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A Year of Key Topics for Dealers
A Presidential Election Year, Economic Factors,  TAVT 
Changes, FTC Recall Issues and Possible Recall Legislation

GIADA PRESIDENT
Billy Graham
Graham Auto Sales, Inc.
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MAXIMIZE YOUR 

ADVERTISING
EXPOSURE!

GIADA also offers website 
banner advertising.

The GIADA website gets over  
50,000 visitors and over 142,000 
pageviews per quarter from top  

decision-makers. The exposure you 
could get is unmatched.  

Call us to advertise!_________________
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Hope this finds you in the middle of a great “tax season” 
selling spree! There are many issues at hand that affect the 
independent used automobile dealer in Georgia! Got your 
attention yet? I hope so because these are important to your 
livelihood.

As is always the case, I’m sure with this being a presidential 
election year it will be an interesting one. This has to be the 
most important presidential election our country has had 
in recent years. The economy, although a little better, has a 
long way to go. I am hoping for a president who understands 
small business is the heartbeat of America. The outcome of 
this election will effect our businesses for years to come. Get 
involved and make informed decisions.

TAVT changes in the air? Your association leaders, includ-
ing your Legislative Committee members, have been very 

involved with your legislators in Georgia trying to protect YOUR best interest in changes 
made to the current TAVT process and how those changes would effect all of us. We have 
attended several meetings under “The Gold Dome” fighting for you! With the efforts of 
your leadership, we are expecting a good outcome for our dealers.

Grounding literally millions of vehicles with open recalls? Is there is a fix available 
or not? Grounding means a portion of your inventory would be grounded - unable to 
WHOLESALE OR RETAIL a vehicle with an open recall - putting many of us out of 
business! Recalls are a hot topic in Washington. Legislation has been introduced to stop 
the sale of any vehicle with an open recall. This could be devastating to us, because we 
have no control over when and even if a recall can be performed. We simply have to rely 
on franchise dealers to do the repairs (if even available), putting us at a distinct disad-
vantage. Your state and national associations are working hard to find a solution for this 
huge issue.

Take out your calendars and save the date. Our spring board meeting will be held at the 
beautiful King & Prince Beach and Golf Resort located on St. Simons Island, April 22-24. 
We plan to build on some great ideas that were introduced at our winter board meeting. 
A lot of these ideas came from new attendees. That is why it is so important for you to get 
involved! Come and help us shape the future for the independent dealer in Georgia. We 
need and welcome your attendance. If you have any questions please contact the GIADA 
office or check out our website at GIADA.org. 

Still think you don’t have the time to get involved with YOUR association? None of us 
“have the time,” we simply have to “take the time” to make sure we protect our businesses 
and industry. Please consider getting involved and attending YOUR board meetings!

Happy Selling! 

Billy Graham
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This little piggy went to market and got more 
cash for his subprime apps. How about you? 

GO Financial’s innovative supbprime lending program puts you in control. 
It’s an end-to-end solution that provides up-front profit and future cash flow streams.
   

NO SIGN UP FESS 

NON RECOURSE 

NO MONTHLY SOFTWARE FEES 

CASH OUT NOW OPTION

•
•

•
•

Call today 888-463-4626 or visit www.gofinancial.com 
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GIADA EXECUTIVE 
DIRECTOR
Paul John

THE PULSE OF GIADA

Expo, Education & the IRS
EVENTS

CALENDAR
Automobile Dealer

Pre-License Seminar
Lithia Springs, GA

March 14

Conference of Auto 
Remarketing 

Las Vegas, NV
March 16  & 17

Automobile Dealer
Pre-License Seminar

Marietta, GA
March 19

Continuing Education Seminar
Cobb Galleria Center

March 21

Continuing Education Seminar
Macon Marriott City Center Hotel

March 28

AFSA Vehicle Finance 
Conference and Expo

Las Vegas, NV
March 29 - 31

NADA Convention and Expo 
Las Vegas, NV

March 31 - April 3 

NABD Annual National Conference 
Las Vegas, NV
May 24 – 26

NIADA Convention & Expo
Las Vegas, NV
June 13 – 16

The 2016 GIADA Annual Convention & Trade Expo will 
take place the weekend of July 21-23, 2016. It will be at the 
same location as it was last year, Legacy Resort at Lake 
Lanier Islands, Georgia. It’s a beautiful place to be and a 
great venue for dealers who are looking to sharpen their 
business skills. Our theme will wrap around “Staying on 
Target” and the way to accomplish that this year will be to 
attend the dealer training sessions and the Dealer Trade 
Expo featuring about 60 exhibitors. 

If you were lucky enough to experience last year’s event, 
you know just how great our training events are. We are 
working hard right now finalizing our plans for a Dealer 
Training Day filled with technology partners all geared up 
to bring to Georgia the best new ideas: the latest technol-
ogy available, peer strategies with roundtables and panels, 

online marketing skills, ways to reach the  millennial customer, best practices to promote 
a positive digital shopping experience, and simple steps to increase website conversion to 
paying customers. 

Online CE classes are robust with industry content and training modules. Even if you 
have attended the in-person CE class, I strongly urge you to go to our website, giada.org, 
find the CE on-demand links and take the courses. It only costs $29 if you are current 
on your membership and it’s worth every penny. Have your managers take the course, 
or your sales people. It does take time and focus, and there are test questions you have to 
answer correctly. We are very proud of this accomplishment, and for members beyond 
CE requirements, you will have continued access to many more online training courses 
to help you better run your business. Stay tuned!

IRS Cash Reporting Requirements Reminder
In the last week, we have received three calls from three different dealers who have been 
contacted by the IRS to inform the dealer that they are conducting an investigation on 
their business specifically to determine if the appropriate procedure was followed with 
respect to cash reporting requirements, 8300 form usage and to make sure there isn’t 
money laundering going on. When ever the IRS contacts a dealer about anything, this is 
a big deal and can be serious. Fines for non-compliance can be staggering and could land 
you in jail if convicted of helping to structure a car deal so as to avoid the cash reporting 
requirement. Be careful and be transparent. When you deposit cash in your bank ac-
count, there are triggers that will alert the IRS of unusual cash deposits. 

I urge every dealer reading this article to stop what you are doing and log on to giada.
org, and in the middle of the page, you will see information and a link to the IRS website 
explaining exactly how to comply. If you have any questions about this, please call my 
office staff and they can help you interpret the rules. 

Sincerely,
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Andy Turner, Mgr.
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In 2002, shoppers visited approximately 
five automotive dealerships prior to pur-
chasing a vehicle. In 2012, that number 
was cut down to 1.4, which means that 
the consumers that visit your lot have 
probably already defined their consid-
eration set and are ready to buy. Shop-
pers no longer need to physically be at 
your dealership to view pricing, inven-
tory, or financing options, so 90% of 
automotive shoppers are starting their 
journeys online and not in the physical 
showroom.

Although you may have your website 
covered, don’t forget that social media 
and review sites are a huge part of a 
shopper’s decision-making process. In 
fact, 76.3% of shoppers will be inf lu-
enced by online reviews in order to de-
termine not only what to buy, but where 
to buy it—and location is no longer as 
important a factor, with 31% of shop-
pers willing to drive up to 100 miles to 
have the right purchase experience.

If you’re ignoring your online reputa-
tion, you may be eliminating yourself 
from shopper consideration without 
knowing it. Don’t rely on in-store traffic 
to make your sales quotas heading into 
2016.

Craft meaningful review responses
Responding to comments on social and 
review sites requires the same discipline 
as following up with leads or escalat-
ing complaints. Replying with a cop-
ied-and-pasted response five days after 
a consumer leaves you a nasty message 
online doesn’t help you repair your tar-
nished reputation, and it shows other 
shoppers that you don’t care enough to 
take the time to write a real response.

Set yourself up for success by under-
standing how best to react to consumer 
complaints online.

Manage a crisis with care
If the worst happens and your social 

Don’t Ignore Your Online Reputation
BY KATHERINE LYMAN, DIRECTOR OF PRODUCT MARKETING FOR OUTSELL

media manager has accidentally posted 
something that was meant for private 
eyes, don’t panic—but do move quick-
ly. You’re not alone; some of the biggest 
brands in the world have made mistakes 
on public social pages. There are three 
main steps that can help you deal with 
the situation:

• Delete your mistake
• Acknowledge what happened
• Apologize for the error

Generate quality content
Always make sure your social media 
content is of high quality by:

• Planning out your content in advance
• Speaking with your brand’s voice
• Remembering your content doesn’t 

always have to be about you

• Posting as consistently as you’re able 
to support content

• Understanding what your customers 
are interested in

• Keeping your content focused

With so many customers willing to drive 
up to 100 miles to a dealership with a 
great online reputation, making sure 
that you’re responding to reviews or so-
cial engagements can keep you in consid-
eration. Now you can be assured that the 
three-quarters of consumers inf luenced 
by your reviews are inf luenced in a posi-
tive way—and you’ve made a strong case 
to be the one dealership out of the 1.4 the 
shopper is going to visit. n
______________________________
Katherine Lyman is director of prod-
uct marketing for Outsell, a Minneap-
olis-based digital marketing software 
firm. She can be reached at (612) 236-
1500, Katherine.lyman@outsell.com, or 
www.outsell.com.

“If you’re ignoring your online reputation, 
you may be eliminating yourself from shop-

per consideration without knowing it.”

With so many customers 
willing to drive up to 100 
miles to a dealership with 
a great online reputation, 

making sure that you’re re-
sponding to reviews or social 
engagements can keep you in 

consideration. 

INTERNET MARKETING
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Ever wonder why CarMax is the 
largest seller of pre-owned vehi-
cles, selling more than any other 
company?  They retail 160,000 

used vehicles just about every quarter and 
make approximately $2,200 per unit front-
end profit — over $350M.  If you do the 
math on 153 locations, each store averag-
es 348 unit sales per month and grosses 
right at $800,000.  In addition to front-end 
retail profit, CarMax also makes $100M 
per quarter from their finance arm, CFA.  
How are they able to consistently retail 
350 pre-owned vehicles every 90 days and 
maintain $2,200 per unit front-end profit?  
In my opinion, the secret is their prima-
ry source of inventory.  While most deal-
ers battle it out in the auction lanes across 
the country, CarMax buys a vast majority 
of their inventory directly from the con-
sumer.  In fact, they sell 100,000 wholesale 
vehicles at their own auctions and make 
about $1,000 per unit in wholesale profit.  
That’s $100M every quarter in wholesale 
profit. Which means just about every Car-
Max location makes $225,000 per month 
wholesaling vehicles.

The average franchised dealer in the U.S. 
loses or breaks even wholesaling vehicles. 
Imagine the ability to turn a consistent-
ly losing business unit into a $3,000,000 
profit center!  Most dealers don’t even 
think this way about wholesale because 
they’ve been conditioned to the contrary.  
Decades of consistent losses have given 
way to the common sentiment that whole-
saling is a necessary sacrifice to power 
retail sales.  While dealers have had their 
heads in the sand, CarMax has become the 
nation’s largest used car retailer using con-
sumer acquisition and wholesale profit as 
the catalyst.  

The reason CarMax can maintain their 
retail and wholesale gross profits is that 
they buy a large portion of their vehicles 
directly from the consumer for $1,000 
less than what other dealers are paying at 
auction.  This obviously gives them an in-
credible advantage.  They can essentially 
market and sell a vehicle at the same price 
a competitor does, but make $1,000 more 
in profit.  I have always said that profit is 
truly made at the point of acquisition, not 

liquidation.  If dealers would adopt this 
mentality, they would realize a fundamen-
tal paradigm shift in their business mod-
els that would lead to substantially higher 
profits.      

How then can dealers get there?

1Dealers must create buying centers 
within their dealerships and even 
build satellite buying centers in their 

communities.  The infrastructure is in 
place. However, the marketing, process 
and technology are not.  

2 Every vehicle has a value. Many deal-
ers are not interested in making an 
offer if a vehicle is not appropriate for 

the retail lot. This is a huge mistake. Think 
about it…the average wholesale transac-
tion for CarMax is $5,500. If they average 
$1000 profit per wholesale unit, they are 
making a 20% profit in a matter of days.  
You would be hard pressed to find better 
ROI. Especially with little or no risk. Deal-
ers have the infrastructure and personnel 
in place to make it happen.  They must 
adopt the mentality that every wholesale 

Dealers! Get Serious about Buying 
Directly from the Consumer
BY DIGITAL DEALER
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vehicle is more than likely a retail vehicle 
to an independent dealer. Independent 
dealers love buying trades from franchise 
stores and franchise stores have the cred-
ibility and infrastructure to create a very 
valuable consumer acquisition channel.    

3 Marketing dollars need to be shifted 
to the wholesale opportunity. 65-70 
percent of people that want to sell 

their vehicle also want to buy a replace-
ment!  You are just attacking the market 
from a different angle. For transactions 
that do not result in a direct retail sale, 
you have acquired a needed inventory unit 
that will result in either a retail sale, or a 
wholesale transaction. It’s a win in either 
case. Either proposition will translate into 
at least $1,000 in incremental profit. In 
addition, you are driving needed traffic 
through your doors every day.

4 “Pigs get fat and hogs get slaugh-
tered.” Don’t get greedy and try to 
steal these vehicles from consumers. 

Consumers today are educated and they 
have a pretty good idea of what their vehi-

cles are worth. Obviously, you can deval-
ue that expectation with communication. 
However, you cannot try to offer $4,000-
$5,000 below wholesale values.  You’ll get a 
bad reputation overnight and you will not 
be successful. Trying to take advantage of 
the consumer will only result in failure.  
The wholesale target should be $1,000 
per unit.  CarMax finds 100,000 people a 
quarter willing to sell at this price. So, you 
should be willing and able to do the same.  

5 You need Technology.  If you’re going 
to beat CarMax at the game they’ve 
basically created, you need a better 

mousetrap. Cars.com, for example, will 
go live nationally in early 2016 with tech-
nology that will assist dealers in winning 
this game. It is a bonafide mobile bidding 
platform they will extend to dealers every-
where. Bids are submitted in real-time and 
consumers are notified instantly.  Allow-
ing a consumer to sell a vehicle in minutes 
versus a 2-3 hour process will give you the 
advantage you need.  Rather than having 
a “what’s my vehicle worth?” widget pow-
ered by a wholesale book that gives the 

consumer a range, give him a solid bid in 
real-time.

In the end, there’s a reason why CarMax 
has positioned itself as a go-to place for 
consumers looking to maximize their ve-
hicle’s value when they’re ready to sell. The 
sad part is that dealerships perpetuate this 
perception by lowballing customer trade 
values in attempt to “steal” their trade and 
maximize potential profit. Or, even worse, 
by telling the customer IN THEIR SHOW-
ROOM to go sell their vehicle to CarMax, 
then come back to buy the one they are in-
terested in. It is pretty absurd to send your 
customer to your competitor for any rea-
son. However, that is exactly what many 
dealers are doing. Guess who is the real 
beneficiary of that?

Change your mindset and stop losing valu-
able inventory acquisition opportunities. 
Capitalize on every interaction by lever-
aging technology to provide opportunities 
and additional profit to your dealership. 
Like the old saying goes… “If you can’t 
beat them, join them.” n

DEALER INSIGHT
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• CASH	for	your	auto	notes
• Reduce	 administrative	 burden	of	taking	cash	and	collection	 calls
• CASH	advance	 for	payments	and	YOU	continue	 to	collect
• Build	your	inventory	 to	sell	 more	
• We	are	your	source	 for	capital	 and	servicing	 solutions
• Quick	and	simple	 funding	process

Entering	our	25th year	assisting	auto	dealers
UNITED ACCEPTANCE, INC.
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Remember 2012, when the automotive in-
dustry got an adrenaline shot to the heart 
a la Uma Thurman in Pulp Fiction? Fol-
lowing several years of unpalatable news, 
depressed growth, and a sputtering econo-
my, the automotive industry rejoiced when 
numbers finally sprang up, specifically in 
one category: leases. Those deals had us 
jumping for joy as hundreds of thousands 
of new automobiles drove off lots across 
the country.
 
Now, with 2016 just around the corner, it’s 
time to think about all of those leases once 
again in the form of lease turnovers.
 
According to Auto Finance News, “The 
volume of expiring automobile leases is 
on track to increase 100,000 units – 5% in 
2015 and then skyrocket another 800,000 
units – 35% – in 2016.”
 
That’s a big number, but don’t let it freak you 
out. As you can read in Auto Remarketing, 
moving your pre-owned vehicles makes you 
money pretty quickly and easily, so your 
attention should be even more focused on 
used vehicles as we move into 2016.
 
But how do you attend to that?
 Start by asking yourself these questions: 
Do you have used and/or certified pre-

owned campaigns running? Are you run-
ning any brand awareness building cam-
paigns to get the guy who turns in his lease 
down the road to run over to you to get his 
next car? If not, let’s get on this stuff.
 
Paid search ads
1. If you’re running a dealer general and 
new vehicle campaign (we hope), don’t 
touch those.

2. Talk to your paid search advertising pro-
vider about investing in a used campaign 
and make sure it helps you determine the 
most important models to move. Your ad-
vertising provider should:
• Work with you to get the pulse of your 

local market. You might have just got-
ten in a sweet convertible, for exam-
ple, but if you’re up here in Burlington, 
Vermont, like we are, nobody’s buying 
that ride in January.

