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Ensure your voice is heard 
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Jennifer Knights
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COMING SOON!
A better way to communicate. 

The best way to educate.
Your schedule. Your location. 

Your pace. 

VISIT GIADA.ORG
MEMBER ONLY BENEFIT

As we near the upcoming November election, I can’t help 
but to reflect on the importance of whom we elect into leg-
islative positions. From the President to county officials, 
their decisions affect not only our personal lives but our 
businesses as well. It is of the utmost importance to stay up 
to date on legislative matters.

The GIADA is on top of things at both the state and the 
federal levels. Our Executive Director, Lobbyists, and Leg-
islative Committee are working diligently to further dealer 
rights and interests. We all want to ensure that the used car 
dealer’s voice is heard. They are attending relevant sessions 
at the Capitol, as well as consistently meeting with legisla-
tors to ensure that matters which affect our businesses are 
thoroughly discussed and understood.

We also make sure to stay involved on a national level. All 
GIADA members are automatically enrolled as members of NIADA. Billy Graham, our 
GIADA Chairman of the Board, is also the Region II Vice President on the NIADA 
board. Paul John, our Executive Director, sits on the National Legislative Committee. 
They deal with issues on a federal level such as safety recalls and arbitration agreements. 
In September, a group of GIADA board members visited with several Georgia legislators 
in Washington DC. These specific meetings were for the purpose of discussing potential 
changes that would seriously impact the used car industry.
   
One of the best things a dealer can do is get involved with their local and state represen-
tatives. Having a personal relationship with the right person can work wonders when you 
find that help is needed. If you don’t already know, please be sure to learn more about 
who your representatives are. This way, you can assist in the event that GIADA needs 
help reaching out in regards to legislative causes. It takes all of us to make our voices be 
heard!
  
If you don’t know who your current representatives are, please be sure to visit legis.ga.gov 
to get more information.

Thank you,

Jennifer Knights



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

We know the car business. Just ask our clients!

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

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

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

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

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

association staff can assist you the right way!

Dealers Should Get it Right
THE FIRST TIME!

New dealer start-ups are our specialty.

Associated car rental systems. Call me today!

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

We are the 
GIADA 

PREFERRED 
PROVIDER

for new 
dealer startups!
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GIADA EXECUTIVE 
DIRECTOR, Paul John

THE PULSE OF GIADA

GIADA has your back
EVENTS

CALENDAR
Automobile Dealer

Pre-License Seminar
Marietta, GA
October 14

Automobile Dealer
Pre-License Seminar

Macon, GA
October 19

Automobile Dealer
Pre-License Seminar

Marietta, GA
October 29

Certified Master Dealer™ Training
Atlanta, GA

November 1-3

NABD Orlando Conference
Orlando, FL

November 1-3

Automobile Dealer
Pre-License Seminar

Marietta, GA
November 7

Automobile Dealer
Pre-License Seminar

Marietta, GA
November 14

Used Car Week Conferences
Las Vegas, NV

November 14 - 18

Automobile Dealer
Pre-License Seminar

Macon, GA
November 16

Hello GIADA Members!
     It’s important for you to be aware that your Georgia 
IADA never stops working for you and on your behalf. 
I am writing this article while sitting in my hotel room 
in Washington, DC. A group of GIADA board members 
along with nearly 150 others including NIADA association 
presidents, officers and state executive directors have trav-
eled to DC this week for the annual NIADA Leadership 
Conference. 
     Some really great strategy meetings are taking place; 
we are all discussing how to best serve our members, with 
this week’s focus on legal and legislative issues that impact 
every single dealer in the United States.
     We are hosting a Friends of the Auto Industry Con-

gressional Members’ Reception event where ten Congressmen will be in attendance. We 
will be all ears to a very important speaker line up and the topics they will be covering. 
These speakers include representatives from the CFPB (Consumer Financial Protection 
Bureau), the FTC (Federal Trade Commission), the DOJ (Department of Justice), and the 
DOL (Department of Labor).
     Later in the week, our large group will split up and hit the Capitol. There are fifteen of 
us here from Georgia and our Government Affairs Lobbyist Team has done an incredible 
job of setting up face to face meetings with eight House representatives and two senators. 
      The “hot” legislative issues right now include OEM recalls, and specifically how deal-
ers disclose open recalls. Arbitration agreements are under fire and have been for quite 
some time. If arbitration agreements go away, it will open the flood gates for attorneys 
suing dealers and likely even worse, class action suits. 
     Rest assured, GIADA and NIADA are watching your backs on the local front as well 
as what’s happening in DC that impacts our dealers. 
     Georgia’s own Billy Graham has been asked to serve on the national level and has 
accepted the position of Region Two Vice President. Region Two includes oversite of six 
states including Georgia, Tennessee, North Carolina, South Carolina, Alabama and Ken-
tucky. I know Billy will make a huge difference as he leads by example. Billy has great 
ideas and is really tuned in to legislative issues and how they will impact our members 
and beyond!
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RISK MANAGEMENT

Spend any time in automotive retail and 
you quickly learn how small our commu-
nity is. It doesn’t take long to get to know 
who’s who in your area. Frequent visits 
from vendors and manufacturer reps — not 
to mention the transient nature of employ-
ment — regularly brings the latest news and 
gossip from friends and competitors.

This is especially true in F&I, where the 
reservoir of talented professionals is nei-
ther broad nor deep. Individuals who have 
no business in the business office can often 
find a seat at a needy store. Compressed 
front-end margins put significant pressure 
on dealers to find productive F&I personnel. 
Results are important, but how you achieve 
those results is more important. If pressure 
to find productive personnel results in a 
failure to exercise diligence in screening 
candidates, dealers do so at their peril.

Take Julio Estrada of Hackettstown, N.J. 
In December 2012, the Queens County 
district attorney charged Estrada, the for-
mer finance manager at 1 800 PreOwned 
in Valley Stream, N.Y., with defrauding 23 
car buyers out of more than $115,000. The 
95-count indictment included numerous 
counts of third- and fourth-degree grand 
larceny, second-degree forgery, criminal 
possession of a forged instrument, crim-
inal possession of stolen property, first- 
and second-degree identity theft, and one 
count of first-degree scheme to defraud. 
Estrada faced up to seven years in prison 
if convicted.

The indictment claimed Estrada enticed 
buyers into purchases by promising he 
would assist them in refinancing their 
loans at a lower rate if they returned to 
the dealership after making six months of 
on-time payments. When they returned, 

however, Estrada allegedly informed the 
customers they had to pay a “fee,” in cash, 
to refinance the loan.

This type of thing will make the news, 
and did. I understand everyone deserves 
their day in court, but if you consider hir-
ing someone with a colorful past, make a 
phone call. The business is so small that 
not much effort is required to learn how 
your candidate operates. Still, as I said, the 
talent reservoir is not exactly overflowing.

Consequently, four months after being 
indicted in Valley Stream, Estrada resur-
faced in the employ of the New York Motor 
Group (NYMG) in nearby Woodside, N.Y. 
According to facts alleged in a civil suit 
against NYMG, his primary responsibil-
ities included the arranging of financing 
for customers. The suit asserts multiple vi-
olations of the Truth in Lending Act, Mag-
nuson-Moss Warranty Act, New York con-
sumer protection laws, state common law, 
and violation of the Racketeer Influenced 
and Corrupt Organizations Act (RICO). In 
addition, the court allowed the plaintiffs to 
add a claim of negligent hiring for employ-
ing Estrada in the first place.

Many people — especially fans of mobster 
movies — are familiar with criminal RICO 
actions, but the statute allows for civil ac-
tions as well. Civil RICO is attractive for 
plaintiffs and attorneys, who stand to col-
lect treble damages, costs, and attorney’s 
fees if they prevail.

By allowing the RICO claims to move for-
ward, the court observed that the plain-
tiffs’ allegations described, in detail, a so-
phisticated scheme to lure customers with 
low advertised prices and induce them into 
onerous financing contracts using aggres-

sive sales tactics, false promises and im-
properly disclosed charges. The activities 
of Julio Estrada feature prominently in the 
plaintiffs’ allegations.

One plaintiff alleged Estrada represent-
ed that his loan required the purchase of 
additional products. Others alleged Estrada 
said their interest rates would be lowered if 
plaintiffs made a number of payments on 
time. They further alleged that he refused 
to return deposits or threatened additional 
charges when customers wanted to back out.

In allowing plaintiffs to add the claim of 
negligent hiring, the court observed that 
NYMG hired Estrada “after he had been 
indicted and arrested for defrauding cus-
tomers while working at other used-car 
dealerships” and “despite a public an-
nouncement from the Queens County dis-
trict attorney that Estrada had defrauded 
more than 23 consumers out of more than 
$115,000.”

Properly trained professionals can pro-
duce at a high level without engaging in 
practices that will put you out of business. 
Learning how your prospective candidate 
produces results is not difficult in an in-
dustry as close as this one. Candidates for 
F&I positions need to possess the skill and 
knowledge to protect the dealership from 
liability, not create it. Careful screening, 
along with proper training and oversight 
of your staff, can go a long way toward en-
suring your dealership won’t be the next 
one to make the evening news. n 
_______________________________
Eric James Judson Esq. is a dealer attorney 
with a background in auto retail and fi-
nance, and expertise in compliance, adver-
tising and F&I best practices. Contact him 
at eric.judson@bobit.com.

Protecting Your Dealership Through 
Proper Screening
A New York dealer is in hot water after hiring an F&I professional four months after 
he was indicted for defrauding customers at another dealership.
By Eric Judson, Esq.
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Security breaches can devastate a business, 
and dealerships — with their cast stores of 
customer information — are no exception.

Citing data from a recent survey conduct-
ed by Osterman Research, Helion Tech-
nologies announced that 75 percent of 
small businesses have experienced security 
breaches in the last 12 months. The find-
ings were published in a July report titled 
IT Security at Small to Mid-Size Business-
es (SMBs): 2016 Benchmark Survey. The 
results were obtained from organizations 
ranging in size from 100 to 3,000 employ-
ees.

“These findings are similar to what we 
are seeing in auto dealerships, and unfor-
tunately we are seeing the rates of attack 
continuing to increase,” said Erik Nach-
bahr, president of Helion Technologies. 
“Every time a hacker successfully breaches 
a network and profits from the attempt, 10 
more hackers get into the game.”

Small businesses — those with 500 or few-
er employees — were most vulnerable to 
security attacks, as they are less likely to 
have full-time security experts on staff.

Nearly one-third of the survey respondents 
have two or fewer IT personnel focused 
solely on security, indicating that smaller 
companies do not have the expertise nec-
essary to deal with attacks, infections and 
other problems quickly and efficiently.

“Security doesn’t have to be this massive, 
complicated problem for auto dealers,” 
said Nachbahr. “Prevention is actually 
pretty inexpensive and easy. What’s really 
costly is when a breach happens. A single 
incident may result in the loss of hundreds 
of thousands of dollars. Yet with simple 

technology precautions as well as employ-
ee awareness and training, these incidents 
can easily be prevented.”

According to the survey, the most success-
ful form of security attacks included:

Phishing: 43 percent of SMBs experienced 
a successful phishing attack, which involve 
emails that appear to come from a legiti-
mate source, such as a bank. The message 
contains a link that takes the victim to a 
fraudulent website; for example, a website 
that looks exactly like the bank’s website. 
The user is prompted to provide login infor-
mation, which is then used by the hackers 
to access the dealerships’ real bank account.

Spear phishing takes the scam a step fur-
ther by targeting specific individuals with-
in organizations; in auto dealerships, this 
is usually the controller or someone in 
the accounting office. The employee re-
ceives an email that appears to be from a 
dealer principal or general manager, with 
a request and instructions on how to wire 
money to an account. Once the money is 
wired, there is no way to retrieve it.

Virus or Worm Infection: 36 percent of 
SMBs experienced these types of attacks, 
which are computer codes that replicate 
themselves and spread through a computer 
network. Viruses and worms are designed 
to destroy data, use available memory and 
bring systems to a standstill.

