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A Call for Involvement
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Billy Graham
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Calling all members and nonmembers: we are looking for 
a few good men and women! We need progressive thinking 
individuals to help guide our association into the future. 
The GIADA board has a big voice in the state of Georgia, as 
well as nationally. Although we cannot control legislation, 
we certainly help shape it via advocacy with our legisla-
tors! Please accept my personal invitation to attend our 
next board meeting, January 8th through the 10th at Stone 
Mountain Park, and find out for yourself what impact you 
can have on our industry. Remember, there are special 
room rates available for our meeting. If you would like to 
know what our association does for you – get involved! We 
would love to have you.

We just finished a very successful fall board meeting, and 
where we heard some great new ideas. Although we do 
have the biggest and arguably the best association in the 

country, there is plenty of potential for growth. But believe me when I tell you we cannot 
do it without you. 

When you join GIADA, you automatically become a member of NIADA. NIADA has a 
strong presence in Washington DC and, as a member of their board, I’ll be attending a 
NIADA leadership conference in DC end of October. Our senators and legislators in the 
capitol know and appreciate the importance of independent auto dealers in the state of 
Georgia! I am very excited about sharing our new GIADAondemand.com website and 
communicating how it will take dealer, salesperson and continuing education training 
into the future. 

A Special Concern
I have interaction with several county tag offices and have observed issues that should 
be addressed. Most of you know that it is our responsibility to transfer title and not han-
dover the necessary paperwork to the consumer. I would like to stress how important it 
is that your customer is happy after the sale! It has made it much easier for me and my 
staff to start using ETR. You can learn more about this by contacting GIADA directly.

Finally, A Special Thank You
I would like to personally recognize one of our partners, Mark Brunn, the general 
manager of Adesa Atlanta. He has been involved in a couple of VERY SUCCESSFUL 
convention and membership drives, and I can certainly say that he “gets it!” He under-
stands the importance of the association and our role with the state of Georgia. I would 
like to say a big thank you to Mark!

In enclosing, remember the GIADA staff is always available for help or advice. After all, 
it is “our” association! Thank you and, as always, happy selling
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Victory in the Senate 
Shows Power of Unity

BY STEVE JORDAN, EXECUTIVE VICE PRESIDENT, NIADA

In July, the Senate passed a bill to fund 
American transportation programs that 
includes $350 billion for highways, rail-
roads, transit systems & more. 
 
But thanks in large part to NIADA mem-
bers, there's one thing it does not include: 
the so-called Blumenthal Amendment. 
NIADA members were an integral part of 
a massive, coordinated effort on the part 
of all three segments of the auto industry 
– used cars, new cars and auctions – that 
showed just how effective we can be when 
we work together. 
 
That effort provided a great example of 
how the industry can rally for a common 
goal and what can happen when it does. 
 
The amendment, proposed by Sen. Rich-
ard Blumenthal (D-Conn.), would have 
prohibited the sale or lease of used vehicles 
subject to a recall until the defect or non-
compliance has been remedied. 
 
It's something NIADA has opposed from 
the beginning. Not because we're against 
safety – on the contrary, as a best practice, 
we recommend dealers take all necessary 
steps to identify and disclose or repair any 
open recalls on vehicles before selling them. 
 
But requiring recalled vehicles to be re-
paired before they can be sold would be 
hugely problematic for independent deal-
ers, who have the same amount of control 
over any part of the recall process as con-
sumers: none. 
 
Fortunately, that threat is gone, at least for 
the time being. Blumenthal's amendment 
was voted down 13-11 by the Senate Com-
mittee on Commerce, Science and Trans-
portation, when it was proposed as part of a 
short-term extension of the current highway 
bill. When he tried to get it into the Senate's 
long-term bill, it was shot down again. 

So why didn't it see the light of day? 
 
When word got out that the amendment 
was coming, NIADA, NADA and NAAA 
put out a call to our collective member-
ship to contact their senators with a simple 
message: Vote no. 
 
That's the lesson – there is power in our 
unity and our passion. The response to 
this call by our dealers speaks to your com-
mitment to our industry. And the result of 
your action speaks to what we can accom-
plish as an association and as an industry 
when we speak with a united voice. 
 
This fight isn't over – the Senate took up 
the highway bills just before the summer 
recess as temporary funding lapsed. The 
short-term bill took care of that, but the 
long-term battle now moves to the House. 
 
With that in mind, there are plenty of 
ways to make sure your voice continues to 
be heard in Washington. One important 
one is NIADA's annual National Leader-
ship Conference and Legislative Summit, 
set for Oct. 26-29 in Washington D.C. It's 
your chance to meet face-to-face with leg-
islators and their staff, to tell them your 
story as an independent dealer and to let 
them know how what they do in Congress 
affects your business in the real world. For 
more information or to register, visitniada.
com/2015nlc.php.
 
Another is ongoing. The NIADA-Political 
Action Committee fund allows us to sup-
port legislators and candidates who will 
fight for small business in general and the 
auto industry in particular. For informa-
tion about the PAC fund and how to con-
tribute, visit niada.com/pac.php. 

However you choose to make your voice 
heard, know this: It makes a difference. 
Just ask Sen. Blumenthal. n

EVENTS
CALENDAR

November 2
Automobile Dealer

Pre-License Seminar
Lithia Springs, GA

November 3
SEMA 2015

Las Vegas Convention Center

November 3-5
NABD East Coast Conference

Wyndham Orlando Resort 
International Drive

November 9-12
Fast Company Innovation Festival

New York City

November 13
Automobile Dealer

Pre-License Seminar
Lithia Springs, GA

November 9
Marketing Automotive

Radisson Martinique on Broadway, NYC
New York

November 16-20
Used Car Week 2015

The Phoenician
Scottsdale, AZ

November 21
Automobile Dealer

Pre-License Seminar
Marietta, GA

December 7
Automobile Dealer

Pre-License Seminar
Lithia Springs, GA

NATIONAL NEWS
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GIADA EXECUTIVE 
DIRECTOR
Paul John

Committed to Better Communicate with Members

THE PULSE OF GIADA

Hello 
GIADA 
Members,
Pre-session 
Legislative 
u p d a t e :  
The Georgia 
Legislat ive 
session is 
almost upon 
us. Even 
though it 
doesn’t of-
ficially start 
until Janu-
ary, our state 

legislators are busy attending committee 
meetings and preparing for the session. 
As many of our members already know, 
GIADA employs a full time government 
affairs firm to make sure that GIADA and 
its members are well represented at the 
Capital. The NIADA, our national affiliate, 
watches all of our backs in Washington DC 
in the same way.
 
As in previous years, I am certain that this 
session will keep us very busy monitoring 
hundreds of bills. And, recently, we were 
informed by our lobbyist team that there is 
a legislator who is attempting to convince 
a Ways and Means Subcommittee to re-
calibrate how the TAVT fee is calculated 
and, specifically, change the rules to using 
fair market value or bill of sale retail price, 
whichever is the greater of the two. Here is 
the GIADA position on this: a “higher of the 
two” system will be a nightmare (or maybe 
impossible) to administer properly no mat-
ter what the TAVT rate is. This will cause 
massive confusion and turmoil with dealers, 
customers and the tag offices. This also will 
NOT work with casual sales. Nobody does a 
bill of sale on cars sold between individuals. 
This is a recipe for disaster and should be 
taken off the table, period. 

GIADA will reach out to you when we need 
you to call your district representatives who 
sit on committees that deal with issues that 
impact our industry. You calling your House 
Representative or Senator and voicing your 
objection or support of particular bills has a 

very positive affect on the outcome and it im-
pacts your business. I promise GIADA will 
do its job watching for anything that may or 
may not impact our members, and we are al-
ways ready to respond and react immediately 
when our voice is needed at the Capital. 

The other thing that is currently being pro-
posed is to repeal the special 2.5% TAVT dis-
count for BHPH dealers who are financing 
90% or more of their customers and keeping 
their accounts for 24 months or longer. Some 
of the BHPH dealers reading this article may 
not be aware of this special provision that 
GIADA negotiated almost three years ago 
to help soften the blow when the state took 
away the cash basis of remitting sales tax on 
the payment instead of all paid up front. Cur-
rently there are only about 350 dealers active-
ly on this program. I know there are more 
that may qualify but are unaware of the pro-
gram. So, if you are just hearing about this 
for the first time, and you think that you may 
qualify for this program, we have the appli-
cation forms posted on the GIADA.org web-
site under TAVT forms. It is called MV-DF1. 
Call the GIADA if you need help or have any 
questions about this. And if you are one of 
the 350 BHPH dealers currently taking ad-
vantage of this, rest assured that GIADA, its 
Legislative committee and our lobbyist team 
will fight to keep this in effect. 

GIADA is committed to better communi-
cation with its members:  A “key” compo-
nent and important benefit of belonging to 
an association like GIADA is communica-
tion between us and you, the dealer. After 
all, our mission is to keep you informed and 
educated. We can do better. You may have al-
ready seen the emails coming from my office 
asking to confirm your contact information, 
and especially your cell phone number. We 
must have a correct email and cell number 
for all of our members. Please respond to our 
inquiries or call the GIADA office and give 
us your current contact information. 

Text messaging is the new email: We are 
testing a new service that will enable us to 
communicate with each and every member 
via text. By the time you read this, our main 
office number 770-745-9650 can also be used 

in a text from you to us, or visa versa. That’s 
right: you will have easy and instant access 
to our staff using text messaging on your 
phone. Now, I know what you are think-
ing...and no, GIADA staff will not be using 
their personal cell phones to interact with 
you, they will use their computers. This new 
technology not only enables our regular land 
line phone number to function for texting, it 
gives our staff the ability to respond to your 
questions instantly from their own comput-
ers. Once again, we are innovating and using 
cutting edge technology and I am excited to 
see how it works. 

We want to hear from younger dealers! 
You are the future leaders in our indus-
try. Your voice needs to be heard. We 
need smart, young progressive dealers to 
get involved with GIADA. Technology is 
constantly evolving and challenges us ev-
ery day to remain relevant. GIADA has a 
very long and rich history of having great 
leaders steering this ship. And it’s because 
of our seasoned board members’ foresight, 
dedication, leadership and willingness 
to change by trying new things that we 
now have such a solid foundation. We are 
poised to take GIADA to a whole new level 
of service provided to our members. I am 
proud to see that we still have a board that 
consists of people who have served GIADA 
for many years. Twenty, thirty and some 
for over forty years have participated on 
our board. We have also attracted some 
very smart younger dealers and associate 
members who are dedicated and commit-
ted to making Georgia a better place to 
be in the car business. But we need more 
dealers who have a voice, want to be heard 
and who will serve in future leadership 
roles with GIADA. So, come on, I know 
you’re out there, give me a call or come by 
the GIADA office and introduce yourself. I 
may even buy you lunch. 

Our next GIADA board meeting is on Sat-
urday, January 9, 2016 and will be at the 
Marriott Evergreen at Stone Mountain. If 
you’re a current member, you may come 
join us and see what we do. Don’t be shy. 
Call me if you are interested in knowing 
more or would like to attend as my guest. n 
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NOW FOR 

INDEPENDENT 

DEALERS

When I realized how much money  
I lost on my inventory, it was a 
real punch in the gut. My new inventory 
management strategy is all about 
smarter pricing and faster turn. It was 
a hard realization, but now sales and 
profi ts are better than ever — and 
that’s what matters in the end.

 AGE WAS 
 KILLING MY 
 PROFITS

vAuto.com/age | 888-362-5783

FIND OUT WHAT AGED INVENTORY IS COSTING YOU. 
Request a personalized demo of our used car inventory management software.  

15-MW-1004_ad_Q3 Print Ad Management - Provision_GIADA_Magazine_8.5x11_v1.indd   1 8/14/15   8:57 AM
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Why do you love selling cars? This is a ques-
tion I love to ask dealers. Usually, if I’ve had 
a chance to get to know them, I can guess. 
It’s usually one of these four things:

The thrill of the chase. The do-or-die, 
make-it-or-break-it lifestyle of a salesper-
son is an exciting way to live. You make 
more when you sell more. Of course, you 
make less when you sell less, too, but that’s 
all in the lifestyle of a salesperson. You love 
cars. Who better than you to help some-
one find the right vehicle for themselves or 
their family? -You love people. This was my 
reason when I was a salesman. And if you 
were there for any of my Catch and Keep 
customer strategy presentations this year, 
you were probably nodding along with me. 
Either way, if this is your reason, we should 
talk; we’d get along well!

My Catch and Keep customer strategy is 
all about people because the automotive 
business is all about people. Yes, technol-
ogy has changed. Shopping is different, 
navigation is different, communication is 
different.

But that really amounts to a big change in 
the people we sell cars to. And I wanted to 

speak directly to today’s dealers about to-
day’s customers. I wanted to arm all of you 
with all the insight I can, so you can be 
successful in a today that’s very different 
from yesterday.

Long-term thinking in a short-term world
The first pillar of Catch and Keep is that 
you have to know your customer — this 
means every car shopper and car own-
er you interact with. You need to build 
a modern database that tracks the rele-
vant details about modern customers, 
and segments them accurately so you can 
communicate more effectively. That’s 
what Pillar 2 is all about: right message, 
right time, right channel. Which brings 
us to today’s topic, Pillar 3. It’s time to 
commit.

Commitment is a tough term for anyone 
who knows what today’s customers are 
like. They buy a car from one person, 
have their service done somewhere else 
and switch it up again when it’s time 
to trade in. Many dealers think they’re 
lucky to get one sale out of anyone; the 
idea of repeat business feels a little too 
lofty. But it really shouldn’t be, if done 
right. Try to think about businesses that 

are successful long-term by only living 
off new customers. There probably aren’t 
many.

Let me tell you about a dealer I work 
with, Scott Rainville of Apple Automotive 
Group in York, Pa. Nearly a quarter of his 
customers, 22 percent, have been custom-
ers for a minimum of 18 months. In car 
terms, that’s a long time!

