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On the Block Wants To Hear From
You. Tell Us What You Think!
On the Block encourages its readers to send
comments, opinions and suggestions about the
publication.
Letters can be emailed to naaa@naaa.com. Include
your full name, address and phone number. We
may be unable to publish some submissions and
may edit submissions for length
and clarity. This is a great
opportunity to hear back from
our readers on what you think
about the articles and what
topics you would like to see
covered in future issues.
Visit us on Facebook and LinkedIn
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PRESIDENT'S MESSAGE

Brick and Mortar Relationship Buildings
If you haven’t read it yet, I want to draw
your attention to this issue’s cover story.
The article features some auctions that have
recently expanded current or constructed
bigger, new facilities as examples of the
dedication to remaining a brick-and-mortar
operation in the Internet Age.
Of course, growth is always good news. And
it’s important to be reminded of the impression
a physical presence offers customers — such
as permanence, stability and tangibility —
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that they can’t get online.
A traditional auction is a
dynamic marketplace where
you interact live, in person
with your customers and they
can see, touch and even smell
a vehicle before buying.
But I think there’s even
MIKE BROWNING more to the story. A brickand-mortar operation says we’re committed
to our customers, our communities and our

industry. The opportunity to engage in
business face-to-face promotes legitimacy
and trust, which fosters solid relationships
and helps keep them strong.
Relationship building reflects in all our
activities at NAAA. Our Day On The
Hill advocacy campaign in June wasn’t
just about meeting with politicians and
policymakers in Washington, D.C. It’s
about establishing a trust and rapport that
grows into a solid working relationship, so
when we request their help on issues, they
know who we are and what we do. And
they know who they can count on when
they need input from industry experts or
support in an election.
So I’d like to thank the representatives
from ADESA, Manheim and independent
auctions who traveled to our nation’s capital
as part of our legislative delegation and
spent an agenda-packed day visiting the
offices of six senators from each side of
the aisle. In addition, I’m grateful for the
work done by the NAAA Political Action
Committee to host a dinner with Senator
Dean Heller (R-NV), and a morning PAC
event for Sen. John Cornyn (R-TX), the
Senate majority whip.
My gratitude also goes to all of those
whose participation in celebrating National
Auto Auction Week made it a success. Public
awareness of our industry’s economic and
philanthropic contributions and saying
“thank you” to our partners, employees,
family, friends and neighbors whose support
makes all our achievements possible plays a
big role in building relationships.
And congratulations to the four chapter
finalists in our first annual Auction of
Year Award for Excellence in Community
Service contest who will compete for the
title to be presented at our convention.
Recognizing the most outstanding charitable
and volunteer public service by an auction
encourages our members to connect with
their communities.
I hope all of you can attend our
convention at the Red Rock Casino Resort
& Spa in Las Vegas, to be held November
15-17 in conjunction with the National
Remarketing Conference.
Finally, I urge you to develop one more
relationship by supporting our strategic
partner, the National Independent
Automobile Dealers Association, with
advertisements in On The Block. Since its
first issue in November 2013, NIADA has
published OTB six times a year as a special
section of its Used Car Dealer monthly
magazine. We appreciate being part of
this major trade media team and hope it
can continue thanks to your ad dollars.
Remember, brick-and-mortar relationship
building can come in many concrete forms!
WWW.NAAA.COM

ARBITRATION CORNER

Active Listening is Key
for Successful Negotiation
The negotiator asks the other party to
“talk to me.”
It is crucial that the other party does.
Without a dialog, things will escalate
rather quickly. “Why?” you might ask.
Because the negotiator works for the police
department and the other party has taken
hostages and is armed.
This kind of negotiation stress is fairly
high. This is not to downplay the stress
we experience with finding equitable
outcomes among all stakeholders we
contend with. However, the stakes are
high with police negotiators for obvious
reasons. They focus on one of my favorite
things: “right” versus “right now.” Police
negotiators want to establish a dialog and
rapport with the other party to find a way
to work things out to save lives. They use
active listening.
What is active listening? It is one of
the most important of all communication
skills. Listening requires considerable
discipline, empathy, and concentration.
At a recent NAAA Arbitration class
listening was brought up and I heard some

WWW.NAAA.COM

participants say:
• “Listening is for those who are weak.”
• “ I won’t persuade them by listening; I need
to make arguments.”
• “ Listening means agreement; I don’t agree
with them.”
Listening is not very easy. Feelings and
judgments flood into all of our thinking. It
sometimes pushes out any room for what is
being conveyed to us.
Have you ever thought to yourself,
“They are wrong, so why listen?” Or
caught yourself defending or arguing a
point in your head while someone else
was still talking? Has anybody cut you off
while you were talking with a point they
wanted to make (i.e., talking over you)
about the issue? How did that make you
feel?
In the arbitration class I also heard
some people say:
• “ If I listen carefully, I may learn useful
information.”
• “ If I listen effectively, I can satisfy the other
person’s interest in being understood.”
• “ If I demonstrate good listening, it makes it

easier for the other person to listen to me.”
• “I can listen without agreeing.”
Use patience. Show respect. Be mindful
of your attitude and, of course, your trigger
points of anger. Emotions are contagious.
You do not have to agree with someone
else’s conclusion, but at least understand
their perspective. While negotiations are
not always the same, the relationshipbuilding and communication skills
promoted by negotiators do apply in every
negotiation situation you can picture.
Just like a hostage negotiation, business
negotiations still rely upon trust, rapport,
and a mutual sense of respect in order
to find an equitable outcome. Even
personally, when dealing with difficult
people in your life, active listening
and a respectful, calm demeanor are
proven techniques for preserving your
relationship with your counterparts
while also addressing their concerns in a
mindful way.
The new NAAA class “Arbitration”
teaches this skill and many others. Check
www.naaa.com for more information.
Hope to “talk to you” all soon at the
upcoming sessions.