Ransomware: 23 percent of SMBs were vic-
tims of ransomware a type of malware that 
infects computer networks and lies dor-
mant for a period of time. Once activated, 
ransomware encrypts all files in an organi-
zation and the hackers demand a ransom 
for their release.

The survey also found that SMBs’ overall 
security-related costs have increased an av-
erage of 23 percent in the last 12 months. 
The increase is likely correlated to the 
growing number of security threats; for 
example, in 2015 the number of phishing 
URLs increased by 55 percent and the to-
tal volume of new malware increased by 14 
percent.

One of the primary targets in SMBs is data, 
such as the extensive customer records in 
dealership management systems and cus-
tomer relationship management applica-
tions. Stolen login credentials, credit card 
numbers, Social Security numbers and 
account numbers can be used for a variety 
of purposes; including gaining access to 
corporate financial accounts, selling credit 
card numbers on the open market or creat-
ing new identities for criminals.

Helion Technologies offers the following 
advice to dealership employees to help 
them minimize risk of an attack:

• Don’t click on any links in emails or 
download documents sent by an un-
known party.

• If you receive an email from your bank, 
don’t use that link to go to the bank’s 
website. Instead open a new window to 
navigate to your bank’s website. If you 
have any concerns about the content 
of the message you received, call your 
bank.

• Require verbal authorization for all 
email requests to wire or transfer money

• Keep every computers’ operating sys-
tem and other software applications up 
to date, installing patches and updates 
regularly.

• Use firewall and antivirus software. n

How Dealerships Can 
Minimize the Risk of a Security Breach

By Auto Remarketing Staff
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Sell Online: 
Platforms We Offer

Buy Online: 
All Lanes Available 
Via Simulcast

Early & Late Bird
Cash Drawings Weekly

We Run Monthly
Promotional Sales

Featuring Cash Prizes

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

EVERY WEDNESDAY:

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

Thursday (7pm)
Public Sale

250+ Vehicles

Wednesday (9:30am)
Dealer Only Sale

750+ Vehicles

1000 VEHICLES WEEKLY!
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Most of you know I am a parent to five 
kids – and those who know me well know 
my wife is the real parent. I get in the way 
much more than I help.

My oldest just graduated high school and 
is off on a two-year mission assignment to 
the Philippines. I never thought of myself 
as a sentimental guy, but there is nothing 
that causes reflection like watching your 
kids start their own lives.

As I look back on my son’s nearly 19 years, 
I find myself focusing on what he was like 
as a 5-year-old. He started to develop his 
hobbies, express his feelings, become more 
independent and hone his motor skills, 
and he started his formal education.

Of course, like any 5-year-old, there were 
a few meltdowns. But it seems to me it was 
at age 5 that Brandon started to become 
Brandon.

Now there’s another 5-year-old that has 
burst on the scene and has certainly de-
veloped its identity, honed its “skills” and 
expressed its feelings about a great many 
things affecting each of us.

That 5-year-old is the Consumer Financial 
Protection Bureau.

If there was any doubt the CFPB has come 
into its own as the poster child for Wash-
ington bureaucracy, consider some of its 
actions over the past five years – many 

during the past few months – that have 
had a direct impact on independent deal-
ers and the used vehicle industry.

Assault on dealer-assisted financing: In 
March 2013, the CFPB released a guidance 
document in which it asserted dealer-as-
sisted financing – or, in CFPB lingo, indi-
rect lending – increases the risk of dispa-
rate impact discrimination.

That guidance document was released 
with no public input from consumers or 
the industry, no public hearings and no 
study of the impact on the cost of credit to 
consumers.

Armed with that arrow in its quiver, 
the CFPB has taken enforcement action 
against several lenders – Ally Financial, 
Fifth Third Bank and American Honda 
Finance, to name a few – claiming their 
indirect lending programs resulted in dis-
crimination.

NIADA has been working with Congress 
to support legislation that would revoke 
that guidance and make the CFPB engage 
in a public process before reissuing any-
thing similar. The bill passed the House of 
Representatives with overwhelming bipar-
tisan support. It is pending in the Senate.

Enforcement actions against BHPH dealers: 
During the past five years, the CFPB has 
unsheathed its sword against Buy Here-Pay 
Here dealers on a variety of issues.

The bureau pursued allegations of unfair 
collection practices against a major BHPH 
dealer and stuffed its coffers with an $8 
million penalty. It went after another large 
BHPH dealer claiming violations of credit 
reporting laws. The bureau reaped a $6.45 
million penalty in that case.

And lest we think the bureau is only fo-
cused on large industry players, let’s not 
forget the CFPB’s most recent BHPH set-

Is 5 year-old CFPB acting its age?
By Shaun Petersen

COMPLIANCE
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tlement agreement, against a single-point 
operator in Colorado for alleged truth in 
lending violations.

Proposed arbitration rulemaking: The 
CFPB has put mandatory pre-dispute ar-
bitration agreements in their sights with a 
proposed rule that would prohibit compa-
nies subject to the bureau’s oversight from 
using agreements that prevent consumers 
from participating in class action lawsuits.

In what Rep. Jeb Hensarling (R-Texas) de-
scribed as a “wet kiss to trial attorneys,” 
the proposal removes a faster, cheaper and 
more effective means of resolving disputes. 

Proposed small dollar lending rulemak-
ing: One of the CFPB’s regulatory priori-
ties has been oversight of the small dollar 
lending markets, including payday loans, 
auto title loans and other short term in-
stallment loans.

At first blush, it might seem that would not 
impact automobile dealers, particularly giv-
en the bureau created an exemption for cred-
it associated with “purchase money” con-
tracts. But the proposed rule raises several 
questions. What about refinancing? Are F&I 
products excluded from the exemption?

Some have suggested the bureau has draft-
ed an over-broad and vague rule as a back-
door attempt to regulate the dealers over 
which they do not have jurisdiction.

Proposal pertaining to debt collection: The 
CFPB recently said it is considering a rule 
requiring debt collectors and debt buyers 

to jump through a significant number of 
hoops before they can collect a debt, such 
as substantiating the debt and providing 
consumers with additional notice about 
the debt.

While the proposals on the table are said 
to apply only to third-party collectors and 
debt buyers, CFPB director Richard Cor-
dray said the bureau will be considering 
proposals that apply to creditors collecting 
their own debt.

As the bureau blows out the candles on its 
birthday cake, the industry continues to 
adapt to the new reality while wondering 
what is next.

I’ll let you decide if all this is a 5-year-old’s 
meltdown. n
_______________________________
Shaun Petersen, a former Ohio deputy 
attorney general, is NIADA’s senior vice 
president of legal and government affairs.

COMPLIANCE
“Some have suggested the 

bureau has drafted an 
over-broad and vague rule as a 
back-door attempt to regulate 
the dealers over which they do 

not have jurisdiction.”
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Cars.com is making shopping more interac-
tive for consumers perusing dealership lots. 
The third-party site, in the latest example 
of its mobile-first approach, has added 
a feature to its app that enables shoppers 
to scan the vehicle identification number 
of any car on a dealership lot with their 
smartphones to get details such as price 
and features.

The “On the Lot VIN Scanner,” which also 
enables users to save their favorite vehicles, 
was introduced in mid-August to bolster 
an app that’s been around since 2010. The 
addition signals the continuation of a mo-
bile focus at Cars.com in response to the 
growing number of consumers accessing 
its site via mobile devices.

Cars.com says more than half of its month-
ly site visits come from mobile users. The 

company says dealers want it to continue 
to churn out innovative ways to engage 
consumers at all levels of shopping — even 
if they’re already at a dealership.

The third-party site says it studies trends 
to help it improve the app.

“We do extensive research on our side. We 
watch the trends of the consumer behav-
ior in the automotive journey but also just 
in general, the trends that are picking up,” 
Chhaya Dave, Cars.com’s senior director 
of product management, told Automotive 
News. “Based on that, we do some deeper 
research as we realize things that might be 
relevant to our shopper base, and then we 
go on and build it and test it.”

The company bolstered the app, which at-
tracts about 7 million visits each month, 

with another tool in July to help consum-
ers looking to save a few bucks.

The “Price Drop Alerts” feature lets shop-
pers sign up for phone alerts when prices 
fall on vehicles they’re interested in.

Shoppers can expect more features in the 
months ahead. Cars.com CEO Alex Vetter 
says it’s “second nature” for consumers to 
use their mobile devices while shopping 
for vehicles at a dealership.

“We’ve taken an approach within our 
product team to build pretty much any-
thing and everything from the perspective 
of mobile first,” Dave said. “We knew the 
shift was happening. In the last couple of 
years, we’ve started to see a huge shift to-
wards that platform. We’ve made it our No. 
1 priority since.” n

Cars.com adds VIN scanning to app
by Vince Bond Jr.

TECHNOLOGY
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Hiram

Andy Turner, Mgr.

Hiram



12  |  GIADA Independent Auto Dealer SEP/OCT 2016   

Hopefully you’ve perused the U.S. Depart-
ment of Labor (DOL)’s final rule updat-
ing overtime regulations under the Fair 
Labor Standards Act (FLSA), which will 
impact four million workers — includ-
ing some dealership personnel — when it 
goes live on Dec. 1, 2016. And hopefully 
you’re planning to audit your payroll and 
pay practice as part of your strategy for 
compliance.

Communication with your employees 
will be critical, as the new rules will make 
employees who make less than $47,476 
($913 per week) eligible for overtime pay. 
I write “critical” because many employees 
view the new rules as a huge win. They 
believe they will now be eligible for — 
and will get paid — overtime. But let me 
explain why they might be disappointed 
come December 1.

Let me start with this: Many people 
wrongly believe employees who get a fixed 
salary do not get paid overtime. Under the 
FLSA, unless you meet special “white col-
lar” exemption criteria, you must be paid 
overtime at a rate of 1.5 times your regular 
rate of pay. But in order to qualify for that 
exemption, employees must meet salary 
requirements, and their primary job du-
ties must consist of executive, administra-
tive, or professional duties as defined by 
the DOL. And you are still eligible if you 
meet one set of criteria and not the other. 
I recommend you check the Labor Depart-
ment’s FLSA website for additional details 
on what job duties meet these overtime ex-
emptions.

Now, the new rules more than double the 
salary threshold for overtime eligibility 
from $23,600 per year ($455 per week) to 

$47,476 annually ($913 per week). And this 
threshold will be updated every three years 
to account for inflation.

The good news for dealerships is employ-
ers can use nondiscretionary bonuses and 
incentive payments (including commis-
sions) to satisfy up to 10% of the new stan-
dard salary level. That means an employee 
who makes a salary of $45,000 and com-
missions of $4,000 will meet the threshold 
and be exempt.

Let’s walk through an example: Bob is a 
used-car manager who makes $40,000 
per year in base salary ($769.23 per week). 
He also averages an additional $40,000 in 
sales commissions. Bob usually works 50 
hours per week (40 regular hours plus 10 
overtime hours). Now let’s look at the deal-
ership’s options to satisfy the new rules:

1) Increase Bob’s salary to meet the 
new minimum threshold and main-
tain his overtime exemption status: As 
long as Bob earns 90% of the minimum 
threshold in base salary (equivalent 
to $42,728.40 per year, or $821.70 per 
week), sales commissions can cover the 
remaining 10%. Total increased cost 
for your dealership would be $52.47 per 
week or $2,728.44 per year.

2) Convert Bob to an hourly, non-ex-
empt employee and pay him overtime at 
1.5 times his regular rate of pay: Here’s 
where this option can get confusing: 
Bob’s regular rate of pay will vary week 
by week based on commissions, as his 
regular rate includes an average of all 
base pay plus commissions for the week. 
If you pay him an hourly rate of $20, and 
he earns commissions of $800, his regu-

lar rate for the week is $20 x 50 hours = 
$1,000 + $800 commissions = $1,800/50 
hours = $36/hr. Now multiply the latter 
by 1.5 and his overtime rate is $54. To-
tal increased cost under the new rule is 
$540 per week.