How does Scott do it? How do you keep 
customers coming back when they always 
have options, and they always go with 
the best one? You make sure your deal-
ership is always the best option for every 
customer. When you know your custom-
er (Pillar 1) well enough to get the right 
message to them every time, in the right 
way (Pillar 2), you can absolutely hang in 
there for the full lifecycle. That means you 
get the vehicle sale and the add-ons. You 
get a good customer review that leads to 
referrals.

You get their maintenance throughout 
ownership, you get the replacement parts 
business and then, sure enough, you get a 
good trade-in or at least another vehicle 
sale.

today’s lesson: 

Pillar 3 of Catch 
& Keep: Commit to 

the Lifecycle
BY SEAN STAPLETON, VICE PRESIDENT SALES & MARKETING, VINSOLUTIONS
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So, how do you make Pillar 3 possible at 
your dealership? It’s surprisingly simple:

You change your mindset
“The lifecycle mindset is something deal-
ers have to mature into,” Scott told me. 
And he couldn’t be more right. As we all 
know too well, there’s a lot of pressure to sell 
every day, so today often feels like the most 
important day of your career. That feeling is 
even more intense for dealers who are young 
in their careers, who haven’t yet gained the 
perspective it takes to see the value of repeat 
business. But repeat business is the only way 
to grow your dealership successfully, so the 
mindset shift is critical.

Scott and his team knew they had a big 
hurdle to clear with their sales team, so 
they set up some advanced training on 
how to use their technology to nurture a 
more profitable customer and a longer cus-
tomer lifecycle. Their CRM logs evolving 
communication preferences, service histo-
ry … everything that illustrates the experi-
ence their customers are having with their 
vehicles and the likelihood of any upcom-
ing need they might have.

And their employees are trained to know 
their customers well enough to identify 
additional opportunities beyond the offer 
that’s currently on the table. Some things 
they might do, for example, are meet and 
greet customers in service, understand 
their customers’ current mileage and vehi-
cle wear and tear, stay up on any of their 
customers’ lifestyle changes, as well as 
alert customers to current OEM offers that 
might be to their advantage.

You tune in
To help build trust, which is crucial in any 
committed relationship, Apple’s dealers 
are encouraged to interact with their cus-
tomers no matter where the customers are 
or how they prefer to communicate. That 
means the dealers are trained to create and 
maintain their own social media identities. 
On Facebook, Twitter and beyond, they 
can respond to customer questions and 
comments quickly, and learn a great deal 
about what happens with buyers between 
big purchases.

There’s something to be said for a dealer 
who can talk directly to his customer base 
while they’re already online, where they 
make most of their biggest purchase deci-
sions. If you’re available at critical moments, 
you become memorable, and that’s what 
you want. You make yourself easy to find 
and easy to talk to, and you’ll be the easy 
choice when they’re ready to do business.

You widen your territory
Here’s an aspect of modern technology 
that dealers should use to their advantage 
and often don’t: The Internet makes geog-
raphy irrelevant.

Say you have a solid digital presence — a 
user-friendly website with strong SEO and 
complete listings that include great photos. 
It’s very possible you’ll attract customers 
from cities and towns you’ve considered 
outside of your region. You might even sell 
a car to someone who flew to get to you — 
someone who did his homework and found 
the right car for the right price on your lot 
instead of any of the lots closer to home.

Now, with a one-and-done mentality you 
might think, “This is great! I made a sale 
today. I’m pretty encouraged that this guy 
came so far just to buy from me. But I’ll 
probably never see him again. Moving on!”

Not so fast. Long-distance customers still 
have long-term potential. When you’re 
selling with a customer lifecycle mentality, 
Mr. or Mrs. Out-of-Town Buyer gets classi-

fied in your database as an out-of-towner. 
That means you don’t bother him or her 
with things like oil change coupons. But 
you do reach out to him or her with news 
and updates about the vehicle and any-
thing else that shows you remember and 
appreciate them and their business.

Here’s how this leads to repeat business: 
Give out-of-towners a good experience, 
and they’ll tell their social networks. 
They’ll give you a good review that 
people can read, again, in any region. 
They’ll consider buying add-ons from 
you because they already trust you. And, 
when it’s time for the next vehicle pur-
chase, they’ll be back. You’ve just landed 
yourself loyal customers in another state. 
Plus, you never know who they know or 
who they’re related to that might just live 
in your community or around your deal-
ership.

You take the plunge
Pillar 3 might be my favorite, because 
frankly it’s where you can really experi-
ence a difference in your work and your 
results — no matter who you are or why 
you do what you do. The thrill-seekers 
will have that many more opportunities 
to chase. The money-minded among us 
will obviously like how much more mon-
ey they make in a lifecycle compared to 
a single sale. If you love cars, or just love 
selling good things to good people, you’ll 
have more of that. And it will be more 
rewarding.

If you made it this far without the fear of 
commitment overcoming you, I have one 
task for you: Find out what your number 
is. Figure out how many of your custom-
ers have been with you — doing actual 
business with your dealership in any 
capacity — for longer than 18 months. 
Think about what kind of training you 
need to do with your team to move peo-
ple into a lifecycle mindset. And then 
get ready to talk about how to tie it all 
together and transform your dealership 
when I’m back right here with Pillar 4! n

There’s something to be said 
for a dealer who can talk 

directly to his customer base 
while they’re already online, 

where they make most of their 
biggest purchase decisions. If 

you’re available at critical 
moments, you become 

memorable, and that’s what 
you want. 

SALES AND MARKETING
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SALES & MARKETING

In the marketing world, not all tactics 
are created equal. What works for one 
industry or brand won’t necessarily work 
for another. Automotive marketing can 
take many forms because cars mean 
many things to many people, from a ba-
sic means of transportation to a status 
symbol.

Many auto dealers, however, fail to keep 
their unique marketing needs in mind 
when developing a digital strategy be-
cause their advertising platforms and 
publishers are vertical-agnostic.

Put simply, dealers can’t market their 
dealerships like a hair salon, or any oth-
er kind of business. When choosing the 
best way to market their dealership and 
their cars, dealers need a strategy tai-
lored exclusively to automotive so mer-
chandising can be blended with advertis-
ing to create smart advertising.

The marketing platforms they use must 
understand how vehicles should be mar-
keted based on industry variables like 
performance, merchandising, and mar-
ket supply and demand. In the same way 
that certain engines run more effectively 
on a specific type of gas, the right strat-
egy or platform can improve marketing 

performance for auto dealers.

With proper display advertising, retar-
geting efforts, and more, auto market-
ing technologies can increase traffic and 
sales significantly for dealerships, both 
large and small. The following are three 
key areas in which customized auto dig-
ital strategies and marketing platforms 
can improve sales.

Web traffic
Using a personalized combination of 
dynamic display advertising and site 
retargeting, dealerships can target the 
consumers furthest along in the pur-
chase funnel. To determine if the con-
sumer is a researcher or buyer, dealers 
need to understand the behavior of the 
shopper and the contextual part of their 
search query.

They can then take their ad budgets and 
apply it to buyers before considering re-
searchers. By serving up relevant and 
customized ads, dealers can draw poten-
tial buyers back to their site and vehicle 
details page (VDP).

A recent study from PureCars found 
a direct correlation between how well 
merchandised VDPs were and units sold. 

When high-probability car buyers see 
specific and personalized value indica-
tors, dealerships can turn their invento-
ry 65% faster. The goal should always be 
to drive potential car buyers to the VDP, 
and display advertising can make this 
happen.

Better content
After enticing shoppers with relevant 
advertising, a solid auto marketing plat-
form will bring users to the right page 
when they click on an ad. When more 
prospective car buyers are exploring op-
tions online before making a purchase, 
it’s important that dealers communicate 
clearly what their models offer.

Dealers should make their vehicle de-
tails pages easy to read, compare, and 
contrast. Only the most valuable and 
relevant info should be on display for 
prospective buyers to view. Transparen-
cy on the page is key because it tends to act 
as a virtual showroom—one step before the 
buyer comes to the lot to make the purchase.

By providing potential buyers the most 
helpful information about each model, 
dealers are able to serve as a resource for 
shoppers and understand what features 
are most enticing based on clicks. This 

Strengthen your customer base and sell more cars with auto-specific technology
BY JEREMY ANSPACH, CEO OF PURECARS

A Dealership Isn’t a Hair Salon

TAILOR YOUR
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BIG DEAL
AUTO GROUP

555-123-4567

     ABC
 Auto Sales

555-123-4567

Thank You!

We appreciate your patronage

Please drive safely!

555-123-4567

BIG DEAL
AUTO GROUP

Flags stay erect
& readable with

no wind!

YOUR TOWN

Dealership

All of your automotive print and promotional items...

From postcards to mass mailings, we accommodate your marketing needs.

855.745.3669 www.CarDoozy.com

SAVE MORE!
use coupon code GIADA4
for 15% OFF first order.

CALL TODAY!

Swooper Banners
as low as $19.68 each

$16.73 each with discount!

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

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

Custom Floor Mats
as low as $43/box

$36.55/box with discount!

data can then be used for successive re-
targeting.

Higher conversion rate
Thousands of dollars are spent driving 
people to websites, but limited time and 
energy is spent re-engaging or retarget-
ing these opportunities after they leave. 
About 1% of visitors will fill out a form, 
only to leave minutes later. But prop-
er retargeting can bring back in the re-
maining 99%.

Driving customers to a dealer’s web-
site and optimizing their site visits isn’t 
enough to turn leads into sales, making 
the conversion stage crucial. Often, re-
targeted ads are either irrelevant or com-
pletely generic. Shoppers who have been 
browsing Chevrolet models, for example, 
don’t want to see ads indicating a Cor-
vette’s price drop.

Retargeting speaks to already-interested 
site visitors with information about ve-
hicles they viewed—price drops, detailed 
reports, etc.—reminding them of your 
dealership and offerings. This strategy 
gives you a better chance of recapturing 
customer interest using the right car at 
the right time in the right location to 
bring them to the dealership lot.

Last year, a Boston dealership associa-
tion had lower-than-desired sales vol-
ume of two Chevrolet models and need-
ed to drive sales upward. To do so, it 
used display advertising and retargeting 
to deliver ads based on search-relevant 
features, such as trim level, color, and re-
conditioning.

As a result, the association increased its 
sales for the two models by up to 149% 
throughout the region. This illustrates 

how personalization pays off, especially 
in the auto industry.

Just as engines run less than optimally 
with the wrong fuel, an improper mar-
keting strategy fails to target valuable 
customers who are ready to buy. By 
adopting auto-specific marketing tech-
nology, dealers can obtain a stronger 
customer base and higher sale numbers.

Jeremy Anspach is the CEO of PureCars, 
a digital advertising platform designed 
exclusively for the automotive industry. 
Armed with the industry’s most exten-
sive data library, Jeremy founded Pure-
Cars in 2007. A Detroit native and re-
nowned industry speaker, his drive and 
passion has led PureCars to become one 
of only seven automotive Google Pre-
mier SMB Partners, powering digital for 
over 3,000 dealers across the country. n

SALES AND MARKETING
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GIADA’S fall board meeting took place on 
the Carnival Paradise cruise ship, cruising 
to Cozumel, Mexico. We had 56 people on 
board and everyone truly had a blast. We 
held meetings all day Friday while at sea. Our 
two lobbyists were present for the Legislation 
Committee and mentioned how extremely 
busy things have been at the capital. The 
Strategic Planning Committee received 
many initiatives that GIADA would like to 
see achieved and assigned them to Board 
Members to form subcommittees who will 
work on solutions. 

In addition, the 2016 Convention Committee 
is already hard at work. The convention will 
take place again at beautiful Lake Lanier 
Islands Resort and will offer cutting-edge 
training from many nationally recognized 
trainers in the industry. Mark your calendars 
for July 21-24. Vendors should reserve booth 
space right away! We finished up this great 
cruise Sunday night with a private cocktail 
party in the piano bar, where the executive 
board members did their rendition of the 
“Hokey Pokey.” It was awesome!

Remember, you too can be a part of the 
GIADA Board of Directors. We are always 
looking for Dealers who want to make a 
difference and get involved. The board meets 
3 times a year and at the annual convention. 
There are many different destinations with 
discounted rates. The board members 
work hard, but they also have a good time 
networking with each other. If you are 
interested or want more details, please call 
the GIADA office and speak to Paul or Amy. 
Don’t sit back and wait for things to happen 
or complain about changes - get involved, 
make positive changes and understand why 
some issues can’t always be resolved. A strong 
association board and membership achieves 
great things.

If you are not a current GIADA member or 
need to renew, please take care of that NOW! 
If you are serious about your industry, you 
must take charge of it. If you know dealers 
who are not members, strongly encourage 
them to sign up today. The GIADA needs a 
strong membership base to make a difference. 

Please don’t sit back and complain about 
changes, join the GIADA and the Board of 
Directors and help make things happen.

We would love to see several more dealers 
involved at our winter board meeting. It 
will be at Stone Mountain Park, Marriott 
Evergreen Resort and Conference Center. The 
dates are January 8th though January 10th. 
If you are interested, please call. Spouses are 
always welcomed to join our Auxiliary, which 
supports many local charities and has been 
known to play some mean games of Bingo. 
The Auxiliary also has a silent auction every 
year at the convention, so start gathering 
items you would like to donate.

Come experience the GIADA board 
of directors in January and be a part of 

something exciting! Learn how a small group 
of determined dealers can make BIG things 
and important change happen! n

GIADA Board of Directors Set Sail

GIADA BOARD HIGHLIGHTS
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GIADA BOARD HIGHLIGHTS
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There has been an abundant amount of 
buzz surrounding millennials the past 
several years. The media keeps releasing 
articles and reports, telling us all about 
this young and ever growing piece of the 
workforce. Granted, this is essential in-
formation if you’re hiring millennials. But 
what about after you make the hire? What 
do managers need to know about retaining 
their fledgling talent? 