• Thoroughly review your inventory 
with you. What are you deepest in? 
Customers like to see options when 
they search for a vehicle. Are you more 
likely to move trucks than sedans? 
Let’s focus on trucks.

• Help to include the deals and promo-
tions you may be running. If every-
one’s turning in leases, you have to 
stand out from the guy down the road.

Display ads
3. Make sure you’ve got real, on-lot photos 
of your used vehicles. Stock photos are a 
no-go here. Customers won’t trust you if 
you don’t show them what you’ve really 
got available and its condition. This is im-
mensely important in used vehicles.
 
4. People are going to be turning in leases 
all over town. By incorporating a used ve-
hicle display campaign, you can build local 
awareness of your inventory and promo-
tions. This strategy allows you to attract 
new customers who turn in their lease 
down the street and then come into your 
dealership to get the next one.
 
Retargeting
5. I’ve said it once; I’ll say it a hundred 
more times: You’ve put blood, sweat, and 
tears into getting customers to your web-
site. Please, please, please have your budget 
at a level that matches that unique visitor 
volume. Talk to your advertising partner 
to determine how to best approach auto-
motive retargeting.
 
The Farmers’ Almanac predicted a dry 
winter for the north and a wet winter for the 
south, but you can take fate into your own 
hands with these strategies and make sure 
it’s a HOT sales season at your dealership. n

5 Advertising Tips to 
Help You Move Your 

Used Inventory
BY ANNIE ODE, ADVERTISING PRODUCT
MARKETING MANAGER, DEALER.COM
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1GIADA CONTINUING EDUCATION ONLINE
$29 members & $49 non-members
It’s continuing education at your fingertips and on your own time! No other company offering online 

CE classes brings together the resources, knowledge and experience of the car business that GIADA does. 
Simply put: our online seminar is a world-class training program!

2GIADA CONTINUING EDUCATION IN-PERSON
$100 members & $150 non-members
Dealer check-in begins at 8am. Classes begin at 9am and end at 4pm. 

Friday, March 18, 2016 | Cobb Galleria Center
Monday, March 21, 2016 | Cobb Galleria Center
Monday, March 28, 2016 | Macon Marriott City Center Hotel

CONTINUING EDUCATION

AUTOMOBILE DEALER
CONTINUING EDUCATION

CE Done Your Way!
ENROLL NOW

DEADLINE APPROACHING

CE CLASSES END
MARCH 31, 2016

Visit giada.org/continued-education-seminar and select the option that  
works best for you! Online and In-Person options available.
Choose between an online class OR the in-person classroom
Attend and receive your certification!

ALL DEALER LICENSES IN GEORGIA MUST
BE RENEWED BY MARCH 31, 2016!
The license holder must attend the state mandated continuing ed class before renewing the license.

GIADA-Postcard-121415.indd   1 12/16/2015   12:51:11 PM

TWO OPTIONS FOR YOU!
Visit giada.org/continued-education-seminar and select the option that works best for you!

ENROLL NOW
GIADA.ORG/CONTINUED-EDUCATION-SEMINAR 
GEORGIA INDEPENDENT AUTOMOBILE DEALERS ASSOCIATION
(770) 745-9650 OR TOLL FREE: 800-472-8101

ALL DEALER LICENSES IN GEORGIA 
MUST BE RENEWED BY MARCH 31, 2016!

The license holder must attend the 
state mandated continuing ed class

before renewing the license.
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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

ACCOUNTING & TAX
PREPARATION

Galanti & Company, P.C.
770-393-0399
Accounting Services, Tax 
Preparation, Litigation Support
galanticpa.com

Robert L. Burt, CPA
205-752-3001
Accounting

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

Tax Refund Services Tax Max
Tax preparation and electronic 
filing for the car dealer
(866) 642-4107
taxrefundservices.com

TJS & Company, LLC
Cristi Jones
478-272-2030
Accounting Services
cjones@tjscpa.com

US Trust
404-264-2817
Tax Advisory
ustrust.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

DealerRater
781-697-3661
Car Dealer Review Website
dealerrater.com

AFTERMARKET
eCONTRACTING

F & I Express
404-759-5479
lisab@fandiexpress.com
fandiexpress.com

AUCTIONS

411 Auto Auction
770-336-5581
Wednesday 12:00 pm
411autoauction.com

Adesa Atlanta
SEE OUR AD ON PAGE 24
770-357-2277
Wednesday 10:00 am
adesa.com

Albany Auto Auction
229-435-7708
Thursday 6:30 pm
albanyautoauction.net

America’s Auto Auction - 
Atlanta
770-382-1010
Tues. 6:00 pm Dealer/ Public Sale
Friday 11:00 am Dealers Only
auctionbroadcasting.com

America’s Auto Auction – 
Greenville
864-801-1199 / 800-859-3393
Friday 10:00 am Car Sale
3rd Tuesday 2:00 pm Marine Sale
3rd Wednesday 9:00 am RV Sale
americasautoauction.com

America’s Auto Auction – 
Jacksonville
904-764-7653
Tuesday 6:00 pm INOP Sale & 
6:30 pm Dealer Only Sale
americasautoauction.com

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

Auction123.com
954-558-5337

Augusta Auto Auction
800-536-3234
Wed. 10:00 am Dealer Sale
Last Wednesday of Month
9:30 am INOP Sale
augustaautoauction.com

CarMax Auctions
888-804-6604
Dealers Only Auctions; Visit
carmaxauctions.com for
Locations, Dates and Times

Carolina Auto Auction
SEE OUR AD ON PAGE 42
864-231-7000
Wednesday 10:00 am
Salvage Sale every other 
Wednesday 9:00 am
carolinaautoauction.com

Charleston Auto Auction
SEE OUR AD ON PAGE 10
843-719-1900
Friday 10:00 am Dealer Sale
charlestonautoauction.com

Chattanooga Auto Auction
423-499-0015
Tuesday 9:00 am
chattaa.com

Columbus Auto Auction
706-320-2200
Tuesday 5:45 pm Dealer Sale
columbusgeorgiaautoauction.com

Copart Auto Auction – Austell
770-941-9775
Fri. 12:00 pm Dealer/ Public Sale
copart.com

Copart Auto Auction – 
Loganville
770-554-6366
Mon. 12:00 pm Dealer/ Public Sale
copart.com
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Georgia-Carolina Auto Auction
706-335-5300
Wed. 6:30 pm Dealer/ Public Sale
Fri. 6:30 pm Dealer/ Public Sale
gcautoauction.com

Go Auto Exchange Atlanta
404-464-4567
Wednesday 12:30 P.M.
goautoexchange.com

Houston Auto Auction
478-788-6947
Wednesday 11:00 am & 7:30 pm
Sat. 7:30 pm Dealer & Public Sale

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

Hwy 515 Auto Auction
706-635-1500
Tues 6:00 pm Dealer & Public Sale
hwy515autoauction.com

IAA ATLANTA SOUTH
678-920-4800
Wednesdays 9:00 am
iaai.com

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

IAA ATLANTA EAST
770-868-5663
Thursdays 9:00 am
iaai.com

IAA ATLANTA NORTH
770-975-1107
Tuesdays 9:00 am
iaai.com

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

IAA TIFTON
229-386-2640
Mondays 9:00 am
iaai.com

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

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

L W Benton Company
478-744-0027
Bidderone.com

Manheim Atlanta
SEE OUR AD ON THE INSIDE 
BACK COVER
404-762-9211
Every Thursday 9:30 am
Highline Sale 4th Wed. 9:30 am
Every Tuesday 12:30 pm
manheim.com

Manheim Georgia
404-349-5555
1st, 3rd, & 5th Monday 10:00 am 
Tuesday 9:00 am – Dealer
Every Other Tuesday 8:30 am
Disable Sale
manheim.com

Manheim Statesville
800-868-1220
Tuesday 9:30 am
Tuesday TRA Sale 8:30 am
manheim.com

New Calhoun Auto Auction
706-624-1944
Wednesday 7:00 pm
newcalhounautoauction.com

Oakwood’s Arrow Auto  
Auction
SEE OUR AD ON PAGE 35
770-532-4624
Thursday 6:00 pm
oakwoodsarrowautoauction.com

Online Public Auction.com
800-963-1672
6728 Hwy 85 STE C-2
Riverdale, GA 30274
onlinepublicauction.com

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

Rawls Auto Auction
SEE OUR AD ON PAGE 20
803-657-511113Tuesday 10:00 am
rawlsautoauction.com

Rebel Auction Company
912-375-3491 / 800-533-0673
Second Thursday of Month 9am
rebelauction.net

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

SmartAuction
770-686-4735
Online Auto Auction / Mobile App
smartauction.biz

South Georgia Auto Auction
229-439-0005
Thursday 11:00 am
southgeorgiaautoauction.com

Southeastern Auto Auction of 
Savannah
SEE OUR AD THE PAGE 6
912-965-9901
Wednesday – In Ops 10:00 am
Repos 10:30 am & 11:00 am
southeasternaa.com

Tallahassee Auto Auction
850-878-6200
Friday 10:00 am Dealer Sale
bscamerica.com

Truckcenter.com
404-627-5346
See Website For Dates & Times
truckcenter.com

V.I.P. Auctions
678-889-7776
myvipauctions.com
Metro Atlanta New Car Trades

BANKING

Hamilton State Bank
678-719-4572
Lines of Credit
hamiltonstatebank.com

Independent Bank
423-883-1503
i-bankonline.com

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

US Trust
404-264-2817
Private Banking
ustrust.com

CHARITABLE 
ORGANIZATIONS

Tommy Nobis Center Fund
770-427-9000
Vehicle Donation Program 
Supporting Job Training
tommynobiscenter.com

COMPLIANCE 
SOLUTIONS

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

COMPUTERS / 
NETWORKING

Dealers Connect Now
866-217-1709 
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.

CREDIT CARD 
PROCESSING SERVICE

Flat Rate Processing
1-888-592-1110
5825 Glenridge Drive Ste-226
Atlanta, GA 30328
flatrateprocessing.com

Protec Merchant Solutions
1-800-508-3496
protecmerchantsolutions.com
 
Suntrust/ First Data
404-281-8641
Merchant Services
firstdata.com
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CREDIT REPORTS

Equifax
770-522-5650
Credit Reports
equifax.xom

Microbilt Corp.
866-834-2975
Credit Reports
microbilt.com

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

DEALER INVENTORY
MANAGEMENT

Auction123.com
954-558-5337
Online Inventory Management & 
Data Distribution
auction123.com

DEALER LEADS 
PROVIDER

TrueCar
truecar.com

DEALER MGMT 
SYSTEMS

ABCoA/ Deal Pack
800-526-5832
Sales, Finance, Acct, S&P and 
Leasing Software dealpack.com

Autostar Solutions, Inc.
800-682-2215
Dealer Management Systems, 
Software, Svc., & Repair
autostarsolutions.com

Car Dealer Software by Wayne 
Reaves
SEE OUR AD ON THE INSIDE 
FRONT COVER
800-701-8082
Computer Software
waynereaves.com

Comsoft
800-849-3838
“Monymaker” 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
dealersocket.com

DealerTrack-RTS
860-448-3177
us.dealertrack.com

Frazer Computing
SEE OUR AD ON PAGE 34
888-963-5369
Computer Software
frazer.biz

Nowcom Corp/ DealerCenter
888-669-2999
Dealer Mgmt Software Solutions
dealercenter.net

Rent to Own Software by 
Wayne Reaves
SEE OUR AD ON THE INSIDE 
FRONT COVER
800-701-8082
Dealer Management Systems and 
Dealer Website Provider
waynereaves.com

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

TitleTec
SEE OUR AD ON PAGE 12
866-689-0578
Business, Title & Registration 
Software
titletec.com

Wayne Reaves Computer 
Systems
SEE OUR AD ON THE INSIDE 
FRONT COVER
800-701-8082
Dealer Management Systems and 
Dealer Website Provider
waynereaves.com

DEALER TRAINING

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

DEALER WEBSITE 
PROVIDER

Nowcom Corp/ DealerCenter
888-669-2999
Dealer Mgmt Software Solutions
dealercenter.net

Professional Mojo
866-611-2715
professionalmojo.com

Wayne Reaves Computer 
Systems
SEE OUR AD ON THE INSIDE 
FRONT COVER  
800-701-8082
Dealer Management Systems and 
Dealer Website Provider
waynereaves.com

DOCUMENT IMAGING
SERVICES

ESS Imaging, LLC
351 Thornton Road, Suite 121
Lithia Springs, Georgia 30122

EMISSIONS

Georgia’s Clean Air Force
800-449-2471
cleanairforce.com

FINANCE COMPANIES

Ace Motor Acceptance Corp.
SEE OUR AD ON PAGE 28
704-882-7100 Ext 7509
BHPH Lending / Funding for 
Contracts
acemotoracceptance.com

ADS of Georgia
404-316-3299 – Tom Sanvido
Financing
mnania@msn.com

All-American Capital Group, LLC
404-949-0002
Financing Buy-Here Dealers
allamericancap.com

Allcredit Acceptance
866-803-5128
Financing needs for Independent 
Used Auto Dealers & Customers
allcreditacceptance.com

Alliance Finance Inc.
770-435-6669
Personal & Automobile Loans 
From $50 to $10,000

American Credit Acceptance
866-544-3430
americancreditacceptance.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 Dealers Finance, Inc.
678-739-2059
dealersfinance.com

Automotive Finance  
Corporation
888-610-2323
afcdealer.com

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

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

Car Financial Services
877-570-8857
Account Purchasing
carfinancial.com
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Dealer Funding, LLC
877-538-5492
Secondary Financing
dealerfundingllc.com

Dealership Capital Partners Inc.
478-254-2477
Financing for Buy-Here-Pay-Here 
Dealers
dcp3535.com

Federal Financial Services
678-519-3615
Financing
ffsnc.com

First Peachtree Finance Co.
404-255-0496
Acct. Purchase Program

FlexPath Capital, Inc. 
727-897-5244  
FlexPath is dedicated to providing 
auto loan approvals in 30 seconds 
or less

Independent Dealers 
Advantage
SEE OUR AD ON PAGE 43
678-720-0555
Providing Sub-Prime Financing 
when others cannot

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

JBS Finance Inc.
678-889-7782
Indirect Auto Loan Specialists
jbsfinance.com

National Auto Lenders
305-822-2886
Non-Prime Auto Financing to 
Help Dealer Partners
nalenders.com

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

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

Peoples Financial Corp.
SEE OUR AD ON PAGE 5
770-422-2735
Auto Loans, Direct or Indirect, 
Secondary
peoplesfinancial.net

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

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

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

ProCredit Express
procreditexpress.com
edwilliams@procreditexpress.com

Road Auto Finance
(888) 237-3189
Info@RoadAutoFinance.com
roadautofinance.com

RouteOne LLC
248-229-5170
Access to Finance Sources & 
Web-Based Credit Application
routeone.com

Select Automotive 
Management LLC
(941) 907-8381
samfundsnow.com

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

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

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

Style Financial Acceptance
770-949-8598
Acct. Purchase Program, Point of 
Sale, Bulk

Tag Financial Services Inc.
678-324-1454
Acct. Purchase; Sub-prime Auto 
Financing
tagautoloan.com

U.S. Auto Credit Corporation
877-280-9267
usautocreditcorp.com
info@usautocreditcorp.com

United Acceptance, Inc.
SEE OUR AD ON PAGE 10
877-281-2360
Acct. Purchase, Bulk Receivables
unitedacceptance.com

United Consumer Finance, Inc.
508-923-0289
Non-recourse sub-prime
scott@ucfinanceinc..com

Vehicle Acceptance Corp.
770-537-3434
Financing for Buy Here Pay Here 
dealers
vacorp.com

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
westlakefinancial.com

FINANCIAL PLANNING

UBS Century Wealth 
Consulting Group
404-848-2601
Investments
Richard.Grodzicki@ubs.com

US Trust
404-264-2817
Investments
ustrust.com

FLOOR PLAN 
COMPANIES

Ace Motor Acceptance Corp.
SEE OUR AD ON PAGE 28
704-882-7100 Ext 7509
Funding for Contracts/ Floor 
Planning for Inventory
acemotoracceptance.com

Auction Credit 
770-336-7880
richard.gailey@auctioncredit.com
auctioncredit.com

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

Automotive Capital Services
770-876-7547
1661 Worthington Rd. Ste 100
West Palm Beach, FL 33409
Autocapservices.com

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

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

Carbucks
864-527-7147
Floor Planning
cbfloorplan.com

Floor Plan Xpress
404-548-5041
Independent Floor Planning
Fpxus.com

NextGear Capital, Inc.
888-969-3721
customerservice@nextgearcapital.com
nextgearcapital.com

Vehicle Acceptance Corp.
770-537-3434
Financing for Buy Here Pay Here 
dealers
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Wells Fargo Dealer Services
770-250-2405
Auto, Commercial & Real Estate – 
Floor Planning – F & I – Banking 
wellsfargodealerservices.com