3) Convert Bob to an hourly, non-ex-
empt employee at a rate equivalent to his 
current annual salary and prohibit Bob 
from working any overtime: Total in-
creased cost under the new rules is zero.

4) Convert Bob to an hourly, non-exempt 
employee and reduce his hourly rate to a 
level where his total weekly pay, includ-
ing anticipated overtime, is equivalent 
to his current salary level plus commis-
sions: Total increased cost under the new 
rules is zero.

Unfortunately, all options pose a poten-
tial issue in employee relations, as no one 
likes to see their hours and/or pay cut. And 
employees who are converted from sala-
ried to hourly, non-exempt pay plans will 
probably feel like they’re losing their free-
dom and privileges when they are forced 
to punch a time clock for the first time in 
their career. That’s why, like I previously 
wrote, communication will be key.

So, again, audit your payroll today. Find 
out which employees will be eligible for 
overtime under the new rules. Run over-
time calculations and, depending on the 
culture, values, and business goals of your 
dealership, select the best option that will 
keep you compliant. n
_______________________________
Dave Druzynski is the human resources 
director at Auto/Mate Dealership Systems. 
Email him at dave.druzynski@bobit.com.

HUMAN RESOURCES

Understanding the New Overtime Pay Rule
Human resources expert breaks down the Labor Department’s new overtime pay 
rules and what they mean to dealers. He says communication with employees 
will be key in the months ahead.
by Dave Druzynski, Human Resources Director, Auto/Mate Dealership Systems
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There is a lot of talk about social selling 
lately, but not enough emphasis is being 
placed on social media engagement. Sure, 
prospecting on Facebook is a great way to 
create leads, especially in an environment 
where generating your own leads is getting 
harder (and costlier) every day.

But “conversation marketing,” my pre-
ferred term for social selling, is about lo-
cating and engaging with potential cus-
tomers. To do that, you need a strategy 
that involves more than yelling, “Buy! Buy! 
Buy!” at them day after day. You need to be 
an active part of the community. The more 
you act like a human being, the less you’ll 
be thought of as just a corporate mouth-
piece.

We all know that Facebook can become a 
huge time suck if it’s not managed prop-
erly, and I’m not talking about spending 
hours a day on Candy Crush or Farmville. 
I’m talking about being active enough that 
you are seen as part of the community and 
aren’t treated like a nuisance. 

The days of interruption marketing are 
over, my friends, and they aren’t coming 
back. It’s the softer sell that works now. 
Here’s the breakdown we’ve been using to 
make ourselves part of the Facebook com-

munity. Believe it or not, it takes just 10 
minutes a day.

1New Post. Create or curate at least 
one new post every day. Find some-
thing interesting somewhere else — a 

video, an article, a news story —that your 
customers and prospects will like and en-
gage with. Using Google AdWords, you 
can look up what else people who click on 
your ads are clicking on. For example, you 
might discover that a lot of your potential 
customers are dog lovers or comic book 
fans. Use this information to determine 
what to post on Facebook.

2 Comments. Find something someone 
else is talking about on and comment 
on it. Join the conversation. Opportu-

nities can be found on another user’s time-
line, in a group, or on another brand page.

3 Likes or Shares. Again, this is about 
being part of the community. Simply 
like or share someone else’s posts. 

You can use an app like Buffer to presched-
ule posts. Using the Google Chrome add-
on shortens the time it takes to schedule a 
share to just a couple seconds. If you man-
age multiple pages (like for multiple roof-
tops), you can even share across all of them 
with a single click. 

I also use another app, Pocket,  to queue 
items to read and share later. Like Buf-
fer, Pocket also has a very handy Chrome 
add-on that makes saving interesting 
items to your queue as easy as a single 
click. Pocket has also recently added a 
recommendations feature that offers a 
wealth of other possibilities based on 
the kinds of things you typically save. A 
few minutes with both apps will yield a 
week’s worth of posts, all lined up, with 
no undue effort.

The last part of the equation is what I call 
the Rule of 5. For every five times you post, 
just one should be focused on direct sales. 
In other words, one out of five posts should 
be to announce a sale or serve as a call to 
action to contact you. More often than that 
and you’ll drive away fans. Less often and 
you’re not using your platform effectively 
enough.

One, two, three, and five. Creating and 
maintaining your social media presence 
can be as simple as that. n
_______________________________
Clifford VanMeter is the marketing man-
ager for the Express Auto group of dealer-
ships, a certified inbound marketing and 
sales expert, and a Google partner. Contact 
him at cliff.vanmeter@bobit.com.

Get More Out of Facebook
Use the 1-2-3 method for managing engagement

on Facebook and the Rule of 5 
to keep from becoming overbearing.
by Cliff VanMeter, Marketing Manager, Express Auto
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Beepi Inc., an online marketplace to buy 
and sell cars, released results of a study 
that looked at consumer perceptions of 
auto dealers. It found that 87% of Amer-
ican consumers disliked something about 
the process of purchasing a vehicle at a tra-
ditional car dealership.

“The stereotypical used-car dealer is a car-
icature Americans have had to deal with 
for far too long,” said Alex Lloyd, Beepi’s 
senior automotive editor. “People don’t 
want to waste their weekends and be up-
sold when there is an easier, more trans-
parent way to do things. This study helps 
us better understand what people want, so 
we can continue to improve the experience 
of buying, selling and leasing cars.”

The survey found that there was an appar-
ent distrust and negative opinion of car 
dealerships among its respondents. In the 
survey’s findings, 61% of respondents felt 
like they were taken advantage of at some 
point in the dealership.

Millennials expressed their disdain for 
the dealership experience, respondents 
indicating they would rather clean their 
homes, wait in line at the DMV or do their 
taxes instead of visiting a dealership. Near-
ly a quarter of Gen X respondents, ages 35-

44, said they would rather get a root canal 
than negotiate with a car dealer.

Sixty-two percent of Millennial women 
and 52% of Millennial men said they feel 
pressured by dealership salespeople to buy 
something right away. Fifty-four percent of 
respondents reported that they would love 
the ability to buy or sell a car without ever 
leaving their home. About 42% said they 
would be comfortable buying a car online 
if they were offered an assurance of quali-
ty, like a money-back guarantee.

The survey was conducted online by Har-
ris Poll from April 25-27 and includes 
responses from 2,135 adults ages 18 and 
older. n

DEALER INSIGHT

87% of Consumers Dislike Dealership  
Experience, Survey Finds

“...61% of respondents felt like 
they were taken advantage of at 

some point in the dealership.”

• CASH	for	your	auto	notes	– Bulk	Purchase.
• Payment	Strip	Program	(3	to	15	months)	Dealer	 collects.
• Reduce	 administrative	 burden	of	collection	 calls	and	taking	cash.
• Build	your	inventory	 to	sell	 more.	
• We	are	your	source	 for	capital	 and	servicing	 solutions.
• Quick,	 simple	and	consistent	 funding	process.

UNITED ACCEPTANCE, INC.
Entering	our	25th year	assisting	auto	dealers

DEALER	CASH	SOLUTIONS
BHPH	Bulk	Purchase			- Payment	Strip	Program
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FEATURE

Some people at GIADA asked if I knew 
the late, Bill Brooks, CSP, CPAE, who 
was a great speaker and automotive sales 
trainer. Bill Brooks was well known for 
being the keynote speaker for VOLVO 
and General Motors for many years.

Bill was a self-proclaimed, “Continuous 
Student”. If he was alive today, Bill would 
undoubtedly be referred to as a mentor 
because often he took people under his 
wing to help them succeed. I personally 
had the benefit of being one of these peo-
ple. Bill was known as the top speaker 
for General Motors and I had the plea-
sure and privilege to succeed him. At an 
event, he came over to congratulate me 

on my success and asked me to attend 
one of his classes. I said I would be de-
lighted but I insisted on paying the fee to 
which he replied, “No, you can take me 
out for dinner instead.” So I went to one 
of his classes! 

The audience was comprised of a group 
of sales managers. Every thirty-five min-
utes he made the entire group say aloud, 
“If you are always working in your busi-
ness and not on your business, you’ll 
soon be out of business.” Truism in busi-
ness! If you aren’t continuously working 
on your business, you might not have it 
for long.

While Bill and I were eating dinner that 
night, he leaned over the table and asked, 
“What did you learn today, Doc?” I said, 
sarcastically, “If you are always working 
in your business and not on your busi-
ness, you’ll soon be out of business!”

He congratulated me! I had gotten the 

message. “That’s the reason I wanted you 
to come more than anyone I know. I want 
you to be a CONTINUOUS STUDENT.” 
He persisted, “Keep sharpening your ax 
and delivering fresh new material to your 
audiences. They love your behavior! They 
love your style, and they love all of your 
props. You’re like Gallagher on steroids, 
or a Carrot Top with all the props!” 

I carry all these props to carry home a 
message—once you stop growing, you 
are bound to rot out. Bill Brooks was 
known for saying, “The difference be-
tween a rut and a grave is the depth.” 
Some people are stuck in a rut, but they 
don’t need to let it become their grave.

At GIADA, my prescription for your 
success is “Learn as much as you can 
NOW.” Make plans NOW to be at the 
Atlanta Evergreen Marriott Resort in 
Stone Mountain, Georgia, July 13th- 
15th, 2017, for the 2017 GIADA Annual 
Convention and Trade Show! Until then, 
go online and take a training class with 
GIADA On-Demand. School is never out 
for the pro. If you want to earn more, 
learn more! 

See you next time! n

The Doctor is In!
by D.J. Harrington, Car-Diologist

Online Public Auction will give you a $75 credit each month for being a GIADA 
member! Check out his website today www.onlinepublicauction.com

Fund 10 Deals with Westlake Financial and get $1000 in coupons!
Just for being a GIADA member!

Get ready for the tax season early!  Call TAX MAX for $100 off tax season leads
and Tax Max if you are a GIADA member! Visit www.TaxMax.com

“If you are always working 
in your business and not on 

your business, you’ll soon 
be out of business.”



TitleTec, an AutoPoint Company, 
is proud to be GIADA’s endorsed

partner for Electronic Title & 
Registration (ETR) and 

Electronic Liens & Titles (ELT).

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

YES!
No More Trips 

to the TAG Office

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

Or, contact GIADA at 
770-745-9650

INNOVATION. VALUE. EXPERIENCE.

Georgia’s #1 ETR Vendor
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In our business, employees are like fam-
ily. We enjoy victories and suffer defeats 
together. We celebrate new additions and 
grieve when loved ones are lost. We eat 
breakfast, lunch and dinner together, and 
we talk about our personal lives, our hopes, 
our dreams. Even when we’re not at work, 
social media and text messages ensure we 
are always connected.

Many dealers take tremendous pride in 
the fact that they have a high percentage of 
long-term employees. In those stores, the 
family dynamic is even more apparent. But 
as much as the dealership is like a second 
home, it is still a business. People get hired 
and then quit or get fired or laid off, some-
times without warning.

With all that in mind, let’s discuss some 
ways to stay close — but not too close — to 
our dealership families.

1. Watch the Level of Personal Talk.
We all have our kid issues, spouse issues 
and housing issues, and they are bound to 
reveal themselves at work. It’s only natural 
to want to lend a sympathetic ear and share 
advice. But as writer and radio personality 
Earl Nightingale once said, “You are what 
you think about.” The more focus you put 
on discussing personal problems, the less 
likely you are to have a successful, produc-
tive day.

This is not to say that you should cut peo-
ple off mid-sentence. The next time an 
employee unloads on you, be sympathetic, 
find a positive note, and walk away. You 
want to be known as a good listener, but 
you’re not a therapist, and you cannot af-
ford to spend your work hours trying to 
solve other people’s problems.

2. Build a Team, Not a Family.
Getting people together outside the store 
for fun and food is a great way to build 
camaraderie. Whether it’s an after-work 
drink, a baseball game or a company pic-
nic, treat your staff to a good time, and 
remember: the more the merrier. The 
bigger the group, the fewer chances for 
deep, personal conversations. Whenever 
possible, ask everyone to bring their real 
families. 