Before I dive into some tips of managing 
millennial workers, lets take a look at what 
most of us might already know about Gen-
eration Y:

• Culture is key. Millennials prefer a 
workplace that’s open, laid-back and 
operates with a flexible schedule.

• They’re looking for purpose. They 
want their work to mean something. 
Therefore, things like money and 
perks aren’t as important.

• Millennials prefer a 40-hour work-
week. Life outside the office takes pri-
ority over ‘climbing up the ladder.’

• Gen Y favors a salary over commis-
sion. Having some form of stability is 
significant for them. Plus, it encour-
ages camaraderie.

• They see themselves as individuals, 
but prefer to work in a team environ-
ment.

• Recognition is big with this gener-
ation. Encouragement is key, rather 
than giving orders or managing 
directly upfront.

• And of course, millennials prefer a 
casual dress code, but who doesn’t?

These are just several insights into the mil-
lennial workforce, but as I previously men-

tioned: how do we manage millennials af-
ter we hire them? To ensure that you can get 
the best work from your young employees 
and avoid turnover, I’ll share some advice 
I recently read from an article in Franchise 
Times, by Kimberly Savilonis. As Senior VP 
of Franchise Research for GE Capital, Sav-
ilonis mentions these 10 great tips for man-
aging the “mighty millennials:”

• Clearly communicate expectations—
the earlier the better.

• Be real. Provide accurate and ongoing 
feedback on their performance and 
their potential.

• Demonstrate realistic career paths so 
they understand what’s possible.

• Provide transparent information on 
pay practices. Share data to prove 
your points.

• Explain why an individual role is 
important. If possible, tie the job 
or skill to an employee’s long-term 
career goals.

• Offer flexible hours, if possible.
• Focus on results rather than face 

time.
• Treat millennials like adults despite 

generational differences.
• Ask their opinions and respect their 

contributions. They can bring new 
ideas to the business so be open to 
learning from them as well.

• Remember what it’s like to be young.

Take these tips into consideration while 
onboarding the next millennial hires at 
your dealership. Having someone to look 
to as a mentor or for leadership will go a 
long way for your younger employees. Like 
any other young professional in time, they 
want to succeed! n

Dealership Solutions: 
10 Things To Know After 

Hiring Millennials 
BY ERIN BORGERSON, DIRECTOR OF MARKETING AT DRIVINGSALES

“Having someone to look to 
as a mentor or for leadership 

will go a long way for your 
younger employees.”

Leader In Dealer Software 
& Websites Expands Into 
The Carolinas With New 
Strategic Alliance
Wayne Reaves Software Brings Inno-
vative Solutions to Carolina Dealers

Wayne Reaves Software (waynereaves.
com), a leader in independent automobile 
dealer management software and websites 
has announced that Marty Coates, a for-
mer South Carolina State Representative, 
veteran, published author and founder 
of Waymaker Learning Corporation and 
President of Coates and Associates, Inc. 
(CAI) will be representing the Wayne 
Reaves Software brand, products and ser-
vices in North and South Carolina.

“Marty has trained over 13,500 automo-
bile dealers in the areas of dealer oper-
ations, sales, marketing and regulatory 
compliance,” said Jason Reaves, President 
of Wayne Reaves Software. “Marty is the 
exclusive dealer trainer for the Carolina 
Independent Automobile Dealers Associ-
ation (CIADA). He is a consultant to deal-
er clients where he specializes in strategic 
and business plan development, manage-
ment and marketing. Partnering with him 
to grow Wayne Reaves Software solutions 
in the Carolinas makes perfect sense.”

Mr. Coates is an Amazon.com best-selling 
co-author of two books, namely, “Think 
and Grow Rich Today” and “Transform”. 
He also co-authored and published anoth-
er industry specific book entitled, “Race to 
The Finish Line…How to Open and Run 
an Independent Automobile Dealership”. 
This book is designed to help dealers start 
and grow their business. He is a frequent-
ly contributing author in trade association 
magazines.

Mr. Coates has a deep understanding of 
the independent dealership, its challenges 
and opportunities for growth. “I’ve been 
consulting with and training dealers for 
years,” said Mr. Coates. “Wayne Reaves 
Software offers a complete suite of robust 
and innovative solutions to save time, ease 
administrative burdens, leverage technol-
ogy and, simply, help dealers sell more 
cars. I look forward to our partnership.” n
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AUGUST 2015 KONTOS 
KOMMENTARY

Current Used Vehicle 
Market Conditions 
and Outlook
Summary
Average wholesale used vehicle prices fell 
on a year-over-year basis for the first time 
since August of 2014, as previously elevated 
sales of higher-priced, late-model off-rent-
al program units have subsided and com-
parisons to prior year are now on more of 
an apples-to-apples basis in terms of sell-
er-type composition. We now see a clearer 
picture of the downward pressure that sup-
ply growth is putting on prices. Moreover, 
though retail used vehicle demand has been 
strong, average new car incentives have 
been climbing, which puts further down-
ward pressure on used vehicle prices. These 
impacts are most evident in car prices, as 
truck prices have held up well in the cur-
rent low fuel price environment.

Details
According to ADESA Analytical Services’ 
monthly analysis of Wholesale Used Vehi-
cle Prices by Vehicle Model Class1, whole-
sale used vehicle prices in August averaged 
$9,575 – down 3.1% compared to July and 
down 0.2% relative to August 2014. Car 
prices continue to bear the brunt of price 
declines, falling 5.8% month over-month 
and 5.2% year-over-year, while truck pric-
es fell only modestly (0.6%) on a sequential 
basis and actually went up significantly 
(9.8%) on a year-over-year basis.

Average wholesale prices for used vehicles 
remarketed by manufacturers were up 1.7% 
month-over-month but down 9.1% year-
over-year. Prices for fleet/lease consignors 
were up a modest 0.7% sequentially but 
down 2.0% annually. Dealer consignors 
saw a 3.6% price decrease versus July but a 
2.1% increase relative to August 2014.

Data from NADA showed a 10.6% year-
over-year increase in used vehicle sales by 
franchised dealers and a 12.4% increase for 
independent dealers in August. CPO sales 
were down 0.1% month-over-month and 
down 1.1% year-over-year, according to 
figures from Autodata. n

The automotive loan market showed in-
creased stability, as consumers continued 
to make timely payments, according to 
Experian Automotive’s latest State of the 
Automotive Finance Market report.

In the second quarter of 2015, the 30-day 
delinquency rate dropped to the lowest level 
for a Q2 period in the past five years at 2.32 
percent, down from 2.37 percent in the sec-
ond quarter of 2014. The 60-day delinquen-
cy rate was up, but only slightly, from 0.603 
percent in the second quarter of 2014 to 
0.607 percent in the second quarter of 2015.

On a state-by-state level, the highest de-
linquency rates were found primarily in 
the South, while the states with the lowest 
rates typically were found in the Midwest 
and the Northwest.

“The automotive loan market is working 
the way it's supposed to, with loans being 
made, vehicles purchased and payments 
made on time,” said Melinda Zabritski, 
Experian's senior director of automotive 
finance. n

Experian: 30-Day
Delinquencies Improve

“...the highest delinquency
rates were found primarily

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

A SERVICE PROVIDER DIRECTORY

ACCOUNTING & TAX
PREPARATION

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

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

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

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

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

US Trust
404-264-2817
Tax Advisory
ustrust.com

ADVERTISING

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

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

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

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

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

AFTERMARKET
eCONTRACTING

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

AUCTIONS

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

Adesa Atlanta
SEE OUR AD ON PAGE 30
770-357-2277
Wednesday 10:00 am
adesa.com

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

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

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

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

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

Auction123.com
954-558-5337

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

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

Carolina Auto Auction
SEE OUR AD ON PAGE 47
864-231-7000
Wednesday 10:00 am
Salvage Sale every other 
Wednesday 9:00 am
carolinaautoauction.com

Charleston Auto Auction
SEE OUR AD ON PAGE 45
843-719-1900
Friday 10:00 am Dealer Sale
charlestonautoauction.com

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

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

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

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

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

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

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

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

IAA ATLANTA SOUTH
SEE OUR AD ON PAGE 20
678-920-4800
Wednesdays 9:00 am
iaai.com

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

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

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

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

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

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

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

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

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

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

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

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

Oakwood’s Arrow Auto  
Auction
SEE OUR AD ON PAGE 48
770-532-4624
Thursday 6:00 pm
oakwoodsarrowautoauction.com

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

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

Rawls Auto Auction
SEE OUR AD ON PAGE 27
803-657-5111
Tuesday 10:00 am
rawlsautoauction.com

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

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

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

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

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

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

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

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

BANKING

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

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

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

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

CHARITABLE 
ORGANIZATIONS

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

COMPLIANCE 
SOLUTIONS

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

COMPUTERS / 
NETWORKING

Dealers Connect Now
866-217-1709 
Enables auto dealers to buy, sell or 
trade cars from other dealers.
dealersconnectnow.com/

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

Proficient Solutions, Inc.
770-942-8867
IT Support for any size Network, 
Upgrade, Virus Removal, & 
Troubleshooting
proficient-solutions.com

CREDIT CARD 
PROCESSING SERVICE

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

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

CREDIT REPORTS

Equifax
770-522-5650
Credit Reports
equifax.xom

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

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

DEALER INVENTORY
MANAGEMENT

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

DEALER LEADS 
PROVIDER

TrueCar
truecar.com

DEALER MGMT 
SYSTEMS

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

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

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

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

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

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

DealerSocket
866-813-1429
dealersocket.com

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

Frazer Computing
SEE OUR AD ON PAGE 26
888-963-5369
Computer Software
frazer.biz

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

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

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

TitleTec
SEE OUR AD ON PAGE 39
866-689-0578
Business, Title & Registration 
Software
titletec.com

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

DEALER TRAINING

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

DEALER WEBSITE 
PROVIDER

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

Professional Mojo
866-611-2715
professionalmojo.com

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

DOCUMENT IMAGING
SERVICES

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

EMISSIONS

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

FINANCE COMPANIES

Ace Motor Acceptance Corp.
SEE OUR AD ON PAGE 40
704-882-7100 Ext 7509
BHPH Lending / Funding for 
Contracts
acemotoracceptance.com

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

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

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

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

American Credit Acceptance
866-544-3430
americancreditacceptance.com

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

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

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

Automotive Dealers Finance, Inc.
678-739-2059
dealersfinance.com

Automotive Finance  
Corporation
888-610-2323
afcdealer.com

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

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

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

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

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

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

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

Independent Dealers 
Advantage
SEE OUR AD ON PAGE 13
678-720-0555
Providing Sub-Prime Financing 
when others cannot

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

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

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

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

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

Peoples Financial Corp.
SEE OUR AD ON PAGE 21
770-422-2735
Auto Loans, Direct or Indirect, 
Secondary
peoplesfinancial.net

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

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

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

ProCredit Express
procreditexpress.com
edwilliams@procreditexpress.com

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

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

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

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

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

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

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

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

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

United Acceptance, Inc.
SEE OUR AD ON PAGE 45
877-281-2360
Acct. Purchase, Bulk Receivables
unitedacceptance.com

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

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

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

Westlake Financial Services
888-389-3532
westlakefinancial.com

FINANCIAL PLANNING

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

US Trust
404-264-2817
Investments
ustrust.com

FLOOR PLAN 
COMPANIES

Ace Motor Acceptance Corp.
SEE OUR AD ON PAGE 40
704-882-7100 Ext 7509
Funding for Contracts/ Floor 
Planning for Inventory
acemotoracceptance.com

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

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

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

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

Carbucks
864-527-7147
Floor Planning
cbfloorplan.com

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

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

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

Wells Fargo Dealer Services
770-250-2405
Auto, Commercial & Real Estate – 
Floor Planning – F & I – Banking 
wellsfargodealerservices.com
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GPS TRACKING - 
PAYMENT 
PROTECTION DEVICES

ARA GPS Systems
SEE OUR AD ON PAGE 24
770-871-0051
aragps.com

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

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

Passtime
877-PASSTIME
Vehicle Tracking
passtimeusa.com

SkyPatrol GPS LLC
312-316-727
skypatrol.com

Spireon
866-655-8825
Vehicle Tracking
goldstargps.com

INSURANCE

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

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

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

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

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

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

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

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

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

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

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

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

Reeves Insurance Associates
SEE OUR AD ON PAGE 25
770-949-0025
Bonds, Gar. Liability, Dlrs Open 
Lot, Wkrs Comp, Property, Life, 
Health, Retirement, Tow Trks
reeves-ins.com

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

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

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

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

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

INSURANCE 
MONITORING 

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

LEGAL

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

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

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

ONLINE MARKETING

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

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

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

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

PAINT & BODY

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

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

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

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

Hwy 78 Body Shop, Inc.
770-948-8605
Body Shop

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

PARTS  & SERVICE

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

AutoZone 
1-866-727-5317
AutoZone Sales Center
sc53@autozone.com

Kauffman Tire
404-762-4944
Tires, Wheels, & Vehicle Services
kauffmantire.com
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CarDoozy
SEE OUR AD ON PAGE 9
kwilliams@cardoozy.com
cardoozy.com
855-745-3669

DSI
770-434-8221
Full Service Printing Company, 
Stationary, Brochures, Postcards, 
Direct Mail and Forms
datasuppliesInc..com

PROMOTIONAL &
MARKETING

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

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

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

CarDoozy
SEE OUR AD ON PAGE 9
kwilliams@cardoozy.com
cardoozy.com
855-745-3669

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

Meeting Street Graphics 
SEE OUR AD ON PAGE 36
205-497-0520
Personalized Drive-Out Tags
cartags4less.com

