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Relaxation and Education!
Join us for the 2017 GIADA Convention and Trade Expo
July 13-15 • Stone Mountain, Ga
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 IFC Wayne Reaves

Happy Spring to all of you! This year is really flying by. Sum-
mer is right around the corner and, of course, summer means 
it’s time for the GIADA annual convention. This year’s con-
vention will also mark the kick off of the 2017-2018 state 
mandated continuing education period. 

Convention will be held July 13 -15 at the Marriot Evergreen 
Conference Center in Stone Mountain, Ga. This is a great lo-
cation to get our Georgia dealers and vendors together. Be-
tween the trade show and the hospitality suite, there is ample 
opportunity and space to do some networking.

As always, we have several big events planned during the 
course of convention. On Thursday, we will start with our 
VIP golf tournament; part of the proceeds from the golf tour-
nament go to Camp Sunshine, a charity that enriches the lives 
of Georgia's children with cancer and their families through 
recreational, educational, and support programs - so get out 

your clubs and come play! This is followed by a casino night where you can enjoy games, 
dinner, and prizes! Friday, 9am-5pm, is reserved for an array of top notch speakers from 
our industry. In my opinion, this is the best CE class that we provide. You must get your CE 
certificate, so why not get it done here and get it done early? CE will be directly followed 
by the trade show and it’s the perfect time to do some networking with the vendors while 
picking up plenty of great swag and giveaways. 

The Grand Banquet is held Saturday evening. It’s a wonderful time, including the presen-
tation of awards to honor and recognize many of the great people who put so much work 
into our association. We will also announce the recipients of the GIADA scholarships. I 
have a junior in high school, so I know the importance of these scholarships! We finish the 
night by swearing in the 2017-2018 GIADA officers. 

Each night closes with a hospitality suite that includes complimentary beverages. Thurs-
day and Friday nights will even have an authentic Cuban cigar roller to really top it all off!
Convention is always a great mix of education and fun. Children are welcome and ac-
tivities are planned to keep them entertained during evening events. If you have never 
attended a GIADA convention, you should really consider making this your first year. For 
those of you who know how great of an event this is, I look forward to seeing you in Stone 
Mountain!

Thank you,

Jennifer  
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EDUCATION

Experience is an important skill often 
mentioned in the business world, but it’s 
not often that the importance continuing 
education is spoken about as much as it 
should be. Trends are always changing and 
new technology can make it difficult for 
older employees to keep up as the industry 
continues to move to the future. Continu-
ing education is one way you can improve 
your business for a low cost.

If you’ve been thinking about the ways you 
might educate your current employees, 
then you might be wondering about the 
benefits of continuing education and how 
you can encourage learning in the office. 

Make your employees 
excited again

If you have had employees doing the same 
job over a number of years without any 
change, you might notice that they are 
starting to become bored with the same 
tasks. This can lead to discontent and frus-
tration and can take the excitement out of 
the work environment. Most industries 
are always changing a little bit every year, 
and if it has been some time since your 
employees have learned the newest trends 
within the industry, then enrolling them 
in a classroom environment might get 
them excited again.

This can also greatly benefit you because 
employees are likely to come back from 

class with new ideas on how to make the 
company better.

Technology changes rapidly
Most industries have seen some major 
changes of late as companies choose to 
work remotely, higher-quality and more 
intuitive software is created, and certain 
technology becomes obsolete. Moreover, 
website design and digital marketing are 
more important than they ever have been 
and are now essential to the success of 
your business.

In order to keep up, it’s a good idea to 
constantly know which trends could work 
for you and to include your employees in 
the process of learning more about your 
industry. Looking into which classes are 
available (many of them online) can be a 
start to knowing what’s going on with the 
competition and which technology you 
should think about implementing in your 
business.

It might be required
In some states and in some industries, it 
might be necessary that your employees 
take continuing education classes. Insur-
ance agents, nurses, and many other pro-
fessions require a current knowledge of 
the industry in order for them to work. 
When you put together your business’s 
budget for the year, remember to in-
clude any continuing education courses 

that your employees will need to contin-
ue working. States have different laws, as 
well, so it’s good to know the guidelines 
and requirements of where your business 
is located and what that will require of you 
as an employer.

Certification means
a lot to clients

One way to show that you are a business 
that can be trusted is to share with clients 
that your employees are certified in their 
area of expertise. Many certifications can 
be renewed on a semi-yearly asis (some 
require more frequent testing and classes) 
that your employees can point to if there 
is any doubt about their qualifications. 
It’s also a way to show that there is a stan-
dard of quality that you have agreed to as 
a business.

Along with a good reputation, certifica-
tion offers you a chance to show the ac-
complishments of your employees and to 
offer your clients the best information and 
trends related to the industry.

Continuing education is a cheap way to 
encourage employee morale and to re-
mind clients that you care about your 
business. Many universities and college 
have options for continuing education if 
you feel like it is the right choice for you 
and your business. n

Why Continuing Education Is Important 
for Your Business’s Success
BY ALEX SCHNEE, DRIVING SALES
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GIADA EXECUTIVE 
DIRECTOR, Paul John

THE PULSE OF GIADA

Transparency is the Word of the Day

I initially began my article writing process 
by tossing around a couple of topics. I chose 
to go with some recent subjects of conver-
sations that I have personally been involved 
in, along with several dealers, on the GIA-
DA Facebook Member Group Site. 

Specifically, the complicated issues of how 
dealers are and should be dealing with 
OEM recall issues, as well as, the non-relat-
ed subject of dealer DOC fees. 

As I started to write, I discovered that while 
both topics were very different from one 
another, they did have a common denom-
inator that could cause significant head-
aches for car dealers. That one factor is 
transparency or, more accurately, the lack 
of transparency. 

So, I Googled “transparency” and Webster’s 
dictionary (and a few others) gave some 
variations of its definition.

The first one that popped up was this: 
Transparency: Permitting the uninterrupt-
ed passage of light; clear: a window is trans-
parent. 

As it turns out, transparency is a word 
that comes in an assortment of flavors and 
meanings. Those I enjoyed the most and 
thought were best fitting read as follows: 

Transparency: The quality of being done in 
an open way without secrets: Characterized 
by honesty and fairness; "straight dealing"; 

"a square deal" candid; frank; open; free of 
deceit.

Now that you know the “word of the day”, 
transparency, let me share a couple of 
things with you.

Recently, New York’s attorney general has 
reached legal settlements with 104 deal-
erships it identified as having sold vehi-
cles without disclosing open safety recalls. 
“Without disclosing” are the very key 
words here.

The safety recalls that authorities uncov-
ered were serious -- and potentially deadly. 
I think that we can all agree that consumers 
deserve to know of any unresolved safety 
issues before buying a car for themselves 
or their family. It doesn’t take a genius to 
understand the serious liability of selling a 
car with an undisclosed open safety recall. 

Let’s consider the facts about manufacturer 
recalls. 

First, there is no law that prohibits the sale 
of used motor vehicle with an open recall.

But, if you want to cover yourself and avoid 
recall related problems, here is what I’d sug-
gest you consider: 

1. Dealers should check their inventory 
regularly for open recalls. If a vehicle has 
an open recall, dealers should try to have 
the vehicle fixed, if possible. 

2. To find out if cars in your inventory 
have unresolved recalls, use the National 
Highway Traffic Safety Administration 
website to search for recalls by VIN – 
safercar.gov

3. Wayne Reaves and Frazer DMS soft-
ware have disclosure forms for recalls. 
GIADA also provides a recall disclosure 
form for members upon request. 

4. If dealers are unable to have a vehicle 
fixed, dealers should disclose to the con-
sumer prior to consummating a sale if 
the vehicle has an open recall and pro-
vide them with information about the 
open recall, using the information ob-

tained from the NHTSA website. 
5. If dealers are advertising, either express-

ly or implicitly, that a vehicle has under-
gone some sort of enhanced inspection 
(i.e. 125 pt inspection), then the dealer is 
required to disclose that the vehicle may 
be subject to open recall and provide in-
formation on where the consumer can 
go to get more information about the 
recall status of the vehicle. 

6. And finally, don’t allow your customer 
to take delivery of a vehicle with an un-
resolved safety recall under any circum-
stances. (Safety Recall examples: airbag, 
brakes, fire hazard, seatbelt, etc.)

The vehicle recall issue is an on-going se-
rious problem and a complicated situation 
for car manufacturers, car dealers and con-
sumers. At this point, no one knows quite 
where all of this is going. 

Thank goodness that we have NIADA stay-
ing on top of recall developments in DC. 
The last thing we need is Federal Regula-
tors passing a law prohibiting dealers from 
selling vehicles with unresolved manufac-
turer recalls. Just consider all the problems 
that would cause everybody, including con-
sumers trying to trade their car in with un-
resolved recall issues because of a part on 
back order. Not good. 

Transparency is the word of the day, every 
day. Make sure that your customer is well 
informed about any recall situation on the 
car they are buying, and always try to do 
the right thing. 

Now let’s discuss Dealer DOC Fees. 

Some states regulate or prohibit DOC 
fees altogether. Georgia regulators do not. 
However, they do have a very strong opin-
ion about how car dealers treat DOC fees, 
including the proper disclosure of a DOC 
fee when advertising vehicle prices using 
any type of media. Although, most viola-
tions occur on the dealer’s website, or when 
listing vehicles in third party websites like 
Cars.com or AutoTrader.com. 
Continued on page 6
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EVENTS
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Conference
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Las Vegas, NV

Pre-License Seminar
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Marietta, GA
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Marietta, GA
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Macon, GA

NIADA Convention & Expo
June 11-15

Las Vegas, NV
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Marietta, GA

2% QUARTERLY REBATE 
on online purchases

 ALLDATA, up to 25% discounts

You can INCREASE YOUR REBATE up to an 

ADDITIONAL 6%!* 

GROW YOUR BUSINESS 

PARTNERSHIP PROGRAM

*Ask your Sales Manager for details. Electronic Ordering rebate is paid quarterly to accounts in good credit standing on Net Online Purchases 
made during such quarter. Earned rebate will be paid via credit memo on calendar quarter basis. Net Online Purchases are defined as all purchases 
made via www.AutoZonePro.com excluding oil, antifreeze, refrigerant, tool and equipment purchases, outside buys, credits, returns, 
penalties, rebates, core charges, allowances, other incentives and any and all unpaid invoices. Not valid with any other offer. Offer 
limited to AutoZone-NIADA member accounts only. ©2017 AutoZone Inc. All rights reserved. AutoZone and AutoZone & Design are registered 
marks and Going the Extra Mile is a mark of AutoZone IP LLC or one of its affiliates. All other marks are the property of their respective owners.

