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Our voices count!

GIADA PRESIDENT
Jennifer Knights
M&M Motors
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EXPOSURE!
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in our digital publications!

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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 IFC Wayne Reaves

Hello fellow Used Car Dealers,

I hope everyone is finally reaping the benefits of tax sea-
son!  We sure have had a slow start this year.  It was late 
February before I finally saw some tax money flow in.
   
Speaking of taxes, at this moment GIADA is doing all we 
can to fight a potential tax increase for all of our customers.  
On Monday February 13th House Bill 327 was introduced 
by Jay Powell to the Georgia Ways & Means Committee. In 
a sneaky attempt to get this bill passed, verbiage from HB327 
was strategically place into another Bill – HB340. As of Friday, 
March 3rd, this bill passed in the House of Representatives.

If HB340 continues to pass through with its current lan-
guage, there will be a tax increase on all used cars sold in 
this state. Part of this bill will change used car tax calcula-
tions to the HIGHER of retail or book value. Not only is 

this a tax increase to the consumer but it hurts dealers by allowing person to person 
sales to remain taxed at book value – giving casual sales a greater appeal and advan-
tage. This is unfair to dealers! Furthermore, this is coming at a time that the state does 
not need to increase taxes because the current TAVT model has already proven to be 
profitable.
     
GIADA has your back on this issue. Our Executive Director, Lobbyists, and Legislative 
Committee Members have had various meetings with Members of the Ways & Means 
Committee. They have been to the Capitol many days since this bill dropped.  They’ve 
set up several meetings with various members of the Senate Finance Committee. We 
are fighting as hard as we can to get the language in this bill to reflect taxation based 
on book value. 

Unfortunately, it’s not just up to us. GIADA urges you to work with us regarding leg-
islative matters – your individual voices must be heard. By the time of publication, we 
hope that headway has been made toward changing the language in this bill. In the 
event that too few dealers and constituents speak up, the bill will move to the main 
legislature for a vote.  GIADA has over 2500 members - our voices count! As GIADA 
continues to contact you over the next few weeks don’t ignore it and hope that some-
one else makes the call or fixes the problem.  Take action! Stand up and be heard! 
Together we are strong.
     
The GIADA staff will be working to keep you updated about any concerns related to 
this bill.  This is a constantly changing situation and is likely to have many updates 
by the time you are reading this.  Stay vigilant and watch for any future emails and 
correspondence from GIADA.  We are always fighting for you and not just hoping for 
the best.

Thank you for your time,
Jennifer Knights 
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APRIL 25-27 Atlanta, GA   July 11-13 Philadelphia, PA  October 10-12 Dallas, TX

BHPH 
BOOTCAMPS
GET YOUR TROOPS IN SHAPE

P   BHPH MANAGEMENT TECHNIQUES DESIGNED TO TOPPLE  THE 

COMPETITION. P  

 GNIDNATSTUO NO RAW GNIRALCED GNINIART SNOITCELLOC
MONTHLY PAYMENT REPOSSESSIONS.

P  HARD NOSED TRAINING EXPERTS WHO AREN’T AFRAID TO  

PUSH YOUR OPERATIONAL LIMITS.P  ONE DAY INTENSE WORKSHOPS GUARANTEED TO SWEAT YOUR 

WAY TO PROFITABILITY HEIGHTS NEVER BEFORE IMAGINED.

To register & for more information, visit 
www.niadabootcamps.com, email diann@niada.com 
or call 888-906-2705. 

DAY 3 
COLLECTIONS            
BOOT CAMP
Collection Changes and 
Opportunities, Customer 
Retention, Alternative 
Communication Methods, 
Relationship Building, 
Objection Handling, 
Providing a Road-Map to 
Your Day

DAY 2 
MANAGER'S 
BOOT CAMP
Identify Key Drivers, 
Industry Benchmarks, 
Inventory Management, 
Expense Allocation, Pricing, 
Management, Hiring Practices

DAY 1 
SALES TRAINING         
BOOT CAMP
Lead Management, 
Prospecting, Day-to-Day 
Activities, Accountability, 
Telephone Sales Techniques, 
Facts about the BHPH 
Business, Developing 
Consistent Repeat 
& Referral Business, 
Underwriting Procedures
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I want to start off this message by saying 
thank you for the support of our mem-
bers, those of you who are new to the as-
sociation, as well as those who are long and 
strong standing comrades. I hope it comes 
as no surprise to any member that GIA-
DA is constantly fighting for you and this 
industry as a whole. GIADA is known for 
teaching pre-license and continuing educa-
tion classes and assisting in start-up and re-
newal application--it’s when we get to meet 
so many of you. However, we want you to 
understand that the reason we have fought 
so hard to get the approval from the state to 
do these things is because we have a sincere 

aspiration to keep this industry both ethi-
cal and vigorous. We intend to fight against 
any stigma surrounding this business by in-
sisting on honest, fair, and compliant oper-
ations. At the same time, we are constantly 
fighting one unseen battle after another for 
nothing other than the benefit of our mem-
bers.

Why exactly do we care? Well, many of 
the employees in our office come from 
dealerships, auctions, finance companies, 
and even some from aftermarket product/
service companies. It’s our livelihood and 
it’s also what we live for. Personally, I have 
nearly 40 years invested into this industry 
and I imagine that I will either be forced 
into retirement or die before I walk away 
from it. Years combined, our staff alone has 
given more than a century to this industry. 

We have a legislative team made up of two 
lobbyists and 15 used car dealers, just like 
you, who have been sacrificing their time 
and resources during the heart of tax sea-
son to pull together and fight for our indus-
try by combatting the recent bill that has 
been introduced into legislation. Our 40 
board members are all industry profession-
als who give and volunteer so much to see 

fair and right decisions be made with your 
best interest in mind. 

My point is we are made up of so many 
great people who have a passion to see 
your businesses succeed because the used 
car business is what we are all part of. We 
are fighting every day, in some way, to keep 
things running as smoothly as possible in 
an industry where things are ever changing. 
Whether it is due to technology updates, 
changes to compliance laws, or even sticky 
situations, GIADA is here to help you.

We hope you see that there is so much more 
to being a part of this association than just 
getting discounts on forms and auction buy 
fees. All of the surface benefits are fantastic 
and they simply pay for themselves, yes, but 
we want all dealers to know that there is so 
much more to GIADA than what you may 
see on a daily basis. You are always welcome 
to come to us when you need an answer or 
assistance. Pop in for a visit, give us a call, 
or stop us at the auction--wherever we are 
and wherever we go--we are there with the 
intention to help you be successful. 

GIADA EXECUTIVE 
DIRECTOR, Paul John

THE PULSE OF GIADA

Passion is Priceless

2017
COUPON BOOKS

are here!
Have you renewed your 
GIADA membership?



GIADA Dealer Code of Ethics
WE WILL EMPLOY truth and accuracy in advertising and selling.

•
WE WILL STAND by all warranties given with the sale of any motor vehicle.

•
WE WILL GUARANTEE the title of every car sold by this business establishment.

•
WE WILL PROVIDE every customer a Bill of Sale, Odometer Form

and Warranty Disclosure at the time of sale.
•

WE WILL COMPLY with National, State, and Local rules and laws
prescribed to regulate local business.

•
WE WILL REFRAIN from performing any act which would bring

disrepute to the independent automobile industry.
•

WE WILL EXPOSE or halt, wherever found, any scheme designed to
deceive or defraud the automobile buying public, and will aid in

prosecuting those guilty of such acts.
•

WE WILL CONSTANTLY strive to improve business methods
so that the public will be better served.

•
WE WILL ENCOURAGE the American System of Free Enterprise.

cd
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Paul John
EXECUTIVE 
DIRECTOR

Paul@giada.org

Amy Bennett
DIRECTOR, 

EDUCATION & 
MEMBERSHIP
amyb@giada.org

Alan Gniadek
COMPTROLLER

alan@giada.org

Susan Strickland
ACCOUNTANT
susan@giada.org

Deborah Adams
TOPS COORDINATOR

deborah@giada.org

INSIDE GIADA

Meet the GIADA Staff

Keely Burdge
VENDOR 

RELATIONS/ 
EXECUTIVE 
ASSISTANT

keely@giada.org

Kristin Reilly
BUSINESS 

DEVELOPMENT/ 
EXECUTIVE 
ASSISTANT

kristin@giada.org

Sharon Naturale
DEALER 

CONSULTANT
sharon@giada.org

Donny Carroll
MEMBERSHIP 

COORDINATOR/ 
DEALER 

CONSULTANT
donny@giada.org

Edgar Higuera
DEALER

CONSULTANT
edgar@giada.org

Sherri O'Cane
TITLES & IMAGING 

CENTER SUPERVISOR
sherri@giada.org

Bridget Dunbar
TITLES & IMAGING 

ASSISTANT
bridget@giada.org

Gia Short
TITLES & IMAGING 

ASSISTANT
gia@giada.org

Kevin Paschal
TITLES & IMAGING 

ASSISTANT
kevin@giada.org

Mark Parker
TITLES & IMAGING 

ASSISTANT
mark@giada.org
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EVENTS
CALENDAR

Pre-License Seminar
Marietta, GA 

March 17

Pre-License Seminar
Macon, GA 
March 22

Title & ETR Training Class
Austell, GA
March 24

Pre-License Seminar
Marietta, GA

March 25

Pre-License Seminar
Marietta, GA

April 3

Pre-License Seminar
Macon, GA

April 12

NIADA BHPH Bootcamp
Atlanta, GA
April 25-27

Pre-License Seminar
Marietta, GA

April 29

Pre-License Seminar
Marietta, GA

May 8

Pre-License Seminar
Marietta, GA

May 15

CFPB adds 23K Complaints 
to Database in December

By Auto Remarketing Staff

With debt collection continuing to be one of the primary triggers, the Consumer Fi-
nancial Protection Bureau’s latest update about its complaint database indicated the 
bureau has handled approximately 1,080,700 consumer complaints across all products 
as of Jan. 1.

For December, the CFPB reported that debt collection again was the most-com-
plained-about financial product or service. Of the approximately 23,000 complaints 
handled in December, there were 7,196 complaints about debt collection.

The second most-complained-about consumer product was credit reporting, which 
accounted for 3,837 complaints. The third most-complained-about financial product 
or service was mortgages, accounting for 3,762 complaints.

Agency officials noticed Alaska, Georgia, and Louisiana experienced the greatest year-
to-year complaint volume increases from October to December versus the same time 
period 12 months earlier. The data showed Alaska was up 57 percent, Georgia climbed 
46 percent and Louisiana rose 32 percent.

The CFPB added the top three companies that received the most complaints from Au-
gust through October of last year were Equifax, Wells Fargo, and TransUnion.

The bureau’s latest update also highlighted complaints from Tennessee. As of Jan. 1, 
the CFPB tabulated that consumers in Tennessee submitted 17,800 of the 1,080,700 
complaints the bureau has handled.

Of those complaints, 4,700 and 5,800 have come from consumers in the Memphis and 
Nashville metro areas respectively.

Consumers in Tennessee most often submitted complaints about debt collection. Offi-
cials found that debt collection complaints accounted for 34 percent of the complaints 
submitted to the bureau by consumers from Tennessee, while nationally debt collec-
tion complaints account for 27 percent of complaints.  

Equifax, Experian and TransUnion were the most-complained-about companies for 
consumers in Tennessee. n
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Here’s a rundown of some of the latest gov-
ernmental issues and activity affecting the 
used car industry from NIADA senior vice 
president of legal and government affairs 
Shaun Petersen and NIADA lobbyist Sante 
Esposito of Key Advocates.

Regulatory Report by Shaun Petersen

CONSUMER FINANCIAL PROTECTION BUREAU
The CFPB released a report drawn from 
its first national survey of consumer ex-
periences with debt collectors. The report 
found:

• 27 percent of consumers approached 
about debt said they felt threatened by 
the conduct of the creditor or collector 
who most recently contacted them.

• 40 percent of consumers contacted 
about a debt in collection said they 
asked at least one debt collector or 
creditor to stop contacting them. 
Three in four of those consumers said 
the debt collector did not honor the 
request.

• 53 percent of consumers contacted 
about a debt said at least one collection 
effort was mistaken in some way.

• 36 percent of consumers reported be-
ing contacted at inconvenient times.

• 40 percent reported a debt collector 
attempted contact four or more times 
per week.

• 15 percent of consumers contacted 
about a debt in collection during the 
prior year report being sued.

DEPARTMENT OF JUSTICE
Dealer sentenced: Kenneth Smith, who 
operated Cars Unlimited in Lebanon, Mo., 
was sentenced to 18 months in federal 
prison and fined $50,000 for a mail fraud 
scheme in which he sold dozens of vehicles 
with fraudulent titles that underreported 
the vehicles’ actual mileage.

After buying cars at auction, Cars Unlim-
ited requested duplicate titles that showed 
a lower mileage, and replaced the vehicles’ 
instrument clusters.

Takata pleads guilty: Takata Corporation 
agreed to plead guilty to wire fraud and 
pay a total of $1 billion in criminal penal-
ties -- $975 million in restitution and a $25 
million fine – stemming from its alleged 
fraudulent conduct in relation to sales of 
defective airbag inflators.

An indictment was also unsealed charging 
Takata executives Shinichi Tanaka, Hideo 
Nakajima and Tsuneo Chikaraishi, all Japa-
nese citizens, with wire fraud and conspira-
cy in connection with the scheme.

DOJ claims Takata induced its customers to 

purchase airbag systems it knew were faulty 
by submitting false and fraudulent reports 
and other information that concealed the 
true condition of the inflators.

Volkswagen pleads guilty: Volkswagen 
AG agreed to plead guilty to three criminal 
felony counts and pay a $2.8 billion crimi-
nal penalty as a result of the company’s sale 
of approximately 590,000 diesel vehicles 
in the U.S. equipped with a defeat device 
to cheat emissions tests, and allegedly ly-
ing and obstructing justice to further the 
scheme. VW will also be on probation for 
three years under an independent corpo-
rate compliance monitor.

In addition, six VW executives and em-
ployees have been indicted for their roles 
in the conspiracy, with charges including 
conspiracy, wire fraud and violations of the 
Clean Air Act.

VW also agreed to pay $1.5 billion in sepa-
rate civil resolutions of environmental, cus-
toms and financial claims.

FEDERAL TRADE COMMISSION
Resignations: Edith Ramirez announced 
her resignation as the commission’s chair 
on Jan. 13. Commissioner Maureen Ohl-
hausen was named acting chair.

WASHINGTON UPDATE
NIADA 
Government 
Report
Latest Government Issues and Activity



GIADA Independent Auto Dealer MARCH 2017  |  9

On Feb. 8, Jessica Rich, director of the 
FTC’s bureau of consumer protection, also 
resigned. Rich, who joined the FTC in 1991, 
had spearheaded a series of major enforce-
ment actions against businesses, including 
car dealerships. Among them were Opera-
tion Steer Clear and Operation Ruse Con-
trol, which led to almost 300 enforcement 
actions involving allegations of deceptive 
advertising, fraud and other violations.