RECONDITIONING & 
ACCESSORIES

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

Advance Chemical Products
404-361-5333
Detail Supplies

Usedcarsupplies.com
770-448-6982

RENTAL CAR 
COMPANIES

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

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

RENTAL CAR 
BUSINESS

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

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

Penske Truck Leasing
610-775-6099

REPOSSESSION & 
SKIP TRACING

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

Hill & Associates
770-499-1801
Automobile Repossessions

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

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

SATELLITE RADIO

SiriusXM Radio
siriusxm.com

SECURITY

Proficient Solutions, Inc.
770-942-8867
High Resolution Security Cameras
proficient-solutions.com

SERVICE CONTRACT 
PROVIDERS, WARRANTY

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

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

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

Dealer Funding 
770-883-3883

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

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

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

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

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

Preferred Warranties
SEE OUR AD ON PAGE 32
800-548-1121
Warranties
warrantys.com
ProGuard Warranties
570-414-0431
proguardwarranty.com

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

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

SOCIAL MEDIA  &/or
ONLINE REPUTATION 
MONITORING

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

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

TELECOMMUNICATIONS 
& PHONE SYSTEMS

Proficient Solutions, Inc.
770-942-8867
Make sure your calls get answered
proficient-solutions.com

serviceproviderdirectory
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TITLE SERVICES

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

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

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

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

TitleTec
SEE OUR AD ON PAGE 39
866-689-0578
Business, Title & Registration Software
titletec.com

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

TOWING & VEHICLE 
TRANSPORTATION

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

USED CAR VALUATION

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

RouteOne, LLC
248-229-5170
Automated Vehicle Values Tool
routeone.com

VEHICLE HISTORY 
REPORTS

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

CARFAX
404-323-8584
Vehicle History
carfax.com

VEHICLE INSPECTION 
SERVICES

TrueFrame of Georgia 
678-796-8783
trueframeofga.com

VEHICLE 
MODIFICATIONS

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

Custom Mobility Van & Lift 
Sales & Service
877-800-0194
Conversions, Hand Controls, and 
Wheelchair Lifts
custommobility.net

© 2015 Insurance Auto Auctions, Inc. All rights reserved.

2015 GIADA Convention
Lake Lanier Islands Resort
Friday, July 24

IAAI.com

Buy What You Need,
Sell What You Don’t
For any inventory issue, IAA is the answer.  
Not enough vehicles? Pick from the thousands  
of quality clear-title units we auction every week. 
Too many? Our buyers in 110+ countries want yours.

Pam Wangel
IAA Auction Coordinator
678.920.4800 | pwangel@iaai.com

To get started, visit our booth at the  
2015 GIADA Convention or contact Pam:
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CFPB Developments
Hello again!  This month, we feature 
developments from the Consumer Fi-
nancial Protection Bureau, the Federal 
Trade Commission, and the Depart-
ment of Justice we thought might 
interest those in the auto sales, finance 
or leasing business.  We also recap some 
of the auto sale and financing lawsuits 
we follow each month.  Remember – we 
aren’t reporting every recent legal de-
velopment, only those we think might 
be particularly important or interesting 
to industry. 

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

Note that this column does not offer 
legal advice.  Always check with your 
own lawyer to learn how what we re-
port 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

The CARLAWYER©

by Thomas B. Hudson and Nicole Frush Munro

Do you use mandatory arbitration agree-
ments to help protect your company 
against class action lawsuits?  If you do, go 
fetch a deal jacket and count the number of 
different arbitration agreements you find.  
Is there one in the retail installment sales 
contract?  Another free-standing one?  An-
other in your buyer’s order?  Yet another in 
the GAP contract you are selling?  Courts 
don’t like it when this happens.  Your cus-
tomer’s lawyer will argue that the customer 
could not possibly have agreed to all those 
different arbitration agreements, and the 
court will be tempted to say that none of 
the agreements is enforceable.  That would 
be a good day for the class action lawyer 
and a bad day for you.  

Federal Developments

Fool Me Twice, Pay $80,000.  On Septem-
ber 18, the FTC announced that Ramey 
Motors, Inc., a West Virginia dealership, 
agreed to pay an $80,000 civil penalty to 
resolve claims that it violated the terms of 
a 2012 consent order barring it from de-
ceptively advertising the cost of buying or 
leasing vehicles. The dealership alleged-
ly concealed important terms of sale and 
lease offers, such as a required down pay-
ment, and allegedly failed to clearly and 
conspicuously provide the terms of credit. 

Time to Review (or Create!) Your Fur-
nisher (Credit Reporting) Policies and 
Procedures.  On September 16, the FTC 
announced that the loan-servicing arm of 
Texas-based auto dealership Tricolor Auto 
Group will pay $82,777 in civil penalties 
to settle charges that it failed to have writ-
ten policies and procedures regarding the 
accuracy of reported credit information 
and failed to properly investigate disputed 
consumer credit information. The FTC al-
leged that Tricolor Auto Acceptance, LLC 
(“TAA”), violated the Furnisher Rule, im-
plemented under the Fair Credit Report-
ing Act. The Rule requires companies re-
porting information about consumers to 
consumer reporting agencies to maintain 

policies and procedures to ensure the in-
formation they report is accurate and to 
allow consumers to dispute information 
they believe is inaccurate directly with 
the company furnishing the information. 
The FTC alleged that TAA had no written 
policies or procedures addressing how to 
ensure the accuracy of that information, 
and that when consumers disputed the 
accuracy of the information provided by 
TAA to the credit reporting agency, TAA 
referred them to the credit reporting agen-
cy instead of conducting an investigation 
as required under the Furnisher Rule. In 
addition to the civil penalty, TAA will be 
permanently barred from any further vio-
lations of the Furnisher Rule.
 
How Are Your Phone Manners?  On Sep-
tember 11, the FCC’s Enforcement Bureau 
cited First National Bank (“FNB”) and 
Lyft, Inc., a ride-sharing service, for vio-
lating rules implementing the Telephone 
Consumer Protection Act by making auto-
dialed and/or prerecorded marketing calls 
and texts to consumers’ cell phones with-
out the consumers’ prior express consent. 
Under the TCPA rules, a company may 
not require consumers to agree to receive 
autodialed calls and texts as a condition of 
buying any good, service, or property. FNB 
allegedly required consumers to agree to 
receive autodialed marketing text messag-
es in order to use its online banking ser-
vices and Apple Pay service. Lyft’s terms 
of service allegedly allowed consumers to 
opt out of receiving autodialed and/or pre-
recorded marketing texts and calls, but the 
FCC contended that the opt-out feature 
on the company’s website was not easy to 
locate, and even if consumers were able 
to opt-out, they were unable to use Lyft’s 
services until they opted back into receiv-
ing such marketing calls and texts. The 
citations are a warning to the companies 
that if they continue to violate the law, the 
Commission may impose sanctions.

Another CFPB Enforcement Action on 
Discrimination.  On September 28, the 
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CFPB announced an action against Fifth 
Third Bank, for allegedly discriminatory 
auto finance pricing. The joint CFPB and 
Department of Justice auto-finance en-
forcement action requires Fifth Third to 
change its pricing and compensation sys-
tem to minimize the risks of discrimina-
tion, and to pay $18 million to harmed Af-
rican-American and Hispanic car buyers.  
Under the order, Fifth Third will reduce 
dealer discretion to mark up the interest 
rate to only 125 basis points above the buy 
rate for auto credit contracts with terms of 
5 years or less, and 100 basis points for auto 
credit contracts with longer terms. The or-
der gives Fifth Third the option to move to 
non-discretionary dealer compensation. 
The Bureau says that it did not assess pen-
alties against Fifth Third because of the 
steps the company is taking that directly 
address the fair lending risk of discretion-
ary pricing and compensation systems by 
substantially reducing or eliminating that 
discretion altogether.

Litigation

Loser-Pays Arbitration Provision Strick-
en from Arbitration Agreement as Un-
conscionable.  A car buyer sued an on-
line seller, alleging that when the car was 
delivered, agreed upon repairs were not 
completed. The trial court stayed the pro-
ceeding pending arbitration. The buyer ap-
pealed, arguing that the arbitration agree-
ment was invalid because it contained a 
loser-pays provision that was against pub-
lic policy. The appellate court affirmed 
the trial court’s stay of the proceedings 
pending arbitration, but struck the los-
er-pays provision from the agreement. The 
appellate court concluded that the pro-
vision was substantively unconscionable 
because it shifted the burden of all arbitra-
tion costs and expenses to the consumer, 
which would be prohibitive to the average 
car buyer. In addition, the appellate court 
found that the loser-pays provision was 
procedurally unconscionable because it 
was buried in a standard adhesion contract 
with no realistic option for negotiation or 
alteration of the terms, and the provision 
failed to provide adequate explanation of 
its actual effect. Last, the appellate court 
concluded that the loser-pays provision 

attempted to circumvent the attorneys’ 
fees provision in the Ohio Consumer Sales 
Practices Act, which imposes attorneys’ 
fees on the losing party when the action 
is maintained in bad faith. Because the 
bad faith requirement was removed in the 
loser-pays provision, the appellate court 
concluded the provision was against the 
CSPA’s long-standing public policy of not 
requiring consumers to pay the supplier’s 
attorneys’ fees when the action is brought 
in good faith. See Devito v. Autos Direct 
Online, Inc., 2015 Ohio App. LEXIS 3357 
(Ohio App. August 20, 2015). 

One-Sided Arbitration Agreement Un-
enforceable.  In connection with a title 
loan, the borrower signed an arbitration 
agreement that stated that the consumer 
and lender agree that all claims, disputes, 
demands, or controversies concerning the 
vehicle, its sale, or its financing must be 
settled by binding arbitration. The agree-
ment contained another clause stating that 
actions in law or equity by the lender to 
collect any debt owed by the consumer, en-
force the security agreement securing such 
debt, or exercise any right resulting from 
the consumer’s failure to comply with the 
provisions of any agreement concerning 
the debt or security agreement, including 
repossession, were excepted from the arbi-
tration agreement. Finally, the arbitration 
agreement stated that if the lender or its 
assignees bring an action not subject to 
the arbitration agreement, “any counter-
claim or offset claim that is asserted by the 
consumer must nonetheless be arbitrated.” 
The borrower defaulted, and the lender 
repossessed the vehicle and filed a collec-
tion action to recover the balance, interest, 
costs, and attorney’s fees. The borrower 
answered and counterclaimed, asserting 
that the lender violated the sale notice re-
quirements of the UCC and the Merchan-
dising Practices Act. The lender moved to 
compel arbitration of the counterclaim. 
The trial court denied the motion, finding 
that the arbitration agreement was un-
enforceable due to lack of consideration. 
The lender dismissed its collection action 
and appealed the denial of its motion to 
compel arbitration, arguing that the trial 
court erred in finding the agreement un-
enforceable. The appellate court affirmed 

the trial court’s decision, concluding that 
the arbitration agreement was unenforce-
able for lack of consideration due to lack of 
mutuality because the lender could pursue 
its claims in court, but the borrower could 
not. See Motormax Financial Services Cor-
poration v. Knight, 2015 Mo. App. LEXIS 
815 (Mo. App. August 18, 2015). 

Car Buyer Not Entitled to Recover Attor-
neys’ Fees and Costs Incurred in Action 
Against Dealership Brought After Dealer-
ship’s Correction Offer.  After driving a ve-
hicle for over a year, the buyer asserted that 
it had a damaged frame and demanded that 
the seller rescind the purchase contract, re-
turn his payments, and pay a penalty and 
incidental damages. The buyer did not wait 
for a response to his demands and instead 
filed a complaint alleging numerous caus-
es of action against the seller, including 
violation of California’s Consumers Legal 
Remedies Act. Within 30 days of receiv-
ing the buyer’s demand letters, the seller 
offered to settle the matter by rescinding 
the contract, having the buyer return the 
vehicle, refunding all payments, satisfying 
the debt to the finance company, paying 
$2,500 for incidental damages and attor-
ney’s fees, waiving any claim for mileage, 
and executing a mutual settlement and re-
lease agreement. The buyer did not accept 
this offer and demanded a higher amount 
to settle the case. 

The seller eventually stipulated to a judg-
ment against it and agreed to waive the 
balance owed.  The buyer agreed to return 
the vehicle. The settlement included a re-
lease of all claims. The buyer then moved 
for attorney’s fees and costs, and the trial 
court denied the motion. The trial court 
noted that, under the CLRA, a plaintiff 
cannot maintain a suit for damages if the 
defendant made an appropriate and timely 
correction offer. The buyer appealed, argu-
ing that what the seller had offered was not 
appropriate because, among other things, 
it included a settlement and release of all 
his claims, not just his CLRA claim. The 
appellate court affirmed, concluding that 
the trial court did not abuse its discretion 
in deeming the seller’s correction offer ap-
propriate and timely. The appellate court 
Continued on page 24
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also rejected the buyer’s argument that 
the release of his other non-CLRA claims 
rendered the correction offer inappro-
priate, finding that the buyer could not 
have obtained any more relief from the 
other causes of action based on the same 
alleged conduct. See Benson v. Southern 
California Auto Sales, Inc., 2015 Cal. 
App. LEXIS 752 (Cal. App. August 27, 
2015). 

“As Is” Clause Did Not Preclude Claims 
Against Dealer for Fraud and Breach of 
Statutory Duty to Disclose Damage. A 
company bought a used Jaguar at auc-
tion, had warranty work done on it at a 
Jaguar dealership and listed it for sale. 
The company sold the car, telling the 
buyer that the Jaguar had a clean repair 
history and that a Jaguar dealer had con-
ducted a pre-purchase inspection, so the 
buyer did not need to inspect the car. The 

seller gave the buyer an AutoCheck vehi-
cle repair history, and the buyer bought 
a Carfax report. Neither report listed 
any significant damage or repair history 
for the car. The purchase contract stat-
ed that the car was sold “as is” with no 
warranties except for the balance of any 
factory warranty. 