GPS TRACKING - 
PAYMENT 
PROTECTION DEVICES

ARA GPS Systems
SEE OUR AD ON PAGE 25
770-871-0051
aragps.com

INILEX Inc.
480-889-5676
GPS Systems
inilex.com

ITURAN USA Inc.
954-484-3806
GPS Tracking
ituranusa.com

Passtime
877-PASSTIME
Vehicle Tracking
passtimeusa.com

SkyPatrol GPS LLC
312-316-727
skypatrol.com

Spireon
SEE OUR AD ON THE BACK 
COVER
866-655-8825
Vehicle Tracking
goldstargps.com

INSURANCE

Absolute Surety, LLC
407-674-7940
Surety Bonds
absolutesurety.com

ADS of Georgia
404-316-3299 – Tom Sanvido
Insurance Services
mnania@msn.com

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

Christopher Eells
770-971-8452
Bonds, Gar Liabilities, Dlrs Open 
Lot, Wkrs Comp, Property
Chris@primcoinsurance.com
myinsurancedealer.com

Cornerstone Insurance Group
800-257-9999
Bonds, Gar. Liability, Dlrs Open 
Lot, Prop, Tow Trks, Business Auto
dealergarageinsurance.com

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

Georgia Insurance Associates
Martha Fullwood 
678-985-0944
Bonds, Gar. Liability, Dlrs. Open 
Lot, Wkrs Comp, Prop, Life, 
Health, Retire, Home, Auto
georgiains.com

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

Lee & Mason Financial  
Services Inc. 
770-409-8801  
Blanket & tracking insurance 
options for all collateral based 
lending

Mall of Georgia Service 
Solutions
678-804-2111
Mogsolutions.com

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

Pearl Insurance
1-866-679-0891
Dealership Insurance
PearlInsurance.com

Reeves Insurance Associates
SEE OUR AD ON PAGE 9
770-949-0025
Bonds, Gar. Liability, Dlrs Open 
Lot, Wkrs Comp, Property, Life, 
Health, Retirement, Tow Trks
reeves-ins.com

Ron E. Widener & Associates
770-941-0293
Bonds, Gar. Liability, DOL, WC, 
Prop & Rental Car Insurance
ronwidener.com

Surety Bond Girls, LLC
678-694-1967
Surety Bonds, Title Bond Delivery
In Atlanta Area
traci@suretybondgirls.com
suretybondgirls.com

The Surety Group
1-844-4eBonds
suretygroup.com
info@suretygroup.com

Williams and Stazzone 
Insurance Agency Inc.
800-868-1235 x114
Liability, Dealers Ins, Rental, 
Workers Comp, Health, etc…
wsins.com

Zurich Insurance
678-516-6864
Bonds, Rental, RV, Gar. Liability, 
Open Lot, Property
zurichna.com

INSURANCE 
MONITORING 

Verifacto Inc.
678-640-1004
Hezi.moore@verifacto.com 
Online Insurance Management, 
Tracking, Communication, and 
Verification System
verifacto.com

LEGAL

Franzen & Salzano, PC
770-248-2882
General Counsel
franzen-salzano.com

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

Macey, Wilensky & Hennings 
404-584-1200
230 Peachtree Street NW
Suite 2700
Atlanta, GA 30303
Maceywilensky.com 

ONLINE MARKETING

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

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

Carsforsale.com
1-866-388-9778
Online Advertising
carsforsale.com

Nowcom Corp/ DealerCenter
888-669-2999
Dealer Mgmt Software Solutions
dealercenter.net

PAINT & BODY

Amerifleet Transportation
404-432-4611
Auto Detailing & Body Work 
on Vehicles In Route or in 
Temporary Storage
amerifleet.com

AP Auto Repair Shop
Douglasville, GA
404-519-3560

Courson’s Paint & Body Shop
912-367-4226
Body Shop

Davis Auto Body & Paint
Stone Mountain, GA
770-695-0015

Hwy 78 Body Shop, Inc.
770-948-8605
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
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AutoZone 
1-866-727-5317
AutoZone Sales Center
sc53@autozone.com

Utility Trailer Sales  
Company of GA
Phone: (888) 489-4966
www.Utilityofgeorgia.com 

PRINTING

CarDoozy
SEE OUR AD ON PAGE 47
kwilliams@cardoozy.com
cardoozy.com
855-745-3669

PROMOTIONAL &
MARKETING

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

Accessory Distributing
770-745-8446
Key Tags, Chemicals, Pin 
stripping, Magnets
yeagersadc.com

Allied Corporate Image & 
Textile
alliedcorporateimage.com
jross@ahrcares.com
404-931-6419

CarDoozy
SEE OUR AD ON PAGE 47
kwilliams@cardoozy.com
cardoozy.com
855-745-3669

CoVideo by EasyCare 
678-591-5272 
A video email services company 
that specializes in recording, 
hosting and transmitting videos 
via email

Meeting Street Graphics 
SEE OUR AD ON PAGE 29
205-497-0520
Personalized Drive-Out Tags
cartags4less.com

RECONDITIONING & 
ACCESSORIES

Accessory Distributing
770-745-8446
Key Tags, Chemicals, Pin 
stripping, Magnets
yeagersadc.com

Advance Chemical Products
404-361-5333
Detail Supplies

Usedcarsupplies.com
770-448-6982

RENTAL CAR 
COMPANIES

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

Rent-A-Wreck/ 
Priceless Rent A Car
770-321-4409
Used Car Rental Company
rentawreck.com

RENTAL CAR 
BUSINESS

Assoc Car Rental Sys (ACR)
770-948-1731
Rent-A-Car Training & Insurance
ronwidener.com

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

Penske Truck Leasing
610-775-6099

REPOSSESSION & 
SKIP TRACING

Collateral Investigative 
Services
Professional Skiptracing & 
Repossession Specialist
Christine Stone
770-516-2755

Hill & Associates
770-499-1801
Automobile Repossessions

The American Recovery 
Association, Inc.
972-755-4755
Repossessions, Collateral 
Transportation & Liquidation, 
Skip Tracing, Collections & More
repo.org

Victory Recovery Services-
Nationwide Skip Tracing & 
Repossession
Mark Hall
1-88-889-6261
vrs-corp.com

SATELLITE RADIO

SiriusXM Radio
siriusxm.com

SERVICE CONTRACT 
PROVIDERS, WARRANTY

ADS of Georgia
404-316-3299 – Tom Sanvido
Extended Warranty
mnania@msn.com

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

AUL Corp
404-995-6881
Service Contracts
aulcorp.com

Dealer Funding 
770-883-3883

Diamond Warranty Corp. 
800-384-5023 
diamondwarranty.net

GWC Warranty
800-482-7357
Service Contracts
gwcwarranty.com

Paradigm Disruptor
Wheel and tire insurance, 
Pre-paid maintenance and Gap 
Insurance. 
paradigmdisruptor@gmail.com

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

Penn Warranty Corp
570-899-5251
Service Contract Provider
pennwarrantycorp.com

Preferred Warranties
800-548-1121
Warranties
warrantys.com

ProGuard Warranties
570-414-0431
proguardwarranty.com

Strategic Dealer Services
214-838-1212
Warranty & Marketing for the 
BHPH dealers

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

SOCIAL MEDIA  &/or
ONLINE REPUTATION 
MONITORING

DealerRater
781-697-3661
Car Dealer Review Website
dealerrater.com

Professional Mojo
866-611-2715
Online marketing portfolio 
creation and management
professionalmojo.com

TITLE SERVICES

Avanco Tag & Title Service
404-768-7162
Title and Registration Services
avancotagtitle.com

Ron E. Widener & Associates
770-941-0293
Title Processing, Dealer Tags, 
Title Bonds, & Training
ronwidener.com

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

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

TitleTec
SEE OUR AD ON PAGE 12
866-689-0578
Business, Title & Registration Software
titletec.com

Tri Vin Inc./ DealerTrack
860-448-3177
Paper & Electronic Vehicle Title 
Admin – Liens and Title Mgmt
trivininc.com

TOWING & VEHICLE 
TRANSPORTATION

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

USED CAR VALUATION

Black Book
800-554-1026
Wholesale Vehicle Guide
blackbookusa.com

RouteOne, LLC
248-229-5170
Automated Vehicle Values Tool
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 INSPECTION 
SERVICES

TrueFrame of Georgia 
678-796-8783
trueframeofga.com

VEHICLE 
MODIFICATIONS

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

Custom Mobility Van & Lift 
Sales & Service
877-800-0194
Conversions, Hand Controls, and 
Wheelchair Lifts
custommobility.net
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As announced recently, automotive com-
panies will soon have three more domain 
extensions to choose from when crafting 
their Web presence: .cars, .car and .auto.

The domains are being launched by Cars 
Registry — a joint venture between do-
main companies XYZ and Unregistry.

To get some insight into what this means 
for dealers, Auto Remarketing reached out 
to Daniel Negari, chief executive officer of 
Cars Registry.

“Cars Registry Ltd. was formed by two do-
main industry leaders, XYZ and Uniregis-
try, with the vision of providing authori-
tative and memorable domain options for 
the auto industry,” he said.

So, why the new domains? Here is a look 
into what led to that decision.

Reasoning for the move
In discussing the reasoning for the new 
domain extensions, Negari explained that 
since the 1990s there have only been a 
handful of relevant domain options avail-
able — think .com, .org, etc. — and many 

of the best domain names were taking 
early on.

Negari said this left “many dealers,OEMs 
and vendors with their third- or fourth-
choice URLs.”

“Especially given the growth of mobile traf-
fic, there has been an increasing demand for 
short and memorable domain names, and a 
continual lack of supply,” he said. 

“We brought .xyz to the market for every 
website everywhere, and now the auto in-
dustry will have the chance to get the do-
main name they have always wanted,” he 
continued.

He offered this example: Nissan.com is ac-
tually owned by a computer company. And 
now, Nissan Automotive has the opportu-
nity to lock down Nissan.auto to replace 
some of the longer domains they use today.

 What does it mean for dealers?
The new extensions can potentially give 
dealerships a marketing advantage over 
what are often expensive or lengthy .com 
URLs.

Negari said, in particular, for those dealers 
with longer domain names the company is 
recommending they upgrade their existing 
lengthy domain to a memorable two letter, 
three letter or one-word domain.

“We offer complimentary white glove ser-
vice to aid dealerships in migrating their 
current website to their new .cars, .car, or 
.auto domain,” said Negari. “This process 
only takes a couple days and their SEO, 
ranking, and emails are maintained in the 
process.”

If dealers choose this approach, the com-
pany’s team will handle the entire migra-
tion process, and Negari said they have 
done so dozens of times in the past “with-
out a hitch.”

Dealers also can use “do it yourself” mi-
gration guide for anyone who would like to 
upgrade their domain, which can be found 
here.

Negari explained the new domains have 
the potential to help dealers capture more 
organic search engine traffic, as well.

What Auto Domain Extensions 
Mean for Dealers

BY SARAH RUBENOFF, STAFF WRITER, AUTO REMARKETING
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“Almost every domain variation will be 
available to register, including city, state, 
and region domain names,” Negari ex-
plained. “For example, a dealer could 
display their pre-owned inventory on 
LosAngeles.cars, and then start to capture 
search engine traffic for competitive key-
words like ‘los angeles cars’ and ‘los ange-
les used cars’. The dealer could then run 
search engine marketing, TV, print, and 
radio campaigns and track the results on 
their new Web address.”

This is the approach early adopter St. Louis 
Motorcars took. The Midwest dealership re-
branded from STLMotorcars.com to STL.cars.

The dealer principle, Graham Hill, than 
used the money the business might have 
spent on a comparable .com domain on a 
new ad campaign to promote the store.

“Buying the .com version of STL would 
have cost hundreds of thousands of dollars 
and STL.cars works exactly the same way, 
but looks better in advertising,” Hill said. 
“I got a better looking name for less money 
and used the savings over securing the .cars 
equivalent, to market my new website on 
duPont REGISTRY.”

And coveted .com domains go for increas-
ingly large amounts of money. Negari 
shared that over the past 12 months, he has 
seen two-letter .com domains sell for over 
$1.5 million, while some three-letter do-
mains have come for over $50,000.

On the other hand, all .cars, .car, and .auto 
domain names will be priced at the same 
flat rate of $3,000 MSRP per year, begin-
ning on Jan. 20.

Domains expected to go quickly
To start off, between Dec. 9 and Jan. 12, 
the domains will be first made available to 
trademark holders registered in the compa-
ny’s Trademark Clearinghouse.

Following this trademark period, a public 
priority registration period will start on Jan. 
12 to give anyone an opportunity to register 
any available domains for a premium fee be-
fore they enter general availability.

“Especially given the growth of mobile traffic,
there has been an increasing demand for short

and memorable domain names, and a
continual lack of supply...”

And then on Jan. 20, the domains will be-
come open to the public through Cars Reg-
istry’s retailers, including Network Solu-
tions and GoDaddy.

And Negari expects these domains to go 
quickly. “We have already received contact 
from many large car manufacturers and 
dealer groups who will be registering their 
trademark domain names in the initial 
trademark holder exclusive period,” said 
Negari. “There has also been a lot of interest 
in securing keyword-rich domains during 
the public priority registration period when 
domains like Buy.cars, Compare.cars, LA.
cars and Luxury.auto are expected to be reg-
istered.”  

From the initial feedback the company has 
received from smaller auto dealers and ven-
dors, the majority of respondents wanted to 
register at least one address with the new 
domain extensions.

But in many cases, they are requesting 10 to 
30 domains for each dealership “in order to 
lock up the geographic variant ending with 
.cars, model names ending in .car, and their 
automotive group name ending in .auto for 
SEO/SEM purposes,” said Negari. In other 
words, domains will be going and going fast.

Shorter URLs preferable to mobile 
users
Who wants to type in some long, cumber-
some URL on their smartphone? Well … no 

one, really, which is why shorter URLs are 
becoming more and more important as mo-
bile Web usage grows, especially in terms of 
vehicle shopping.

Negari said that have been a number of 
studies done on the effectiveness of short-
er URLs and the direct correlation between 
the number of characters in a URL and the 
popularity of the website, and, not surpris-
ingly, shorter URLs tend to be more popu-
lar.

“As digital ad spend in the auto industry 
continues to grow, along with the amount of 
mobile users, the demand for short, catchy 
domains is also increasing,” said Negari. 
“.cars, .car, and .auto domain names allow 
for innovation and empower businesses to 
drive their brand and secure some of the In-
ternet’s most valuable real estate.”

There will be many more to come, but for 
inspiration, here are a few examples of the 
auto businesses who have already made the 
switch to one of the three new domains:

• Kain.auto (previously KainAutomo-
tive.com)

• STL.cars (previously STLmotorcars.
com)

• MarketPunch.auto (previously Mar-
ketPunch.com)

• Lucra.cars (previously LucraCars.
com) n

MARKETING
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 ACURA REMARKETING
 ALLY
 AUDI FINANCIAL SERVICES
 CHRYSLER CAPITAL
 FORD CREDIT
 GM FINANCIAL
 HONDA REMARKETING
 HYUNDAI MOTOR FINANCE
 JAGUAR FINANCIAL SERVICES
 KIA MOTORS FINANCE
 LAND ROVER FINANCIAL SERVICES
 LEXUS FINANCIAL SERVICES
 MAZDA CAPITAL SERVICES
 MITSUBISHI MOTOR CREDIT
 SUBARU MOTORS FINANCE
 SUBARU OF AMERICA INC
 SOUTHEAST TOYOTA FINANCE/CENTERONE
 TOYOTA FINANCIAL SERVICES
 US BANK
 US BANK VOLVO
 VOLKSWAGEN CREDIT
 VOLVO CARS FINANCIAL SERVICES

Lower buy fees • CPO-eligible inventory
Central processing • Enhanced arbitration

30-day guarantee option

Get yours before they go to auction!
Log in to ADESA.com to find inventory today.
Or visit ADESA.com/off-lease to learn more.

Find one-owner, off-lease vehicles 
from these top consignors:

OFF-LEASE CARS
FRESH INVENTORY. OPEN SALE.
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ARA GPS 

Tax season is coming. Lower your GPS costs and make more money during the busiest part of the year. 
Our airtime plan starts when the GPS is installed, not when it’s purchased! So you don’t lose a second 
of the airtime you’ve paid for. With automatic nationwide impound lot notification, you’ll never get a  
big bill for storage of a impounded car. With a 3 year warranty, 4 hour heartbeat, top stops history and 
unlimited use, it really is a no brainer. Bottom line, we have the Best Price, Easiest to Use Web Site  
and the Best Features (beyond basic locate) of any GPS tracker on the market. A REAL NO BRAINER. 

For a live demo, call 770-871-0051 or visit us online at www.aragps.com for more information. 

Want to make more money  
this tax season? 

Really, it’s a no brainer. 

SMART VEHICLE  
RECOVERY 
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ARA GPS 

Tax season is coming. Lower your GPS costs and make more money during the busiest part of the year. 
Our airtime plan starts when the GPS is installed, not when it’s purchased! So you don’t lose a second 
of the airtime you’ve paid for. With automatic nationwide impound lot notification, you’ll never get a  
big bill for storage of a impounded car. With a 3 year warranty, 4 hour heartbeat, top stops history and 
unlimited use, it really is a no brainer. Bottom line, we have the Best Price, Easiest to Use Web Site  
and the Best Features (beyond basic locate) of any GPS tracker on the market. A REAL NO BRAINER. 