Volkswagen settlement: The FTC set-
tled litigation with Volkswagen Group of 
America to fully compensate consumers 
who purchased 3.0-liter TDI diesel vehicles 
through a combination of repairs, addition-
al monetary compensation and buybacks 
for certain models.  

Under the order, owners of model year 
2009-2012 vehicles will be able to sell their 
car back to Volkswagen and obtain full 
compensation for their losses. Consumers 
are eligible to receive $26,000-$58,000 for a 
buyback, depending on the model, mileage 
and trim of the car.

Those owners can also choose to keep their 
cars and receive a modification that would 
improve their vehicle’s emissions, if a mod-
ification is approved by the Environmental 
Protection Agency and the California Air 
Resources Board. Consumers receiving an 
emissions modification will also receive 
monetary compensation.

Owners and lessees of model year 2013-
2016 vehicles will get their cars fixed to 
bring the cars into compliance with origi-
nally certified emission standards as well 
as compensation ranging from $8,500 to 
$17,600.

Owners can determine if they are eligible 
for compensation and submit claims at 
VWCourtSettlement.com and AudiCourt-
Settlement.com.

Legislative Report by Sante Esposito

REFORMING CFPB INDIRECT AUTO FINANCING 
GUIDANCE ACT
The bill, which would rescind the contro-
versial auto financing guidance action re-
garding dealer discretion on interest rates 

issued by the CFPB in March 2013 and pro-
vide a more transparent and accountable 
process for dealing with the issue, passed 
the House last year but must be reintro-
duced in the new Congress.

With Sen. Jerry Moran (R-Kan.), the spon-
sor of the Senate version of the bill last Con-
gress, no longer on the Banking Commit-
tee, action on the issue is pending guidance 
from Rep. Jeb Hensarling (R-Texas), chair-
man of the House Financial Services Com-
mittee, and any action taken by the Trump 
Administration regarding the CFPB.

During the last Congress, Hensarling intro-
duced The Financial CHOICE Act, which 
would bring sweeping reforms to the CFPB 
– including a repeal of the auto finance 
guidance.

One of the major changes proposed in 
Hensarling’s bill is replacing the CFPB’s sin-
gle director with a bipartisan five-member 
commission. The term of the current direc-
tor, Richard Cordray, runs until July 2018, 

but his fate is up in the air in the wake of 
a federal appeals court ruling that the bu-
reau’s structure – one director who can only 
be fired for cause – is unconstitutional.

In January, Sens. Ben Sasse (R-Neb.) and 
Mike Lee (R-Utah) told the President in a 
letter than he should fire Cordray, saying 
his tenure has been a “disaster” because of 
policies that have hurt small banks and lim-
ited consumers’ credit availability.

If Cordray is ousted, recently retired Rep. 
Randy Neugebauer (R-Texas), a cosponsor 
of the auto finance guidance bill, is report-
edly a candidate to fill that post, having met 
with Trump during the transition.

HOUSE AND SENATE AUTO CAUCUSES
Rep. Mike Kelly (R-Pa.) and Rep. Marcy 
Kaptur (D-Ohio) will continue as co-chairs 
of the House Auto Caucus, which is start-
ing to recruit new members. Sens. Rob 
Portman (R-Ohio) and Sherrod Brown 
(D-Ohio) remain co-chairs of the Senate 
Auto Caucus. n

WASHINGTON UPDATE
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This article is not designed to be legal ad-
vice or representation to you or your deal-
ership: it is instead written to help you con-
sider your dealership’s practices and help 
you better manage your dealership.

Vehicles can be towed away without the 
owner’s consent for a number of reasons. 
Peace officers can have a car towed if it 
“poses a threat to public health or safety 
or to mitigate congestion” O.C.G.A. §40-
11-3(b). Private landowners can remove a 
vehicle if it is “not authorized to be at the 
place where it is found and to store or cause 
to be stored such vehicle….” O.C.G.A. § 
44-1-13 Sometimes the owner of the ve-
hicle chooses, for whatever reason, not to 
reclaim the vehicle, leaving it to accrue 
substantial storage charges. When you as 
the lienholder eventually locate the car, the 
storage facility tells you they will release the 
car upon payment of all towing and storage 
fees. What can you do?

Luckily for you in each of these circum-
stances, public or private, the towing and 
storage operator has very specific owner 
notification requirements. The statute de-
fines "Owner" or "owners" as “the registered 
owner, the owner as recorded on the title, 
lessor, lessee, security interest holders, and 
all lienholders as shown on the records of 
the Department of Revenue or the records 
from the vehicle's state of registration”. 
O.C.G.A. §40-11-1(3) The timeline for ob-

taining owner information and notification 
is as follows:
• Within 3 business days of removal of 

vehicle, notify in writing a local law 
enforcement agency of the location of 
the vehicle and include specifics such as 
VIN, license number, model, year, and 
make of the vehicle to obtain owner in-
formation.

• The local law enforcement agency shall 
furnish such information to the person 
removing such vehicle within three busi-
ness days after receipt of such request.

• Upon ascertaining the owners of such 
motor vehicle, the person removing or 
storing such vehicle shall, within five 
calendar days, by certified or registered 
mail or statutory overnight delivery, no-
tify all known owners of the vehicle of 
the location of such vehicle and of the 
fact that such vehicle is deemed aban-
doned and shall be disposed of if not 
redeemed.

There are serious consequences for a tow-
ing and storage facility not following these 
requirements. As specified in O.C.G.A. 
§40-11-3(k) “Any person who does not pro-
vide the notice and information required 
by this Code section shall be guilty of a 
misdemeanor and, upon conviction there-
of, shall be punished as for a misdemeanor, 
shall not be entitled to any storage fees, 
shall not be eligible to contract with or 
serve on a rotation list providing wrecker 

services for this state or any political subdi-
vision thereof, and shall not be licensed by 
any municipal authority to provide removal 
of improperly parked cars under Code Sec-
tion 44-1-13.”

If the registered owner fails to claim the 
vehicle within 30 days, often the storage fa-
cility will declare the vehicle abandoned and 
sell the car. This happens because the stor-
age facility will notify the registered owner 
but fail to notify a security interest holder or 
a lienholder. Note that the statute specifies 
they notify all owners. If the storage facility 
doesn’t follow the notification requirements 
in O.C.G.A. § 40-11-2 and sells the vehicle 
they could be guilty of conversion and held 
liable for damages. A Tow v. Williams, 245 
Ga. App. 661, 538 S.E.2d 542, 2000 Ga. App. 
LEXIS 1039, 2000 Fulton County D. Rep. 
3634 (Ga. Ct. App. 2000).

Know your rights when trying to reclaim 
your property; it could save you substantial 
time and money. This also illustrates how 
important it is to make sure your security 
interest is perfected, a topic we will address 
in a future article.

If you would like more information on this 
topic please contact me at (404) 483-1212 
or our paralegal, Rick MacLeish, at (770) 
639-0772. Check out our website at www.
cardealerattorneys.com. We offer discounts 
for GIADA members. n

Non Consensual Towing and Your Rights 
as the Lienholder
J. Eric Gregory, Attorney, The Gregory Law Group, LLC
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Let NextGear Capital’s flexible lines of credit empower you
to purchase the units you want from over 1,000 live and online 

auctions, in addition to other inventory sources nationwide.* 

MORE BUYING POWER

Visit nextgearcapital.com or call 855.372.2329

Comprehensive and flexible solutions to meet 
your unique business needs 

*Certain conditions apply. All rights reserved. For complete details, terms and conditions, please see your local NextGear Capital representative.
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Hiram

Andy Turner, Mgr.

James (Bo) Walker, Mgr.

Melissa Johnson, Mgr.

Hiram
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Take Your State Mandated CE Class for the 2018 Dealer License Renewal



Ron E. Widener & Associates, Inc. 
A n  I n s u r a n c e  A g e n c y
6887 Oak Ridge Commerce Way, Austell, Ga 30168 
We are located next door to the GIADA office.

We know the car business. Just ask our clients!

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

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

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

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

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

association staff can assist you the right way!

Dealers Should Get it Right
THE FIRST TIME!

New dealer start-ups are our specialty.

Associated car rental systems. Call me today!

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

We are the 
GIADA 

PREFERRED 
PROVIDER

for new 
dealer startups!
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FINANCE

The 5% year-over-year increase in January 
marked the first time U.S. bankruptcy filings 
registered back-to-back monthly gains since 
2010, according to the American Bankruptcy 
Institute (ABI). December 2016 filing also re-
corded a 5% gain from the prior-year period.

U.S. bankruptcy filing totaled 55,212 in Jan-
uary, with consumer filings increasing 5% 
from a year ago to 52,421. Commercial filings 
decreased 1% from a year ago to 2,791, while 
chapter 11 commercial filings fell 19% to 494.

“While bankruptcies plunged last year to 
their lowest levels since the implementation 
of the Bankruptcy Abuse Prevention and 
Consumer Protection Act of 2005, filings are 
beginning to climb," said ABI Executive Di-

rector Samuel J. Gerdano. “As interest rates in-
crease and the cost of borrowing rises, more 
debt-burdened consumers and businesses 
may seek the financial shelter of bankruptcy.”

The legislative act Gerdano referenced was 
designed to make it more difficult for debtors 
to file for chapter 7 bankruptcy, under which 
most debts are discharged. Instead, the law re-
quires them to file for chapter 13 bankruptcy, 
under which debtors must repay a portion of 
their debts before they’re discharged.

On a month-over-month basis, total U.S. 
bankruptcies decreased 2% from December 
2016’s 56.414 total, according to ABI. Total 
noncommercial and commercial filings were 
also down 2% and 5% from December 2016, 

respectively, while commercial chapter 11 fil-
ings were down 18% from the previous month.

The average nationwide per capita bankrupt-
cy-filing rate in January 2017 was 2.13 (total 
filings per 1,000 per population), a decrease 
from December 2016’s rate of 2.48. Average 
total filings per day in January 2017 were 
2,629, a 5% decrease from the 2,766 total dai-
ly filings recorded in January 2016 (due to 21 
filing days during the month in 2017 versus 
19 filing days in January 2016).

States with the highest per capita filing rates 
(total filings per 1,000 population) in January 
2017 were: Alabama (5.43), Tennessee (5.08), 
Georgia (4.30), Arkansas (3.44), and Illinois 
(3.41). n

Bankruptcies Register First Consecutive 
Monthly YOY Increases Since 2010
By F&I Showroom Staff



16  |  GIADA Independent Auto Dealer MARCH 2017

Here’s a bright idea 
for auto dealers.

LOSE THE PAPER!

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

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

Apply Electronically for Titles
 Register Vehicles on Behalf of the Customer 

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

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

Or, contact GIADA at 770-745-9650
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As any dealer can attest, car shopping has 
changed dramatically over the last decade. 
Shoppers spend hours (and days) guiding 
themselves through the vehicle-search 
process online, and many dealers feel 
they’ve lost their role in the shopping ex-
perience. Is it worth the effort, and is it 
even possible, to engage the modern shop-
per successfully?

It is worth the effort because it is possi-
ble. And it’s not a shot in the dark just be-
cause your shoppers stay mysterious: It’s a 
science. If you have the right processes in 
place and measure the right metrics, you 
can successfully connect with shoppers at 
every stage of the cycle.

About these metrics: I coach dealerships 
to build their processes around the five 
that matter most when it comes to engag-
ing modern customers. And I make every 
manager I work with measure them, and 
manage their team accordingly.

But I also tell them not to just turn into the 
metrics police. Make sure your team knows 
why metrics are important, and how your 
measurement works to their benefit.

Here’s what they are, and how you can 
break them down for your team.

1. Contact ratio

You need to get customers in your dealer-
ship to close—and you need to get them on 
the phone to set an appointment. In fact, 
I’d guess nine out of 10 appointments are 
made over the phone.

Simply put: The more customers you can 
get on the phone and in your showroom, 
the more cars you’ll sell.

In your CRM, find out how many leads 
your team has actually contacted on the 
phone—50% is a good baseline, but you 
should always aim higher. Pull up your call 
history and note what time of day most 
calls were connected.

Have your team contact leads around those 
times to give them a better chance of get-
ting real customers on the phone.

2. Response time to Internet leads

When customers provide their email ad-

dress after viewing a car on your site, 
they’ve likely given it to other dealerships, 
too. Every second counts in today’s mar-
ket—if it takes you an hour or two (or lon-
ger) to follow up, you can bet your compe-
tition already has.

Track your team’s response time in your 
CRM. They should follow up with Inter-
net leads within 10 minutes—30 minutes 
at the most—to get their number and set 
an appointment.

If your team isn’t responding quickly 
enough, log into your CRM to see how 
leads are divided among them. If some 
are overloaded while others are light, find 
a way to distribute leads more effectively. 
If everyone’s busy, it may be time to start 
hiring.

3. Number of overdue tasks

Your CRM won’t help you succeed if you 
don’t hold your team accountable for us-
ing it. If you’re assessing your team’s per-
formance by who’s on the phone the most 
or who’s always on the lot with a custom-
er, you may not be getting the full story.

Know the 5 Customer Engagement
Metrics You Can’t Ignore

Connect with shoppers at every stage of the cycle with the right processes and measurements
By Mark Vickery, Senior Director of Performance Management, VinSolutions
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You have to pull data from your CRM to see 
where important tasks are falling through 
the cracks, and who might need some extra 
coaching. Most CRMs make it easy to find 
the number of overdue tasks—don’t ignore 
this important feature.

For an average-sized dealership, you should 
aim for 30 or fewer. If that number is too 
high, confirm everyone on your team 
knows what they need to do and why. If it 
turns out your processes don’t make sense 
or are too complex, maybe it’s time to re-
think them.

4. Appointments confirmed by a manager

Think about the last time you made a doc-
tor or dentist appointment. You got a call 
confirming the appointment, right?

Why should the car business be any differ-

ent? Every dealer runs into no-shows—but 
some can be prevented. A lot of no-shows 
are people who set appointments with 
salespeople just to get them off the phone.

As a manager, you should call all customers 
who set an appointment to confirm the ap-
pointment and answer any questions they 
have. You may just change their mind about 
showing up.

Again, your CRM makes this easy to do. 
But doing it at all is on you. Once you com-
mit to it, don’t quit. It’s one metric you can 
aim for: 100%, 100% of the time.

5. Service penetration

When you sell a new car, is the first oil 
change in the books by the time the cus-
tomer drives away? Selling someone a car is 
not the end of a relationship.

Keeping a customer connected to your 
dealership through service appointments is 
a great way to get more revenue from them. 
Only about 30% of customers return to the 
dealership that sold them the car for ser-
vice—so if your percentage is around that 
mark, you’re doing about as well as other 
dealers. But you want to be the best.

To get that number up, start introduc-
ing customers to your service department 
when they purchase a vehicle. According 
to Cox Automotive’s 2016 Maintenance 
and Repair Study, this makes customers 1.5 
times more likely to return to your dealer-
ship for service.