NIADA MEMBERS RECEIVE  
NATIONAL DISCOUNT 

PRICING

Network of 5,300 Stores, 
Hubs, Mega Hubs and 

DC’s

WITH

 AutoZonePro.com 
Fast, easy ordering with 

business tools

Hot Shot Delivery 
30 Minutes or Less

DON'T MISS OUT - CALL 1-866-727-5317 
TO START SAVING & RECEIVE 5% BACK FOR ALL 
ONLINE ORDERS PLACED IN THE FIRST 90 DAYS*



6  |  GIADA Independent Auto Dealer MAY 2017

THE PULSE OF GIADA
Continued from page 4

Let me be clear about something. You, the 
person posting the vehicle ads, are respon-
sible for the content in the ad, not the third 
party listing services.  

Although in our state, while DOC fees are 
not illegal, the Governor’s office of con-
sumer protection does go after dealers who 
don’t include DOC fees in their advertised 
price. This includes the dealer’s website 
if they post prices. Yep… that can be $5k 
per ad, and they’ve busted many dealers 
for ignoring this simple policy. Giving full 
disclosure really is the right thing to do. 
No customer responding to an advertised 
price wants surprises when they get to the 
dealership. Just another great example of 
transparency being the smartest move you 
can make. 

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

Also, on pricing disclosures: Keep in mind 
that your pricing disclosures may, but are 
not required to, contain a statement telling 
your customers what is included in your 
pricing (e.g. “Price includes our dealer 
fee”.) You should indicate that the custom-
er will be responsible for government fees 
(including applicable TAVT and title ap-
plication fees). 

ETR fees are treated the same way as DOC 
fees, they must also be included in your 
advertised price.

Let’s recap: Advertised vehicle prices must 
include all non-government charges that 
a consumer is required to pay in order to 
purchase a vehicle, including but not lim-
ited to, dealer fees, DOC fees, and elec-
tronic titling fees (ETR). 

You can read the entire Auto Informer 
distributed by the Governor’s Office of 
Consumer Affairs covering DOC fees 
and other compliance issues that all car 
dealers need to be aware of on page 56.

Again, transparency is the word of the day. 
Make sure that your customer is well in-
formed about any and all fees they are re-
quired to pay on the front end of the deal. 
Do not surprise them with dealer DOC 
fees at the time of sale. Your customer will 
appreciate this and, as a result, your re-
views will likely be positive, which is vital-
ly important these days to stay in business. 

Last, while I was searching for the official 
definition of “transparency” I stumbled 
across the following on Google and want-
ed to share it. I hope you enjoy it as I did. 

What Does It Really Mean to Be 
Transparent?

If you’ve had any exposure to social me-
dia, you’ve probably already heard the 
term “transparency” before. You’ve also 
probably heard that it’s a very good thing 
for social media users to have. So fine. You 
want to be transparent, then. Good. But 
what does that mean for your business, ex-
actly? It’s time to break down that term as 
it relates to your company’s involvement in 
social media.

It means what you think it means. Just as 
the term implies, your customers need to 
be able to see who you really are on social 
media platforms. Don’t overthink what 
your image should be or try to be some-
thing you aren’t. Your authenticity will 

translate as both honesty and integrity to 
your customers.

It means you’re not afraid. If your com-
pany stays transparent via social media, 
it shows your customers that you’re brave 
enough to welcome criticism. Your will-
ingness to open yourself up to positive and 
negative feedback, and then address both 
publically, will immediately build brand 
trust.

It means you have nothing to hide. Kind 
of. Yes, you should be up front and per-
sonable via social media. However, you 
should not overshare either. Trade secrets, 
tedious company details, and your heart-
break over a recent break-up do NOT 
need to be disclosed. Rather share what is 
appropriate and engaging, share often, and 
always keep it professional.

It means saying that you work there. If 
you are tweeting from your personal ac-
count about a fantastic company product, 
you need to share your connection to 
your company. Not only is that an eth-
ical social media standard, but the FTC 
insists upon it.

It means you like to talk. Transparent 
companies engaging through social me-
dia like to have online conversations with 
their customers. They reply to comments, 
they retweet funny ideas, and they treat 
their customers like new friends. This is 
social media, after all.

Without a doubt, transparency is a funda-
mental part of most successful social me-
dia connections and campaigns. And your 
company’s willingness to be transparent in 
a way that customers have come to expect 
will only mean further brand loyalty in 
your future. n

Again, transparency is the word of the day. Make sure that your 
customer is well informed about any and all fees they are required 

to pay on the front end of the deal.
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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

VISIT GIADACONVENTION.ORG TO REGISTER NOW!

IT'S TIME TO REGISTER!
Take Your State Mandated CE Class
for the 2018 Dealer License Renewal
GIADA Convention and Trade Expo
July 13-15, 2017 | CE Training: Friday, July 14
Atlanta Evergreen Marriott Conference Resort
4021 Lakeview Drive, Stone Mountain, GA

Get Required Continuing Education Certificate + 
Quality Training From National Speakers + 3 Meals 
+ Access To The Trade Show with Over 60 Exhibitors 
– All Included in Your Price!
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Search  
 simplified.

Find cars on ADESA.com

SEARCH

   All Makes    All Models

   Auction Channel

   Year

   Distance

   To Year

   ZIP Code

Log in. See for yourself.

© 2017 ADESA, INC.
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Judge issues order to follow deal with jus-
tice department after VW admits 600,000 
cars were programmed to turn on pollution 
controls during testing
By The Guardian

Volkswagen has been ordered to pay a 
$2.8bn criminal penalty in the United 
States for cheating on diesel emissions tests.

Federal judge Sean Cox in Detroit followed 
the deal negotiated by VW and the US jus-
tice department. The sentence was ordered 
Friday, six weeks after the German auto-
maker pleaded guilty to conspiracy and ob-
struction of justice.

VW admits that nearly 600,000 diesel cars 
in the US were programmed to turn on pol-
lution controls during testing and off while 
on the road.

VW attorney Jason Weinstein says the 
criminal fine is an “appropriate and serious 
sanction”.

Separately, VW is paying $1.5bn in a civ-
il case brought by the government and 
spending $11bn to buy back cars and offer 
other compensation. Seven employees have 
also been charged. n

INDUSTRY NEWS

Volkswagen to Pay $2.8bn for Cheating on 
US Diesel Emissions Tests
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Ron E. Widener & Associates, Inc. 
A n  I n s u r a n c e  A g e n c y
6887 Oak Ridge Commerce Way, Austell, Ga 30168 
We are located next door to the GIADA office.

We know the car business. Just ask our clients!

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

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

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

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

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

association staff can assist you the right way!

Dealers Should Get it Right
THE FIRST TIME!

New dealer start-ups are our specialty.

Associated car rental systems. Call me today!

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

We are the 
GIADA 

PREFERRED 
PROVIDER

for new 
dealer startups!
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TITLE TRAINING

If you are in the:
        * Process of selling accounts...
        * Planning on selling accounts...
        * Thinking about selling accounts...
        * Considering a payment stream advance...

     WE NEED TO TALK.
• We offer the most competitive and fl exible pricing plans in BHPH fi nancing.
• Our Bulk Purchase and Strip Purchase Programs will turn your receivables into cash today.
• Convert a Strip Purchase to a Bulk Purchase for your maximum cash fl ow strategy. 
• Eliminate the burden of taking payments, having cash in the offi ce and making collection calls.

  Call today for a risk free quote                                                                 www.uaidirect.com
  877.281.2360                                                                                                 Se Habla Expanol

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

        * Process of selling accounts...
        * Planning on selling accounts...
        * Thinking about selling accounts...
        * Considering a payment stream advance...

     WE NEED TO TALK.
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The world of GPS trackers and providers 
can be very frustrating and problemat-
ic. The biggest enemy or largest obstacle 
most BHPH dealers have is the installer. 
Most installers want to reinvent the wheel 
and place the device in the wrong part of 
the vehicle, such as above the headlin-
er (where the metal roof blocks the GPS 
location signal). Some have placed the 
non-waterproof device under the hood, 
where it will surely get wet and quit work-
ing. Many installers don’t look at a vehicle 
wiring diagram and willy-nilly look for 
a 12VDC wire somewhere in the dash. 
Many use a test light and don’t realize a 
test light will illuminate at 4 volts. The 
installer must check voltage with a meter, 
not a test light.

Many dealer principles are too busy to 
properly monitor their GPS investment 
and rely on staff to actually work with 
the systems. They may have an issue they 
don’t know about until it’s time to re-
possess a vehicle and the tracker doesn’t 
work. As a GPS provider, we make every 
effort to train the dealer staff for proper 
monitoring and installations. There is no 
such thing as an easy install. It must be 
done right to be relied upon. Our mes-
sage is simple: Embed the device in 
the dash as close to the windshield as 
possible and make rock solid electrical 
connections so the device can work for 
years without issue. 

Dealers need to monitor staff activities 
involving their GPS investment. Dealers 
need to learn how trackers work, how the 
User Interface works and make sure their 
employees are properly trained to maxi-
mize their investment. Most dealers look 
at GPS tracking to only locate their col-
lateral if it’s time to repossess. They don’t 
think about tampering. Look at www.gps-
removal.com. Before you pick a provider, 
understand what the system can do for 
you if your customer tampers with the de-
vice or your installer did a bad job and it’s 
out on the street. SVR Tracking provides 
the ONLY device that can help if the cus-
tomer has tampered with the device. 

There is a lot of chatter about the differ-
ent cell networks and how long can they 
be used. Here’s the straight scoop. T-Mo-
bile 2G has great coverage (in populated 
areas and highways) and will be available 
to use for about four more years. The Ver-
izon Wireless 3G-CDMA network will be 
in place for about five more years and the 
network will not be expanding. VW 3G is 
not expanding because resources are be-

ing deployed to the Verizon Wireless 4G 
LTE network, which is going to be in place 
for 20 years or more. The VW 4G LTE net-
work is constantly expanding, giving bet-
ter and better coverage going forward. The 
reality is that it’s not about speed. It’s about 
coverage.

Fortunately for SVR Tracking customers, 
all devices will run on our award winning 
User Interface (website), and we provide 
devices that work on T-Mobile or Verizon 
Wireless. So, the transition to 4G LTE will 
be seamless for the client and users. Ex-
plore these websites: aragps.com, svrtrack-
ing.com and positioninguniversal.com. n
_________________________________
You may reach Larry Carter, ARA GPS 
Managing Partner, at 770-871-0051.

DON’T GET LEFT BEHIND!  
4G LTE TECHNOLOGY IS HERE! 

4G LTE is the only cellular network that will be growing, leaving behind older  
technologies. If you are looking for a long term solution, look at our 4G LTE GPS 
trackers. 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 or Text.  We pride ourselves on providing the best training and  
support in the industry supported by a 3 year hardware warranty.  

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 

TECHNOLOGY

GPS Trackers, What Dealers Must Know
BY LARRY D. CARTER, MANAGING PARTNER, ARA GPS

Many dealer principles are too 
busy to properly monitor their 

GPS investment and rely on staff 
to actually work with the systems. 

