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I hope you had a wonderful holiday season, and on behalf of 
the GIADA Board of Directors and our staff, I’d like to wish 
you a happy, healthy, prosperous and SAFE new year!

Safe goes hand in hand with healthy, but I added it in for a 
reason. We all look to be safe in everything we do. We re-
place faulty wires in our homes, remove obstacles from our 
walkways, and we sweep up broken glass. We do this to pro-
tect family, friends and ourselves. It’s common sense!

As used car dealers, we have added responsibilities; we must 
make sure that the vehicles we sell are mechanically sound, 
operate according to specifications, and, above all, are safe 
for our customers to drive. We do this to protect them, their 
family and friends, and — our family and friends. We never 
know if a vehicle we sold will meet up on the highway with 
someone we know. It’s common sense to make sure the vehi-
cle we sold is sound.

Open manufacturer recalls on vehicles we sell pose challenges to car dealers. There are 
two types of recalls, those which effect the safety of the vehicle, and those that do not. 
Seat belt latches that malfunction and airbags that don’t deploy properly are “safety re-
calls.” A loose air vent diverter, is a recall.

Safety recalls can be independently conducted by the manufacturer or ordered by the 
National Highway Traffic Safety Administration. NHTSA monitors each safety recall to 
ensure the manufacturers provide owners safe, free, and effective remedies according to 
the Safety Act and Federal regulations. Manufacturers are obligated to attempt to notify 
owners of recalled products. Currently, there is no mandatory obligation for dealers to 
disclose this information to the buyer but there have been a number of franchise dealer 
organizations that have decided to not sell any vehicles with open recalls.

We all know that buying inventory that must sit on the lot until repairs are made is costly. 
Literally, you are locking up your money into a commodity that loses value over time. 
However, there are things you can do. You can check every vehicle you have in inventory 
for open recalls by visiting safercar.gov (https://vinrcl.safercar.gov/vin/). This site allows 
you to check on safety recalls that are incomplete on a vehicle, conducted over the past 
15 years, and those conducted by all major light auto makers, including motorcycle man-
ufacturers.

Shawn Petersen, senior vice president of the NIADA said the association advises its 
members “that if a fix is available then our dealers follow that process.”
“And if a fix is not available, then certainly it’s in your best interest and best practices to 
disclose.”

Disclosure, in my view, is of the utmost importance. If there is an open recall on a vehicle 
we sell at our dealership, I believe it is our responsibility to disclose what the item(s) are, 
and help the customer through the process of getting it repaired, or if a fix is available in 
a timely fashion, having it repaired prior to delivery.

Every facet of our business transactions with the consumer have become more and more 
transparent, and the issue of disclosing open recalls, especially safety recalls, should be 
as well. n

Make Safety a Resolution

GIADA PRESIDENT
Jennifer Knights
M&M Motors
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The average age of light vehicles in op-
eration (VIO) in the U.S. has once again 
climbed slightly this year, to 11.6 years, ac-
cording to industry experts at IHS, a busi-
ness information and analysis firm.

Registrations for light VIO, including cars 
and light trucks (SUVs/CUVs as well) in 
the U.S. also reached a record level of more 
than 264 million — an increase of more 
than 6.2 million (2.4 percent) since last 
year. This represents the highest annual 
increase the auto industry has seen in the 
U.S. since it began tracking VIO growth – 
breaking the record of 2.1 percent growth 
set in 2015.

”Quality of new vehicles continues to be a 
key driver of the rising average vehicle age 
over time,” said Mark Seng, director, glob-
al automotive aftermarket practice at IHS 
Markit. “The recession created an acceler-
ation beyond its traditional rate due to the 
nearly 40 percent drop in new vehicle sales 
in 2008-2009. In the last couple of years, 
however, average age is returning to a more 
traditional rate of increase.”

Adding vehicles to the fleet on the road is 
also a coup for the automotive aftermarket 
industry – those in components manufac-
turing, repair and service.

“Increasing numbers of vehicles on the 
road builds a new business pipeline for 
the aftermarket,” Seng said. “A larger fleet 
means more vehicles that will need repair 
work and service in the future.”

Consumers holding onto vehicles 
longer; scrappage rate remains flat
According to IHS Markit, consumers are 
continuing the trend of holding onto their 
vehicles longer than ever. As of the end of 
2015, the average length of ownership mea-
sured a record 79.3 months, more than 1.5 
months longer than reported in the pre-
vious year. For used vehicles, it is nearly 
66 months. Both are significantly longer 
lengths of ownership since the same mea-
sure a decade ago.

When it comes to vehicles being scrapped, 
those taken out of services during 2015 re-
mained relatively flat compared to 2014, 
with just over 11 million light vehicles re-
tired out of the fleet, representing about 4.3 
percent of the overall population. This fig-
ure is significantly less than the record high 
of more than 14 million vehicles that were 
scrapped in 2012.

According to IHS Markit, the shifting dy-
namic of the age of vehicles in operation indi-
cates the volumes of vehicles in the new to five 
years-old category will grow 16 percent by 
2021, while vehicles in the six to 11 year-old 
range will grow just 5 percent, and vehicles 
that are 12+ years old will grow 10 percent.

The oldest vehicles on the road are grow-
ing the fastest – with vehicles 16 years and 
older expected to grow 30 percent from 62 
million units today to 81 million units in 
2021. IHS Markit research also indicates 
more than 20 million vehicles on the road 
in 2021 will be more than 25 years old. n

EVENTS
CALENDAR
Automobile Dealer
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Vehicles Getting Older: 
Average Age of Light Cars and 
Trucks in U.S. Rises
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It has been a fast-paced end of the year 
here at our GIADA offices, and I’d like to 
personally thank our staff for their out-
standing efforts in support of our mem-
bers throughout the entire year! We look 
forward to membership growth and con-
tinuous improvement in our member ser-
vices in 2017.

In fact, I have set a plan in motion with 
my staff and developed a road map that 
will take us to 3,000 members by the end 
of 2017. I believe that all the new programs 
we are developing will bring even more 
value to being a part of the GIADA family 
and will help make this happen. I’m not 
settling for less. 

Optimism. It’s a powerful word. It can be 
the difference between taking a chance 
and succeeding or sitting back and miss-
ing an opportunity. I’m hearing a lot of 
optimism from our members, vendors, 
and our employees. 

Since the presidential election, I’m seeing 
positive, real-world activity. The obvious 
is a spike of nearly 7 percent (as of this 
writing) in the Dow Jones Industry Aver-
age. United States Steel CEO Mario Long-
hi has said due to proposed corporate tax 
reductions and a more favorable regula-
tory environment, the U.S. steel industry 
could hire as many as 10,000 new employ-

ees. There have been other moves. Carrier 
Corp. reversed a decision to move all its 
employees from Indiana to Mexico, and 
will keep hundreds of high-paying jobs 
here, and invest $16 million in an Indiana 
manufacturing facility.

These are real events and an opinion of a 
major manufacturing CEO. These are not 
rumors, tweets, or opinions charged with 
political ideology from left or right. I’ve 
always believed it’s easy to say something 
than it is to do something. So, from here 
on, when it comes to our economy and na-
tional security, I’m going to look at results 
rather than listen to the talk.

Undoubtedly, the U.S. automotive retail 
industry has been one of the most regulat-
ed in the country. President-elect Trump’s 
EPA director Scott Pruitt, current Okla-
homa Attorney General, refers to some 
agency rules as “regulatory over criminal-
ization.”

We are all familiar with rules and reg-
ulations by the FTC, CFPB, EPA and 
numerous other agencies. We all un-
derstand the importance of providing 
safe, reliable transportation in a trans-
parent transaction. We have family and 
friends who buy vehicles and want them 
to be safe. We also understand that bur-
densome regulations can kill a start-up 
business and often have overall detri-
mental consequences for smaller opera-
tions. A more common-sense approach 
to the regulation of our industry is long 
overdue, and NIADA has already begun 
discussions as to how best approach the 
new Trump Administration and regulato-
ry agencies.

If even a small increase in manufacturing 
jobs occurs across the country, it will have 
a very positive impact on the used vehicle 
industry. Higher paying jobs, give people 
the ability buy a vehicle, and even get an 
extra vehicle for younger family members. 

The spin-off business that comes because 
of adding higher-paying jobs is tremen-
dous. Reduced taxes will simply put more 
money in the hands of consumers. 

Again, I’ll look for results and successes, 
before I get too excited, but given the op-
timism I’m hearing and early results I’m 
seeing, I’m excited about the prospects for 
our industry.

Beginning in January, the Georgia As-
sembly will officially begin its session 
for 2017. You can rest assured, that your 
GIADA will know exactly what’s going on 
and stand up for you like we do every year. 
Georgia continues to be a great state to be 
a car dealer and we will continue to fight 
for you to keep unwarranted regulation 
out of your business. This happens be-
cause of the investment GIADA makes in 
our very strong Government Affairs Team 
led by Mo Thrash and John Halliburton. 

This will be “your year,” too. Think big, 
develop your game plan now, and budget 
for 2017 aggressively and just go “make it 
happen.” 

In closing, if you need us for any reason, 
please call us! I have 15 very smart and 
informed staff members who care about 
you and your success in an industry we 
all work in and love. When I think about 
what we do here at GIADA, I think of that 
Farmers Insurance commercial…that al-
ways says “we’ve seen a few things.” Well, 
I’m here to tell you, the only times our 
phones stop ringing is during lunch and 
after hours. We literally field more than 
120 calls every day. And, I think it’s safe to 
say “we’ve heard it all.” 

Happy New Year!

GIADA EXECUTIVE 
DIRECTOR, Paul John

THE PULSE OF GIADA

We are Not Settling for Less
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Billy Graham, owner Graham Auto 
Sales, Loganville, Ga.

A career automotive retailer, Billy Gra-
ham, chairman of the GIADA Board of Di-
rectors, has a very optimistic view for the 
coming year, even though he’s coming off 
the worst November in many years.

Graham recently celebrated his 24th year as 
a used car wholesaler/dealer. After leaving 
Hennessey Lexus in Gwinnett in 1993, a 
store he helped open in 1990, he ventured 

out on his own and began wholesaling used 
vehicles. He was known throughout the re-
gion as “Lexus Guy.”

Graham remained a wholesaler for 10 years 
before opening up his retail operation. To-
day, the store focuses on used trucks and 
SUVs, and moves about 25 units a month. 
He has two employees.

“Trucks and SUVs are very popular and 
I see that continuing,” he said. “Low fuel 
prices have continued to drive demand, and 
they are just popular vehicles.”

He sources his vehicles from auctions and 
hits the major chains in Atlanta.

“I get 95 percent of my vehicles at auction,” 
he said. “I used to buy a lot off the street 
from dealers, but the big groups like Au-
toNation and Asbury have mandated that 
their stores sell vehicles at auction, so that’s 
where I go.” He buys 90 percent of his units 
by attending the auction, and buys only 10 
percent online.

High-end trucks, he said, often have over 
125,000 miles and are red lighted, so he 
wants to go see them up close, plus the selec-
tion for the types of units he prefers is readily 
available without having to travel far.

This past year was flat for Graham Auto 

Sales, after having sustained 15-20 percent 
gross profit increases for many years. 

“November was the worst month in a long, 
long time,” he said. 

Graham says he attributes the highly con-
tested presidential election for slow sales. 
People just didn’t like the uncertainty, and 
that made people think twice before buy-
ing, especially big trucks, he said.

“It’s been a whole different mindset for 
people since the election,” Graham said. 
“People are much more enthusiastic about 
the economy. Look at the stock market—it’s 
gone up 5 percent in three weeks.”

Expecting that enthusiasm to grow, he 
plans on hiring an additional sales trainee, 
and fully expects a 15-20 percent growth in 
gross profit for the coming year.

He said while used car values may decline 
as a result of more off-lease vehicles hit-
ting a showroom, low gas prices, and high 
demand for trucks, he expects values on 
trucks and SUVs to remain high.

“Gas prices are still below $2 a gallon with a 
recent price spike,” he said. “I couldn’t give 
away a Prius right now.”
(Continued on next page)

Dealer Perspective
About 2017
as Presidential Election Uncertainty Wanes
By Peter Salinas, GIADA Communications
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(Continued from previous page)
He said credit availability with his current 
finance company portfolio remains strong. 
He works with local banks, credit unions, 
several finance firms, and one Geor-
gia-based finance company that deals in 
deep subprime.

“I’m able to get 400 Beacon score deals 
done on contracts under $10,000,” he said. 

Graham has been looking into several in-
ventory procurement technology platforms 
that help dealers select and move inventory 
faster. “I’d like to do a better job of buying 
the right inventory at the right price and 
move vehicles more quickly. A number of 
the programs are now becoming more af-
fordable for the smaller dealer.”

cd

Lee Cavender, owner Cavender 
Auto, Gainesville, Ga.

Strong headwinds for the past three years 
have made doing business in the buy here-
pay here marketplace a challenge for Lee 
Cavender, owner of Cavender Auto in 
Gainesville, Ga.

Cavender, who moves about 70 units a 
month at the single point location, has been 
in business for 20 years. His dealership sells 
every vehicle with a warranty, and has a 
service operation to recondition and repair 
vehicles he sells.

“Everything I’ve read and what we have ex-
perienced tells me that the large subprime 

lenders have really been buying deeper and 
are directly competing with the buy here-
pay here dealer,” he said.

It’s a cycle that Cavender has seen a num-
ber of times in the two decades he’s been in 
business. What you see, he said, is a move 
by subprime lenders into our space, but 
when delinquencies and charge-offs rise, 
there is a move away from the business as 
the appetite for the high-risk, high-return 
investments subsides.

“What I can say is that this is the first time 
I have seen the pendulum swing in our di-
rection and stay for so long,” Cavender said. 
“I expect it to swing back, and we are seeing 
some movement now.”

Voluntary repossessions have been on the 
rise for several years, he said. Upon investi-
gating why the consumer defaulted on their 
finance contract and voluntarily returned 
the vehicle, he found they had purchased 
a brand new vehicle from a franchised or 

independent dealership.

“I think we are finally turning the corner,” 
he said. “We are seeing fewer voluntary re-
possessions and a better quality of custom-
er who can no longer get financed at a fran-
chise store. It’s really our customer coming 
home.”
(Continued on next page)
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(Continued from previous page)
Vehicles with an actual cash value of 
$3,500-$4,000 are the sweet spot for Caven-
der Auto. He said those vehicles are always 
a challenge to locate at the right price at the 
right mileage for his business model.

“I don’t really want to share where we get 
them,” he said with laugh. “Let’s just call it 
a trade secret.”

The 2016 presidential election really didn’t 
affect his sales or the mindset of his cus-
tomers.

“In buy here-pay here if our customer needs 
a vehicle, they go and get one regardless of 
the economy or politics,” he said. “That be-
ing said, I’m glad the uncertainty around 
the election is over. I’m hopeful, things will 
improve both politically and economically.”

Cavender said he is not planning any ma-
jor infrastructure or staffing changes in the 
coming year, though he is always on the 
lookout for new technology that will im-
prove profitability or make his life easier.

Cavender, who serves on the GIADA Ex-
ecutive Committee, said he is very pleased 
with the direction the association has gone 
over the past four or five years.

“They have done a great job and really fill 
the needs of our membership,” he said. “I’d 
like to see continued growth in member-
ship and growth in the power of our voice. 
We are talking to the right people and 
they’re listening to us.” 

cd

Wayne Daniel, owner Car Loan 
Direct LLC, Cartersville, Ga.

Big changes in the subprime and buy here-
pay here marketplace are coming that will 
have mixed results for car dealers, but they 
may not come until 2018. That’s the opin-
ion of the Wayne Daniel, owner of Car 
Loan Direct LLC, in Cartersville, Ga.

Even at just 36 years of age, Daniel has more 
than 16 years of experience in the finance 
industry, with most that time spent in the 
buy here-pay here and deep subprime fi-
nance marketplace. He has experience as 
a finance manager with three J.D. Byrider 
startups in Georgia. He was also a princi-
pal with a large buy here-pay here chain 
with more than $100 million in receivables, 
as well. He was also a general manager of 
Georgia with Dealer Services Corp., which 
was sold to Manheim in 2012.

Today, Daniel owns the Car Loan Direct 
Store, a retail store, as well as a buy here-
pay here operation on Thornton Road in 
Lithia Springs. Daniel’s business interests 
do not end there. He is also a former prin-
cipal with TAG Financial, a deep subprime 
finance company based in Kennesaw, Ga. 
Daniel is a member of the GIADA execu-
tive committee.

Daniel opened Car Loan Direct in April 
2016 and is currently moving about 20-30 
units a month. The dealership has a port-
folio of 27 finance companies, and has seen 
an upward tick in business in recent weeks.

“We had a good 2016 for a start-up year, 
but we really got a boost after the election,” 
Daniel said. “We sold more units in the two 
to three weeks after the election as we did 
in the entire month of October. Alleviating 

the uncertainty will go a long way to help-
ing the market.”

Daniel said he is looking forward to a 
strong tax season. “I’m convinced that 
while tax season used to last 3 months, Jan-
uary through March several years ago, the 
new rules and electronic filing has reduced 
tax season to 3 weeks, always in mid to late 
February.”

He said dealers who have stocked up on in-
ventory early and floor planned those units 
will “get killed with curtailments in January.”

Daniel said he feels that subprime finance 
companies have funded very deep subprime 
customers for several years now, but that 
as delinquencies and charge-offs increase, 
there will be little demand to buy up more.

“Many of the large finance companies com-
peting in the deep subprime space have al-
ready seen 60-day delinquencies rise and 
have tightened their credit standards,” he 
said. “If securitizations on Wall Street dry 
up, there will be far fewer originations, and a 
windfall for the buy here-pay here operator.”

He said that windfall, which may not be ful-
ly realized until 2018, could pose challenges 
as well. He said dealers who are now paying 
$4,000 for a vehicle that fits their model, 
may be paying $6,000 for that same unit 
12-18 months from now.

Daniel said he’s not planning any infra-
structure or personnel changes during the 
coming year, but that he is considering a 
technology scorecard software to help with 
inventory procurement and collections. n
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COMPLIANCE

The future of the Consumer Financial Pro-
tection Bureau is becoming more compli-
cated. Along with the U.S. Court of Appeals’ 
call to restructure the agency, President-elect 
Donald Trump’s recent appointments could 
signal a challenge for the agency.

Steven Mnuchin, Trump’s pick for treasury 
secretary, told CNBC last week that “strip-
ping back part of ” the Dodd-Frank Act, 
which established the CFPB, will be one of 
his top priorities, though he didn’t provide 
details on how the CFPB could be affected.

Paul Atkins, a Republican, former SEC 
commissioner and a critic of heavy gov-
ernment regulation, has been named to 
Trump’s CFPB transition team.

In October, the U.S. Court of Appeals for the 
District of Columbia Circuit ruled that the 
structure of the CFPB was unconstitutional.

Under the ruling, the president will have 
the power to supervise and direct the CFPB 
director and to remove him or her at will. 
The previous CFPB structure allowed the 
director to be autonomous and fired by the 
president only for cause.

The court’s decision says the CFPB can 
continue to operate as an agency, but it 
must operate as an executive agency like 
other executive agencies that are headed by 
a single individual, such as the Department 
of Justice or Department of the Treasury.

Over the past few years, dealers and lend-
ers have made compliance a priority after 
watching the CFPB take action against big 
auto lenders, such as Ally Financial, Toyota 
Motor Credit Corp. and American Honda 
Finance Corp., for potentially discrimina-
tory auto lending practices.

The CFPB is investigating Nissan Motors 
Acceptance Corp.’s lending practices, too. 
But with Trump’s appointments and the 
Court of Appeals’ ruling, the CFPB has 
more substantial issues to worry about. 
Maybe that means any auto lenders the 
CFPB may be investigating can rest a bit 
easier for now. n

CFPB Future Grows Cloudy Under Trump 
Appointments
By Hannah Lutz, Automotive News
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A succession of vehicle 
thefts from car dealer-
ships in the Greater At-
lanta area should serve as 
a warning to car dealers 
throughout Georgia, as it 

remains an ongoing issue.