Any dealer will sell more cars by improv-
ing these five metrics because all five boil 
down to one benefit: more customers in 
your showroom, and more chances to close 
more deals. n

MARKETING
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 Accounting & Tax
 Preparation
Clifton Larson Allen, LLP
770-393-0399
Accounting Services, Tax 
preparation, Litigation 
Support
Cliftonlarsonallen.com

KwikeFile
770-966-2755
Taxes Done Right! Best Prices 
in Town! Car Dealerships, 
Employers, and Employees! 
Accounting & Tax Preparation
kwikefile.com

Robert L Burt CPA
205-752-3001
Accounting

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

Sowega Financial Services
229-395-4910

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

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

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

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

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

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

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

NAAA-National Auto Auction 
Association
301-696-0400 
We represents the interests 
of the auto auction industry 
delivering training, setting 
standards and offering 
networking opportunities to 
the remarketing community. 
naaa.com

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

ADESA Atlanta Auction
770-357-2277
Wednesdays 10am
adesa.com
Please see our ad on page 29.

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

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

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

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

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

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

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

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

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

Carolina Auto Auction Inc.
864-231-0
Wednesday 10am; Salvage Sale 
Every other Wednesday 9am
carolinaautoauction.com
Please see our ad on page 36.

   raising
BARth

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

A SERVICE PROVIDER DIRECTORY



GIADA Independent Auto Dealer MARCH 2017  |  21

Charleston Auto Auction
843-719-1900
Friday 10am Dealer Sale
charlestonautoauction.com
Please see our ad on page 15.

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Oakwood’s Arrow Auto 
Auction, Inc.
770-532-4624
Every Thursday 4pm
oakwoodsarrowautoauction.com
Please see our ad on page 32.

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

Rawls Auto Auction
803-657-5111
Tuesday 10am
rawlsautoauction.com
Please see our ad on page 13.

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

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

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

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

Southeastern Auto Auction of 
Savannah
912-965-9901
Wednesday - In Ops 10am; 
Repos 10:30am & 11am
southeasternaa.com
Please see our ad on page 46.

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

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

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

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

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

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

Spartan Financial Partners
855-233-3605
BHPH Line of Credit
spartan-partners.com
Please see our ad on page 17.

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

Adilys Data Protection LLC 
816-797-1762 
Protecting sensitive 
information and business 
reputations with effective 
privacy strategies
adilysdata.com

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

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

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

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

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

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

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

Flat Rate Processing
888-592-1110 
Payment Processing, Payment 
Technology, Software 
Partnership, Flat Rate Pricing 
- Integrated with Wayne 
Reaves DMS 
flatrateprocessing.com

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

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

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

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

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

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

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

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

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

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

TrueCar 
512-735-5347 
Dealer Leads
truecar.com 

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

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

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

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

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

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

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

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

Frazer Computing Inc.
888-963-5369
Computer Software
frazer.biz
Please see our ad on page 19.

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

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

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

t service provider directory
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RouteOne, LLC
248-229-5170
Dealer Management Systems
routeone.com

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

TitleTec an AutoPoint Company
877-684-4958
Business, Title & Registration 
Software
titletec.com
Please see our ad on pages 16 
& 51.

TrueCar 
512-735-5347
Dealer Leads
truecar.com

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

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

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

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

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

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

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

 Finance Companies
Ace Motor Acceptance 
Corporation
704-882-7100 ext. 7509
BHPH Lending / Funding for 
contracts
acemotoracceptance.com
Please see our ad on page 33.

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Peoples Financial Corp
770-422-2735
Auto Loans, Direct or 
Indirect, Secondary
peoplesfinancial.net
Please see our ad on page 12.

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

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

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

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

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

Spartan Financial Partners
855-233-3605
BHPH Line of Credit
spartan-partners.com
Please see our ad on page 17.

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

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

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

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

United Acceptance Inc.
877-281-2360
Account Purchase, Bulk 
Receivables
unitedacceptance.com
Please see our ad on page 37.

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

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

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

 Floor Plan Companies
Ace Motor Acceptance 
Corporation
704-882-7100 ext. 7509
Funding for Contracts / Floor 
Planning for Inventory
acemotoracceptance.com
Please see our ad on page 33.

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

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

Automotive Capital Services
770-314-8317
Dealer Financing
autocapservices.com

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

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

Carbucks
864-527-7147
Floor Planning
cbfloorplan.com

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

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

NextGear Capital
888-969-3721
Floor Planning; Flexible terms 
and competitive pricing for 
your inventory financing 
needs.
nextgearcapital.com
Please see our ad on page 11.

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

 GPS Tracking - 
 Payment Protection 
 Devices
ARA GPS Systems
770-871-0051
GPS Tracking Devices
aragps.com
Please see our ad on page 47.

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

Passtime
877-PASSTIME
Vehicle Tracking
passtimeusa.com
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SkyPatrol LLC 
800-369-5007 
GPS Tracking Software, 
Vehicle Tracking, and Mobile 
GPS Tracking
skypatrol.com

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

Stars GPS
877-828-4770
The longest running GPS 
partner of NIADA; Education 
for Compliance, Disclosure, 
and Best Operating/
Collection practices
stars-gps.com

 Insurance/Surety 
 Bonds
Absolute Surety LLC
407-674-7940
Surety Bonds
absolutesurety.com

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

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

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

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

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

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

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

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

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

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

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

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

Reeves Insurance Agency
770-949-0025
Bonds, garage Liability, 
Dealers Open Lot, Workers 
Comp, Property, Life, Health, 
Retirement, Tow Trucks
reeves-ins.com
Please see our ad on page 9.

Ron E. Widener & Associates
770-941-0293
Bonds, Garage Liability, DOL, 
WC, Property & Rental Car 
Insurance
ronwidener.com
Please see our ad on page 14.

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

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

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

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

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

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

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

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

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

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

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

service provider directory tservice provider directory t



26  |  GIADA Independent Auto Dealer MARCH 2017

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

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

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

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

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

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

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

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

 Parts & Service
AAMCO Transmissions, Inc.
770-627-5582 
At your local, independent 
AAMCO Hiram, GA, we 
provide you with expert 
repair and service for your 
TOTAL Car Care needs! 
From automatic/manual 
transmission repair & 
rebuilding to clutch service 
and replacement, advanced 
computer diagnostics to 
identify and help fix all 
drivability problems - 
including 4X4s, fleets, and 
more.
aamcohiramga.com

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

The Parts Farm
912-526-3080
Call us today about putting an 
engine kit together for your 
street rod, retro conversion or 
kit car!
stores.ebay.com/thepartsfarm
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Tire Profiles, LLC
844-276-3024
Our Award Winning 
Technology Will Change Your 
Business FOREVER! 
tireprofiles.com

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

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

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

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

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

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

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

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

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

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

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

Usedcarsupplies.com
770-448-6982
usedcarsupplies.com

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

Rental Car Business
Associated Car Rental Systems
770-948-1731
Rent-A-Car Training & 
Insurance
ronwidener.com
Please see our ad on page 14.

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

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

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

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

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

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

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

 Repossession & Skip 
 Tracing
DRN Data
817-877-0077 
Vehicle Location Data for 
Auto Lenders, Insurance 
Carriers and Recovery 
Professionals
drndata.com

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

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

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

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

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

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

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

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

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

Patriot Automotive Consulting
704-953-6549
Service Contracts, Portfolio 
Acquisitions, Reinsurance & 
Profit Sharing
patriotautomotiveconsulting.com
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Penn Warranty Corp
800-356-9441
Service Contract Provider
pennwarrantycorp.com

Preferred Warranties
800-548-1121
Warranties
warrantys.com

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

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

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

 Social Media &/or 
 Online Reputation
 Monitoring
Podium 
801-999-8216 
Podium helps you collect & 
manage online reviews from 
one centralized platform
podium.com

Professional Mojo LLC
866-611-2715
Online marketing portfolio 
creation and management
professionalmojo.com
Please see our ad on page 35.

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

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

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

DealerTrack-RTS / Tri Vin Inc.
888-346-3087
Paper & Electronic Vehicle 
Title Admin - Liens and Title 
Management
us.dealertrack.com

Ron E. Widener & Associates
770-941-0293
Title Processing, Dealer Tags, 
Title Bonds, & Training
ronwidener.com
Please see our ad on page 14

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

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

TitleTec an AutoPoint Company
877-684-4958
Business, Title & Registration 
Software
titletec.com
Please see our ad on pages 16 
& 51.

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

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

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

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

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

CarFax
404-323-8584
Vehicle History 
carfax.com 

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

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

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

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

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

ATTENTION ASSOCIATE 
MEMBERS: This Service 
Provider Directory is 
updated bi-monthly. For 
changes, additions or to be 
removed please contact us at 
publications@giada.org.
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Sandy Schwartz still uses skills he honed 
when he was a newspaper reporter.

“As a journalist, I learned that if you ask 
questions, you’ll learn a lot,” says Schwartz, 
who now heads Cox Automotive.

The company takes in $7 billion in annual 
revenue from its 25 brands and has about 
32,000 employees and associates.

Brands include AutoTrader (vehicle-inven-
tory listings) and Kelley Blue Book (vehicle 
values) on the consumer side and vAuto (in-
ventory-management systems), Dealertrack 
(dealership management systems) and Man-
heim (auto auctions) on the dealer side.

Parent company Cox Enterprises formed 
Cox Automotive in 2014 to consolidate its 
auto holdings. Schwartz has run it since the 
start. He has had 17 jobs in 31 years work-
ing for Cox.

WardsAuto spoke with him about the chal-
lenges of juggling a 25-brand company, his 
management style and lessons he learned 
from his Holocaust-survivor parents.

WardsAuto: So what’s new with Cox Au-
tomotive?

Schwartz: We’ve been on this path of bring-
ing our companies together, trying to take 
the friction out of auto buying, helping the 
OEMs when we can and focusing on the 
dealers.

When you say “What’s new?” everyone 
wants to hear what you are going to buy 
next or do next. Our focus is having the ex-
isting products work really well to the ben-
efit of dealers and OEMs, too. Those two 
groups work hand in hand.

Everyone talks about innovation. Integra-
tion is innovation. We’re really focused on 
relentless execution and improving all of 
our products this year and next.

We are helping the vehicle transaction 
happen faster at the dealership because 
after the customer has been in the dealer-
ship beyond 90 minutes, things can start 
going downhill. That’s why a seamless on-
line-to-offline experience is important.

WardsAuto: So the idea isn’t to do a rush 
job at the dealership, as much as front-end 
a lot of the purchase process.

Schwartz: There is no such thing as a rush 
job. You have to fill out the paperwork and 
get the title and all these things. And the 
dealer wants the opportunity to sell F&I 
products such as warranties.

But, yes, it is giving the opportunity to get 
as much done outside the dealership be-
forehand, and then making sure that when 
someone walks in, all that preliminary 
work is not forgotten.

Ninety percent of people who walk into a 
dealership are educated about the process 

and product. If they’re not, I feel sorry for 
them.

WardsAuto: They have no excuses?

Schwartz: Yeah, informed consumers have 
done a lot of online work. As they transi-
tion from online to offline, how does a 
dealer pick up on that experience? The 
most frustrating thing for consumers is to 
get online, configure a car, figure out what 
their trade-in value and then go to the deal-
ership where a salesperson says, “That’s 
great. Now, let me take you over here and 
talk about something else.”

WardsAuto: What are you telling dealers in 
that regard?

Schwartz: You have more educated buyers 
who are using tools. Let’s make it better for 
them when they get to the dealership. Let’s 
get the friction out and make it faster.

WardsAuto: Shouldn’t dealers know that 
already?

Schwartz: Roughly 50% of dealers say, 
“This is a new world, let’s get with it.” The 
other 50%, or maybe less, are saying, “We’re 
coming off some really good years and 
making money; we’ll get to that stuff, but 
not right now.”

WardsAuto: You have 25 brands. Do you 
see yourself as like a conductor of a sym-
phony where everyone is playing together 

Reporter Turned 
Executive:
"Ask Questions, 
Learn a Lot"
By Steve Finlay, WardsAuto
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and putting out a single thing or is this a 
conglomeration that’s covering all the bases?

Schwartz: Every single person in our orga-
nization works perfectly well with everyone 
else and has no issues with anything.

WardsAuto: Wow.

Schwartz: I’m kidding. It was a challenge 
bringing all these companies together. It 
was a symphony, but with a lot of off-key 
tunes. We’re still working hard to bring ev-
eryone together, but we’ve made amazing 
strides.

WardsAuto: Is the strategy to interconnect 
all the brands? 

Schwartz: We say this inside: “We are a 
house of brands, not a branded house.” 
We’re not going to change brand names, 
whether it is Autotrader, Kelley Blue Book 
or Manheim. But we are going to work to-
gether. We have an array of services that 
someday will be totally connected, totally 
seamless. They’re not going to be products 
that are not talking to each other. We have a 
vision, but integration is tough.

WardsAuto: How do you keep track of all 
these companies? It seems like it would be 
like spinning plates.

Schwartz: First of all, this is the best job 
I ever had. I’m having more fun and feel 
there’s a mission and a reason for doing it. 
Second, I work for great owners. This is no 
knock against publicly owned companies 
but working for a private company with a 
20-year vision makes my job easier. Sure, 
we have budgets and goals. But we’re not 
fixated on quarterly results.

My job is to get the roadblocks out of the 
way so people can do their jobs. Years ago, I 
was the executive vice president and gener-
al manager of the Austin American-States-
man. I told my boss, “I’m not going to be 
around next week.” He asked me why. I 
said, “I’m going to work the press room.” 
He asked why. I said, “We’ve got some prob-
lems there and I’ve got to run the presses so 
I know what’s going on.”

He looked at me and said, “You can do 
what you want, but your job is not to run 
the presses. It’s to know how they run.” That 
stuck with me. The job is to know how it 
works and enable it so it works well.

The other thing is that I played baseball in 
school and learned a long time ago it’s all 
about teamwork. I know that sounds trite, 
but it’s true.

WardsAuto: What position did you play?

Schwartz: Second base.

WardsAuto: So how would you describe 
your management style, or did you just do 
that?

Schwartz: I think I did, but it is to focus on 
people, develop leaders and enable team 
members to reach their potential.

I have a saying: Be open, honest and direct 
with ourselves and our clients. I said that 
at a meeting when I went to Cox Media (a 
broadcasting, publishing and digital media 
subsidiary). During the first break, one of 
our veterans said to another guy, “What did 
he mean by that?” I thought, “Well, he’s not 
going to make it.”

WardsAuto: You have a lot of brands and a 
lot of employees. Do you have people lined 
up outside your office door waiting to pitch 
ideas?

Schwartz: If there’s a complaint about the 
people who work for me, it is that I am rare-
ly in the office and they can’t find me. I’ve 
told them, “I’ve never made a dime sitting 
in my office.” I’m typically out with our 
team members or clients. I’m on the road a 
lot. I just returned from China.

We have a strategy department. A lot of 
times if ideas are proposed, I’ll push them 
there, or to the right place.

But I think everyone in our organization feels 
comfortable emailing or texting me with their 
ideas, complaints or whatever. How you han-
dle those determines who you are.