BY MATT ARIAS

DIRECTOR OF ARBITRATION, MANHEIM
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SAFETY FIRST

Distractions in our Workplace

The risks associated with distractions in
the workplace are prevalent and often hard
to avoid. While some experts agree that it
may not be possible to completely eliminate
distractions, I feel there are steps we can take
to minimize and recognize these distractions
before they become an issue.
According to a study conducted by
Michigan State University, distractions of
2.8 seconds double the likelihood that an
employee will make an error. Increase the
length of the distraction to 4.4 seconds, and
the number of errors triple. The Consumer
Product Safety Commission states that over
1,100 people were treated in the emergency
room last year due to hand-held distractions.
The auto auction industry is a fast-paced
working environment that introduces
distractions daily. Distractions can vary
from dealers walking through the arena,
employees rushing to complete work, poor
housekeeping, vehicle issues, thoughts about
personal issues, complacency; the list can go
on and on.
Addressing these problems before they
become an issue is the key to combating
distractions in the workplace. It’s in our
nature for our minds to wonder, especially
if we are conducting a task or in a position

we don’t like. We can minimize these
distractions by being proactive and taking
the extra effort to identify the warning signs
and increase overall awareness.
Management and supervisors play a vital
role by understanding employees’ behavioral
changes. Supervisors should conduct frequent
walk-through observations to identify any
distractions and assist with eliminating
them. It’s no secret that workplace incidents
increase before and after holidays, weekends,
vacations, and personal events, so supervisors
may want to increase their walk-through
observations during those time periods. It’s
easy to be in the wrong place at the wrong
time, but leadership should be in the wrong
place at the right time.
Recognizing and pointing out the
distractions doesn’t mean that our work
is complete. Understanding the hazards
associated with the distraction, developing
ways to minimize them in our workplace,
and communicating these to all employees
will help reduce incidents caused by
distractions.
Employees may see a distraction but fail to
do anything because they may feel nothing
bad will happen. All employees need to
be involved with identifying distractions

and equipped with
methods to identify
and discuss the distraction
with other employees. This
can be by asking a simple question,
“Would you like me to look out for your
safety?” This one simple question transforms
into a powerful tool for safety within auto
auctions. By asking this one question we can
address the distraction, increase awareness,
and improve our overall safety culture by
making employees feel good about safety.
Distractions within the auto auction
industry are common and may be introduced
more frequently than in other industries.
Ensuring management, supervisors, and
employees are involved with identifying
and rectifying the distractions before they
become an issue is key to minimizing them
all together. When we become our coworker’s
safety keeper, we not only increase their
safety, but we improve our own personal
awareness as well.

BY JAMES WALKER, M.S.

DIRECTOR OF ENVIRONMENT, HEALTH,
AND SAFETY, KAR AUCTION SERVICES

Harness the Tools Available
to Assess Potential Risks

DAA Rockies
Implements NAAA
Safety Program

Michele Noblitt, Dealers Auto Auction of the Rockies
executive vice president, was one of the first auction
professionals invited to participate in the new NAAA
Safety Program Summit in Dallas that rolled out this April.
“The program was a definite eye opener as to the safety
and welfare of our customers and employees,” Noblitt said.
“Little things that you overlook can turn into an accident
that could affect someone’s life.”
As a result of Noblitt’s involvement in the program,
DAA Rockies has implemented the program for all of its
employees. Currently, DAA Rockies has been accident free
for 130 days. Of the auction’s 88 full-time employees, 76
have started and/or completed the safety certification.
Noblitt gives hats off to all of the industry safety experts
and NAAA for bringing safety to the forefront within the
auction industry.
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Vernon Law, the 1960 Cy Young
Award-winning pitcher for the Pittsburgh
Pirates, once said, “Experience is a hard
teacher because she gives the test first, the
lesson afterward.” As an avid baseball
fan, it is fitting that I should discover my
favorite quote was coined by a former
professional baseball player.
My livelihood, as an insurance agent,
is built around tough tests for which
we go to great lengths to anticipate
and provide a solution. Reviewing my
notes from a recent morning revealed
that I had been queried on such varied
issues as 1) the stance of our carriers on
youthful drivers in the auction lane, 2)
the availability of a cyber liability policy
to meet the contractual requirements of a
prospective customer, 3) documentation
on an employment practices liability
claim, 4) whether or not motorized
scooters should be allowed in the auction
lane, and 5) if the garage policy would
respond to a slander claim brought by a
terminated staffing service employee. All
this before noon proved it would be an
interesting week.
My point, of course, is that the auction

is a dynamic atmosphere in which
people and vehicles interact in a way that
sometimes causes friction.
In order to preserve an auction’s
ability to move and sell vehicles at a
profit, the auction needs to spend some
time contemplating its overall approach
to risk. The risk assessment should be
comprehensive and allow the owner or
manager to determine if they are utilizing
all the tools at hand to prevent the
unknown from eating away at the bottom
line. The NAAA Safe T. Sam program
is a great example of a tool that has been
made available to member auctions to
improve the working conditions for their
employees and customers. Taking a
step back to contemplate your particular
auctions’ scope of risk might be the best
way to determine if you have harnessed
the resources available to pass future
tribulations with flying colors.