One independent dealer in Norcross, Ga., 
sustained more than $280,000 in losses in 
a three-week period during mid-October 
into early November and should serve as a 
lesson for a variety of loss types. The deal-
er suffered five separate instances, with at 
least two of them being related to the first 
incident.

The dealer, as many dealers do, had a key 
storage system on a wall inside an office 
easily accessible by managers and salespeo-
ple and customers. During a mid-October 
break-in, 25 sets of keys were stolen from 
the board. That night thieves escaped in 
three vehicles, damaging several others as 
they avoided locked gates by driving over 
curbs. Yes, there was an alarm system, but it 
did not function properly.

Four more vehicles were lost the next night 
when the thieves returned, keys in hand. 
The dealer hired an off-duty police officer 
as a night watchman, and also an ex-FBI 
agent to investigate the thefts. Despite the 
night watchman, thieves were able to steal 
one more vehicle the next night. The deal-
er lost seven vehicles and had a number 
of others damaged on three consecutive 
nights. 

Gwinnett Police Motor Vehicle Theft Unit 
Sgt. Ted Conlon said the theft of vehicles 
by means of stealing keys is not uncom-
mon and definitely preventable. During 
his investigation of the Norcross dealer-
ship, Conlon said he was surprised to find 
a highly visible key rack in an area easily 
accessible to customers.

“Keys should be secured in a safe or other 
manner that makes it very difficult to access 
by those who should not have access,” Con-
lon said. “Keys locked in a cabinet that can 
be easily broken into with a sledge hammer 
are not secured enough.”

Adding insult to injury in early November, 
two men drove up in a truck and asked to 
test drive several vehicles at the same Nor-
cross dealership. During the interim, they 
returned keys to the salesman, but not the 
key to the car they intended to steal. While 
one of the men sat at a desk with the sales-
man, the other remained looking at vehi-
cles on the lot. Later from security camera 
footage, it was discovered a third man was 
hiding in the truck. He was given the key by 
the tire kicker and drove off in the vehicle. 
No one noticed until later in the day.

Conlon noted this is a not a new scam, but it 
is very effective. He noted some thieves are 
so good that when the salesman attempts to 
lock the vehicle using the swapped remote, 
the thief simultaneously uses the real re-
mote hidden in pocket and all appears fine.

“In one case, a thief hired a homeless person, 
dressed him in a suit and used him for the 
test drive to swap out the key,” Conlon said.

Conlon noted that other scams include 
thieves casing the dealership looking for 

Rash of Car Thefts
from Lots 
Should Put
Dealers on Notice
By Peter A. Salinas, GIADA Communications
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weaknesses. If dealers have a service bay, 
a customer is often instructed to leave the 
keys in the car and go check in with a ser-
vice advisor, or they drive off in a vehicle 
with someone who accompanied them. If 
no one is watching, thieves can easily enter 
the vehicle and drive off, with no one the 
wiser until someone goes to get the vehicle.

As if the fourth incident wasn’t enough, the 
Norcross dealer suffered an additional loss 
a couple of weeks later. A thief came on the 
lot around midnight on a Sunday, was able 
to start a 2015 Mercedes, and proceeded 
to drive it around the lot, until he found a 
weak spot. He crashed the vehicle through 
a small opening between a locked gate 
and the large metal pillar holding it up. It 
caused severe damage to the vehicle, which 
was found by an employee who spotted the 
vehicle on I-85 South. The vehicle had a 
cracked radiator and “looked like someone 
had taken a large knife and sliced the un-

dercarriage of the vehicle.” The vehicle was 
a total loss.

The dealer has met with a contractor to get 
a bid on the installation of six-inch bollards 
along the perimeter of the lot and beefing 
up the gates.

Conlon said officers are sometimes slow 
to respond to siren alarms where police 
are notified via a signal sent to the depart-
ment, as more often than not, the alarms 
are false. “When you can tell us thieves are 
on site and actively stealing cars, multiple 
police units will respond quickly,” Conlon 
said.

He suggested dealers do their own safe-
ty and security audit for their dealerships. 
Often insurance companies can assist with 
this. He noted that using a healthy dose of 
common sense when it comes to securing 
the dealership, entrances, keys, and service 
areas is highly recommended.

While key thefts and scams may be among 
the newer ways thieves steal cars from deal-
erships, there is still the old-fashioned way.

Billy Graham, owner of Graham’s Auto 
Sales in Loganville, Ga., had two high-end 
2007 Ford F250 pickups stolen in the past 
few months.

“I’ve had no claims in over 15 years,” Gra-
ham said. “One was a King Ranch and 
the other was Lariat. Both had a lot of af-
ter-market equipment.”

The older model trucks do not have the 
safety features newer models have.

“Thieves can get into and start up one of 
these trucks in a under 30 seconds,” Gra-
ham said. 

Graham has a video monitoring system, 
and was able to pass along some informa-
tion to police. 

Conlon suggested disabling vehicles that 
are easier to steal.

“It’s an inconvenience, but if the thief cannot 
start the vehicle, he’ll move on,” Conlon said.  

Conlon said the key thieves appear to be 
younger Atlanta residents, who come out to 
the suburbs in small groups, steal vehicles 
and return to the city. The vehicles are used 
for joy riding or for parts or both.

The key swap professionals either falsi-
fy documentation and sell the vehicles at 
prices far below their value to unsuspecting 
consumers, or clandestinely ship them out-
side the U.S. n

He noted that using a 
healthy dose of common 

sense when it comes to 
securing the dealership, 

entrances, keys, and
service areas is

highly recommended.
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Thieves could be using a new technology to 
break into and drive away with vehicles that 
have push-button ignitions without a trace 
of evidence, and there might not be much 
that potential victims can do to prevent it.

The National Insurance Crime Bureau to-
day said it obtained and tested a so-called 
“mystery device” that can allow a thief to 
break into a vehicle without leaving behind 
any of the traditional pieces of evidence 
such as broken glass.

The device, which comes in two pieces, 
works by picking up a signal from the ve-
hicle’s key fob from a distance of up to 10 
feet. Once the signal is received, the device 
transfers the data to a smaller “relay box” 
that can be used to unlock and start the ve-
hicle.

NICB spokesman Roger Morris said the 
bureau, working with used-car retailer 
CarMax, tested the device on 35 makes and 
models at various locations, including new- 
and used-car dealerships, in the Chicago 
area over a two-week period. He said the 

NICB was able to open 19 of the vehicles 
and was able to drive away in 18.

Combating these devices could prove to be 
the latest battle between automakers and 
criminals in the modern era. Concerns 
over hacking and other cybersecurity issues 
have gained prominence in recent years as 
vehicles become more connected.

Morris said it is impossible to know how 
many vehicles might have been stolen using 

these devices because no evidence is left be-
hind. He said owners and law enforcement 
are often unaware of such technology exist-
ing, though the NICB first noted a rise in 
the use of such technology in 2014.

The “scary part is that there’s no warning or 
explanation for the owner,” NICB CEO Joe 
Wehrle said in a statement. “Unless some-
one catches the crime on a security camera, 
there’s no way for the owner or the police 
(Continued on next page)

‘Mystery 
device’ helps 
thieves steal 
cars with 
push-button 
ignitions
By John Irwin, Automotive News
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(Continued from previous page)
to really know what happened. Many times, 
they think the vehicle has been towed.”

Wade Newton, spokesman for the Alliance 
of Automobile Manufacturers, said cyber-
security continues to be one of the “top pri-
orities” for the auto industry.

“Some automakers may include a series 
of redundant systems and mechanisms as 
one approach to enhancing vehicle safety,” 
Newton said in an emailed statement. “Our 
initial understanding of this particular tool 
is that it is a high-technology device similar 
to the old-fashioned threat of a lock pick or 
‘slim jim.’

“Obviously, any of these devices in the 
wrong hands can be used for wrongdoing. 
The industry does not condone the release 
of information or the sale of equipment 
that would further facilitate those seeking 
to break into vehicles.”

‘Tug of war’

Auto manufacturers must be diligent in 
making sure they adapt their technology 
to counter these devices, Morris said, while 
noting that thieves will be sure to do the 
same in response.

“It’s a matter of tug of war between manu-
facturers and thieves,” Morris said.

As for vehicle owners, Morris said they 
should keep valuable items out their vehi-
cles, keep their key fobs on them at all times 
and should park in secure or crowded areas 
whenever possible. Police and vehicle own-
ers should also keep an eye out for any sus-
picious activity near parked cars.

However, he said, completely preventing 
such thefts might prove to be impossible, 
as long as the thief is within a radius small 
enough to pick up on the key fob’s signal.

“If these thieves know the device works on 
a certain make and model, I don’t know 
there’s a lot you can do about it right now,” 
Morris said.

From a third party

NICB said in a statement that it obtained 
the device “via a third-party security expert 
from an overseas company” that provides 
“manufacturers and other anti-theft orga-
nizations the ability to test the vulnerability 
of various vehicles’ systems.”

Morris said that while thieves can purchase 
devices from various sources, a thief with 
skills in computer technology could build 
one on his own, making cracking down on 
the makers of the devices difficult.

“The manufacturers have made tremen-
dous strides with their technology, but now 
they have to adapt and develop counter-
measures as threats like this surface,” NICB 
COO Jim Schweitzer said in the bureau’s 
statement. n

For an online archive of 
past magazines, visit
giada.org
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TitleTec, an AutoPoint Company, 
is proud to be GIADA’s endorsed

partner for Electronic Title & 
Registration (ETR) and 

Electronic Liens & Titles (ELT).

Compatible with Wayne Reaves Software. AutoPoint|TitleTec is a GIADA endorsed ETR provider.

YES!
No More Trips 

to the TAG Office

Check it out! 
giada.org/titletec-etr-system 

Or, contact GIADA at 
770-745-9650

INNOVATION. VALUE. EXPERIENCE.

Georgia’s #1 ETR Vendor
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Tax season is here…at least for the fortu-
nate and the vigilant buy here-pay here 
dealers across the country.  Sadly, many 
dealers often sit and hope tax season comes 
in January, only to wonder where it went as 
St. Patrick’s Day passes by.

Tax Season 2017 will be different!  It will 
consist of 2 separate peak times.  They will 
be intense.  They will be swift.  But most 
importantly, they will be non-existent if 
you do not prepare ahead of time.  

BREAKING NEWS:  The PATH Act is now 
Federal Law.  The broad details of this law 
are irrelevant.  But you NEED to know 
what it means for you!  

Most Buy here-pay here customers should 
NOT expect their refunds until AFTER 
February 15th.  IRS reports are pointing 
to the 3rd or 4th week of February before 
money really starts flowing.  So if you are 
an owner or a cash-flow manager, be ready 
for this change.  

Many tax professionals fear that billions of 
dollars (Billions with a capital B) could hit 
the market within just a few days in mid 
to late February.  If you are not prepared, 
your customers will spend their money 
elsewhere, leaving you with aging invento-
ry and nobody to sell to.  The average Spe-
cial Finance customer with Tax Max spends 
their entire refund in 24-48 hours.

January Tax Season #1:  Many tax profes-
sionals will have access to some kind of Re-
fund Advance product.  Here at Tax Max, 
we anticipate our dealers to begin issuing 
$1,200 advance checks, starting around 
January 13th-18th of 2017.  Many will use 
these funds as part of the customer’s down 
payment obligation through the first week 
of February. 

February Tax Season #2:  Once the Super 
Bowl comes and goes, tax season will slow 
down for around 10-15 days.  It will be time 
to take a breather and stay in contact with 

your regular tax season partner for the next 
phase.  Somewhere between February 16th 
and 26th, something is expected that has 
never happened before.

The IRS is looking to have a handful of days 
where more money gets released than at 
any time in their history.  It WILL be BUSY!  
The money will be around for a week or 
so…then it will all be gone.

Remember, refunds are not what they used 
to be.  15 years ago, a “big” refund was 
$4,000 to $5,000.  Last year, only refunds 
over $10,000 made you look twice.  $8,000 
is just “ho-hum” now.

Even with those big dollars, if you are not 
prepared, your customers will go on a 
spending spree that does not include you.  
Here are some tips to help you maximize 
this newest version of Tax Refund Season:

• Find a tax refund partner to help you 
estimate the customer’s upcoming re-
fund.  Some due diligence will point 
you towards the right service provider 
with experience with the car dealer cus-
tomer. 

• An online calculator or the tax place 
down the street can help in some as-
pects, but you need someone that un-
derstands the car business and your 
customer.

• Expedite & update your marketing.  
The customer can not find you if you 
don’t tell them what you can do for 
them.  “Get your tax refund advance 
HERE, with us at XYZ Auto!”

• Don’t forget to update the text of your 
website to maximize your Google re-
sults.  Spread the word on Facebook 
and reach thousands of people within 
a few miles of your location for under 
$100!!

• TRAIN your staff.  Teach them how to 
hold the customer’s hand to maximize 
the tax refund opportunity.  Otherwise, 
the customer will spend every dime of 
their $5,000 to $12,000 refund within 

24-48 hours…just not at your business.  
The right tax season partner will help 
you get better control of that refund 
money.  

• CHANGE your company culture.  It’s 
about to get busy.  Expect to see 1/3 to 
1/2 of your annual business within 8-12 
weeks.  It’s time to get our hands dirty.  
This is why we are all in business!

• Negativity is not uncommon leading up 
to a successful tax refund season due to 
the change in duties and workflow.  It is 
your job as an operator to assemble the 
parts of your organization into a suc-
cessful selling machine.  Explain that 
refund season is a time of opportunity 
for everyone in your organization.  It 
ensures job security and enhances bo-
nuses and commissions.

• Start planning for January and Febru-
ary.  You should see an influx of sales 
in addition to the increase in your cash 
flow here as well.

If you are buy here-pay here, it also makes 
sense to have an experienced tax partner 
that can make tax season a 12 month prop-
osition instead of an unpredictable handful 
of days in February.  Just like any govern-
ment program, tax season can be delayed 
by uncontrollable forces such as weather or 
IRS computer crashes.  Eliminate the ques-
tion marks by controlling the customer’s re-
fund dollars and ensuring first access.

The “Sit & Pray” approach to Tax Refund 
Season no longer works.  Sit and be prey is 
more accurate.  There are too many sharks 
in the refund tank for the old method to be 
effective anymore.  If you do not actively 
pursue the tax refund customer, more ag-
gressive competitors from multiple indus-
tries will take them from you. n
__________________________________

Chip Wiley is the Dealer Training & Market-
ing Specialist with TRS Tax Max.  He has 15 
years of experience, specializing in the Buy 
here-pay here demographic. Reach him via 
email at trs@taxrefundservices.com

THE NEW TAX
By Chip Wiley, Dealer Training & Marketing Specialist, TRS Tax Max

Refund
Season
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Let NextGear Capital’s flexible lines of credit empower you
to purchase the units you want from over 1,000 live and online 

auctions, in addition to other inventory sources nationwide.* 

MORE BUYING POWER
COMING YOUR WAY IN 2017

Visit nextgearcapital.com or call 855.372.2329 and
make 2017 your most successful year yet!

*Certain conditions apply. All rights reserved. For complete details, terms and conditions, please see your local NextGear Capital representative.
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 Accounting & Tax
 Preparation
Clifton Larson Allen, LLP
770-393-0399
Accounting Services, Tax 
preparation, Litigation 
Support
Cliftonlarsonallen.com

Robert L Burt CPA
205-752-3001
Accounting

RRB Business Services LLC
404-974-3066
Tax, Consulting, & Financial 
Planning
rrbcpa.com

Sowega Financial Services
229-395-4910

Tax Refund Services Tax Max 
866-642-4107
Tax preparation and electronic 
filing for car dealers and 
payday lending industries
taxrefundservices.com/
TRSTaxMax

TJS Deemer Dana LLP
912-238-1001
Accounting Services
tjsdd.com

 Advertising
American Hole’N One
800-822-2257
Advertising, Promotional & 
Marketing
ahno.net

AutoTrader.com
800-353-9350
Automotive Classifieds
autotrader.com

Best Response Media LLC
770-318-3401
Automotive Classifieds 
Publication
autofocusatlanta.com

Cars.com
800-298-1460
Automotive Classifieds
cars.com

 Associations
Georgia Auto Brokers 
Association
678-664-9452
Auto Broker Association
gabrokers.org

 Auctions
411 Auto Auction
770-336-5581
Wednesdays 12pm
411autoauction.com

ADESA Atlanta Auction
770-357-2277
Wednesdays 10am
adesa.com
Please see our ad on page 27.

Albany Auto Auction Inc.
229-435-7708
Thursdays 6:30pm
albanyauction.net

America’s Auto Auction 
Atlanta, Inc.
770-382-1010
Tues. 6pm Dealer / Public 
Sale; Friday 11am Dealers 
Only
americasautoauction.com

America’s Auto Auction 
Greenville
864-801-1199 or 800-859-3393
Friday 10am Car Sale; 3rd 
Tuesday - 2pm Marine Sale; 
3rd Wednesday - 9am RV Sale
americasautoauction.com

America’s Auto Auction 
Jacksonville
904-764-7653
Tues. 6pm INOP Sale & 
6:30pm Dealer Only Sale
americasautoauction.com

Athens Auto Auction
770-725-7676
Tuesday 6:30pm Dealer/ 
Public Sale
athensautoauctionga.com

Auction123.com
888-514-0123
Online Inventory 
Management & Data 
Distribution
auction123.com

Auctions Unlimited
678-889-7776
Public/Dealer Sale
auctionsunlimitedonline.com

Augusta Auto Auctions, Inc.
800-536-3234
Wednesday 10am Dealer Sale; 
Last Wednesday of the Month 
- 9:30am INOP Sale
augustaautoauction.com

CarMax Auctions
888-804-6604
Dealers Only Auctions; Visit 
carmaxauctions.com for 
location, dates & times
carmaxauctions.com

Carolina Auto Auction Inc.
864-231-0
Wednesday 10am; Salvage Sale 
Every other Wednesday 9am
carolinaautoauction.com
Please see our ad on page 35.

Charleston Auto Auction
843-719-1900
Friday 10am Dealer Sale
charlestonautoauction.com
Please see our ad on page 13.

Chattanooga Auto Auction
423-499-0015
Tuesday 9am
CHATTAA.COM

Copart Auto Auction Austell
770-941-9775
Friday 12pm Dealer/Public 
Sale
copart.com

   raising
BARth

e
GIADA service providers are best in class. We invite you to explore their services and please mention 
that you saw their listing in the magazine.

A SERVICE PROVIDER DIRECTORY



GIADA Independent Auto Dealer JANUARY 2017  |  19

Copart Auto Auction Loganville
770-554-6366
Monday 12pm Dealer/Public 
Sale
copart.com

Georgia-Carolina Auto Auction
706-335-5300
Wednesday 6:30pm Dealer/
Public Sale; Friday 6:30pm 
Dealer/Public Sale
gcautoauction.com

Houston Auto Auction
478-788-6947
Wednesday 11am & 7:30pm; 
Saturday 7:30pm Dealer/
Public Sale
haamacon.com

Hudson & Marshall, Inc.
478-743-1511
Auction/Liquidator
hudsonmarshall.com

Hwy 515 Auto Auction
706-635-1500
Tuesday 6pm Dealer/Public 
Sale
hwy515autoauction.com

IAA ATLANTA
770-784-5767
Fridays 9:00am
iaai.com

IAA Atlanta East
770-868-5663
Thursdays 9:00am
iaai.com

IAA Atlanta North
770-975-1107
Tuesdays 9:00am
iaai.com

IAA Atlanta South
678-920-4800
Wednesdays 9:00am
iaai.com

IAA Macon
478-314-0031
Mondays 9:00am
iaai.com

IAA Savannah
912-826-1219
Fridays 9:30am
iaai.com

IAA Tifton
229-386-2640
Mondays 10:30am
iaai.com

J J Kane Auctioneers, Inc.
678-840-4914
Call for Sale Times
jjkane.com

L W Benton Company, Inc.
478-744-0027
Auto Auction
bidderone.com

Manheim Atlanta
404-762-9211
Every Thursday 9:30am; 
Highline Sale 4th Wednesday 
9:30am; Every Tuesday 12:30pm
manheim.com
Please see our ad on the inside 
back cover.