Sometimes the best calls you get are people 
complaining you’re not doing something 
right. It helps you get better. You have filters 
but you try to listen. My dad told me, “You 
have two ears and one mouth for a reason.”

WardsAuto: What’s the ratio of good ideas 
to bad ideas you get from your people?

Schwartz: About 90 good to 10 bad. Some 
of it is just input that’s not on the scale of 
a product launch. Like: “Here’s something 
you ought to know to make things better.”

WardsAuto: You grew up as a first-gener-
ation American in Ohio. Share the story of 
your background.

Schwartz: My parents were originally from 
Poland. They were Holocaust survivors 
who ended up getting sent to Columbus. I 
studied journalism at Ohio State. My first 
journalism job was as a sports writer for a 
local paper.

I’m one of the lucky ones. Growing up, I 
had a loving family and an amazing role 
model in my dad, who was an entrepreneur.

WardsAuto: What did he do exactly?

Schwartz: He was a union laborer putting 
in glass for commercial building projects. 
He came home one day and said, “I’m start-
ing my own business as a glass installer.” 
Then he got into real estate, and did very 
well.

WardsAuto: What life lesson did you learn 
from your parents, especially with them be-
ing Holocaust survivors?

Schwartz: My mom, who is 93, and my 
late dad were polar opposites. He was, the 
glass is half full. She was, the glass is half 
empty. She’s still like that. The No.1 lesson 
I learned from my dad is to treat people the 
way you want to be treated. If you do that, 
you’ll be great.

My mom is an overall wonderful person. I un-
derstand why she’s a pessimist; look what she’d 
been through. But there’s an answer to every 
problem. You’ve just got to work on it. n

INDUSTRY INSIGHT
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We all know tax season brings 
increased down payments. Use 
this extra money to strengthen the 
deal. Good underwriting decisions 
involve setting your customer up for 
success; by keeping the monthly 
payment no higher than one week’s 
take home pay on a vehicle that will 
last the term of the contract. Large 
down payments can be used to keep 
payments affordable on a better 
vehicle or to reduce the term when 
the payment is already affordable.

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

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

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

today at 704-882-7100 ext. 7509. 

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

Funding for Receivables

You Collect or We Collect

Floorplan Lines

Simplified Insurance Tracking

Reports Package

Training

Bulk Roll in for Existing Contracts

Cash Flow from Payments

What’s included:

Tax Season Deal 
Structures for Success

Tip MonthOF
THE



704-882-7100 ext. 7509Acemotoracceptance.com

We all know tax season brings 
increased down payments. Use 
this extra money to strengthen the 
deal. Good underwriting decisions 
involve setting your customer up for 
success; by keeping the monthly 
payment no higher than one week’s 
take home pay on a vehicle that will 
last the term of the contract. Large 
down payments can be used to keep 
payments affordable on a better 
vehicle or to reduce the term when 
the payment is already affordable.

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

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

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

today at 704-882-7100 ext. 7509. 

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

Funding for Receivables

You Collect or We Collect

Floorplan Lines

Simplified Insurance Tracking

Reports Package

Training

Bulk Roll in for Existing Contracts

Cash Flow from Payments

What’s included:

Tax Season Deal 
Structures for Success

Tip MonthOF
THE



34  |  GIADA Independent Auto Dealer MARCH 2017

Luxury vehicles continued to struggle last 
week, as the segment realized some of the 
highest depreciation rates among all vehicle 
segments, according to Black Book’s Feb. 13 
Market Insights report.

Due to notably poor performance com-
ing from sub-compact luxury crossovers/
SUVs, minivans and compact vans, cars 
also saw lower depreciation rates than 
trucks last week.

“All luxury segment accumulative deprecia-
tion rates, for the first six weeks of 2017, are 
larger than that of their respective segment 
averages,” said Anil Goyal, senior vice pres-
ident of automotive valuation and analytics 
for Black Book.

Apart from the prestige luxury and luxury 
segments, all car segments experienced bet-
ter week-to-week depreciation last week, 
the firm added. Sub-compact and compact 

cars held the lowest depreciation rates at 
0.05% and 0.04%, respectively. On the oth-
er side of the spectrum, prestige luxury and 
luxury cars held the highest depreciation 
rates at 0.69% and 0.42%, respectively.

Volume-weighted, overall car values de-
creased by 0.22% last week, the best weekly 
retention rate since May 2016, according to 
Black Book.

Volume-weighted, overall truck values de-
creased by 0.36%, noticeably higher the 
0.14% rate recorded during the same time 
last year. Although sub-compact crossovers 
actually realized an appreciation of 0.32% 
last week, this gain was offset by the poor 
performance of sub-compact luxury cross-
overs/SUVs, mid-size luxury crossovers/
SUVs, minivans and compact vans. Those 
segments realized depreciation rates of 
1.22%, 0.59%, 0.81%, and 1.36%, respec-
tively. n

SPONSORSHIP
OPPORTUNITIES

Get them before 
they are gone!
Is your company looking

to connect with hundreds
of independent auto
dealer professionals? 

It can be difficult to make
a lasting impression when

your company is competing
for attention. Increase your 

brand awareness and
credibility by making an

impact as a Sponsor at the
2017 GIADA Convention and 

Trade Expo!

Convention Sponsors made
a huge impact in 2016!

Sign Up Now!
Ready to sponsor or need 
expert advice on which 

opportunity is best for your 
organization?

Now is your time to talk to us 
about one of these amazing 

sponsorship opportunities before 
these slots are filled! 

Contact us today and we’ll get 
your spot reserved: email us at

convention@giada.org!

VIEW SPONSORSHIP
OPPORTUNITIES AT

GIADACONVENTION.ORG

"All luxury segment
accumulative depreciation 
rates, for the first six weeks

of 2017, are larger than
that of their respective

segment averages..."

Black Book: 
Luxury Depreciation Spikes
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Why fit in?
Your dealership was born to stand out.

Take the Lead in Your Auto Market with 

Social Media Mojo
If your team doesn’t understand the opportunities 

in social media, doesn’t know what to post or 
have the time to execute a well-thought out 
strategy to put your dealership ahead of the 

pack, you need to call us immediately.

Don’t follow the crowd.
Make the crowd follow you.

professionalmojo.com | 866-611-2715
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Rising incentive spending will put signifi-
cant downward pressure on used-car pric-
ing this year, J.D. Power automotive analyst 
Jonathan Banks said Friday.

Incentive spending rose to $4,001 per 
unit in 2016, Banks said at a joint press 
conference with NADA chief economist 
Steven Szakaly and Melinda Zabritski, 
director of automotive credit at Experian 
Automotive.

Incentive spending, combined with a glut 
of off-lease vehicles returning to market, 
could push used prices down by about 4.8 
percent this year, the lowest level since the 
economy was emerging from the recession 
in 2010.

“You keep lowering the new-car price down 
and the used-car prices are coming down. 
Meanwhile, more used cars are coming in 
offering a value story, which might stimu-
late the manufacturers to increase incen-
tives even more,” Banks said.

“You get kind of a vicious circle between the 
two, which could be really bad especially 
when you’re spending a lot of money. It’s a 
bit of a frightening situation, in my opin-
ion.”

Used-vehicle pricing spiked in the wake of 
the recession, and levels had remained high 
through 2015. Beginning last year, used-ve-
hicle pricing began showing signs of de-
clines and 2017 should be the year pricing 

returns to historically normal levels, Banks 
said.

“We think incentives are going to have a 
huge impact on pricing because we don’t 
see a big pullback in that spending,” Banks 
said.

Szakaly said the new-vehicle market could 
remain stable at 17.5 million units in 2017 
if President Donald Trump’s tax and infra-
structure plans come to fruition, up from a 
baseline, pre-election forecast of 17.1 mil-
lion units.

“The likelihood of everything passing is 
very, very low, so we might be looking at 
some kind of mix,” he said. n

Analyst Warns of Incentives' Pressure on 
Used Prices
By John Irwin
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2017 Tax Season Solutions
BHPH Bulk Purchase & Strip Purchase Programs

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

  Call today                                                                                                   www.uaidirect.com
  877.281.2360                                                                                                 Se Habla Expanol

Get Cash.

United Acceptance, Inc.
Our 26th year helping Georgia BHPH Dealers

SAFETY NEWS

As America gets Older and Heavier, so do 
its Crash Test Dummies
By Josh Marker

Man, Vince and Larry got old!

so the dummies have to evolve as we evolve. 
As our bodies change, we have to structure 
the dummies to mimic that change in order 
to let the car manufacturers manufacture 
safer systems." n

After more than 40 years, researchers are 
designing new crash test dummies to re-
flect and older and heavier American pop-
ulation.

According to the Centers for Disease Con-
trol and Prevention the average Ameri-
can man weighs 195 pounds, a 21 pound 
increase from forty years ago. The weight 
of the average American woman has in-
creased by roughly the same amount in 
that time. Unfortunately, according to ABC 
News, the crash test dummies used to test 
car safety today are pretty much the same as 
they were when they were introduced in the 
70s, which poses some unique problems for 
crash safety researchers.

"The dummies over the course of decades 
have not changed at all – but the overall 

population has," University of Michigan 
professor Stewart Wang told ABC News. 
"The vast majority of people that we see in 
most trauma centers come from motor ve-
hicle crashes. And what we're seeing is, it's 
the people who don't look like the perfect, 
standardized person. These are the more 
vulnerable people that are getting hurt at a 
higher rate."

New research into how various body types 
respond to auto crashes has led dummy 
manufacturer Humanetics to design a 
more diverse set of dummies. This includes 
elderly and obese dummies to better reflect 
the variety of American physiques.

Jim Davis, Humanetics' vice president of 
engineering, told ABC News, "We're get-
ting older, we're getting heavier, you know, 
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"The used market as a whole is definitely in 
the midst of a significant transition that’s 
only just starting to accelerate.”

That above quote from Edmunds senior an-
alyst Ivan Drury is one of the last sentences 
in a news release accompanying the compa-
ny’s latest Used Vehicle Market Report.

But it might be the most apt way to describe 
what’s happening in the pre-owned market, 
particularly the vehicle makeup, which is 
getting rapidly younger and more expensive. 

There will likely be less than 6 million 
trade-ins (which average 6 years in age) for 
the first time in five years, while off-lease 
volumes are expected to break records, ac-
cording to Edmunds.

The average age on the 11.6 million used 
cars that franchised dealers sold last year 
was an all-time low of 4.1 years, according 
to Edmunds. Vehicles ages 3 and under 
represented nearly two-fifths (58 percent) 
of franchised dealer used-car sales last year, 
with off-lease cars driving this push.

Average used transaction prices were at 
$19,189, an all-time high.

“While low interest rates and consistent 
values are making it possible for the mar-

ket to absorb these newer, more expensive 
off-lease vehicles, demand for older, less ex-
pensive used vehicles hasn’t waned,” Drury 
said. “Fewer older vehicles available puts 
sellers at an advantage, particularly those 
looking to sell vehicles that are in high de-
mand like trucks and SUVs.”

The report also points out that nearly every 
segment of 8- to 15-year-old vehicles had 
higher value retention last year.  All told, it 
was a year for “dramatic change.”

“Record 2016 transaction prices reflected 
a used market that’s undergoing dramatic 
change. Growing numbers of 3-year-old 
off-lease vehicles, more 1- to 2-year-old 
rental returns and a consistent flow of near-
new trade-ins made a big impact,” Edmunds 
said in its report. “A record-high 58 percent 
of the used vehicles sold at franchise dealer-
ships were 3 years old or newer.”

Where does it go from here? Well, consider 
that lease originations climbed 10.6 percent 
in 2014, were close to 4 million in 2015, 
were well past 4 million in 2016 and are ex-
pected to reach 4.1 million this year.

And off-rental vehicles — which  “con-
sistently feed the near-new category,” Ed-
munds says — should help the push to-
wards a younger used-vehicle fleet, as well. 

Edmunds said that with rental companies 
upping purchases in recent years, 1- and 
2-year-old off-rental cars in the used mar-
ket should continue to have a strong pres-
ence in the market. 

Here's one thing to keep in mind about a 
younger used-vehicle fleet, though: in-
centives on the new-car side can throw a 
wrench into the mix. 

“The drop in average vehicle age led to 
higher prices in nearly all categories,” Ed-
munds said in the report.  “While newer 
used vehicles have fewer miles and less 
wear, there is a downside. Their value (and 
demand) can be lowered significantly if 
manufacturers offer big incentives on simi-
lar new vehicles.”

And if you're looking for an encourag-
ing sign from the report, here's one: On a 
year-over-year basis, off-lease volume was 
up as much as 50,000-plus units in some 
segments last year, yet overall prices were 
steady with 2015. 

“From 2013 to 2014, lease volume increased 
10.6 percent — partially driven by demand 
for popular vehicle categories, including 
compact crossovers, large SUVs and large 
trucks,” the report said.  “We expect this to 
keep transaction prices higher into 2017.” n

Age, Pricing in Used-Car 
Market Show 'Transition'

By Joe Overby, Senior Editor, Auto Remarketing
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A NEW DAY DAWNS FOR
GEORGIA AUTO DEALERS!

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

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

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

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

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

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

www.giada.org/titletec-etr-system or call the GIADA office at 770-745-9650. 
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For all of your automotive print, 
promotional and marketing needs.
Custom Floor Mats • License Plates and Frames
Swooper Banners • Business Forms and Products
Balloons • Key Tags • Business Cards
Commercial Printing and Marketing
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COMING
IN 2017

GIADA will offer 
Custom Dealer Tags
and Business Cards!
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items quicker with a store account 
and our newly simplified checkout!
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COMING
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GIADA will offer 
Custom Dealer Tags
and Business Cards!
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TECHNOLOGY

One of the exciting aspects of working in 
the automotive industry is the ability to sell 
the latest and greatest vehicle models each 
year. Auto dealerships know better than 
most that innovation is at the heart of their 
industry.

The same is true of mobile apps, and utiliz-
ing the latest in mobile app technology is a 
great way for the auto industry to improve 
revenues. Here are a few key ways dealers 
can increase revenue after embracing the 
possibilities of a dealership-branded mo-
bile app.

Knowledge is power

Smartphones are with the average con-
sumer at nearly all times, and this level of 
immediacy has turned these devices into 
potent consumer research tools. When 
consumers look to make a purchase, they’ll 
turn to their smartphone to conduct prod-
uct research online, often using their trust-
ed apps.

This truth applies to the auto industry as 
well. A study conducted through IHS Au-
tomotive provides fascinating insights into 
the modern car buyer’s path to a purchase.

The study found that 88% of customers use 
the Internet to shop for a car, and a 2014 
DMEautomotive study highlighted that 
auto buyers who used a branded app were 
73% more likely to buy a car from that deal-
ership.

These two studies, taken in tandem, high-
light two simple realities of modern car 
buyers:

They are overwhelmingly using the Inter-
net, smartphones, and apps to research a 
vehicle purchase.

Getting customers to research on a dealer-
ship’s branded app facilitates purchases that 
lead to increased revenue.