For a live demo, call 770-871-0051 or visit us online at www.aragps.com for more information. 

Want to make more money  
this tax season? 

Really, it’s a no brainer. 

SMART VEHICLE  
RECOVERY 
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DEALER SAVINGS

Exciting New Partnership Announcement for 
GIADA and CarDoozy

GIADA is thrilled to announce we have teamed up with CarDoozy to offer all Georgia automobile 
dealers over 700 really great products dealers use regularly in their day to day business. Get the best 
price on products like banners, flags, floor mats, key tags, stickers, forms, folders, and much more!

Save money on
dealer forms & supplies.

Supplies your dealership needs:
Balloons  |  Banners & Flags

Books  |  Floormats
Folders  |  Forms  | Keys & Tags

Labels  |  Laser Forms
Promotional  |  Protective Covers

Stickers & Decals  |  Supplies
AND MORE!

Visit giada.org to learn more.
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DEALER SAVINGS

PRODUCT TITLE Qty  DESCRIPTION EXT. PRICE
A‐1 ACCOUNT RECORD CARDS 100 SINGLES $29.00
F‐3 ADVERSE ACTION NOTICE 100 SINGLES $15.00
T‐16 AFFIDAVIT OF REPOSSESION 100 SINGLES $25.00
T‐11 AFFIDAVIT OF CORRECTION 50 SINGLES $10.00
F‐21 AGREEMENT OF GOODWILL SERVICE 100 SINGLES $15.00
F‐11 AGREEMENT TO PROVIDE INSURANCE  100 SINGLES $13.00
T‐226 APPLICATION TO EXTEND TOP 100 SINGLES $15.00
F‐6 AS‐IS WARRANTY  100 3‐PART $24.00
F‐34 AUTOMOBILE REPOSSESSION AGREEMENT 100 2‐PART $35.00
F‐1 BILL OF SALE (Multi‐part) 100 3‐PART $32.00
F‐1A BILL OF SALE (Single sheet) 100 SINGLES $23.00
F‐16 BUYER'S GUIDE (ENGLISH) 100 2‐PART $23.00
F‐16S BUYERS GUIDE (SPANISH)  50 2‐PART $12.00
F‐19 BUYERS ORDER  100 SINGLES $15.00
ST‐5 CERTIFICATE OF EXEMPTION (GA DEALER)  100 SINGLES $15.00
ST‐8 CERTIFICATE OF EXEMPTION (NON‐RES IN STATE DELIVERY)  100 SINGLES $15.00
ST‐4 CERTIFICATE OF EXEMPTION (OUT OF STATE DEALER)  100 SINGLES $15.00
ST‐6 CERTIFICATE OF EXEMPTION (OUT OF STATE DELIVERY)  100 SINGLES $15.00
F‐10 CONSIGNMENT AGREEMENT 100 SINGLES $15.00
GLB‐1 CONSUMER PRIVACY ANNUAL NOTICE 50 SINGLES $13.00
GLB‐2 CUSTOMER PRIVACY CHOICE 50 DOUBLE SIDED $25.00
F‐42 CUST. DELIVERY CONFIRMATION 100 2‐PART $45.00
F‐2 CREDIT APPLICATION 100 SINGLES $25.00
B‐4 CREDIT SCORE DISCLOSURE EXCEPTION NOTICE 50 2‐PART $24.00
B‐5 CREDIT SCORE NOT AVAILABLE NOTICE 50 SINGLES $15.00
DL DEAL FOLDER 100 FOLDER $40.00
DP DEALER PACK MULTI‐PART $59.00
F‐20 DISCLAIMER OF PRIOR DAMAGE 100 SINGLES $15.00
F‐41 DISCLAIM SALVAGE HISTORY 100 SINGLES $15.00
F‐40 DISCLOSURE OF DISCOUNT & BUYER REPRESENTATION 100 SINGLES $15.00
DT DRIVE OUT PAPER TAG 10 SINGLES $9.00
F‐39 EQUAL CREDIT OPPORTUNITY ACT DISCLOSURE 100 SINGLES $12.00
F‐35 EXPLANATION OF CALC. OF SURPLUS OR DEFICIENCY 100 SINGLES $15.00
B‐1 FEDERAL RISK BASED PRICING NOTICE 50 2‐PART $24.00
T‐8 LIMITED POWER OF ATTORNEY 100 SINGLES $15.00
F‐7 LIMITED WARRANTY 100 3‐PART $58.00
F‐13 NOTICE OF DISPOSAL 50 SINGLES $10.00
F‐26 NOTICE TO SELL PROPERTY 100 2‐PART $39.00
F‐36 NOTICE OF RIGHT RETRIEVE PERSONAL PROPERTY 100 SINGLES $15.00
T‐53D NOTICE OF SECURITY INTEREST 100 SINGLES $19.00
F‐15 NOTICE TO CO‐SIGNER 100 SINGLES $15.00
F‐5 ODOMETER DISCLOSURE STATEMENT 100 3‐PART $21.00
F‐32 OFAC COMPLIANCE STATEMENT 100 SINGLES $15.00
F‐37 POWER OF ATTORNEY ASSIGNMENT AGREEMENT 100 SINGLES $15.00
F‐43 PRE‐SALE MECHANICAL INSPECTION AFFIDAVIT 100 SINGLES $15.00
F‐33 PRE‐SALE CREDIT DISCLOSURE  100 2‐PART $38.00
F‐12 REPO NOTIFICATION 100 SINGLES $15.00
F‐22 REPO PERSONAL ITEMS INVENTORY FORM 100 SINGLES $16.00
F‐38 RESCHEDULING AGREEMENT 100 SINGLES $15.00
F‐4 RETAIL INSTALLMENT CONTRACT (PRECOMPUTED) 100 3‐PART $43.00
F‐4S RETAIL INSTALLMENT CONTRACT (SIMPLE INTEREST) 100 3‐PART $43.00
F‐24 SALES BAILMENT AGREEMENT 100 DOUBLE SIDED $28.00
S‐1 SECURE POWER OF ATTORNEY 100 MULTI‐PART $31.00
S‐2 SECURE TITLE REASSIGNMENT  100 SINGLES $14.00
F‐14 SURRENDER OF VEHICLE ‐ FULL SATISFACTION OF DEBT 100 SINGLES $15.00
MV18H TEMPORARY VERIFACATION OF INSURANCE 50 SINGLES $10.00
MV‐1 TITLE APPLICATION  100 SINGLES $15.00
VP VALUABLE PAPERS ENVELOPE 25 ENVELOPE $18.00
F‐31 WE OWE FORM 100 SINGLES $28.00

Go online to giada.org to buy these forms, or call or come by the office today!
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A  D I V I S I O N  O F

LET US DESIGN A TAG THAT EFFECTIVELY REFLECTS YOUR BRAND
email: sales@meetingstreetgraphics.com
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DECEMBER 2015 KONTOS KOMMENTARY

Current Used Vehicle 
Market Conditions 
and Outlook
Summary
2015 was largely a year when strong retail 
used vehicle and CPO demand, benign new 
vehicle incentive activity, and the embrace 
of upstream as well as traditional auction 
processes among remarketers diluted the 
usual negative impact of growing supply 
on wholesale values. Further masking that 
impact was the displacement of off-rent-
al program vehicle volume that appeared 
in the first half of the year rather than the 
last quarter of 2014. These high-dollar, 
late-model units biased average wholesale 
prices upward for much of the year. Never-
theless, supply growth underlies the whole-
sale price softness seen later in the year and 
most evidently in December, as prices fell 
by upwards of one percent on both a month-
over-month and year-over-year basis.
(More information will be provided in the 
year-end edition of Pulse.)

Details
According to ADESA Analytical Services’ 
monthly analysis of Wholesale Used Ve-
hicle Prices by Vehicle Model Class1, 
wholesale used vehicle prices in December 
averaged $9,763 – down 1.2% compared 
to November and down 1.0% relative to 
December 2014. Minivans were the only 
model class segment that showed a sig-
nificant month-over-month increase, and 
in general, prices in the truck classes de-
clined less than for cars and crossovers.

Average wholesale prices for used vehicles 
remarketed by manufacturers were up 1.6% 
month-over-month but down 3.5% year-
over-year. Prices for fleet/lease consignors 
were down 0.1% sequentially and down 0.7% 
annually. Within that category, off-rental 
risk units had modest month-over-month 
and year-over-year price increases, while 
prices for three-model-year-old vehicles, 
a proxy for off-lease vehicles, were down 
significantly both month-over-month and 
year-over-year. Dealer consignors saw a 
2.0% price decrease versus November and 
a 1.2% decrease relative to December 2014.

Data from NADA showed a 6.4% year-
over-year increase in used vehicle sales by 
franchised dealers and an 11.7% increase 
for independent dealers in December, and 
both were up on a month-over-month basis 
as well. December CPO sales were up 23.3% 
month-over-month and 13.1% year-over-
year, according to figures from Autodata. 
This closes another record year for certi-
fied sales, which exceeded 2.5 million units.

See adesa.com/kontos-kommentary

By 2017, NADA expects the
supply of late-model used

vehicles to be about 28 
percent higher than in 2014. 

The National Automobile Dealers Asso-
ciation predicted U.S. auto sales would 
probably start to decline in 2017, after 
seven consecutive years of increases. The 
good news is, 2015 should approach an all-
time high, and 2016 should set a new re-
cord, according to Steven Szakaly, NADA 
chief economist. In addition, analysts don’t 
predict a sudden falloff in U.S. auto sales 
after 2016, unlike some previous business 
cycles. Nevertheless, sales are likely to de-
cline after 2016.  Szakaly cited a combina-
tion of factors. Those include a gradual rise 
in interest rates from today’s relative lows. 
Used-car prices are also expected to de-
cline from today’s relative highs, making 
used cars more attractive for some buyers. 
There’s also a trend toward keeping cars 
longer, NADA said.

The dealer association expects used-vehi-
cle prices to fall by an average of 4.5 per-
cent per year in 2016 and 2017, caused 

by a rising supply of used vehicles and 
increased pressure from the new-vehicle 
market, as the factories increase new-
car incentives. By 2017, NADA expects 
the supply of late-model used vehicles to 
be about 28 percent higher than in 2014. 
On the bright side, on Monday the deal-
er association hiked its U.S. auto sales 
forecast for 2015 to about 17.2 million, 
from an earlier estimate of 16.9 million. 
For 2016, NADA predicted U.S. sales of 
about 17.6 new cars and light trucks – 
that is, pickups, SUVs, crossovers and 
minivans. The present U.S. sales record 
is 17.4 million, set in 2000. NADA said 
assuming sales increase again in 2016, 
that would be the seventh year in a row 
of increased U.S. auto sales, a record. 
However, U.S. auto sales had a long way 
to climb, after falling to only 10.4 mil-
lion in 2009. Analysts said that was the 
lowest level of U.S. auto sales per capita 
since World War II. n

U.S. Auto Sales Top Out 
In 2016, Dealer Association 

Economist Predicts
BY JIM HENRY, SENIOR EDITOR, AUTO FINANCE NEWS-NEW YORK
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As every dealer knows, technicians can 
make or break a service department. In 
this day and age of highly sophisticated 
vehicles, it is important to staff your ser-
vice department with well-trained and 
motivated techs in order to fix every vehi-
cle right the first time. But it’s extremely 
tough to find and keep qualified techs.

A common route dealerships use to find 
technicians is to advertise in the local pa-
per. This sometimes results in a good can-
didate, but more often it helps find techni-
cians who are disgruntled, have developed 
bad habits, and are just looking for higher 
pay. Let’s take a look at some other options, 
as well as key strategies for keeping your 
best techs on your roster.

Back to School
Most community colleges and technical 
schools offer two-year degrees in automo-
tive technology. Graduates have learned 
the fundamentals of auto repair and have 
demonstrated a level of commitment to the 
field. Though they may be lacking in expe-

rience, they can grow into valuable assets 
for a service department.

Automotive Youth Educational Systems 
(AYES) is another good resource for en-
try-level techs. It’s a program available at 
select high schools in which students par-
ticipate in learning auto technology while 
spending time working for a service facil-
ity. According to the National Automobile 
Dealers Association (NADA), studies have 
shown that AYES interns who move on to 
full-time jobs in the service department 
are loyal to the dealerships in which they 
work and often improve efficiency and 
profitability. And because interns are paid 
less, dealerships can make a higher profit 
on the work they generate.

Given the difficulty of finding good tech-
nicians, dealerships should work equal-
ly hard at keeping them. The best way to 
do this is train, train, train. Given today’s 
vehicle complexity, it is imperative that 
technicians are properly trained on a con-
sistent basis.

Training not only ensures technicians have 
the proper knowledge to repair the vehicle 
(fixed right the first time) but also demon-
strates the dedication of the dealership to 
continuing education. Techs who are well-
trained tend to be more productive and 
take more pride in what they do. Let’s face 
it, when a tech tries to perform a job he is 
not trained to do, there are some serious 
consequences: bad CSI, rechecks and ex-
posure to liability, just to name a few.

Don’t look at training as an expense. 
Think of it as an investment in the via-
bility and profitability of your service de-
partment for the future. Take advantage of 
factory-sponsored training and advanced 
courses at community colleges. Train your 
techs properly, and chances are they will 
be an asset for your service department for 
many years to come. n
_______________________________
Jim Alton is service solutions specialist for 
Service Group, an F&I income develop-
ment company. To contact Jim: JAlton@
AutoDealerMonthly.com

How to Find & Keep 
Service Techs
Community colleges, technical schools 
and even some high schools produce 
well-trained and highly skilled young 
service technicians.
BY JIM ALTON, SERVICE SOLUTIONS SPECIALIST, 
SERVICE GROUP
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COMPLIANCE TIPS

As winter gets serious, we hunker down 
and peruse developments in the auto 
sales, finance and lease world.  This 
month, we feature developments from 
the Consumer Financial Protection Bu-
reau and the Federal Trade Commission 
we thought might interest folks during 
the winter doldrums.  We also recap 
some of the auto sale and financing law-
suits we follow each month.  Remember 
– we aren’t reporting every recent legal 
development, only those we think might 
be particularly important or interesting 
to industry. 

Why do we include items from other 
states?  We want to show you new legal 
developments and trends.  Also, another 
state’s laws might be a lot like your state’s 
laws.  If attorneys general or plaintiffs’ 
lawyers are pursuing particular types 
of claims in other states, those claims 
might soon appear in your state.   

Note that this column does not offer 
legal advice.  Always check with your 
own lawyer to learn how what we report 
might apply to you, or if you have ques-
tions.

Thomas B. Hudson
Partner, Hudson 
Cook, LLC
thudson@hudco.com

Nicole Frush 
Munro
Partner, Hudson 
Cook, LLC
nmunro@hudco.com

The CARLAWYER©

by Thomas B. Hudson and Nicole Frush Munro

Offering cars that are “certified pre-
owned,” “inspected” or “guaranteed”? 
If some of those cars you are offering are 
subject to open recalls, you urgently need 
to review your advertising in light of the 
recent FTC action described below. 

Federal Developments

Spanish, Anyone? On January 22, the 
FTC issued its newest Spanish-language 
fotonovela in an effort to educate Span-
ish-speaking consumers about the car 
buying process and increase awareness of 
possible scams.

The CFPB Rides Herd on a BHPH Deal-
er. In late January, the CFPB announced 
a consent order with Herbies Auto Sales, 
a Colorado buy-here pay-here used car 
dealer. The CFPB alleged that Herbies en-
gaged in abusive acts or practices through 
its sales process and misled consumers 
about the cost of credit. The CFPB charged 
that Herbies unlawfully advertised a mis-
leadingly low 9.99 percent APR, without 
disclosing a required warranty, the cost of 
a required payment reminder device and 
other credit costs as finance charges. The 
CFPB claimed that the ads helped Her-
bies convince consumers they would get 
the 9.99 percent APR instead of the much 
higher rate actually charged. According to 
the CFPB, Herbies violated the Truth in 
Lending Act and the Dodd-Frank Act by 
hiding finance charges and advertising a 
lower APR than consumers received and 
by misrepresenting finance charges and 
APRs in marketing materials, showroom 
window displays, and TILA disclosures. 
Hidden finance charges, according to the 
CFPB, included costs, only in financed 
transactions, for a required repair war-
ranty and for a required GPS payment 
reminder device. The Bureau also alleged 
that Herbies hid finance charges because 
Herbies refused to negotiate prices with 
credit customers but did negotiate with 
cash customers, resulting in a finance 
charge for credit customers that should 

have been included in the disclosed cost 
of credit. Finally, the Bureau claimed that 
Herbies’ sales process lured consumers 
into the dealership with an inaccurate 
APR and then kept them in the dark 
about the true cost of financing the cars 
they were buying, thereby taking advan-
tage of consumers’ inability to protect 
their interests in selecting or using Her-
bies’ financing. Although you would nev-
er know it from the CFPB announcement, 
Herbies did not agree to any of the CF-
PB’s allegations, entering into the consent 
order solely for purposes of settlement. 
Under the order, Herbies must provide 
$700,000 in consumer redress. A civil 
penalty of $100,000 is suspended as long 
as the consumer redress is paid. Herbies 
also agreed to stop deceiving consumers 
during the financing process and must 
not misrepresent interest rates, finance 
charges, or amounts financed, or any oth-
er fact material to consumers concerning 
the financing of any vehicle. Herbies also 
must clearly and prominently post the 
purchase price on all automobiles for sale 
when offering financing. Finally, Herbies 
must give consumers certain information 
about the financing offer, including the 
actual APR, the car price, and all finance 
charges, and get a signed acknowledg-
ment from buyers that they received the 
required information before or at the time 
financing is offered.