3. Make Social Media and Texting a Safe 
Zone.
Most of us have a large Facebook group, 
and most dealers encourage activity that 
generates “likes” for the company pages. 
But employees must be told, in no uncer-
tain terms, that they must post responsi-
bly to protect the dealership’s reputation, 
even when they’re off the clock.

We all know how much easier it is to 
send a text message than it is to make 
a phone call. If your employees want to 
text each other at all hours, there isn’t 
much you can do about it. But you don’t 
have to participate. The next time you 
get a drunk text or any other after-hours 
message, just ignore it.

A dealership family is not unlike any 
other family. There are ups and downs 
and even the occasional drama. It is OK 
to laugh, joke, cry and even vent. Just re-
member that our income is based sole-
ly on productivity and profitability. So 
enjoy those relationships but keep them 
professional and positive. Got a problem? 
Go sell something. n
_______________________________
Jason Heard is the general manager at Lee’s 
Summit (Mo.) Honda. He is a 20-year in-
dustry veteran with extensive sales and 
sales management experience. Contact 
him at Jason.Heard@bobit.com.

Dealership Family Values
General sales manager offers three tips for treating employees like family — 
without all the drama.
by Jason Heard, General Manager at Lee’s Summit (Mo.) Honda

DEALER INSIGHT
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Log in to ADESA.com to register today. 
Call 407-936-7233 for additional help.

ADESA.com/orlando

ADESA is bringing you more inventory options 
in Central Florida. 

• Running six lanes of consignment including Westlake Remarketing, 
Credit Acceptance/VRS, MarkOne and more.

• Located in Sanford off of both I-4 and S.R. 417 (Central Florida 
Greenway) and easily accessible to all Central Florida cities. 

• Features a modern facility including a mechanic shop, 
reconditioning center and collision services.

Sanford Auto Dealers Exchange 
is now ADESA Orlando

INTRODUCING 
THE NEW 
ADESA 
ORLANDO
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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
rrbcpa.com

Sowega Financial Services
229-395-4910

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

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

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

ADESA Atlanta Auction
770-357-2277
Wednesdays 10am
adesa.com
See our ad on page 19.

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

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

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

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

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

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

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

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

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

Carolina Auto Auction Inc.
864-231-7000
Wednesday 10am; Salvage Sale 
Every other Wednesday 9am
carolinaautoauction.com
See our ad on page 35.

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

Chattanooga Auto Auction
423-499-0015
Tuesday 9am
CHATTAA.COM
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Columbus Auto Auction
706-320-2200
Tuesday 5:45pm Dealer Sale
columbusgeorgiaautoauction.com

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Manheim Atlanta Auto Auction
404-762-9211
Every Thursday 9:30am; 
Highline Sale 4th Wednes-
day 9:30am; Every Tuesday 
12:30pm
manheim.com
See our ad on the inside back 
cover.

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

Manheim Metro Atlanta
404-464-4567
Wednesday 12:30pm
manheim.com

Manheim Statesville Auto 
Auction
704-876-1111
Tuesday 9:30am; Tuesday TRA 
Sale 8:30am
manheim.com

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

Oakwood’s Arrow Auto Auction, Inc.
770-532-4624
Every Thursday 4pm
oakwoodsarrowautoauction.com
See our ad on page 13.

Online Public Auction.com
800-963-1672
Online Auction
onlinepublicauction.com

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

Rawls Auto Auction
803-657-5111
Tuesday 10am; Tuesday 
8:30am Salvage Sale
rawlsautoauction.com
See our ad on page 33.

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

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

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

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

Southeastern Auto Auction of 
Savannah
912-965-9901
Wednesday - In Ops 10am; 
Repos 10:30am & 11am; 
Thursdays at 7pm - Public Sale
southeasternaa.com
See our ad on page 7.

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

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

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

Vemo Auto Auction
478-449-3232
10am Tuesdays; info@vemo-
auctions.com
vemoauctions.com

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

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

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

US Trust
404-264-2817
Private Banking
ustrust.com
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 Compliance Solutions
700Credit 
866-273-3848
Focuses on delivering the 
most robust, bureau-inclusive 
credit, compliance, prescreen 
and consumer pre-qualifica-
tion solutions on the market 
today.
700credit.com
See our ad on page 29.

Comsoft
800-849-3838
“Moneymaker” Software Em-
phasizes Compliance, Report-
ing, Profitability, etc.
comsoft.com

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

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

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

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

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

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

Flat Rate Processing
888-592-1110
Payment Processing, Payment 
Technology, Software 
Partnership, Flat Rate Pricing
flatrateprocessing.com

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

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

 Credit Reports
700Credit 
866-273-3848
Focuses on delivering the 
most robust, bureau-inclusive 
credit, compliance, prescreen 
and consumer pre-qualifica-
tion solutions on the market 
today.
700credit.com
See our ad on page 29.

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

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

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

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

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

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

InterActive Financial Marketing 
Group, LLC
888-905-1002
Auto Finance Lead Gener-
ation, Lead Validation and 
Scoring, and Lead Manage-
ment Service
interactivefmg.com

TrueCar
512-735-5347
Dealer Leads
truecar.com

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

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

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

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

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

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

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

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

Frazer Computing Inc.
888-963-5369
Computer Software
frazer.biz
See our ad on page 9.

Nowcom Corporation / Dealer-
Center
888-669-2669
Web-based Dealer Manage-
ment Software
dealercenter.net

Rent to Own Software by Wayne 
Reaves
800-701-8082
Dealer Management Systems 
and Dealer Website Provider
waynereaves.com
See our ad on the inside front 
cover.
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Reponotice.com
502-387-5485
Repossession Document 
Management system designed 
to streamline the process of 
recovering & collecting on a 
bad debt.
Reponotice.com

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

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

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

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

 Dealer Website Provider
Nowcom Corporation / Dealer-
Center
888-669-2669
Dealer Management Software 
Solutions
dealercenter.net

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

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

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

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

 Finance Companies
Ace Motor Acceptance 
Corporation
704-882-7100
BHPH Lending / Funding for 
contracts
acemotoracceptance.com
See our ad on page 39.

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

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

AllCredit Acceptance Co., LLC
866-803-5128
Financing needs for 
Independent Used Auto 
Dealers & Customers
allcreditacceptance.com

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

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

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

Applied Merchant
818-965-7825
Merchant Processing and 
Financing
appliedmerchant.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

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

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

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

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

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

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

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

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

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

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

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

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

Independent Dealers 
Advantage, LLC
678 720 0555
Providing Sub-prime Financ-
ing when others cannot
idallc.com
See our ad on page 8.
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International Credit, Inc.
678-325-5154
Working with Car Dealers for 
their Customer’s Financing 
Needs
internationalcreditinc.com

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

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

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

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

Peoples Financial Corp
770-422-2735
Auto Loans, Direct or  
Indirect, Secondary
peoplesfinancial.net
See our ad on page 11.

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

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

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

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

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

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

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

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

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

TAG Financial Services, Inc.
678-324-1454
Account Purchase; Sub-prime 
Auto Financing
tagautoloan.com

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

United Acceptance Inc.
877-281-2360
Account Purchase, Bulk Re-
ceivables
unitedacceptance.com
See our ad on page 15.

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 Plan-
ning - F&I - Banking Services
wellsfargodealerservices.com

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

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

US Trust
404-264-2817
Investments
ustrust.com

 Floor Plan Companies
Ace Motor Acceptance 
Corporation
704-882-7100
Funding for Contracts / Floor 
Planning for Inventory
acemotoracceptance.com
See our ad on page 39.

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

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

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

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

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

Carbucks
864-527-7147
Floor Planning
cbfloorplan.com

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

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

NextGear Capital, Inc.
888-969-3721
Floor Planning; Flexible terms 
and competitive pricing for 
your inventory financing 
needs.
nextgearcapital.com
See our ad on page 37.

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 Plan-
ning - F&I - Banking Services
wellsfargodealerservices.com

 GPS Tracking - Payment 
 Protection Devices
ARA GPS Systems
770-871-0051
GPS Tracking Devices
ARA GPS Systems
See our ad on page 51.



GIADA Independent Auto Dealer SEP/OCT 2016  |  25

serviceproviderdirectory
Calamp Wireless
847-400-7943
GPS Tracking Devices
calamp.com

Passtime
877-PASSTIME
Vehicle Tracking
passtimeusa.com

Spireon, Inc.
866-655-8825
GPS Vehicle Tracking and 
Fleet Tracking Solutions
spireon.com
See our ad on the back cover.

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

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

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

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

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

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

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

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

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

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

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

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

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

Reeves Insurance Agency
770-949-0025
Bonds, garage Liability, 
Dealers Open Lot, Workers 
Comp, Property, Life, Health, 
Retirement, Tow Trucks
reeves-ins.com

Ron E. Widener & Associates
770-941-0293
Bonds, Garage Liability, DOL, 
WC, Property & Rental Car 
Insurance
ronwidener.com
See our ad on page 3.

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

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

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

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

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

 Insurance Monitoring
Verifacto Inc.
678-640-1004
Online Insurance Manage-
ment, Tracking, Communica-
tion, and Verification System
verifacto.com

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

Franzen & Salzano, PC
770-248-2885
General Counsel
franzen-salzano.com

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

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

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

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

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

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

InterActive Financial 
Marketing Group, LLC
888-905-1002
Auto Finance Lead Gener-
ation, Lead Validation and 
Scoring, and Lead Manage-
ment Service
interactivefmg.com

Nowcom Corporation / Dealer-
Center
888-669-2669
Dealer Management Solutions
dealercenter.net
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 Paint & Body
AP Auto Repair Shop
404-519-3560
Douglasville, GA

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

Hwy 78 Body Shop Inc.
770-948-8605
Lithia Springs, GA

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

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

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

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

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

 

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

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

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

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

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

Dale Recycling & Used Auto 
Parts Inc.
706-778-1919 
We buy all types of metals, 
from aluminum cans, to junk 
cars, to household appliances. 
We turn your scrap into money!

Eastside Collision and Care 
Center Inc.
770-482-4920 
Locally owned auto body shop 
that proudly serves the Atlanta 
and Alpharetta, GA area 
eastsidecollisionandcarcare.
net

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

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

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

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

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

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

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

Rodfathers Collision Center & 
Sales 
706-453-2881 
Greensboro, GA - Full Service 
Mechanical, Detailing, Paint-
less Dent Repair, Automotive 
Glass Replacement, Free Esti-
mates 

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

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

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

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

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

 Pre-Employment
 Screening Solutions 
Verified First, LLC
888-985-6544
Hire with Confidence. Make 
a background check and drug 
screen part of every position’s 
recruiting effort. Contact: 
Anthony Parker 
verifiedfirst.com

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

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

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

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

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

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

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

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

Usedcarsupplies.com
770-448-6982
usedcarsupplies.com

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Preferred Warranties
800-548-1121
Warranties
warrantys.com
See our ad on page 34.

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

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

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

 Social Media &/or 
 Online Reputation 
 Monitoring
DealerRater
781-697-3661
Car Dealer Review Website
dealerrater.com

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

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

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

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

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

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

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

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

TitleTec an AutoPoint Company
877-684-4958
Business, Title & Registration 
Software
titletec.com
See our ad on pages 17 & 43.

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

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

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

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

 Vehicle Inspection 
 Services
TrueFrame of Georgia
678-796-8783
Vehicle Inspection
trueframeofga.com

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

Adaptive Mobility Systems, 
Inc. 
770-674-0776 
Incorporated in Georgia in 
1979, we have been building 
wheelchair accessible vans 
since then.
maxvan.com

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

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

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

serviceproviderdirectory

PLUG INTO GIADA MEMBERSHIP
Representation • Education

Information • Savings
Individual Help

Visit giada.org/membership-benefits

Here are a few of the benefits we offer:

• Representation: We have Georgia General Assembly lobbyists and a Political Action Committee so that your voices will 
be heard in government.