The best way to enjoy these results is to 
provide mobile shoppers with valuable in-
formation. In a wide range of studies, auto 
customers frequently mention that relevant 
and convenient information during the 
research process compels them to visit an 
auto dealership.

This means the dealership needs to provide 
a wide range of content related to almost 
every aspect of the car-buying process, in-
cluding:

• Pricing details
• Payment options
• Dealer information
• Vehicle comparison tools
• High-quality photos
• Enhanced search tools for browsing 

listings

Apps cultivate long-term loyalty

For auto dealers, the best customers are 
long-term ones who remain loyal to their 
preferred dealership. Research shows that 
mobile apps help cultivate the connections 
needed to create a relationship with this 
kind of auto buyer.

A recent study conducted by Placed Inc. 
and Cars.com found that apps play a prom-
inent role in getting a customer to make an 
in-person dealership visit. In fact, mobile 
shoppers were found to be 72% more likely 
to visit dealerships compared to auto shop-
pers who do not use their smartphone.

The customers who will return for repeat 
visits are the ones who drive revenue for 
any business long term. For dealers, it’s 
clear that mobile auto shoppers are the ide-
al long-term target audience.

Of course, helping dealers make the initial 
sale is one thing, but apps can also be used 
to bolster other long-term aspects of vehi-
cle ownership. Any consumer who buys a 
vehicle from a dealership will need regular 
service of that vehicle.

Apps that promote the dealership’s service 
department, then, help create a sustainable 
business model that keeps the consumer 
loyal and engaged with the dealer. Mobile 
apps can help dealerships generate addi-
tional revenue through their service de-
partment by providing convenient, quality 
information and functions via the app.

The app should make it easy for custom-
ers to solve all of their repair and servicing 
needs through one convenient platform. 
This includes functionality such as viewing 
the dealership’s service hours, as well as the 
ability to book appointments and pay for 
repairs.

Modern consumers expect to use the Inter-
net and mobile technology to make their 
lives easier. Auto dealerships that create 
branded shopping and/or service apps best 
cater to these expectations.

Operating a successful auto dealership re-
quires lasting customer relationships, and 
modern customers demand a compelling 
app experience. By necessity, savvy dealers 
must meet these consumer demands in or-
der to enjoy sustained success in the mod-
ern mobile landscape. n

Chris Pautsch is founder and CEO KeyLi-
meTie, a full-service design, development, 
and digital strategy agency, helping clients 
communicate more effectively and intimate-
ly with their customers through interactive 
marketing channels. 

How Mobile Apps Can Improve Revenue 
for Dealerships
Buyers who use a dealership-branded app are 73% more likely to buy a car from that store
By Chris Pautsch, Founder and CEO KeyLimeTie
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It’s that time of year again: awards sea-
son. There’s speculation everywhere about 
which entertainers will walk away with the 
top prize, and for good reason. Awards — 
or even nominations — have a powerful ef-
fect on public perception. It’s a lesson Hol-
lywood knows better than anyone … but 
one the auto industry still needs to learn.
 
Third-party awards dramatically influence 
how consumers perceive the vehicles on 
your lot. According to recent market re-
search, three out of four consumers said 
awards from companies like Kelley Blue 
Book or Consumer Reports strongly or 
somewhat influence their opinion of a ve-
hicle. The positive press from an award 
makes consumers confident that your vehi-
cle is a smart purchase — and can convince 
them to choose your vehicle over the com-
petition.
 
So if awards can deliver a boost this big, 
why aren’t more OEMs and dealers shout-
ing theirs from the rooftops? To take ad-
vantage of the benefits and differentiation 
these awards offer, you need to take a tip 
from Hollywood and put your awards front 
and center. These four tips will help you 

leverage your inventory’s award-winning 
status to drive more value and increase 
sales.
 
1. Promote, Promote, Promote
No matter what your vehicles win, con-
sumers won’t remember you’ve won it un-
less you remind them. We receive so many 
advertising messages every day that unless 
information is repeated, we’re likely to for-
get it. Conventional marketing wisdom 
suggests repeating an idea seven times for 
it to stick, but the exact number is less im-
portant than repetition in general.
 
For consumers to remember and value your 
awards, you need to promote them repeat-
edly, and in all the places your consumers 
are looking. And for the vast majority of 
consumers, those places are online.
 
According to Autotrader’s 2016 Car Buy-
er Journey study, the average consumer 
spends 59% of their purchase process on-
line, logging about 5.2 hours on third-party 
sites, 1.4 hours on dealership sites and 45 
minutes on OEM sites. While you might 
keep those proportions in mind as you al-
locate your coverage, all three types are big 

parts of the online shopping experience. 
Your awards should be prominently dis-
played on all of them.
 
2. Be Consistent and Credible
 One of the biggest benefits your dealership 
gets from awards is a credibility boost. It’s 
one thing for you to say your vehicle is the 
best in its class. But when an impartial com-
pany says it, that claim holds more weight. 
However, unless you promote your vehicle 
awards effectively, you can lose some of that 
trust.
 
If you present conflicting messages about 
your awards across different sites — even 
if it’s a mistake — consumers will start 
feeling skeptical about your claims. And if 
you don’t back everything up with links to 
third-party sites, you’ll start sending up red 
flags.
 
But the reverse is true, too. “Consistently 
promoting your awards will build consum-
ers’ trust in your messaging, and increases 
your value proposition,” said Rob Lange, 
director of industry insights and education 
at Cox Automotive Media Solutions. “It’s a 
powerful way to convince consumers that 

4 WAYS
to Make the Most

of Third-Party
Vehicle Awards

By Howard Polirer, Director of Industry Relations, and 
Rob Lange, Industry Insights & Education Director, Cox Automotive
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your vehicle’s the one for them.” To preserve 
your credibility, evaluate your messaging 
from the consumer’s perspective. Are you 
using consistent language? Do you back up 
your claims?
 
Some companies are working to make con-
sistency easier. For example, Kelley Blue 
Book Syndicated Editorial Content gener-
ates tiles that promote vehicle awards for 
specific makes, models or VINs. If you’re 
part of Kelley Blue Book’s Price Advisor 
Participating Dealer program and your 
OEM has signed up, Syndicated Editorial 
Content will generate identical tiles to ad-
vertise awards on OEM sites, dealer sites, 
Autotrader and Kelley Blue Book. Plus, the 
tiles link to a vehicle awards page on KBB.
com, building credibility into your listings.
 
3. Differentiate Your Dealership
You’ve probably noticed that once an ac-
tor receives an award, their public persona 
changes. Suddenly they’re not Joe Smith 
— they’re Oscar-winning Actor Joe Smith. 
This is another smart marketing lesson 
dealers can learn from Hollywood. Just like 
an Oscar boosts an actor’s overall reputa-
tion, an award doesn’t just raise the value 
of the specific vehicle that wins. It raises the 
value of your entire dealership.

 Along with promoting awards on vehicle 
listings, you should make them part of your 
overall messaging. There are plenty of ways 
to do this, from including awards in your 
email or print advertising to promoting 
them in your service department. Auto-
trader even offers a special Dealer Differen-
tiation space on its dealership description 
pages. There, dealers can highlight all the 
awards and accolades that make their deal-
ership special.
 
“By promoting awards in your messag-
ing, both in person and online, you’re 
not just selling the car,” said Howard 
Polirer, director of industry relations 
for Cox Automotive. “You’re also selling 
your dealership. You’re selling the expe-
rience.” Giving your awards the airtime 
they deserve will prove that besides sell-
ing award-winning vehicles, you’re an 
award-worthy dealership.
 
4. Showcase Awards in the Showroom
Promoting awards online is a big piece of 
the puzzle, but it’s not the only piece. Con-
sumers perform the bulk of their research 
online, but the actual purchase still hap-
pens in person. And when they get to your 
dealership, it’s your job to keep your awards 
top-of-mind.

Feel free to go low-tech at this point. Clings, 
toppers, hanging tags or stand-up signs are 
all great ways to emphasize awards within 
the dealership. They give consumers clear 
visual reminders of the awards they’ve al-
ready seen advertised online. Remember, 
consistency is key!
 
Don’t rely on clings or signs to tell the 
whole story, though — your sales team also 
has a big role to play. “Awards are a power-
ful sales tool,” Lange explained. “They give 
salespeople great talking points, but the 
credibility of a third-party award also rais-
es consumers’ trust in the salesperson. An 
award-winning vehicle basically sells itself.” 
Educate your sales team on your invento-
ry’s awards, and make sure they’re ready to 
promote them during walk-arounds. Then 
watch the sales roll in!
 
Everyone loves a winner, and automotive 
consumers are no different. So why hide 
your awards where no one will hear about 
them? By following these four tips, you can 
put the spotlight on your award-winning 
vehicles where it belongs, getting more 
consumers into high-quality vehicles and 
earning more profit. How’s that for a win-
win? n

INDUSTRY INSIGHT

PLUG INTO GIADA MEMBERSHIP
Representation • Education

Information • Savings
Individual Help

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

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

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

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

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

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



28  |  GIADA Independent Auto Dealer NOV/DEC 2016   

Sell Online: 
Platforms We Offer

Buy Online: 
All Lanes Available 
Via Simulcast

Early & Late Bird
Cash Drawings Weekly

We Run Monthly
Promotional Sales

Featuring Cash Prizes

- Free Breakfast
- All Float Sale
- INOP Sale (9:30am)
- 400 Dealers

EVERY WEDNESDAY:

1712 Dean Forest Rd | Savannah, GA 31408 | Phone: (912) 965-9901
southeasternaa.com

Thursday (7pm)
Public Sale

250+ Vehicles

Wednesday (9:30am)
Dealer Only Sale

750+ Vehicles

1000 VEHICLES WEEKLY!
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AUCTION NEWS

On Wednesday, February 15, Southeastern 
Auto Auction of Savannah held its third an-
nual “Cars, Cash & Caring Sale.” 
 
The “Cars” portion of the sale featured a 
large run of vehicles including a record 
consignment of Fleet/Lease/Bank and 
Rental units.

The “Cash” portion of the sale featured 
$25,000 in Cash & Prizes that was giv-
en away after the sale.  This consisted of 
$10,000 cash, a 75” Samsung TV, Bose 
Sound Systems, Yeti Coolers, Custom Of-
fice Furniture, Chrome Seafood Steamers 
and much more.  

The “Caring” portion of the sale featured a 
donation of over $4000 to Shriners Hospi-
tal for Children.  This donation came from 
money raised through 50/50 drawings and 
an auction contribution for every trans-
action made over the previous five weeks.  
Shriners Hospital for Children is commit-
ted to providing the best care for children 
in the specialty areas of Orthopedics, Burn 

Care, Spinal Cord Injury and Cleft Lip and 
Palate, regardless of the family’s ability to 
pay. 

There were lots of special guest’s on site for 
this event including Jennifer Knights, Pres-
ident of Georgia Independent Automobile 
Dealers Association (GIADA).  Jennifer 
spoke about the association and its benefits. 

“It was a great day for both buyers and sell-
ers!  Katie Rushing (National Remarketing 
Manager for SEAA) offered a record num-
ber of vehicles from her accounts.  Our in-

stitutional business has grown rapidly over 
the last two years and it was on display for 
this sale.  It was also a great day for Shri-
ners Hospital for Children thanks to our 
generous dealers.  In 2016 we were able to 
donate over $10,000 to this great organiza-
tion.  Our goal is to beat that number this 
year and we are off to a good start.” stated 
Bill McCready the auctions V.P.

Southeastern Auto Auction is located in Sa-
vannah, GA and holds a Dealer Only Sale 
every Wednesday at 9:30am and a Public 
Sale every Thursday at 7:00pm. n

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

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

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

Visit us online at  
www.aragps.com ARA GPS 

Southeastern Auto Auction of Savannah 
Breaks Record & Supports Shriners 
Hospital For Children

Save big!
RECEIVE 15% OFF 

FIRST ORDER OF FORMS 
Enter coupon code

at checkout: 

GIADA15
giada.org/dealersupplies

LIMITED TIME OFFER.
 EXPIRES MARCH 31, 2017.
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MARKETING

The third wave of the Internet is about to 
peak, and it will have a transformative ef-
fect on automotive marketing.

But first, some history about the Internet's 
three waves.

First wave: Infancy
The first wave crested in the early 1990s—
it wasn’t the birth of the Internet, but it’s 
when people outside academia and science 
began using it. Use was primarily via desk-
top computer, and approximately 16 mil-
lion people were online by 1995.

Remember America Online (AOL)? That 
was first-wave Internet. Websites were still 
somewhat novel, and when a company 
launched a website, it would come with big 
media fanfare.

Second wave: Adolescence
The second wave of the Internet crested 
circa 2010, and can be summed up in one 
word: mobile. By now, 2 billion people were 
online, and they became accustomed to 
getting information and goods whenever 
and wherever they were, on demand.

It was the Internet untethered. If AOL was 
the poster child for first-wave Internet, Uber 
is now the poster child for the second wave.

Static websites from the first wave became 
passé, and mobile-friendly, responsive web-
sites became necessities when mobile web 
traffic surpassed desktop traffic for the first 
time.

Third wave: Early adulthood
The third wave of the Internet hasn’t crested 
yet, but is about to. It’s all about the Inter-
net of Things (IoT), the fast-growing net-
work of physical devices that feature an IP 
address for Internet connectivity, and how 

everything and everybody is now connect-
ed to the Internet and each other.

What's the Internet of Things (IoT)?
The IoT refers to the fast-growing network 
of physical devices that feature an IP ad-
dress for Internet connectivity—not only 
computing devices like laptops, smart-
phones and smart watches, but also vending 
machines, refrigerators and cars. In theory, 
those devices can all communicate with 
each other to automate certain functions. 
Businesses can use the IoT to lower operat-
ing costs, increase productivity and expand 
to new markets or develop new product 
offerings. According to Business Insider, 
the number of IoT devices connected to 
the Internet will more than triple by 2020, 
from 10 billion to 34 billion. IoT devices 
will account for 24 billion, while traditional 
computing devices (e.g., smartphones, tab-
lets, smart watches, etc.) will comprise 10 
billion. Nearly $6 trillion will be spent on 
IoT solutions over the next five years.

In the second wave, you could connect to 
devices—like your car, home thermostat, 
and security system—with your phone. In 
the third wave, these devices will talk to 
each other. Your car will alert your thermo-
stat that you’re almost home, so it can crank 
up the air conditioning in preparation for 
your arrival.

The IoT will generate tremendous amounts 
of data, and will also lead consumers to ex-
pect individualized experiences.

Each waves’ effect on automotive
In the first wave, customers could type 
“Chevrolet” into a Mozilla browser, and if 
they were lucky, find raw HTML links to a 
bare-bones Chevrolet website and maybe 
one or two local dealers. Email marketing 
emerged because email itself was emerging, 

and not many consumers had accounts yet. 
Direct mail ruled—and developed a bad 
reputation as “junk mail.”