They may have an issue they 
don’t know about until it’s time 
to repossess a vehicle and the 

tracker doesn’t work. 
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2nd Quarter 2017

MEMBER
BENEFITS
& SERVICES GUIDE

GIADA is dedicated to partnering with the best automotive product and service providers
in the marketplace. Our Member Benefits & Services Guide is packed full of companies that

have an array of products and services intended to benefit your business. 

Knowledge, Support, Success since 1956
Georgia Independent Auto Dealers Association

giada.org

We are happy to have you as part of the 
Largest Independent Auto Dealer Association

in the country!  As a thank you, we have compiled
a wide variety of automotive product and service
providers. Here you have access to a great vendor

selection that offers more choices and competitive pricing, 
including special discounts EXCLUSIVE to GIADA members!
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 ACCOUNTING & TAX 
 PREPARATION

Clifton Larson Allen, LLP
770-393-0399
cliftonlarsonallen.com
Accounting Services, Tax preparation, 
Litigation Support

KwikeFile 
770-966-2755 
kwikefile.com 
Taxes Done Right! Best Prices in Town! 
Car Dealerships, Employers, and 
Employees! 
Contact:  r.mcgovern@kwikefile.com
$100 Discount to Business Owner; $50 
Discount to Employees; $25 Refer a 
friend program 

Robert L Burt CPA
205-752-3001
Accounting

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

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

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

 ADVERTISING

AutoTrader.com
800-353-9350
autotrader.com
Autotrader is the most visited third-party 
car shopping site, with the most engaged 
audience of inmarket shoppers. Using 
technology, shopper insights and local 
market guidance, Autotrader’s marketing 
solutions guide dealers to personalized 
digital marketing strategies that grow 
brand, drive traffic and connect the online 
and in-store shopping experience.

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

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

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

NAAA - National Auto Auction 
Association 
301-696-0400 
naaa.com
NAAA represents the interests of the 
auto auction industry delivering training, 
setting standards and offering networking 
opportunities to the remarketing 
community. The success of the association 
is its membership and the ability to come 
together as a unified voice.

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

 COMPLIANCE SOLUTIONS

ADILYS Data Protection 
770-734-3220 
adilysdata.com 
We help Dealers safeguard customer 
data, prevent data breaches and 
comply with FTC Regulations. We 
design, implement and monitor legally-
defensible information security and 
privacy programs. Call us today for a free 
Compliance Spot Check. 
Complimentary Safeguards Rule 
Compliance Spot Check - $300 value

FNI Incorporated
888-973-9776
myfni.com
Business Management Consultant. 
Product and compliance solutions for 
financial institutions and select dealers.

 COMPUTERS/NETWORKING

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

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

 CREDIT CARD PROCESSING
 SERVICE

Applied Merchant
800-236-2179 option 6
appliedmerchant.com
We offer a variety of processing 
programs to best fit you as a merchant. 
Whether you want a Flat Rate or a Cost 
Plus program, it’s all about what we can 
do to help YOU grow YOUR business.
Association@appliedmerchant.com
Contact us to find out about the multiple 
discount offers we have available to 
IADA members!

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

GIADA MEMBER BENEFITS & SERVICES GUIDE n
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Repay Realtime Electronic Payments
404-504-8442
repayonline.com
Full service provider of electronic 
transaction processing services for retail 
merchants

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

 CREDIT REPORTS

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

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

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

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

InterActive Financial Marketing 
Group, LLC
804-225-1880
interactivefmg.com
No Hassle – No Term Commitment Leads
Text Fuel - Texting from Dealership’s Main 
Number, Phone Fuel – Call Capturing
No Risk, Free Trial of Text Fuel

TrueCar
512-735-5347
truecar.com
Dealer Leads

 DEALER MGMT SYSTEMS / 
 WEBSITE PROVIDERS

ABCOA/Deal Pack
800-526-5832
dealpack.com
Deal Pack, a turn-key software product 
of ABCoA, contains features vital to the 
successful operation of a dealership, 
related finance company, finance 
company or service and parts operation, 
handling buy here pay here, retail, 
external and internal leasing, floor 
planning, and wholesale deals in real-
time accounting
20% discount off our one-time fee to 
GIADA members
__________________________________

Car-Ware, Inc.
855-504-5949
car-ware.com
Take your dealership to the next level. 
Our Dealer Management System 
includes: Built-In CRM, Quickbooks 
Integration, Inventory Management, Buy 
Here Pay Here and more. Starting at $49 
a month! 
Call for a free test drive.

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

Dealer InSite 
888-317-8571 or 770-289-5045
DealerInSite.com
We build fast, innovative, custom and 
dynamic dealership websites. Using the 
latest in web marketing technologies, 
we deliver valuable third party data 
technologies to make a seamless and fast 
user experience  
20% off of the subscription fees

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

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

DealerTrack-RTS
860-448-3177
us.dealertrack.com
Dealertrack is the leading provider of 
digital solutions to the automotive 
retail industry – making workflows 
more efficient, transparent, and 
profitable through products like dealer 
management system (DMS), fixed 
operations, CRM, sales and F&I, and 
registration and titling. It’s the only 
company helping enable the 
transformation of auto retailing.

Frazer Computing Inc.
888-963-5369
frazer.biz
Computer Software

n GIADA MEMBER BENEFITS & SERVICES GUIDE
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Link To The Future
877-877-LTTF
lttf.com
Car Dealer websites show off your brand, 
but more importantly, convert visitors 
into valuable leads

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

Reponotice.com
502-387-5485
Reponotice.com
Have you ever repossessed out of state 
and wondered if you broke any laws? Do 
you enjoy standing in line at the post 
office to send certified letters? Have you 
heard about the latest best practices?
RepoNotice.com is the solution! Call now 
(844) Notice-1 
FREE Month for joining or renewing your 
GIADA membership!

RouteOne, LLC
248-229-5170
routeone.com
Dealer Management Systems / 
Compliance & Red Flag Tools / Web-
Based Credit Applications /
Automated Vehicle Value Tools

Selly Automotive
888-246-1372
sellyautomotive.com  
Selly Automotive is an affordable and 
intuitive cloud-based sales software built 
from the ground up for Independent & 
BHPH dealers. Selly is a full CRM & ILM 
solution that allows dealers to manage 
internet leads and customer follow-ups. 
Selly also integrates with major DMS, 
website, and lead providers.

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

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

Wayne Reaves Computer Systems, Inc.
800-701-8082 or 478-474-8779
waynereaves.com
Computer Software / Dealer 
Management Systems and Dealer 
Website Provider

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

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

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

FINANCE COMPANIES

Ace Motor Acceptance Corporation
704-882-7100 ext. 7509
acemotoracceptance.com
BHPH Lending / Funding for Contracts / 
Floor Planning for Inventory
ADS of Georgia
404-316-3299
adsfi.com
Financing / Extended Warranty

AllCredit Acceptance Company, LLC
866-803-5128
allcreditacceptance.com
Financing needs for Independent Used 
Auto Dealers & Customers
Close on your first deal & receive an 
additional $250.00 on your first Check. 
(This applies to new dealer accounts 
only.)
__________________________________

American Credit Acceptance
866-202-6912
autofinancenow.com
Consumer Auto Finance Company 
providing financial solutions from  
coast-to-coast.
Free enrollment for your dealership. Call 
866-202-6912 to start the enrollment 
process today!

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

GIADA MEMBER BENEFITS & SERVICES GUIDE n
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Auto Use
678-480-5012
autouseautoloan.com
Subprime Retail Financing / Floor 
Planning

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

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

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

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

Car Financial Services
877-570-8857
carfinancial.com
Bulk Purchase, Payment Streams, 
Account Servicing for BHPH / Floor 
planning for BHPH dealers with NO
audit fees

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

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

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

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

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

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

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

Innovate Auto Finance 
877-635-2021 
innovateauto.com 
Innovate Auto Finance purchases 
subprime automobile loans from 
dealerships, credit unions, and finance 
companies across the United States.

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

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

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

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

Peoples Financial Corp.
770-422-2735
peoplesfinancial.net
Auto Loans, Direct or Indirect, Secondary
$50 CASH for a cash advance of $3k-$5k 
or $100 CASH for a cash advance greater 
than $5k on any automobile contract 
financed by Peoples! - Offer expires 
12/31/2017

Peoples Financial Hiram
770-948-6110
peoplesfinancial.net
Auto Loans, Direct or Indirect, Secondary
$50 CASH for a cash advance of $3k-$5k 
or $100 CASH for a cash advance greater 
than $5k on any automobile contract 
financed by Peoples! - Offer expires 
12/31/2017

Peoples Financial Valdosta
229-242-6620
peoplesfinancial.net
Auto Loans, Direct or Indirect, Secondary
$50 CASH for a cash advance of $3k-$5k 
or $100 CASH for a cash advance greater 
than $5k on any automobile contract 
financed by Peoples! - Offer expires 
12/31/2017
__________________________________

Peritus Portfolio Services
866-831-5954 #2
peritusservices.com
Peritus Portfolio Services specializes 
in the purchasing of open Chapter 7 & 
13 bankruptcy accounts. We can also 
help you with: Performing Paper, Line 
of Credit/Floor Plans, Charge Offs, & 
Payment Streams

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

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

Spartan Financial Partners
855-233-3605
spartan-partners.com
BHPH Line of Credit
Free portfolio analysis! Call 855-233-3605 
today!

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

Strategic Dealer Services 
214-838-1212
sdealers.com 
We fuel your cash flow through our 
Direct Advance and Bulk Purchasing 
Programs, allowing you to grow your 
business as you accommodate your retail 
customers’ automobile financing needs. 

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

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

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

United Acceptance Inc.
877-281-2360
unitedacceptance.com
Account Purchase, Bulk Receivables

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

Westlake Financial Services
888-389-3532
westlakefinancial.com
From first-time buyers, prime to sub-
prime lending, floor plan financing, 
portfolio acquisition, and access
to dealership management tools, 
Westlake Financial Services is your 
full-spectrum finance solution! 
Headquartered in Southern California, 
Westlake Financial is a technology-based, 
privately held finance company that 
specializes in helping dealers grow their 
business through a variety of dealership 
financing options. Westlake has a 
network of over 50,000 new and used 
auto and motorcycle dealers throughout
the United States.

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

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

AutoBank Floorplan LLC 
864-269-3322 
autobankfp.com 
NO Additional Fees. NO Audit Fees. 180 
Days Financing.  

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

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

Carbucks
864-527-7147
cbfloorplan.com

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

NextGear Capital, Inc.
888-969-3721
nextgearcapital.com
NextGear Capital is the industry’s leading 
comprehensive provider of lending 
products, providing flexible lines of 
credit for dealers to purchase new and 
used inventory at over 1,000 auto and 
specialty auctions and other inventory 
sources throughout the United States, 
Canada, United Kingdom and Ireland.