Manheim Georgia
404-349-5555
Tuesday 9:30am
manheim.com
Please see our ad on the inside 
back cover.

Manheim Metro
404-464-4567
Wednesday 12:30pm
manheim.com
Please see our ad on the inside 
back cover.

Manheim Statesville Auto 
Auction
704-876-1111
Tuesdays 8:30am TRA Sale, 
9:30am regular sale
manheim.com
New Calhoun Auto Auction
706-624-1944
Wednesday 7:00pm
newcalhounautoauction.com

Oakwood’s Arrow Auto 
Auction, Inc.
770-532-4624
Every Thursday 4pm
oakwoodsarrowautoauction.com
Please see our ad on page 5.

Peach State Auto Auction
770-466-9000
Monday & Wednesday 6pm
peachstateautoauction.com

Rawls Auto Auction
803-657-5111
Tuesday 10am
rawlsautoauction.com
Please see our ad on page 9.

Rebel Auction Company Inc.
912-375-3491 / 800-533-0673
2nd Thursday of the Month 
9:00am
rebelauction.net

Ritchie Bros. Auctioneers
770-304-3355
Industrial Equipment Auction
rbauction.com

SmartAuction
877-273-5572
Online Auto Auction / 
Mobile App
smartauction.biz

South Georgia Auto Auction
229-439-0005
Thursday 11am
southgeorgiaautoauction.con

Southeastern Auto Auction of 
Savannah
912-965-9901
Wednesday - In Ops 10am; 
Repos 10:30am & 11am
southeasternaa.com
Please see our ad on page 33.

Tallahassee Auto Auction
850-878-6200
Friday 10am Dealer Sale
bscamerica.com

Truckcenter.com
404-627-5346
See website for dates & times
truckcenter.com

V.I.P. Auctions
678-889-7776
Dealer Only Sale
myvipauctions.com

Vemo Auto Auction
478-449-3232
10:00am Tuesdays 
info@vemoauctions.com
vemoauctions.com

 Banking
Hamilton State Bank
678-719-4570
Lines of Credit
hamiltonbank.com

Peach State Federal Credit 
Union
678-889-4328
Auto Loans
peachstatefcu.org

Spartan Financial Partners
855-233-3605
BHPH Line of Credit
spartan-partners.com

 Compliance Solutions
700Credit
866-273-3848
Focuses on delivering the 
most robust, bureau-inclusive 
credit, compliance, prescreen 
and consumer
pre-qualification solutions on 
the market today.
700credit.com
Please see our ad on page 43.

Comsoft
800-849-3838
“Moneymaker” Software 
Emphasizes Compliance, 
Reporting, Profitability, etc.
comsoft.com

service provider directory t
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DealerTrack-RTS
860-448-3177
Compliance Tips: Adverse 
Action Notice
us.dealertrack.com

FNI Incorporated
888-973-9776
Product & Compliance 
Solutions
myfni.com

ProCredit Express
678-642-9995
Credit Bureaus and 
Compliance
procreditexpress.com

RouteOne, LLC
248-229-5170
Compliance & Red Flag Tools
routeone.com

 Computers
 Networking
Dealers Connect Now Inc.
866-217-1709 ext. 302
Enables Auto Dealers to buy, 
sell, or trade cars from other 
dealers
dealersconnectnow.com

Document Strategies, Inc.
770-921-6764
Seeks to understand your 
business problems and deliver 
technology solutions that 
boost your productivity
dsiatlanta.com

 Credit Card 
 Processing Service
Applied Merchant
818-965-7825
Credit Card Merchant Systems
appliedmerchant.com

Repay Realtime Electronic 
Payments
404-504-8442
Full service provider of 
electronic transaction 
processing services for retail 
merchants
repayonline.com

Sun Trust/First Data
404-281-8641
Merchant Services
firstdata.com

 Credit Reports
700Credit
866-273-3848
Focuses on delivering the 
most robust, bureau-inclusive 
credit, compliance, prescreen 
and consumer
pre-qualification solutions on 
the market today.
700credit.com
Please see our ad on page 43.

Microbilt Corp
866-538-9815
Credit Reports
microbilt.com

ProCredit Express
678-642-9995
Credit Bureaus and 
Compliance
procreditexpress.com

RouteOne, LLC
248-229-5170
Web-Based Credit 
Applications
routeone.com

 Dealer Inventory 
 Management
Auction123.com
888-514-0123
Online Inventory 
Management & Data 
Distribution
auction123.com

vAuto
877-828-8614
Software solutions that can 
help solve your inventory 
challenges
vauto.com

 Dealer Leads Provider
Dealer Lead Track
800-385-3584
Lead Management Systems
dealerleadtrack.com

InterActive Financial Marketing 
Group, LLC
888-905-1002
Auto Finance Lead 
Generation, Lead Validation 
and Scoring, and Lead 
Management Service
interactivefmg.com

 Dealer MGMT Systems
ABCOA/Deal Pack
800-526-5832
Sales, Acct, S&P and Leasing
dealpack.com

Car Dealer Software by Wayne 
Reaves
800-701-8082
Computer Software
waynereaves.com
Please see our ad on the inside 
front cover.

Car-Ware, Inc.
855-504-5949
Dealer Management Solutions
car-ware.com

Comsoft
800-849-3838
“Moneymaker” Software 
Emphasizes Compliance, 
Reporting, Profitability, etc.
comsoft.com

Dealer Lead Track
800-385-3584
Lead Management Systems
dealerleadtrack.com

Dealer Platform.com
866-433-2643
Dealer Websites: 3 Steps, 
5 minutes
dealerplatform.com

DealerSocket
866-813-1429
CRM, Website + Digital 
Marketing, Sales + Marketing, 
Inventory, Service, DMS, & 
Equity Mining
dealersocket.com

DealerTrack-RTS
860-448-3177
DMS, Sales, F&I
us.dealertrack.com

Frazer Computing Inc.
888-963-5369
Computer Software
frazer.biz
Please see our ad on page 59.

Nowcom Corporation / 
DealerCenter
888-669-2669
Web-based Dealer 
Management Software
dealercenter.net

Rent to Own Software by Wayne 
Reaves
800-701-8082
Dealer Management Systems 
and Dealer Website Provider
waynereaves.com
Please see our ad on the inside 
front cover.

Reponotice.com
502-387-5485
Repossession Document 
Management system designed 
to streamline the process of 
recovering &
collecting on a bad debt.
Reponotice.com

RouteOne, LLC
248-229-5170
Dealer Management Systems
routeone.com

Tire Profiles, LLC
844-276-3024
Drive Profits In Your 
Dealership Through Unique 
Customer Retention Strategy!
tireprofiles.com

TitleTec an AutoPoint Company
877-684-4958
Business, Title & Registration 
Software
titletec.com
Please see our ad on pages 14 
& 42.
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TrueCar 
512-735-5347
Dealer Leads
truecar.com

Wayne Reaves Computer 
Systems, Inc.
478-474-8779
Dealer Management Systems 
and Dealer Website Provider
waynereaves.com
Please see our ad on the inside 
front cover.

 Dealer News 
CBT Automotive Network, LLC 
678-221-2955
Highly targeted, multi-media 
platform for retail automotive 
executives and managers - 
Offering a Daily Automotive 
Newscast plus much more!
cbtnews.com 

 Dealer Training
NABD BHPH Academy
713-290-8171
Collection Academy
bhphinfo.com

 Dealer Website 
 Provider
Link To The Future
877-877-LTTF
Car dealer websites show 
off your brand, but more 
importantly, convert visitors 
into valuable leads
lttf.com

Nowcom Corporation / 
DealerCenter
888-669-2669
Dealer Management Software 
Solutions
dealercenter.net

Wayne Reaves Computer 
Systems, Inc.
478-474-8779
Dealer Management Systems 
and Dealer Website Provider
waynereaves.com
Please see our ad on the inside 
front cover.

 Document Imaging 
 Services
ESS Imaging Inc.
770-948-7111
Document Scanning and 
Imaging
essimaging.com

 Emissions
Georgia’s Clean Air Force
800-449-2471
Your resource for Georgia’s 
Vehicle Emissions Inspection 
& Maintenance Program
cleanairforce.com

 Finance Companies
Ace Motor Acceptance 
Corporation
704-882-7100 ext. 7509
BHPH Lending / Funding for 
contracts
acemotoracceptance.com
Please see our ad on page 28.

ADS of Georgia
404-316-3299
Financing
adsfi.com

AllCredit Acceptance 
Company, LLC
866-803-5128
Financing needs for 
Independent Used Auto 
dealers & customers
allcreditacceptance.com

Alliance Finance Inc.
770-435-6669
Personal & Automobile Loans
alliancefinance.biz

American Credit Acceptance
866-202-6912
Consumer Auto Finance 
Company providing financial 
solutions from coast-to-coast.
autofinancenow.com

American Motor Credit
678-213-5626
Auto Lending
americanmotorcredit.com

Auto Funding Group
770-587-2347
Point of Sale and Sub-prime 
Financing
autofundinggroup.com

Auto Use
678-480-5012
Subprime Retail Financing
autouseautoloan.com

Automobile Acceptance 
Corporation
678-284-5326
Financing needs for your 
customers
autoacceptance.com

Automotive Capital Resources
877-2AUTO85 
Portfolio Servicing, Payment 
Streams, & Bulk Purchase
automotivecapitalresources.com

Barnett Finance Company
912-692-0008
Providing Sub-prime 
Financing with Quick 
Callbacks, Fast Funding, and 
Flexible Terms
barnettfinance.com

BrandAuto Finance
770-277-8101
Indirect Auto Financing
thebrandbank.com

Car Financial Services
877-570-8857
Bulk Purchase, Payment 
Streams, Account Servicing 
for BHPH
carfinancial.com

Cash Plus, Inc.
877-227-4758
Car Title Loans, Payday 
Loans, Installment Loans and 
Post-Dated Check Loans
cashplusinc.com

Dealer Capital Services
337-524-1410
Portfolio Review, Lines of 
Credit & Bulk Purchase
mydealercapital.com

Dealer Funding LLC
877-538-5492
Secondary Financing
dealerfundingllc.com

Dealers Finance, Inc.
678-739-2059
BHPH Note Purchasing, Floor 
Planning
dealersfinance.com

Dealership Capital 
Partners, LLC
478-254-2477
Financing for Buy-Here-Pay-
Here Dealers
dealershipcapitalpartners.com

Federal Financial Services
678-519-3615
Personal Loans & Car Loans
FFSNC.COM

First Peachtree Financial, Inc.
404-255-0496
Account Purchase Program
fpfinc.com

Independent Bank
423-883-1503
Auto Loans; Direct Finance
i-bankonline.com

Independent Dealers 
Advantage, LLC
678-720-0555
Providing Sub-prime 
Financing when others cannot
idallc.com

International Credit, Inc.
678-325-5154
Working with Car Dealers for 
their Customer’s Financing 
Needs
internationalcreditinc.com

JBS Finance Co.
678-889-7782
Indirect Auto Loan Specialists
jbsfinance.com
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National Auto Lenders
305-822-2886
Non-Prime Auto Financing to 
Help Dealer Partners
nalenders.com

Nationwide Acceptance 
Corporation
770-935-5626
Secondary Finance
nac-loans.com

Peach State Federal Credit 
Union
678-889-4328
Auto Loans
peachstatefcu.org

Peoples Financial Corp
770-422-2735
Auto Loans, Direct or 
Indirect, Secondary
peoplesfinancial.net
Please see our ad on page 16.

Peoples Financial Hiram
770-948-6110
Auto Loans, Direct or 
Indirect, Secondary
peoplesfinancial.net

Peoples Financial Valdosta
229-242-6620
Auto Loans, Direct or 
Indirect, Secondary
peoplesfinancial.net

Peritus Portfolio Services
866-831-5954
Financial Services
peritusservices.net

Road Auto Finance
888-237-3189
Quality & Professional 
lending. We provide 
automotive financing to 
consumers through our 
trusted
dealer partners.
roadautofinance.com

Select Automotive  
Management LLC
941-907-8381
Financial Solutions
samfundsnow.com

Small Dealers Assistance
404-352-9936
Account Purchase Program
sdainc.net

Spartan Financial Partners
855-233-3605
BHPH Line of Credit
spartan-partners.com

Spring tree Financial, LLC
404-870-7087
In-direct lenders, finance
springtreefinancial.com

Sterling Credit
706-830-3045
Buy Bulk Receivables
sterlingcreditcorporation.com

Style Financial Acceptance
770-949-8598
Account Purchase Program, 
Point of Sale, Bulk
stylefin.co

U.S. Auto Credit Corporation
877-280-9267
Specialty automobile 
financing for sub-prime credit 
customers
usautocreditcorp.com

United Acceptance Inc.
877-281-2360
Account Purchase, Bulk 
Receivables
unitedacceptance.com
Please see our ad on page 58.

Wells Fargo Dealer Services
770-250-2405
Auto, Commercial & Real 
Estate Financing - Floor 
Planning - F&I - Banking 
Services
wellsfargodealerservices.com

Westlake Financial Services
888-389-3532
Auto, Commercial & Real 
Estate Financing - Floor 
Planning - F&I - Banking 
Services
westlakefinancial.com

 Financial Planning 
UBS-Century Wealth Consulting
404-848-2601
Investments
financialservicesinc.ubs.com/
fa/richardgrodzicki

 Floor Plan Companies
Ace Motor Acceptance 
Corporation
704-882-7100 ext. 7509
Funding for Contracts / Floor 
Planning for Inventory
acemotoracceptance.com
Please see our ad on page 28.

Auction Credit
770-336-7880
Increase Inventory using 
Flexible Credit Lines
auctioncredit.com

Auto Use
678-480-5012
Floor Planning
autouseautoloan.com

Automotive Capital Services
770-876-7547
Dealer Financing
autocapservices.com

Automotive Finance Corp
770-805-4155
Floor Planning
afcdealer.com

Car Financial Services
877-570-8857
Floor planning for BHPH 
dealers with NO audit fees
carfinancial.com

Carbucks
864-527-7147
Floor Planning
cbfloorplan.com

Dealers Finance, Inc.
678-739-2059
BHPH Note Purchasing, Floor 
Planning
dealersfinance.com

Floor Plan Xpress LLC
404-548-5041
Independent Floor Planning
fpxus.com

NextGear Capital
888-969-3721
Floor Planning; Flexible terms 
and competitive pricing for 
your inventory financing 
needs.
nextgearcapital.com
Please see our ad on page 17.

Wells Fargo Dealer Services
770-250-2405
Auto, Commercial & Real 
Estate Financing - Floor 
Planning - F&I - Banking 
Services
wellsfargodealerservices.com

 GPS Tracking - 
 Payment Protection 
 Devices
ARA GPS Systems
770-871-0051
GPS Tracking Devices
aragps.com
Please see our ad on page 53.

Cal Amp Wireless
847-400-7943
GPS Tracking Devices
calamp.com

Passtime
877-PASSTIME
Vehicle Tracking
passtimeusa.com

Spireon, Inc.
866-655-8825
GPS Vehicle Tracking and 
Fleet Tracking Solutions
spireon.com

Stars GPS
877-828-4770
The longest running GPS 
partner of NIADA; Education 
for Compliance, Disclosure, 
and Best Operating/
Collection practices
stars-gps.com
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 Insurance/Surety 
 Bonds
Absolute Surety LLC
407-674-7940
Surety Bonds
absolutesurety.com

American Risk Services
678-366-7279
Customized Collateral 
Insurance for BHPH Dealers 
& Finance
americanriskservices.com

BuySurety.com
800-600-9240
Surety Bonds
BuySurety.com

Cornerstone Insurance Group
800-257-9999
Bonds, Garage Liabilities, 
Dealers Open Lot, Workers 
Compensation, Property, Tow 
Trucks, Business Auto
dealergarageinsurance.com

D. Ward Insurance
770-974-0670
Since 1988 - All Types - 
Business & Personal
dwardinsurance.com

Farmers Insurance - Sheppard 
Bowen Agency 
770-334-8824
Auto, home, renters, business 
insurance and more 
agents.farmers.com/ga/
cartersville/sheppard-bowen

Florida Surety Bonds 
888-786-2663 
Dealer Surety Bonds 
floridasuretybonds.com

Georgia Insurance 
Associates, Inc.
678-985-0944
Bonds, garage Liability, 
Dealers Open Lot, Workers 
Comp, Property, Life, Health, 
Retirement, Home, Auto
georgiains.com

Hardegree Insurance Agency
770-390-0888
Garage Liability, Auto 
Inventory, and Bonds
hardegreeinsurance.com

Mall of Georgia  
Service Solutions
678-804-2111
Dealers Insurance, Service 
Contracts, Warranty 
Programs, GPS Waivers, Tire 
& Wheel Protection
mogsolutions.com

Peach State Federal  
Credit Union
678-889-4328
Auto, Home, Long-term Care, 
Accidental Death
peachstatefcu.org

Pearl Insurance
866-679-0891
Dealership Insurance
pearlinsurance.com

Primeco Insurance
770-971-8452
Bonds, Garage Liabilities, 
Dealers Open Lot, Workers 
Compensation, Property
primecoinsurance.com

Reeves Insurance Agency
770-949-0025
Bonds, garage Liability, 
Dealers Open Lot, Workers 
Comp, Property, Life, Health, 
Retirement, Tow Trucks
reeves-ins.com
Please see our ad on page 39.

Ron E. Widener & Associates
770-941-0293
Bonds, Garage Liability, DOL, 
WC, Property & Rental Car 
Insurance
ronwidener.com
Please see our ad on page 51.