• Education: We teach pre-license and continuing education seminars, provide legislative updates, provide informative 
website and monthly news magazines.

• Information: Our bi-monthly magazine, Independent Auto Dealer News, keeps you informed of the latest news. Our 
service provider directory lets you know about local businesses associated with GIADA, services they offer and how to 
contact them. We also have State and National conventions and trade shows.

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

• Individual Help: You don’t have to be alone in an ever changing and challenging industry. Qualified and experienced 
staff giving you prompt attention and answers, not lip service.
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We focus on delivering the most robust, bureau-inclusive 
credit, compliance, Pre-Screen and Consumer 

Pre-Qualification solutions on the market today.

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

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

Drive more qualified sales leads 
directly from your website!

Name & Address only – no SSN or DOB

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

Introducing QuickQualify from 700Credit!

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

Day today!!! 
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Recipient: Ahmad Al-Husseini
Ahmad is the president of two school service organizations dealing with health-
care and business. He is part of TEDxDouglasville team and plays Club Soccer. 
His interests include international health and politics. He is an all A Honor Roll 
Student and has received the Georgia Certificate of Merit. He attended Douglas 
County High School in Douglasville, Georgia.
GIADA Member Info: Father, Abdel-Mahdi Al-Husseini, owner of Comfort Cars in 
Villa Rica

Scholarship sponsored by: ADESA, PREFERRED WARRANTIES, AFC, IAA

Recipient: Elizabeth McAlister
Elizabeth is currently involved with a work/study summer program in which she 
works with eleven students from Mexico. The program works four weeks in Clem-
son and four weeks in Mexico with various engineering departments in manu-
facturing companies. She attended T.L. Hanna High School in Anderson, South 
Carolina.
GIADA Member Info: Father, Paul (Doug) McAlister, works for Carolina Auto Auc-
tion in Anderson, SC

Scholarship Sponsored by: Wayne Reaves dealer software & websites

Recipient: Ana Supariwala
Ana currently volunteers at a summer camp for kids between the ages of 10 – 13.
She attended Northview High School in Johns Creek, GA
GIADA Member Info: Father, Ali Supariwala, works for Georgia Auto Gallery in Lil-
burn, GA

Scholarship Sponsored by: NextGear Capital

Congratulations to the 2016 

GIADA Scholarship Recipients

$4,000

$4,000

$4,000

CONVENTION WRAP-UP
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CONVENTION WRAP-UP

Following the fourth birthday of his son in 
2004, Matt Morris, the 2016 Georgia IADA 
Quality Dealer of the Year, resolved that 
he did not want to miss the key moments 
in the young boy’s life as he worked the 
long hours required in sales at a franchise 
dealership. Matt’s determination to have a 
more equal work life balance was a key fac-
tor in his desire to open his own business.

Morris grew up around car lots. His father, 
Richard, was both a sales manager and 
later a general manager at Richard Haney 
Ford in Carrollton and also a Volkswagen 
store. Matt Morris began working in the 
detail shop at Haney Ford at age 14 and 
“just did everything they needed done — 
quickly.” He furthered his journey in the 
car business by moving on to become a 
sales representative. 

After years of long hours and hard work, he 
told his father he was leaving to start up his 
own dealership. Matt did as he proclaimed 
and opened Morris Auto Sales, Inc., locat-
ed at a key intersection in the city, and yet 
in almost a neighborhood setting. It was 
just four months after opening that his fa-
ther approached him and said he wanted to 
spend more time with his son and asked if 
he needed help.

“I hired him on the spot and made my Dad 
the general manager,” Matt Morris said.

Matt Morris resides in Carrollton with his 
wife Amanda and his two children, Reid, 
now 16, and Mattie, 11. 

Typically when starting a dealership it be-
comes a time thief, constantly pulling you 
back to the lot, the auction, or the title of-
fice.

“I just took a different approach,” Morris 
said. “We close at 6 p.m. during the week 
and only work for four hours on Saturdays. 
We put family first, and it has worked for 
us.”

Georgia IADA named Morris is Quality 
Dealer of the Year during the annual 2016 
GIADA Convention at the Lake Lanier 
Islands Resort July 21-23. His 12 year-old 
dealership retails about 30 units a month 
and wholesales about another 20 units. He 
keeps about 60-75 units on the lot, and fo-
cuses mostly on low-mileage, late-model 
vehicles. He has five employees, including 
his father.

“My biggest challenge is getting trucks,” 
he said. “My customers want clean, four-
wheel drive trucks and we have to find 
them. The gasoline shortage really hasn’t 
affected us at all. Prices spiked a bit, but 
people know it’s temporary.”

Morris supports Carrollton Schools and 
the University of West Georgia. He also 
takes an active role in supporting local 
political candidates and attends various 
fundraisers in an effort to help with candi-
dates’ campaigns.

“Let’s put it this way,” he said, “if I support 
your candidacy, you’re going to know it.”

Morris Auto Sales Inc. has been a member 
of the Georgia IADA since they opened in 
2004.

“If you own a dealership and you don’t join 
the GIADA you are making a big mistake,” 
he said. “For just $250 a year you get the 
knowledge, guidance and wisdom of Paul 
John (GIADA executive director) and his 
team. You save $250 once a month with 
the auction coupons. The GIADA is a huge 
asset to our businesses. You have so much 
going for you: lobbyists, expertise, assis-
tance. You have to support the GIADA.”

Morris’ nomination came with many 
glowing recommendations by noteworthy 
parties such as Mark Brunn, general man-
ager of ADESA Atlanta, Georgia Sen. Mike 
Dugan, and David Godwin, senior vice 
president of BankSouth, and many satis-
fied repeat customers from his lot. n

Meet the 2016 Quality Dealer Award Winner
Matt Morris, Morris Auto Sales, Inc., Carrollton, GA

Pictured left to right: Larry Lewallen, Matt Morris, Paul John
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CONVENTION WRAP-UP

GIADA Wheel Club Award Winners

Pictured left to right: Kim New, Roy Daniel, Glen Reeves, Dennis Pope, Julie Colgate, Guy 
Padgett  - Not pictured: Hussain Akbarali 

NIADA MVP 
Eagle Award 

Dennis Pope

$50 Off a Buy or Sell Fee at Ocala Auto Dealers Exchange! Sale every 
Wednesday at 4:30pm. Visit the Sunshine State and don’t forget to visit 

Ocala Auto Dealers Exchange!

Need Dealer Insurance or a Bond?
Call Ron Widener at Widener & Associates for a quote today770-941-0293

Looking for a CPA that knows the automotive industry? Bobby Burt will let you have 
a free Initial phone consultation if you are a current GIADA member!

COMING SOON!
A better way to communicate. 

The best way to educate. 
Your schedule. Your location. Your pace. 

VISIT GIADA.ORG
MEMBER ONLY BENEFIT
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CONVENTION WRAP-UP

NIADA Eagle Award Winners

Pictured left to right: Kim New, Roy Daniel, Glen Reeves, Dennis Pope, Julie Colgate  - 
Not pictured: Hussain Akbarali

Auxiliary Award

Cindy Graham (pictured with Paul John)
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It’s the “Preferred Way”
of doing business.

GET
REAL

REAL PEOPLE.
REAL ANSWERS.
ON EVERY CALL.

800.548.1121

©2016 Preferred Warranties, Inc.  All rights reserved.

Call PWI Today!
(and hear it for yourself.)

www.warrantys.com

TM

CONVENTION WRAP-UP

NIADA Crystal Eagle Award Winners

Pictured left to right: Roy Daniel, Glen Reeves, Dennis Pope, Julie Colgate 

President Gavel 
& Plaque Award

Billy Graham (pictured with Paul John at 
right)
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CONVENTION WRAP-UP

Appreciation Award Winners 

Glen Reeves and Sandra Gresham (pictured with Paul John at left)

“IT’S ALWAYS A GREAT OPPOR-
TUNITY to for me to spend time 
with the dealers and leaders of the 

largest and one of the oldest state associa-
tions in the country, the GIADA. Attend-
ing this year’s GIADA Convention at Lake 
Lanier Islands was like seeing family at our 
annual reunion at the lake. I always know 
the teaching and expo halls are going to be 
great, but what really makes the GIADA 
great is its people.  

It’s not widely known that when I be-
gan my journey into the car business, we 
moved from Atlanta to Florida in 2003.  
Even though the NIADA in Texas is home 
for us now, my Georgia roots and the time 
I spend with the GIADA each year, make 
me proud of my former home state and the 
dealers that I consider family. Congratula-
tions on all of your continued success, keep 
up the great work and know that I am al-
ways, at your service!”

—Steve Jordan, CEO | NIADA



36  |  GIADA Independent Auto Dealer SEP/OCT 2016   

Dennis Pope Achievement Award

Dennis Pope (pictured with Paul John at left and Billy Graham at right)

President’s Award

Julie Colgate (pictured with Paul John at left and Billy Graham at right)

CONVENTION WRAP-UP

World of Thanks 
Award

Joe Addison

For more great 
convention photos, visit
giadaconvention.org

And save the date for next year, 
July 13-17, 2017

Atlanta Evergreen 
Marriott Conference Resort
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*Certain conditions apply. All rights reserved. For complete details, terms and conditions, please see your local NextGear Capital 
representative. All advances are subject to the terms and conditions of any loan documents and any other agreement you have with NextGear 
Capital. NextGear Capital reserves the right to modify or terminate this offer, as well as NextGear Capital’s terms and programs, at any time. 
All advances made in California by NextGear Capital are made pursuant to NextGear Capital’s California Finance Lender License.

nextgearcapital.com 
855.372.2329

Inventory options that fit 
your needs

Competitive interest rates

Ease of doing business 

Knowledgeable local 
representatives

See why over 20,000+ dealers 
have selected NextGear Capital 

for floor planning needs!*

CONTACT US TODAY!
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Today’s socially connected consumers 
have changed the tide in the automotive 
industry, from top to bottom. However, 
the dealership must also change, in the 
way that they collect data and use social 
media. Every day there is an increase to 
the number of consumers using social 
data and social media. Facebook has 1.7 
Billion users, and Twitter and Instagram 
have almost half a Billion users. Custom-
ers are also using mobile phones for ev-
erything they do. However, dealerships 
are not utilizing this behavior to the 
fullest extent of their abilities. There are 
other ways to utilize social data and social 
media, saving both time and money, and 
it may be surprising to find out it’s in the 
way that you contact potential customers.

Each day the sales objective in the deal-
ership is to reach customers. The goal 
being to build a rapport and to bring the 
customer into the dealership. As everyone 
knows though, this has been and will al-
ways be, easier said than done. They key 
is understanding the methods that a cus-
tomer WANTS to be communicated with, 
as well as WHEN they will be available. 
This is a crucial point in the contacting 
of potential customers. With voicemail 
retention very poor, only 20% on aver-
age checking voicemails, and calling at 
all times of the day, the odds are not in 
the dealerships favor. These numbers 
decrease even further when it comes to 
millennials. The fact is, all consumers are 
busy, they’re not available at 10am on a 
Thursday. Between work, errands, fam-

ilies, and social lives, the time in which 
a consumer should be contacted will dra-
matically vary.

For this problem, there are solutions 
though. CRM’s are your best method of 
contact to the customer, but is your CRM 
acting in your best interest? Maybe not. In 
contacting customers, the CRM must be 
able to accurately read into the consum-
er’s habits and behaviors. As a customer 
responds, opens emails, texts, commu-
nicating in any way, the CRM must be 
learning these habitual meanings. Pat-
terns begin to form, and it’s up to the 
CRM, not the salesperson, to establish the 
connecting lines between these patterns. 
When this occurs, the CRM will be able 
to notate when customers are most active. 
This takes the guesswork out of contact 
methods, and allows the sales personnel 
more time to make meaningful calls, and 
leave less voicemails.