PrimaLend Capital  
972-239-6668  
primalend.com 
PrimaLend Capital is a privately owned 
commercial lender, providing no-hassle 
revolving lines of credit and inventory 
floor plans to independent auto dealers 
and finance companies nationwide.

GIADA MEMBER BENEFITS & SERVICES GUIDE n
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 GPS TRACKING - PAYMENT 
 PROTECTION DEVICES

ARA GPS Systems
770-871-0051
aragps.com
All trackers locate, but ours is 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 enabled 
device and VOTED BEST SMARTPHONE 
APP! Find out how much more SVR 
Tracking can do for you beyond basic 
locate. Call or text Larry Carter at 770-
871-0051. Email aragps@mailga.net or 
visit us at www.aragps.com 
Buy one GPS device, Get one Free! 
Eligible for first time GIADA Members & 
new ARA GPS Customers.
__________________________________

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

Passtime
877-PASSTIME
passtimeusa.com
Vehicle Tracking

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

Spireon, Inc.
855-867-2684
spireon.com
A trusted industry leader with over 3 
million active subscribers, Spireon’s 
GoldStar GPS offers worldclass
reliability and delivers simple-to-use, 
web-based tools that automate a range of 
manual tasks, saving you time and money.
Call (855) 867-2684 or visit www.spireon.
com to receive a special introductory 
offer.
__________________________________

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

 INSURANCE MONITORING

Verifacto Inc.
678-916-8311
verifacto.com
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 send payment 
reminders and insurance notices to
customers in the event that they have a 
lapse in payment or cancel an existing 
insurance policy without selecting a 
replacement.
10% discount to all GIADA dealer 
members. For new customers only

 INSURANCE/SURETY BONDS

Absolute Surety LLC
407-674-7940
absolutesurety.com
Surety Bonds
10% discount for members

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

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

Cornerstone Insurance Group
800-257-9999
dealergarageinsurance.com
We offer Bonds, Garage Liability, Dealers 
Open Lot, Rental Program Insurance, 
Property Insurance, Tow Truck Insurance, 
Car Hauler Insurance, Workers 
Compensation and more.

D. Ward Insurance
770-974-0670
dwardinsurance.com
We offer Bonds, Garage Liability, 
Dealers Open Lot, Rental Program 
Insurance, Property Insurance, Tow Truck 
Insurance, Car Hauler Insurance, Workers 
Compensation and more. Since 1988 - All 
Types - Business & Personal

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

n GIADA MEMBER BENEFITS & SERVICES GUIDE
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Florida Surety Bonds
888-786-2663
floridasuretybonds.com
Dealer Surety Bonds

Georgia Insurance Associates, Inc.
678-985-0944
georgiains.com
Bonds, Garage Liability, Dealers Open 
Lot, Workers Compensation, Property, 
Home, Auto

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

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

Mallory Agency 
706-350-5465  
malloryagency.com 
The Mallory Agency is a  Property & 
Casualty independent broker that 
specializes in garage liability for 
independent dealers. We will soon 
be celebrating 110 years of client 
service. Our commercial executive, 
Brian Thompson, spent 23 years in the 
automotive retail world. He understands 
your business better than any agent 
around. With his expertise within the 
auto industry, we feel that we could 
benefit any auto dealer by partnering 
with them. 

Osal Insurance Agency 
404-378-2277 
osalinsuranceagency.com 
Home of the Low down payment “As low 
as $49 Down on Auto Insurance!

Pearl Insurance
866-679-0891
pearlinsurance.com/GIADA
Your days of juggling multiple policies 
are over. Cover your auto inventory, 
property, and liability under one policy! 
Start benefiting from our industry 
expertise. Contact us today!

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

Reeves Insurance Agency
770-949-0025
reeves-ins.com
Reeves Insurance Associates is an 
independent insurance agency and 
has been a member of the GIADA for 
18 years. We’ve gained knowledge and 
understanding of the used car dealer 
industry through our relationship with 
the GIADA and can provide the proper 
insurance coverage for used car dealers’ 
needs.

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

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

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

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

Williams and Stazzone Insurance 
Agency, Inc.
800-868-1235
wsins.com
We are garage liability specialists and 
are proud members of the GIADA. 
In business for nearly 30 years, our 
programs represent stability for your 
dealership. We have exclusive garage 
liability markets. We are also daily rental 
and leasing specialists. Our start up daily 
rental program has been helping dealers 
add daily rentals for decades. Find out 
what a specialized agency can do for you.

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

 LEGAL

Barron & Newburger PC
404-870–8077
bn-lawyers.com
Providing auto dealers in Georgia with 
legal defense, compliance advice and 
training, and general legal
counsel. (See more at www.linkedin.com/
in/bradelbein)

GIADA MEMBER BENEFITS & SERVICES GUIDE n
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Gregory Law, LLC
770-217-5524
cardealerattorneys.com
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

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

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

 ONLINE MARKETING

Carsforsale.com
866-401-9778
carsforsale.com
Carsforsale.com offers over 21,000 
automotive dealers, from single store 
dealerships to large franchise groups, a 
comprehensive product suite to manage 
their day-to-day dealership operations. 
From Carsforsale.com vehicle listings 
and dealership websites to inventory, 
lead, and data management solutions, 
we focus on providing car dealers the 
tools they need to be successful at an 
affordable rate.
BUY 1 MONTH, GET 2 FREE - This offer 
is valid for new Carsforsale.com dealers 
only.

eBay Motors 
801-809-5603 
ebay.com/motors
eBay Motors (www.ebay.com/motors), a 
part of eBay (Nasdaq: EBAY), is one of the 
world’s largest online marketplaces for 
buying and selling all things automotive 
that couples both vehicles and parts 
and accessories. eBay empowers buyers’ 
confidence through its trust & safety 
program along with a Vehicle Purchase 
Protection program in North America 
(terms and conditions apply). 
We will offer our GIADA Members the 
first month in which they have active 
listings on eBay at no charge. 

 PAINT & BODY
AP Auto Repair Shop
404-519-3560
Douglasville, GA

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

Foundation Ambulance, Inc.
678-826-2219
foundationambulance.com
We sell ambulances, but have a full-
service Paint, Body, Upholstery & 
Graphics departments available for 
general auto repairs or vehicle wraps, etc. 
10% Discount to GIADA members 

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

 PARTS & SERVICE

AAMCO Transmissions, Inc. 
770-627-5582
aamco.com 
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. 
$150 off Rebuilt Transmission - Free 
Vehicle Courtesy Check - Free A/C System 
Check - Free Brake Check 

Amerifleet Transportation
404-432-4611
amerifleet.com
Repair & Maintenance on Vehicles 
In Route; Vehicle Transportation and 
Temporary Storage of Vehicles

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

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

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

n GIADA MEMBER BENEFITS & SERVICES GUIDE
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AutoZone
866-727-5317
autozone.com
We are committed to your success. Every 
day, AutoZoners do whatever it takes to 
help you manage your shop efficiently, 
train your technicians, and maximize 
your profits. With Team AutoZone, 
you can take advantage of a wealth of 
services specifically tailored to meet 
the needs of the auto repair industry.  
AutoZone, IMC and ALLDATA work 
together for you, to deliver an integrated, 
all-in-one approach that promises to 
help you get more mileage out of your 
business plan.

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

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

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

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

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

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

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

 PRE-EMPLOYMENT 
 SCREENING SOLUTIONS

Verified First, LLC
888-868-3803
verifiedfirst.com
Verified First is the premier background 
screening company in North America. 
We have helped thousands of businesses 
validate and verify millions of pieces 
of information with our customizable 
search solutions. Let us help you hire 
with confidence. Associationmember@
verifiedfirst.com
Your association membership qualifies 
you for preferred pricing on our Industry 
Screening Packages.

 PRINTING

Lewis Color, Inc.
800-346-0371
lewiscolor.com
Printing, Promotional & Marketing Needs 
RLewis@LewisColor.com

 PROMOTIONAL & MARKETING

10 Foot Wave
770-845-5577
10footwave.com
Digital Signage
$50 off set up fee to GIADA members

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

Magnum Contact Center 
866-570-4729 
magnumcontact.com 
Along with innovative marketing and 
messaging solutions, including Voice, 
Fax, Email broadcasting and Live 
Chat, we offer Business-to-Consumer 
and Business-to-Business outbound 
marketing campaigns and lead 
generation to fit your business needs. 

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

Sea of Promoceans
770-676-6066
seaofpromoceans.com
“Offering a sea of selection, service and 
savings” - Representing Top Industry 
Leaders in the Promotional Product 
Industry. Authorized Dealer of Kaeser 
& Blair Incorporated. Contact Tricia for 
weekly & monthly specials on a variety of 
items! tricia@seaofpromoceans.com

 RECONDITIONING &  
 ACCESSORIES

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

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

Carandtruckremotes.com 
866-690-4308  
carandtruckremotes.com 
We sell remotes and smart keys to 
car business professionals at deeply 
discounted prices!

GIADA MEMBER BENEFITS & SERVICES GUIDE n
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Usedcarsupplies.com
770-448-6982
usedcarsupplies.com
__________________________________

We Buy & Sell Key Fobs
402-964-2441
webuykeyfobs.com
We sell key fobs for most year, make, 
& models of vehicles. We have OEM 
& Aftermarket brands. Our dedicated 
business reps will handle your 
transactions fast and efficiently. If you 
have old key fobs laying around, send 
them to us for cash. We are here for all of 
your key fob needs.
25% discount to GIADA members on all 
products & services listed on our website.

 RENTAL CAR BUSINESS
Associated Car Rental Systems
770-948-1731
ronwidener.com
Rent-A-Car Training & Insurance

 RENTAL CAR COMPANIES
Avis Rent A Car Systems, Inc.
770-926-9294
avis.com
Vehicle Rentals

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

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

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

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

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  
drndata.com 
DRN’s vehicle location data and analytics 
help independent auto and BHPH dealers 
to manage risk, reduce losses, and locate 
and recover assets. The industry pioneer 
in license plate recognition (LPR), DRN 
maintains the largest vehicle location 
database under strict privacy standards. 