Surety Bond Girls
678-694-1967
Surety Bonds, Title Bond 
Delivery in Atlanta Area
suretybondgirls.com

Tabb Insurance Agency
770-483-1800
Competitive Insurance 
Programs for your Personal & 
Commercial Coverage Needs -
Chris@tabbinsurance.com
tabbinsurance.com

The Surety Group LLC
1-844-4eBonds
Surety Bond Specialists
suretygroup.com

Williams and Stazzone 
Insurance Agency, Inc.
800-868-1235
Liability, Dealers Insurance, 
Rental, Workers Comp, 
Health, etc.
wsins.com

Zurich Insurance
888-840-8842 ext. 7449
Bonds, Rental, RV, Garage 
Liability, Open Lot, Property
zurichna.com

 Insurance Monitoring
Verifacto Inc.
678-916-8311
Verifacto technology is 
designed to improve the 
way lienholders track the 
insurance compliance for its
customers. The platform 
includes an interactive 
dashboard with built-in email 
and SMS functionality,
enabling auto dealer and auto 
finance companies to
verifacto.com

 Legal
Barron & Newburger PC
404-870–8077
Barron & Newburger, P.C. 
provides unique, personal and 
proven solutions to real world 
problems
bn-lawyers.com

The Gregory Law Group, LLC
678-281-0498
A practicing attorney who 
knows the car business from 
the inside out and has the 
ability to look at client’s 
dealerships from an attorney’s 
perspective with a dealer 
principal’s experience  
cardealerattorneys.com

Lefkoff, Rubin, & Gleason, PC
404-869-6900
Creditors’ Rights, Bankruptcy, 
Foreclosures and Collections
lrglaw.com

Macey, Wilensky, Kessler & 
Hennings, LLC
404-584-1200
Bankruptcy, Creditor’s Rights, 
and Financial Services
maceywilensky.com

 Online Marketing
AutoTrader.com
800-353-9350
Automotive Classifieds
autotrader.com

Cars.com
800-298-1460
Automotive Classifieds
cars.com

Carsforsale.com
866-401-9778
Online Advertising
carsforsale.com

EBay Motors
408-234-6429
Virtual Showroom
ebay.com

InterActive Financial Marketing 
Group, LLC
888-905-1002
Auto Finance Lead 
Generation, Lead Validation 
and Scoring, and Lead 
Management Service
interactivefmg.com
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Nowcom Corporation / 
DealerCenter
888-669-2669
Dealer Management Solutions
dealercenter.net

 Paint & Body
AP Auto Repair Shop
404-519-3560
Douglasville, GA

Courson’s Paint & Body 
Shop, Inc.
912-367-4226
Body Shop

Peachstate Paint & Collision
770-949-9244
Paint & Collision Specialist

 Parts & Service
Amerifleet Transportation
404-432-4611
Repair & Maintenance on 
Vehicles In Route or Temp 
Storage
amerifleet.com

Asbell & Sons Garage
478-448-4377
All Automotive repairs & 
rebuilds - farm equipment 
- heavy trucks - fork lifts - 
tractors - welding
facebook.com/asbellandsons

Associated Fuel Systems Inc.
404-361-1361
Full service truck repair shop. 
We can diagnose all your 
minor & major diesel repair 
needs down to the
most difficult troubleshooting 
issues.
associatedfuelsystems.com

Auto Doctor, Inc.
770-479-9339
Canton, GA - We are a 
collision center. We work 
on all makes & models. 
Restorations of cars & trucks.
Free Estimates
autodoctorstore.com

Auto Parts R Us
478-275-2877
We carry Georgia’s largest 
selection of new and used auto 
parts. If we don’t have it, we 
can get it for you!
auto-parts-r-us.com

Auto Tech & Body Work Inc.
404-363-1277
Excellent service, always 
willing to work with you.

AutoZone
866-727-5317
AutoZone Sales Center
autozone.com

Car-Part.com
859-344-1925
Vehicle Part Sales
car-part.com

Cooper Tire
419-889-2083
For Sales - Kevin Kummerer
us.coopertire.com

Matthews Garage, Inc.
770-382-0900
Family owned and operated 
business, servicing North 
Georgia for over 50 years.
matthewsgarage.com

MB Resources LLC
706-265-4587
Full service mechanic shop 
that serves the North Georgia 
area
mbresourcesllc.com

Mr. Perfect Customs
678-540-7750
Your one stop shop for all your 
auto upholstery, custom paint, 
car stereo, window tinting and 
auto security needs in metro 
Atlanta.
mrperfectcustoms.com

Mundy’s Collision Center
770-962-0169
Located in Lawrenceville, GA, 
we are an all-inclusive body 
shop and collision repair center
mundyscollision.com

North Point Upholstery
770-642-0440
One of the best known 
upholstery shops in the area.
northpointupholstery.com

Peach State Ambulance, Inc.
800-553-7724
Ambulance Sales and 
Ambulance Parts
peachstateambulance.com

Pull-A-Part, LLC
404-607-7000
The Rolls Royce of do-it-
yourself used auto part 
superstores.
pullapart.com

Rodfathers Collision Center & 
Sales
706-453-2881
Greensboro, GA - Full Service 
Mechanical, Detailing, 
Paintless Dent Repair, 
Automotive Glass
Replacement, Free Estimates

Simpson & Simpson LLC
770-532-4013
One of the largest inventories 
of used heavy duty truck parts 
and heavy duty truck body 
parts in Hall County
simpsonandsimpsonllc.com

Southern Pik-A-Part Of 
Columbus
706-689-1313
We are the cutting edge of the 
full service used auto parts 
industry! Lowest Pricing 
Guaranteed!
spap.us

Speedy’s U PULL A PART
229-436-1502
Your one stop junkyard for 
all your parts needs. We have 
the option of you pulling your 
own parts or we will pull your 
parts.

The Parts Farm
912-526-3080
Call us today about putting an 
engine kit together for your 
street rod, retro conversion or 
kit car!
stores.ebay.com/thepartsfarm

Tire Profiles, LLC
844-276-3024
Our Award Winning 
Technology Will Change Your 
Business FOREVER! 
tireprofiles.com

Utility Trailer Sales of Georgia
888-489-4966
Transportation Trailer & Parts 
Sales
utilityofgeorgia.com

 Pre-Employment 
 Screening Solutions
Verified First, LLC
888-868-3803
Hire with Confidence. Make 
a background check and drug 
screen part of every position’s 
recruiting effort
Contact: Anthony Parker 
associationmember@
verifiedfirst.com
verifiedfirst.com

 Printing
Lewis Color, Inc.
800-346-0371
RLewis@LewisColor.com
lewiscolor.com

 Promotional & 
 Marketing
10 Foot Wave
770-845-5577
Digital Signage
10footwave.com

Accessory Distributing Co Inc.
770-745-8446
Key Tags, Chemicals, Pin 
Stripping, Magnets
yeagersadc.com
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Lewis Color, Inc.
800-346-0371
RLewis@LewisColor.com
lewiscolor.com

Meeting Street Graphics
205-497-0520
Personalized Drive-Out Tags
cartags4less.com

Sea of Promoceans
770-676-6066
Representing Top Industry 
Leaders in the Promotional 
Product Industry 
tricia@seaofpromoceans.com
oceans@charter.net
seaofpromoceans.com

 Reconditioning &  
 Accessories
Accessory Distributing Co Inc.
770-745-8446
Key Tags, Chemicals, Pin 
Stripping, Magnets
yeagersadc.com

Advance Chemical Products
770-424-8300
Detail Supplies
acpcarwash.com

Ardex of Atlanta Inc.
770-279-6161
Chemicals, Automotive Parts 
& Accessories

Usedcarsupplies.com
770-448-6982
usedcarsupplies.com

We Buy & Sell Key Fobs
402-964-2441
We Buy Your Unwanted 
Keyless Entry Remotes
webuykeyfobs.com

Rental Car Business
Associated Car Rental Systems
770-948-1731
Rent-A-Car Training & 
Insurance
ronwidener.com
Please see our ad on page 51.

Independent Car Rental
800-348-3624
Rental Software & Insurance
independentcar.com

 Rental Car Companies
Avis Rent A Car Systems, Inc.
770-926-9294
Vehicle Rentals
avis.com

Enterprise Leasing Company-
Southeast
803-749-6153
Vehicle Rentals
enterprise.com

Hertz Rent-A-Car
706-543-5984
Ben Epps Airport - Athens 
Location
hertz.com

Penske Truck Leasing Co.
610-775-6099
Truck Rental
pensketruckleasing.com

RDR Car Truck & Van Rental
229 924-6330
Affordable and reliable rental 
services for cars, trucks, vans, 
suv’s, and moving trucks
rdrrentals.com

Xpress Rent-A-Car
478-272-1200
Car Rental in Dublin, GA 
- 2372 US-80, Dublin, GA 
31021 

 Repossession & Skip 
 Tracing
Hill & Associates Of GA, Inc.
770-499-1801
Automobile Repossessions
hill-assoc.com

Reponotice.com
502-387-5485
Repossession Document 
Management system designed 
to streamline the process of 
recovering & collecting on a 
bad debt.
Reponotice.com

Victory Recovery Services, Inc.
866-945-2855
Nationwide Skip Tracing & 
Repossession
vrs-corp.com

 Satellite Radio
SiriusXM Radio
866-635-5027
Satellite Radio & Online Radio 
Service
siriusxm.com

 Service Contract 
 Providers, Warranty
ADS of Georgia
404-316-3299
Extended Warranty
adsfi.com

ASC Warranty
800-442-7116
Service Contracts
ascwarranty.com

Diamond Warranty Corp
800-384-5023
Extended Automotive 
Warranty Coverage Plans & 
Aftermarket Vehicle Warranty 
Provider
diamondwarrantycorp.com

FNI Incorporated
888-973-9776
Vehicle Service Contracts, 
Total Loss Protection & 
Product & Compliance 
Solutions
myfni.com

GWC Warranty
802-482-7357
Service Contracts
gwcwarranty.com

Patriot Automotive Consulting
704-953-6549
Service Contracts, Portfolio 
Acquisitions, Reinsurance & 
Profit Sharing
patriotautomotiveconsulting.com

Penn Warranty Corp
800-356-9441
Service Contract Provider
pennwarrantycorp.com

Preferred Warranties
800-548-1121
Warranties
warrantys.com

ProGuard Warranty Inc.
570-414-0431
Warranties
proguardwarranty.com

Strategic Dealer Services
214-838-1212
Warranty & Marketing for the 
BHPH Dealers
sdealers.com

Wells Fargo Dealer Services
770-250-2405
Services, Warranty Solutions
wellsfargodealerservices.com

 Social Media &/or 
 Online Reputation
 Monitoring
Professional Mojo LLC
866-611-2715
Online marketing portfolio 
creation and management
professionalmojo.com

Trade Buddy
912-324-4302
A social network platform for 
car dealers and wholesalers
tradebuddy.com

 Tax Commissioners
Chatham County Tax 
Commissioner
912-652-7110
Tax Commissioner
tax.chathamcounty.org

 Title Services
Avanco Tag & Title Service
404-768-7162
Title and Registration Services
avancotagtitle.com
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DealerTrack-RTS / Tri Vin Inc.
888-346-3087
Paper & Electronic Vehicle 
Title Admin - Liens and Title 
Management
us.dealertrack.com

Ron E. Widener & Associates
770-941-0293
Title Processing, Dealer Tags, 
Title Bonds, & Training
ronwidener.com
Please see our ad on page 51.

Southern ELT
888-675-7477
Electronic Lien & Title
southernelt.com

Tags & Titles, Inc.
770-552-8227
Tag & Title Service
tagstitles.com

TitleTec an AutoPoint Company
877-684-4958
Business, Title & Registration 
Software
titletec.com
Please see our ad on pages 14 
& 42.

 Towing & Vehicle 
 Transportation
Amerifleet Transportation
404-432-4611
Vehicle Transportation and 
Temporary Storage of Vehicles
amerifleet.com

Express Towing & Freight LLC
478-233-7614   
Towing Services , Transport & 
Towing & Storage 

 Used Car Valuation
Black Book
770-532-4111
Wholesale Vehicle Guide
blackbookusa.com

RouteOne, LLC
248-229-5170
Automated Vehicle Value 
Tools
routeone.com

 Vehicle History 
 Reports
Auto Data Direct, Inc.
850-877-8804
Vehicle Database Searches
add123.com

CarFax
404-323-8584
Vehicle History 
carfax.com 

 Vehicle Modifications
Adaptive Driving Solutions Inc.
706-364-2688
Quality new and used 
handicap vans and scooter 
lifts designed to accommodate 
your individual needs
augustamobility.com

Adaptive Mobility Systems, Inc.
770-674-0776
Adaptive Mobility Systems 
was incorporated in Georgia 
in 1979 and has been building 
wheelchair accessible vans 
since
maxvan.com

AMS Vans, Inc.
770-729-9400
Van Conversions
amsvans.com

Custom Mobility Van & Lift 
Sales & Services LLC
706-353-1099
Conversions, Hand Controls, 
and Wheelchair Lifts
custommobility.net

Peach State Ambulance, Inc.
800-553-7724
Ambulance Sales and 
Ambulance Parts
peachstateambulance.com

t service provider directory

PLUG INTO GIADA MEMBERSHIP
Representation • Education

Information • Savings
Individual Help

Visit giada.org/membership-benefits

Here are a few of the benefits we offer:
• Representation: We have Georgia General Assembly lobbyists and a Political Action Committee so that your voices will be 

heard in government.
• Education: We teach pre-license and continuing education seminars, provide legislative updates, provide informative website 

and monthly news magazines.
• Information: Our bi-monthly magazine, Independent Auto Dealer News, keeps you informed of the latest news. Our service 

provider directory lets you know about local businesses associated with GIADA, services they offer and how to contact them. 
We also have State and National conventions and trade shows.

• Savings: A complete line of forms is offered to members at a discounted price, along with GIADA’s popular discount coupon 
book totaling over $38,000 in savings from auctions, insurance, finance products, advertising and much more.

• Individual Help: You don’t have to be alone in an ever changing and challenging industry. Qualified and experienced staff 
giving you prompt attention and answers, not lip service.



ADESA Assurance buyer protection program and CarsArrive Network must both be selected at time of purchase to qualify for transportation refund. Vehicle must be returned in same 
condition as purchased within 30 days from purchase date. ADESA Assurance refund covers vehicle sale price and buy fee; transportation costs are only included if CarsArrive Network 
is used for transportation. See terms and conditions for full details. ADESA Assurance program may be cancelled by ADESA at any time and without notice.

DON’T LIKE IT?
30-DAY RETURN GUARANTEE

Purchase a 30-day guarantee 
on off-lease and rental vehicles 
offered in the DealerBlock Prime 
sale on ADESA.com. Pay just 
$50 for a 30-day guarantee.

Log in to ADESA.com and click the “DealerBlock Prime”
button to find eligible inventory.

 Need to return the vehicle?
      We’ll pick it up from your lot!

 Transportation refund too!
      If you use CarsArrive Network       
      for transport of an ADESA 
      Assurance vehicle, we’ll refund             
      your transportation cost, if the       
      vehicle is returned.

DON’T KEEP IT.
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704-882-7100 ext. 7509Acemotoracceptance.com

Listen, be understanding, and show 
compassion but always bring the 
conversation back to discussing 
repayment. Take thorough notes, 
allowing you to be informed for the 
next contact. End each contact 
restating your arrangements, this 
strengthens what you have agreed 
upon. If you cannot nail down 
complete repayment arrangements 
to bring the customer current, set a 
time to revisit the situation with the 
customer. Have a positive attitude 
on each call or in-person contact, 
expecting good results will help 
achieve them. 

Ace Motor Acceptance Corp. (AMAC) specializes in supplying capital to BHPH dealers. Our 
BHPH in a Box™ program provides capital to fund contracts and floorplan lines of credit 

to purchase inventory.  By offering both, AMAC improves your cash flow by allowing you to 
pay off your floorplan when the deal is funded.   We understand what it takes to grow your 
business. AMAC allows you to maintain your customer relationship, leading to increased 
repeat and referral business.  Instead of selling off your portfolio or doing an expensive 

payment stream, AMAC has a superior program that allows you to retain strong monthly 
cash flow from customer payments. We approve you, not your customer.  The BHPH in a 
Box™ program is the most complete program in the industry.  To learn more call AMAC 

today at 704-882-7100 ext. 7509. 

AMAC offers financing to qualified BHPH dealers 
looking to expand their business.

Funding for Receivables

You Collect or We Collect

Floorplan Lines

Simplified Insurance Tracking

Reports Package

Training

Bulk Roll in for Existing Contracts

Cash Flow from Payments

What’s included:

Provide a Customer 
Service Department, not a 
Collections Department

Tip MonthOF
THE
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A NEW DAY DAWNS FOR
GEORGIA AUTO DEALERS!

GIADA is proud to announce our partnership with TitleTec to provide you with 
their innovative Electronic Title and Registration (ETR) system.

“ 
My dealership jumped on the ETR opportunity and it’s working great and sav-

ing me the trip to the Tag Office which is saving me money. TitleTec knows what 
they are doing and understands my business. I would seriously recommend the 
TitleTec innovative Electronic Title and Registration (ETR) System to any dealer.”-Jamey Richman, Owner Cherokee Auto Sales

“ 
We chose TitleTec to partner with our association to build the GIADA TOP’s 

Web Portal System, which is running very smoothly. GIADA is proud to support 
TitleTec while they begin to upgrade TOP’s dealers to the new ETR System. The 
TitleTec system will streamline the titling process, save you money and provide a 
better overall customer experience. The future is here and we need to embrace 
it and be willing to change our business model to adapt to new technology that 
in the end, will make us better at what we do. ”-Paul John, Executive Director, GIADA

TitleTec | AutoPoint, along with the GIADA services, has organized seminars to educate you on this new 
process. To request further information or ask any questions regarding this new process, visit 

www.giada.org/titletec-etr-system or call the GIADA office at 770-745-9650. 
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For all of your automotive print, 
promotional and marketing needs.
Custom Floor Mats • License Plates and Frames
Swooper Banners • Business Forms and Products
Balloons • Key Tags • Business Cards
Commercial Printing and Marketing
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your business!

Purchase forms and promotional 
items quicker with a store account 
and our newly simplified checkout!

giada.org/dealersupplies
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WEDNESDAY, FEBRUARY 15TH

Cars, Cash & Caring 

www.southeasternaa.com | 1712 Dean Forest Rd | Savannah, GA 31408 | 912-965-9901

Shriners Hospital for Children
A donation will be placed for every transaction made

Jan. 11th - Feb. 15th

Sell Online | Platforms We Off er:
Buy Online | All Lanes Available Via Simulcast

BUY & SELL NOW
TO INCREASE YOUR CHANCES AT WINNING SOME OF THE

$25,000

1000+ Vehicles!

IN CASH & PRIZES THAT WILL BE
GIVEN AWAY ON FEB. 15TH!

COMING
IN 2017

GIADA will offer 
Custom Dealer Tags
and Business Cards!
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CENTER

SEAFORD & MILFORD
Over 100 Family-Friendly Years Serving Delmarva Since 1908
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Auto Manufacturer 
Off-Lease Returns

      1M 2M 3M 4M

2016

2017

2018

Source: Tom Webb, Chief Economist, 
Cox Automotive

INDUSTRY OUTLOOK

Since the presidential election in early No-
vember, the stock market has hit all-time 
highs, and economists across the country 
have adjusted their economic forecasts up-
ward for 2017, as tax cuts, government de-
regulation, and new job creation are strong 
possibilities as a result of the presidential 
election.

Tom Webb, chief economist at Cox Auto-
motive, parent company of Manheim, ex-
pects used vehicles sales in 2017 to increase 
3-4.5 percent over the 41 million used vehi-
cles purchased in 2016. The 2016 number 
would represent an all-time record.

Webb said sales were on track to hit a re-
cord again in 2017 given the likely slow 
down in new vehicle sales and the increased 
number of off-lease vehicles returning to 
the marketplace.

“This was likely to occur with or without 
a Republican victory for president,” Webb 
said. “Regardless of your political affilia-
tion, the Republican control of the White 
House and Congress should only bode well 
for the economy, given the discussion about 
tax cuts.”

Webb said sales had slowed for franchise 
dealers going into the election, and there 
was a big incentive push to move a back-
log of inventory on franchise dealer lots in 
November. 

“The biggest question out there for both 
new and used sales is the availability of re-
tail financing as there has been a lot of talk 
about a contraction,” Web said. “I don’t see 
it happening. Even if it slows and is not as 
free-flowing as it had been for the past two 
years, it could not have been better. There 
have been a number of small credit unions 
entering the space as well.”

Auto Economists Adjust Forecasts
Upward for a Number of Reasons
By Peter A. Salinas, GIADA Communications

Webb noted that November wholesale price 
declines, about 1 percent, were more relat-
ed to new-vehicle market activity — chan-
nel stuffing and higher incentives.

“To compete, the used-vehicle market 
needed to adjust prices quickly as inventory 
turn remains paramount.” Webb said.

Michelle Krebs, senior analyst for Auto-
trader, said November manufacturer incen-
tives were “very strong.”

“In fact, our AIS arm (Automotive Infor-
mation Systems), which tracks incentives, 
for the first time was literally inputting new 
promotions for Black Friday on Thanksgiv-
ing morning.”
 
Tom Kontos, Executive Vice President and 
Chief Economist, ADESA Analytical Ser-
vices, said he hasn’t seen enough data to 
determine if there has been a post-election 
bounce in the auctions lanes driving sales.