CPO, Warranted and Guaranteed Cars 
With Open Recalls. On January 28, the 
FTC announced proposed consent or-
ders with General Motors Company, Jim 
Koons Management and Lithia Motors 
Inc. under which the companies have 
agreed to settle separate FTC adminis-
trative complaint allegations that each 
touted how rigorously they inspect their 
cars, yet failed to disclose that some of 
the cars they were selling were subject to 
unrepaired safety recalls. The FTC’s com-
plaint against GM cited the company’s 
representations for “Certified Pre-Owned 
Vehicles,” while the complaint against 
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Koons dealt with that company’s purport-
ed “guarantee,” and the Lithia complaint 
involved the company’s “warranty.” For 
each company, the charge was similar – 
in describing the program and touting 
the inspection of the vehicles, the com-
panies failed to disclose that some of the 
vehicles were subject to open (unrepaired) 
recalls. The proposed consent orders re-
main in effect for 20 years, and prohibit 
the companies from claiming their used 
vehicles are safe or have been subject to 
a rigorous inspection unless they are free 
of unrepaired safety recalls, or unless the 
companies clearly disclose the recalls in 
close proximity to the inspection claims. 
The proposed orders also would prohibit 
the companies from misrepresenting ma-
terial facts about the safety of used cars 
they advertise.

Litigation

GAP Insurance Provider Did Not Mis-
represent that Insurance Would Fully 
Pay Off Debt When Payment Was Ac-
tually Limited to 25% of Vehicle Value: 
A consumer bought a GAP insurance 
policy. After she suffered a total loss of 
one of her covered vehicles, she sued the 
insurer for fraud, misrepresentation, and 
deceptive practices, claiming that it mis-
represented that her policy would pay off 
her indebtedness in full in the event of a 
total loss, when her recovery was actually 
limited to 25% of the actual cash value of 
the vehicle. The insurer moved to dismiss 
the complaint, and the federal trial court 
granted the motion. First, the insured ar-
gued that the title of the GAP insurance 
option on the insurer’s website - Loan/
Lease Payoff - is misleading because the 
insurance does not necessarily provide 
for a complete payoff. The court dis-
agreed, noting that the heading, alone, is 
insufficient to mislead and that the web-
site includes a full explanation of the 25% 
limitation language behind a link directly 
next to where the insured clicked to re-
ceive the insurance. Next, the insured ar-
gued that the insurer amended its rules-
and-rate filing to omit the 25% limitation 
language, and this amendment misrep-
resented the benefits of the policy. The 
court disagreed, finding that a rules-and-
rate filing is not required to contain poli-

cy language, so removal of that language 
could not be misleading. Moreover, the 
court noted that the insured did not know 
of the rules-and-rate filing at the time she 
bought her insurance, so she could not 
have relied on the filing in deciding to buy 
the insurance. Finally, the insured argued 
that a claims adjuster misrepresented to 
her when she totaled her car that the en-
tire debt would be covered by the insur-
ance. The court found that she could not 
have relied on this misrepresentation in 
connection with her insurance purchase 
because it took place after she bought the 
insurance. See Lacy v. Progressive Direct 
Insurance Co., 2016 U.S. Dist. LEXIS 24 
(N.D. Ill. January 4, 2016). 

Insurance Policy Covering “Wrongful 
Repossession” Did Not Cover Claims 
that Pre- and Post-Sale Notices Violated 
State Law: A dealership was insured un-
der two insurance policies. One provided 
up to $500,000 for indemnity from and 
defense against suits for damages arising 
from the dealership’s “wrongful reposses-
sion” of an automobile and was linked to 
a separate $25 million umbrella policy. 
The other provided for up to $25,000 for 
costs in defending against suits arising 
from the sale of a car. The dealership sold 
a car to consumers and later repossessed 
and sold it for nonpayment. Prior to the 
sale of the car for nonpayment, the dealer-
ship sent the consumers a notice inform-
ing them that for a $25 charge, they could 
request an accounting. After the sale, the 
dealership sent them a notice charging 
them attorneys’ fees. The dealership sued 
the consumers for the deficiency balance, 
and they counterclaimed, alleging that 
the dealership’s pre- and post-sale no-
tices violated the Uniform Commercial 
Code and the Missouri Motor Vehicle 
Time Sales Act. The dealership tendered 
the counterclaims to the insurer for de-
fense and indemnity under the larger 
policy. The insurer refused, asserting that 
the claims did not constitute claims for 
“wrongful repossession.” The dealership 
sued, and the insurer moved for summa-
ry judgment. The trial court granted the 
motion, concluding that the larger policy 
only applied to repossessions that were 
wrongful, not to wrongful debt collec-
tion practices after repossession. The U.S. 

Court of Appeals for the Eighth Circuit 
affirmed. The appellate court found that 
the procedures required by statute for dis-
position of repossessed property are not 
part of the repossession process because 
sale of repossessed property is a separate 
event that takes place after repossession is 
complete. See Wolfe Automotive Group, 
LLC v. Universal Underwriters Insurance 
Company, 2015 U.S. App. LEXIS 21649 
(8th Cir. (W.D. Mo.) December 15, 2015). 

SCRA Does Not Apply to Obligations In-
curred While on Active Duty, Even if Or-
ders Changed While on Duty: A service-
member obtained a loan with a 34.37% 
annual percentage rate while he was on 
active duty in the National Guard. He 
asked that the lender reduce the interest 
rate to 6% per year pursuant to the Ser-
vicemembers Civil Relief Act. The lender 
notified the servicemember that he was 
not eligible for the interest rate reduction 
because the SCRA applies to obligations 
made before entry onto active duty, and 
he was on active duty when the debt was 
incurred. The servicemember sued, argu-
ing that his orders were revised and that, 
arguably, he got the loan while he was not 
on active duty. The federal trial court dis-
agreed, noting that although his orders 
may have changed, he was always on ac-
tive duty during the relevant time frame, 
and granted summary judgment for 
the lender. See Hall v. Springleaf Finan-
cial Services Inc., 2015 U.S. Dist. LEXIS 
154139 (S.D. Miss. November 13, 2015). 

Dealer May be Liable for Misrepresenta-
tions about Condition of Car in “As Is” 
Sale: A creditor repossessed a car after it 
was repaired following an accident. The 
creditor sent the car to auction, where the 
auctioneer disclosed that the car had suf-
fered damage to its frame. A dealership 
bought the car at the auction and offered 
to sell the car to a buyer “as is.” The deal-
ership told the buyer that the car never 
had repairs that cost more than 25% of the 
value of the car. The dealership gave her a 
copy of a CARFAX vehicle history report 
that did not mention the accident or the 
repairs. After the buyer learned about the 
damage, she sued the dealership for fraud, 
tortious breach of contract, civil conspir-
Continued on next page
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acy, unfair and deceptive trade practices, 
and negligence. She also sued the repos-
sessing creditor for all but the breach of 
contract claim. The defendants moved to 
dismiss, and the trial court granted both 
motions. The North Carolina Court of 
Appeals agreed with the trial court’s de-
cision to dismiss all the claims, except for 
the UDAP claim against the dealership. 
The appellate court dismissed the fraud, 
negligence, and tortious breach of con-
tract claims against the dealership, find-
ing that the buyer could not argue that 
she relied on any misrepresentations the 
dealership might have made about the 
car because the sale was an “as is” sale. 
The appellate court refused to dismiss 
the claim under the state UDAP statute. 
It concluded that the buyer could make a 
UDAP claim if she could prove that the 

dealership’s actions or statements had the 
capacity or tendency to deceive her and 
that she suffered harm because of those 
statements. She did not have to show that 
she relied on the statements; she only had 
to show that she might not have bought 
the car if the dealership had not told her 
that the car had not incurred significant 
damage. The appellate court dismissed 
all the claims against the repossessing 
creditor. The appellate court concluded 
that the creditor was not liable under the 
state UDAP law because the buyer did 
not buy the car at the auction and had no 
knowledge of any statement or disclosure 
the creditor or the auctioneer made about 
damage to the car at the auction. The ap-
pellate court also dismissed the fraud and 
negligence claims because the creditor did 
not owe a duty to the buyer to make sure 
the dealership disclosed complete or accu-

rate information to her when she bought 
the car from the dealership. See Sain v. 
Adams Auto Group, Inc., 2016 N.C. App. 
LEXIS 58 (N.C. App. January 5, 2016).

So there’s this month’s roundup!  Stay le-
gal, and we’ll see you next month. n 
______________________________
Tom (thudson@hudco.com) and Nikki 
(nmunro@hudco.com) are partners in 
the law firm of Hudson Cook, LLP. Tom 
has written several books and is the pub-
lisher of Spot Delivery®, a monthly legal 
newsletter for auto dealers. He is Editor 
in Chief of CARLAW®, a monthly report 
of legal developments for the auto finance 
and leasing industry. Nikki is a contrib-
uting author to the F&I Legal Desk Book 
and frequently writes for Spot Delivery. 
For information, visit www.counselorli-
brary.com.
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Have you noticed that the average used 
car you’re selling is younger and pricier? 
The recent popularity of leasing is pouring 
young used cars into the market at unprec-
edented levels.
 
Edmunds’ analysis found that average 
used car prices hit a record high of $18,400 
in the third quarter of 2015, up 6.3 percent 
— or $1,100 per vehicle — from the third 
quarter of 2014. Meanwhile, the average 
age of used cars sold in Q3 2015 was 4.3 
years, down from an average of 4.6 years 
the same time last year.
 
This is music to the ears of a franchised 
dealer who recognizes the opportunity to 
sell more certified pre-owned cars.

In Q3 2015, dealers sold over 653,000 ve-
hicles through CPO programs, the high-
est-ever volume for the third quarter. CPO 
sales accounted for 21.8 percent of used 
sales by dealers, another record for the 
third quarter.

These highly profitable cars are here; now 
the challenge is keeping a steady stream of 
buyers interested. The timing is great, as 
growing numbers of Millennials are com-
ing into the market with an appetite for 
lower priced cars equipped with the tech-
nology that can be found in many younger 
used models.
 
In support of its new Used+ car shopping 
service, an innovative used car sales pro-
gram carefully designed and market-tested 

for effectiveness in closing used car deals 
quickly and beneficially, Edmunds has 
been studying used car buyer behavior and 
has come upon some interesting learnings:
 
In a recent survey conducted on behalf 
of Edmunds.com by Instant.ly, 88% of 
respondents said that if they were to con-
sider a used car, they would be willing to 
pay more for a certified pre-owned vehicle. 
Of those who were willing, 37.8% said they 
would spend up to an additional $1,000 
while 36.9% of respondents said they 
would spend up to an additional $500.

Edmunds found that mobile users are at 
least 2.5 times more likely to click on ads 
than wired site visitors. This result holds 
for both retention and conquest ad cam-
paigns. Mobile ad engagement has tripled 
compared to last year, and is trending to 
continue proving effective.
 
When determining condition of a used car, 
81% focus on the vehicle’s mileage, 77% fo-
cus on the vehicle’s age and 67% focus on 
the wear and tear, according to Edmunds’ 
research. To draw the most interest from 
shoppers browsing the Internet for the per-
fect used car, your online communications 
should anticipate and address these topics 
of interest.
 
Of the non-CPO used car buyers that Ed-
munds talked with, 28% were getting rid 
of their old cars because they needed ex-
pensive repairs. Of the CPO buyers that 
Edmunds talked with, 24% were motivat-

ed to shop for something newer because 
they were nervous about the safety and/
or reliability of their old cars. Moving for-
ward, both sets of shoppers are likely to 
prioritize peace of mind when making a 
used car purchase. Dealers who address 
this need will be more likely to close more 
sales.
 
Edmunds compiles a wealth of detailed in-
sights into the state of the used car market 
quarterly in a free report found at http://
www.edmunds.com/industry-center/data/
used-car-market-quarterly-report.html  
Here are some additional points of interest 
from the latest edition of the report 

The average amount financed for a used 
car is $20,568, which is up two percent 
from last year. (The average financed 
amount is larger than the average price of 
used cars because many of the more inex-
pensive transactions are paid in cash and 
are therefore not reflected in the average 
financed amount.)

Loan terms on used cars are growing to 
offset higher average prices, and for the 
first time since before the recession, aver-
age APRs on used car loans are creeping 
higher.

Traditional SUVs  are seeing the most 
price growth in the used car market. Pas-
senger cars, on the other hand, are gen-
erally showing marginal year-over-year 
adjustments to prices, as a result of lower 
demand. n

Selling More Used Cars Than Ever Before
BY SETH BERKOWITZ, PRESIDENT, EDMUNDS.COM
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In the 2015 NADA Workforce Study, one of 
the most shocking statistics to me was that 
only 33% of all sales consultants hired reached 
their three-year service anniversary; which 
means that 67% of sales consultants that were 
hired quit within the first three years.

The high turnover rate among car sales-
people as a whole leads many dealers to 
shake their heads and say, “It’s hard to find 
good help.” Actually, nothing could be fur-
ther from the truth. There is plenty of good 
help out there; but the hard-working, smart 
and personable “help” that you’re looking 
for prefer to take jobs with companies that 
have a market-based salary structure.

Here in Albany, a college graduate can go 
work for many companies and receive a 
starting salary of $40K to $50K with great 
benefits. When given a choice between a 
guaranteed $50K and a sales job that ba-
sically pays minimum wage plus commis-
sions, why would anyone choose the latter? 
Sure, the “potential” may be there, but it 
takes years to build a book of clients and 
make $70K to $90K as a car salesperson; 
and even then, there are no guarantees.

I have long been an advocate of changing 
pay plans in retail automotive. For several 
years I was a General Manager for a large 
dealership, so I know what the dealer’s 
thinking is. Why would you pay a salesper-
son unless they sell something? Dealers are 
afraid if they offer a good starting salary, 
the salespeople would have no motivation 
and would just sit around and do nothing.

Unfortunately, this type of thinking de-
means the very salespeople you are trying 
to hire. You hire and pay people salaries to 
do other jobs in the dealership, and they 
do their jobs, don’t they? If they don’t do 
their jobs, they get fired. It’s no different if 
you think about paying salespeople a sal-
ary. Pay them a salary to do their job, and 
if they do a good job, they get rewarded 
further with pay increases or bonuses. If 
they don’t do a good job, fire them and hire 

someone else. The bottom line is that you 
want your managers to manage the sales 
staff, not the pay plan.

Offering to pay a salary with the potential 
for bonuses and growth will attract a much 
higher-caliber employee than offering to 
pay minimum wage plus commissions 
that all too often these days, amount to a 
“mini” of $150 per car. If you want to hire 
someone intelligent and hard working, you 
have to be competitive. If you’re not willing 
to be competitive, then you’re going to get 
what you’re going to get.

Another reason I advocate changing pay 
plans is because when you hire someone 
for minimum wage, you can be pretty 
confident that person is looking for a 
better-paying job from day one. Whereas 
if you pay them $50K, that person may 
not look right away; in fact, they may 
be motivated enough to stay for a while 
and work hard so they can make $60K or 
$70K.

I realize that front-end gross is declining, 
but in the last few years, dealerships have 
had incredibly profitable years. They’re 
making money on trade-ins, on F&I and 
on service work. Incentives from manu-
facturers have increased significantly, en-
couraging dealers to give up front gross as 
a strategy to meet manufacturers’ stair step 
programs and to move the customer into 
the F&I office.

So yes, front-end gross may be low, but 
dealers are still highly profitable. Isn’t it 
time to pay our starting salespeople a liv-
ing wage?

My belief has long been that paying sales-
people a good salary will actually increase 
front-end gross. A salesperson that is mo-
tivated only by commissions looks at every 
customer with the attitude, “What can I get 
from this person?” Instead, the focus should 
be on listening to the customer, focusing on 
their needs and taking care of them with the 
goal of building long-term loyalty.

Some of the luxury manufacturers and 
large dealer groups have been dabbling 
with new pay plans, and the results have 
been encouraging. Titus-Will Automotive 
Group in Washington recently changed 
the title of their salespeople to “product spe-
cialists,” and offers a choice between a tra-
ditional commission pay plan and a salary 
with bonuses. According to a recent article 
in Automotive News, operations manager 
Court Will says the approach has resulted 
in better quality applicants and more appli-
cants coming from other industries.

BMW has shifted to hiring “product spe-
cialists,” who are hired not to sell cars, 
but to provide a great customer experi-
ence. Sonic Automotive is also rolling 
out a group-wide, one-price policy with 
no-commission customer service reps. The 
goal behind these moves is to improve the 
customer buying experience, which will 
ultimately result in higher levels of cus-
tomer loyalty and profits.