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

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

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

 SERVICE CONTRACT 
 PROVIDERS, WARRANTY

ASC Warranty
800-442-7116
ascwarranty.com
“Helping Dealers Sell More Cars for Over 
30 Years “
Contact Dealer Services at 800.442.7116 
to receive $90 off first 12 months or 
longer Service Agreement coupon! 
(One coupon per dealership, ASC 
Finance contracts do not qualify) Expires 
12/31/17

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

GWC Warranty
1-800-482-7357
gwcwarranty.com
GWC Warranty is the automotive 
industry’s best-in-class provider of used 
vehicle service contracts. We help our 
dealers sell more cars by giving car 
shoppers the confidence to become car 
buyers. Since 1995, GWC has worked 
with our dealer partners to protect more 
than 1.5 million customers.
$25 off one service contract with a term 
of 12 months or longer. Applicable 
to new dealers only. Offer expires 
12/31/2017. No cash value. Limit one per 
contract. Discount code: GA17
__________________________________

Patriot Automotive Consulting
800-PAC-0767
patriotautomotiveconsulting.com
Patriot Automotive Consulting 
specializes in Vehicle Service Contracts, 
Portfolio Acquisitions, GAP Insurance, 
Merchant Services, Verifacto Insurance 
Monitoring, AutoSott Net DMS & much 
more! We are not looking for customers, 
we are seeking long term partnerships in 
profit. Email us at
info@patriotautomotiveconsulting.com

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

n GIADA MEMBER BENEFITS & SERVICES GUIDE
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Preferred Warranties
800-548-1121
warrantys.com
Warranties

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

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

 SOCIAL MEDIA &/OR ONLINE 
 REPUTATION MONITORING

Podium  
801-376-0677 
podium.com 
Podium helps businesses drive user-
generated content in the form of online 
reviews to increase visibility, improve 
business operations, and drive purchase 
decisions. Podium serves 50,000+ users 
across nearly 10,000 local businesses and 
is redefining the modern relationship 
between businesses and customers.

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

Trade Buddy
912-577-2511
tradebuddy.com
A social network platform for car dealers 
and wholesalers - info@tradebuddy.com

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

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

Tags & Titles, Inc.
770-552-8227
tagstitles.com
We offer a full range of tag and title 
services, including processing duplicate 
titles over the counter at the GA Dept. of 
Revenue office. All tag & title transactions 
are processed directly at the county, if an 
error is made we will have it corrected 
before the title prints. 
We would like to offer GIADA members 
10% off our service fee on all duplicate 
titles.
__________________________________

TitleTec an AutoPoint Company
877-684-4958
titletec.com
Business, Title & Registration Software

 USED CAR VALUATION

Black Book
800-554-1026
blackbookusa.com
Wholesale Vehicle Guide
GIADA members receive 1 month free 
with a paid subscription to a Black Book 
product

 VEHICLE HISTORY REPORTS
Auto Data Direct, Inc.
850-877-8804
add123.com
Vehicle Database Searches

Carfax
404-323-8584
carfax.com
Vehicle History

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

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

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

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

GIADA MEMBER BENEFITS & SERVICES GUIDE n
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MARKETING

According to Autotrader’s Car Buyer Jour-
ney study, 60% of the time spent in the 
car-buying process is online research. So 
it’s no wonder that over the past few years, 
dealers have worked hard to establish a 
positive online presence beyond just their 
website.

Today’s dealers must build trust online and 
develop a brand presence, and as a result 
it’s now standard practice for dealerships to 
be listed on websites such as DealerRater, 
Cars.com, Edmunds.com, Yelp and Google.

But in boosting online presence, don’t over-
look compliance, especially when leverag-
ing online reviews.

For instance, it can be tempting for dealers 
to use cookie-cutter, online-review vendors 
to boost positive reviews and minimize the 
negative ones. One widely used tactic is 
asking customers to leave a review while 
in the dealership on a device provided by 
the sales or finance manager, putting extra 
pressure on the customer to leave a positive 
review.

Another tactic used across all industries 
involves using contract provisions, includ-
ing online terms and conditions, to penal-
ize consumers for posting negative reviews 
or complaints. But be aware this tactic was 
ruled illegal under the Consumer Review 
Fairness Act. The CRFA protects people’s 
ability to share in any forum honest opin-
ions about a business, making it illegal for 
a company to use a contract provision that:
• Bars or restricts a person’s ability to re-

view a company’s products, services or 
conduct.

• Imposes a penalty or fee against some-
one for leaving a review.

• Takes ownership of a person’s review 
when the company’s name is mentioned, 
thereby requiring people to give up their 
intellectual-property rights of the con-
tent in the review.

The Federal Trade Commission and the 
state attorneys general have the authority 
to enforce the CRFA. Any violation will be 
treated the same as violating FTC rules on 
unfair or deceptive acts or practices, mean-
ing companies everywhere could be subject 
to financial penalties.

What do dealers need to do to ensure 
compliance?
The first step is to review contracts. Work 
with vendors to remove any provision that 
restricts people from sharing reviews and/
or penalizes them for doing so.

Beyond contract work, take a com-
mon-sense approach to consumer reviews. 
Think about personal experiences research-
ing a product or service online. It’s fairly 
obvious when looking at reviews which are 
fakes. And it’s probably hard to believe a 
product or service would have only positive 
reviews. The brands most likely trusted are 
those with a mix of positive and negative 
reviews and follow up with all reviewers to 
thank them and resolve any issues.

How can you take a similar approach? Be-
low are three simple steps:

• Rather than trying to force a positive 
review, let customers think about their 
experience so they can give an honest 
review that resonates more with custom-
ers.

• Stay active in monitoring review and so-
cial-media sites and respond to reviews 
in a timely manner.

• Thank consumers for positive reviews and 
reach out to those who posted negative re-
views to resolve questions or concerns.

When you receive a negative review, 
demonstrate a willingness to work with the 
customer and take the conversation offline. 
After a negative review is resolved, you al-
ways can ask the customer to update his or 
her initial review.

By remaining consistent and active in your 
response to all reviews, it is possible to di-
rect the conversation rather than react to it. 
This will help you achieve the goal of build-
ing consumer advocates. n
__________________________________
John Stephens is executive vice president of 
Dealer Services at EFG Companies. He can 
be reached at 972-445-8910 and jstephens@
efgusa.com

How Auto Dealers Can Build a Compliant 
Online Presence
BY JOHN STEPHENS, SENIOR VICE PRESIDENT-DEALER SERVICES, EFG COMPANIES
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Price isn’t everything to car shoppers.

So says Kerri Wise, director-dealer market-
ing at TrueCar, an online firm that provides 
comparison pricing to automotive consum-
ers.

It’s perhaps ironic she should say that, con-
sidering TrueCar’s controversial past.  

Last year, under then-new CEO Chip Perry, 
the dealership lead provider sought to re-
model itself amid lingering criticism it pit-
ted dealer against dealer, caused excessive 
discounting, cut into dealer margins and 
encouraged dealers and consumers alike to 
fixate on price, price, price.

But there’s more to it than that, says Wise, 
whose reformed firm has taken steps to 
prevent dealership price wars.

Yes, car shoppers want a “fair” price, she 
says. “But it’s not just the price point. It’s 
also about the customer experience.” Deal-
ers who deliver the goods there stand out, 
according to a recent comparative analy-

sis TrueCar did on dealer operations. The 
study focused on dealers who embrace 
price transparency while enjoying the high-
est close rates in their markets.

Wise cites some of the things top performer 
do well. Among them:
• Streamline the buying process.
• Understand and address consumer pain 

points in the car-buying process.
• Show value as part of a pricing strategy.
• Connect online-offline dots for customers.  
• Above-average dealers also adeptly field 

Internet lead inquiries. They respond 
two-and-a-half times faster. Half of the 
sales went to salespeople who responded 
first.

“But it is not just about speed, it’s also about 
the quality of the response,” Wise says at a 
recent DrivingSales conference.

A dealership effectively using technology 
that tracks website visitors’ areas of inter-
est “has information concerning what the 
consumer has done and acknowledges that 
person’s online journey,” she says.

Customers can get miffed if they feel they’re 
starting over at the dealership after doing a 
lot of online research and shopping.   

On a lower-tech level, a salesperson can 
learn a lot – from vehicle interest to po-
tential trade-in information – just by thor-
oughly reading what a shopper might say in 
a lead submission or query.

“The top dealers personalize their respons-
es,” she says. “Automated emails are great 
at stopping the clock,” but a human reply 
should follow shortly thereafter.

About 75% of top dealers in the study will-
ingly give price quotes over the phone. 
Their transaction prices averaged 93.6% of 
MSRP. The nearly matched the 93.7% for 
average dealers.

To Wise, it debunks a myth claiming 
top-volume dealers deeply discount. 
“Instead, their pricing is in line with the 
market.” n

Money Isn’t Everything at Car Dealerships
BY STEVE FINLAY, WARDSAUTO
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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 MAY 31, 2017.

COUPON:
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RECALLS

A Hicksville company is among 104 New 
York auto dealerships that reached a settle-
ment with Attorney General Eric T. Schnei-
derman on Friday for failing to disclose 
when vehicles were under recall for danger-
ous, unrepaired safety issues.

The recalls were for reasons such as unin-
tended acceleration, airbag problems, vehi-
cle fires, steering, brake loss and more.

This settlement requires LA Auto, located 
at 506 W Old Country Road, to pay a fine 
and adhere to a set a guidelines that would 
properly notify prospective buyers and car 
owners of any safety recalls.

“The safety recalls we uncovered were seri-
ous — and potentially deadly," Schneider-
man said in a press release. “Consumers de-
serve to know of any unresolved safety issues 
before buying a car for themselves or their 
family."

According to the AG, an investigation re-
vealed that many prospective car buyers typ-
ically assume that the dealer would disclose 
any known safety issues. However, the AG 
says that is often not the reality of car buying 
in New York.

Car dealers who sell used cars from unrelat-
ed automakers are required by Federal Law 
to have a manufacturer authorized repair 
person at their location or transport the ve-
hicle to a dealer related to the vehicle’s maker 
to have the recall work completed.

According to Amy Spitalnick, press secre-
tary for the New York State Office of the At-
torney General, there is no law in New York 
State that prohibits the sale of these sorts of 
vehicles. These settlements simply add a lay-
er of disclosure that did not previously exist.

“Attorney General Schneiderman supports 
legislative efforts to change New York state 
law so that no dealer can sell an unrepaired 
vehicle," Spitalnick said in a statement. "But 
until the law is changed, the new disclosure 
requirements reached through today’s set-
tlements ensure that every consumer will at 
least be informed of these issues before buy-
ing. And requiring dealers to disclose these 
issues to consumers incentives them to fix 
them on the front end, before the cars are up 
for sale. That is an important step forward."

As part of the settlements, the AG says the 
104 auto dealers are required to follow the 
below set of guidelines in order to notify 
consumers that their vehicles may have un-
repaired recalls:

• Dealers that advertise used vehicles on-
line must include information that en-
ables consumers to check the recall status 
of advertised vehicles; that information 
includes the SaferCar.gov website operat-
ed by NHTSA.

• Dealers who advertise in print or other 
media must also disclose in the advertise-
ment that the vehicle is subject to a safety 
recall.

• Dealers must place a decal notice in the 
window of used cars that include infor-
mation that allows consumers to check 

the recall status of the vehicles, including 
the SaferCar.gov website and mobile ap-
plication operated by NHTSA.

• Two days prior to any sale, dealers must 
provide consumers with a copy of the 
NHTSA recall status report for a vehicle 
with an un-repaired safety recall, and ob-
tain a written acknowledgment from the 
consumer.