Taking this a step further, the dealership 
CRM should be noting social media hab-
its from it’s potential customers as well. 
If a lead posts to Facebook, or Tweets at 
12:30pm and 4:30pm most days, wouldn’t 
it make more sense that they’re going to 
be more receptive to taking a call at this 
time, rather than a Monday morning call 
at 9:30am? Of course it does. But how to 
get there is the key. Certain companies 
can procure this data analysis through 
the use of Artificial Intelligence. CRM’s 
should be using algorithms to analyze 
when and how the customer uses social 

media, in taking that behavior, and point-
ing the salesperson in that direction when 
the time is RIGHT. This is crucial, and not 
impossible given the right CRM the deal-
ership is utilizing. Understanding that a 
customer is more receptive at a specific 
time makes the engagement more likely, 
creating more chances to sell cars. Once 
the guesswork is taken out, the salesper-
son’s time is more efficient as well. This 
gives the sales personnel the time to focus 
on the needs of the customer, and to cre-
ate a more perfected customer experience. 
Rather than to dial all morning hoping to 
catch one person out of a hundred.

Taking Social Data from a customer, and 
utilizing their Social Media habits to 
reach a best preferred contact method is 
crucial in the dealership. It will increase 
probability as well as the bottom line. Be-
cause, contacting customers when THEY 
are available and ready will always trump 
that of guesswork. It may end up being the 
difference between the salesperson sitting 
at their desk cold-calling, instead of sitting 
next to a customer in a test drive. n
_______________________________

Aubrey Hankins serves as Social Media 
Marketing Director for CRMSuite, a soft-
ware company providing dealerships with 
industry leading, technologically advanced 
CRM Software. With almost 10 years of 
marketing and social media experience, he 
brings a wealth of informative automotive 
discussion and debate, all in order to help 
dealers sell more cars.

Start Contacting Customers 
When They’ll Respond

By Aubrey Hankins, Social Media Marketing Director, CRMSuite



704-882-7100 ext. 7509Acemotoracceptance.com

Acquiring the right inventory at the 
right price is one of the keys to 
BHPH success. Boldly displaying 
that you buy cars should benefit 
you in two ways. First you could 
buy several cars or trucks each 
month without paying auction fees, 
transport fees etc., and as we all 
know, most people selling a vehicle 
also are planning to purchase a 
vehicle. This may lead to addition 
sales for your dealership.

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

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

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

today at 704-882-7100 ext. 7509. 

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

Funding for Receivables

You Collect or We Collect

Floorplan Lines

Simplified Insurance Tracking

Reports Package

Training

Bulk Roll in for Existing Contracts

Cash Flow from Payments

What’s included:
Buying Cars

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

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

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

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

giada.org/dealersupplies
LIMITED TIME OFFER. EXPIRES OCTOBER 31, 2016.

COUPON:
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It used to be, in earlier days of ecommerce, 
that even buying clothes completely online 
could raise an eyebrow.

The argument was, you can’t buy a shirt 
and a pair of shorts without trying them 
on first.

“That sort of fell and now clothing is the 
biggest ecommerce category,” said Andy 
Moss, chief executive officer of automotive 
ecommerce platform Roadster.

Is car-buying going the same way? 

Granted, buying a vehicle completely on-
line — which Moss’ company facilitates — 
is a much more expensive and complicated 
process than buying an outfit, but it has 
gained traction among consumers. And 
many, according to Roadster’s survey of 
1,185 consumers, are even willing to make 
such a purchase via smartphone.

The survey, conducted in partnership with 
Survata, found that almost a third of re-
spondents were willing to consider buy-
ing a house or car directly through their 
smartphone.

Roadster chief marketing officer Michelle 
Denogean said in a phone interview that 
among people who have shopped for a ve-
hicle on their smartphone, half would con-
sider purchasing a car on that same device, 
entirely online.

“So what our survey is telling us is that 
people are looking, as they’ve experienced 
e-commerce in all these other channels, 
for a lot of the conveniences that come 
with being able to do those things online,” 
she said.

Of course, the test-drive is still a key ele-
ment: 85.7 percent of respondents still said 
they want one before buying a car.

They’re everywhere
It’s not just Silicon Valley or other met-
ropolitan tech hubs.  It’s also Toledo and 
Greensboro.

Respondents to Roadster’s survey hailed 
from midsize cities across the map, De-
nogean said.

Roadster said in a news release that location 
“had no bearing on consumer perception.” 
The willingness to buy a big-ticket item via 
mobile was found in areas throughout the 
country.

“You’d think that with any (technolo-
gy-based) trends that it would maybe start 
in tech-related cities, but from our survey 
we’re seeing that this is really a nationwide 
phenomenon,” Denogean said, “that of the 
people who have purchased cars already 
online, they’re everywhere.”

Convenience factors
So, what amenities do consumers want in 
the car-buying process? For starters, much 
of what they can already get from ecom-
merce platforms in other industries.

Forty-five percent want free delivery, 45 
percent want free returns and 44 percent 
are asking for fixed pricing.

“In general, what we’re seeing is that con-
sumer expectations from all these other 
buying experiences are coming over to 
what they expect from car-buying,” De-
nogean said.

In essence, they want “elements of the 
car-buying experience to be automated,” 
she said.

Whether that’s beginning the process on-
line and finishing at the store, or starting 
at the store and finishing at home, “the 
majority of people are looking for that type 

of convenience in their car-shopping expe-
rience,” she said.

More comfort with buying online
Based on the energy behind online 
car-buying over the past two to three years, 
it appears (at least) that the comfort level 
around such a transaction is up.

Why? 

For one, Moss said, you can buy pretty 
much anything else completely online. 
That started with items like books in the 
late 1990s and evolved rapidly since then, 
as it now includes everything from food 
delivery to travel — even complicated trav-
el arrangements that once would require 
an agent.

Cars and houses have been “the last two 
hold-outs,” Moss said.

Roadster aims to “take complexity out of 
it,” he said, acknowledging the in-depth 
process involved with buying a car.

“But each step of the way, the goal is to 
make that feel like an ecommerce transac-
tion that you would be used to in another 
category,” Moss said.

Other key findings
• Men (41 percent) were almost twice as 

likely to consider buying a big ticket 
item on their smartphone as women 
(21 percent).

• Folks in the $150,000-plus income 
bracket were more likely to buy online.

• 43 percent believed they would save 
at least $2,000 by buying a car on the 
smartphone.

• 31 percent believed they would shave 
three to four hours off the transaction 
time. n

Third of shoppers consider buying car or 
house on smartphone
by Joe Overby, Senior Editor, AutoRemarketing

DEALER INSIGHT
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Recon founder and chief executive officer 
Dennis McGinn pinpointed what he called 
five common mistakes that go undetected 
and unresolved in vehicle reconditioning 
that can cost dealers gross margin and 
erode their ability to be more competitive.

“As the industry tightens over the months 
ahead, fixing these five broken processes 
now will increase reconditioning’s pro-
ductivity, resource utilization, and time to 
market or speed to retail,” McGinn said.

“Recon’s efficiency — or lack of — perme-
ates the entire store, so fixing these mis-
takes, it isn’t just a ‘recon’ issue,” continued 
McGinn, whose software company man-
ages reconditioning time-to-market work-
flow to transform dealership recondition-
ing operations into profit centers.

Here are the five frequent reconditioning 
mistakes that put used-vehicle profitability 
at risk, followed by McGinn’s recommen-
dations for correcting them:

1Us versus them.
McGinn explained recon touches so 
many areas of the business that man-
agers who understand this knock 

down siloed “us versus them” attitudes 
that erode recon’s value to the bottom line.

For example, what adjustments might be 
suggested to appraisers and buyers so ve-
hicles that flow into recon will require less 
time and money to become frontline ready 
faster? McGinn insisted this strategy will 
improve used-vehicle grosses and invento-
ry turn.

2Shared resources
McGinn pointed out a dealership’s 
largest customer is its used-vehicle 
department, but that it shares its 

critical need for service department re-

sources with customer needs. This situa-
tion keeps waiting either retail or internal 
needs, thus the common tension here.

“Separate retail and internal service, phys-
ically if possible, but certainly philosophi-
cally,” McGinn said. “Where done, dealers 
report improved recon output and quality, 
and retail advisors and technicians be-
come better at inspection thoroughness 
and upsell results.”

3Overconfidence
Without measuring and moni-
toring recon processes, McGinn 
stressed that it’s impossible to gain 

an “honest” grasp of how efficient or inef-
ficient recon is.

When dealers ask their recon departments 
about their cycle times, McGinn indicated 
their best estimates will be about five days.

“Yet when the clock measures recon, the 
actual cycle is eight to 10 days or more,” he 
said. “You will not maximize gross where 
a vehicle spends half or more of its magical 
30-day retail window in reconditioning.”

4Not counting the cost
McGinn maintained that the mon-
ey-meter runs from the day the 
dealership acquires a trade or buys 

at auction until that unit is sold. This is 
called holding cost. NCM Associates pegs 
this daily cost at $32 per vehicle, on aver-
age, though some brand costs can be up-
ward of $50 and more. 

At $32 per vehicle per day, McGinn calculat-
ed that shaving six recon days off 100 units 
saves the dealership more than $19,000 a 
month or more than $230,000 a year.

“These costs (and savings) go against (or 
toward) actual sold gross,” said McGinn, 

who computed a sold gross of $3,200 is 
“actually” $3,008 if the vehicle took six too 
many days to get to the front line.

“A focus on improving workflow and pro-
duction through recon puts dollars direct-
ly to the bottom line,” he added.

5Allowing poor communications
McGinn explained that repair ap-
proval delays, misplaced vehicles, 
untracked sublet work and other 

communication delays wreck recon’s speed 
to market, throw efficiency in the ditch 
and frustrate staff.

To rectify those scenarios, he suggested 
that dealers get all departments on the 
same track — internalizing a collaborative 
time-to-market culture. Specifically, Mc-
Ginn recommended:

• Devise recon repair/parts preapprov-
al buckets based on vehicle mileage to 
eliminate approval delays.

• Use mobile devices with VIN, bar code 
or QR code readers to track recon in-
ventory.

• Use software tracking to alert everyone 
about vehicle status and whereabouts, 
so everyone takes ownership of faster 
and more productive recon results.

Rapid Recon is leading time-to-market 
reconditioning software for franchised 
and independent dealerships. Rapid Re-
con benchmarks and best practices can 
help general managers, used-car manag-
ers and service managers fine-tune their 
reconditioning practices to achieve fast-
er time to market that helps retain vehi-
cle gross.

More details can be found at www.
rapidrecon.com. n
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Here’s a bright idea 
for auto dealers.

LOSE THE PAPER!

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

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

Apply Electronically for Titles
 Register Vehicles on Behalf of the Customer 

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

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

Or, contact GIADA at 770-745-9650
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LEGAL

No Privity? No Problem!
An Oregon dealer learned that enforcement of the federal Truth in Mileage 
Act can include tracing the chain of ownership back to the original seller.

by Thomas B. Hudson, Esq.

FCA Recalls 1.4  
Million Vehicles For 
Faulty Airbag Wiring
By Alex Nishimoto

Fiat Chrysler Automobiles is voluntarily 
recalling 1.4 million U.S. vehicles for an 
issue with the occupant restraint control 
module and its sensor wiring that could 
prevent airbags from deploying and the 
seat belt pretensioner from tightening in 
certain crashes.

Issue may be to blame for 
three deaths and five injuries.

The Problem: Vehicles equipped with a 
specific occupant restraint control mod-
ule and front impact sensor combination 
may have faulty wiring, which could 
keep the airbags from going off in the 
event of a crash. The seat belt pretension-
er might also fail to work as a result of 
the problem. The recall was prompted by 
analysis of vehicle data and field events. 
FCA says three fatalities and five injuries 
may be related to the issue.

The Fix: The automaker will notify af-
fected customers and let them know 
when they can schedule service. The 
parts will then be replaced free of charge. 
FCA stresses that it no longer uses the 
controllers or wiring in question. For 
more information, owners can call FCA 
customer service at (800) 853-1403.