BY MICHAEL J. ROHDY

AREA PRESIDENT-ARTHUR J.
GALLAGHER AUTO AUCTION SERVICES

WWW.NAAA.COM
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AUCTION NEWS

GM Financial’s Elite Sales Are Manheim Chicago
Sizzling Through The Summer Presents: The
Exotic Highline
Collection

When it came time to select host
auctions for this year’s elite sales, the GM
Financial remarketing operations team
considered a range of factors. Inventory
volume, geography and buyer retention
were all carefully reviewed.
Elite sales have a reputation for
packing top inventory into a single sale,
offering dealers the opportunity to select
from hundreds of GM Financial’s best
pre-owned company car, rental and
off-lease vehicles at one location. They’re
fun, fast-paced and super-sized. And, if
the lure of exclusive access to top-notch
inventory isn’t enough, elite sales boast
exciting prize packages and giveaways for
dealers such as transportation assistance,
vacations and even a Buick Enclave.
“Elite sales provide an opportunity
for GM Financial to offer a larger-thantypical offering of vehicles to existing
and new buyers alike,” said Brad
Bollman, vice president remarketing
U.S. operations. “The marketing and
promotional events between participating
auctions and GM Financial have been
successful in bringing in a large number
of buyers, the success of which shows in
the results.”
This summer, GM Financial has
brought its unique sales packed with
premium inventory to ADESA Dallas,
Southern Auto Auction, Manheim
Detroit, Columbus Fair Auto Auction,
and ADESA Minneapolis and is headed
to Manheim Statesville on September 20.
An Independent Perspective: Sizzle
and Substance
What really makes elite sales come alive
for dealers is the way that participating
auctions stamp sales with their own
auction brands. Through creative
marketing campaigns, clever in-lane
announcements and exciting dealer
events, host auctions have been getting in
the elite sale spirit.
Garrison Hudkins, vice president at
Southern Auto Auction (SAA), helped
the SAA team drive dealers to lane by
engaging with customers and consignors
and thinking strategically about how to
deliver great experiences for both.
“A couple factors made this a great sale
for us,” Hudkins shared. “First, we’re lucky
to have the staff and buyers we do—both
sets of constituents remain important and
valued to both our consignors and to SAA.
Second, we have a wonderful relationship
with GM Financial. I think one thing that
really works is that they trust that we know
our buyer base. We ask GM Financial
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to share ideas that have
worked in the past and let
us customize those ideas
for our customers. GM
Financial listens to our
feedback, and we work
together to find the best ideas from both
sides. For the elite sale, we set up interactive
and engaging competitions and shared a
great meal with our customers, because
that’s something we would want to do
ourselves; that’s what made our dealer
event so successful.”
But success isn’t only measured in fun
and games. There’s strategy involved too.
“It’s not all sizzle. There’s absolutely
substance involved,” Hudkins observed.
“This year even more so, because we
really thought strategically about our
marketing plans. With the large volume
of lease returns in the Northeast, we
realized that with great inventory and
great customers, we could collaborate
with our consignors to package the
inventory and customer base into a strong
program. We planned our GM Financial
program around the elite sale in May and
focused our promotions for the month
around their inventory and their value as
a consignor.”

Elite Sales Heads up North
After years of successful elite sales in
the U.S., remarketing took the model up
north this summer. GM Financial held a
three-city elite sale tour in Canada, which
kicked off in May at Manheim Montreal,
hit Manheim Toronto in June and
wrapped up in July at ADESA Halifax.
“Elite sales offers us a unique way
to offer a large volume of GM product
to dealers at one location,” said John
Paonessa, GM Financial vice president
Canada remarketing. “Canadian
dealers recognize that there’s something
special about these sales, and they have
responded favorably.”
Winter Sales Still to Come
And, don’t worry if you haven’t yet
experienced an elite sale. After the first
round of sales wrap up in September,
GM Financial will launch a three-city
encore tour, stopping at ABC St. Louis,
Manheim Nashville and Manheim
Nevada through the end of the year. To
join the action and enter to win prizes,
register at dealers.gmfinancial.com/
SummerLanes.
BY GM FINANCIAL

Manheim Chicago held its first-ever exotic
highline auction on June 29, welcoming dealers
throughout the Midwest region who were seeking to
add luxury vehicles to their inventory selections. The
auction was held at Top Golf Chicago, an exclusive
venue where dealers enjoyed dinner, beverages and a
few chances at a hole-in-one.
Each of the 100 vehicles is worth more than
$50,000 and was offered with complete condition
reports. This highline auction featured exquisite
luxury brands for
discriminating
dealers, including
Audi, Aston
Martin, Bentley,
BMW, Cadillac,
Ferrari, Jaguar,
Lamborghini,
Land Rover,
Lexus, Maserati,
Mercedes-Benz
and Rolls Royce.
Luxury dealers
seek easy and
efficient ways to
buy and sell highend vehicles that
could otherwise
be difficult to
find. These
auctions, known as
Manheim Exotic
Highline Events,
offer a wide range
of vehicles and
access to classic
and collector
cars that helps set
dealerships apart.
Luxury sellers
are also drawn
to these upscale
events because Manheim attracts a wide audience
with affordable auction fees and the security of
guaranteed payments.
This auction was also Manheim’s first-ever
highline mobile event offered. Manheim mobile
auctions feature large trucks that have satellite
connections and an equipment cart that can be set
up practically anywhere.
Manheim Chicago attracted more than 175
dealers to the event, both live and on simulcast.
The highest dealer consignment sold was a 2010
Bentley Continental Super SPT. Other noteworthy
vehicles for sale included a Lamborghini
Murcielago, a Lamborghini Gallardo and a RollsRoyce ghost.
WWW.NAAA.COM