When the car arrived, the buyer found 
extensive body and engine damage. The 
seller refused to repair the car, so the 
buyer sued for breach of contract, in-
tentional misrepresentation, negligent 
misrepresentation, breach of express 
and implied warranties, unfair, false, 
misleading or deceptive acts and prac-
tices, and breach of a seller’s statutory 
duty to disclose damage to the car. The 
trial court granted the seller summary 
judgment.  The appellate court affirmed 
the trial court’s decision to dismiss the 
claims for breach of contract, breach 
of express and implied warranties, and 
negligent misrepresentation, but re-
versed the trial court’s decision to dis-
miss the claims for intentional misrep-
resentation and for failing to disclose 
pre-existing damage to the car. The ap-
pellate court found that the buyer could 
not sue for breach of contract, breach 
of an express warranty, or breach of an 
implied warranty even if he could prove 
the seller knew the car was damaged or 
defective because an “as is” clause in a 
sale contract shifts the risk of damage 
or defects in the goods from the seller 
to the buyer. The appellate court also 
found that the buyer could not sue for 
negligent misrepresentation. 

An “as is” clause makes the buyer sole-
ly responsible for inspecting the car and 
determining the condition of the car, so 
the buyer is not justified in relying on 
any statements the seller makes about 
the goods’ condition. The appellate 
court decided that the buyer could make 
a claim for fraud. A seller may not use an 
“as is” clause in a contract to shield itself 
from a claim that it fraudulently induced 
the buyer to enter into the contract. The 
appellate court also found that the buy-

er could bring a claim that the seller vi-
olated Kentucky law, which requires a 
damage disclosure to a buyer if the seller 
has direct knowledge of the damage, the 
damage resulted in repairs or repair es-
timates that cost more than $1,000, and 
the damage occurred while the car was 
in the seller’s possession and prior to de-
livery to a purchaser. The buyer alleged 
that the seller knew the car had under-
gone more than $1,000 in repairs for 
collision damage. The seller knew that 
the auctioneer made $612 worth of re-
pairs and that some warranty work had 
also been completed. The appellate court 
disagreed with the seller’s claim that the 
Kentucky statute does not require a sell-
er to include the cost of warranty repairs 
in the $1,000 threshold, finding that a 
seller must include the value of warran-
ty repairs completed while the car is in 
the seller’s possession toward the $1,000 
threshold. See Evans v. JNT, Inc., 2015 
Ky. App. LEXIS 124 (Ky. App. August 21, 
2015). 

Garnishing Wages in the Peach State?  A 
federal trial court has ruled that Geor-
gia’s post-judgment garnishment statute 
is unconstitutional.  See Strickland v. 
Alexander, 2015 U.S. Dist, LEXIS 121958 
(N.D. Ga. September 8, 2015).

So there’s this month’s roundup!   Stay 
legal, and we’ll see you next month. n
______________________________
Tom (thudson@hudco.com) and Nik-
ki (nmunro@hudco.com) are partners 
in the law firm of Hudson Cook, LLP.  
Tom has written several books and is the 
publisher of Spot Delivery®, a monthly 
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.  Nik-
ki is a contributing author to the F&I 
Legal Desk Book and frequently writes 
for Spot Delivery. For information, visit 
www.counselorlibrary.com.  Copyright 
CounselorLibrary.com 2015, all rights 
reserved.  Single publication rights only, 
to the Association. (9/15).  HC# 4850-
2079-6456.
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$29 members & $49 non-members
Look for GIADA OnDemand branding for your CE credits!

Completing an online continuing education course will 
satisfy your official state obligations. 

No other company offering online CE classes brings together 
the resources, knowledge and experience of the car business 

that GIADA does. Simply put: our online seminar is a world-class 
training program that is entertaining and meaningful. We can’t 

wait for you to see what we are developing for you. 
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VALDOSTA 
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ATLANTA
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Dealer to Pay $12,500 
Fine for Illegal Leasing  
Practices
Credit Connection Auto Sales in central 
Pennsylvania has reached a $12,500 set-
tlement with the state’s attorney general 
for allegedly leasing vehicles that needed 
a considerable amount of repair work and 
using lease agreements that did not com-
ply with federal law.

The business offers vehicles on a lease-to-
own basis at its locations in Harrisburg, 
York and Carlisle. The Carlisle location 
also operates a motor vehicle repair shop.

The settlement, filed in the form of an as-
surance of voluntary compliance, requires 
the company to pay a $12,500 civil penal-
ty for alleged violations of the Consumer 

Protection Law, the Pennsylvania Auto 
Regulations, the Truth in Lending Act and 
the Federal Trade Commission’s Used Car 
Rule. Additionally, under the terms of the 
settlement, the company must begin using 
lease agreements that comply with federal 
law within 90 days and comply in the fu-
ture with the Consumer Protection Law 
and the Auto Regulations. 

The Office of Attorney General’s Bureau 
of Consumer Protection received several 
consumer complaints about the company, 
which prompted an investigation. Those 
complaints claimed that the vehicles of-
fered for lease by Credit Connection Auto 
Sales were represented to be in good work-
ing condition, but were later found to have 
mechanical problems that required repair 
work. And those repairs, consumers said, 
were often not performed well. Consum-
ers also said the sales presentations at the 

dealerships were not always consistent 
and referenced misleading information.

Consumer Complaints 
Hit 677,000, CFPB  
Reports
The Consumer Financial Protection Bu-
reau released a report highlighting trends 
in consumer complaints through August 
1, with credit reporting complaints see-
ing the sharpest increase compared to 
both the prior month and prior year.

The bureau has handled approximate-
ly 105,000 credit reporting complaints 
since it began accepting them in October 
2012. Those complaints jumped 56% be-
tween June 2015 (4,289 complaints) and 
July 2015 (6,969 complaints). In analyz-
ing the period of May through July 2015, 

Important Compliance Briefs...

COMPLIANCE BRIEFS
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complaints increased by 45% compared 
to the prior year.  

Of those complaints,77% involved incor-
rect information on reports. Consumers 
frequently complained of debts already 
paid or debts not yet due showing up on 
their report, negatively affecting their 
credit scores. The CFPB said that con-
sumers also had trouble accessing their 
reports as a result of rigorous online 
identity authentication questions.

The three companies that received the 
highest volumes of credit reporting 
complaints were Equifax, Experian and 
Transunion, which accounted for 97% of 
credit reporting complaints.

Overall, the bureau has handled 677,200 
complaints nationally. In July, the most 
complained about financial product or 
service was debt collection, representing 
about 31% of complaints submitted. The 

second most-complained-about consumer 
product was credit reporting, accounting 
for approximately 6,696 complaints. The 
third most-complained-about financial 
product or service was mortgages, ac-
counting for approximately 4,498 com-
plaints. The CFPB did not list auto loans 
amount the 11 credit products that trig-
gered complaints.

The bureau reported that in a year-to-year 
comparison, consumer loan complaints, 
which include pawn loans, title loans, and 
installment loans, showed the greatest 
percentage increase (61%) from the same 
time last year. They went from approxi-
mately 718 complaints to 1,154 complaints 
on average per month over a three-month 
time period. Bank account or services 
complaints showed the greatest percentage 
decrease over the same time period, go-
ing from a monthly average of 1,976 com-
plaints in 2014 to 1,895 complaints in 2015 
— a 4% decrease.

Hawaii, Maine, Georgia, and North Car-
olina experienced the greatest complaint 
volume increases from the same time last 
year, with Hawaii up 37%, Maine up 36%, 
and both Georgia and North Carolina up by 
33%. South Dakota, New Mexico, and Alas-
ka experienced the greatest complaint vol-
ume decrease from the same time last year, 
with South Dakota down 31%, New Mexico 
down 16%, and Arkansas down 11%.

“Whether a consumer is trying to get a 
mortgage, apply for a student loan, or buy 
a car, credit reports are fundamentally 
important in allowing people to access 
their financial goals,” said CFPB Director 
Richard Cordray in a press release. “As 
we see a rise in the number of consumers 
complaining about this issue, the Bureau 
will continue to work to ensure that credit 
reports are fair, accurate, and readily avail-
able to all consumers.” n

COMPLIANCE BRIEFS
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There are some things you simply never 
want to say at work. These phrases carry 
special power: they have an uncanny abil-
ity to make you look bad even when the 
words are true. Worst of all, there’s no tak-
ing them back once they slip out.

I’m not talking about shocking slips of 
the tongue, off-color jokes, or politically 
incorrect faux pas. These aren’t the only 
ways to make yourself look bad.

Often it’s the subtle remarks—the ones 
that paint us as incompetent and unconfi-
dent—that do the most damage. No matter 
how talented you are or what you’ve ac-
complished, there are certain phrases that 
instantly change the way people see you 
and can forever cast you in a negative light. 
These phrases are so loaded with negative 
implications that they undermine careers 
in short order. How many of these career 
killers have you heard around the office 
lately?

1. “It’s not fair.”
Everyone knows that life isn’t fair. Saying 
it’s not fair suggests that you think life is 
supposed to be fair, which makes you look 
immature and naïve.

If you don’t want to make yourself look 
bad, you need to stick to the facts, stay con-
structive, and leave your interpretation out 
of it. For instance, you could say, “I noticed 
that you assigned Ann that big project I 
was hoping for. Would you mind telling 
me what went into that decision? I’d like 
to know why you thought I wasn’t a good 

11 THINGS 
Smart People 

Won’t Say at WORK 
BY TRAVIS BRADBERRY, FORBES

LEADERSHIP

fit, so that I can work on improving those 
skills.”

2. “This is the way it’s always been 
done.”
Technology-fueled change is happening 
so fast that even a six-month-old process 
could be outdated. Saying this is the way 
it’s always been done not only makes you 
sound lazy and resistant to change, but it 
could make your boss wonder why you 
haven’t tried to improve things on your 
own. If you really are doing things the way 
they’ve always been done, there’s almost 
certainly a better way.

3. “No problem.”
When someone asks you to do something 
or thanks you for doing something, and 
you tell them no problem, you’re imply-
ing that their request should have been 
a problem. This makes people feel as 
though they’ve imposed upon you.

What you want to do instead is to show 
people that you’re happy to do your job. 
Say something like “It was my pleasure” 
or “I’ll be happy to take care of that.” It’s 
a subtle difference in language, but one 
that has a huge impact on people.

4. “I think …/This may be a silly idea 
…/I’m going to ask a stupid question.”
These overly passive phrases instantly 
erode your credibility. Even if you fol-
low these phrases with a great idea, they 
suggest that you lack confidence, which 
makes the people you’re speaking to lose 
confidence in you.

Don’t be your own worst critic. If you’re 
not confident in what you’re saying, no 
one else will be either. And, if you really 
don’t know something, say, “I don’t have 
that information right now, but I’ll find 
out and get right back to you.”

5. “This will only take a minute.”
Saying that something only takes a min-
ute undermines your skills and gives the 
impression that you rush through tasks. 
Unless you’re literally going to complete 
the task in 60 seconds, feel free to say 
that it won’t take long, but don’t make 
it sound as though the task can be com-
pleted any sooner than it can actually be 
finished.

6. “I’ll try.”
Just like the word think, try sounds ten-
tative and suggests that you lack confi-
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U.S. Auto Sales Top 
Out in 2016, Dealer 
Association 
Economist Predicts
BY JIM HENRY, FORBES 

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

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

dence in your ability to execute the task. 
Take full ownership of your capabilities. 
If you’re asked to do something, either 
commit to doing it or offer an alterna-
tive, but don’t say that you’ll try because 
it sounds like you won’t try all that hard.

7. “He’s lazy/incompetent/a jerk.”
There is no upside to making a dispar-
aging remark about a colleague. If your 
remark is accurate, everybody already 
knows it, so there’s no need to point it 
out. If your remark is inaccurate, you’re 
the one who ends up looking like a jerk.

There will always be rude or incompe-
tent people in any workplace, and chanc-
es are that everyone knows who they are. 
If you don’t have the power to help them 
improve or to fire them, then you have 
nothing to gain by broadcasting their in-
eptitude. Announcing your colleague’s 
incompetence comes across as an inse-
cure attempt to make you look better. 
Your callousness will inevitably come 
back to haunt you in the form of your 
coworkers’ negative opinions of you.

8. “That’s not in my job description.”
This often sarcastic phrase makes you 
sound as though you’re only willing to 
do the bare minimum required to keep 
getting a paycheck, which is a bad thing 
if you like job security.

If your boss asks you to do something 
that you feel is inappropriate for your 
position (as opposed to morally or eth-
ically inappropriate), the best move 
is to complete the task eagerly. Lat-
er, schedule a conversation with your 
boss to discuss your role in the com-
pany and whether your job description 
needs an update. This ensures that you 
avoid looking petty. It also enables you 
and your boss to develop a long-term 
understanding of what you should and 
shouldn’t be doing.

9. “It’s not my fault.”
It’s never a good idea to cast blame. Be 
accountable. If you had any role—no 

matter how small—in whatever went 
wrong, own it. If not, offer an objective, 
dispassionate explanation of what hap-
pened. Stick to the facts, and let your 
boss and colleagues draw their own con-
clusions about who’s to blame.

The moment you start pointing fingers 
is the moment people start seeing you as 
someone who lacks accountability for their 
actions. This makes people nervous. Some 
will avoid working with you altogether, 
and others will strike first and blame you 
when something goes wrong.

10. “I can’t.”
I can’t is it’s not my fault’s twisted sister. 
People don’t like to hear I can’t because 
they think it means I won’t. Saying I 
can’t suggests that you’re not willing to 
do what it takes to get the job done.