This makes sense to me; salespeople who 
make a living wage are more likely to be 
happy in their jobs, which means the cus-
tomers will be happier too. Happy custom-
ers lead to higher profits, so why fight it? 
The trend seems inevitable and better for 
all parties involved. n

How to Reduce Employee Turnover
BY DIGITAL DEALER

“...salespeople who make a 
living wage are more likely to 
be happy in their jobs, which 
means the customers will be 

happier too. Happy customers 
lead to higher profits...”

HUMAN RELATIONS
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MONDAY
Copart Auto Auction
6089 Hwy 20
Loganville, GA 30052
770-554-6366
12:00 pm Dealer & Public Sale
copart.com

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

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

Manheim Georgia
7205 Campbellton Rd
Atlanta, GA 30331
404-349-5555 / 888-766-7144
Ford Factory Sale Every Other 
Monday
10:00 am
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
6:00 pm 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
2:00 pm Marine Sale
americasautoauction.com

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

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

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

Columbus Auto Auction
2473 Blanchard Blvd
Columbus, GA 31901
706-320-2200
5:45 pm Dealer Sale
Columbusgeorgiaautoauction.com

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

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

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

Manheim Georgia
7205 Campbellton Rd
Atlanta, GA 30331
404-349-5555 / 888-766-7144
9:00 am Dealer Sale
1st, 3rd, & 5th Tuesday 
8:30 am Disable Sale
manheim.com

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

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

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

Adesa Atlanta
5055 Oakley Industrial Blvd
Fairburn, GA 30213
770-357-2277
10:00 am 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
10:00 am Dealer Sale
9:30 am Last Wed of Month INOP
augustaautoauction.com

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

Georgia-Carolina
Auto Auction
884 East Ridgeway Rd
Commerce, GA 30529
706-335-5300
5:00 pm Dealer & Public Sale
gcautoauction.com

Go Auto Exchange ATL
2244 Metropolitan Parkway SW
Atlanta, GA 30315
404-464-4567
12:30 pm
goautoexchange.com

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

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

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

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

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

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

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

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

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

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

Oakwood’s Arrow Auto Auction
4712 Flat Creek Rd
Oakwood, GA 30566
770-532-4624
6:00 pm 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 9:00 
am Dealer & Public Sale
rebelauction.net

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

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

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

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

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

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

Georgia-Carolina Auto Auction
884 East Ridgeway Rd
Commerce, GA 30529
706-335-5300
6:30 pm Dealer & Public Sale
gcautoauction.com

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

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

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

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

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

Georgia-Carolina Auto  
Auction
884 East Ridgeway Rd
Commerce, GA 30529
706-335-5300
6:30 pm Dealer & Public Sale
gcautoauction.com

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

OTHER AUCTIONS
ACACIA Augusta Auto Auction
1200 East Buena Vista Ave
North Augusta, SC 29841
800-536-3234
Last Day of the Month
9:30 am INOP Salvage Sale
augustaautoauction.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 

Online Public Auction.com
800-963-1672
6728 Hwy 85 STE C-2
Riverdale, GA 30274
onlinepublicauction.com

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

V.I.P. Auctions
Metro Atlanta New Car Trades
6:00 pm 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
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NEW & RENEWED
MEMBERSNOVEMBER/DECEMBER 2015

1 Owner Auto Sales
21 South Auto Sales
3D Motorsports LLC
9 Palms Auto Sales
A & B Auto & RV Sales
A & J Used Cars
A & M Auto Brokers Inc
A & R Auto Sales Inc.
A O K Used Cars LLC
A1 Car Brokers Inc
ABC Auto Sales LLC
About Cars & Trucks LLC
Adams Motor Co. Inc
ADS of Georgia
Affordable Ambulance LLC
Affordable Auto Brokers
Ajax Auto Sales
Alford Auto Sales
Alive Auto Sales
Alliance Auto Dealer LLC
Allisson Auto Sale
Ambassador Auto Sales
American Eagle Auto Sales
America’s Auto Auction Jacksonville
Amigo Auto Sales Inc
Ample Auto Group
ARA GPS Systems
Artelli Auto Brokers LLC
Associated Fuel Systems Inc
Atlanta Auto Brokers Inc
Atlanta Auto Max Inc
Atlanta Auto World
Atlanta Best Used Cars LLC
Atlanta Motor Company Inc.
Atlanta Motor Sales LLC
Aurora Automotive
Auto Barn LLC
Auto Edge, LLC
Auto Fiesta
Auto J’s, Inc.
Auto Karma, LLC
Auto Mart
Auto Plaza Group, Inc.
Auto Plaza, Inc.
Auto Star
AutoDeals.me, LLC
Autolanta Collection
Automart
Automotive Capital Services
Automotive Dealers Finance, Inc.
Auto-Pro Sales & Services
Autorama Pre-Owned Cars
Autoteam of Valdosta LLC
AutoZone
B & W Used Cars Inc.
Ball Auto Sales

Barnett Finance Company
BDE Automotive Group, LLC
Beckelli Motors
Beckley Motors
Bellamy Auto Sales
Bells Auto Sales Inc.
Bernal Auto Sales
Best Bet Automotive
Bid N Drive, Inc
Big O Used Cars & Trucks Inc.
Black’s Auto Sales
BO’S AUTO SALES INC
Brantley Auto Sales LLC
Brian’s Auto Sales Inc.
Budget Auto Sales
Budget Car Sales
Bulldog Motors, Inc
Bullock’s Auto Sales
Buyavette.net Inc.
Buy-N-Tell Auto Brokers
BWC Automotive
Cagle Auto Inc.
Car Fast Auto Sales LLC
Car Loan Direct
CAR NATION
Car Saturn LLC
Car Spot
Carlos & BJ Auto Sales
Carma Automotive Group
Carnation Automotive LLC
Car-Part.com
Carpet Capitol Auto Sales Inc.
Cars R Us Inc.
Carsmart Auto Sales
Carter Cars, Inc.
Cary’s Superior Cars Inc.
Cash City Inc.
Cassius Houston
Cavender Auto
Champion Imports
Charles Williamson Auto
Cherokee Auto Group LLC
Choice Automotive Group
CJC AUTO BROKERS
Classy & Luxury Motors
C-Links Auto Sales, Inc
Coastal Auto Sales
Colonial Sales and Leasing
Crossgate Motors Inc.
CRS Auto Sales
CSRA Motor Sport LLC
Cuckoo Motors
Curtis Lewis Motor Co.
D & D Autow’s
D S AUTO SALES INC
D-1 Motors Inc

Dale Waters
Danny Emmett
Dan’s Auto & Truck Sales
Dan’s Auto Sales LLC
David Smith Auto Sales
Dayorem Motors
Dealer Remarketing, Inc
Dealership Capital Partners, LLC
Diamond LT
Dinkins Motor
Dionte Adams
DJ’S Truck Sales Inc.
Drift Auto
Driver’s Choice LLC
Dukes Affordable Auto LLC
Duluth Auto Exchange
E Hunter Automotive Group, LLC
Eagle Auto Sales
Eagle Brokerage LLC
Easy 2 Ride Auto Sales
Easy Ride Auto Sale Inc.
Elite Motors Inc.
Ellis Car Store
Empire Automotive of Atlanta
Encore Auto Brokers LLC
Eva McFadden
Evolution Cars
Ewing Motor Company Inc.
Exclusive Automotive Group Inc.
Express Auto Sales LLC
Exquisite Motorsports
E-Z Auto Finance Inc.
FASTLANE MOTORSPORTS LLC
Final Auto
Finnicum Motor Co.
First Choice Motors Inc
First Peachtree Financial, Inc.
Fleming Auto LLC*
Fletcher & Son Auto Sales
Fletcher Auto Sales, Inc
Four Four Customs, LLC
Four-D, Inc
Franzen & Salzno, PC
Fraser Dante LTD
Frontier Auto Sales LLC
Fulmer Auto Sales & Leasing LLC
Gann’s Automotive Sales
Gause RV Center Inc.
Georgia Auto Finance LLC
Georgia Car Finders, LLC
Georgia Quality Auto Sales
Ghost Light
Gibbs Auto Inc.
Gil’s Auto Sales
GLM
Global Motors VIP
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NEW & RENEWED
MEMBERS NOVEMBER/DECEMBER 2015

Gold Rust
Good Wheels Auto Sales LLC
Gordon Automotive Inc.
Gravity Motors Inc.
GTR Motors
Guaranteed Cars & Credit
Guerrier Automotive, LLC
Guthrie Motors Inc.
H & H Auto Sales
H & H Motor Sales Inc
Harmon Motor Company
Harvey’s South End Autos
Hawkins Auto Sales
Herbert Auto Sales & Rentals
Higgins Auto Sales, LLC
Hill & Associates Of GA, Inc.
Hometown Auto Mart
Houston Auto Auction
Hwy 515 Auto Auction
I-75 Truck Sales, Inc
I-Deal Cars Inc
Imperial Auto Sales, Inc
Import Auto Brokers
Import Auto Mall
Infinite Automobiles
INT Auto Brokers
Interactive Financial Marketing  

Group, LLC
International Credit, Inc.
International Mechanics & Body  

Shop, LLC
Izzys Auto Brokers LLC
J & J Auto Sales
J D Byrider of Savannah
J Rob Auto Sales LLC
J5’s Auto Sales, LLC
JBS Finance Co.
Jerry Rowland Sales
Jim Thompson Autos Inc.
JJ Auto Sales
J’s Tire & Auto Sales
Just For Fun Auto Sales
Karlee’s Auto Inc.
Keith Shelnut Auto Sales
Ken’s Auto sales Inc.
Kinney Motor Company
L & B Motors, Inc
L & D Exclusive
L W Benton Company, Inc.
Ladi Emperius Automotive
Lafayette Auto Sales
LaGrange Motors
Lakeshore Auto Sales Inc.
Landmark Auto Sales, Inc
LEB Truck & Equipment Inc.
Ledford Motors LLC

Lefkoff, Rubin, & Gleason, PC
Leverett Auto Sales
Lewis Auto Sales
Lewis Bus Sales, Inc.
Liberty Auto Sales
Lightning Detail Salon
LNC Quality Automotive
Lott’s E-Z Own
Luna Motors Corp
Mac’s Auto Sales
Maluda Auto Sales Llc
Marietta Car Center
Marietta Sportscar Company
Marietta Truck Sales Inc.
Martin’s Auto Sales
McCarty Auto Sales
McCarty Used Cars
McConnell Auto Sales
McCorkle Sales Inc.
McDaniel Used Auto Sales LLC
McDonald Auto Sales & Leasing
McKinna Auto Sales, Inc
MD Auto Sales, LLC
Mehrvarz Yavaliollah
Members Auto Choice LLC
Merlin Auto Group
Merritt Auto Sales
Middle Man LLC
Midway Motors
Mixon Used Cars & Body Shop Inc.
Momentum Motorcars
Montgomery Motors Inc.
Monzon Auto Sales, LLC
Morgan’s Used Cars
Morris Auto Sales, Inc.
Moss Curtain Motors LLC
Mountain Country Atuo Sales
Mr Finance
Msinco’s Auto Broker
Mundy’s Collision Center
Murphy’s Auto Sales
MVP Pre-Owned Auto Sales, Inc.
Nacarato Truck Center
NATHANIEL AUTO SALES
National Auto Sales Inc
Nationwide Acceptance Corporation
Nazar Automotive Group
New Horizons Outdoors
New Ride Auto Sales LLC
Newman’s Used Motors &  

Transmissions Inc.
Norcross Motorsports LLC
North Gwinnett Auto Sales, LLC
Nowcom Corporation
Oakwood’s Arrow Auto Auction, Inc.
Old Capital Motors, Inc.

ONION CITY MOTORS INC
Optimum Motors
Oz Motors
P C Resale
Paradise Auto’s
Penske Truck Leasing Co.
Peoples Financial Corp
Peoples Financial Mableton
Peoples Financial Valdosta
Perferred Motor Group
Platinum Used Cars
Poole Brothers Truck Sales
Pops Auto Sales
Positive Enterprises, Inc
PRESENT AUTOS
Prestige Auto Sales of Savannah LLC
Preston Diversified Automotive
Pride Automotive
Pro Auto Group, Inc.
Professional Mojo LLC
Purser Trucks Sales Inc.
Quality Auto & Equipment Inc.
Quality Auto Sales
R & D Auto-Truck Salvage, Inc.
R & R Sales Inc.
R L Talley Jr.
Rainey Used Cars, Inc.
Rainwater Motor Company
Randle Smith Auto Sales
Rawls Auto Auction
Ray Norton Motors, Inc.
Reams Auto Sales
Rebel Auction Company Inc.
Red Baron Antiques Inc.
Reedy Branch Equipment
Reliable Automotives
Rental Karz LLC
Ride Out Auto Sales
Rivas Auto Sales
Road Auto Finance
Roberta Auto Sales
Robert’s Auto sales Inc.
Rodfather’s Collision Center & Auto Sales
Rod’s Rides
Rome Motor Sales
Ron E. Widener & Associates
Ron’s Auto Sales Inc.
Roswell Auto Brokers Inc.
Roswell Autocare
RPM Auto Trade Atlanta
Russell’s Military Vehicles
SAK Motorsports, Inc.
Salton Motor Cars Inc.
Sarymi Used Cars Sales
Select Automotive Management LLC
Continued on next page
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Sales Start:

10:00amWEDNESDAYBuy in Our Lanes Every

140 Webb Road
Williamston, SC

(864) 231-7000

CarolinaAutoAuction.com Follow us Online:Purchase Online:

The Right People
The Right Team
�e Right Choice®

Offering exceptional service 
from our staff and valuable 
vehicles from our consignors!
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NEW & RENEWED
MEMBERSNOVEMBER/DECEMBER 2015

Continued from previous page
Select Motor Cars Inc.
Shearouse Motors, Inc.
Sherold Salmon Motor Co. Inc.
Sign & Drive Auto Sales
Slaton’s Used Cars
Sledge Motorsports
Smart Cars, Inc.
Sonshire Enterprise
Southern Auto Title Pawn Inc.
Southside Sales Inc.
Southside Sales, Inc.
SPEEDY’S U PULL A PART
Sport Bike City
SRI Auto Brokers Inc.
Staley Auto Parts & Sales
Statesboro Auto Sales
Style Financial Acceptance Company LLC
Summit Auto and Truck Sales, Inc
Sunset Auto Sales & Classics Inc.
Tallahassee Auto Auction
Team Polk Autos
Terd Ferguson Auto Sales

The Auto Company
The Auto Source
The Wrangler Ranch
Tifton Motor Company
Tim Blanton Auto Sales
Titanium Motorsports
Top Reliable Auto Brokers
Total Member Services Inc
Town & Country Motors II
Transflex, LLC
Truck & Jeep Auto Sales
Truckcenter.com
Tucker Motor Imports
Twin City Motors Inc.
Twin Pines Auto Sales
U Drive It
Uncle Buck’s Cars And Trucks
Uncle Chuck’s Auto Mart
United Global Imports
Universal Quality Motors
US Automotive
Utility Trainer Sales Comp of GA, LLC
V & V Motors

Valdosta Auto Market, Inc
Valdosta Used Cars
Vezzs Auto Sales LLC
VIP Kars
Vision Motors, Inc
Vivianette Andujar
Wade’s Used Vans Inc.
Waters Van & Car Rentals & Sales
Wayne Reaves Computer Systems, Inc.
Webster Motor Co. Inc.
Wheel Deal Auto Sales
Wheel Ranch LLC
Wheels & Deals Auto Sales LLC
White Hat Auto, Inc..
Wilkinson Used Cars LLC
Williams Used Cars
Willie’s Classic Cars
XRB Auto
YES GUARANTEED AUTO FINANC-

ING
Yman Auto Sales, LLC
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While many things in the auto industry 
are going well right now, there will always 
be things you can’t control and only one 
thing you absolutely can. For example: you 
can’t control interest rates, you can’t con-
trol the CFPB. You can’t control Federal or 
State regulations.

The only thing you have 100% control over 
is whom you put on your payroll. This is 
great news, because people are the number 
one cost for dealerships by a factor of 10x 

over the next biggest line item. Dealerships 
spend on average, 70% of their gross profit 
on their payroll.

With so much money on the line, hiring 
is serious business. Efficient recruiting, 
reducing turnover and hiring the best tal-
ent have significant financial implications 
for your business. It’s time to put the same 
amount of consideration into our people as 
we do the other facets of the business; our 
futures depend on it.

One of the most critical factors in devel-
oping a strong pipeline of talent will be 
evolving your hiring practices to match an 
undeniable demographic and workforce 
trend: The arrival of millennials.

Millennials now make up nearly half of 
the U.S. workforce and 30% of employees 
in retail automotive. But many dealers re-
sist hiring Gen Yers, either because they’d 
rather hire someone older, with more ex-
perience or because they simply don’t trust 
young professionals. Of course, finding an 
experienced salesperson with a great track 
record would be ideal, but soon millenni-
als will be the only job candidates available 
and we need to adapt now to attract the 
best young talent into our industry.