AUCTION NEWS

Manheim Flat
Rock Opens
Retail Solutions
Center

Michael Hackett

William Hackett

Two Chips Off the Ol’ Auction Block
LIKE FATHER, LIKE SONS, NAAA CEO FRANK HACKETT’S TWIN TEENS
GRADUATE FROM THE MENDENHALL SCHOOL OF AUCTIONEERING
From the time they were little boys sitting
at the family dinner table, Michael and
William Hackett would listen to their father
Frank recount his day at work, relating the
business of running the National Auto Auction
Association.
But what really caught their attention among
the industry talk was their dad’s descriptions of
the rapid-fire, rhythmic chant of an auctioneer
directing the fast-paced car sales at one of the
more than 335 member auctions he visited
since becoming the NAAA’s executive officer
in 2004.
So when Hackett offered his now 17-yearold twins the opportunity to acquire the skills
that would allow them to wield a gavel, it was
a no brainer. Earlier this year, Michael and
William jumped at the chance to enroll in the
Mendenhall School of Auctioneering.
Their father traveled with them to the High
Point, NC, campus and sat in on some of the
classes as a refresher course. He graduated from
the school in 2010.
“When I attended with Dave Angelicchio,
I loved every minute of the 90 hours of
instruction,” recalls Hackett. “It’s a place where
you have a good time. Our Past President
Charlotte Pyle sent her two sons there. I
thought my boys would like it too and it’d be a
positive experience.”
He adds that the program teaches you more
than just developing a chant or even a working
knowledge of the entire spectrum of the auction
business.
“Part of the education you get involves
lessons that anybody can use in life because
auctioneering requires such abilities as
initiative, management, public speaking,
thinking fast on your feet and building
relationships with people,” Hackett explains.
Michael agrees, saying, “The training helped
WWW.NAAA.COM

Left to Right: Forrest Mendenhall, Owner
and President of Mendenhall School of
Auctioneering; Michael Hackett, William
Hackett, and Frank Hackett, CEO of the National
Auto Auction Association.

strengthen my self-confidence. I also enjoyed
making new friends and sharing the experience
of learning the skill of auctioneering.”
Meeting a lot of great people and taking
the course with his brother made it fun for
William, even though it could be challenging.
“I really worked hard to improve my chant,” he
states. His dedication paid off, earning him the
school’s “Most Improved” award along with his
diploma.
Like their father, who donates his time as an
auctioneer for charity benefits, the twins will
put their professional training to work for a
good cause, calling bids at a fundraiser for the
school, St. John’s Catholic Prep, where they’ll
be seniors this fall.
Hackett is proud of his sons for taking an
interest in his industry, tackling the challenge
and wanting to serve as auctioneers for charity.
“Watching them perform in class and seeing
my twins graduate was a wonderful experience
that the three of us will never forget.”
Adds William, “The memories will last a
lifetime.”

Manheim opened its latest Retail
Solutions Center in a renovated 50,000
square-foot facility in its Flat Rock,
MI, location on July 14. This facility
provides Detroit-area dealers with
greater access to high-quality services
that produce retail-ready vehicles. Retail
Solutions’ offerings include acquisitions,
inspections, reconditioning, merchandising,
transportation and more.
“It’s a natural extension of our wholesale
auction activities, and dealers have told
us that the service choices help with their
inventory readiness and logistics needs,”
said Grace Huang, senior vice president of
inventory services.
Manheim is the only Retail Solutions
provider in the remarketing space. Its
flexible back-end services enable dealers
to fill service capacity gaps and focus on
engaging customers, as well as reduce
vehicle turn time and overhead by lowering
personnel and fixed costs.
“This new operation exemplifies
Manheim’s commitment to be a strong
business partner and area employer,” said
Mandy Savage, general manager of nearby
Manheim Detroit, who also oversees
the Flat Rock facility. “It feels amazing
to be part of something that will create
business opportunities and jobs, positively
contributing to the comeback of this region.”
To support the Flat Rock Retail
Solutions Center, Manheim will fill
approximately 75 positions by the end of
2016. There are numerous employment
opportunities and applicants can apply
online at Manheim.jobs.
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Relationship Buildings

WITH PHYSICAL PRESENCE AND PERSONAL SERVICE, BRICK-AND-MORTAR AUCTIONS THRIVE IN A BRICK-AND-CLICK AGE

A

n old black and white
photograph of the Bel Air
Auto Auction taken shortly
after its opening in 1947 shows a
single structure sitting amidst a lot
full of cars, with the rolling hills of
the Maryland countryside in the
background.
Today, suburban sprawl encroaches
on the auction, located north of
Baltimore. Its six dealer lanes and
other service buildings spread along,
and even across, the busy Baltimore
Pike. On these 60-odd acres the
auction carefully manages the flow of
more than 100,000 vehicles annually.
Yet in the not-too-distant future and
only a few miles away, a new single
175-acre site will offer state-of-the-art
facilities with 10 lanes, a reconditioning
center with mechanic, paint and body
repair, condition reporting bays and a
test track.
“We’ll have a lot more pavement and
additional services as a major, modern
expanded auction,” says Bel Air Auto
Auction President Charles Nichols,
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whose family acquired total ownership
in 1993, some 13 years after purchasing
it with a partner from founders Paige
and Edith Richardson. “We’re so
excited to have our departments all
in one location and have much more
room for additional consignors.”
Currently Bel Air, part of the BSC
America auction group, has a weekly
dealer auction on Thursday and holds
monthly power sports and heavy
equipment auctions, GSA sales and
bi-monthly GM factory sales. The
increased space for sales and expanded
services will also require adding to the
present staff of 600 full- and part-time