If you really can’t do something because 
you truly lack the necessary skills, you 
need to offer an alternative solution. In-
stead of saying what you can’t do, say 
what you can do. For example, instead 
of saying “I can’t stay late tonight,” say 
“I can come in early tomorrow morning. 
Will that work?” Instead of “I can’t run 
those numbers,” say “I don’t yet know 
how to run that type of analysis. Is there 
someone who can show me so that I can 
do it on my own next time?”

11. “I hate this job.”
The last thing anyone wants to hear at 
work is someone complaining about how 
much they hate their job. Doing so la-
bels you as a negative person and brings 
down the morale of the group. Bosses are 
quick to catch on to naysayers who drag 
down morale, and they know that there 
are always enthusiastic replacements 
waiting just around the corner.

Bringing It All Together
Eliminating these phrases from your vo-
cabulary pays dividends. They have a ten-
dency to sneak up on you, so you’re going 
to have to catch yourself until you’ve solid-
ified the habit of not saying them. n

LEADERSHIP
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AUCTION HIGHLIGHT

A doctor can usually see what’s going on 
and here’s what I saw at the recent ADESA 
auction: a wonderfully fun day for all 
attendees and for GIADA, too. It was 
my privilege to witness, first-hand, the 
generosity of ADESA and its team. They 
were celebrating their anniversary with a 
marvelous Anniversary Sale, during which 
they gave away lots of gifts all day long, 
including Apple watches, YETI Coolers, 
and a set of Golf Clubs.  Lunch was served 
following the sale.

GIADA benefited from what Mark Brunn, 
the General Manager, did that day, too. 
If someone joined GIADA or renewed a 
membership to GIADA, he/she received 
a $100/off one buy-fee. That’s right!!!  If a 
member renewed, then he or she received 
$100/off one buy-fee.  If you joined GIADA 
at their table that day, instead of paying 
$250.00 the cost was $150.00 – all thanks 
to the tremendous generosity of ADESA.

Mark and his team weren’t the only ones 
making this happen. Sign-up came from 
several people. The GIADA table was 
manned by Glenn Reeves from Reeves 
Insurance, Dennis Pope from Peoples 
Financial, Julie Colgate from IDA, and 
Amy Bennett, Director of Membership 
and Vendor Relations for GIADA. Thank 
you for your support.

As busy as he was during the event, Paul 
John, the Executive Director of GIADA, 
came by for a few hours to make sure 

everything was going fine. And, oh, yes, 
everything was fine!  Yours truly, the “The 
Car-Diologist”, was there giving company 
physicals. A few “Check-ups from the 
Neck Ups” were prescribed as dealers and 
business owners came by for a consultation. 
Independent dealers are hard-working, 
good people who always want to get better. 
So I’m happy to help. 

Lots of people signed up that day. New 
members and existing members took 
advantage of the $100/off their buy fee. 
Here’s how effective this deal was:  when 
Denny Brock of the Brock Auto Group 
discovered he had bought and paid for 
his cars before getting his $100/off buy 
fee credit, Lisa O’Neil sprang into action. 
Lisa is the Assistant General Manager of 
ADESA. Virtually within minutes Denny 
had his $100 buy fee taken care of.  Thank 
you ADESA for going above and beyond 
and for your giving spirit!  Furthermore, 
thank you to all the dealers who signed up!! 
Those who renewed understood that they 
could once again save thousands of dollars 
on services that successful dealers need 
every day, such as Buy/Sell Auction Fees, 
garage liability insurance, and attorney 

fees.  It was a wonderful day for GIADA 
and ADESA is a great company. 

There is one last thing I’d like to mention. 
There was a nice looking lady selling raffle 
tickets for “Cure Childhood Cancer.” 
All proceeds were donated to this very 
deserving group and ADESA was also 
matching funds!

ADESA, you are FIRST CLASS, and I can’t 
wait to do this again – real soon. Your goal 
to help people was evident. These doctor’s 
eyes even saw Amy hard at work, signing 
up dealers in the parking lot as we were 
leaving.  “Go, Girl!” n

ADESA Atlanta Gives Back to Dealers
We signed up 34 new dealers at the Membership Drive at ADESA Atlanta. 
From the Eyes of the Doctor, D.J. Harrington
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Vehicle owners are not using many of the 
new technologies put into cars and light 
trucks, according J.D. Power’s 2015 Driv-
er Interactive Vehicle Experience Report 
(DrIVE).

The 2015 DrIVE Report measured driver 
experiences with in-vehicle technology 
features during the first 90 days of owner-
ship. The report finds that at least 20% of 
new-vehicle owners have never used 16 of 
the 33 technology features measured.

The five features most owners said they 
never use include: in-vehicle concierge 
(43%), mobile routers (38%), automatic 
parking systems (35%), heads-up display 
(33%) and built-in apps (32%).

“In many cases, owners simply prefer to 
use their smartphone or tablet because it 
meets their needs; they’re familiar with 
the device and it’s accurate,” said Kristin 
Kolodge, executive director of driver in-
teraction & HMI research at J.D. Power. 
“In-vehicle connectivity technology that’s 
not used results in millions of dollars of 
lost value for both consumers and the 
manufacturers.”

There are 14 technologies that at least 20% 
of car owners said they did not want in their 
next vehicle, including Apple CarPlay, An-
droid Auto, in-vehicle concierge services and 
in-vehicle voice texting. Among Gen Y own-
ers, the number of unwanted features bal-
looned to 23, specifically technologies related 
to entertainment and connectivity systems.

The most frequently cited reason for not 
wanting a specific technology was that 
owners “did not find it useful” in their 
current vehicle and the technology “came 
as part of a package on my current vehicle 
and I did not want it.”

The report also found that owners said 
technologies that were not explained by 
their dealer had a higher likelihood of never 
being used. Additionally, features that were 
not activated when the vehicle was delivered 
often resulted in the owner not even know-
ing the technology existed in the vehicle.

“While dealers are expected to play a key 
role in explaining the technology to con-
sumers, the onus should be on automakers 
to design the technology to be intuitive 
for consumers,” said Kolodge. “Automak-
ers also need to explain the technology to 
dealership staff and train them on how to 
demonstrate it to owners.”

The technologies which owners most often 
wanted were those that enhance the driv-
ing experience and safety. Those technol-
ogies included vehicle health diagnostics, 
blind-spot warning and detection, and 
adaptive cruise control.

“The first 30 days are critical. That first-
time experience with the technology is the 
make-it-or-break-it stage,” said Kolodge. 
“Automakers need to get it right the first 
time, or owners will simply use their own 
mobile device instead of the in-vehicle 
technology.” n

Car Owners Rejecting 
Entertainment, Connectivity 
Features, Report Finds

“The first 30 days are critical. 
That first-time experience with 

the technology is the make-
it-or-break-it stage.”

Get active with 
GIADA’s Auxiliary!
The spouse of any GIADA 
member in good standing is 
automatically a member of 
the Auxiliary.  

Cindy Graham
Auxiliary President

The purpose of the Auxiliary is to 
raise funds to assist women and 
children’s needs in Georgia.  We 
promote participation among our 
members, provide social activities, 
and work with GIADA in promoting 
and maintaining a desirable public 
image for the Independent Automo-
bile Dealers Association.

Our fall board meeting fundraiser 
was a huge success!  We raised over 
$1,000 for our charities in need.  Our 
goal is to support between 6-10 chari-
ties each year. We have a great group 
of men and women who are current-
ly members and always encourage 
attendance at GIADA meetings.  

Our winter board meeting will be 
held January 8-10, 2016 at Stone 
Mountain Park.  GIADA is a fami-
ly-friendly atmosphere.  We will be 
holding a fundraiser at this time for 
adults and children. We look forward 
to seeing you soon.

Sincerely,
Cindy Graham
Auxiliary President



34  |  GIADA Independent Auto Dealer JUL/AUG 2015   |   CELEBRATING 60 YEARS

Dealerships are always on the lookout for 
the best ways to reach customers before 
it’s too late. Usually, customers arrive at 
a dealership knowing full well what they 
want and the amount they’re willing to pay 
for it. If you can reach customers before 
they fully decide on a specific model or 
price tag, you will have an easier time con-
vincing them to at least try out what you 
have to offer. So how can you do that with 
car wraps? Easy, just follow these steps.

Reach customers before the 
buying cycle

Car wraps are effective marketing plat-
forms for small, medium, and large busi-
nesses alike. One wrap or vehicle can gar-
ner up to 70,000 views per day. So when 
cars with your wrap are stuck in traffic, 
you’ll have something to smile about be-
cause they’re being seen by prospective car 
buyers who may or not have heard about 
your dealership

So if you want to make sure that you reach 
potential customers before they make up 

their minds, go for car wrap advertising. 
Think about it this way: A car wrap ad can 
effectively boost brand/name recognition 
by up to 15%, and what better way to pro-
mote your dealership than through vehi-
cles, right?

Long-term relationship
The good thing about dealerships that also 
want to be in the car wrap business is that 
they can use their position to promote car 
wrap companies of their choice. This is the 
reason why dealerships either have a tie-up 
car wrap company or also double as a car 
wrap company themselves. When deal-
erships sell cars that have perfect wraps 
installed, customers are more likely to 
return when they want to have new wrap 
installed.

Tie into social media
When you want to promote your car deal-
ership using car wraps, you can also tie it 
into social media marketing. A car wrap 
that advertises a free car wash and also in-
cludes a hashtag or a Facebook page will 

likely raise more awareness than relying on 
word of mouth. If you have special promos 
or discounts, tie into social media market-
ing to get the greatest number of customers 
knocking on your door.

Use car wraps to increase leads
If you don’t want to tie your car wrap cam-
paign into social media, you can simply in-
clude a website in the wrap design instead 
of a hashtag or social media account. If you 
have a promo or coupon on offer, you can 
include that in the wrap design and moni-
tor the clicks to your website. This way, not 
only do you get more clicks, they’ll be rel-
evant clicks.

Brand awareness
Dealerships that promote car wrap compa-
nies and vice versa may not see an imme-
diate increase in revenue, but they’re basi-
cally increasing brand awareness. Perfectly 
wrapped vehicles project a strong message 
that vehicle owners and others appreciate, 
making it a sensible way to promote brand 
awareness. n

How to Use Car Wraps to Promote 
Dealerships and Vice Versa
BY FRED AGUI, DIGITAL MARKETING SPECIALIST FROM CARWRAPS.COM

SALES & MARKETING
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Southeastern Auto 
Auction Celebrates 
19 Years in Savannah
In 1987 Wayne DeLoach, Tommy 
Childs, and Danny Williams purchased 
a small auction in Statesboro, GA. In 
1997, the auction was relocated to Sa-
vannah where it still operates today.

On Wednesday, August 26th South-
eastern Auto Auction of Savannah 
held its 19th Anniversary Sale. The 
sale offered a large consignment fea-
turing a variety of vehicles from new 
car dealers, independent dealers and 
institutional accounts.  These were of-
fered to a record breaking number of 
dealers both in the auction lanes and 
online via Simulcast.

The anniversary celebration was all 
month long with prize giveaways at ev-
ery sale.  Dealers in the lanes each week 
had a chance to win a diamond plated 
shrimp and oyster steamer while deal-
ers online had a chance to win an i-pad 
mini.  To end the anniversary month 
with a bang, the anniversary sale in-
cluded free Georgia BBQ and over 
$15,000 in cash and prizes.  Adding to 
an already great day, a donation was 
given to Shriners Hospital for Chil-
dren which came from money raised 
through a 50/50 drawing.

“It has been a year for breaking records 
here at Southeastern Auto Auction and 
our anniversary month was no differ-
ent. For an auction to be in business this 
long you need to have great employees 
and great customers.  I would like to 
thank the hard working Southeastern 
Auto Auction team members for all 
they do and also our amazing dealers.  
Everyone is looking forward to see what 
our 20th anniversary year holds!” - Bill 
McCready the auctions V.P.

Southeastern Auto Auction is lo-
cated in Savannah, GA and holds a 
Dealer-Only Sale every Wednesday 
at 10:00am and a Public Sale every 
Thursday at 7:00pm.

www.southeasternaa.com
1712 Dean Forest Rd, Savannah, GA

“The availability of different 
financing options allows 

consumers to stretch their 
dollar and more easily find a 

vehicle that meets their 
budgetary needs.”

Experian Automotive reported today that 
the gap between the average monthly pay-
ments for new and used vehicles during the 
second quarter reached a record $122 — the 
largest margin since Experian began pub-
licly reporting auto finance data in 2008.

According to the firm, the average monthly 
payment for a new vehicle was $483, while 
the average monthly payment for a used ve-
hicle was $361. But not only did the month-
ly-payment gap widen during the quarter, so 
did gap in total loan amounts, with the av-
erage new-vehicle and used-vehicle finance 
amounts reaching $28,524 and $18,671, re-
spectively — a difference of $9,853.

“As the price of new vehicles continues to 
rise, and the gap between monthly pay-
ments for new and used vehicles widens, 
we see more and more consumers looking 
for ways to keep their vehicle payments af-
fordable,” said Melinda Zabritski, Experi-
an’s senior director of automotive finance. 
“This could be especially true for consum-
ers who have the financial ability to pursue 
a new vehicle but may have sticker shock at 
the rising prices and don’t want the accom-
panying high monthly payments.”

And consumers took advantage of stretch-
ing loan terms to keep their monthly 
payments affordable, especially for used 
vehicles. According to Experian, the per-
centage of used vehicles financed for 73 
to 84 months increased by 14.8% from a 
year ago to 16.1% — the highest percent-
age on record. Additionally, new vehicles 
financed for the same term length climbed 
19.7% from a year ago to 28.8% in the sec-
ond quarter.

Leasing also continued to be a popular 
option for payment-conscious car buyers, 
with the transaction type’s share of all ve-
hicles financed during the quarter rising 
30.2% from a year ago to 31.5%. And ac-
cording to Experian’s analysis, lease terms 
extended past the 36-month average into 
the 37- to 48-month range, an 18% in-
crease. Additionally, the average lease pay-
ment dropped $13 a month from a year ago 
to $394.