• Dealers must send notices to customers 
who have purchased vehicles with un-re-
paired safety recalls that are still un-re-
paired, from January 2016 to present. 
Manufacturers’ franchise dealers must 
also cover up to five days of a loaner car 
for consumers if their vehicle requires re-
pairs that will take longer than one day.

• Each auto dealer will also pay a fine of 
$1,000 to New York State.

The Attorney General’s office investigation 
is ongoing.

Consumers who purchased vehicles after Jan-
uary 1, 2016 who believe they have possibly 
unrepaired safety recalls should contact the 
Attorney General’s office at 800-771-7755.

Consumers can check the recall status of 
your vehicle by entering its Vehicle Identifi-
cation Number (VIN) on the NHTSA web-
site, nhtsa.gov/recalls. n

Hicksville Car Dealership Knowingly Sold 
Unsafe Vehicles: AG Settlement

This dealership failed to disclose when vehicles were under recall for 
dangerous safety issues, the New York Attorney General says.

BY PAIGE MCATEE, PATCH STAFF



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

ETR will be 

MANDATORY 
by the state after 

JAN. 1, 2018
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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. It is 
intended as informational and educational; 
always check with your attorney when ap-
plying general principles to specific facts.

Often when you sell or lease a vehicle part 
of the transactional requirements is to at-
tach a security interest. Let’s start by exam-
ining the difference between a “security in-
terest” and a “lien”. The terms are often used 
synonymously, but a security interest is an 
interest in a vehicle created by agreement 
or contract to secure the payment, such as 
a conditional sales contract or a bill of sale 
to secure debt. A lien on the other hand 
is created by operation of law and not by 
contract or agreement, such as a mechanic’s 
lien, tax lien or judgement lien. There are 
different processes available to perfect each 
type of interest; our focus in this article will 
be the security interest.

When selling a vehicle subject to a security 
interest, whether your own or a third par-
ty’s, it is critical to timely record and perfect 
that interest. As you know, you are already 
required to submit a properly completed 
certificate of title application and support-
ing documents to the commissioner or au-
thorized county tag agent within 30 days 
from the date of transfer of the vehicle per 
O.C.G.A. § 40-3-33(c). Late filing or failure 
to resubmit rejected documents within 60 
days of rejection results in fines, while will-
ful failure to obtain a certificate of title for a 
purchaser “shall be grounds for suspension 
or revocation of the dealer’s state issued li-
cense and registration for the sale of motor 
vehicles.” 

While this should be incentive enough to 
file the documents in a timely manner, the 
perfection of the security interest at the 
same time will protect you or any other 

security interest holder against subsequent 
creditors of the owner. Failure to perfect the 
interest does not affect the creation of the 
security interest, which remains a matter 
of contract between the owner and interest 
holder, but it can affect both the effective 
date of the interest and the priority of the 
interest.

According to O.C.G.A. § 40-3-50 (b)(1)(B)
(2) “(t)he security interest is perfected as of 
the time of its creation if the initial delivery 
or notice to the commissioner or local tag 
agent is completed within 30 days thereaf-
ter…; otherwise, as of the date of the deliv-
ery to the commissioner or local tag agent.” 
For example, you sell the vehicle on January 
1st but submit the title application on Feb-
ruary 15th.  First by filing late you violated 
§ 40-3-33(c) and will have to pay a penalty, 
but perhaps more importantly the security 
interest is perfected as of February 15th, 
NOT January 1st.  What happened within 
that 45 day period could be important.
If the owner incurred any other liens 
against the vehicle within that timeframe, 
such as a mechanic’s lien, it will now take 
priority over the security interest you or 
your lender have. Even more concerning 
would be an instance where the owner filed 

for bankruptcy during that period, in which 
case you or another security interest holder 
could be relegated to the status of an unse-
cured creditor. The bankruptcy code under 
11 U.S.C. § 544 gives the trustee “strong-
arm” powers to avoid an unperfected lien, 
leaving a creditor’s claim unsecured.

If the security interest is not your own but 
a third party’s, failure to perfect in a timely 
manner could leave you liable to the third 
party for not protecting their interest, the 
interest that you are most likely obligated 
by contract to timely perfect. This duty to 
protect will usually be part of your vendor 
agreement, but even if it isn’t or you don’t 
have a formal agreement you could be 
left exposed to a claim of negligence be-
cause you owed a duty to the creditor and 
breached that duty, resulting in damages to 
the creditor. Always read the agreements 
you have with third parties or better yet, 
have them reviewed by your attorney. Why 
risk it?

Electronic Liens and Title (ELT)
Electronic Liens and Title (ELT) is an easy 
and likely required method for ensuring 
that liens are properly perfected. The timely 
Coninued on page 36

LEGAL RESOURCES

The Importance of Perfecting Your  
Security Interest
J. ERIC GREGORY, ATTORNEY
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welcome to

GIADA Legal Resources
Powered by Gregory Law, LLC
Legal expertise from a business perspective.

GIADA LEGAL
R E S O U R C E S

Gregory Law understands all of the operational 
concerns car dealers have from startup to all of the roles 
required to operate the various profit centers day in and 
day out because we were dealers first. 

• Part-Time, In House Counsel.  The best way to 
mitigate risk is to seek guidance and direction early 
before issues arise

• All Dealership Counsel.  Sale transactions, 
acquisitions, defense and plaintiff representation, 
contracts and negotiations

• Dealership Consulting and Compliance 
Management.  Consulting services to mitigate risk, 
maximize shareholder return and aid closely held 
entities.  

LAW
GREGORY

, LLC.

Call 404-483-1212 
Or visit cardealerattorneys.com
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Continued from page 34
part is up to you but this tool can help. ETR 
(Electronic Titling and Registration) to-
gether with ELT can help streamline the en-
tire process for you. ELT enables the Georgia 
Department of Revenue (DOR) and autho-
rized lienholders to exchange essential ve-
hicle, lien and title information. Once the 
lien has been satisfied, the lienholder sends 
DOR an electronic lien release message. 
DOR will then release the title to the own-
er, purchaser, dealer or financial institution. 
DOR Rule 560-10-12-.03(3)(c) provides 
that “any individual or entity that records 5 
or more security interests or liens on Geor-
gia certificates of title…shall be required to 
utilize the Electronic Lien and Title pro-
gram…” Is this your dealership? If you are 
not already on ELT (and ETR for registra-
tion), contact GIADA’s endorsed provider, 
TitleTec (http://www.titletec.com/territo-
ry/georgia/#181) and get signed up today.

What about Non-Title Vehicles?
While possibly a rare exception, occasion-
ally a vehicle not requiring a title under 
O.C.G.A. § 40-3-4 will flow through your 
dealership; this could include pre 1986 
model year vehicles and antique or collect-
ible vehicles for which financing is avail-
able through specialty vendors. If you need 
to record a security interest on a non-title 
vehicle you will likely want to use the same 
process for perfecting the security interest 
as for cars requiring a title. O.G.G.A. § 40-
3-4(14)(C)(i) provides for this: “ A security 
interest against a vehicle which is subject 
to the exclusion provided for in subpara-
graph (A)…may be perfected in the same 
manner as such security interests and liens 
are perfected on vehicles required by this 
chapter to have certificates of title.”  Several 
Georgia cases have determined that this is 
the ONLY way to perfect a security interest 
in a motor vehicle, see General Fin. Corp. 

v. Hester, 141 Ga. App. 28, 232 S.E.2d 375 
(1977); Freeman v. Bentley, 205 Ga. App. 
409, 422 S.E.2d 435 (1992). Additionally, 
the DOR website suggests filing a UCC-1 
form to perfect the security interest; the 
UCC-1 filing may suffice in the case of a 
bankruptcy proceeding (if the customer 
still has the vehicle), but does not suffice 
to put the “world” on notice of the interest, 
especially the dealer world. You probably 
check GRATIS for the lien status of a vehi-
cle; a UCC-1 will not show up here. Be safe 
instead of sorry and always record security 
interests through the titling system and al-
ways within 30 days.

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

LEGAL RESOURCES
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The Only Conference Exclusively for Buy Here, Pay Here Dealers!

ONLY $209 PER NIGHT - NO RESORT FEES!

Stay at the Luxurious

RESERVATIONS: (888) 320-9966 - USE GROUP CODE “6BUY0517”

Suite Upgrades Available

To register or for more information,
visit www.bhphinfo.com or call 832-767-4759

NINETEENTH ANNUAL BUY HERE PAY HERE

MAY 23-25, 2017 LAS VEGASWYNN | ENCORE RESORT & CASINO

LOWEST CONFERENCE RATES AVAILABLE!

*Discounts may not be used in combination with other special offers. Cancellations must be made in writing and are subject to a processing fee.
Hotel accommodations are not included in conference registration and are subject to availability.

2017 NABD
UP TO

YOU SAVE
UP TO

YOUR COST
ONLY

BRING ALL YOUR
KEY EMPLOYEES!

1 to 2 People from Dealership.......$795        ..$420       .. $375

3 to 4 People from Dealership / Company..................$1485 FOR THE
GROUP

PER
PERSON

PER
PERSON

PER
PERSON

SPECIAL DISCOUNT FOR CLIENTS OF
Georgia Independent

Automobile Dealers Association
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The CARLAWYER©

BY THOMAS B. HUDSON AND NICOLE FRUSH MUNRO

COMPLIANCE TIPS

Here’s our monthly report of le-
gal developments in the auto sales, 
finance and lease world. This month, 
we feature developments from the 
Consumer Financial Protection Bu-
reau, the Federal Trade Commission, 
the Justice Department and two state 
attorneys general, as well as our “Case 
of the Month.” Remember – we aren’t 
reporting every recent legal develop-
ment, only those we think might be 
particularly important or interesting. 

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

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

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

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

Dealers should pay particular attention to 
the discussion of Santander’s settlements 
with the attorneys general of Delaware 
and Massachusetts. The settlements re-
quire Santander to modify its retail in-
stallment sale contract purchasing prac-
tices and procedures in ways that are 
intended to reduce various sorts of dealer 
misbehavior. If your dealership engages 
in any of the dealer practices described 
in the settlement, you can expect to face 
a more stringent buying experience from 
Santander, and, because this development 
will have gotten the attention of other fi-
nance companies and banks, other con-
tract buyers, as well. 