employees, as well as contract support.
“We’re a family business that wants
to grow and serve our clients — both
sellers and buyers — much better for
the future,” Nichols says about their
plans. “And we believe our customers
are served best using both live auction
and e-commerce bidding processes, so
we offer lots of different platforms and
services to transact business.”
But when he’s watching a sale on
any given day and sees the personal,
face-to-face interaction, Nichols has
no doubt about the decision to build a
bigger auction. “We really enjoy the
auction business and remain strongly
WWW.NAAA.COM

Auctions
On the Grow

Understanding the value and benefits
of brick-and-mortar operations to their
clients and their ongoing business success,
many National Auto Auction Association
members across the country are investing
in expanded or brand-new facilities. Here
a few recent examples:

committed to the value of live brickand-mortar auctions.”
And Nichols isn’t alone in his belief
in brick and mortar in the age of brickand-click selling, says National Auto
Auction Association Chief Executive
Officer Frank Hackett.
“Our members continue to build
and grow their material operations
because they’ve never lost sight
of what made them a success — a
traditional marketplace,” Hackett
explains. “They know that having a
solid physical presence sends a message
of permanence, stability, legitimacy
and trust to their clients. It provides
a place where you can meet and deal
directly in person; where you can
literally kick the tires before buying.
All that promotes stronger business
relationships.”
Indeed, the opportunity to have a
physical presence in the nation’s third
largest metropolitan region motivated
ADESA, a business unit of KAR
Auction Services, to build its newest
brick-and-mortar wholesale car auction
facility near the windy city. Named
ADESA Chicago, it will host its first
sale Friday, September 23.
Located off I-90 in Hoffman Estates,
Illinois, between six major interstates
and near O’Hare International
Airport, the modern facility features a
full-service body shop, paintless dent
WWW.NAAA.COM

repair, full-service reconditioning shop,
key-cutting services, access to financing
on-site, transportation and more.
Troy Peterson oversees all business
operations as the general manager.
With eventual sales potential of
75,000 vehicles annually, ADESA
Chicago anticipates employing 150
full-time and 100 part-time staff.
“We’re initially developing 65 acres
for the auction and have an option to
expand the site up to 150 acres,” notes
ADESA President and CEO Stéphane
St.-Hilaire. “This new development
and the recent acquisition of Pittsburgh
Auto Auction demonstrate our
commitment to brick-and-mortar
locations. The investment in an
ADESA auction facility in Chicago
is just one way that we can serve
additional customers. We’re looking
forward to getting started there.”

North East Pennsylvania Auto
Auction
Permitting and engineering are in the
final stages for North East Pennsylvania
Auto Auction’s new 62-acre facility,
located just four miles from the current
site in Scranton, where the auction has
been located since it opened in 1999.
Plans include remodeling an existing
22,000-square-foot warehouse and the
construction of a 22,000-square-foot
addition.
Although no completion date has been
set, when finished the auction will have
12 lanes, a full reconditioning center,
new offices with upgraded technology, a
full-service sit-down restaurant and a title
service center
“We just have no more room,” says
auction owner Jim Gaughan, explaining
the decision to move and build a bigger
operation. He notes that in addition to
the huge dealer consignment they conduct
each week, they also host monthly GSA
sales where those vehicles are stored on the
16-acre property as well.
“With 500 dealers and 120 employees
on sale days, it can get very crowded,”
Gaughan remarks. “Our new facility will
eliminate lines and provide for improved
customer service.”
Missouri Auto Auction
Missouri Auto Auction, which was
established in 2000, completed a major,
two-year expansion project with a new
6,000 square-foot area that provides
three covered bays for indoor check-in,
plus another building of the same size
with more office space offering enhanced
customer service with a bidder badge area,
payment counter arbitration and “if”
counters, plus a coat and luggage room
with lockers.
This was the final phase of a fiveyear growth plan for the Columbia,
MO, auction with construction of a
10,000-square-foot reconditioning center,
and grew to include the addition of two
auction lanes and a walk-up diner in 2013.
Manheim Darlington
Manheim Darlington unveiled its new
48,000-square-foot retail solutions facility
during a VIP event celebrating the 73rd
anniversary of the South Carolina business.
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ADESA Partners
with Ford Global
Action Team to
Support JDRF
ADESA has a long history of supporting
the Juvenile Diabetes Research Foundation
( JDRF), a leading
advocacy group for
people with Type
1 diabetes and for
related research.
Four ADESA
auction locations—
in Indianapolis,
Boston, Buffalo and
Phoenix—worked
in partnership with
Ford Global Action Team again this year to
raise funds for JDRF.
The auctions’ fun and creative events
during the first six months of 2016 raised a
grand total of nearly $230,000.
ADESA Buffalo employees, friends and
family—a team of 40—participated in the
2016 JDRF OneWalk at Canalside Buffalo.
ADESA Boston hosted its 16th annual
Classic Car and Motorcycle Show in May,
with more than 50 motorcycles and 180
cars on display. This event raised more than
$38,000 through a live auction, show entry
fees and sponsorships, with a running total
of more than $600,000 during the event’s
16-year history.
ADESA Indianapolis hosted its seventh
annual car show, which attracted 71 cars
and motorcycles from the local community
and beyond, and brought in $18,000 in
donations. A second fundraising event, a