“There will always be folks that feel the re-
sults of an election will be a bad thing for 
the country,” he said. “Psychology always 
place a role in the economy. If you have 
dealers out there who believe that there will 
be  an increase in infrastructure spending, 

3.1M

             3.6M

        4.1M

job creation, and less regulation, then they 
are more likely to have a positive attitude 
about their business going into 2017.”

Webb noted that the there have been pen-
dulum swings for consumer auto financ-
ing, especially in the subprime and deep 
subprime segments. He said the pendu-
lum has swung further to looser credit 
than it usually has, so it may take more 
time to swing in the other direction.

Kontos said higher interest rates and 
higher gas prices are very likely in the 
coming year. He noted that recent agree-
ments among OPEC producers and Rus-
sia to cutback on production will cause 
prices to rise, but that only made oil pro-
ducers in the U.S. excited about the op-
portunity, since their production is much 
more profitable at higher prices.

“Interest hikes should be minimal and I 
don’t see gas prices getting to $3 a gal-
lon any time soon,” Kontos said. “Credit 
tightening among larger finance compa-
nies is likely, but they will not get prohib-
itively tight. They have been much more 
than adequate. It could create a boost 
for buy here-pay here dealers, who will 
be glad to service customers who can no 
longer get financing from larger finance 
companies.”

Record off-lease returns in 2016 will con-
tinue well into 2018. There were 3.1 mil-
lion off-lease vehicles returned to market 
in 2016, and that number will grow to 3.6 
million in 2017 and 4.1 million in 2018.

“These are built-in increases that will be 
coming back,” Webb said.

The good news for used car dealers is 
there is a broad cross section of vehicles 
returning to market. Typically, leases had 
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been for higher end sedans and luxury ve-
hicles, but in recent years there has been 
a bigger push among manufacturers in 
leasing vehicles like Chevrolet Cruze and 
Honda Civics. In fact, Webb said, there is 
a broad spectrum of vehicles returning 
to market and should give dealers a wide 
selection at auction and other wholesale 
venues.

Kontos said as off-lease volumes ramp up, 
dealers will have greater selection and the 
opportunity to be choosier.

“Savvy dealers will see these volume in-
creases as an opportunity,” Kontos said. 
“They can be much more selective not 
only about what they buy, but when they 
buy. If the vehicle they wanted didn’t sell, 
they know it may be available again the 
next week at a lower value or there will be 
something similar that will take its place.”

Webb said he expects new vehicle sales to re-

main flat or slow a bit given that there have 
been record numbers of new vehicles sold in 
recent years — over 17 million annually.

“There were 17.5 million units sold in 
2015 and we should hit that mark again 
in 2016,” Webb noted. “I don’t think there 
is the appetite in the market to hit those 
numbers, though we could see 17 million 
units sold in 2017.”

Krebs said she believes new car sales will 
be in the 16.8 million to 17.3 million range.

“We think a lot of people are being frozen 
out of the new car market,” Krebs said. 
“Housing, education, health care and cars 
are all increasing in cost, and incomes have 
not been matching those rises. It will take a 
lot of people out of the new car market and 
move them to the used car marketplace.”

Krebs said many of those moving to a used 
vehicle may stay with a manufacturer with 

one of the many certified pre-owned pro-
grams.

“They get the same piece of mind, a low-
er payment, and some of the programs are 
adding on things like OnStar, SiriusXM, 
and free maintenance,” Krebs said. 

Webb noted that the talk of tax cuts, in 
and of itself, could lead to increased sales, 
and if cuts are approved by Congress and 
signed into law, it could significantly boost 
the overall economy, including new and 
used car sales. He added that deregulation, 
could benefit the automotive retail indus-
try, though that could take some time.

“Overall, I have adjusted my economic ex-
pectations upward, but not significantly,” 
Webb said. “Infrastructure projects, if they 
come about, will take some time. The more 
immediate impact would come from tax 
cuts, as this would put money directly in 
the consumer’s pocket.” n
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INDUSTRY INSIGHT

Beepi, an online marketplace for buying 
and selling used cars, has hit a major pot-
hole.

The company, which was operating in 16 
U.S. cities, plans to shut down in “non-prof-
itable markets outside of California,” laying 
off 180 workers, and merging with a not-
yet-launched venture called Fair, a state-
ment from Beepi confirmed. Beepi oper-
ated in Arizona, California, Florida, New 
York, and Washington as well as the greater 
Washington D.C. area. Neither company 
would say how many markets would be 
shuttered. News about the shakeup was first 
reported by tech news site TechCrunch.

In a statement, Beepi painted a rosy picture 
of its alliance with Fair by saying “that it’s 
joining forces with a number of automotive 
industry veterans to integrate dealers into 
Beepi’s digital car-buying platform.” Those 
veterans include Georg Bauer, formerly of 
BMW, Mercedes-Benz, and Tesla; Scott 
Painter, formerly of TrueCar; and Fedor 
Artiles, formerly of Mercedes-Benz, Chrys-
ler, Volkswagen, and Tesla.

Ale Resnik, co-founder and CEO of Beepi 
described the relationship with Fair.com as 
a partnership. But this partnership comes 
with a significant pivot. Fair’s business 
model includes car dealers selling on its 
site, while Beepi’s was based on consumers 
buying and selling cars between themselves.

From the statement provided by Beepi to 
Fortune: “The number one objective will be 
to scale the business profitably while also 
integrating dealer partners. Beepi will shift 
its focus by tapping into a ready supply of 
high-quality cars for customers, and its in-
frastructure will be well positioned to deliv-
er in a radically different way that modern 
customers have grown accustomed to.”

Beepi marketed its business around a 
240-point inspection that all cars must pass 
before being sold on the marketplace. Pro-
fessional inspectors would visit the seller’s 
home to verify that cars listed were in good 
condition as a way to help build trust with 
customers.

Beepi competed with several other online 
used car startups including Carvana, Shift, 
and Vroom. In the past year, Beepi tried 
to differentiate itself from rivals and earn 
more revenue by adding new services in-
cluding car auctions. It also added a used 
car leasing option for customers and full 
nationwide delivery.

Beepi, which employed 270 people as of 
September, had raised nearly $149 million 
over the past two years from venture cap-
ital firms including Redpoint, Sherpa Ven-
tures, Foundation Capital, Capital Invent, 
and DE Shaw. Part of the money came from 
$70 million raised in a funding round last 
year led by SAIC Motor Corporation, one 
of China’s largest domestic automakers and 
parts supplier.

Still, those funding goals fell short of the 
$300 million that Beepi’s CEO had once 
suggested was imminent.

Getting a clear picture of Beepi’s finances 
is difficult. It never shared specific revenue 
numbers, instead preferring to provide 
fuzzier metrics like percentage growth in 
sales.

Beepi may have shopped itself around, at 
least informally, before it partnered with 
Fair. Shift CEO George Arison sent an 
email obtained by Fortune to update his 
employees about the news that implied that 
Beepi was on the block.

“We’ve suspected that this may happen; 
in fact Beepi even approached us recently 
about buying their company,” Arison said 
in the email. “I am sad for everyone at Bee-
pi who will be impacted by this news. That 
said, I want to emphasize that this ultimate-
ly will present opportunities for Shift.”

Fortune has confirmed that Beepi ap-
proached Shift through “back channels,” 
according Shift business and product chief 
Toby Russell. However, Shift’s board never 
received a formal sales presentation.

Beepi’s exit does present an opportunity 
for Shift, which despite its different busi-
ness model that includes test drives before 
buying, still competed with the startup. For 
instance, since Beepi stopped advertising in 
the past week Shift’s conversions on Google 
ads increased over 25% in both San Fran-
cisco and Los Angeles, according to Ari-
son’s email. n

This Online Used Car Startup Just Made a 
Major Pivot
Beepi is closing operations outside of California and merging with a new venture.

By Kirsten Korosec, Fortune

Beepi, which employed 270 
people as of September, had 

raised nearly $149 million 
over the past two years from 

venture capital firms...

COUPON
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While prices for 
trucks decreased 
last week by a 
higher figure than 
Black Book had 
seen in a month, 

auction observers watched more vehicles of 
all segments roll over the block without the 
hammer falling.

Multiple Black Book personnel reported 
that no-sales moved higher last as Novem-
ber closed and December began. A lane 
watcher in Texas told Black Book Market 
Insights that, “The market trend here is 
slow, plenty of attendance and consignment 
but a lot of no-sales.”

Over in Nevada, a similar scene unfolded 
as Black Book personnel reported back that 
“Demand seems to be on the older model 
mid-size sedans and SUVs but still a high 
number of no-sales.”

In Washington, the market was described 
as “soft” but the Black Book representative 
indicated “Vehicle volume is high in this 
location.”

However, not everywhere were dealers and 
wholesalers thinking about shopping on 

Amazon rather than purchasing what was 
coming down the lanes.

For example in Arizona, the story from 
Black Book was, “Steady market here with 
low mileage clean cars doing well.” And in 
Tennessee, “A good sale today with trucks 
and SUVs both in strong demand.”

Furthermore from Illinois, the auction ob-
server reported, “Sales have been strong 
here over the past few weeks with SUVs and 
midsize sedans remaining in demand.”

Perhaps playing a role in pushing demand 
for some of those units is softening prices, 
especially for trucks

Black Book reported overall, volume-weight-
ed truck values decreased by 0.68 percent 
last week. The reading was higher than the 
average depreciation rate of 0.47 percent 
seen during the previous four weeks.

In truck segments, editors noticed prices in 
the full-size crossover/SUV, minivan and 
full-size van segments declined the most, 
dropping by 0.90 percent, 0.82 percent and 
0.77 percent, respectively.

On the car side, Black Book determined 

overall, volume-weighted car values de-
creased by 0.56 percent last week. The read-
ing was same as the average depreciation 
rate of 0.56 percent spotted during the 
previous four weeks.

In car segments, editors mentioned prices 
for the prestige luxury car, sporty car and 
full-size car segments declined the most, 
sliding by 0.99 percent, 0.97 percent and 
0.89 percent, respectively.

“So far this year, light trucks have per-
formed better than the car segments in 
value retention. However, last week we 
saw a different trend with larger drops in 
truck segments,” said Anil Goyal, Black 
Book’s senior vice president of automo-
tive valuation and analytics.

Looking at all of November’s price activ-
ity, Black Book indicated that overall ve-
hicle depreciation came in at 2.3 percent.

“Although crossovers and SUVs have 
done well, the smallest versions of this 
segment have underperformed,” editors 
said. “Sub-compact luxury and main-
stream crossovers experienced the most 
depreciation last month at 3.5 percent or 
higher.” n

Truck prices soften as 
no-sale volume climbs
By Auto Remarketing Staff
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In determining the value of a BHPH busi-
ness, it is evident that the bulk of the net 
worth lies in the A/R portfolio. With that 
said, many dealers put far too little energy 
into making sure that portfolio is running 
on all eight cylinders. 

Here are three tips that you can implement 
that will:

• Decrease the amount of charge-offs 
your company takes, and 

• Increase the net worth of your portfo-
lio. 

1AUTOMATE YOUR OUTBOUND 
NOTIFICATIONS
Implement a system in your com-
pany that automatically TEXTS 

your customers with updates on their ac-
counts. 

Traditional methods are time-consuming, 
and therefore, expensive! Time equates to 
dollars; either in wages, or in opportunity 
cost. If you’re a one or two-man show, and 
have to manage collections as well, your 
energy is being diverted from the most im-
portant aspect of your business, MAKING 
SALES!

Most operations we see have at least some 
form of outbound notification, e.g. some-
one in the office calls the customers when 
payment is due, or a letter is sent out to cus-
tomer a few days prior.  Sometimes, these 
notifications “fall through the cracks”. The 

collections manager gets sick, is too busy, 
or simply forgets, and the customer doesn’t 
receive their “reminder”. 

2OFFER RECURRING BILLING
Get a customer-managed recur-
ring billing option.

When considering a recurring solution, 
the main thing to consider is customer 
“usability”, i.e. it needs to be easy to en-
able/disable/edit.  Extenuating circum-
stances must be considered as well. For 
example, a customer needs a sister to pay 
for them this month, they need to be able 
to disable the recurring billing temporar-
ily, allow their sister to pay, and enable 
the recurring billing for the next due date 
to roll around. The ‘spreadsheet of cred-
it card info behind the desk’ and the re-
curring billing authorization form won’t 
do the job. FACT: customers who pay by 
statement are 23% more likely to become 
delinquent than those customers who use 
recurring billing. 23%!

3REDUCE FRICTION.  GET 
AN ONLINE PORTAL WHERE 
YOUR CUSTOMERS CAN PAY 
YOU ANYTIME, ANYWHERE

Reduce the amount of “friction” the cus-
tomer encounters on the road to making 
a payment by expanding your customers’ 
payment options, options of when to pay 
and how to pay. 

Here’s why: there are a number of other ser-
vice providers looking to get money out of 
the same paycheck, and when the customer 
has to make the decision to cut one of them 
out of the feeding trough this week, the 
company with the highest amount of pay-
ment friction loses. It no longer becomes a 
decision of “which of these bills is the most 
important?”.  You can be cut out of the race 
simply because you’re not even on a level 
playing field with the other guys. 

What’s the easiest way to fix this? Setup an 
online portal for your customers. Give 
them an option to pay 24/7/365 from their 
smartphone or computer, because that’s 
what today’s consumers expect, and that’s 
what your ‘paycheck competition’ is utiliz-
ing.

BONUS: This is the synergy tip. All three of 
the above tips will decrease your delinquen-
cies and charge-offs, and in-turn increase 
the net worth of your portfolio; but togeth-
er, 1 + 1 + 1 = 4. Implement an online bank-
ing portal that your customers can access 
24/7, that allows them to enable/disable/
edit their recurring billing, that sends them 
up-to-date information about their car loan 
on a regular basis, and that gives them the 
power to handle their financial life on their 
terms. Make them the only variable in the 
equation. You’ve given them all the options, 
you’ve enabled them to manage it how it 
best suits them, and now the ball is in their 
court. n

Increasing Your Company’s Net Worth
An entire article without the word compliance!

By Brandon Cavalier, CarPay, Inc.
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INDUSTRY INSIGHT

Things became grim the moment the In-
surance Institute for Highway Safety added 
headlight performance to its testing regi-
men. An initial report on midsize cars came 
back with only a single vehicle receiving a 
good score, and IIHS wasn’t any kinder to-
ward SUVs or pickup trucks. The general 
consensus seemed to be that most head-
lights are absolutely terrible at providing 
adequate visibility but great at blinding 
oncoming traffic.

Adding headlight effectiveness to the 
ratings criteria for the IIHS’s Top Safe-
ty Pick+ designation ended up cutting 
the previous year’s list practically in half. 
Down from 79, only 38 models received 
the safety plus appointment under the new 
measurements. 

“The field of contenders is smaller this 
year because so few vehicles have head-
lights that do their job well, but it’s not as 
small as we expected when we decided to 
raise the bar for the award,” IIHS President 
Adrian Lund said in a statement.

American automakers, which have dwin-
dled from the list over the last few years, 
can blame the new headlight guidelines 
for this year’s particularly bad perfor-
mance. Only three U.S. models earned the 
Top Safety Pick+ distinction: Buick’s En-
vision, Chevrolet’s Volt, and the Chrysler 
Pacifica.

Asia did much better. Toyota had nine 
winners and Honda was second with five. 
Subaru and Nissan both had three. Hyun-
dai had a couple too, including the 2017 
Hyundai Santa Fe seen being demolished 
in the above photo.

The new IIHS ratings criteria requires that 
vehicles must earn a “good” or “acceptable” 
rating on the headlight evaluations to mer-
it a consideration for a Top Safety Pick+ 
award. Testing evaluates not only forward 
distance illumination but also curved road 

effectiveness and how much glare other 
drivers are subjected to.

With higher-tech crash prevention sys-
tems like brake-assist and collision detec-
tion becoming more common in vehicles, 
the Insurance Institute for Highway Safety 
decided to take a careful look at headlights 
— something that wasn’t necessarily bene-
fiting from, or improving with, those other 
advancements. “Some lights with the newer 
technology are not doing as good of a job as 
older headlights,” Lund said.

With around half of all fatal accidents oc-
curring at night, you would hope that au-
tomakers would go the extra mile to make 
sure headlights are up to snuff. However, 
IIHS says that government standards for 

the basic safety equipment, established by 
the National Highway Traffic Safety Ad-
ministration, allows for large variations in 
illumination.

“We’ve raised the bar,” Lund told USA To-
day. “Automakers have not focused enough 
attention on whether or not headlamps are 
aimed such that they light up the road for 
the driver ahead of them.”

In addition to a positive headlight assess-
ment, vehicles must receive good ratings on 
all IIHS crash tests and have “advanced” or 
“superior” collision avoidance systems to 
garner a Top Safety Pick+ award. A stan-
dard Top Safety Pick rating requires identi-
cal criteria with the exception of the head-
light ratings. n

Crummy Headlights Decimated the IIHS Top 
Safety Pick List
By Matt Posky, TheTruthAboutCars.com
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Copart Acquires New Location in South Georgia

MEMBER NEWS

Copart, Inc., the online vehicle auction 
company, is proud to announce the expan-
sion of its location in Tifton, Ga.

“Our Copart Tifton expansion is a great 
compliment to the six other locations we 
have in Georgia,” said Jay Adair, CEO of 
Copart. “We recently announced six other 
expansions and two new locations along 
the East Coast, including our newest Geor-
gia location in Cartersville.” Copart Tifton 
is located at 399 Oakridge Church Road, 
and currently hosts online auctions every 
Tuesday at 10 a.m. EST.  
  
Copart’s patented VB3 technology links 
sellers to more than 750,000 Members 
across the globe through its multi-chan-
nel online platform. Members can partic-
ipate in multiple online auctions around 

the world simultaneously via mobile, tablet 
and desktop. 

Similarly, Copart’s Mobile App provides 
Members with an easy way to stay con-
nected with multiple live online auctions 
and allows Members to place bids and 
view vehicles. Inventory is not limited to 
vehicles, but also includes a wide collec-
tion of boats, RVs, ATVs, motorcycles and 
more.  

Copart Inc. is known for practicing good 
corporate citizenship; Copart Atlanta East 
recently ran a canned food drive benefit-
ing Shephard Staff Ministries Food Pan-
try. Additionally, as a proud community 
partner, Copart offers law enforcement, 
fire departments and similar government 
agencies a safe training environment. Co-

part locations are also used by agencies 
as a controlled environment to train K9s 
to track narcotics and explosive devices. 
Agencies are encouraged to contact their 
local Copart to learn more about conduct-
ing training at one of their locations. n

we are. counselorlibrary.com
877-464-8326
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There are numerous sales strategies in the 
mix right now, this means you can chase 
down a sale via phone selling, social media, 
offline, and more. Phone selling may not 
be a new concept to you, after all the stock 
brokers got rich off their phone. They were 
the masters of phone selling even though a 
couple of times some illegal activities may 
ensue, but the point is the effectiveness of 
phone selling is carefully highlighted by the 
success of their work. This act or skill if ap-
plied in the automotive industry will only 
improve what you already have, and pres-
ent you with one more effective means of 
making sales.

Advancing telephone sales techniques and 
a phone marketing strategy for dealerships 
and even small businesses is more import-
ant than you might know. With a well-
planned out strategy, sales can be incurred 
from pretty much anywhere; that is why 
having an expert phone sales technique is 
almost a necessity to a business that is de-
pendent on sales. Phone selling should not 
be underestimated; even professional sales 
experts use them in unison with other sales 
strategies to help them reach their sales tar-
gets. Here are a few tips that can guide your 

phone sales officer on bringing more sales 
home:

Recall Success Stories: It is very engaging 
to hear success stories, tell the clients about 
a previous client your dealership helped 
achieve satisfaction and let them know 
you are confident you can land this one for 
them.