Federal Developments

FTC Slams Dealerships. On March 14, 
the FTC announced that nine Los Ange-
les-based auto dealerships, their holding 
and management companies, and two 
individual owners have agreed to pay 
more than $3.6 million to consumers to 
settle charges that they used deceptive 
and unfair sales and financing practices, 
deceptive advertising, and deceptive on-
line reviews. The FTC alleged that Sage 
Auto used "yo-yo" financing tactics (i.e., 
using deception or other unlawful pres-
sure tactics to coerce consumers who 
had signed contracts and driven off the 
lot into accepting different deals) and 
packed extra and unauthorized charges 
for add-ons or aftermarket products and 
services into the deals. The FTC's com-
plaint also alleged that Sage Auto used 
phony online reviews to tout their deal-
erships and discredit negative reviews 
from consumers about the company's ad-
vertising, sales, and financing practices. 
The proposed settlement order prohibits 
the dealerships and owners from making 
misrepresentations related to their adver-
tising, add-on products, financing, and 
endorsements or testimonials. The pro-
posed order will also bar the defendants 

from engaging in other unlawful conduct 
when a sale is cancelled, such as failing to 
return any down payment or trade-in or 
seeking legal action, arrest, repossession, 
or debt collection unless the action is 
lawful and the defendants intend to take 
such action. Finally, the proposed order 
prohibits the defendants from violating 
the Truth in Lending Act and Regulation 
Z, as well as the Consumer Leasing Act 
and Regulation M.

Debt Collectors Take Note. On March 
21, the CFPB released a report summa-
rizing its activities administering and 
enforcing the Fair Debt Collection Prac-
tices Act over the past year. The report 
provides a background of the debt col-
lection market; summarizes the Bureau’s 
supervisory activities in the debt collec-
tion market; describes the CFPB’s and 
the FTC’s enforcement actions; describes 
amicus briefs filed in FDCPA cases; dis-
cusses the CFPB’s and the FTC’s consum-
er education and outreach initiatives; and 
discusses the CFPB’s rulemaking activ-
ities and the FTC’s policy and research 
initiatives.

About Face! Forward March! Last fall, 
in PHH Corporation v. CFPB, a panel 
of judges for the U.S. Court of Appeals 
for the D.C. Circuit held that the CFPB’s 
structure is unconstitutional, in that the 
President may remove the agency head 
only for cause. In November, just after 
the election, the CFPB asked the D.C. 
Circuit for en banc rehearing in the case. 
This action was supported by the Justice 
Department in an amicus brief. The D.C. 
Circuit granted the petition, vacating the 
panel decision. Just to prove that it would 
be tough for things to get any stranger in 
Washington, the Department of Justice 
then reversed course. It is no longer on 
the CFPB’s side, as evidenced by a new-
ly-filed amicus brief defending the origi-
nal panel decision. According to the new 
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brief, the CFPB’s structure, as drafted 
by Congress, is unconstitutional and the 
President must have the authority to re-
move the head of the agency, even if sole-
ly due to a policy disagreement.

Santander Settles Massachusetts and 
Delaware Charges. The attorneys gener-
al for Massachusetts and Delaware have 
settled charges against Santander Con-
sumer USA Holdings Inc. arising from 
the company's subprime auto financing 
operations. The AGs had alleged that 
Santander funded auto loans (both AGs 
used the term "loans" to refer to what 
were undoubtedly retail installment con-
tracts) without having a reasonable basis 
to believe that the borrowers could afford 
them and knew that the reported incomes 
used to support credit applications sub-
mitted to the company by car dealers were 
incorrect and often inflated. The Massa-
chusetts AG's Office found that Santand-
er's own internal audit concluded that the 

company's oversight of auto dealer con-
duct when making subprime loans was 
inadequate. Despite identifying a group 
of dealers that had extremely high default 
and delinquency rates and other prob-
lems, the company continued to fund 
loans through these dealers. Santander 
also allegedly identified a group of deal-
ers it called the "fraud dealers," but con-
tinued to fund loans through them.

The Delaware settlement requires busi-
ness reforms by Santander, including 
procedures to screen loans originated 
by Delaware dealers to ensure that they 
comply with Delaware law and meet 
minimum documentation requirements. 
Santander also agreed to prospectively 
identify and repurchase subprime loans 
sold to third parties that it later deter-
mines do not comply with Delaware law.

The Massachusetts settlement requires 
$16 million in payments to more than 

2,000 consumers and a $5 million pay-
ment to the state. The Delaware settle-
ment requires Santander to pay $2.875 
million into a trust to benefit hundreds of 
harmed Delaware consumers. Santander 
will also pay just over $1 million to the 
Delaware Consumer Protection Fund.

Under the terms of the settlements, 
Santander neither admitted nor denied 
either state's allegations.

Case of the Month

Difference Between Advertised Price 
of Car and Price in RISC Was Hidden 
Finance Charge: A buyer bought a car 
from a dealership after seeing it adver-
tised for $9,970. The cash sale price of the 
car in the retail installment sale contract 
the buyer signed was $17,775. The buy-
er sued the dealership for violating the 
Truth in Lending Act, as well as New York 
Continued on page 40

we are. counselorlibrary.com
877-464-8326



40  |  GIADA Independent Auto Dealer MAY 2017

Continued from page 39

law prohibiting deceptive acts or practic-
es and false advertising, alleging that the 
increased sale price in the contract in-
cluded a hidden finance charge. The buy-
er moved for a default judgment after the 
dealership failed to respond, and the fed-
eral trial court granted the motion. The 
court found that the dealership charged 
a higher sale price for a credit buyer than 
a cash buyer. The court noted that differ-
ence in price paid by a cash buyer and a 
credit buyer may be attributable only to 
the negotiating skills of the buyer. How-
ever, for purposes of default judgment, 
the court was required to accept the buy-
er's allegation that the additional cost 
was a hidden finance charge that violated 
TILA. The court also found that the deal-
ership violated New York law by failing 
to accurately disclose the finance charge 
under TILA. Joseph v. Excellence Auto 
Trade LLC, 2017 U.S. Dist. LEXIS 20243 
(E.D.N.Y. February 10, 2017). 

So there’s this month’s roundup! Stay le-
gal, and we’ll see you next month. n
_________________________________

Tom (thudson@hudco.com) is Of Coun-
sel and Nikki (nmunro@hudco.com) is a 
partner in the law firm of Hudson Cook, 
LLP. Tom has written several books and is 
the publisher of Spot Delivery®, a month-
ly legal newsletter for auto dealers. He is 
Editor in Chief of CARLAW®, a month-
ly report of legal developments for the 
auto finance and leasing industry. Nikki 
is a contributing author to the F&I Legal 
Desk Book and frequently writes for Spot 
Delivery. For information, visit www.
counselorlibrary.com. © CounselorLi-
brary.com 2017, all rights reserved. Sin-
gle publication rights only, to the Associ-
ation. (4/17). HC# 4818-8650-7334
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Atlanta Motor Sales
BY SUNNY VALIANI, ATLANTA MOTOR SALES

As a family owned and operated business that has been open since 2005, Atlanta Motor 
Sales focuses on providing value and personalized service to its customers. By utilizing our 
experience and reliable buyers, we’re able to provide our customers with the best possible 
car at the best possible price. We strive to make our customers’ buying experiences a non-
stress event by offering CarFax Certified Vehicles. We purchase our vehicles from a wide 
range of sources. Each vehicle sold by Atlanta Motor Sales goes through an inspection by 
one of our highly trained technicians to ensure safety and quality. We specialize in quality, 
high end vehicles with the best MSRP in the state of Georgia. We offer our vehicles at ex-
ceptionally competitive prices and maintain an industry standard. 

We offer guaranteed approval from various top lending companies all over the United 
States. With 6 employees, our operating model allows us to interact with the customer 
directly during all points of buying, selling, trading and finance processes. By doing this, 
we’ve achieved superior customer service reviews and an A+ rating by the Better Business 
Bureau. Our number one priority is customer satisfaction and practicing good faith sales 
as well as honesty and integrity. n

Are you a GIADA member that has a dealer testimony or 
story you’d like to share with other Georgia dealers? Contact 
us! Our publications team would love to share content pro-
vided by dealers, for dealers!

COMPLIANCE TIPS
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Some bad numbers in February created 
a mild panic about wholesale values, but 
result since then show the major drop 
might have been a fluke.

However, the downward trend remains 
unstoppable as off-lease volumes pour 
into the lanes.

The Manheim Used Vehicle Value Index 
came in essentially flat in March, but 
chief economist Tom Webb said prices 
rose in the first 15 days of April.

Other measures that showed that big fall 
off in February improved in March.

The NADA Used Vehicle’s measure of 
values dropped 1.4 percent in February, a 
month prices usually improve.

However, the NADA Index rose 1.6 per-
cent in March.

David von Paris, senior automotive ana-
lyst for J.D. Power Valuation Services said 
that “wasn’t quite as big as originally an-
ticipated.”  However, “it was directionally 
right in line with the period’s 2.3 percent 
average over the previous three years.”

Tax refunds drove these swings.

Paris said the number of tax refunds is-
sued improved significantly in March. 
However per the IRS, the total number 
issued through March 24 was still 3.4 per-
cent lower than during the same period in 
2016. While the total number of refunds 
was still down for the year, the amount 
issued improved by 7.6 percentage points 

compared to what was reported through 
February 24.

Anil Goyal, senior vice president at Black 
Book, said the delay in refunds was made 
worse because many creditors were tight-
ening at the same time.
Tom Kontos, chief economist for KAR 
Auction Services Inc., also saw prices in 
March.

According to ADESA Analytical Services’ 
monthly analysis of Wholesale Used 
Vehicle Prices by Vehicle Model Class, 
wholesale used vehicle prices in March 
averaged $10,904, up 2 percent compared 
to February and up 1 percent relative to 
March 2016.  All but one model class seg-

ment (compact pickups) showed month-
over-month increases. 

However, Kontos said the downward 
pressure remains too strong to keep pric-
es from declining.

“It’s best to brace for more softening,” he 
said.

Still, the industry has held up fairly well, 
Webb said.

“Although used vehicle values have de-
clined in five of the last six months, it has 
not been the collapse that many analysts 
have warned of for more than a year due to 
increasing wholesale supplies,” he said. n

Wholesale Prices Recover, But Pressure 
Remains
BY TED CRAIG, USED CAR NEWS

MARKET HIGHLIGHTS
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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

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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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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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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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 
promotions and of course your 

company success stories! This is a
fantastic way to increase brand aware-
ness and credibility for your company 

within a highly targeted market of inde-
pendent auto dealers.

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

material for consideration. 
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704-882-7100 ext. 7509Acemotoracceptance.com

Cash flow is the lifeblood of a 
BHPH dealership. During tax 
season, the increase in sales 
puts a large strain on available 
cash. Often dealers turn to selling 
receivables to replenish cash 
reserves. This short term fix 
results in the loss of the dealer’s 
best customers and a degradation 
of the portfolio. AMAC’s BHPH 
In A Box™ program can help 
dealers raise cash without losing 
customer relationships and enable 
the dealer to grow their portfolio.

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:

Retain Customers While 
Increasing Cash Flow

Tip MonthOF
THE
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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

30

IT’S EASY WITH

TAYLORSVILLE, IN

CENTER

SEAFORD & MILFORD
Over 100 Family-Friendly Years Serving Delmarva Since 1908
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D
RICHMOND, KY(888) 555-0101

Come to The Best‘Best Wash in Town’

Forget The Rest

Soft Touch
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BOOST
your business!