“The automotive finance market contin-
ues to progress in response to consumer 
demand,” said Zabritski. “The availability 
of different financing options allows con-
sumers to stretch their dollar and more 
easily find a vehicle that meets their bud-
getary needs.”

Experian Automotive also reported that 
the share of used-vehicle financing rose 
from 53.8% one year ago to an all-time 
high of 55.5 percent. Also reaching a re-
cord high was the percentage of new vehi-
cles financed, which rose from 85% in the 
year-ago period to 85.8%.

The average credit score for a new-vehicle 
loan dropped two points from last year to 
reach 709, while the average credit score 
for a used loan increased one point to 645 
over the same time period.

Also during the second quarter, the aver-
age interest rate for a new-vehicle loan was 
4.8%, up from 4.6% in the year-ago period. 
The interest rate for used vehicle loans was 
9.1 percent, up from 8.8 percent over the 
same time period. n

Payment Gap Between New 
and Used Hits All-Time High 

in Q2, Experian Reports
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LEGAL NEWS

I am a history buff, especially an Ameri-
can history buff. Nothing gets my patriotic 
juices flowing more than reviewing some 
of the great lines from presidential speech-
es. Do you remember some of these?

• “Ask not what your country can do for 
you...”

• “With malice toward none, with char-
ity for all…”

• “Mr. Gorbachev, tear down this wall!”
• And for many of us who grew up at the 

feet of the Greatest Generation, there 
is this: “Yesterday, December 7, 1941 – 
a date which will live in infamy…”

Not that I want to show sacrilege to one 
of America’s darkest days, but as I talk to 
elected officials, regulators and other in-
terested parties about the CFPB’s dogged 
interest in indirect auto lending, March 21, 
2013 is a date that lives in infamy.

That’s when the CFPB released Bulletin 
2013-02. That document loudly signaled 
to the auto industry that the bureau was 
resolute in its belief that policies allowing 
dealers to mark up a lender’s established 
buy rate creates an increased risk of dis-
crimination through a theory called “dis-
parate impact.”

Disparate impact is a legal theory that 
finds discrimination to exist, not as the re-
sult of intentional conduct based on race, 
sex, age, religion, etc. – that is known as 
disparate treatment – but because a neu-
tral policy has an adverse impact on per-
sons in one of those protected classes. That 
adverse impact is usually measured by way 
of some sort of statistical anomaly.

For nearly five decades, legal and political 
minds have debated whether disparate impact 
is a valid legal theory in employment, housing 
or lending. Certainly, since March 21, 2013, 
the financial community has reiterated its po-
sition that disparate impact is not valid as it 
pertains to demonstrating discrimination in 
indirect automotive financing.

NIADA is among those that have asserted 
this argument. For the past 30 months, the 
industry has watched with great interest 
three cases pending before the Supreme 
Court of the United States that might have 
touched on the issue.

Two of those three cases settled before the 
court heard arguments. However, on June 
25, the court issued an important decision 
that will likely impact the use of disparate 
impact as a valid legal theory moving for-
ward.

The issue before the court in Texas Dept. 
of Housing and Community Affairs v. 
Inclusive Communities Project, Inc., was 
whether disparate impact is a cognizable 
claim under the federal Fair Housing Act. 
In a 5-4 decision, the court held that dispa-
rate impact is a recognizable legal theory 
under the FHA.

I won’t bore you with all of the legalese in-
volved in the majority opinion and the two 
dissenting opinions. Suffice it to say the 
two sides relied on very different parts of 
the statute and had interesting examples to 
support their positions – including a refer-
ence to the NFL draft.

Though the majority validated disparate 
impact claims, they were quick to put 
some important restrictions on a plain-
tiff that wants to assert such a claim. The 
court said plaintiffs cannot rely on statisti-
cal disparities alone – they must point to a 
specific policy causing the disparity.

In defense, the court said entities can point 
to valid interests the policy serves, and 
said those policies will not be contrary to 
disparate impact requirements unless they 
are “artificial, arbitrary and unnecessary 
barriers.”

In essence, a disparate impact theory will 
survive only if the plaintiff can show sta-
tistical evidence of disparity that has a 

causal connection to a specific policy of 
the defendant.

It is important to note this case is limit-
ed to disparate impact liability under the 
FHA only. It does not address fair lending 
under the Equal Credit Opportunity Act 
and does not specifically apply to automo-
bile lending.

But the ruling in this case will likely serve 
as precedent in ECOA cases in which dis-
parate impact is at issue. And the real im-
pact of the case on our industry is that it 
will further embolden the CFPB in stand-
ing behind its March 2013 guidance.

American Banker has reported the CFPB 
is close to consent decrees with American 
Honda Finance Corp., Toyota Motor Cred-
it Corp., and Nissan Motor Acceptance 
Corp., related to allegations that the three 
entities discriminated against minority 
borrowers. The CFPB reportedly claims 
the companies’ dealer compensation poli-
cies resulted in – you guessed it – disparate 
impact to those minority borrowers.

In light of the Supreme Court’s decision 
and the CFPB’s continued aggressive en-
forcement against auto lenders using dis-
parate impact theories, the passage of H.R. 
1737 – the Reforming CFPB Indirect Auto 
Financing Guidance Act, currently pending 
in the House of Representatives – is critical.

NIADA and our industry partners are ac-
tively lobbying in favor of that legislation, 
which would revoke the March 2013 guid-
ance and require the CFPB to engage in a 
full public comment process before reissu-
ing anything similar.

You can help by contacting your Congres-
sional representative and asking him or 
her to co-sponsor the bill. Without the bill, 
March 21, 2013 will continue to be an in-
famous date in our industry, and June 25, 
2015 is likely to join it. n

The Validation of Disparate Impact? 
BY SHAUN PETERSEN, PARTNER, MAC MURRAY, PETERSEN & SHUSTER LLP
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FINANCE

I’ve been getting requests from dealers re-
cently to help them evaluate their perfor-
mance in new vehicles.

The inquiries follow dealer concerns about 
ever-smaller margins on the new vehicles 
they sell, and a desire to increase market 
share and volume while maximizing the 
profitability for every retail unit.

These discussions have revealed three curi-
ous findings:

Inventory turns: I’ve found that, on average, 
dealers turn their new vehicle inventories 
five to seven times a year. This benchmark 
even applies to dealers who achieve a re-
spectable annualized inventory turn of 12-
15 times a year in their used vehicle depart-
ment.+

Inventory age: The average days in invento-
ry for new vehicles runs close to 100 days, 
with roughly 40 percent of the cars above 
the 90-day mark. By contrast, many of these 
dealers consistently maintain an average 
days in inventory for used vehicles below 30 
days, and they rarely see vehicles age past 45 
or 60 days.

Pricing: Each dealer typically had his/her 
own strategy. Some priced everything at 
the Manufacturer’s Suggested Retail Price 
(MSRP), others preferred to show the MSRP 
and an asking price that conveyed an ini-
tial dealer discount. I was struck, however, 
by the prevalence of pricing strategies that 
either a) did not incorporate incentives 
to show a discount; b) lacked relevance to 
competing cars in the market; or c) sent 
confusing signals to potential customers.

For example, I asked a Chrysler Dodge Jeep 
dealer in the Midwest why nearly half of 
his vehicles showed an aggressive discount, 
while the rest showed MSRP. The reason: 
He priced his new vehicles once a month. 

As he retailed cars, new ones arrived from 
the factory or dealer trades. These units did 
not receive a price until the beginning of the 
next month.

The dealer agreed this pricing inefficiency 
might contribute to missed opportunities. 
“I can see that if a customer saw 10 of my 
Grand Cherokees at sticker and 10 at a dis-
count, it might be confusing. And, if my 
competitor has the same car priced correct-
ly, I might not get a crack at the business.”

Most dealers would not tolerate such inven-
tory and pricing inefficiencies in their used 
car departments. Yet, they don’t seem to 
mind the less-than-optimal performance in 
new vehicles.

I encouraged the dealers to follow three best 
practices to increase new vehicle sales and 
profitability:

Match your new vehicle prices to the mar-
ket. Dealers should recognize that today’s 
new vehicle buyers are aware of prevail-
ing prices in the market—and they know 
if your asking prices fall in/out of the fair 
market range for specific models. In the 
past, it’s been difficult to efficiently make 
these price comparisons. Today, however, 
new technology and tools give dealers the 
ability to set competitive prices, and apply 
available incentives, within a matter of min-
utes, not hours.

Revisit new vehicle pricing at least once a 
week. As the Chrysler Dodge Jeep dealer’s 
experience attests, a once-a-month pricing 
policy can do more harm than good in to-
day’s market. Just as we’ve seen in used ve-
hicles, proactive new vehicle pricing helps 
you deliver the pricing clarity and consis-
tency buyers have come to expect. I rec-
ommend dealers revisit their new vehicle 
pricing at least once a week, if not more of-
ten, to make sure your vehicles align with 
buyers’ pricing expectations.

Manage inventory age. A Chevrolet dealer 
explained his inattention to aging new vehi-
cle inventory this way: “New cars don’t spoil 
like used cars.” After we examined his aver-
age days in inventory and annual turn rate, 
he recognized two things: First, he could do 
a better job focusing his pricing and sales 
team attention on older units, rather than 
retailing fresher cars because they’re parked 
closer to the showroom door. Second, as he 
worked to retail older-age units first, he’d 
reduce his exposure to monthly floorplan 
expense.

Dealers who consistently follow these new ve-
hicle pricing and inventory management best 
practices invariably find that sales and profits 
improve. As one dealer put it, “margins are 
bad enough in new cars for me to be making 
them worse by not paying attention.” n

3 Ways To Increase New Vehicle 
Pricing Efficiency, Profitability
BY DALE POLLAK, CHAIRMAN AND FOUNDER OF VAUTO, INC.
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DEALER INSIGHT

As vehicle quality and durability has in-
creased over the years, a recent study 
shows these factors and more are leading 
to stronger used-vehicle prices.

The latest report from the Used Car Guide 
division of J.D. Power focuses on how im-
proving quality is having an impact on 
how new cars are bought and sold as used 
vehicles, breaking it down into four key ar-
eas, one of which is the fact that used vehi-
cles are assuming a more prominent role at 
franchised dealerships.

The white paper, titled, “Lasting Longer: 
How Better Quality is Affecting Used Ve-
hicle Demand,” also shows as OEMs con-
tinue to ramp up quality, prices are rising 
in dealership’s used departments.

Increasing quality is causing used vehi-
cles to depreciate at a much slower rate, 
according to insights from a NADA Used 
Car Guide Used Vehicle Price Forecast, 
causing many drivers to hold onto their 
vehicles longer.

For example, in 1996, the report stated it 
took about 12 years for vehicle deprecia-
tion to stabilize. But over the past two de-
cades, the average vehicle age has grown to 
15.3 years, marking a 29 percent increase.

Recent retail analysis echoes this trend, as 
a recent Edmunds.com report showed used 
retail prices hit a record high in the second 
quarter. Aided in part by certified pre-
owned units, Edmunds’ analysis showed 
retail prices came in at an average of 
$18,800 in Q2, up 7.6 percent — or $1,300 
per vehicle — from the second quarter of 
2014.

Since improving quality has a played a role 
in ramping up demand for used vehicles, 
consequently, prices have gone up, as well. 
The Used Car Guide white paper stated it 

came to this conclusion using NADA Used 
Car Guide’s Used Vehicle Price Forecast 
model, which measures the relationship 
between used prices and key influencing 
factors.

Normally, vehicles depreciate at a con-
stant rate up to a point, or what the report 
coined as the “depreciation boundary,” 
which it stated means the vehicle is beyond 
the age where it will post any meaningful 
depreciation in price.

That said, taking a look at wholesale trans-
actions, NADA Used Car Guide reached 
two conclusions regarding this “deprecia-
tion boundary.”

First, the depreciation boundary is nor-
mally reached when prices to stabilize in 
the $1,000 to $5,000 range. The catch is 
with improving quality, it is taking much 
longer for vehicles to reach this point.

Take these statistics into account. Back in 
1996, the average age of vehicles reaching 
the depreciation boundary was just under 
12 years. But over the past two decades, av-
erage vehicle age has grown by 29 percent 
to 15.3 years.

“Because the time it takes to reach the 
boundary point depends on how fast vehi-
cle values fall, the increase in age is a direct 
result of slowing used vehicle deprecia-
tion,” the report stated.

These numbers from the white paper illus-
trate the trend further:
• In the late 1990s, used vehicles lost an 

average of 15.9 percent to 16.5 percent 
of their value per year.

• Currently, average depreciation has 
slowed to an annual rate between 14.8 
percent and 15.4 percent per year.

The white paper pointed out though this 
might seem like a small improvement, it 
can be significant when taken into account 
over the whole lifespan of a vehicle.

The report offered this example: Com-
pared to the late 1990s, a $25,000 vehicle 
today would retain $466 more of its value 
over two years and almost $720 more after 
six years, due to slowing depreciation.

Another factor that can be taken into ac-
count when studying today’s stronger 
used prices is the narrowing gap between 
younger and older model prices.

Back in 2004, 4- to 6-year-old model rates 
were 54 percent as much as prices of mod-
els up to 3 years in age, according to the 
report. By 2014, that ratio had spiked by 15 
percent to a total of 69 percent.

“The improvements in older model pric-
es would not have been possible without 
better vehicle quality,” the report stated. 
“While we fully expect used-vehicle pric-
es to drift lower over the next few years 
as supply finally returns to pre-recession 
levels, the boost in demand stemming 
from improved durability will keep pric-
es higher than they would have been oth-
erwise.” n

Improving quality makes for stronger 
used-car prices
BY SARAH RUBENOFF, STAFF WRITER, AUTO REMARKETING
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MONDAY
Copart Auto Auction
6089 Hwy 20
Loganville, GA 30052
770-554-6366
12:00 pm Dealer & Public Sale
copart.com

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

A POWERFUL ARRAY OF NEW

ADVERTISING OPPORTUNITIES
Visit www.giada.org
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MANAGEMENT

We used to think that a strong manager 
was someone who could speak firmly, but 
we’ve evolved. Now we see that any idiot 
can raise his voice and sound command-
ing. That doesn’t make you a leader!