In the second wave, every dealer had a web-
site, most had mobile/responsive websites, 
and email marketing became the norm. 
More sophisticated automotive marketers 
gained the ability to segment email cam-
paigns, just as they had with direct mail in 
the past.

Near the end of the second wave, market-
ers got better at targeting their pitches and 
raising response and conversion rates, to 
escape the dreaded spam moniker.

In the third wave, automotive marketing 
will become analytics driven, individual-
ized, automated, and dynamic. Online and 
offline behavior will merge into one.

Automotive marketers will be able to track 
all of it, and customize sales and marketing 
accordingly. Data and advanced analytics 
will help dealers deliver relevant informa-
tion to car buyers before they even know 
they want it.

You may wonder how big data is used in 
practice. Telecom companies can now bet-
ter predict customer churn, Walmart can 
predict what products will sell, and car in-
surance companies understand how well 
their customers actually drive.

That’s the power of advanced analytics, a 
power that marketers are just now learning 
to harness and use.

The promise of the third wave
Automotive shoppers are overwhelmed by 
the amount of choices they have, and the 
amount of information being thrown at 
them.

Are You Ready to Ride the Third Wave
of the Internet?
The next wave of the Internet is about to peak, and will have a transformative effect on 
automotive marketing
By Valerie Vallancourt



GIADA Independent Auto Dealer MARCH 2017  |  49

MARKETING

GET
FEATURED

GIADA is looking for YOUR content. 
If you can write on topics that 

we feature in GIADA publications, 
we'll showcase your expertise by

publishing your material!

We are inviting all associate
members to submit their “grass roots”
content to be shared in our magazine 
publications and on our social media 
pages. We want to feature your NEW 

products and services, we want to 
announce your exciting internal pro-

motions and of course your company 
success stories! This is fantastic way to 
increase brand awareness and credi-
bility for your company within a highly

targeted market of independent
auto dealers.

Email publications@giada.org
for questions, comments or to submit 

material for consideration. 

In order to cut through the clutter, dealers 
need to understand buyers, maybe better 
than they understand themselves, and de-
liver an individualized experience—much 
like a personal assistant that delivers the 
coffee before you have to ask.

That’s the promise of the third wave, en-
abled by the data-gathering IoT and ad-
vanced analytics technology like predictive 
analytics and machine learning. If you use 
Netflix or Amazon, you’ve seen how this 
works—both of these companies leverage 
data to predict what you might like or want 
to buy next.

Automotive marketers will soon be doing 
the same. It sounds complex—and it is—
but fortunately, these technologies are be-
ing incorporated into analytics platforms 
that mask the complexity.

When combined with predictive analytics, 
machine learning helps marketers better 
target their offers to exactly the right people 
with unprecedented precision. Best of all, 
the process can be automated, so marketers 
can send individualized offers to hundreds, 
thousands, or even millions of customers.

Marketers will benefit from a greatly sim-
plified process where machines do most 
of the work, and consumers benefit from a 
lower volume of offers that are highly rele-
vant and timely.

In the third wave, it will be common for 
dealers to discover:

• Current owners re-entering market
• Customers who are currently shopping 

and may defect to another brand or 
dealer

• Opportunities for other profit centers
• Intelligence on existing leads

• Dormant first- and third-party leads 
coming back to life

And they’ll be able to optimize marketing 
campaigns across multiple channels, online 
(including mobile and social) and offline.

The third wave of the Internet will be an 
exciting time for the automotive industry 
because of its likely transformative effect on 
the marketing and sales of new vehicles. n

Valerie Vallancourt is a dynamic, strategic 
marketing professional with expertise in 
creating and executing marketing strategies 
for revenue growth. Valerie has more than 
10 years of experience in digital marketing, 
and is currently vice president of marketing 
at Outsell, which helps auto dealers drive 
more revenue by transforming how they 
engage customers and prospects through-
out their life cycle. 
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COMPLIANCE

The latest statistics from the feds suggest 
that at least one-quarter of Americans 
have been a victim of identity theft. That 
percentage would likely be higher if some 
of the victims were aware that their identi-
ty had been compromised.

ID thieves use a victim’s information in 
different ways. Some file fraudulent tax 
returns. Others pursue bogus medical 
claims. Still others look to open credit ac-
counts in the victim’s name with no intent 
to ever repay the obligation.

Under the Federal Trade Commission 
(FTC)’s Red Flags Rule, dealers have an 
obligation to have an identity theft-pre-
vention program (ITPP) in place to help 
diminish the likelihood that an identity 
thief can use a victim’s information to pur-
chase or lease a vehicle.

The Red Flags Rule was the second FTC 
rule that required a dealer to employ a 
compliance management system (CMS) 
approach, the Safeguards rule being the 
first. Once the ITPP is in place, the deal-
er’s primary responsibility becomes to ap-
ply the policy to every financed or leased 
transaction.

Most dealers use a software provider to 
vet the customer against the vendor’s Red 
Flags algorithm. If the customer fails to 
pass the test, then the vendor notifies the 
dealer of the failure and provides direction 
on how to clear the Red Flags. Some deal-
ers, however, fall short of their obligation 
to comply.

For example, the vendor’s response may 
alert the dealer that the address the dealer 
provided is different than the address the 
vendor’s databases report for the custom-

er. This is an obvious Red Flag: The thief 
wants to keep the theft secret for as long as 
possible and wants to avoid any compro-
mising mail going to the victim.

To properly clear this Red Flag, the deal-
er should obtain valid proof of residence 
from the customer to confirm the cus-
tomer is not a thief. With a properly vet-
ted proof of residence, the dealer should 
then document the file or the steps taken 
to clear the Red Flag.

Similar steps should be taken if the Social 
Security number the customer provided 
doesn’t match what’s in the compliance 
vendor’s databases or belongs to a de-
ceased person. Obtain a copy of the Social 
Security card or a letter from the Social 
Security Administration. To check for 
forgeries, a quick Google search on Social 
Security cards will provide you with legit-
imate examples to compare with the date 
of issue. Remember, Social Security cards 
change and morph over time.

There is a wrong way to execute this pro-
cess. For instance, some vendors have a 
mechanism to document that the Red Flag 
was cleared and retains that documentation 
in its archives. Unfortunately, “clearing” the 
Red Flag can be as simple as the F&I man-
ager clicking on a button in the software, 
even if all the steps have not been followed 

according to the dealer’s procedure.
Or, if the dealer has a manual process to 
clear Red Flags, the F&I manager may just 
ignore the address discrepancy in the cus-
tomer’s credit bureau report and sell the 
vehicle. Either approach is fraught with 
the risk of selling a vehicle to an identity 
thief.

The correct approach to documenting that 
the dealership conducted its due diligence 
and properly vetted the transaction is to 
treat a Red Flag like you treat a subprime 
stip.

Many dealers use a structured approach 
to clearing and submitting subprime stips, 
and with good reason. Some dealers have 
seen deals become subject to recourse 
from some subprime finance sources after 
the deal defaulted. The reasons vary, but 
can sometimes be addressed by the stips 
provided at funding. Unfortunately, if the 
dealer did not obtain, vet, copy and submit 
the stips, the dealer does not have the doc-
umentation to fight the claim.

Same goes for documenting the clearance 
of potential Red Flags: Obtain the clearing 
documentation, vet it for legitimacy and 
authenticity, copy it for your file, and then 
document the clearing action in your ven-
dor’s system.

You now have proof that, to the best of 
your knowledge, you properly cleared the 
Red Flags and can proceed with the sale. 
Good luck and good selling! n

Gil Van Over is the executive director of Au-
tomotive Compliance Education (ACE) and 
the founder and president of gvo3 & Associ-
ates. Email him at gvo@bobit.com.

Treat red Flags Like Subprime Stips
Well-meaning F&I managers can unwittingly clear a Red Flag before it is actually cleared. 
Compliance expert has a simple plan to button up your documentation process.

By Gil Van Over

The correct approach to
documenting that the

dealership conducted its 
due diligence and properly 

vetted the transaction is 
to treat a Red Flag like you 

treat a subprime stip.
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TitleTec, an AutoPoint Company, 
is proud to be GIADA’s endorsed

partner for Electronic Title & 
Registration (ETR) and 

Electronic Liens & Titles (ELT).

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

YES!
No More Trips 

to the TAG Office

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

Or, contact GIADA at 
770-745-9650

INNOVATION. VALUE. EXPERIENCE.

Georgia’s #1 ETR Vendor
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The benefits of certified pre-owned pro-
grams are as varied as those of a five-tool 
baseball player: in addition to the con-
sumer peace-of-mind and brand-building 
perks, they can help protect residual values 
and soak up off-lease volume bumps.

But there’s a tricky dynamic, says Anil Goy-
al of Black Book, who points out that there 
is a bit of competition between CPO prices 
and those on new cars.

“I think there’s more room to grow from 
a CPO (sales) perspective, but it’s not go-
ing to save the day, because at the end, it 
still competes with the new-vehicle sales,” 
Goyal said during an interview here at the 
NADA Convention & Expo.

“And as it becomes more and more difficult 
to make that new sale happen without in-
centives, you’re competing more with that 
certified pre-owned … Would I pay $2,000 
or $3,000 more just to get into a new vehi-
cle, rather than a certified pre-owned?” he 
said.

“As that certified pre-owned starts to get 
closer to the new-vehicle value — because 
of incentives — it becomes more of a chal-
lenge.”

Another interesting dynamic is the rela-
tionship between certified sales and off-
lease volumes, which the latest Manheim 
Used Car Market Report called “beneficial-
ly linked.”

The report indicates off-lease volume gains 
create “both the need and ability for further 
growth” in CPO, a market that Manheim 
expects to reach a seventh straight year of 
record sales.

It should be noted, however, that last year 
was the first time since 2011 that off-lease 
volume was higher than CPO sales, accord-
ing to a chart in the report citing Manheim 
Consulting and Automotive News.

The report projects off-lease volumes 
reaching a record 3.6 million units this year 
before passing the 4 million mark next year.

In 2016, there were north of 3.1 million off-
lease units, Manheim said, with CPO sales 
coming at 2.64 million, according to Auto-
data Corp.

“It wasn’t a channel that absorbed every off-
lease (unit),” Goyal said of CPO.

You’re still likely to see growth in certified, 
but some of the “low-hanging fruit” that 
boosted the allure of CPO — i.e. more deal-
er participation — has been picked, Goyal 
said. So the opportunity may come in other 
forms.

“I think there will be more opportunities 
for CPO product from the manufactur-
ers to make it more attractive,” Goyal said. 
“There are some who are already doing 
unlimited mileage warranties on CPO … I 
think more has to be done around the CPO 
product, both in terms of the marketing of 

it and making that product better for it to 
continue to grow.”

Manheim touched on potential certified 
growth in its report, saying that much of it 
will come down to automakers giving deal-
ers more room for profitability in CPO.

“It will be a matter of how much market-
ing muscle the manufacturers want to put 
behind the programs — and, of course, the 
dealer’s ability to continue to earn good 
profits on the sales,” the report said.

“It’s that last fact that restrained the growth 
of CPO sales in 2016. Lease returns, 
off-rental volumes, and late-model trade-
ins were skewed more toward compact and 
midsize cars than current customer prefer-
ences would desire,” it  said. “As a result, the 
potential gross profit on the subsequent re-
tail sales of those units was skinny. So skin-
ny that dealers decided the lift from CPO-
ing the unit would be inadequate relative to 
the associated costs. They retailed the unit 
without CPOing it.

“Relatedly, manufacturers continued to of-
fer attractive lease deals on new small se-
dans, which often made the monthly retail 
payment on a competing CPO unit uncom-
petitive,” Manheim’s report said. “Some of 
the pressures above should ease in 2017, 
and thus, CPO sales will continue to grow.

“It is important, however, that manufactur-
ers design programs that allow dealers to 
benefit financially.” n

Unique Dynamics 
of CPO at Play

By Joe Overby, Senior Editor, Auto Remarketing
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To learn more: niadacertified.com/dealers 
Questions? Call Todd Hamilton at MOG Solutions, 678-804-2111 or email: toddhamilton@mogsolutions.com

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

A POWERFUL ARRAY OF NEW

ADVERTISING OPPORTUNITIES
Visit www.giada.org

Call for details today!
Magazine Ad Sales & Vendor Relations

Keely Burdge & Kristin Reilly | 770-745-9650 | publications@giada.org
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Insurance Auto Auctions, Inc. (IAA), to-
day announced that Tim O'Day has been 
named the company's chief operating offi-
cer, reporting to IAA CEO and President, 
John Kett. IAA is a leading provider of ve-
hicle liquidation, logistics, title processing, 
and inventory sourcing for damaged and 
lower value vehicles. IAA is a business unit 
of KAR Auction Services (NYSE: KAR), a 
global remarketing and technology ser-
vices provider with 310 operating locations 
across the U.S., Canada, Mexico, and Unit-
ed Kingdom. 

"Tim has strong strategy and management 
expertise and a proven track record of driv-
ing customer value through effective and 
efficient operations," stated John Kett, CEO 
and president. "His financial background 
blended with his analytic and leadership 
skills will benefit IAA, our customers, and 
the entire KAR platform."

O'Day will be responsible for managing 
the full scope of IAA's operations across 
the company's 173 North American auc-
tion locations which last year hosted more 
than 9,000 auctions. In addition, O'Day will 
head the transportation and logistics teams, 
client delivery team, and the company's 
nationally recognized catastrophe (CAT) 
team.

O'Day joined IAA in September of 2015, 
as senior vice president of finance. Prior 
to IAA, he worked as COO and CFO for 
MedSpeed, a national healthcare transpor-
tation and logistics provider. Prior to Med-
Speed, O'Day founded and ran a B2B Inter-
net technology company, was president of 
a regional special event company, CFO of 
an equipment rental chain, and director of 
finance for a national auto glass company. 
He started his career at Abbott Laborato-
ries. O'Day earned his Bachelor of Science 
degree in business from Indiana University. 

As part of this appointment, IAA made 
additional key leadership announcements 
that will further focus the company's ef-

forts in technology, operations, and market 
development. The newly formed manage-
ment team is well positioned to drive IAA's 
strategy and innovation forward.

Sidney Kerley has been promoted to Senior 
Vice President and General Counsel and 
will continue to lead the legal team and as-
sume responsibility for both Industry Rela-
tions and Customer Quality Assurance. 

Jeanene O'Brien has been promoted to 
Senior Vice President of Global Market-
ing and will continue to oversee Global 
Marketing as well as assume responsibility 
for the newly created Buyer Development 
function. 

John Krupnik has been promoted to Senior 
Vice President and Chief Technology Offi-
cer and will continue to oversee Business 
Technology as well as assume responsibility 
for the newly created Product Development 
function.

Terry Daniels, Managing Director of Im-
pact, will expand his responsibility to in-
clude both Canada and Global Market De-
velopment. 

Eldon Booth has been promoted to lead all 
U.S. field operations as Senior Vice Presi-
dent of Field Operations.

Kerley, O'Brien, Krupnik and Daniels will 
all report directly to John Kett, CEO and 
president. Booth will report to Tim O'Day, 
COO.