Number of Vehicles Potentially Af-
fected: The recall affects roughly 1.4 
million Dodge, Jeep, and Chrysler vehi-
cles in the U.S., including 2010 Chrysler 
Sebring, 2011-2014 Chrysler 200, 2010-
2012 Dodge Caliber, 2010-2014 Dodge 
Avenger, and 2010-2014 Jeep Patriot and 
Compass models. In addition, 142,959 
of the above models located in Canada 
are affected, along with 81,901 units in 
Mexico, which adds the 2010 Chrysler 
Cirrus to the list of affected cars. An-
other 284,051 vehicles outside of North 
America are affected, including the 
2012-2013 Lancia Flavia that isn’t sold in 
our market. n

It seems like there are endless ways a deal-
er can get in trouble. One of those traps is 
the federal odometer law. These cases are 
not as prevalent as they once were, so when 
one pops up, it gets our attention.

It is even more attention-getting when the 
dealer who gets tagged with the violation 
isn’t the dealer selling the car to the con-
sumer, but someone several steps back in 
the chain of title. Here’s what happened in 
a recent case.

Grand Prix Motors Inc. bought a car 
from a Manheim auction. Manheim “an-
nounced” the car as “TMU” (true mileage 
unknown) but represented the mileage as 
28,190. Grand Prix sold the car to a cus-
tomer. Grand Prix represented the car as 
having 28,210 miles and signed a Secure 
Odometer Disclosure certifying that the 
odometer reading was the actual mileage 
of the vehicle. Grand Prix did not check 
either of the boxes on the Secure Odom-
eter Disclosure form that indicated “[t]he 
mileage stated is in EXCESS of its mechan-
ical limits” or “[t]he odometer reading is 
NOT the actual mileage. WARNING — 
ODOMETER DISCREPANCY.”

The car was sold three more times to deal-
ers before being bought by Channing Tate. 
All the intervening dealers also certified 
that the odometer readings were the actual 
mileage of the vehicle.

Tate sued the dealers, including Grand 
Prix, in the U.S. District Court for the 
District of Oregon for violating the Truth 
in Mileage Act, claiming that the dealers 

knew that the odometer reading differed 
from the actual mileage. Grand Prix did 
not respond to the complaint. Tate moved 
for a default judgment against Grand Prix.

The court noted that a successful Truth in 
Mileage Act claim requires a showing of 
intent to defraud. The court found that, if 
a person violates an odometer disclosure 
requirement with actual knowledge that 
he is committing a violation, it can be in-
ferred that the violation was committed 
with an intent to defraud a purchaser.

“But wait a dad-burned minute,” said 
Grand Prix. “We didn’t sell anything to 
Tate. In fact, we didn’t deal with him at 
all.” (Pointy-headed lawyers would claim 
that there was no “privity” between Tate 
and Grand Prix. Ordinary humans would 
say “contact” or “connection,” but they 
didn’t pay a lot of tuition to go to law 
school to get their brains professionally 
scrambled.)

The court also found that a TIMA claim 
does not require privity or a showing of 
reliance on the dealer’s statement. There-
fore, the fact that Tate did not buy the car 
from Grand Prix did not prohibit him 
from recovering from Grand Prix under 
the TIMA. Accordingly, the court awarded 
a default judgment to Tate.

So, if you buy a car with a hinky mileage 
reading, and think you can get rid of the 
problem by selling it to a dealer who sells 
it to another dealer — and so on — until 
you’ve put some distance between you and 
the car, time to think again! n
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To learn more: niadacertified.com/dealers 
Questions? Call Todd Hamilton at MOG Solutions, 678-804-2111 or email: toddhamilton@mogsolutions.com

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

AUCTION
DIRECTORY
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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 10:00am, Repos 10:30am
11:00am Regular Sale
southeasternaa.com

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

A POWERFUL ARRAY OF NEW

ADVERTISING OPPORTUNITIES
Visit www.giada.org
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COMPLIANCE TIPS

The kids are back in school, and we’re 
back, passing on what we’ve recently 
learned about legal developments in the 
auto sales, finance and lease world. This 
month, we feature developments from 
the Consumer Financial Protection Bu-
reau, the Federal Trade Commission, 
and the Department of Justice, as well 
as our “Case of the Month.” Remember 
– we aren’t reporting every recent legal 
development, only those we think might 
be particularly important or interesting 
to industry. 

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

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

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

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

The CARLAWYER©

BY THOMAS B. HUDSON AND NICOLE FRUSH MUNRO

Note below the item about the FTC ham-
mering a dealer on advertising violations. 
Does your dealership have an advertising 
compliance manual that sets forth federal 
and state advertising laws and regulations, 
along with everything that appears on the 
FTC’s website about ad requirements and 
any other helpful ad compliance material 
you can locate? Does the manual set forth 
a process for a legal review of each ad your 
dealership uses to make sure that the FTC 
won’t be taking a big bite out of your wal-
let? Given the size of some of the penalties 
levied against dealers in recent months, 
putting together such a resource is likely 
the single most cost-efficient compliance 
step you can take.

Federal Developments

DOJ Moves to Protect Servicemembers. 
On August 8, the DOJ announced a pro-
posed consent order with HSBC Finance 
Corporation, successor to HSBC Auto 
Finance, Inc., resolving allegations that 
it failed to obtain required court orders 
before repossessing vehicles owned by 
servicemembers, in violation of the Ser-
vicemembers Civil Relief Act. The SCRA 
requires a court to review and approve 
any repossession if the servicemember fi-
nanced a vehicle purchase and made a pay-
ment before entering military service. 

FTC Slams Yet Another Dealer for Ad 
Violations. On August 18, the FTC an-
nounced that three Texas dealerships 
agreed to pay $85,000 to settle charges 
that they violated an FTC administrative 
order barring them from deceptively ad-
vertising the cost of buying or leasing a 
car. The FTC charged that the dealerships 
concealed sale and lease terms that add-
ed significant costs or limited who could 
qualify for vehicles at advertised prices, in 
violation of a 2014 FTC order. The FTC 
cited a television ad offering two cars for 
“under $200 per month,” but, in fine print 
that appeared for two seconds, disclosed 
that the offer applied only to leases, not 

sales, and required a $1,999 payment at 
lease signing. Another ad claimed a new 
car could be bought for $179 per month, 
but, in print too small to read without 
magnification, disclosed that $1,999 
would be due up front, along with tax, ti-
tle, and license fees, and that $8,271 would 
be due at the end of a 38-month financing 
term. The FTC also alleged that the deal-
erships advertised credit and lease terms 
without clearly and conspicuously dis-
closing information required by federal 
law and failed to keep records required by 
the 2014 order. The proposed order also 
prohibits the dealerships from misrepre-
senting in ads the cost of purchase with 
financing, the cost of leasing, or any other 
material fact about price, sale, financing, 
or leasing, and prohibits misrepresenta-
tions that anyone, including those with 
poor credit, is likely to receive financing 
or leasing, including particular finance 
or lease terms. Finally, it bars the dealers 
from violating the Truth in Lending Act 
and the Consumer Leasing Act, which re-
quire clear and conspicuous disclosure of 
credit and lease terms.

Do Disclosures Work? On August 22, the 
FTC released the agenda for its Septem-
ber 15 public workshop in Washington, 
D.C., called “Putting Disclosures to the 
Test,” which will examine the testing and 
evaluation of advertising disclosures, pri-
vacy-related disclosures (such as privacy 
policies), and disclosures in specific indus-
tries designed to prevent deceptive claims. 
The workshop, aimed at encouraging and 
improving the evaluation and testing of 
disclosures by industry, academics, and 
the FTC, will explore how to test the effec-
tiveness of disclosures to ensure consum-
ers notice them, understand them, and can 
use them in their decision-making. 

DOD Explains Itself. On August 26, the 
DOD published in the Federal Register 
a rule interpreting its July 2015 amend-
ments to its regulation implementing the 
Military Lending Act. The MLA lim-
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COMPLIANCE TIPS

Have you been to Manheim Metro Atlanta recently? Go this Wednesday 
for the 12:30 sale! Tell Ben Allen Sent you for your $50 coupon 

book discount if you are a GIADA member!

Keep up with technology…Don’t try to run your business without a website! Call 
Wayne Reaves Software and Websites today! 

Every day you delay you are losing Internet business!

Need a Floor Plan Company? Call Dealers Funding today at 770-617-0682.

its the military annual percentage rate a 
creditor may charge to a maximum of 36 
percent, requires certain disclosures, and 
provides other protections for ‘‘consumer 
credit’’ extended to servicemembers and 
their dependents. Among other chang-
es, the July 2015 amendments extended 
the protections of the MLA to a broader 
range of closed-end and open-end credit 
products. This interpretive rule provides 
guidance, in question and answer form, 
on questions DOD has received regard-
ing compliance with the amendments. 
DoD says that the interpretive rule does 
not substantively change the regulation 
implementing the MLA, but merely states 
its prior interpretations of an existing 
regulation. Note that the MLA’s exception 
for vehicle finance appears to have been 
muddied, in that the guidance states that 
in order to take advantage of the excep-
tion for finance transactions secured by 
personal property being purchased, the 
financing must be solely for such person-
al property. 

Did the CFPB’s Small Dollar Proposal 
Leave a Back Door to Regulate Auto 
Dealers? The CFPB’s proposed small 
dollar rule (currently out for comment) 
imposes requirements on creditors mak-
ing longer-term loans with a “total cost 
of credit” in excess of 36%. Given that 
the requirements make these loans un-
appealing and unprofitable, it seems 
likely that creditors will simply stop 
offering them. The CFPB is engaged in 

an interesting dance – it is trying to say 
that loans over 36% that don’t meet the 
requirements are unfair and abusive, but 
that the 36% trigger isn’t an impermissi-
ble usury limitation. 

Case of the Month

Spot Delivery Goes Sideways. Brianna 
Jefferson bought a used car from United 
Car Company, Inc. She signed a retail in-
stallment sale contract and a spot delivery 
agreement. The spot delivery agreement 
provided that United could unilaterally 
cancel the RISC if it was unable to assign 
the contract to a third party or could re-
quire Jefferson to sign a second RISC with 
different terms. 

United unilaterally cancelled Jeffer-
son’s contract, repossessed the car, and 
demanded that she pay a repossession 
fee and forfeit her down payment. After 
Jefferson repaired another car so that 
she would have reliable transportation, 
United advised her that it had obtained 
financing. 