Glenda Ivey, event manager;
Cheryl McPhee, fund donations
manager; and Jack Neshe, ADESA
Boston general manager.
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Above & Below:
More than 70 cars
and motorcycles were
on display at ADESA
Indianapolis’s car
show. The car show
brought in a wide
variety of vehicles
and raised $18,000
for charity.
Left: A team of 40
represented ADESA
Buffalo in the 2016
JDRF OneWalk at
Canalside Buffalo.

wine tasting that included products from 15
Indiana wineries, added another $16,000 to
the total.
One traditional fundraiser at ADESA
Phoenix is the auction of a Ford vehicle and
Ford memorabilia. This year, the sale of a

2002 Ford Thunderbird brought in $16,500,
with $2,000 more coming from the sale of a
framed Ford Mustang poster.
Since 2012, ADESA auctions have
collected nearly $780,000 in partnerships
with Ford’s Global Action Team for JDRF.

ADESA Boston’s car show
attracted more than 180
cars and raised more than
$38,000 for JDRF.
WWW.NAAA.COM
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Team KAR
Raises Nearly
$3,000 for Race
for the Cure in
Central Indiana

LAI Finds Fun Ways to Give Back

At the KAR corporate office in Carmel,
Indiana, supporting the fight against
breast cancer is a year-round effort.
Multiple fundraisers, including monthly
jeans days and popcorn sales, contribute
to the total donation made to the local
Susan G. Komen Race for the Cure.
Last fall, KAR held its first annual “Go
Pink Day” in October in recognition of
National Breast Cancer Awareness month.
The fundraising leads up to race day,
when the run/walk event takes place. This
year, Team KAR had 36 runners/walkers
participating in the 5K race.
Team KAR raised $2,965 toward the
cause, thanks to supporters in the Carmel
headquarters and fundraisers organized
by longtime team captain and KAR
employee Debby Litke. “This year we
celebrated 25 years of local impact with
our Central Indiana Race for the Cure.
Each and every year, it’s amazing to be a
part of so much energy, pride and hope,”
Litke said.
Proceeds fund screenings and follow-up
care for underserved women, help provide
education about breast health and early
detection, as well as outreach programs,
and fund the Susan G. Komen Breast
Cancer Research Program.

LAI’s 2016 pancake breakfast brings in donations
for Kids Help Phone.

Supporters wait for finishers at the Central
Indiana Susan G. Komen Race for the Cure.

North Fulton Community Charities benefitted from AutoVIN Alpharetta’s food drive. AutoVIN Alpharetta
packed up more than 55 pounds of kid-centric food, tissues and toothbrushes.

AutoVIN Alpharetta’s
Kid-Focused Food Drive

During summer break, children no
longer have access to the breakfast and
lunch programs at their schools. To
provide some options for those children in
the local area of North Fulton, AutoVIN
employees in Alpharetta, Georgia, held
a kid-focused food drive and donated
the items to North Fulton Community
Charities (NFCC).

Every year, LiveBlock Auctions
International (LAI), an ADESA subsidiary,
selects a local charity or cause near its Regina,
Saskatchewan, office to support.
In each of the seven years since beginning
this practice in 2009, LAI has raised around
$1,000 for its selected charity. All of the funds
raised have come directly from donations
made by LAI employees and leadership

WWW.NAAA.COM

The team collected more than 55 pounds
of kid-centric food and personal items:
cereal, goldfish, spaghetti and peanut
butter, as well as tissues and toothbrushes.
NFCC was thrilled with the donation and
the AutoVIN Alpharetta team is mutually
thrilled to be a partner with the community.
AutoVIN is a subsidiary of ADESA, a
business unit of KAR Auction Services.

during designated events.
LAI holds annual competitions, such as
miniature golf-style putting and soft-tip darts
(because safety matters). The office’s social
committee also sponsors numerous shared
meals prepared by LAI employees as a way
to highlight cultural celebrations such as
Chinese New Year and Thanksgiving. All are
welcome to the annual pancake breakfast, but
donations are encouraged—that’s usually the
social committee’s approach to fundraising.
Here’s what LAI has donated during the
years, for a seven-year total of $7,041.90.
• 2015: Canadian Mental Health
Association—Regina Branch, $699.86
• 2014: KidSport Regina, $906.26
• 2013: Children’s Hospital of
Saskatchewan, $1,409.47
• 2012: Regina Transition House, $1,035.14
• 2011: Cystic Fibrosis, $959.32
• 2010: Regina Humane Society, $696.85
• 2009: Hospitals of Regina—Z99
Radiothon for Neonatal ICU, $1,335.00
LAI is currently fundraising for its 2016
charity, Kids Help Phone, a 24/7 counseling
and information service for young people.
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Manheim Drives
Away Hunger
through Global
Cox Automotive
Campaign
Manheim is on a mission to help
eliminate hunger by participating in Cox
Automotive’s company-wide campaign,
Drive Away Hunger. From June 13-24, Cox
Automotive companies teamed up with
Feeding America’s nationwide network to
reach more than 40 million people through
food pantries, soup kitchens, shelters and
other community-based agencies across the
country. This marks the 10th consecutive
year of the Drive Away Hunger campaign,
which launched in 2007.
Each year, team members load up as many
bags as they can carry and drop them off at
the nearest donation bin. The drive focuses
on food items that food banks have deemed
most-needed, which includes canned meat
and fish, dry pasta, fruit juices, and soups
and healthy snacks.
Manheim Statesville collected the largest
amount of food, with an exceptional 5,312
pounds donated in this two-week period!
The campaign ended with CANstruction,
a fun event for team members to use
the collected donation items to create
structures. Manheim San Antonio won
the CANstruction award against 22 other
Manheim Auction submissions for their
Remember the Alamo structure. The team
then went on to the next round and won
the GOLDEN CAN Award for all Cox
Automotive business unit finalists.