For four decades, IAA has been dedicated 
to meeting and exceeding the needs of its 
global clients and giving back to the com-
munities in which it operates. This philos-
ophy of giving provides IAA's more than 
2,800 team members with opportunities 
to volunteer, mentor and financially sup-
port multiple global, national, and local 
charitable causes. This commitment also is 
reflected in IAA's National Vehicle Dona-
tion division which, since 1994, has assist-

ed not-for-profit organizations monetize 
donated vehicles to fund and support their 
missions. n 

About Insurance Auto Auctions, Inc.
Founded in 1982, Insurance Auto Auctions 
(IAA), the leading live and live-online sal-
vage vehicle auction company, is headquar-
tered in Westchester, IL and employs over 
2,800 employees in more than 170 auction 
facilities throughout the U.S. and Cana-
da. IAA is a business unit of KAR Auction 
Services (NYSE: KAR), a FORTUNE 1000 
company, with approximately 17,400 em-
ployees and 310 operating locations. IAA 
is part of an end-to-end remarketing solu-
tion providing global buyers opportunities 
to bid on and purchase total loss, donated, 
higher mileage, damaged, and clean-title 
vehicles utilizing cutting- edge technol-
ogy. IAA's multi-platform model enables 
insurance companies, fleet and rental 
companies, banks, finance companies, car 
dealerships and the general public to simul-
taneously participate in multiple auctions 
online and in-person. Additional services 
include registration, financing, towing and 
title services. Go to www.IAA-Auctions.
com to learn more, and follow IAA on 
Facebook and Twitter.

About KAR Auction Services
KAR Auction Services (NYSE: KAR) pro-
vides sellers and buyers across the global 
wholesale used vehicle industry with in-
novative, technology-driven remarketing 
solutions. KAR's unique end-to-end plat-
form supports whole car, salvage, financ-
ing, logistics and other ancillary and relat-
ed services, including the sale of more than 
4.4 million units valued at over $40 billion 
through our auctions. Our integrated phys-
ical, online and mobile marketplaces reduce 
risk, improve transparency and streamline 
transactions for customers in 110 coun-
tries. Headquartered in Carmel, Ind., KAR 
has approximately 17,400 employees across 
the United States, Canada, Mexico and the 
United Kingdom. www.karauctionservices.
com.

DEALER NEWS

IAA Names Tim O'Day Chief Operating 
Officer
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INDUSTRY FORECAST

A record number of newer model-year, 
off-lease vehicles returning to dealer lots 
this year will be putting significant upward 
pressure on the late-model used market, 
according to Edmunds' February used-ve-
hicle report.

Along with the expected influx of newer 
model-year, off-lease vehicles, less people 
are expected to trade in a car during a new-
car purchase, further adding to the upward 
pressure on the late-model pre-owned mar-
ket, the firm added.

"While low interest rates and consistent 
values are making it possible for the mar-
ket to absorb these newer, more expensive 
off-lease vehicles, demand for older, less 
expensive used vehicles hasn't waned," said 
Edmunds Senior Analyst Ivan Drury. "Few-
er older vehicles available puts sellers at an 

advantage, particularly those looking to sell 
vehicles that are in high demand like trucks 
and SUVs."

In 2016, approximately 45% of car buyers 
traded in a vehicle during their new-car 
purchase. In 2017, that number is expected 
to drop to 43%, which could result in the 
number of trade-ins falling below 6 million 
this year — a scenario that has not occurred 
since 2012, Edmunds noted.

In 2016, approximately 38.5 million used 
vehicles were sold, an increase of 0.6% 
from 2015. Franchise used-vehicle sales 
amounted to approximately 11.6 million, 
an increase of 1.5% despite fewer trade-ins 
on new-vehicle sales, according to the firm. 
And of those franchised used-vehicle sales, 
58% were used vehicles that were three 
years old or newer, the firm added.

Additionally, due to the rise in leasing, the 
average age of a used vehicle sold by a fran-
chise dealer in 2016 came in at a record-low 
4.1 years old. The average vehicle transac-
tion price for the used segment also saw a 
record in 2016, a record-high of $19,189.

To find this data, Edmunds analysts looked 
at lease rates from 2014 to get a rough esti-
mate of how many vehicles should be ex-
pected to return to dealers in 2017. Lease 
volume was 10.6% higher in 2014 compared 
to 2013. And since lease volumes also saw 
year-over-year growth in 2015 and 2016, 
newer-model lease returns are expected to 
rise for the next couple of years. As a result, 
used-vehicle ages are expected to continue 
to get younger — and, conversely, the avail-
ability of late-model used cars is expected 
to continue to decline — for the foreseeable 
future, according to Edmunds data. n

Used-Vehicle Market Bracing for 
Off-Lease Tidal Wave
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The Automotive Industry in 
2017: Trump, Autonomous 
Vehicles, and Digital 
Retailing
 

PRESIDENT TRUMP, AUTONOMOUS 
vehicles, and digital retailing will be in the 
driver’s seat for automotive disruption in 
2017. The old guards of the industry con-
tinue to be challenged by new start-ups 
with totally bleeding edge business mod-
els. Merger and Acquisition activity in the 
auto space has been white hot according 
to Frazer McCombs Auto Ventures Sum-
mit. In the past 2 years, there have been 47 
major equity transactions and investments 
worth $37M in automotive retail. Consum-
ers have spoken! Hear them loud and clear! 
They want a more effortless and transpar-
ent car buying process. Consumer’s frustra-
tion with the traditional purchasing model 
has spurred new players in the industry 
like Vroom and Carvana. Even President 
Trump has jumped into the automotive fray 
with calling for OEMs like Ford and Toyota 
to move production back to America, and 
subtly implying that high tariffs may be an 
option on foreign automakers producing 
cars outside the US. One more potential 
nail in the historical business model’s coffin, 
may be the impact autonomous technology 
will have on legislation, infrastructure, and 
even more innovative utility transportation 
options.
 

Uber, Waymo, & Self 
Driving Cars
AUTONOMOUS VEHICLE TECHNOL-
OGY has become the belle of the ball for 
major corporations. A recent CB Insights 
report showed that over 33 corporations in-
cluding Apple, Baidu, Intel, and Microsoft 
are investing heavily in driverless vehicle 
research and technology. Google was early 
on the autonomous vehicle wagon and has 
built a more defined business that it has 

AUTOBRIEFS

spun off to its own entity dubbed Waymo. Waymo has been recently rumored to be in 
discussions with Honda to help develop their autonomous technology.  Never one to stand 
by and watch, Uber is another large company involved in autonomous technology. Last 
year it was practically unavoidable to spot Uber’s self-driving car being tested by engineers 
when I was out and about in downtown San Francisco. Recently though, they have moved 
their autonomous vehicle testing to Arizona and while I don’t see them testing in SF, they 
have been visible among significant technology acquisitions in autonomous technology 
including a $686M acquisition of self-driving startup Otto.  Andreessen Horowitz part-
ner Frank Chen has outlined a 5 level evolution scale to complete driving autonomy and 
posed the question on whether autonomous development will be adopted level-by-level or 
skip levels to complete autonomy.  This will be interesting to watch as that progression will 
be heavily dependent on advancements in R&D over the next 5 years, and on how com-
fortable the National Transportation Safety Board and state legislatures are with safety.
 

M&A – Ford and General Motors
THE TRADITIONAL OEMS are making sure they are not being left at the automotive 
disruption dance by making major investments and acquisitions outside of their tradition-
al business focus. 2016 was a busy year for General Motors as they acquired autonomous 
software company Cruise Automation to quicken deployment of  their self-driving car 
technology, launched car-sharing company Maven, and also invested $500 million into 
ride-hailing company Lyft. Ford invested in Chariot which is a crowd sourced commuter 
shuttle service operating in major metropolitan areas like San Francisco.  The majority of 
OEM’s have also started to build a presence in the San Francisco Bay area whether its ven-
ture arms like BMW i-Ventures or Ford’s Palo Alto based research and innovation center. 
BMW i-Ventures plans to quintuple the size of its fund to $530 million and has already 
invested in companies like Zendrive and Moovit in its portfolio. I think that it’s safe to 
predict even more M&A activity in the auto space and exciting strategic investments on 
the OEM side.

By Zach Klempf, CEO of Selly Automotive
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Automotive Ecommerce 
and Online Marketplaces
LAST YEAR WAS a banner year for auto-
motive ecommerce and marketplace com-
panies like Carvana and Vroom. Together 
they took the spotlight in 2016 for online 
retail. Vroom hit over a billion dollars in 
retail sales and acquired the largest eBay 
motors online retailer, Texas Direct Auto, 
in December 2015. Carvana has become 
a well-known auto ecommerce company 
with its extensive marketing across 21 mar-
kets and ‘viral’ car vending machines. All of 
the publicity and awareness likely helped 
Carvana secure $600 million in retail con-
tract financing over the next 12 months 
from Ally financial. This will allow Carva-
na to continue to execute and grow its orig-
ination volume.  
  
But it hasn’t been all success this year for 
every automotive ecommerce darling. 
Beepi was a casualty of 2016 after raising 
$150 million. It let go of 180 employees 
and merged with former TrueCar Found-
er’s new start up, Fair. This stealth startup 
is tackling flexible leasing and is targeting 
millennial consumers with budget based 
fractional leasing. 
 

Trump Administration and 
US Auto Manufacturing
THE TRUMP ADMINISTRATION may 
have major impacts on the automotive 
industry, especially for the end consum-
er if high tariffs are governed on vehicles 
manufactured outside the United States. 
Last year, 43% of vehicle sold in the Unit-
ed States were manufactured in other 
countries including Mexico and Germany. 
Trump has already forced a change of strat-
egy with Ford, which was initially planning 
on building a large $1.6B manufacturing 
facility in San Luis Potosi, Mexico and em-
ploying over 3,000 local workers. In light of 
Trump’s pressure, Ford has shifted gears to 
making a $700M investment into a Michi-
gan factory instead. OEM’s like Toyota have 
also followed suit with a $10 billion com-
mitment to the US over the next 5 years. 

One of Trumps most notable OEM targets 
is German manufacturer BMW. Trump 
threatened BMW specifically and was 
quoted in a German newspaper saying, “I 
would tell BMW that if you are building a 
factory in Mexico and plan to sell cars to 
the USA, without a 35 percent tax, then 
you can forget that,” which reinforces his 
initiative to bring back auto manufacturing 
jobs to the United States. As a consequence, 
this would have a major impact on foreign 
manufactured component parts of vehicles 
thus increasing the average vehicle MSRP 
(Manufacturer Suggested retail price) for 
the American consumer. Mexico has over 
400 part producing plants and according to 
US data, $50.5 billion in vehicles and $51 
billion in auto parts were shipped to the 
U.S. from Mexico in 2015. Even Trump’s 
cabinet will be influencers on the industry 
with his nominee Elaine Chao as the next 
Secretary of Transportation. Chao is a pro-
ponent for autonomous technology, and 
her direction on regulation in the space is a 
“must see” upcoming event.
 

Traditional Brick and 
Mortar Dealerships and 
Tech Savvy Consumers  
TRADITIONAL BRICK AND mortar 
dealerships have continued to make busi-
ness model adjustments over the past 
couple years with all of the flux within the 
auto industry. Ecommerce companies like 
Carvana have put pressure on traditional 
brick and mortar dealerships to improve 
or implement digital retailing into their 
business. No haggle pricing has also come 
into play as a major driver for consum-
er transparency. Lexus is even testing a 
“No-Haggle Pricing” program with select 
dealerships and seeing success. General 
Motor’s Cadillac unit recently announced 
its BOOK service aimed at Gen X and Y 
consumers. The new hybrid service will 
charge the consumer $1,500 per month 
and will not lock them into financing or 
leasing a vehicle. The consumer can also 
change vehicles up to 18 times a year from 
a variety of Cadillac models. This is an 
interesting move for a company more his-

torically associated with grandparents in-
stead of their tech savvy grand kids! 

Even in the face of relentless new com-
petitive business models invading their 
turf, 2016 was one of the best years for 
dealership auto and light trucks sales to-
taling 17.55 million units and surpassing 
the previous year of 17.47 million units. 
No matter where a consumer purchas-
es a vehicle, they usually return to their 
local dealership for service, and tradi-
tional brick and mortar dealerships excel 
at capturing new service customers and 
developing loyalty even with missed op-
portunities on the pre-owned sales side. 
Companies like TrueCar are also assisting 
dealerships in interfacing with consum-
ers’ online with their new Chase partner-
ship. This allows for a consumer to apply 
for financing through Chase online and 
seamlessly receive a haggle-free certified 
price from a TrueCar dealer so when the 
consumer arrives at the showroom all they 
need to do is sign and drive. Moreover, 
Walmart has announced a pilot program 
with Car Saver to enter the automotive 
marketplace. CarSaver's platform allows 
buyers to finance and insure a vehicle via 
its website or on a touch-screen kiosk. Car 
Saver has partnered with AutoNation and 
they plan to roll out the Walmart Pilot April 
1st in Houston, Dallas, Phoenix and Okla-
homa City.
 