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

giada.org/dealersupplies
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ON SALE 
NOW!
GIADA now offers

Custom Dealer Tags
and Business Cards!

giada.org/dealersupplies
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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

ETR will be 

MANDATORY 
by the state after 

JAN. 1, 2018
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NEW & RENEWED
MEMBERS

MARCH 2017

Thank you for your support of the association!
A & L Auto Sales
A & M Motorsports Inc.
A 1 Auto Broker Lt. Co.
Affordable Detailing and 

Automotive LLC
AJ's Auto Inc.
Altamaha Motors, LLC
Always Affordable Auto's LLC
AMA Auto Group LLC
American Auctioneers LLC
American Liberty Motors LLC
Amor Auto Sales Inc.
Anchor Sales Inc.
Appalachian Auto Brokers
Asset To Cash Auction 

Company LTD LLC
Atlanta Shine Autos LLC
Auto 4 Sale LLC
Auto Connection of Georgia
Autobank Floorplan LLC
AutoDeals
Autoland USA Inc.
Automotive Capital Resources
Autos 2 Go LLC
Autos Anytime LLC
AutoTrader
Autry Auto Sales, Inc.
B & B Auto Sales
Beats Walkin Auto
Bill Hicks Motors, Inc.
Brandt Auto Brokers
Bryant Auto Sales
C & A Walden Autobrokers
C Brown Trucking Company
Capital Auto Sales
Capital Motors LLC
Cherokee Truck Equipment 

LLC
Chix Inc.
City Cars K
Cleveland Enterprise
Cobb Luxury Cars, Inc.

Coleman's Salvage & Used Car 
Sales, Inc.

D Imports Auto LLC
Dago's Auto Sales LLC
Dean's Auto Works & 

Restoration, LLC
Dominion Autos LLC
E & W Cars, LLC
Easy Star Finance LLC
Ebenezer Motor Group
Edwards Used Cars Inc.
Elite Global Trading LLC
Fast Pay Auto Cooperation
Five Points Auto Sales of Stone 

Mountain LLC
Five Star Motorsports
Force Motor Co.
Galaxie Motors
Genao Auto Sales
Genesis Auto Broker
Georgia Car Finders LLC
German Auto World LLC
Get U Riden
Global Motors VIP
Graham Auto Sales, Inc.
Grand Auto Center
Gravity Autos Sandy Springs
Guerrier Automotives, LLC
H & W Auto And Services LLC
H J Auto Body
Hegwood Island Auto Sales
Hobson Automotive GA LLC
Hunt Motors, LLC
ITC Sales LLC
J & J Auto Service
J J Motors Inc.
J Martin Auto Brokers LLC
JB & L Auto Sales Inc.
Johnson Automotive Group 

Inc.
Jolomi Enterprise
Kam's Auto Sales

KarKing Auto Sales
Karsmart, Inc.
Kin Auto LLC
Kindom Auto Deal LLC
King Motorsports, Inc.
Kingdom Autos Brokerage & 

Sales
Kiwi Auto Sales LLC
Latin American Auto Salvage 

Inc.
Lee Wright Auto LLC
Liberty Motors
Lovers Lane Auto Sales LLC
Max Motorsports LLC
Maxie Price RV
MDL Auto LLC
Meadowbrook Leasing, LLC
Midway Auto Brokers LLC
Mike's Golf Carts
Mobility Express Enterprises
Moore Automotive Group
Moore's Enterprises
Motor Max LLC
Motor Vehicle Sales of 

Carnesville
Mountain Motors
Msinco's Auto Broker LLC
Multiage LLC
Murphy Auto Sales
Newington Auto Sales
North GA Motorsports
North Walton Auto LLC
Omar's Auto Sales, LLC
Osal Insurance Agency
P Auto Sales LLC
Parkway Motors
Pierce County Auto
Power Play Auto Brokers
PrimaLend Capital
ProGuard Warranty
R W Sales
R.P.C. Auto Group, LLC

Ready Rides Auto Auction
Regency Auto Sales
Ride Now Auto Sales
Right Choice Automotive
Rite Brokers Auto Sales LLC
Roeland Motors
Roger's Used Cars
Ruff and Wright Autobrokers 

LLC
Russum Auto Sales
Sandra Chitwood Gresham - 

Retired
Second Chance Detail, LLC
Select Automotive Dealer 

Services
Select Luxury Cars
Shifa Motors LLC
Smart Cars, Inc.
Solomar Motors Inc.
Southern Auto Imports, LLC
Southern Auto Solutions
Southern Moss Autos
Southwell Auto Sales LLC
T&M Affordable Auto
Tax Mobile
Taylor Auction
Taylor Truck & Equipment, 

Inc.
The Motorcar Collection
Tire Mart LLC
Tre Autos LLC
Trebor Auto Sales LLC
Trend Auto Broker Inc.
VEMO Auto Actions, LLC
Venture Auto Broker
W & J Autos LLC
Waze Automotive LLC
WBRD Autobrokers, LLC
Woodard's Automotive
WSN Sales Inc.
XMen Auto Sales

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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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

Mark Parker
DEALER

CONSULTANT
mark@giada.org

Donny Carroll
MEMBERSHIP 

COORDINATOR
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

Sharon Naturale
DEALER 

CONSULTANT/ 
TITLES & IMAGING 

ASSISTANT
sharon@giada.org
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Like many small business owners, used-car 
dealers feel they can’t take a vacation.

But they should change that thinking.

Two-thirds of small business owners think 
taking a personal vacation benefits their 
business, including improved focus, cre-
ativity and motivation, according to a sur-
vey by Marriott Rewards Premier Business 
Credit Card. Despite knowing the impor-
tance and benefits of completely unplug-
ging from work, only 25 percent of small 
business owners are able to do so, and 
nearly three-quarters worry about the work 
and responsibilities they are missing during 
their time off.

“While small business owners enjoy mak-
ing their own schedule and being their own 
boss, they often miss out on perks such as 
guaranteed paid time off,” said Vibhat Nair, 
general manager of Chase Card Services.

Some dealers do manage to take time off to 
visit far off destinations such as Spain and 
Italy. But those are more of the exception.

While there are some real reasons why deal-
ers can’t take time off, many times it comes 
down to a concern that the store can’t run 
without them. That’s a problem that’s often 
just in their heads, said Joe Lescota, direc-
tor of dealer development for the National 
Independent Automobile Dealers Associa-
tion.

“If a dealer says he can’t go on vacation, 
then I question that dealer’s ability to lead,” 
Lescota said.

Lescota said the real test of any business is 
how well it runs when the boss is absent.

Brent Carmichael, a Twenty Group moder-
ator with NCM Associates Inc., said all of 
his members take some time off.

“I don’t know anybody who will take two 
weeks of vacation,” Carmichael said. “But I 
don’t know anybody who doesn’t take some 
time off.”

In addition, more and more dealerships are 
requiring that their staffs take time off to 
avoid burn out.

Most take their vacations in June or July, 
since those are slower months for car sales.

About a quarter of Carmichael’s members 
use their summer Twenty Group meeting 
for a vacation.

That’s why these events take place in locales 
such as Jackson Hole, Wyo., and Key West, 
Fla., rather than an airport hotel like the 
winter meetings.

That’s a fairly common practice. The Mar-
riott Rewards study found 85 percent of 
small business owners intentionally carve 
out time for personal activities during a 
business trip.

Luke Godwin, owner of Godwin Motors 
in Columbia, S.C., is planning a trip to the 
wine country when he visits Freeman Mo-
tors in Oregon this summer with his Twen-
ty Group.

Anthony Underwood, the owner of Antho-
ny Underwood Automotive in Bessemer, 
Ala.,  and former NIADA president, said 
he liked to combine travel with his greatest 
interest – the car business.

“I’d take advantage of the (NIADA) conven-
tion and make it a vacation,” Underwood 
said.

This allows dealers to feel productive while 
giving them and their families some needed 
time away from the routine.

That’s part of the reason these events often 
take place at high-end locations.

For example, this year’s National Alliance 
of Buy-Here, Pay-Here Dealers conference 
takes place May 23-25 at the Wynn/Encore 
in Las Vegas.

Encore was recently renovated and won 
the Travelers Magazine award as one of the 
finest hotels in Las Vegas. All the Encore 
rooms are suites.

The NIADA convention also takes place in 
Las Vegas, June 12-15 at the Mirage.

So dealers can spend time learning how to 
better run their businesses during the day 
while their families play with dolphins and 
then enjoy a nice meal in the evening.

NABD offers an early registration discount 
through April 21. For NIADA, the discount 
runs through May 11.

It might not be everybody’s idea of an ideal va-
cation, but hundreds of dealers will take it. n

LIFESTYLE

Many Dealers Mix 
Work With Play to 
Get Away
BY TED CRAIG, USED CAR NEWS
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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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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 Wednesdays 9:30am ET, call for dates
» DIGITAL LANE SALE EVENTS - Thursdays 10:00am ET
» DIGITAL BLOCK HIGHLINE SALE - Monthly on Wednesday 10:00 am ET, Call for Dates
» PORSCHE CLOSED SALE - Monthly on Tuesdays 2:00pm ET, Call for Dates

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 Tuesdays at 12:00pm ET
» FORD FACTORY SALE (Closed) - Biweekly on Mondays at 10:00am ET
» 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

» FLEET LEASE | CONSIGNMENT SALE - Wednesdays at 12:30pm ET
» TRA | SALVAGE | RENTAL - Thursdays at 12:30pm ET
» SPECIALTY Sale - featuring RVs, Boats, & Powersports - Every 2nd Wednesday at 11am ET
» HEAVY TRUCK | EQUIPMENT - Every 3rd Wednesday at 11am ET
» NOW AN ENHANCED LOCATION

MANHEIM METRO ATLANTA
2244 Metropolitan Pkwy SW 
Atlanta, GA 30315 
Phone:  404.464.4567



NextGear Capital gives me the analytics to help me run my business without worrying about money. Sometimes you  
forget it’s a floor plan company because they’re a capital source that understands the car business. NextGear Capital  
is reliable, helpful, and makes it simple and easy to do business.

Smart. Simple. Fast. | Learn how Chris gets MORE at nextgearcapital.com

M RE
CUSTOMIZED OPTIONS
TO HELP ME BECOME A
MASTER OF TURN TIME*

CHRIS HAUS  |  HAUS AUTO GROUP  |  CANFIELD, OH

10
TURNS

PER YEAR

*This testimonial was received via interview, audio and/or video submission. This testimonial is based on this dealer’s individual experiences, reflecting real life experiences 
of a NextGear Capital dealer. NextGear Capital does not claim they are typical results that dealers generally will achieve. This dealer’s experiences may not be indicative of 
future performance or success of any other dealers. Some of the testimonial has been shortened so the whole message is not displayed due to length and/or relevance. 

Georgia Independent 
Automobile Dealers Association
6903 Oak Ridge Commerce Way SW
Austell, GA 30168
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