independent Dealer Conventions
ADESA executives presented programs at
several conventions for state independent
automobile dealers’ associations earlier this
year in Georgia, Alabama and Texas.
Doug Hadden, ADESA executive director
of dealer consulting services, served on a
panel at the Georgia Independent Automobile
Dealers Association (GIADA) convention
with Raymond Rodecker, director of field
sales for Insurance Auto Auctions (IAA); Brad
Yeager, regional sales director at TradeRev;
and Cassie Crampton, sales director at

Automotive Finance Corporation (AFC) —
all sister companies to ADESA under the
KAR Auction Services umbrella. They had
a lively discussion about the ways trends
in technology are impacting independent
dealers.
Hadden and Yeager also co-hosted a
workshop: “Where Have All the Good Cars
Gone? If You’re Not Digital, You’ll Get Left
Behind.”
In addition, five KAR companies (ADESA,
AFC, Autoniq, IAA and TradeRev) jointly

(L to R): Mark Brunn, General Manager of ADESA Atlanta; Johnathan Hollis, Sales
Manager, TradeRev; Sarah Sargent, scholarship recipient; Chuck Studebaker, Dealer
Sales Manager, AFC; and Rick Sewell, Auction Coordinator, IAA Atlanta East
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(L to R): Chad Tillery, AIADA President-Elect;
Doug Hadden, ADESA Executive Director of Dealer
Consulting Services; and Todd Oden, Vice President
of MTO Motors

Challenge to continue her legacy by
inspiring and equipping every person
to create a permanent, positive change
in themselves, and in their schools,
businesses and communities.
“No child should ever go to school
in fear,” states Michele Noblitt, DAA
Rockies executive vice president.
“Rachel’s Challenge gives schools
and organizations the tools needed to
promote acceptance, understanding,
and healing. We’re proud to have them
be our charity of choice for 2018.”
Rob Unger, chief executive officer
of Rachel’s Challenge, expressed
his organization’s gratitude for DAA
Rockies’ hard work and help.
“It’s a pleasure to work with a
company so committed to serving their
employees, their customers and their
community,” he says. “We’re honored
that they chose to support our mission
of keeping students safe in school. Their
generous gift will be matched dollar-fordollar and will allow over 8,400 students
to experience Rachel’s Challenge
programs this school year.”
Dealers Auto Auction of the Rockies,
founded in 1995 by Brad Sturgeon
and Bill Baker, has raised more than
$100,000 to aid various nonprofits since
its inaugural charity auction thanks to
the public spirit and dedication of its
employees, customers and vendors,
according to Noblitt.

sponsored a $4,000 scholarship through
the GIADA scholarship program, which
assists children of GIADA-member
employees in furthering their education.
The recipient of the KAR scholarship was
Sarah Sargent, whose father is a dealer
with Stonegate Auto Sales.
At the Alabama Independent
Automobile Dealers Association’s (AIADA)
49th Annual Convention & Trade Expo,
Doug Hadden, director of strategic dealer
sales and services at ADESA delivered the
keynote address at the kickoff breakfast.
The AIADA presented Hadden with a
plaque to commemorate his speech.
AFC Chief Operating Officer Joe
Keadle spoke at the Texas Independent
Automobile Dealers Association’s Annual
Conference and Expo. He presented
“Maximizing Value on Your Feet,” a
workshop in the Special Finance and
Retail learning track at TIADA. Keadle
noted that the customer walk-around once
was a key staple in the car sales process,
but the experience has become slimmed
down with the advent of online research
and a more informed buyer. In his session,
participants learned how to conduct a
walk-around that reflects the new car
buying process and increases gross profit
for the dealership.
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