Be Prepared for Objections: You should 
keep in mind that any customer who is 
really not interested would just terminate 
the call, for those prospects there’s nothing 
you can do to save them but where they use 
statements like

• We don’t have the money for that
• We may not be interested
• You would be wasting your time

These statements simply mean the pros-
pect is there for the taking, this is the point 
where you have to push the right buttons.

Avoid being too informal: You would think 
being informal will make your prospect 
more comfortable, but this just makes them 
think you are a tad unserious or worse, ma-

nipulative. So keep it simple, better to go 
down being professional than not.

Proper training is essential to success, and 
make sure the account executives have a 
good range of knowledge about the prod-
ucts and services being offered. Be inven-
tive and learn the techniques that work 
best. One popular technique is permission 
marketing when cold calling isn’t really 
necessary. Keep in mind, it is important to 
have a real good reason to contact a cus-
tomer, and they need to know it.

If the sales representative can hold the cus-
tomers attention for longer than a minute, 
the chances of making the sale rise up dra-
matically. One helpful tool is to send emails 
prior to phone calls. Just make sure the 
emails are interesting and capture their at-
tention.

They should create a desire to have the cus-
tomer call the company and learn more. 
Only give people relevant information that 
they need to make a decision, sales are eas-
ier to make when the customer is well-in-
formed. n

Phone Sales Strategies
By Richie Bello, Universal Solutions MMP, LTD
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Here’s a bright idea 
for auto dealers.

LOSE THE PAPER!

Compatible with Wayne Reaves Software. AutoPoint|TitleTec is a GIADA endorsed ETR provider.

Convenient Electronic Title & Registration
No Software to Install • 24/7 Support • Top Security

Apply Electronically for Titles
 Register Vehicles on Behalf of the Customer 

 Charge Separately for ETR Service
 One-Click Integration with DMS Systems

NO MORE TRIPS TO THE TAG OFFICE
Check it out! giada.org/titletec-etr-system 

Or, contact GIADA at 770-745-9650
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We focus on delivering the most robust, bureau-inclusive 
credit, compliance, Pre-Screen and Consumer 

Pre-Qualification solutions on the market today.

(866) 273-3848 •www.700Credit.com/giada

QuickQualify provides dealer’s a unique insight into your 
customers’ credit profile BEFORE they walk into your store!

Drive more qualified sales leads 
directly from your website!

Name & Address only – no SSN or DOB

Soft pull solution
Access to customer’s credit profile including credit score

Introducing QuickQualify from 700Credit!

Go to 
www.700credit.com/giada 
to claim your Free 30 Trial 

Day today!!! 
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Changes to Used Car Rule Offer
Dealers an Opportunity

By J. Eric Gregory, Attorney, The Gregory Law Group, LLC

This article is not designed to be legal ad-
vice or representation to you or your deal-
ership: it is instead written to help you 
consider your dealership’s practices and 
help you better manage your dealership. 
Many of you know me from the auction, 
continuing education or from working 
with you buying and selling cars since I’ve 
been a dealer in Georgia for over 25 years. 
You may not know me as an attorney but 
I am a practicing attorney who knows the 
car business from the inside out and I have 
the ability to look at my clients’ dealerships 
from an attorney’s perspective with a dealer 
principal’s experience. 

I know first hand that dealers like you are 
hard working, visionary business leaders 
who generally are very busy working “in” 
your business and don’t have much time to 
work “on” your business. My goal as an at-
torney for dealers like you is to use my deal-
er experience combined with my legal edu-
cation to limit unnecessary risk so you can 
concentrate on your business. The “Buyers 
Guide” is an area that dealers can put in a 
little up front work, set up some Standard 
Operating Procedures and as a result of the 
effort virtually eliminate the potentially de-
bilitating fines and penalties that can result 
from improper implementation.

As you are likely aware the FTC’s Used Car 
Rule first went into effect in 1985; the rule 
specifically requires used car dealers to dis-
close whether the cars they sell come with a 
dealer’s warranty or are being sold “as is.” If 
a dealer sells a car with a dealer’s warranty, 
the Rule requires that the Buyers Guide list 
the warranty’s basic terms and conditions, 
including the duration of coverage, the per-
centage of total repair costs to be paid by 

the dealer, and the exact systems covered 
by the warranty. Right now you are prob-
ably getting ready to stop reading because 
you already know about the rule and think 
that you’ve got this covered but I urge you 
to keep reading. 

I was recently on a site visit with one of my 
clients and even though they, like you, knew 
all about the Used Car Rule, even though 
their 70+ employees knew about the Rule 
and even though they have gone through 
the expense of printing Buyers Guides for 
most if not all of their inventory when I did 
a walk around I found $1,075,000 in viola-
tions! They were very thankful I was there 
to help them instead of an auditor ready to 
assess penalties. 

In a 2014 press release from the Federal 
Trade Commission, the FTC reminded 
dealers “each violation could result in a civ-
il penalty of up to $16,000”.1 So you know 
about the Rule but honestly ask yourself if 
you are you like my client and you are not 
properly implementing the Rule? Anoth-
er example of issues with compliance and 
implementation was reported when the 
FTC randomly inspected 14 car dealers 

and found “of the dealers surveyed, only 
nine, or about two-thirds, were in compli-
ance with the FTC’s Used Car Rule”.2 The 
FTC is diligent about educating consumers 
to look for Buyers Guides and also to let 
them know when they see them missing, 
for example in an article on Buyers Guides 
currently on the FTC website they write 
to consumers: “So if you’re shopping for a 
used car at a dealer, make sure the Buyers 
Guide is displayed. If not, the FTC wants to 
hear about it.” 3 Consumers are looking and 
the FTC will likely respond when consum-
ers report discrepancies. You need to be in 
compliance, as it’s just good business.

Well now that you are reminded about 
the Buyers Guide and your need to make 
sure you are implementing it, the rule is 
changing and among other things the FTC 
penalties are going way up which should 
motivate you even more to inspect your 
procedures, confirm you are in compliance 
and create a procedure to make sure you get 
into compliance with the new Rule. With 
the new Rule the penalties go up from the 
previous $16,000 per violation to $40,000 
per violation.

The recent FTC changes to the Used Car 
Rule as it applies to the Buyers Guide as 
announced on November 10th, 2016 the 
changes include:

• changing the description of an “As Is” 
sale;

• placing boxes on the face of the Buyers 
Guide that dealers can check to indi-
cate whether a vehicle is covered by a 
third-party warranty and whether a 
service contract may be available;

• providing a box that dealers can check 

GIADA LEGAL

The amended Rule permits 
dealers to use their remain-

ing stock of Buyers Guides for 
one year after the January 27, 
2017 effective date but these 
changes offer dealers a great 
opportunity to tune up their 

compliance right now. 
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GIADA LEGAL

to indicate that an unexpired manufac-
turer’s warranty applies;

• adding air bags and catalytic convert-
ers to the Buyers Guide’s list of major 
defects that may occur in used vehicles;

• adding a statement that directs con-
sumers to obtain a vehicle history re-
port and to check for open recalls. The 
statement also instructs consumers to:
• visit ftc.gov/usedcars for informa-

tion on how to obtain a vehicle his-
tory report; and

• visit safercar.gov to check for open 
safety recalls;

• adding a statement, in Spanish, to the 
English-language Buyers Guide, ad-
vising Spanish-speaking consumers 
to ask for the Buyers Guide in Spanish 
if the dealer is conducting the sale in 
Spanish; and

• providing a Spanish translation of the 
statement that dealers may use to ob-
tain a consumer’s acknowledgment of 
receipt of the Buyers Guide.4 

The amended Rule permits dealers to use 
their remaining stock of Buyers Guides for 
one year after the January 27, 2017 effective 
date but these changes offer dealers a great 
opportunity to tune up their compliance 
right now. As mentioned first, check your 
inventory and make sure you are complying 
with the existing rules. Next, look at your 
compliance with the new amendments to 
the Rule by checking to ensure you comply 
with other elements of the Rule such as:

Warranty Information 
If you offer a vehicle with an express war-
ranty you must complete that section of 
the guide such as what percentage of parts 
and labor costs are covered by the warranty 
The Rule prohibits the use of phrases such 
as “powertrain” or drivetrain” as they are 
unclear as to specific component coverage.

If a deductible applies you should put an 
asterisk next to the number and explain 
the deductible in the “systems covered/du-
ration” section and explain how much the 
deductible is and how it is applied, such as 
“$100 per visit” or “$50 per repair”.

If you negotiate a warranty other than that 
stated on the Buyers Guide the customer 

must be provided the original or a copy of 
the Buyers Guide reflecting all changes. It is 
highly recommended to include a custom-
er signature line on the Buyers Guide that 
states “I hereby acknowledge receipt of this 
Buyers Guide at the closing of this sale”.

If a warranty is offered on the Buyers Guide, 
the terms must be displayed in close prox-
imity to the vehicle or made available to 
consumers, upon request, before they buy. 
Under the Warranty Disclosure Rule the 
Buyers Guide does NOT meet this require-
ment. Under the FTC’s Rule on Pre-Sale 
Availability of Written Warranty Terms if 
the warranty terms are not in close proxim-
ity to the vehicle you must place signs “rea-
sonably calculated to elicit the prospective 
buyer’s attention in prominent locations” 
advising the buyers of the availability of 
warranties upon request.

These are just a few of the opportunities 
to tune up your compliance with these 
Rules. We will continue to bring you tips 
for complying with this and other rules 
that can slowly slip away from your atten-
tion. Fines are steep; so consider the cost 
of compliance versus the cost of violations. 
I know that you may think this is easy and 
that you are in compliance but random 
checks reveal few dealers comply with all 
of the elements and with fines on a per vi-
olation basis it can be very costly, not to 
mention time consuming if you don’t take 
the time to make sure you are complying 
in advance. Remember the quote from 
Hall of Fame basketball player/coach John 

Wooden, “If you don’t have time to do it 
right, when will you have time to do it 
over?” As a dealer speaking to other deal-
ers, I implore you to start working on full 
implementation and as an attorney who 
desires to help other dealers, I am happy 
to offer you support either through giv-
ing you information or coming to your 
dealership and aiding you in a compliance 
review of not only the Used Car Rule but 
the myriad of other rules, codes, laws and 
compliance issues that face you and your 
dealership everyday. A compliant dealer-
ship is a successful dealership, so if your 
team isn’t aware of the FTC Used Car Rule 
and its new changes, take the time to ed-
ucate them and ensure your dealership is 
always on the right side of the law.

If you would like more information on this 
topic or are interested in compliance assis-
tance please contact me at (404) 483-1212 
or our paralegal, Rick MacLeish, at (770) 
639-0772. Check out our website at www.
cardealerattorneys.com. We offer discounts 
for GIADA members. n
__________________________________
1https://www.ftc.gov/news-events/press-re-
leases/2014/03/ftc-charges-arkansas-car-
dealer-not-displaying-buyers-guides
2https://www.ftc.gov/news-events/press-re-
leases/2000/06/sweeping-chicagos-north-
shore-ftc-and-state-investigators-check
3https://www.consumer.ftc.gov/blog/ftc-
used-car-dealers-play-rules-or-pay-price
4https://www.ftc.gov/news-events/press-re-
leases/2016/11/ftc-approves-final-changes-
used-car-rule
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MONDAY
Copart Auto Auction
6089 Hwy 20
Loganville, GA 30052
770-554-6366
12:00pm Dealer & Public Sale
copart.com

IAA MACON
2200 Trade Dr.
Macon, GA 31217
478-314-0031
9:00am Mondays
iaai.com

IAA TIFTON
368 Oak Ridge Church Road
Tifton, GA 31794
229-386-2640
10:30am Mondays
iaai.com

Manheim Georgia
7205 Campbellton Rd
Atlanta, GA 30331
404-349-5555 / 888-766-7144
Closed Ford Factory Sale Every 
Other Monday
10:00am
Call for Toyota & Nissan sale
manheim.com

Peach State Auto Auction
Monday & Wednesday 6:00pm
770-466-9000
peachstateautoauction.com 

TUESDAY
America’s Auto Auction -Atlanta
444 Joe Frank Harris Pkwy
Cartersville, GA 30120
770-382-1010
6:00pm Dealer & Public Sale
auctionbroadcasting.com

America’s Auto Auction –
Greenville
2415 Hwy 101 S
Greer, SC 29651
864-801-1199
800-859-3393
3rd Tuesday of Every Month
2:00pm Marine Sale
americasautoauction.com

America’s Auto Auction –
Jacksonville
11982 New Kings Rd
Jacksonville, FL 32219
904-764-7653
6:00pm INOP Sale
6:30pm Dealer Only Sale
americasautoauction.com

Athens Auto Auction
5050 Atlanta Hwy
Bogart, GA 30622
770-725-7676
6:30pm Dealer & Public Sale
athensautoauctionga.com

Chattanooga Auto Auction
2120 Stein Dr.
Chattanooga, TN 37421
423-499-0015
9:00am Dealer Sale
chattaa.com

Hwy 515 Auto Auction
107 Whitepath Rd
Ellijay, GA 30540
706-635-1500
6:00pm Dealer & Public Sale
hwy515autoauction.com

IAA ATLANTA NORTH
6242 Blackacre Trail NW
Acworth, GA 30101
770-975-1107
9:00am Tuesdays
iaai.com

LW Benton Company Inc.
107 Oak Valley Drive
Macon, GA 31217
478-744-0027
11:00am
bidderone.com

Manheim Atlanta 
4900 Buffington Rd College Park, 
GA 30349
404-761-9211 / 800-856-6107
Every Tuesday 12:30pm
Manheim.com

Manheim Georgia
7205 Campbellton Rd
Atlanta, GA 30331
404-349-5555 / 888-766-7144
9:30am Tuesdays
manheim.com

Manheim Statesville
145 Auction Lane
Statesville, NC 28625
800-868-1220
8:30am TRA Sale
9:30am
manheim.com

Rawls Auto Auction
2818 Pond Branch Rd
Leesville, SC 29070
803-657-5111
10:00am Dealer Sale
GSA Sale Public & Dealers
Call for Details
8:30am Salvage Sale
rawlsautoauction.com

Vemo Auto Auctions, LLC
441 Dunbar Rd.
Warner Robbins, GA 31093        
478-449-3232
10:00am Tuesdays
info@vemoauctions.com

WEDNESDAY
411 Auto Auction
3824 Hwy 411
Kingston, GA 30145
770-336-5581
12:00pm
411autoauction.com

ADESA Atlanta
5055 Oakley Industrial Blvd
Fairburn, GA 30213
770-357-2277
10:00am Dealer Sale
adesa.com

America’s Auto Auction -
Greenville
2415 Hwy 101
Greer, SC 29651
864-801-1199
3rd Wed RV Sale 9:00am
americasautoauction.com

Augusta Auto Auction
1200 E. Buena Vista Ave
N. Augusta, SC 29841
800-536-3234
10:00am Dealer Sale
9:30am Last Wed of Month INOP
augustaautoauction.com

Carolina Auto Auction
140 Webb Rd
Williamston, SC 29697
864-231-7000
10:00am Dealer Sale
1st & 3rd Wednesday
9:00am Salvage Sale
carolinaautoauction.com

Georgia-Carolina
Auto Auction
884 East Ridgeway Rd
Commerce, GA 30529
706-335-5300
3:30pm Dealer & Public Sale
gcautoauction.com

Houston Auto Auction
4599 Pio Nono Ave
Macon, GA 31206
478-788-6947
11:00am & 7:30pm
Dealer & Public Sale

IAA ATLANTA SOUTH
1930 Rex Rd
Lake City, GA 30260
404-366-2298
9:00am Wednesdays
iaai.com

Manheim Atlanta
4900 Buffington Rd
College Park, GA 30349
404-762-9211 / 800-856-6107
Exotic Highline Event
4th Wednesday at 9:30am
manheim.com

Manheim Georgia
7205 Campbellton Rd
Atlanta, GA 30331
404-349-5555 / 888-766-7144
GM | GM Financial Closed Sale
Every Other Wednesday
1:00pm
manheim.com

Manheim Metro Atlanta
2244 Metropolitan Parkway SW
Atlanta, GA 30315
404-464-4567
12:30pm
manheim.com

New Calhoun Auto Auction
417 Lovers Lane Rd.
Calhoun, GA 30701
706-624-1944
7:00pm Dealer & Public Sale
newcalhounautoauction.com

Peach State Auto Auction
Monday & Wednesday 6:00pm
770-466-9000
peachstateautoauction.com 

AUCTION
DIRECTORY
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Southeastern Auto Auction of 
Savannah
1712 Dean Forest Rd
Savannah, GA 31408
912-965-9901
In-Op 10:00am, Repos 10:30am
11:00am Regular Sale
southeasternaa.com

THURSDAY
Albany Auto Auction
1421 Liberty Expressway SE
Albany, GA 31705
229-435-7708
6:30pm Dealer Sale
albanyautoauction.net

IAA ATLANTA EAST
1045 Atlanta Hwy SE
Winder, GA 30680
770-868-5663
9:00am Thursdays
iaai.com

Manheim Atlanta
4900 Buffington Rd
College Park, GA 30349
404-762-9211 / 800-856-6107
9:30am Dealer Sale
Every Other Thursday
9:30am Salvage Sale
manheim.com

Oakwood’s Arrow Auto Auction
4712 Flat Creek Rd
Oakwood, GA 30566
770-532-4624
4:00pm Dealer & Public Sale
oakwoodsarrowautoauction.com

Rebel Auction Company
1175 Bell Telephone Rd
Hazelhurst, GA 31539
912-375-3491 / 800-533-0673
2nd Thursday of Each Month 
9:00am Dealer & Public Sale
rebelauction.net

South Georgia Auto Auction
1407 Silica Rd
Albany, GA 31705
229-439-0005
11:00am Dealer Sale
southgeorgiaautoauction.com

Southeastern Auto Auction of 
Savannah
1712 Dean Forest Rd
Savannah, GA 31408
912-965-9901
7:00pm Public Sale
southeasternaa.com

FRIDAY
America’s Auto Auction - Atlanta
444 Joe Frank Harris Pkwy
Cartersville, GA 30120
770-382-1010
11:00am Dealer Sale
INOP 2nd & Last Fridays  
at 9:30am
auctionbroadcasting.com

America’s Auto Auction -
Greenville
2415 Hwy 101 South
Greer, SC 29651
864-801-1199 / 800-859-3393
10:00am Car Sale
americasautoauction.com

Charleston Auto Auction
651 Precast Lane
Moncks Corner, SC 29461
843-719-1900
10:00am Dealer Sale
charlestonautoauction.com

Copart Auto Auction
2568 Old Alabama Rd
Austell, GA 30168
770-941-9775
12:00pm Dealer & Public Sale
copart.com

Georgia-Carolina Auto Auction
884 East Ridgeway Rd
Commerce, GA 30529
706-335-5300
Monthly Friday Auction 3:30pm 
Dealer & Public Sale
gcautoauction.com

IAA ATLANTA
125 Old Hwy 138
Loganville, GA 30052
770-784-5767
9:00am Fridays
iaai.com

IAA SAVANNAH
348 Commerce Drive
Savannah, GA 31326
912-826-1219
9:30am Fridays
iaai.com

Manheim Georgia
7205 Campbellton Rd
Atlanta, GA 30331
404-349-5555 / 888-766-7144
Mobile Sales
Call for Dates
manheim.com

Tallahassee Auto Auction
5249 Capital Circle SW
Tallahassee, FL 32305
850-878-6200
10:00am Dealer Sale
bscamerica.com

SATURDAY
Houston Auto Auction
4599 Pionono Ave
Macon, GA 31206
478-788-6947
7:30pm Dealer & Public 

OTHER AUCTIONS
Auctions Unlimited
678-889-7776
Public/Dealer Sale
Visit Website for Dates & Times
auctionsunlimitedonline.com

CarMax Auctions
888-804-6604
Dealers Only Auctions –
For Locations, Dates & Times
carmaxauctions.com

Hudson & Marshall, Inc.
478-743-1511
Auction/Liquidators
hudsonandmarshall@bellsouth.net

JJ Kane Auctioneers, Inc.
678-840-4914
See web for sale dates
jjkane.com 

Ritchie Bros Auctioneers
4170 Hwy 54
Newnan, GA 30265
770-304-3355
Industrial Equipment Auction
rbauction.com

SmartAuction
877-273-5572
Online Auto Auction/Mobile App
smartauction.biz

Truckcenter.com
1952 Moreland Ave Atlanta, GA 
30316
404-627-5346
Visit Website for Dates/Times 
truckcenter.com

V.I.P. Auctions
Metro Atlanta New Car Trades
6:00pm Dealer & Public Sale
678-889-7776
Check Website for Dates, Times & 
Mobile Locations
myvipauctions.com

A POWERFUL ARRAY OF NEW

ADVERTISING OPPORTUNITIES
Visit www.giada.org

Call for details today!
Magazine Ad Sales & Vendor Relations

Keely Burdge & Kristin Reilly | 770-745-9650 | publications@giada.org
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Many dealers think of customers as just 
that: customers. Top-performing dealers 
take it a step further and think of their cus-
tomers as something more: strategic part-
ners.