Prioritizing a hiring strategy for millenni-
als is attractive for several reasons:

• Millennials are eager to learn and don’t 
have bad habits yet; they’ll be easier to 
train and mold into your sales strategy, 
as well as company environment

• They are adept at using and adopting 
technology; a huge plus as retail auto-
motive modernizes and uses advanced 
selling and marketing tools— and deliv-
ers a more technical product through a 
consultative selling approach

• You need a workforce that reflects your 
car buyers, and millennials are also buy-
ing cars in record numbers

• Millennials are cost efficient and loyal 
when managed well, reducing your ex-
posure to hiring and turnover risk

Making the most of the millennial talent 
pipeline is a huge opportunity that your 
dealership cannot afford to miss! n

Dealership Hiring: 
People are Your Only 

Sustainable Differentiator
BY DIGITAL DEALER
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GA DEPT. OF LAW | CONSUMER PROTECTION UNIT

The Governor’s Office of Consumer Protec-
tion became part of the Georgia Attorney 
General’s office on July 1, 2015 and is now 
operating as the Georgia Department of 
Law – Consumer Protection Unit. Though 
the name may have changed, their office’s 
purpose and function remain the same. 
Their newsletter continues to be part of on-
going efforts to raise awareness among auto 
dealers and advertisers regarding the laws 
they enforce, including Georgia’s Fair Busi-
ness Practices Act (FBPA), and the office’s 
Auto Advertising and Sales Practices En-
forcement Policies (AAEP). Expect to find 
discussions of common advertising issues, 
as well as additional explanation of the 
AAEP, and information regarding services 
they offer.

t
PRICING REPRESENTATIONS: 

DEALER FEES, OPTIONS & 
DISCOUNTS

By now, you should all know our policy 
about fees and pricing: Advertised vehicle 
prices must include all non-government 
charges that a consumer is required to pay 
in order to purchase a vehicle, including but 
not limited to, dealer fees, previously in-
stalled dealer options, and electronic titling 
fees. Only taxes, tag, title, and Lemon Law 
fees may be added to this price. This pric-
ing requirement extends to any advertised 
price in any medium, but most commonly 
becomes an issue on your dealer website or 
a third party site such as Autotrader.

Additionally, advertised discounts must be 
accurate and non-misleading. For example, 
it is deceptive to advertise a specific discount 
and then require consumers pay a host of 
additional costs that effectively diminish the 
discount you originally offered.

Although this office’s pricing policies have 
been in effect for decades, we still regularly 
identify instances of non-compliance, partic-
ularly with dealers adding required charges 
to advertised prices at the time of purchase. 

The following examples may be useful in 
your efforts to monitor your advertising.

Dealer Fees:
Suppose you charge an administrative 
fee of $500 and you want to list a car for 
$15,000. Because your advertised price 
must include your dealer fee, you have 
effectively reduced the vehicle price to 
$14,500 to accommodate the dealer fee. It 
is not acceptable to list a price of $15,000 
and then add the additional $500 at the 
time of purchase. Similarly, you may not 
include a disclaimer such as “price plus 
tax, tag, registration, and fees,” “plus gov-
ernment fees and a $500 dealer fee,” or 
any other disclosure which informs the 
consumer that she will be required to pay 
additional non-government charges upon 
purchase.

A word on pricing disclosures: Keep in 
mind that your pricing disclosures may, 
but are not required to, contain a state-
ment telling customers what is included 
in your pricing (e.g. “Price includes our 
dealer fee”). You should indicate that the 
customer will be responsible for govern-
ment fees (including applicable tax, title, 
tag, and Lemon Law).

Dealer Installed Options:
Violations of this office’s pricing policies 
can also occur with the use of dealer ad-
dendums and advertised discounts. For 
example, you may have a dealer policy 
that all new vehicles receive a paint pro-
tection package and vehicle f loor mats 
for an additional $1,000. Because these 
options have already been installed, they 
are non-negotiable charges to your cus-
tomer. You also have a $500 dealer fee as 
in the previous example. You cannot: List 
a “Sales Price” on your website, say for 
$26,000, and then add $1,500 to the price 
of the car when the consumer attempts to 
purchase it. Rather, the “sales price,” “In-
ternet price” or whatever name you use 
to describe the amount of money you are 
asking for your vehicle must be listed as 
$27,500.

Why? Because any dealer addendum 
charges must be included in the adver-
tised vehicle price if 1) the options are al-
ready installed and/or 2) the options have 
not yet been installed but are a required 
condition of purchase.

Discounts:
Another pricing related issue involves ad-
vertising discounts. To ensure uniformity 
and accuracy in advertising, all discounts 
for new vehicles should be taken from a 
vehicle’s MSRP. This prevents a dealer 
from artificially creating enormous dis-
counts by adding thousands of dollars’ 
worth of dealer added options. For in-
stance, a dealer may not take a vehicle 
with an MSRP of $20,000, add $10,000 
worth of options to the vehicle and then 
advertise “$10,000 OFF!” for a “sales 
price” of $20,000. While this may be an 
extreme example of deceptively inflated 
prices, discount issues also present them-
selves when properly referencing MSRP. 
If, for example, a vehicle has an MSRP 
of $30,000 and you intend to sell it for 
$26,000 plus a required $1,500 in dealer 
fees and dealer options, you should not 
advertise a $4,000 discount. Why? Simply 
put, the consumer will be required to pay 
$27,500 for the vehicle. The vehicle must 
be advertised at that price. The proper 
discount then, is only $2,500, rather than 
$4,000.

The key principal in pricing, whether fo-
cusing on additional fees or discounts, is 
to ensure that your customer is not quoted 
one price over the telephone, by email or 
through some other medium only to come 
to the store and be surprised with a host 
of additional required fees and charges. As 
always, we encourage you to check your 
advertisements and properly train your 
staff to ensure complete understanding in 
this area. This office regularly conducts 
undercover shops to ascertain advertising 
compliance. If we find your dealership is 
violating our requirements in this area, we 
will take appropriate action.

Auto Informer
REPRINTED FROM JANUARY 22, 2016, ISSUE 13
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t
BAIT & SWITCH

It is a specific violation of the FBPA 
(O.C.G.A. § 10-1-393(b)(9)), to advertise a 
vehicle that is unavailable and/or which the 
dealer has no intention of selling. While 
the classic illustration of “bait & switch” 
involves advertising a vehicle that will not 
or cannot be sold and then pushing the 
customer to a higher priced car, this issue 
presents itself in numerous variations.

Consider, for instance, a dealer who sells 
a vehicle but fails to remove the corre-
sponding vehicle advertisement from the 
dealership website. Problems arise if a con-
sumer then comes to the dealership after 
seeing the inaccurate advertisement. This 
issue is only compounded if the consumer 
first contacts the dealership to ask about 
the car before traveling to the dealership 
and the dealer misrepresents its availabil-
ity. Statements like the vehicle is “out on a 
test drive” or others which suggest the car 
is still available for sale when it is not are 
highly troublesome, particularly when a 
consumer then travels to a dealership to 
view the vehicle only to be told the car “just 
sold.” Dealers can avoid these issues by en-
suring that their staff members check the 
status of vehicles when asked so that accu-
rate information is provided to customers. 
Dealers should also carefully monitor ad-
vertisements to ensure they are updated 
in a timely manner. While we understand 
that advertisements are not updated the 
instant a vehicle is sold, failure to manage 
and remove dated advertisements can re-
sult in significant misrepresentations to 
consumers and possible FBPA violations.

Failing to sell an “ad car” could also give 
rise to bait & switch concerns when a par-
ticular vehicle is repeatedly advertised over 
an extended period of time yet never sold. 
If customers respond to an advertisement 
seeking the “ad car” and the dealer redi-
rects them to another vehicle in an effort 
to keep the car and continue advertising it, 
the dealer may have violated the FBPA. 

Fair warning: If we see that a dealer is re-
peatedly advertising the same vehicle at an 
especially attractive price, we may decide 
to conduct an undercover visit to ensure 

that it is still available and is actually be-
ing offered to consumers who express an 
interest in it.

t
DIRECT MAILERS

Direct mailers are advertisements ad-
dressed to specific consumers which are 
generally mailed to their homes. Examples 
of these types of advertisements include 
“scratch & win,” pre-approval, and special 
sales events advertisements. Obviously, we 
understand your need to bring consum-
ers into your stores. Be wary, however, of 
enticing buyers with offers that are po-
tential violations of the FBPA. Here are a 
few of the most common examples:

1. Scratch & Win:
“Scratch & Win” advertisements typically 
ask consumers to scratch off a series of cir-
cles or shapes containing pictures and/or 
icons. If the consumer uncovers a match-
ing series of pictures, the consumer has 
won a prize. The consumer must then go to 
the dealership in order to claim the prize, 
which is generally determined by compar-
ing the consumer’s mailer with “winning 
numbers” at the dealership. Violations 
of the FBPA can arise when the shapes 
that are “scratched” reveal pictures of 
prizes which the consumer has not actu-
ally won. For instance, new vehicles are 
a common “grand prize” in these types 
of mailers for only one mailer recipient. 
It is problematic if every mailer recipi-
ent scratches off a picture of a car next 
to language telling him or her that they 
have won a prize. Clearly, many consum-
ers reasonably could believe that they 
have won the “grand prize” car, when 
only one consumer has actually done so.

Generally, these types of mailers will also 
qualify as promotions under GA law. In 
a promotion, you may only offer noncash 
prizes. Cash prizes, such as “grand prize” 
cash giveaways, are prohibited.
• Are you conducting a promotion? 

Promotions, as defined by the FBPA, 
generally involve a sales scheme 
which requires consumers to come 
into the dealership in order to deter-
mine what prize the consumer is re-
ceiving. The definition also includes 

other events, though these are not as 
common within the auto industry. If 
conducting a promotion please refer 
to the AAEP and O.C.G.A. § 10-1-
392(a)(27), O.C.G.A. § 10-1-393(b)
(16) and related provisions for in-
formation about the specific way in 
which these events must be adver-
tised and conducted.

2. Pre-Approval:
Some mailers offer consumers pre-qual-
ified loan offers based on a prior evalua-
tion of the consumer’s credit worthiness. 
It is deceptive to tell these consumers 
they have qualified for a range of poten-
tial loan amounts, such as “up to $35, 
000,” because consumers believe they 
will likely qualify for the largest adver-
tised amount. It is acceptable, however, 
to list a minimum amount for which 
all mailer recipients have actually been 
qualified.

3. Special Sales Events:
These types of mailers generally include 
any type of advertisement that tells cus-
tomers the dealership is offering deals, 
discounts, financing, etc. that are usu-
ally not available except during a special 
event or are limited to select customers. 
Telling consumers to come into your 
dealership within the next 24 hours to 
receive a special deal is problematic, for 
example, if after 24 hours that deal will 
still be available. Similarly, advertising 
that a sales opportunity will be made 
available only to mailer recipients (e.g. 
“Come into the store for this exclusive 
offer”) is deceptive if consumers other 
than those receiving the mailer are also 
given the advertised offers.

t
THINGS YOU CAN’T SAY: 

“We’ll pay off your trade no matter what 
you owe!” Why not? Because consumers, 
particularly those who are upside down 
in their car payments, will hear this and 
think the dealer will be paying off their 
car’s loan. In reality, the consumer is still 
responsible for the negative equity in their 
trade in vehicle and this statement suggests 
otherwise.
Continued on next page

DOL | CONSUMER PROTECTION UNIT
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Continued from previous page

t
VEHICLE HISTORY REPORTS 

AND UNDISCLOSED DAMAGE
If your dealership offers consumers Car-
fax reports or other documents containing 
vehicle history, keep in mind these reports 
can lag or not include all relevant history 
at any given time. Dealers who use these 
reports can find themselves in potential 
violation of the FBPA, particularly if they 
know the report is inaccurate. Consider 
the following scenario and example re-
sponses:

Scenario:
A consumer comes into your dealership, 
looks at a particular car, and asks if the 
vehicle has ever been in any car accidents. 
You hand the consumer a copy of the Car-
fax and say something like, “Check the 
Carfax,” or “The Carfax doesn’t show any 
accidents.” You do not offer any other in-
formation.

These Responses are Deceptive If:
1. Example # 1
You know your salesman backed the car 
into a pole last week causing consider-
able damage to the bumper. You had the 
bumper replaced and instead of telling 
the consumer about this when asked, you 
hand him a copy of the Carfax which has 

no accidents reported. This response is de-
ceptive because you know that the vehicle 
has been in an accident even though it was 
not reported to Carfax and thus will never 
show up in that report. Having answered 
the consumer’s question only by referring 
to the report, you have essentially said 
there was no accident when that is clearly 
untrue.

2. Example # 2
You know that you purchased this car 
three weeks ago at auction where it was 
announced with frame/unibody damage. 
You do not know how the vehicle was dam-
aged. You also know that the Carfax does 
not have any accidents reported and does 
not reflect the auction announcement. As 
with the previous example, you cannot 
simply hand the consumer a copy of a ve-
hicle history report which suggests the car 
has not been damaged.

3. Example # 3
You know that when you accepted this ve-
hicle on trade last month, the owner told 
you she wrecked the car a few weeks earli-
er, but elected to pay for the damage out of 
pocket instead of report it to her insurance 
company. You know the Carfax shows a 
car accident reported three years ago but 
clearly does not show the second accident 
that occurred just a month or two ago. 
Given this knowledge, you cannot simply 
hand the consumer the report and allow 

him to believe the vehicle has only been in-
volved in one accident when you know that 
it was involved in two.
These are of course, only three examples 
of the possible deceptive misuse of vehicle 
history reports that may violate the FBPA. 
To avoid violations, ensure that you and 
your staff are knowledgeable about your 
vehicles and do not use these reports as a 
shield to avoid commenting on known ve-
hicle history.

t
AD REVIEW

This office offers a complimentary review 
service to help advertisers and dealers 
identify those areas that might violate the 
FBPA or related rules or laws. We cannot 
approve any advertisements. For direct 
mail ads, please allow 3 full business days 
(excluding weekends) for a review and re-
sponse. Other general advertisements will 
be reviewed within 2 full business days. 
Email our advertising compliance inves-
tigator, Victor Hudson, at vhudson@law.
ga.gov for advertising review. You may 
also contact Lauren Villnow, the assistant 
attorney general who assists in monitoring 
auto related issues, at lvillnow@law.ga.gov. 
Copies of the Fair Business Practices Act 
and the Auto Advertising and Sales Prac-
tices Enforcement Policies can be found on 
our website at consumer.georgia.gov. n

DOL | CONSUMER PROTECTION UNIT

Visit “An Auction with a Bigger Plan” and $50.00 Off 
a Buy Or Sell Fee once a month. A $600.00 value for the year!

Amsvans.com America’s Mobility Superstore will give a $1000 Dealer Referral 
when your recommendation results in a new conversion purchase!

Auction 123 offers all GIADA members their Complete Website Package for only 
$199 per month. Look for the coupon on page 15 of your Vendor Coupon Book.
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BIG DEAL
AUTO GROUP

555-123-4567

     ABC
 Auto Sales

555-123-4567

Thank You!

We appreciate your patronage

Please drive safely!

555-123-4567

BIG DEAL
AUTO GROUP

YOUR TOWN

Dealership

Automotive Print and Promotional Items...

Variable data printing to direct mail, we accommodate your marketing needs.

SAVE MORE!
use coupon code GIADA5
for 15% OFF first order.

CALL TODAY!

Custom License Plates
as low as .27 each
.23 each with discount!

License Plate Frames
as low as .55 each
.47 each with discount!

Custom Floor Mats
as low as $43/box

$36.55/box with discount!

Support GIADA!
Order forms & products 
through them.
http://giada.org/dealer-supplies/

Get $50.00 Off a Buyer or Seller Fee From ADESA Atlanta, Birmingham, 
Charlotte, Jacksonville or Memphis. One coupon per calendar month in

2016 for a total of $600 per ADESA location!

10% Discount from our usual fees to GIADA Members.
FRANZEN and SALZANO P.C. Call Terry Franzen, 770-248-2882.

CarsForSale.com ,SPECIAL OFFER: $99.00 1st Month, Your 2nd and 3rd Month 
are FREE! Learn more, call 866-401-9778.

$AVE HUNDREDS on Automotive Print & Promotional Items

BIG DEAL
AUTO GROUP

555-123-4567

     ABC
 Auto Sales

555-123-4567

Thank You!

We appreciate your patronage

Please drive safely!

555-123-4567

BIG DEAL
AUTO GROUP

YOUR TOWN

Dealership

Automotive Print and Promotional Items...

Variable data printing to direct mail, we accommodate your marketing needs.

SAVE MORE!
use coupon code GIADA5
for 15% OFF first order.

CALL TODAY!

Custom License Plates
as low as .27 each
.23 each with discount!

License Plate Frames
as low as .55 each
.47 each with discount!

Custom Floor Mats
as low as $43/box

$36.55/box with discount!

Support GIADA!
Order forms & products 
through them.
http://giada.org/dealer-supplies/

Save money on auto
dealer forms & supplies.

Visit giada.org/store and use Coupon Code GIADA5 for 

15% OFF your first order!
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GIADA HIGHLIGHTS

It’s our privilege to report during the past 
week we passed out our new coupon books 
for 2016. Those books are packed full of 
discounts and savings from many of our 
key associate members. Thanks to the 
participation of our dealers, we have some 
amazing results to report.