Real leaders are people who don’t bring 
the hammer down, because the hammer is 
only given to them by virtue of their title, 
which was conferred on them by some-
body else. The hammer — the power to 
punish or withhold good things –  is the 
instrument of fear and control.

Strong leaders trust themselves enough to 
trust the people they’ve hired. They lead 
by example. They don’t lead through fear, 
by making their employees afraid to cross 
them.

Here are five things only weak managers 
say. If you’ve heard any of these weakling 
pronouncements coming out of the lips of 
your manager, that’s a sign!

It’s a sign that you’re wasting your talents 
working under Mr. or Ms. Fearful. Time 
to pack up your bag of tricks and take it 
where it’ll be appreciated!

#1
I Don’t Care How You Do It – 

Just Get It Done!

This is what weenie weakling managers say 
when they get stressed out. It’s the ultimate 
“Screw you!” to a team member, because it 
says “I won’t help you — I’m busy. Figure it 
out yourself!”

That’s not leadership. The implied threat 
in “Just get it done!” is that if you don’t 
get it done, you’ll get fired or lose brownie 
points on the job.

You don’t have time to work for anyone 
who talks to people like this. It sounds  like 
a line from a bad movie. Leave this turkey 
manager behind you and find a manager 

with blood running through his or her 
veins — not zombie juice!

#2
I Don’t Make the Rules – 

I Just Enforce Them

Let’s break this down logically. You’re the 
manager, but you don’t make the rules? 
Okay, then why are you a manager? There 
are policies that come down from higher 
up and you’re forced to follow them – re-
ally? You don’t have a tongue, teeth and 
vocal cords to speak up about things that 
matter?

Every manager’s job is to speak up and 
tell the truth to higher-ups, whether they 
want to hear it or not. If you’re just a rubber 
stamp on somebody else’s rules and poli-
cies, then give back the “manager” title and 
call yourself something else (“sycophant” 
or “doormat” spring to mind).

#3
I Don’t Pay You to Think

“I don’t  pay you to think” is code for 
“Don’t tell me your ideas, because I get 
easily threatened, and when someone says 
something smart that I didn’t think of on 
my own, I feel bad about myself.”

We can feel sympathy for a manager who’s 
mired in fear, but get out from under him 
or her first – then you can feel sympathy 
from a safe distance!

#4
That’s Your Personal Problem, Not Mine

What is leadership? It means that people 
want to follow you. They trust your judg-
ment and guidance.

When you tell people outright “I couldn’t 
care less about your personal priorities” 
you’ve told them all they need to know 
about your relationship. They are nothing 

to you — so why should they lift a finger to 
help you reach your goals?

#5
If You Don’t Want the Job, I’ll Find 

Someone Who Does

This is the sound of fear in action! Fear is 
entangled in this obnoxious threat in two 
ways.

For starters, the weakling manager who 
threatens your job this way is trying to 
make you afraid with his or her puny pow-
er to punish you. Don’t be afraid of anyone 
pathetic enough to invoke this tired threat. 
They have no personal juice.

You might decide to clamp  your lips to-
gether and walk away from a manager who 
threatens you, but no one would blame you 
if you said “Really? You’ll find someone 
else for my job? That’s odd — if I’m not 
the right person for the job, why am I still 
here?”

The second way fear shows up in this 
time-honored weak-manager threat is that 
the manager who says these words is show-
ing you that he or she is afraid. What are 
they afraid of? They’re afraid to be real — 
to show their human side.

The only time weenie managers throw out 
this threat is when an employee has ex-
pressed frustration or dissatisfaction with 
the way the department is run.

The manager’s angry threat is his or her 
way of saying “I’m doing the best I can, 
okay? I’m not sure how to do my job.” They 
can’t be that honest — they are afraid to 
show any vulnerability — so they lash out 
with a threat instead.

Life is long, but it’s still too short to waste 
another year in a job that doesn’t grow 
your flame. Maybe this is the moment for 
you to plan your next adventure! n

5 Things Only Weak Managers Say
BY LIZ RYAN, CONTRIBUTOR, FORBES.COM
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NEW & RENEWED
MEMBERSJULY/AUGUST 2015

1st Choice Automotive Corp
1st Choice Luxury Cars, LLC
Ackerman Wrecker Service Inc.
Act Auto Brokers.com
Action Now Auto Sales LLC
ADESA Atlanta Auction
Affordable Automotive LLC
AGN Auto Gallery Inc.
All Aaction Auto Sales LLC
All Cars Auto Group LLC
All-American Capital Group, LLC
Allspeed Autoworks
Alma Auto Sales
Alonzo Wades Used Cars
American Risk Services
American Truck Group, LLC
American Van Rental
Amerifleet Transportation, Inc.
Amey Auto Brokers
Apex Auto Sales
Atlanta Auto Finance
Augusta Auto & Truck Sales
Augusta Golf Car LLC
Authouse.us
Auto Broker LLC
Auto Discount Pros LLC
Auto Gallery North
Auto Loan Associates LLC
Auto Right Superstore 
Auto Star
Autobahn Imports of Atlanta
Autodan
Autos Anytime LLC
Avalon Auto
B & C Autos LLC
Barnett Finance Company 
Big Blue Auto Sales LLC
Big Daddy’s Used Cars
Bill’s Auto Mart LLC
Billy T’s Preowned 
Blackburn Truck Equipment Inc.
Bloodworth Auto Sales, Inc.
Bowman’s Auto Sales, Inc.
Brava Automotive
Buckheads Finest
C & M Auto Sales
C2C Motors
Car Corner West
Carfax
Carlotz, Inc.
Carriage Motors
Cars-R-Us of Augusta
Carstock LLC
Cash Plus, Inc.
CEHL Imports Inc.

Choice Automotive Group
Classic Bus Sales
Cobalt Cars 
Consumer Auto Sales, LLC
Consumer’s Automotive Inc.
Consumer’s Choice Automotive Group
Cook Motor Co.
Corey Childers
Daniel Imports LLC
Davenport’s Auto Sales
David Smith Autoland, Inc.
Dawson Auto Sales
DealerRater
Deals on Wheels Auto Sales, Inc.
Diamond Auto Brokers LLC
Diamond Warranty Corp
Document Strategies, Inc.
Don’s Used Cars
Drivemax
DUC Imports Inc.
DV Auto Sales
Dyala Auto Broker, LLC
East Dublin Auto Sales LLC
El Compadre Trucks, Inc.
El Patron Automotive LLC
Emerald Transportation Solutions
E-Motorworks, Inc.
Enstyle
Ertha Smith
Euro Cars LLC
F4 Motors
Fast Auto Sales & Services LLC
Fast Eddie Auto Sales Inc.
Federal Financial Services, Inc.
Felinco Auto Sales Inc.
Four Lane Auto
Fouts Bros Inc.
Fresh Start Auto Brokers, LLC
Friendly Auto Gallery
Georgia Auto Exchange LLC
Global Motorcars
Gold Key Auto, Inc.
Gold Rider Inc.
Golden City Auto Sales, LLC
Golden Isles Auto Broker
Good To Go Auto Sales
Graham Spray Equipment
Grove Auto LLC
Hamilton State Bank
Harper Motors
Head Line Auto LLC
Herndon’s Auto LCL
Horizon RV Center
Incrementa LLC
Informal Auto Group LLC

J & L Auto Brokers LLC
J. B. L. Auto LLC
Jakin Sales
JD Auto Sales
JJ Enterprise of Alma LLC
Joseph Jackson Auto Sales
Kahler Auto Sales
Key Auto Finance
KFC Auto Sales LLC
L & M Auto Broker
Lakeview Automotive Group
Lankford Motor Company LLC
Lee & Mason Financial Services Inc.
Legend Motors
Lextechs of Atlanta
Linear Auto Brokers LLC
Lobga Auto Broker
Lone Mountain Truck Leasing LLC
LSO Auto Sales
Luxury Mobile Imports
M & K Premier Auto Brokers LLC
Macey, Wilensky, & Hennings, LLC
Magic Motors Inc.
Magnetic Automobile & Svcs LLC
Major Motors
Manchester Auto Group
Massey’s Used Cars
Max Auto Sales
Mayes Certified Used Car Sales LLC
Mercedes Benz Techs Inc.
Metro Atlanta Car Sales LLC
Metro Title Loans
Michael Nordcoff
Mitchell Motor Company
Motorworks Inc.
NMCP Enterprises LLC
North GA Auto Brokers Group
Northside Motors
Odum Auto Sales
Omar’s Auto Sales
Paniagua Auto Mall, LLC
Paramount Autosports
Parkway Motors, Inc.
Partriot Auto Sales
Passtime
Peritus Portfolio Services
Peter White
Pine Ridge Motors
Pip’s Auto Sales Inc.
Platinum Automotive
Pre-Owned Vehicles of Hinesville, Inc.
Price Point Car Sales
Prime Auto Exchange LLC
Promace Imports USA, Inc.
Providence Auto Sales Inc.
Quality 1st Used Cars  LLC
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NEW & RENEWED
MEMBERS JULY/AUGUST 2015

We Proudly Welcome Valuable
Vehicles from Our Top Consignors!

SALES START 

10:00amWEDNESDAYJoin Our Lanes Every

140 Webb Road
Williamston, SC

(864) 231-7000

CarolinaAutoAuction.com Follow us Online:Purchase Online:

The Right People
The Right Team
�e Right Choice®
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Quality Automotive
Quality Impex, Inc.
R & R Auto Sales
R & R Auto Sales
Ramos Autos and Trucks
Real Automotive Auto Sales
Redliner Auto Sales LLC
Reserve Auto Sales LLC
River Bend Motors
Riverbend Tire & Auto, Inc.
Rivertown Bargain Center
Riverwatch Auto Sales
Roundup Truck Sales
RRB Business Services LLC
RW Sales
S L Autos LLC
Sapp Motors LLC
Sawnee Mountain Motors, Inc.
SDA Inc.
Select Auto Sales, Inc.
Select Car & Truck Store
Setco Westside Truck Sales
Shorty’s Quik Stop Used Cars
Sosa Automotive Group

Soultry Sounds Auto Sales
South Georgia Auto Auction
South Gwinett Luxury Motors LLC
South Port Spinners
Southmetro Pre-Owned Cars, Inc.
Spartan Financial Partners 
Spireon, Inc.
SRK Auto Service
Star Fleet Leasing Inc.
T & T Motors
Tag Financial Services
Taylor Brothers Auto Sales, Inc.
TCL Auto Sales 
The Car Store
Thomas Auto Sales
Title Exchange and Pawn of Statesboro
Todd Raines
T-O-G Auto Sales
Tom Davis Used Cars, Inc.
Too Tall Auto Sales
Top Dog Pawn
TopGear Auto LLC
Triple TTT Auto Sales
Turner Motor Company

Turner’s Auto Sales
Two Way Used Cars and Trucks
U.S. Auto Sales
United Automotive Group, Inc.
US Trust
USAA-Shared Services
Used Auto Masters, LLC
Used Imports Auto LLC
Valley Auto Sales
VC Cars Marietta LLC
Veal’s Auto Sales, Inc.
Wallace & Kelly Auto Brokers LLC
Watkin’s Auto Sales
WE Auto Sales
Webuyanycar.com
West Georgia Auto Brokers LLC
Whigham’s Auto Sales
Williams Auto Sales
Woodard’s Automotive 
Woody Butts Automotive Inc.
World Auto
Wright Boys Auto Sales Inc.
Wynn Motor Company
Yes Auto Sales LLC
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Manheim.com | 866・Manheim
©2013 Manheim, Inc. All rights reserved. Manheim Buy. Sell. Win. is a trademark of Manheim, Inc. The M logo is a registered trademark of Manheim, Inc.

GOT GEORGIA
ON YOUR MIND?

 locations in “The Peach State”Visit these Manheim

2500+ Units Weekly

TUESDAYS 9:30 AM
THURSDAYS 12:30 AM

3500+ Units Weekly

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

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

Commercial Truck & Equipment
3rd Tuesday Monthly  |  12PM

FACTORY
SALES

OPEN
SALES

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

Every 4th Wednesday
1600+ Units featuring...

Online Event Sales at Manheim.com

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

Avis Budget Group
GM Financial

Hertz
Hyundai Fastlane

US Bank

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

Online Event Sales at Manheim.com

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

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

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

Every Thursday
12:30PM

Avis Budget Group
BMW Financial Services

BMW North America

Chase
Honda Remarketing & Acura Remarketing

Enterprise Holdings
Lexus Financial Services

Remarketing by GE
Southeast Toyota Finance / CenterOne

Toyota Financial Services

Wells Fargo
Volkswagen Credit & Audi Financial Services

Mercedes-Benz Financial Services

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

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

• Lexus Financial Services
• Mercedes-Benz Financial Services
• MINI Financial Services
• Southeast Toyota Finance/CenterOne
• Volkswagen Credit
• Volvo
• Porsche
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VEHICLES 
WEEKLY!

Sell Online: 
Platforms We Offer

Buy Online: 
All Lanes Available 
Via Simulcast

900

Buy and Sell Cars for a Chance 
to Throw a Pass and Win Some CA$H!

Every Wednesday:
Early & Late Bird Cash Drawings | 400 Dealers
Free Breakfast | All Float Sale | INOP Sale 

Thursday (7pm)
Public Sale

250+ Vehicles

Wednesday (10am)
Dealer Only Sale

650+ Vehicles

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