A dealership requires a wide network of 
partners to effectively conduct business. 
Parts suppliers, media outlets, payroll ser-
vice providers, and many others are strate-
gic necessities. Why not think of customers 
in the same way?

In addition to the customer being vital to 
business through purchasing and leasing 
vehicles, fixed ops, and aftermarket pur-
chases, they can also serve as partners for 
inventory acquisition.

Business builders

With many forecasts predicting a slowdown 
in new car sales, the acquisition of desirable 
used vehicles for inventory becomes an in-
creasingly important profit lever. In fact, 

the average total gross profit for used cars 
($3,091) is 14% greater than for new cars 
($2,717) across all lead sources.

Additionally, data shows that used car leads 
take fewer days to close than new cars (44 
days compared to 56, respectively) and gen-
erally deliver a significantly higher average 
ROI.

Leading dealers ensure they have sol-
id “core” inventory. Core vehicles are the 

How to Make Customers
Your Strategic Inventory

Acquisition Partners
Create an internal auction lane with your existing customers by using data mining

By K.C. Loughlin, Sales Director for DealerSocket’s Inventory+ 

DEALER INSIGHT
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models that sell fastest, most consistently, 
and most profitably at a dealership. To ac-
quire desirable inventory for remarketing, 
one frequently overlooked alternative to 
traditional auctions is a dealership’s current 
customer base.

Most dealerships acquire their used car 
inventory through auctions, despite the 
lengthy process, administrative costs, and 
fees. Consider, however, that the average 
dealership sells nearly 1,000 vehicles every 
year. With vehicle quality consistently ris-
ing and life spans lengthening, each of these 
cars represents an opportunity to acquire, 
at a much lower cost, quality vehicles that 
match the demographics of a store’s cus-
tomer base.

Dealerships already have the information 
required to have proactive conversations 
with customers regarding trading in their 
current vehicle for an upgrade: transparen-
cy of sales and service history, contact in-
formation, DMS data, and more.

The average dealer brings in $250,000 in 
incremental revenue by utilizing its CRM 
to conduct campaigns, such as data mining, 
buy-list matches, and exchange-and-re-
place payment programs. Smart dealers 
utilize technology tools to identify invento-
ry acquisition opportunities by leveraging 
readily available information.

Data mining as internal
auction lane

One of the most efficient and effective ways 
to avoid auctions and acquire vehicles more 
cost-effectively is to use data mining tech-
nology to tap the wealth of valuable cus-
tomer information stored in a dealership’s 
DMS.

An effective data mining platform con-
stantly scans a store’s customer data and 
identifies people with vehicles that match 
current core inventory needs. It then feeds 
warm leads into a CRM for follow-up. 
Above all, mining the current book of busi-
ness for these opportunities allows dealers 

to engage customers before competitors, 
keeping them top of mind.

DMS for inventory acquisition?

According to our company’s recent Dealer-
ship Action Report, data mining is in a class 
of its own in terms of its ability to generate 
actionable information. Although the DMS 
is traditionally considered a sales tool, it is 
also an unparalleled method for identify-
ing vehicles—and the customers who own 
them—that a dealership wants on its lot for 
remarketing.

Any vehicle acquired from a customer 
through proactive outreach is not only a re-
marketing opportunity, but a new sales or 
lease opportunity. Analysis of dealerships 
using data mining solutions found that 
leads generated through this technology 
are more likely to result in action, and are 
converted more often and more effectively 
than any other source.

Data mining by the numbers
• $424,000+: Data mining generates more 

than $424,000 in gross profits per deal-
ership per year.

• 90%: Leads identified through data 
mining lead to a closed sale nearly 90% 
of the time.

• 84%: Calls made to leads generated 
through data mining result in appoint-
ments 84% of the time, compared to 
25% for other lead sources.

Despite its performance, cost-effective-
ness, and widespread adoption, data min-
ing technology is still a largely underused 
weapon in the remarketing space. The 
availability of the technology, combined 
with an innovative mindset in using it as an 
inventory acquisition tool, makes it a must-
use resource.

Surprisingly, only half of dealerships use 
data mining technology, and at those that 
do, only 17% percent of data mining leads 
generated are actually contacted. Consider-
ing the wealth of information available—as 
well as the likelihood that such leads will 
result not only in acquisition of core in-
ventory, but sales—these numbers reveal 
a significant gap between opportunity and 
action.

Lucrative remarketing 
opportunities

The use of data mining to identify inven-
tory acquisition opportunities through 
internal auction lanes rather than tradi-
tional auctions is undeniably profitable. 
Dealers ready to take advantage of antici-
pated increases in used car inventory will 
enjoy faster selling cycles, lower acquisition 
costs, and better margins.

Dealerships that consider their customers 
as long-term partners can quickly identify 
opportunities for acquiring inventory for 
remarketing, match those prospects with 
their next vehicles, and establish a virtuous 
cycle that creates a significant competitive 
advantage and fruitful revenue stream for 
the foreseeable future. n
__________________________________
K.C. Loughlin is sales director for Dealer-
Socket’s Inventory+. His automotive career 
spans more than 30 years, including parts, 
service, F&I, and used car inventory man-
agement. He specializes in inventory man-
agement solutions and best practices, and 
has been a featured speaker at conferences 
across the country.

DEALER INSIGHT

Dealerships that consider 
their customers as 

long-term partners 
can quickly identify 

opportunities for acquiring 
inventory for remarketing, 

match those prospects with 
their next vehicles, and 

establish a virtuous cycle 
that creates a significant 

competitive advantage
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NEW & RENEWED
MEMBERS

NOVEMBER/DECEMBER 2016

Thank you for your support of the association!
4U2C5 Star Auto Sales
7S Auto & Truck Sales
A O K Used Cars, LLC
ABC Auto Sales
ACC Used Cars 
Accessory Distributing Co.
Ace Car Depot
Albany Auto Auction, Inc.
AllCredit Acceptance Co., LLC
Allstate Used Trucks of 

Valdosta
America’s Auto Auction 

Atlanta
Amigo Auto Sales
Artelli Auto Brokers
Associated Fuel Systems
Atlanta Auto World
Atlanta Best Used Cars, LLC
Atlanta Fine Cars
Atlanta Motor Company
Atlas Auto Sales
Auction Credit
Auto Credit Sales & Rentals
Auto Plaza, Inc.
Auto Star
Autobahn Service Center, Inc.
Automaxx
Automotive Dealers Finance
Auto-Pro Sales & Service
Avah Auto Sales
B & W Used Cars, Inc.
Bells Auto Sales
Bid N Drive Inc.
Brian’s Auto Sales, Inc.
Buckhead Auto Brokers
Budget Auto Sales
Budget Car Sales
Buyavette.net Inc.
Cagle Auto, Inc.
California Auto Sales
Camping World RV Sales
Car Financial Services
Car Point
Car Spot, LLC
Carfax
Carn Auto Sales, Inc.
Carolina Auto Auction, Inc
Carpet Capitol Auto Sales

Carter Cars, Inc.
Cary’s Superior Cars, Inc.
Cash City, Inc.
Chaldon Auto
Champion Motors, Inc.
Chaney Motors
Christian Auction And 

Equipment Sales
CJC Auto Brokers, LLC
Classy & Luxury Motors
Clement Equipment Co. Inc.
Coastal Auto
Cobalt Cars
Colonial Sales & Leasing
Comfort Auto USA, LLC
Crown Imports
CU Carfinders, A Division of 

Cure, LLC
Curtis Lewis Motor Co.
Custom Performance 

Automotive
D & D Motorsports
Dalia Motors
Dan’s Auto & Truck Sales
David Smith Auto Sales
Dealer Platform.com
Dealers Auto Auction of 

Chattanooga, Inc
Dee’s Used Cars
Dinkins Motor
Dixie Auto Sales
Dixie Rides
DJ’s Truck Sales
Dogwood Truck Sales
Doyles Quality Used Cars
Drake Auto Sales
Drivetime Sales & Finance 

Corp
Dublin Auto Sales
Duluth Auto Exchange
Economy Rent A Car & Sales
Elite Auto Imports
Everybody’s Auto Sales, Inc.
Ewing Motor Co. Inc.
Express Towing & Freight 
Finnicum Motor Company
Fleming Auto, LLC
Fulmer Auto Sales & Leasing

G & S Auto Sales
G. S. Best Auto Broker
George Auto Broker, Inc.
Georgia Auto Finance, LLC
Georgia Automotives, Inc.
Georgia Luxury Motors
Georgia Motor Trucks
Georgia-Carolina Auto 

Auction
Georgia’s Elite Auto Sales
Gil’s Auto Sales
God First Automotive Sales & 

Service
Good Wheels Auto Sales
Gravity Motors, Inc.
Grayson Motor Co
GWC Warranty
Hill & Associates of GA, Inc
Hola Auto Sales
Houston Auto Auction
Howard Motors
Hudson & Marshall, Inc.
Hwy 515 Auto Auction
Inga Auto Center, Inc.
International Credit, Inc.
It’s Time To Ride, LLC
J & R Used Auto Brokers, LLC
Javier Used Auto Sale
Kahler Auto Sales
Kegs Limited
L & D Exclusive Auto, LLC
L & J Auto Brokers
La Voiture Auto Sport Broker
Lakeside Motor Company
Landmark Auto, Inc.
Laura’s Auto Sales
Lefkoff, Rubin, & Gleason, Inc.
Lobo Auto Sales
Marcmon Automotive, LLC
Marks Auto Sales
Merlin Auto Group
Mia Auto & Trucks, LLC
Mithani Motor Sports
Mixon Used Cars & Body Shop
Nationwide Acceptance Corp
Oakwood’s Arrow Auto 

Auction
Paul Auto Brokers, LLC

Penske Truck Leasing Co.
Peoples Financial Corp
Premier Remarketing
Prime Co. Insurance
ProGuard Warranty, Inc.
R & R Auto Dealer, Inc.
RAF Motors
Rawls Auto Auction
Read Auto Sales, LLC
Repo Liquidators
Rig Autobrokers, LLC
Rodfathers Collision Center & 

Auto Sales
Ron E. Widener & Associates
RouteOne, LLC
RPM Auto Trade Atlanta
Rutherford Used Cars
S & S Auto Sales
S.S. Motos, LLC
Sarumi Used Car Sales
Savannah Auto, Inc.
Saydaw Motor Trade
Sea of Promoceans
Seaport Auto, LLC
Smith Auto Sales
Southern Son Auto Sales, LLC
Spencer-Williams
Style Financial Acceptance 

Company
Surety Bond Girls
TDM Auto Sales
Team Polk Autos
The Barrios Collection
The Carpet Motor Co.
The Wrangler Ranch
Timi-D Royal Services, LLC
Transflex, LLC
Truckcenter.com
TrueCar
Wayne Reaves Computer 

Software
William D. Auto Sales
Wolfgang’s Auto Sales
World Five Star Auto
Yommer Auto, LLC
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Ron E. Widener & Associates, Inc. 
A n  I n s u r a n c e  A g e n c y
6887 Oak Ridge Commerce Way, Austell, Ga 30168 
We are located next door to the GIADA office.

We know the car business. Just ask our clients!

770-941-0293 or 800-793-5177
W: ronwidener.com  E: ron@ronwidener.com

Garage liability. Dealer’s open lot. License bonds. Car rental insurance & more.

Need to make more money? Why not rent your vehicles that are just sitting there? Turn them into rental 
income dollars!

• We will train you on location
• We provide support / solve problems
• Software available / Low cost
• Member Association / Not a franchise
• Training manuals / Forms

When you start-up your car dealership, 
you could make costly mistakes! Our ACR 

association staff can assist you the right way!

Dealers Should Get it Right
THE FIRST TIME!

New dealer start-ups are our specialty.

Associated car rental systems. Call me today!

Ron Widener (770) 948-1731
Only a 5 vehicle minimum required.

We are the 
GIADA 

PREFERRED 
PROVIDER

for new 
dealer startups!



52  |  GIADA Independent Auto Dealer JANUARY 2017

GIADA
AUTOMOTIVE PRODUCTS
Save big money on dealer forms & supplies for your dealership.

GIADA now offers all Georgia automobile dealers over 700 great products
that are regularly used in their day-to-day business. 

Balloons  |  Banners & Flags  |  Books  |  Floormats  |  Folders  |  Forms  | Keys & Tags
Labels  |  Laser Forms  |  Promotional  |  Stickers & Decals  Supplies AND MORE!

RECEIVE 15% OFF FIRST ORDER OF FORMS 
Enter coupon code at checkout: GIADA15

giada.org/dealersupplies
LIMITED TIME OFFER. EXPIRES FEBRUARY 28, 2017.

COUPON:
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POLITICAL CLIMATE

It looks like the Environmental Protec-
tion Agency’s rush to cement fuel econ-
omy targets before Inauguration Day 
wasn’t due to paranoia.

According to the New York Times, Pres-
ident-elect Donald Trump has tapped 
Oklahoma attorney general Scott Pruitt 
to head the EPA. Pruitt, 48, is a top op-
ponent of the Obama administration’s 
environmental regulations and climate 
change policy, going so far as to organize 
legal action against the federal govern-
ment.

Pruitt’s nod is bad news for environmen-
talists, and good news for industry. Au-
tomakers could soon find themselves less 
burdened by green tape.

With oil and gas extraction being a major 
economic driver in Oklahoma, Pruitt’s le-
gal efforts sought to keep the investment 
flowing. Backed by energy firms, he tar-
geted the EPA, claiming the agency over-
estimated greenhouse gas emissions from 
energy companies.

Along with 27 other states, numerous 
companies, and industry groups, Pruitt 
filed a lawsuit against the federal gov-
ernment’s climate change policies, citing 
predicted impact to industry and utili-
ties. That case awaits a decision in feder-
al court. Trump touted the coal industry 
and criticized Obama’s environmental 
initiatives during the election campaign, 
making Pruitt’s nomination less than sur-
prising.

With an unabashed oil and gas proponent 
soon in charge of the EPA, it’s hard to 
imagine that sweeping regulatory chang-
es aren’t on the way. Some could be the 
answer to the auto industry’s prayers.

For automakers, one nagging policy 
stands above all else: corporate average 

fuel economy (CAFE), and the target of 
54.5 miles per gallon by 2025 set four 
years ago. Reaching the target means 
greater spending on fuel-saving technol-
ogy. Even though industry groups and 
automakers complained that the target is 
too high, the EPA recently gave it a ten-
tative thumbs-up in its midterm review. 
(This, despite its own estimates that auto-
makers would fall short.)

Most automakers would prefer lower fuel 
economy targets, or the elimination of 
CAFE altogether. Ford CEO Mark Fields 
has promised to lobby the Trump admin-
istration for lower state and federal targets.

After hearing the news, Mitch Bainwol, 
CEO of the Alliance of Automobile Man-
ufacturers, hailed Pruitt’s appointment. 
Bainwol stated the alliance wants to see 
the midterm fuel economy review com-
pleted “thoroughly,” with attention to 
“achieving a balanced outcome.”

With Republicans controlling the agen-
da in the executive office, Congress, and 
Senate for the next few years to come, 
Fields and the Auto Alliance could easily 
get their way. n

Trump Taps Scott Pruitt, Oklahoma AG 
and Top Obama Foe, to Head EPA
By Steph Willems, TheTruthAboutCars.com

SVR Has Reinvented The GPS Wheel. 
All GPS trackers Locate!  SVR provides the ONLY GPS System available that can 
help you find your collateral even if your customer has tampered with the device.  
Compatible with any internet enable device and Voted BEST SMARTPHONE APP! 
 

Find out how much more SVR Tracking can do for you besides basic locate.  You’ll 
be amazed at how far we’ve come!  Call, Email, Text.  We pride ourselves on 
providing the best training and support in the industry.    

To take our tracker for a spin,  
Call or Text 770-871-0051. 
E-Mail aragps@mailga.net 

Visit us online at  
www.aragps.com ARA GPS 
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Overtime Rule Postponed Indefinitely
IN NOVEMBER, A federal judge in Texas granted a preliminary injunction against new 
provisions of the so-called Overtime Rule. The regulatory rule changes would have nearly 
doubled the threshold to $47,476 to pay overtime to salaried employees.

The ruling, which was set to have taken effect Dec. 1, 2016, will not go into effect and will 
be delayed indefinitely. The move was expected to increase wages and earnings for nearly 
4.2 million workers, according to the U.S. Department of Labor (DOL). That level will 
revert to $23,600.

Some small business owners were upset after having to rush to accommodate the rule. In 
some instances, business owners shifted workers to hourly status or increased salaries. Still 
others made other decisions like reducing their workforce.

The minimum salary threshold will increase to $913 per week, meaning that white collar 
employees who earn less than that ($47,476/year) would now be subject to minimum wage 
requirements. The department asserts that this threshold increase is appropriate because 
it is a more likely realistic salary demarcation between those who truly perform the duties 
of white collar workers and those who do not, and that the existing minimum salary levels 
(which were last updated in 2004) are outdated, according to Law360, a national repository 
for litigation, regulation, policy for all industries.

The Texas preliminary injunction requires additional court hearings before becoming an 
official injunction. DOL has indicated it would consider all it’s legal options. If an appeal is 
made by DOL it could take months before a hearing. 

Sourced From: Fortune.com, Nov. 22, 2016, By Daniel Fisher, Forbes Staff
http://www.forbes.com/sites/danielfisher/2016/11/22/texas-judge-issues-nationwide-injunc-
tion-against-obamas-overtime-rule/#1cfc32b747f4

INBRIEF
Independent Auto Dealer News Roundup

Used Car Values 
Decline, Trucks Still in 
High Demand
A LONG-AWAITED buyers’ market for 
late-model used cars looks like it may finally 
start to materialize next year, something an-
alysts have been predicting for years, based 
largely on the ongoing growth in leasing.

Jonathan Banks, vice president of vehicle 
analysis and analytics for J.D. Power, told 
a press briefing at the recent Los Angeles 
Auto Show, that there will be a large in-
crease in used vehicle supply.

“Leasing represents about one third of the 
new-vehicle market and has been increas-
ing, which results in more lease maturities 
coming back,” Banks said. Many off-lease 
vehicles are resold as certified pre-owned, 
which means they are inspected and re-
conditioned before being resold, and come 
with a warranty.

As leasing increases, the supply of three-
year-old used cars and trucks rises, and that 
period has begun to arrive. Tom Kontos, ex-
ecutive vice president and chief economist 
at ADESA Analytical Services, is on record 
as stating that the rise of the used vehicle 
inventory returning to the marketplace will 
continue to rise for several years ahead.