Above: Manheim San
Antonio takes the
GOLDEN CAN award
for its CANstruction
structure made of
donated food items.
Left: Manheim
Statesville collected
5,312 pounds of
food during the
Drive Away Hunger
campaign.

“This is an exceptional year for Drive
Away Hunger because for the first time ever,
Cox Automotive companies around the globe
are participating in the food drive, including
places like Canada, Australia, the United
Kingdom, Portugal, Brazil and others,”
said Michelle Blondheim, executive director
community relations for Cox Automotive.
“Compassion is written in our corporate

DNA, and this is a great way to support our
local communities.”
In total, 43 Manheim auctions
participated and collected a total of 27,054
pounds of food. The overall Cox Automotive
effort produced 120,182 pounds of food for
local community food banks, which will
provide over half a million meals for families
in local communities.

Manheim Tucson Helps Homeless
Students Stay in School

June 8 -- Manheim Tucson and Youth on Their
Own raise $30,000 in a June charity auction.
L to R: Vice President of Youth on Their Own
Tom Hoy, Manheim General Manager Michael
Cleveland, Executive Director of Youth on Their
Own Nicola Hartmann, Youth on Their Own
Director of Programs David Martin and Volvo
of Tucson Owner Mike DiChristofano.
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Manheim Tucson and several franchise
dealers from Southern Arizona hosted a
dealer-only charity car auction benefitting
Youth on Their Own, a dropout prevention
program that helps homeless youth graduate
from high school and pursue opportunities for
self-sufficiency.
Manheim Tucson received 35 generous
vehicle donations from local dealers who
supported the event. More than 250 dealers
attended the auction, both in-lane and online.
All funds from the sales of the vehicles,
including buy fees, were donated to Youth on
Their Own, adding up to over $30,000. The
Tucson operation has donated more than

$110,000 to the non-profit in the past three
years.
“The best long-term way to give back to the
community is to ensure young people have
access to as many opportunities as possible
to succeed,” said Michael Cleveland, general
manager of Manheim Tucson. “We’ve been
supporting Youth on Their Own for years and
we’re sure to continue doing this event in the
future. Dealers from all across the region show
up to make a difference in the lives of Arizona’s
teenagers.”
Since 1986, Youth on their Own has
empowered more than 16,000 homeless and
compromised students to stay in school.
WWW.NAAA.COM
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ADESA
and KAR
Companies
Raise Funds
for NIADA
Foundation

Team KAR gears up for the 2016 Indiana Tour de Cure.

Tour De Cure
Five-Year
Total Passes
$200,000

Team KAR was 15 members strong
for the 2016 Indiana Tour de Cure, the
annual cycling event to raise money for the
American Diabetes Association. Riders,
supporters and a series of fundraising
activities at the KAR Auction Services
corporate headquarters in Carmel, Indiana,
raised more than $7,000 for the cause this
year. That brings Team KAR’s five-year
total for the Tour de Cure event to more
than $200,000.
“Despite the torrential downpour at the

Team KAR prepares to cycle around the
Indianapolis Motor Speedway.

start of the ride, I think everyone made it
at least 10 miles,” said team captain Dee
Dicken, ADESA manager of application
development. Riders did the 2.5 mile loop
around the famed Indianapolis Motor
Speedway.

ADESA Canada Customers Donate
Almost $130,000 for Alberta Fire Relief
A week-long fundraising drive at ADESA’s
Canadian auction locations raised $129,652 to
support the Canadian Red Cross Alberta Fires
fund. The northern Alberta community of Fort
McMurray was evacuated May 3 as the largest
wildfire in Alberta’s history swept through the
area.
“This wildfire will have a tremendous
impact on the Canadian economy,” said Gregg
Maidment, senior vice president of Canadian
operations, “and we really wanted to find a way
to make a difference in partnership with our
colleagues in the industry.”

WWW.NAAA.COM

The fundraising drive at all ADESA Canada
auctions allowed both buyers and sellers to
donate at a number of different denominations,
up to $2,500. “ADESA was just the facilitator.
The credit really goes to our customers who
gave generously to this relief event,” said
Maidment. “Our hearts go out to the families
affected, and we thank our industry partners for
their generosity in raising these funds.”
ADESA, a business unit of KAR Auction
Services, has 14 auctions across Canada,
including Edmonton and Calgary in the
province of Alberta.

During the annual National
Independent Automobile Dealers
Association (NIADA) Convention in
Las Vegas, ADESA, AFC, Insurance
Auto Auctions and TradeRev, all
members of the KAR Auction Services
group of companies, sponsored an
incredible car auction benefiting the
NIADA Foundation.