At Manheim Georgia and Manheim At-
lanta, we had membership drives and used 
that place and time to pass out over 38,000 
dollars worth of discounts to our mem-
bers. At Manheim Atlanta they even gave 
a $100 coupon extra for people renewing 
or joining GIADA on Dealer Cars that 
day. Thanks, Manheim! The generosity 
continued with ADESA ATLANTA AUC-
TION.

All of the pictures here were snapped at 
Adesa Atlanta. What a turn out! The day 
was packed with plenty of fun for every-
one. Mark Brunn, General Manager gave 
$150 off a buyer-fee for any vehicle pur-
chased that day. The deal was extended 
through the following week just for join-
ing or renewing membership with GIA-
DA. We had people standing sometimes 
two to three deep just to renew their 
membership. Lots of people renewed their 
membership, but more importantly knew 
the value of what renewing the member-
ship would bring them this year. Mark 
was so impressed with results from the 
wonderful volunteers that helped sign up 
people that he treated all of them to lunch. 
It was definitely a day that ADESA Atlan-
ta gave back to their dealers! We also want 
to thank Lisa the AGM for her support as 
well. She always greets us with a smile and 
willing to help in any way.
 
Here’s what Billy Graham of Graham 
Auto Sales located in Loganville, Georgi,a 
felt about Mark Brunn’s reduction in buy-
er’s fee, “Mark Brunn, the GM at Adesa 
Atlanta, gets it. Mark understands the im-
portance of the association with GIADA.”

We had lots of volunteers. Yes, Billy Gra-
ham, Paul John and Amy Bennett from 
GIADA were there also. Dennis Pope 
from People’s Financial was there, LIKE 

ALWAYS, talking to everyone. Glen 
Reeves with Reeves Insurance Associates 
was also among the volunteers.

Hussain Akbarali of Georgia Auto Gal-
lery of Lilburn, Georgia, enrolled people 
all day long. He was working the lanes 
during the sale. Hussain was voted best 
dressed and did a phenomenal job.

Once again, Julie Colgate was a valuable 
volunteer. As always with a big smile, 
she kept signing up dealers. From Doug-
lasville, Georgia, Kimberly New of Style 

Auto Broker,s kept yours-truly in line. We 
were a team. Speaking of Kim, her hus-
band Billy New is running for Douglas 
County Sheriff. Billy was also with us at 
Adesa, Atlanta.

Executive Director of GIADA Paul John 
also attended this event and had great 
things to say about Billy New. Paul said 
that he has known Billy for many years 
and that Billy would make a wonderful 
sheriff. Paul iterated that Billy would be 
great for all small businesses and espe-
cially for car dealers. Billy has promised 

We Have Great Partners!
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to go after “curb stoners” violating the 
law in Douglas County, which will help to 
protect the livelihood of all car dealers for 
years to come. All of us are for you, Billy. 
Make us proud!

Speaking of proud! We are proud to see so 
many dealers renew or join GIADA and 
that everyone in the group acts as if oth-
ers in the group are their partners. It’s be-
cause they really are. GIADA is known as 
the largest state association and we believe 
GIADA is also the best state association. n

GIADA HIGHLIGHTS
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Visit Augusta Auto Auction in South Carolina and receive
$50.00 Off a Buyer’s Fee or Seller’s Fee! Attend the Wednesday Sale at 10:00am 

or the Night Sale every Thursday at 6:30pm.

Selling Service Contracts? ASC Warranty will give you $90 Off a 12-Month or 
Longer Service Agreement. Yes, it’s in your Vendor Coupon Book!

Looking for Garage Liability Insurance? Call Martha at Georgia Insurance  
Associates for a Special Rate for GIADA Members, 866-985-0944.

Buyers purchase cars differently than they 
did once before. While the days of strolling 
the lot and sitting around in the showroom 
and lobby aren’t dead, our expectations as 
buyers are rapidly changing. Even in an 
iffy, if recovering somewhat, economy, I’m 
finding that having the lowest price on a 
car isn’t a sure sale. In fact, the trust the 
prospect has in the dealership, the sales 
folks and the cars themselves often trumps 
the price to a large degree.

A buyer’s journey to the lot and what 
happens on the lot is very different, too. 
During the sales process, the buyer has 
used his or her digital device a number of 
times, maybe even while standing on the 
lot itself! She is looking up reviews, tex-
ting friends and family for information, 
or researching prices and comparables in 
the area. She may be looking for warranty 
information or trying to determine if the 
vehicle has the right safety features.

Your role is important, but is morphing 
into something else.

Yeah, the industry still grapples with 
reputation issues, but there are ways you 
can improve the buyer process and con-
tinue to bolster trust and reputation at 
the same time.

How can you improve the process for your 
buyer, improve the experience and culti-
vate a circle of trust? Consider these items:

Put whatever you can online: Make it super 
easy and efficient for the prospect to find 

4 Ways to Win with Auto Buyers in a 
Digital World
BY LEE BROGDEN CULBERSON, PARTNER, PROFESSIONAL MOJO
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GEORGIA INDEPENDENT 
AUTOMOBILE  

DEALERS ASSOCIATION
800-472-8101 | www.giada.org

GIADA is a not-for-profit industry trade 
association that has been the voice of 
Georgia’s independent auto dealers since 
1955. GIADA is committed to represent-
ing, educating, and informing Georgia’s 
most successful independent motor ve-
hicle dealers. Dealers turn to GIADA to 
provide them solutions and answers to 
business related questions and consumer 
related questions.

At present, there are approximately  2,423 
GIADA members, 2,228 licensed auto 
dealers and 195 companies who offer prod-
ucts and services to Georgia Auto Dealers.  
Our primary purpose is to identify and 
address the legal and legislative issues that 
confront the used car industry in Georgia. 
But we do much more. Through GIADA’s 
impressive network of a wide variety of 
companies who support our industry, our 
members enjoy pre-negotiated discounts 
on products and services they need to be 
successful in the car business. We encour-
age you to check out the GIADA Dealer 
Service Provider Directory. All members 
receive two coupon books containing 
about $38,000 in real discounts. GIADA 
also maintains a large inventory of legal 
forms dealers need to conduct business. 
Members receive a 30% discount on all 
forms. Members also enjoy discounted 
rates on all GIADA training programs, 
or sometimes can attend for free.

How about 10% off Automotive Reconditioning & Dealer Supplies 
from Accessory Distributing Co. Call 770-745-8446 for details.

Look into Buying One GPS Device and Get One FREE.  
Learn more, Call Larry Carter at ARA GPS, 770-891-0051.

Save $200 by becoming a CARFAX Advantage Dealer. 
Learn more, call 877-606-9119.

inventory, comment on inventory, save 
inventory, chat about inventory, access fi-
nancing paperwork, and get information 
about safety and warranties.

Make it visual: Invest in a library of ever-
green content that helps answer the burn-
ing questions, aids in transparency and 
cultivates trust. Create videos discussing 
what you do and don’t cover, what’s in-
volved with financing, what to expect with 
a car from your lot and consider education 
about car ownership or even the different 
types of safety ratings. The more infor-
mation you share the better, especially via 
video.

Follow up via mobile: Append your cus-
tomer data (there are plenty of third party 
services who can help you with that) and 
follow your buyers through their lifecycles. 
Also consider new mover data, as well. 
Once you have that information you can 
reach out and ask them to opt into texting 
for service reminders, trade-in reminders 
or just a happy birthday notice. You can 
also let them know when a sexy red con-
vertible comes in (since they were asking 
about it earlier…)

Tell the stories of the cars: What are your 
top sellers? What kind of area are you in? 
Urban? Rural? Suburban? Positioning your 
cars using great social visuals can be the 
difference between you getting the sale the 
lot down the street getting the sale. They 

tied balloons on the antenna. You, howev-
er, showed that SUV with the back up, tail-
gating equipment next to it and a portable 
grill with hotdogs. See the difference?

Your buyers are more educated and more 
sophisticated, but as a car-centric society 
(and we are) we are forever emotionally en-
tangled with our rides! The formula to sell 
more cars is straight forward:

We don’t want to be lied to.

We want to know you are giving us all the 
info you can and that you’ll stay in touch.

We want to totally dig that car and know 
that it’s the right car for us.

Digital has given you more tools than ever 
before to make the most of your assets. Go 
and do it! There’s no excuse.

If you are wondering just how to get start-
ed, how to craft a true strategic plan or 
even what tools are best for you, we can 
help. Whether fully turn-key social man-
agement or just a little consulting to get 
you started, we’re here. n
_______________________________
Lee Brogden Culberson is a partner at Pro-
fessional Mojo LLC. Professional Mojo 
specializes in a Mojo Methodology that 
minimizes your risk, maximizes your re-
sults and creates a positive, sustainable on-
line presence. Lee@professionalmojo.com

SALES AND MARKETING
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Let’s imagine that you’re sitting front and 
center, as your favorite band takes the 
stage.

You bought tickets a few weeks ago. You 
cleared your schedule. You’re pretty excit-
ed as the band cranks up the opening tune. 
The singer steps up to the microphone.

But the first note falls flat, followed by 
another clunker. You wince, and think: 
“WTF? I didn’t come all the way here for 
this!”

I share the anecdote because it’s similar to 
how today’s vehicle buyers feel when they 
find a vehicle they like online, and contact 
the dealership by chat, phone or e-mail.

In most cases, the buyers engage the deal-
ership to learn two things—whether the 
car they like is available, and what it will 
cost to purchase. In other words, they want 
to start working the deal without coming 
into the showroom.

But how do most dealers respond? Too of-
ten, it’s some variation of “Come on in!” 
The effect is exactly like the singer’s sour 
notes. It greatly reduces the buyer’s confi-
dence in the dealer, and his/her interest in 
completing the deal.

My colleague, Mike Burgiss of Cox Auto-
motive’s MakeMyDeal, says his team sees 
this dynamic every day. He shared a recent 
example from a Southeast Kia dealer:

A husband sent a chat message to ask about 
pricing for a Kia Soul, which his wife had 
recently checked out at the dealership. 
The sales associate’s first response: “Let’s 
sit down with my GM and talk numbers. 
He’s done crazy things when he’s with a 
customer.”

The buyer politely declined, and the sales 
associate sent another message that offered 
a price range, details about Kia’s power-
train warranty and a second invitation to 
come to the dealership. The buyer’s final 
response: “I understand. I will keep look-
ing. Thanks for your time.”

Burgiss says the exchange would have gone 
better if the sales associate answered the 
inquiry with deal terms personalized for 
the buyer. “The example highlights a pre-
vailing belief among dealers that custom-
ers must be in the showroom to negotiate 
a vehicle’s price or other terms,” he says. 
“Unfortunately, that’s out of step with to-
day’s buyers. They’d prefer to work out 
deals from their home or office, just as they 
do with other retailers.”

I asked Burgiss for recommendations to 
help dealers better today’s vehicle buyer 
preferences. He shared three:

Recognize the “shopper” vs. “buyer” dis-
tinction. When customers find a vehicle 
they like, and take the time to view a VDP, 
they have shifted from simply shopping 
to an active stage of buying, Burgiss says. 
“The question for dealers is whether the 
information they present online facilitates 
the transaction right then and there,” he 
says. “If it doesn’t, potential buyers won’t 
see the signs of an easy, efficient purchase 
they’re looking for.”

Allow buyers to work deal terms online. 
Burgiss says new technologies give buy-
ers the ability to configure a vehicle deal 
on a VDP and make an offer—without 
requiring them to provide personal infor-
mation, send an e-mail or contact a sales 
associate. Even though buyers work deals 
under dealer-set parameters, the process 
and technology gives them a greater sense 
of control and self-direction.

“Dealers who adopt this process see higher 
levels of buyer engagement and improved 
closing ratios,” he says. “These improve-
ments come because the dealers made the 
leap to serve buyers in the manner they 
prefer.”

Be authentic. When buyers take the op-
portunity to configure deals online, they 
send a signal that they expect an easy, effi-
cient transaction, just as they would from 
other retailers. “If you play coy on price 
with these buyers, you’ll end up like the 
Kia dealer and lose them to a dealer who 
isn’t playing the traditional deal-making 
game,” Burgiss says.

I like this thinking on multiple levels.

By working deals online, dealers could 
achieve greater efficiency and satisfaction 
in showrooms. Customers could essential-
ly show up, test drive a vehicle and, if they 
like it, take delivery. Less time equals in-
creased customer satisfaction—and more 
time for sales associates to sell more cars.

Finally, this e-enabled approach to retail-
ing vehicles creates another benefit for 
dealers. You’ll have less risk of hitting a 
bad note when it’s your turn to step up to 
the microphone. n
_______________________________
In addition to being a best-selling author 
on Used Car Sales in his book Velocity, 
Dale Pollak is the chairman and founder 
of vAuto, Inc., a company that provides 
retail automotive dealerships with a better 
way to appraise, manage and price their 
pre-owned vehicle inventory. In addition 
to serving as vAuto’s spokesperson, Dale is 
responsible for strategic planning and de-
velopment. Visit dalepollak.com.

3 Ways to Avoid Falling Flat with Today’s 
Vehicle Buyers
BY DALE POLLAK, CHAIRMAN AND FOUNDER, VAUTO, INC.

SALES AND MARKETING
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Manheim.com | 866・Manheim
©2013 Manheim, Inc. All rights reserved. Manheim Buy. Sell. Win. is a trademark of Manheim, Inc. The M logo is a registered trademark of Manheim, Inc.

GOT GEORGIA
ON YOUR MIND?

 locations in “The Peach State”Visit these Manheim

2500+ Units Weekly

TUESDAYS 9:30 AM
THURSDAYS 12:30 AM

3500+ Units Weekly

10 LANES - TUESDAYS 12:30 PM
14 LANES - THURSDAYS 9:30 AM

Boats, Motorcycles, RVs
1st Tuesday Monthly  |  8:30AM

Commercial Truck & Equipment
3rd Tuesday Monthly  |  12PM

FACTORY
SALES

OPEN
SALES

All lanes live on Simulcast via Manheim.com All lanes live on Simulcast via Manheim.com

Every 4th Wednesday
1600+ Units featuring...

Online Event Sales at Manheim.com

Closed Sales (Call for Dates)
Porsche  Once a Month 2PM
BMW North America Bi-Weekly Tuesday 2pm ET

Avis Budget Group
GM Financial

Hertz
Hyundai Fastlane

US Bank

Buy-Now Sales: Wednesdays 2PM - Mondays 3PM
Mondays 2:30PM - 3:30PM
Anytime Sales: Wed, Thurs, Fri 1PM - 3PM
Weekend Sales: Friday 5PM - Monday 3PM
3rd Weekend Monthly
Saturdays 12PM - Mondays 3PM
Fridays 3PM - Mondays 3PM

Online Event Sales at Manheim.com

Ford Closed Sale
Every other Monday  |  10AM
Hyundai Motor America
Call for Dates
GM Factory Sale 
Bi-Weekly starting August 5th

Nissan and Infiniti 
Remarketing Services
Every Tuesday  |  9:30AM
GM | GM Financial Open Sale 
Bi-Weekly at 9:30 AM.

Five Star Mobile Sale
Monthly on Friday  |  11AM
1090 Riverside Dr., Macon, GA 31204

Every Thursday
12:30PM

Avis Budget Group
BMW Financial Services

BMW North America

Chase
Honda Remarketing & Acura Remarketing

Enterprise Holdings
Lexus Financial Services

Remarketing by GE
Southeast Toyota Finance / CenterOne

Toyota Financial Services

Wells Fargo
Volkswagen Credit & Audi Financial Services

Mercedes-Benz Financial Services

Daily 3AM - 3PM
Friday  5PM - Mon 1PM
(Closed Sale) 
Thursday 3PM ET - Friday ET
Mondays 1PM - 2PM
Friday 5PM - Mon 3PM
Daily
Friday 8PM - Monday 2PM
Mondays 1PM - 3PM
Mondays 12PM - 2PM
Fridays 8PM - Mondays 2PM
Closed online event sale
Wed 8PM -5PM
Fridays 4PM - Mondays 4PM
Mondays 2PM - 4PM
Every Tuesday 2PM - 4PM   

• Audi Financial Services
• BMW Financial Services
• Chase
• Florida Luxury Automotive Group
• Jaguar
• Jim Ellis
• Land Rover

• Lexus Financial Services
• Mercedes-Benz Financial Services
• MINI Financial Services
• Southeast Toyota Finance/CenterOne
• Volkswagen Credit
• Volvo
• Porsche
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YOU WOULDN’T
CHALLENGE A BEAR
TO A FIST FIGHT.
SO, WHY RISK YOUR TAX 
SEASON PROFITS?

Skip the risk, protect with the best.
1-855-867-2683 | Spireon.com

When you’re moving a lot of inventory, be sure to protect your 

dealership with Spireon GoldStar GPS.

> Advanced reliability for fast, accurate locates

> Automated reference checks and VIN scanner

> Coverage available from Verizon, Sprint and AT&T

> Profit Center opportunity with new Kahu app

BUY 5 GPS
TRACKERS
GET A FREE

DECOY! 
Limited time only.
Restrictions apply.