Lease returns rose an estimated 33 percent 
in 2016 vs. 2015, and the mix of off-lease 
units has switched from 60-40 percent cars 
vs. trucks, to 40-60 percent, cars vs. trucks.

Kontos has reported that the average used 
vehicle sold for $10,499 in October, was 
down 1.2 percent in October 2016, while 
used truck values gained 5.1 percent in the 
same period.

Sourced From: Forbes.com, Nov. 29, 2016, By Jim 
Henry, Contributor
http://www.forbes.com/sites/jimhen-
ry/2016/11/29/used-car-bargains-start-
to-show-but-used-trucks-are-in-big-de-
mand/#7d91eb24741b



GIADA Independent Auto Dealer JANUARY 2017  |  55

Elaine Chao Tapped as 
Transportation Secretary
PRESIDENT-ELECT DONALD Trump 
has chosen Elaine Chao to be his transporta-
tion secretary. She was the secretary of labor 
under President George W. Bush for eight 
years, and is the spouse of Senate Majority 
Leader Mitch McConnell of Kentucky.

If confirmed by the U.S. Senate, Chao, 
along with a new National Highway Trans-
portation and Safety head, will face a host 
of major automotive related issues, includ-
ing the unprecedented airbag safety crisis, 
more than 50 million vehicle recalls in the 
past two years and special oversight of Gen-
eral Motors Co. in 2014 recall of millions 
of older vehicles with defective ignition 
switches linked to 124 deaths.

Regulation of self driving cars and trucks, 
Obama administration lofty mileage targets 
for new vehicles in coming years including 
raising the U.S. mileage average to 54.5 
mpg by 2025, all will be issues addressed 
by Chao and the Trump Administration.  
Even though the Environmental Protection 
Agency oversees the mileage standards, 
Chao will have a seat at the table to deter-
mine environmental policy.

In recent years there has been an unprec-
edented crackdown on automotive safety 
transgressions by manufacturers that could 
be sustained or reduced during the Trump 
administration.

Sourced From: Wall Street Journal, wsj.com, 
Nov. 29, 2016, By Michael C. Bender and Mike 
Spector
http://www.wsj.com/articles/donald-trump-
picks-elaine-chao-as-transportation-secre-
tary-1480437086

Growing Market Seen as 
Underserved
A NEW STUDY finds that “financially un-
derserved” Americans spend a significant 
amount of money (tens of billions of dol-
lars) on financial transactions and services, 
including both subprime and buy here-pay 
here retail installment contracts, according 
to BankingExchange.com

The Center for Financial Services Innova-
tion (CFSI) and Core Innovation Capital 

recently released their sixth annual market 
analysis concerning trends in the financial-
ly underserved community and opportuni-
ties to address this market’s needs.

The study finds that 121 million Americans 
have an inadequate credit file or a subprime 
credit score; or are unbanked or under-
banked.

The financially underserved spent $55.2 
billion on fees and interest for long-term 
loan products, mostly in subprime and buy 
here-pay here (BHPH) auto loans. 

Subprime auto loans were the largest prod-
uct segment, earning $24.6 billion. There 
has been a substantial shift away from 
BHPH loans to subprime auto loans, which 
show significant growth. Subprime auto 
loan revenue grew by 226% from 2013 to 
2015, while BHPH loan revenue fell 126% 
and continues to decline.

The market for subprime auto loans con-
tinues to increase, growing 22.5% last year 
and projected to grow an additional 9.8% 
by year end. Decreased spending on BHPH 
offset that growth. BHPH revenue remains 
flat.

Yet while BHPH loans have declined and 
more consumers are being approved for 
subprime auto loans, the CFSI study found 
that a significant number of them likely 
could qualify for more affordable options.

Sourced From:  BankingExchange.com, Nov. 30, 
2016, By Melanie Scarborough, Contributing Editor
http://www.bankingexchange.com/news-feed/
item/6581-growing-market-seen-among-under-
served?Itemid=639

Deep subprime used 
financing sinks to 
9-year low
EXPERIAN’S LATEST STATE of the Au-
tomotive Finance Market report showed 
that underwriting in the subprime space is, 
in fact, tightening, according to SubPrime 
Auto Finance News.

Experian’s Q3 data released last month 
indicated that financing extended to con-
sumers in the subprime tier fell 4.5 per-
cent from the previous year, and contracts 
to deep-subprime consumers dropped 2.8 

percent to the lowest level on record since 
2011.

Looking specifically at used-vehicle loans, 
analysts noticed that the subprime sectors 
saw an even larger decrease.

Financing to consumers with deep-sub-
prime credit dropped by 5.3 percent to 5.11 
percent; the lowest Experian has seen on 
record since tracking began in 2007.

Meanwhile, Experian senior director of 
automotive finance Melinda Zabritski — 
who discussed some of the Q3 data during 
a SubPrime Auto Finance News Forum in 
November— pointed out that newly origi-
nated financing to prime borrowers jumped 
2 percent to encompass nearly 60 percent of 
contracts financed in Q3.

“For anyone making doomsday predictions 
about a subprime bubble in the auto indus-
try, Q3 2016 provides a stark reality check,” 
Zabritski said.

“This quarter’s report shows that lenders 
are reducing the percentage of loans to 
the subprime and deep-subprime risk tiers 
while increasing the percentage to consum-
ers with good credit,” she continued. “The 
most important takeaway here is to under-
stand the market reality and not to be led 
astray by rumors or unsubstantiated facts.

“By doing so, lenders, dealers and consum-
ers are able to make smarter decisions and 
more easily explore financing programs 
and other opportunities available to them,” 
Zabritski said.

The report also determined that average 
credit scores for both new and used vehicle 
loans are on the rise.

For new-vehicle contracts, the average 
credit score climbed two points to 712 in 
Q3, marking the first time average credit 
scores for new-vehicle loans rose since hit-
ting a record high of 723 in Q2 2012.

For used-vehicle contracts, the average 
credit score jumped five points to 655.
Experian reported that 30-day delinquen-
cies were flat year-over-year, at 2.36 per-
cent. However, 60-day loan delinquencies 
were up slightly, moving from 0.67 percent 
in Q3 2015 to 0.74 percent in Q3 2016.
(Continued on next page)
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(Continued from previous page)

Sourced From: SubPrime Auto Finance, Dec. 5, 
2016, News Staff
http://www.autoremarketing.com/subprime/
deep-subprime-used-financing-sinks-9-year-
low?utm_source=Listrak&utm_medium=E-
mail&utm_term=http%3a%2f%2fwww.
autoremarketing.com%2fsubprime%2fdeep-sub-
prime-used-financing-sinks-9-year-low&utm_
campaign=Experian%27s+Q3+Data+Update

Car Gurus’ Post Election 
Survey Finds Little Impact 
on Consumer Car Buying
CARGURUS CONDUCTED a survey of 
more than 1,000 U.S. consumers to gather 
their opinions around how the recent pres-
idential election will impact the automotive 
industry and their plans to buy a vehicle.

Overall, survey findings showed many 
expect both vehicle and gas prices to in-
crease, and even more expect to see fewer 
government incentives for environmentally 
friendly vehicles, but that will likely not im-
pact the decision to buy one.

CarGurus learned the following based on 
the presidential election results:

• 35 percent think auto prices will in-
crease.

• 8 percent think auto prices will de-
crease.

• 57 percent think auto prices will stay 
the same.

• Almost half (46 percent) think gas 
prices will increase.

• Almost one quarter (21 percent) think 
gas prices will decrease.

• Almost one third (32 percent) think 
gas prices will remain the same.

• In addition, the survey uncovered the 
following:

• 70 percent noted that the election will 
have no impact on their decision to 
buy a U.S. or foreign-made vehicle

• 75 percent expect to see fewer govern-
ment incentives to buy efficient mod-
els like electronic vehicles and hybrids, 
and 25 percent expect to see more

Sourced From: AfterMarketNews.com, Nov. 28, 2016
https://www.mema.org/post-presidential-elec-
tion-survey-captures-automotive-related-senti-
ment

AutoNation Resumes 
Selling Used Cars with 
Unfixed Recalls
IN A DEVELOPMENT that underscores 
how crucial it is for used-car shoppers to 
check their prospective purchase for un-
fixed recalls, one of the country’s largest 
dealership groups is reportedly reversing 
an earlier decision not to sell cars in such 
a condition, according to a news report by 
Cars.com.

AutoNation said it has resumed gener-
al sales for cars with unfixed recalls as of 
Nov. 28, according to a report in Automo-
tive News. AutoNation, which operates 371 
dealers across the country, had pledged in 
September 2015 to ban the sale of used cars 
with unfixed recalls — whether to purchas-
ers, lessees or auction lots. But amid swell-
ing inventories of cars with Takata airbag 
inflator recalls that were still missing repair 
parts, the group reportedly decided last 

spring to send such cars in certain cases to 
auction lots.

It’s illegal for dealers to sell new cars with 
unrepaired recalls, but no federal law bans 
the sale of used cars in such circumstances.

A “lack of parts now and in the future” for 
recalled Takata airbag inflators was the big-
gest driver for AutoNation’s policy change, 
Marc Cannon, AutoNation spokesman, 
said via email. 

AutoNation CEO Mike Jackson decided 
to reverse the decision when he concluded 
that lawmakers’ efforts to ban the sale of 
used cars with unfixed recalls would falter 
under President-elect Donald Trump, Au-
tomotive News reported. Jackson report-
edly told Automotive News that his dealers 
will repair cars with available parts when-
ever possible.

Jackson said that in the event his dealers 
sell a car with an unfixed recall — wheth-
er to a consumer or auction lot — they’ll 
disclose its status. In November, the group’s 
dealers reportedly had some 6,000 used 
cars on hold because of its erstwhile poli-
cy, mostly because of Takata inflator recalls 
with still-missing parts.

Used-car shoppers should check the vehi-
cle identification number of any car they’re 
considering for unfixed recalls. If a used 
car has open recalls, discuss getting them 
repaired before purchasing the car. 

Sourced From: Cars.com, Dec. 5, 2016, By Kelsey 
Mays
https://www.cars.com/articles/national-deal-
er-resumes-selling-used-cars-with-unfixed-re-
calls-1420692545120/ n

2017
COUPON BOOKS

are here!
Have you renewed your 
GIADA membership?
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To learn more: niadacertified.com/dealers 
Questions? Call Todd Hamilton at MOG Solutions, 678-804-2111 or email: toddhamilton@mogsolutions.com

Or you may contact C & S, Julie Colgate at 678-447-1161.

Georgia Agent
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AUCTION NEWS 

The split between dealers who attend in-
lane versus online auctions is on the rise. 
While two thirds of auction buyers still at-
tend live sales, sellers are seeing a difference 
in lane attendance on sale days. Dealer con-
cern became evident to Manheim Pensaco-
la General Manager Dustin Ruffin when he 
began to get questions such as “Where did 
the big crowds go? You used to have more 
buyers in the lanes.”

Recognizing this trend would continue, the 
Manheim Pensacola team was determined 
to help dealers understand the growth of 
online sales participation.

“When we told our clients there were a 
number of dealers online, I don’t really 
think they believed us,” Ruffin said. “Then 
I went to a fish market one day and took a 
number and it dawned on me that we could 
do that.”

The team installed a simple “Take a Num-
ber” system with a digital readout to in-
dicate the number of online buyers par-
ticipating in the sale via Simulcast. This 
manually-controlled counter, operated by 
the block clerk in each lane, offered sellers 
full insight into the number of potential 
bidders attending the live sale activity in 
their lane via Simulcast.

Online Transparency Helps Dealers Make 
Better Sale Day Decisions
By Jennifer Sheran, Manheim Auction

• CASH	for	your	auto	notes	– Bulk	Purchase	Program
• Reduce	 burden	of	taking	cash	and	collection	 calls
• Strip	Purchase	Program	(3	to	15	month	terms)
• Build	your	inventory	 to	sell	 more	in	tax	 season	
• One	source	 for	capital	 and	servicing	 solutions
• Quick,	 simple	and	consistent	 funding	process
• Combine	Strip	with	Bulk	 for	maximum	 cash	flow

United	Acceptance,	Inc.
Our	26th year	helping	dealers	 with	 their	 capital	 needs.

2017	Tax	Season	Solutions
BHPH	Bulk	Purchase	&	Strip	Purchase	Programs
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“We intentionally did not post any explana-
tion for the numbers to see if anyone noticed 
and then the questions began,” recalled Ruf-
fin. “Once we were able to show them online 
attendance with a number, it became more 
real. Now they are getting used to the idea 
that buyers also exist beyond the lanes. I 
catch them looking up there.”

Manheim Pensacola’s number system helped 
clients gain confidence in online sale partic-
ipation however this move unexpectedly 
sparked a new set of questions. Now sellers 
wanted to know why some lanes, specifically 
commercial lanes, had far higher numbers of 
online buyers for their vehicles. 

“The very first week we posted the count-
ers, a dealer stopped me and asked what the 
red number meant. When I told him it was 
the number of online buyers participating 
via Simulcast, he asked why other lanes had 
more online participation than his lane did. 
The answer was simple,” said Ruffin. “The 
lanes with the most online bidders run vehi-
cles with condition reports. Our online buy-
ers rely heavily on condition reports to learn 
about reconditioning needs, assess value and 
feel more confident about a purchase when 
they cannot actually kick the tires.”

Manually-operated lane counters were a 
makeshift solution for one Manheim auction.

According to Manheim sales data, vehicle 
listings with condition reports are three 
times more likely to sell and tend to sell 
four times faster than listings without 
them. Commercial sellers, typically order 
condition reports for their vehicles and 
experience more robust lane activity on-
line. However, with this new insight inde-
pendent and franchise dealers at Manheim 
Pensacola ordered 34 percent more condi-
tion reports on their cars and the online 
bidding activity grew by approximately 24 
percent.

News of Manheim Pensacola’s solution 
spread fast and resources were allocated to 
update the existing lane displays to include 
online bidder information and implement 
the new screens at every Manheim location 
nationwide.

In less than 60 days, every Manheim auc-
tion lane in the nation featured a new, fully 
automated screen, integrated with Simul-
cast, displaying the number of online buy-
ers and proxy bids coming in. In addition, 
the new display indicates if sellers are par-
ticipating in the auction remotely, so quick 
buying decisions can be made without a 
wait. This new system also gives dealers 
confidence that online bids aligned with 
the auctioneer’s announcements.

“It’s a rewarding experience to have a sim-
ple idea from one of our locations change 
the way we do business nationally, especial-
ly since it opened up conversations on how 
sellers could have the best experience both 
in-lane and online,” said Grace Huang, se-
nior vice president, Inventory Services. 

Manheim auction digital display includes a 
real-time count of online buyers and indi-
cates seller presence. n

AUCTION NEWS
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The American Bankruptcy Institute re-
ported that total bankruptcy filings in No-
vember decreased by double digits year-
over-year, reinforcing an anticipation of the 
second-lowest annual figure in 11 years.

According to data provided by Epiq Sys-
tems, the total bankruptcy filings of 59,300 
in November represented a 10-percent de-
crease from the year-ago total of 65,562. 
Consumer filings also decreased as the 
56,392 filings in November were down 11 
percent from the November 2015 consum-
er filing total of 63,251.

Meanwhile, total U.S. commercial bank-
ruptcy filings increased 26 percent year-
over-year in November.

ABI indicated commercial filings totaled 
2,908 in November, up from the November 
2015 total of 2,311. November marked the 
13th consecutive month with a year-over-
year increase in commercial filings. How-
ever, total commercial Chapter 11 filings 
decreased in November, as the 385 filings 
were 2 percent less than the 392 commer-

cial Chapter 11 filings registered in Novem-
ber of last year.

“While commercial filings continue to edge 
up slightly over recent years, fewer con-
sumers are turning to the financial relief of 
bankruptcy,” ABI executive director Samuel 
Gerdano said.

“Total bankruptcies remain on track for 
under 800,000 in 2016, the second-lowest 
total since (the Bankruptcy Abuse Preven-
tion and Consumer Protection Act) was 
implemented in 2005,” Gerdano added

ABI pointed out that total filings for No-
vember decreased 6 percent compared to 
the 63,055 total filings in October. Total 
noncommercial filings for November also 
represented a 6-percent decrease from 
the October noncommercial filing total of 
60,015.

Officials also noticed November’s commer-
cial filing total represented a 4-percent de-
crease from the October commercial filing 
total of 3,040. Commercial Chapter 11 fil-

ings also posted a 4-percent decrease from 
the 402 filings recorded in October.

The average nationwide per capita bank-
ruptcy-filing rate in November was 2.51 
(total filings per 1,000 population), a slight 
decline from the 2.53 rate for the first 10 
months of the year. Average total filings per 
day in November were 1,977, a 10 percent 
decrease from the 2,185 total daily filings in 
November of last year.

States with the highest per capita filing rates 
(total filings per 1,000 population) in No-
vember were:
1. Tennessee (5.65)
2. Alabama (5.52)
3. Georgia (4.76)
4. Utah (4.15)
5. Illinois (4.14)

ABI has partnered with Epiq Systems, a 
provider of managed technology for the 
global legal profession, in order to provide 
the most current bankruptcy filing data for 
analysts, researchers and members of the 
news media. n

Bankruptcies on 
pace for 2nd lowest 

total since 2005
By BHPH Report Staff



We’re your Manheim.

»   $6K AND UNDER SALE - Tuesdays 12:30pm ET
»   REGULAR SALE - Thursdays 9:30am ET
»   PORSCHE (CLOSED) - Monthly on Tuesdays 2pm ET, call for dates
»   EXOTIC HIGHLINE SALE - Monthly on Tuesdays 2pm ET, call for dates

THE POWER AUCTIONS,  
3 AUCTIONS STRONG

MANHEIM ATLANTA

MANHEIM GEORGIA

»   REGULAR SALE - Tuesdays 9:30am ET
»   GM | GM FINANCIAL CLOSED SALE - Biweekly on Wednesday, call for dates
»   FORD FACTORY SALE (CLOSED) - Biweekly on Mondays, call for dates
»   HYUNDAI FACTORY SALE (CLOSED & OPEN) - Monthly, call for dates 
»   NISSAN AND INFINITI REMARKETING SERVICES - Tuesdays 9:30am ET in Lane 1

Manheim Atlanta  »  Manheim Metro Atlanta  »  Manheim Georgia

7205 CAMPBELLTON ROAD SW  |  ATLANTA, GA 30331  |  PHONE:  404.349.5555

4900 BUFFINGTON RD  |  ATLANTA, GA 30349  |  PHONE:  404.762.9211

THE BEST OF GEORGIA »  

»   REGULAR SALE - Wednesdays at 12:30pm ET
»   SPECIALTY COMMERCIAL TRUCK & EQUIPMENT - 3rd Wednesday each month 11am ET in Lanes 50, 51
»   TRA (SALVAGE) - Sale every Thursday 12:30pm ET

MANHEIM METRO ATLANTA
2244 METROPOLITAN PKWY SW  |  ATLANTA, GA 30315  |  PHONE:  404.464.4567
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No More Trips to the County Tag Office!
ELECTRONIC TITLE REGISTRATION (ETR) is the most convenient and secure way to process titles with no trips
to the tag office required. Pick and choose which deals you want to process via ETR, there’s no minimum
requirement and no set up fees!

• ETR integrates with Dealer Management Systems
• Pay TAVT & Title Application fees by ACH 
• Commonly used forms are available and pre-populated
• No special printer or other equipment is necessary
• No software to be installed - TitleTec ETR is a web-based program
• Quality Assurance and FAST turn-around on all title processing

TO SIGN UP NOW:
www.giada.org/titletec-etr-system or

Call 770-745-9650 or email ETR@giada.org

SIGN
ME UP!