This year’s vehicle was an ivory white
2015 Chrysler 300 Limited with a black
leather interior, sky-slider roof, woodgrain dash and a mere 9,320 miles on
the odometer. It was on display in the
exhibition hall during the convention,
held at The Mirage in Las Vegas.
Andy Gurowitz of Fairfax Motors in
Fairfax, Virginia, posted the winning
bid of $27,500, and ADESA transported
the vehicle to his location at no cost.
During the past four years, ADESAand KAR-sponsored auctions at the
NIADA Convention have raised a total
of $97,200 for the NIADA Foundation,
which funds scholarships to deserving
college-bound students across the nation
and provides training and educational
opportunities to automobile dealers and
the general public.
During last year’s NIADA
Convention, the ADESA/AFC/
IAA-sponsored auction featured a
2013 Mercedes C250W, which sold
for $27,500. In 2015, the foundation’s
activities included significant donations
to the Heart of a Warrior Foundation,
the Austin Disaster Relief Network and
other charities.
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Reaching the Millennial Audience and
Beyond with a Polished Online Presence
Millennial consumers are unlikely to
approach your dealership without searching
the web first—and neither are most customers
in today’s tech-savvy market. According to
AutoTrader’s last IHS Automotive Buyer
Influence Study, 75 percent of car buyers who
purchase from an independent dealer use the
Internet during the car-shopping process.
When AutoTrader looked at just the millennial
generation, 90 percent of buyers used the
Internet during the shopping process.
That being said, there are two important
questions you need to ask yourself: Do you
know what consumers are reading about your
dealership? Is the information they are finding
current and accurate? Here are a few tips to
make sure you are covering your bases when it
comes to online platforms frequently visited by
millennial consumers.
Is your website up-to-date?
With tech-savvy consumers entering your lot
daily, it is vital to have a strong online presence
across multiple digital platforms. But before
you get too far into the numerous platforms you
can use, ask yourself one key question: Is my
dealership website up-to-date?
Make sure the answer to this question is
yes, before moving on to additional digital
marketing efforts. All roads lead back to your
website. If customers find your dealership on
social media, they should be able to easily
access your website from that platform for more
information. If customers read a review on
another website, and want to learn more, they
will likely visit your website next. To make the
most of this online audience, and ultimately

bring them onto your lot, provide them with
accurate, helpful and timely information.
Make sure inventory is up-to-date and remove
outdated promotional offers.
Are you engaging with consumers on
social media?
Billboard advertising and TV commercials
may give great return in your market, but
how can you get the most bang for your buck?
Especially if a billboard just isn’t in your
budget? Consider making the most of your
marketing budget through digital platforms.
The starting costs for building your dealership’s
brand on social media sites such as Facebook,
Twitter or SnapChat? It’s FREE!
The millennial audience is browsing the
web and checking in on social media during
commercial breaks. These platforms can offer
inexpensive advertising opportunities. Taking
advantage of social media advertising can allow
your dealership to reach a larger audience, and
whether your goal is increased clicks-to-website,
website-conversions or reach and engagement, you
can easily track results to gauge whether or not
you are getting a good return on your ad spend.
A crucial component of running successful
social media platforms is interacting with
consumers. These platforms are a place to
engage consumers in conversation. Whether an
individual shares positive or negative feedback,
consider engaging with this consumer. It is
likely that potential consumers are watching
to see how you interact with your current
customers. Consumers are not only watching
interaction on social media, they are also
locating online reviews —the good and the

bad. You need to be in control of the messages
consumers are receiving when it comes to your
business. While bad reviews can be damaging,
seeing a company handle an angry customer
well can cultivate a positive brand reputation.
Track the review websites your dealership is
listed on, such as dealerrater.com, Edmunds.
com or Yelp, and make sure to offer feedback to
your customers.
Are you humanizing your dealership?
Interaction through the above platforms is a
great start to humanizing your dealership, but
another important component of engaging with
the millennial consumer involves demonstrating
your business’s social responsibility. The
millennial generation tends to be more
conscious of business’s social contributions, and
may be prompted to choose a dealership based
on its community engagement or charitable
contributions. Consider sharing updates on your
community involvement via your website and
social media sites. This could give you an edge
among your competitors.
Back to the basics
Only after you’ve gone back to the basics,
made sure your web content is up-to-date and
you are actively engaging with consumers, can
you continue to advance your online presence.
Including fresh content on your website can help
increase your search engine optimization (SEO)
right off the bat. Then you can continue to grow
your millennial audience through increased
SEO efforts and paid search-engine ads.
BY NEXTGEAR

ASK JOE DEALER – Managing Account
Information on AuctionACCESS.com
AuctionACCESS.com provides a
centralized way for dealers to securely provide
their credentialing information and share
that data with the auctions they attend.
AuctionACCESS takes steps to validate and
protect this data so that auctions can utilize
this information to ensure an efficient auction
experience and protect their sales against
fraudulent activity. As a result, it is important
that your dealers maintain accurate and up to
date documentation and account information
in AuctionACCESS.
Over the past year we have made a number
of enhancements to AuctionACCESS.com
that have created a more efficient interface
for dealers to upload documentation, securely
add and remove bank accounts, add and
remove individuals and view updated floor
plan availability. Working with your dealers
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to ensure that they are actively utilizing
their AuctionACCESS.com account will
improve your customer experience and
reduce the administrative burden of resolving
AuctionACCESS issues at your physical sale.
Talk to your dealers about creating an
AuctionACCESS.com login. It’s easy- just
have them follow these steps!
1. Log in to AuctionACCESS.com

2. Click Create Username under the login
field
3. Input your membership number
(1XXXXXXXX), DOB, and Photo ID
number and type
4. Create a secure username and password
that can be used for AuctionACCESS.com,
AA Mobile and other future AuctionACCESS
products.
WWW.NAAA.COM

In Memoriam

Gregg Kobel
NAAA President
(2007-2008)
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