What’s in store for 2017 
and beyond?
CHANGE AND MORE of it coming at 
you faster than ever is on the automotive 
industry’s 2017 forecast. As General Motors 
CEO, Mary Bara, said at the 2016 Consum-
er Electronics show in Las Vegas recently “I 
have no doubt that the automotive indus-
try will change more in the next five to 10 
years than it has in the last 50.” How can it 
not when George Jetson concepts like au-
tonomous driving and connected vehicles 
are here already and rapidly moving out of 
the testing phases and into our digital real-
ity? Stay tuned and let’s see just what 2017 
brings for the automotive industry! n

AUTO BRIEFS
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NEW & RENEWED
MEMBERS

JANUARY 2017

Thank you for your support of the association!
1 Owner Auto Sales
1st Classic Motors Inc.
3D Motorsports
3T Carport LLC
7M Enterprises, LLC
A1 Car Brokers
AC Motors, Inc.
Accu-Car Expo, Inc.
Adams Garage
Adaptive Driving Solutions, 

Inc.
ADILYS Data Protection, 

LLC
Affordable Auto Brokers
Alexander Euro Technik LLC
All Around Used Motor 

Brokers, LLC
Alliance Coach of Georgia 

Inc.
Al-Sat Enterprise, Inc.
American Motor Company
American Used Cars
Americar, LLC
Ample Motors
ARA GPS Systems
ARC Auto Brokers
ATL Auto Trade
Atlanta Car Group
Atlanta Custom Coach
Atlanta Direct Auto
Atlanta Truck Center
Atlantic Motors
Auto Fiesta
Auto Parts R Us
Autoplex of Augusta
AutoPro'z
Autos Unlimited
Autostar Finance
Autovest, Inc
Avanco Tag & Title Service
Avis Rent A Car Systems, Inc

B & D Used Cars, Inc.
Ball Auto Sales
Barattini Quality Cars & 

Trucks, Inc.
Baxter Auto Brokers, LLC
Big Brown Auto Sales
Big Red Car Co.
Blackwell's Auto & Truck 

Sales LLC
BMVW Cars
Borkenhagen Automotive, 

LLC
Butch's Auto
C & P Automotive Group
C L Whigham Inc.
Calhoun Auto Outlet
Canton Used Cars, Inc.
Carbucks
Carland Enterprises
Carlos & Bj Auto Sales
Cartersville Auto Lending
Cartersville Trucks
Cartown Auto Sales
Cast Iron Auto, LLC
Centerpoint Auto Exchange, 

LLC
Champion Auto Exchange
Charleston Auto Auction
Chase Automotive, LLC
Choice Cars, LLC
Chris Knight Auto Sales
CJ Auto Brokers
C-Links Auto Sales, Inc.
Comfort Cars LLC
Comsoft
Cornerstone Insurance Group
County Line Auto Sales
Covington Motorsports LLC
Cranes Used Car LLC
D & N Auto Sales
D L M Automotive

D. Ward Insurance
D.S. Auto Sales 
Desired Motors
Dixons Auto Center
DNA Auto Broker
Dragonfly Auto Sales & Title 

Services
DRN DRN
Duluth Fine Cars
Eagle International Auto Sales
Eastside Collision & Car Sales
Easy Ride Auto Sales 
Economy Auto Sales, Inc.
Elegant Auto Brokers Inc.
Elite Car Sales & Services
Elite Motor Brokers
Elite Motors
Emad Auto Sales
Everything on Wheels
Extant Auto Sales, LLC
EZ Auto Sales and Rental 

LLC
Fairbanks Motors, Inc
Fastlane Motorsports
Fayette Motor Company
Finish Line Auto Sales
First Choice Motors
Flat Rate Processing
Fletcher Auto Sales, Inc.
Frazer Computing, Inc.
Freedom Gate Auto Sales
Frontier Automotive Group 

LLC
Gene Ross Auto Sales Inc.
Georgia On Wheels Inc.
Georgia Truck World
German Auto Sales & Service
Global AutoMart LLC
Global Car Connection
Global Pre Owned, Inc.
Goe Auto Sales

Gordon Automotive
Grace & Mercy Auto Brokers 

LLC
Great Cars LLC
H & T Auto Broker
Hall & Sons Recycling
HB & Sons Enterprises
Holmes Auto Sales And 

Detail
HP Cars ATL
HWY 78 Body Shop, Inc.
I-75 Auto Sales
Ibrahima Auto Sales LLC
Import Auto Service & Sales, 

Inc.
Imports Plus Auto Sales
Independent Bank
International Auto Group, 

Inc.
Interstate Auto Brokers
Interstate Equipment Co., Inc.
J & L Auto Sales
J.A.V. Auto Sales
J.W. Truck Sales, Inc.
Jensen Motors, Inc.
Jerry Barker Motorsports
Jerry's Motor Company
Jesse's Auto Sales
JJ Contracting Service, Inc.
JMB, Inc.
Joe Addison Motors Inc.
John Bailey Autos
Johnny's Auto Sales
Johnson's Used Cars, Inc.
Jordan Automotive Group
Jordan Teylour Auto Brokers
Jordan Truck Sales, Inc.
Jule Automotive
Just For Fun Auto Sales
K & S Auto Sale
Kash Automotive Group LLC
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Key Auto Finance
L & L Auto Broker
L W Benton Company, Inc.
Lake View Motors Used Cars 
Lanier Luxury Motors, LLC
Lauck Motor Auto Sales
Lawrenceville Auto Sales LLC
Lawson Auto Sales
LGM Auto Brokers
LMV Auto
Lott's E-Z Own
LRI Auto Group
M.A.T. Auto Sales
Mack's Auto Sales & Leasing Inc.
Mac's Used Cars Inc.
Magnum Contact Center 
Manheim Georgia
Mark And Mac Auto Brokers
Matrixx Auto Group
Matthews Garage Inc.
Maxi Auto Brokers
MDJ Grayson Auto Sales
Mega Motors, LLC
Mei Autos
Memar Auto Sales
Mi Carro Auto Sales
Mid Georgia Service Center, Inc.
Midway Motors
Mill Cars, Inc
Millennium Auto World
Mitchell R. Barrett Used Cars
MJ Auto Broker, LLC
MJ Motorsports
MND Auto Brokers
Moss Curtain Motors, LLC
MTM Auto Broker, Inc.
National Title Pawn
Nextcar
Nip Green Motors, Inc.
Noorani Crown LLC
North Atlanta Auto Gallery
North Georgia Automotive
P C & Company Auto Sales, Inc.
Pace Cars, Inc.

Palmer Automobile Sales
Paniagua Auto Mall
Paul's So Easy Auto Sales, Inc.
Peach State Motors, Inc
Phenomenal Auto Center
Pinnacle Sales & Leasing, Inc.
Podium Podium
Poole's Auto Sales
Positive Auto Group
Premier Auto Trader
Prestige Auto Exchange
Primo Auto Sales
Pruitt's Truck Sales
RAC Car Auto Sales & Brokerage
Randy's Autos
RBS Auto Sales, LLC
Rebel Auction
Reeves Insurance Agency
Repay
Rios Auto Broker
Ritchie Bros Auctioneers
Road Auto Finance
Road King Automotive Group LLC
Robert's Auto Sales
Robinson Automotive Group
Rollins Automotive 
Ron's Auto Sales, Inc.
Royal Crown Motors
Royal Import Cars LLC
S.S. Motors
Sahi Automobiles
Satilla Motors
Savannah International Motors, Inc.
Savy Motors
Savy Motors
Screven Auto Sales Inc.
Selective Imports Auto Sales
Selective Motors
Sell Em All Motors Inc.
Sharp Select Autos
Sky Club Motors LLC
SkyPatrol, LLC
South Central Truck Sales, Inc.
Southern Auto Brokers Inc.

Spires Auto Sales of Milledgeville
SRK Auto Service
Staley Auto Parts
State Motors LLC
Stephens Truck Center Inc.
Stone Mountain Automotive
Style Auto Brokers
Super Lawn Trucks
SW Auto Broker
T & M Tires
TAG Auto Center
Tap's Auto Sales Inc.
TDJ Auto Sales
The Car Store of Gainesville
The Prestwick Sales and Leasing Group, 

LLC
The Wright Auto Group LLC
Tire Clinic Auto Brokers, LLC
TMM Auto LLC
Tobacco Rd Auto Sales
Top Gear Motors Atlanta
Townsend Used Cars LLC
Tri-Crown Auto 
Truck Town, Inc.
U.S. Auto Credit Purchasing Center, LLC
Uncle Bud's Auto Brokers, LLC
UNT Motors
Uptown Runners Auto Sales
USA Express Auto Sales
V & V Motors
V M Foreign Car Sales & Service
Vaid Enterprises LLC
vAuto
Vezzs Auto Sales, LLC
Vintage Motor Cars, LLC
Wallace Automotive
Waycross Auto Sales
Weeks Farm Machinery Auction Inc.
White Automotive Center, Inc.
White's Used Cars
Williams Used Cars
Wilsons Auto Sales II
Yman Auto Sales LLC

NEW & RENEWED
MEMBERS
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Are You Hiring EAGLES or TURKEYS?
By D.J. Harrington

It’s really okay to answer that question - It’s 
just you and me talking. That question cer-
tainly has benefitted me and my family at 
some point or another. My daughter runs 
a company where there are lots of em-
ployees in her office as well as working in 
the field. Hardly a week goes by without 
a discussion that includes the question, 
“Dad, what do you think?”

Foremost hiring tip - if you hire the wrong 
person, having all the fancy management 
techniques in the world won’t bail you 
out. Not too long ago I was speaking to a 
group and during my seminar I couldn’t 
help but notice one gentleman sitting in 
the front row, taking lots of notes. His eyes 
were buried in his notes and it seemed as 
if he was doing more writing than mak-
ing eye contact. Nosey to a point, during 
a break, I approached him and discovered 
he had been involved in lots of startups, 
and was simultaneously overseeing sever-
al businesses. He explained, “I only have 
one job…” and declared his responsibil-
ity to these businesses as, “and that is to 
hire the right people.” As I listened, he re-
vealed his plan, “If I hire the right people, 
I don’t have to do anything else! The most 
important decisions I make are hiring de-
cisions.” 

Your most important takeaway from 
reading this article should be that your 
people make the difference. These days, 
the only difference between you and your 

competition is the people you’ve hired. I 
tell people in my classes, “hire the RIGHT 
people with GOOD people skills; we can 
teach them what they need to know.” The 
success of every business hinges on its 
ability to recruit, select, hire and retain 
winners. 

According to the U.S. Department of La-
bor, about 50% of the hourly employees 
hired are gone within six months. That’s 
a lot of turnover in a year! The total spent 
on hiring hourly employees is over $30 
billion per year. Depressing results, don’t 
you think? Next month in Texas, I am 
doing a talk for URG (United Recyclers 
Group). After you attend this class, you 
should be equipped to identify the EA-
GLES from the TURKEYS.
 

Listen to this tip. Check all references of 
every applicant. When you don’t check, 
you end-up hiring problem employees 
- the ones you spend all your time man-
aging, eventually firing, replacing, and 
retraining. I once saw a warehouse ad in 
Georgia that said, “NO Drug Testing”. 
Can you guess who usually shows up 
for those jobs? Desperate to hire is not 
a good advertisement! That brings up 
another issue: bad eggs. If you don’t fire 
someone for stealing, don’t be surprised if 
the other 20 employees start to steal, too. 
It’s not just about managing the bad eggs; 
some managers can over-work their best 
employees to the point of burning out. 

Hiring an employee with the wrong at-

titude can significantly impact customer 
loyalty. At the Colorado Auto Recyclers 
group that I spoke to last week, I remind-
ed them that 68% of customers who stop 
associating with our businesses do so 
because of an employee’s indifference to-
ward the customer.

I must admit to you that in times past, I 
thought I had hired people who were defi-
nitely EAGLES. They acted like and talk-
ed like EAGLES. Unfortunately, somehow 
between the time I interviewed them and 
the time they showed up for work, they 
had turned into TURKEYS.

I asked one guy, “Do you have a twin 
brother?” Not understanding my ques-
tion, he replied, “No, why?” I could swear 
the guy I interviewed was extremely dif-
ferent from the one who showed up at 
work. Was he an EAGLE or a TURKEY? 
Watch out for people who sound too 
good!! How-to-interview books that help 
applicants become experts at getting jobs 
are available everywhere. Unfortunately, 
some applicants studying those books ar-
en’t experts at staying in the job.

When EAGLES turn out to be TUR-
KEYS, we figure it’s a training problem. 
When training doesn’t work, we think it’s 
a motivation problem. Additionally after 
lots of time and effort re-evaluating the 
circumstances and results, things aren’t 
much improved. As I told my daughter, 
we just end up with a trained, motivated 
TURKEY.

If I can help you better through personal 
conversation, please call me. Remember 
the main reason employees fail isn’t be-
cause they can’t do the job but rather be-
cause they won’t. They’re TURKEYS mas-
querading as EAGLES!

Please mark your calendar for July 13-15 
at the Atlanta Evergreen Marriott Confer-
ence Resort. Remember July 14 is Con-
tinuing Education class day. Hope to see 
you there. n

DEALER NEWS

Hiring an employee with
the wrong attitude can

significantly impact 
customer loyalty...68% of 

customers who stop 
associating with our 

businesses do so because of 
an employee’s indifference 

toward the customer.
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RevUp
Take Your State Mandated CE Class for the 2018 Dealer License Renewal 

your education
G I A D A  C O N V E N T I O N  A N D  E X P O

2017

CALLING ALL EXHIBITORS
Fire up your exhibit space!
GIADA Convention and Trade Expo
July 13-15, 2017 | Trade Show is Friday, July 14
Atlanta Evergreen Marriott Conference Resort
4021 Lakeview Drive, Stone Mountain, GA

Choose your Exhibitor Package
Basic, $1495  |  Elite, $2395

VISIT GIADACONVENTION.ORG
Space is limited.

VISIT GIADACONVENTION.ORG TO CHECK OUT SPONSORSHIP OPPORTUNITIES!
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GIADA
AUTOMOTIVE PRODUCTS
Save big money on dealer forms & supplies for your dealership.

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

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

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

giada.org/dealersupplies
LIMITED TIME OFFER. EXPIRES MARCH 31 2017.

COUPON:
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THREE 
AUCTIONS 
STRONG

THE BEST OF GEORGIA »  

MANHEIM ATLANTA
Your Source for Mid-Range $10-$15K Inventory on Thursday and $6-$10K on Tuesday

» $6K AND UNDER SALE- Tuesdays 12:30pm ET
» REGULAR SALE - Thursdays 9:30am ET
» EXOTIC HIGHLINE SALE - Monthly on Tuesdays 2pm ET, call for dates
» DIGITAL LANE SALE EVENTS - Thursdays 10:00am ET
» LIVE AS AN ENHANCED AUCTION - March 13th

MANHEIM ATLANTA
4900 Buffington Rd 
Atlanta, GA 30349  
Phone:  404.762.9211

MANHEIM GEORGIA
Your Source for $15K and Up Inventory

» REGULAR SALE - Tuesdays 9:30am ET
» GM | GM Financial Closed Sale - Biweekly on Wednesday, call for dates
» FORD FACTORY SALE (Closed) - Biweekly on Mondays, call for dates
» HYUNDAI FACTORY SALE (Closed & Open) - Monthly, call for dates
» NISSAN & INFINITI REMARKETING SERVICES - Tuesdays 9:30am ET in Lane 1
» NOW AN ENHANCED LOCATION

MANHEIM GEORGIA
7205 Campbellton Road SW  
Atlanta, GA 30331 
Phone:  404.349.5555

MANHEIM METRO ATLANTA
Your Source for $5K and Under, TRA and Specialty

» SPECIALTY Sale - featuring RVs, Boats, & Powersports - Every second Wednesday at 11am ET
» FLEET LEASE | CONSIGNMENT - Wednesdays 12:30pm ET
» HEAVY TRUCK | EQUIPMENT - Every 3rd Wednesday 11am ET
» TRA | SALVAGE | RENTAL - Thursdays 12:30pm ET
» NOW AN ENHANCED LOCATION

MANHEIM METRO ATLANTA
2244 Metropolitan Pkwy SW 
Atlanta, GA 30315 
Phone:  404.464.4567
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No More Trips to the County Tag Office!
ELECTRONIC TITLE REGISTRATION (ETR) is the most convenient and secure way to process titles with no trips
to the tag office required. Pick and choose which deals you want to process via ETR, there’s no minimum
requirement and no set up fees!

• ETR integrates with Dealer Management Systems
• Pay TAVT & Title Application fees by ACH 
• Commonly used forms are available and pre-populated
• No special printer or other equipment is necessary
• No software to be installed - TitleTec ETR is a web-based program
• Quality Assurance and FAST turn-around on all title processing

TO SIGN UP NOW:
www.giada.org/titletec-etr-system or

Call 770-745-9650 or email ETR@giada.org

SIGN
ME UP!