Jefferson sued United for violating the 
Truth in Lending Act and Regulation Z. 
She claimed that United used illusory dis-
closures in the RISC because, at the time 
of consummation of the transaction, the 
disclosures were subject to change or can-
cellation at United’s sole discretion. Jef-
ferson moved for a default judgment, and 
the U.S. District Court for the Eastern 

District of Michigan granted the motion. 
The court found that cases in the district 
support Jefferson’s allegations that a deal-
er’s use of a spot delivery agreement that 
allows the dealer to cancel a retail install-
ment sale contract or substitute a second 
contract with different terms renders the 
RISC illusory, in violation of TILA. The 
court granted Jefferson $1,571 for her 
down payment, $2,000 in statutory dam-
ages, and $4,037 in attorneys’ fees and 
rescinded the RISC in light of United’s 
repudiation of the contract by demanding 
and repossessing Jefferson’s car. Jefferson 
v. United Car Company, Inc., 2016 U.S. 
Dist. LEXIS 92657 (E.D. Mich. July 18, 
2016) 

So there’s this month’s roundup! Stay le-
gal, and we’ll see you next month. n 
_______________________________
Tom (thudson@hudco.com) and Nikki 
(nmunro@hudco.com) are partners in the 
law firm of Hudson Cook, LLP. Tom has 
written several books and is the publisher 
of Spot Delivery®, a monthly legal newslet-
ter for auto dealers. He is Editor in Chief 
of CARLAW®, a monthly report of legal 
developments for the auto finance and 
leasing industry. Nikki is a contributing 
author to the F&I Legal Desk Book and 
frequently writes for Spot Delivery. For 
information, visit www.counselorlibrary.
com. Copyright CounselorLibrary.com 
2016, all rights reserved. Single publication 
rights only, to the Association. (9/16). HC# 
4840-2928-1080.
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NEW & RENEWED
MEMBERSJULY/AUGUST 2016

1st Choice Auto Brokers
1st Choice Automotive Corp
312 Auto Brokers
700 Credit
9 Palms Auto Sales
A To Z Auto Brokers, LLC
A.O. Auto Brokers, LLC
ABCS Auto Body Collision & 

Glass
Accel Auto Connection LLC
Affordable Dream Cars LLC
All Prestige Autos, LLC
Alonzo Wades Used Cars
Alpha Auto Solutions
American Auto Mart
American Risk Services
Amey Auto Brokers
Another Ride
Anthony Auto Sales Inc
Applied Merchant
Atlanta Auto Exchange
Atlanta Auto Gallery
Atlanta Luxury Cars South
Augusta Auto Auctions, Inc.
Auto Maxx Atlanta
Auto Trends of Augusta, Inc.
Auto Use
Autobahn Imports of Atlanta
Autobahn Motors
AutoVantage of Newnan
AutoZone
B & C Autos LLC
B & M Motors
BA Auto & Towing Services
Barnett’s Used Cars
Best Response Media LLC
Bobby’s Motors Auto Brokerage
Bowman’s Auto Sales, Inc.
Bremen Auto Sales, LLC
BuySurety.com
C & M Auto Sales
C & P Motors
C&S O’Brien Enterprises Inc.
Caam Car Rentals & Sales
Cal Amp Wireless
CAR DEPOT
Cars R Us of Augusta
Cars, Cars, Cars, LLC
CarTown, LLC
Century Auto
Certified Motors, LLC
Classic Bus Sales, LLC
Classic City Motor Works
Cobo Auto Sales

Cobra Sales LLC
Cook Automotive Group
Cooper Tire
Cornerstone Motors
Cymill Motors, Inc
Dallas Auto Mart
Dan Smith Motor Company
Daniel Imports LLC
David Warriner Auto Sales
Diamond Warranty Corp
Dick Smith, LLC
DMV Auto Brokers
Document Strategies, Inc.
Don Tony Auto Sales
DRC Automotive Sales And 

Service
Dreamstar Motors, Inc
Drivemax
Drivetime
Duluth Auto Service & Imports
DV Auto Sales
East Dublin Auto Sales, LLC
Easy Wheels
El Compadre Trucks, Inc
Elliot & Turner Motor Com-

pany
Ellis & One Auto Sales
Equity Auto LLC
Evolution Auto Collision Re-

pairs & Sales
Executive Auto Brokers of 

Atlanta
F4 Motors
Fabulous Used Car, LLC
Ford Avenue Motors
Fouts Bros Inc
Fresh Look Auto
Fun Cars of Georgia
Garth’s Auto Sales
Gary Motors
Go Auto Sales
Gold Rush Jeeps
Golden City Auto Sales LLC
Good Ride Auto Sales
Grayson Autobroker, LLC
Great Ride Auto Sales
GT Auto
Harper Motors
Herndon’s Auto LLC
High Gravity Motors, LLC
Hill’s Used Cars
Holden Car, Truck and Equipment
Informal Auto Group
J J Kane Auctioneers, Inc

J2 Atuo Brokers
James Motor Works
Jet Auto Sales, Inc.
JJ Enterprise of Alma LLC
JMC Auto Brokers, Inc
Josh Mary Auto
K.A.R.S Automotive
Kingdom Automotive Group
KP Auto Imports
KRK Auto Sales
Lake Carroll Recreational 

Vehicles
Lakeview Automotive Group
LANIER MOTORS
Lextechs of Atlanta
Lone Mountain Truck Leasing LLC
Luxotic Motor Group
Luxury Auto Brokers of  

Atlanta, LLC
M & K Premier Auto Brokers LLC
M & M Auto Sales
Macey, Wilenskey, Kessler & 

Hennings, LLC
Macon Signature Autos
Mayes Certified Used Cars 

Sales, LLC
MBK Auto Sales, Inc
Mercedes Benz Techs, Inc
Metro Atlanta Car Sales, LLC
MGN Auto Brokers
Mike Hudson Motors, Inc.
Mitchell Motor Company
Mobility Works
Motor City Garage, Inc
Motorpoint Roswell
MVA Autobroker LLC
Nava’s Auto Sales
NextGear Capital, Inc.
North Point Motorcars, Inc
NoTurnDownAuto Sales
O’Briens Automotive Group
Ocho Rios Auto Sales
Oh My Auto Broker
P & E Autobrokers
Parkwood Motors Inc.
Passtime
Peach State Ambulance, Inc.
Peach State Auto Group
Peak Performance Auto Sales
Persichetti Motorsports Inc
Prestige Auto Brokers of Marietta
Primary Auto Group
Pure Financials
Q & P Auto Corp

Quality 1st Used Cars, LLC
Ramsey Motor Company LLC
RC Best Quality Auto Sales 

LLC
Redding’s Auto Mart, Inc.
Reponotice.com
Reserve Auto Sales, LLC
Rivera’s Automotive LLC
RJ’s Auto Sales
Robinsn International
Royal Auto Sales
Rural America Motors
Sebas Auto Sales
Sebas Auto Sales
Sharick, Inc
Sharp Auto Brokers
Shugar Plux Auto
Skyline Motorsports
Smart Trade, LLC
Solomon Automotive & Body 

Shop
South Georgia Auto Auction
Southfield Classics
Speedy Auto Sales, Inc.
Stars GPS
STSaviour Autos, Inc.
T. A Auto Sales
Team One Motorcars
Tesco
Thomas Auto Sales
TitleTec
TLC AUTO TOWING AND 

STORAGE
TNT Auto Sales
Transport Exchange, Inc.
Truck Brokers MW, Inc
Tyler Motors
Unique International Auto, 

LLC
Urban Innovators, LLC
Usedcarsupplies.com
Vanholtz Motors
W.S.C.L. Investments, LLC
Wallace & Kelly Auto Brokers 

LLC
Watkins Auto Slaes
Wesley Automotive, LLC
Wheels Autoworks
Whigham’s Auto Sales, Inc
Wholesale Direct Auto Brokers
Williams Auto Sales
Yes! Automotive
Your Choice Auto Group
Zone 5 Motors LLC
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The total balance of open automotive loans 
climbed 11.1 percent in the first quarter sur-
passing the trillion-dollar mark for the first 
time on record, Experian Automotive reports.

According to the most recent State of the 
Automotive Finance Market report, loan 
balances reached $1.005 trillion the first 
quarter, up from $905 billion in the first 
quarter of 2015.

Open leases grew by 27.55 percent to an 
all-time high of $76.9 billion, up from 
$73.1 billion the previous year. 

Findings from the report also show that 
while there were increases in both 30- 
and 60-day delinquency rates, the over-
all percentage of total delinquent loans 
remains relatively low when compared to 
pre-recession levels. 

In the first quarter, the percentage of 
loans and leases considered 30-days de-
linquent was 2.1 percent, up from 2.02 
percent in the first quarter of 2015. Addi-
tionally, the percentage of loans and leas-
es considered 60-days delinquent grew 
from 0.57 percent to 0.61 percent over the 
same time period. n

DEALER INSIGHT

Auto Finance Tops 
$1 Trillion
By Used Car News

Every Wednesday at 3:30 and Fridays at 6:00 be at Georgia Carolina 
Auto Auction for some awesome sales! If you are a GIADA Member

take advantage of your $25 Off a Buy or Sell Fee!

ASC Warranty is offering a $90 Off a 12 month or longer service agreement if you 
are a GIADA Member. Take advantage of your coupon books!

Free NMVTIS Reports with title bonds if you use the Surety Bond Girls Mobile 
Compliance Specialists! Call 678-694-1967

Don’t Gamble On  
Your GPS. We’ll Deal 
You A Winning Hand. 

Best Price  
 Best Web App  

More Useful Features 
Voted Best Smart Phone 
App In The industry. 

 Impound Notification 
 Repo Button 
 Top Stops 
 

 4 Hour Heartbeat 
 Unlimited Use 
 3 Year Warranty 

For Live Demo, Call 770-871-0051 

Visit us at www.svrtracking.com 
And www.aragps.com 

Catch the 2016 
convention photos!  
Visit giadaconvention.org
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 “You can’t please all of the 
people all of the time,” but 
it’s worth trying to come 

as close as possible...

Wholesale prices for vehicles up to eight 
years in age fell 2.3% in July, tying June for 
the biggest drop recorded so far in 2016, ac-
cording to the NADA Used Car Guide. As 
a result, the firm lowered its seasonally ad-
justed used vehicle price index 1.1% to 118.9.

The largest decline in wholesale price was 
recorded in the subcompact car segment, 
which saw prices drop 3.9% compared to 
June’s figures. Mid-size and compact cars 
followed a similar trend, with each seg-
ment recording an average price decline of 
2.9% compared to the prior month. Pric-
es for large cars fell 2.5%, higher than the 
industry average but better than the 2.8% 
decline the segment experienced last year.

The large pickup and large utility segments 
continued to show strength, with prices for 
each segment falling 0.5% and 0.3%, re-
spectively, compared to the prior month. 
While other large vehicle segments experi-
enced slightly higher depreciation, the ma-
jority of the declines were still under the 
industry average.

Mid-size pickup prices fell 1.4%, compact util-
ity prices dropped 1.7%, mid-size utility prices 
dipped by 1.8%, and vans dropped 2.7%.

According to the NADA, the luxury seg-
ment was a mixed bag in July. Small luxury 
vehicles experienced greater losses, while 
mid-size and large luxury vehicles fared 
slightly better. The biggest decline in the 
segment came from luxury compact util-
ity prices, which fell 3.1% from the prior 
month. Compact car prices fell 2.7%, while 
luxury mid-size cars and luxury large car 
prices fell by 2.1% and 1.8%, respectively.

Year to date, used-vehicle prices were 
12.5% lower than they were at the end of 
2015. Last year, depreciation reached a 
lesser 9.6% over the same period, accord-
ing to the NADA.

Compared to all of 2015, subcompact pric-
es have fallen 19.9% year to date. Compact 

car prices have fallen 16.2%, and mid-size 
and large car prices have fallen 14% to 
14.4%. Year to date, large pickup prices 
are down 6.8%, while large utility pric-
es are down 5.7%. Mid-size pickups are 
down 6.3% compared to full-year 2015.

The only segment to experience an im-
provement in depreciation relative to 
last year was the large utility segment, 
which saw prices fall 5.7% through July. 
For the same period last year, wholesale 
prices fell 7.1%, the NADA Used Car 
Guide noted.

Sales volume at auction was also on the de-
cline during July. However, the firm noted, 
the decline is typical for the time of year. 
July’s decline marked the fourth monthly 
decline in a row. On a year-to-date basis, 
however, volume is up 6%.

Looking forward, depreciation is expected 
to accelerate as the market enters what is 
typically the softest part of the year, ac-
cording to the NADA. In next month’s re-
port, the NADA Used Car Guide expects 
used-vehicle prices to fall even more than 
they did in July. August’s used-vehicle 
prices are expected to fall by 2.5% to 3% 
compared to July’s figures. Subcompact 
car prices are expected to drop by about 
3% on a monthly basis, while compact, 
mid-size and large car prices are expected 
to fall 2.7%. 

Compact utility and mid-size utility prices 
are expected to decline 2.3%, while mid-
size van prices are expected to fall 2.7%. 
Large pickup and utility pricing are ex-
pected to suffer the softest decline at 1.8%, 
while luxury segment losses are expected 
to average about 2.5%, according to the 
firm. In September and October, prices are 
expected to fall around 3.2% to 3.7% per 
month. 

NADA Used Car Guide’s full-year forecast 
for 2016 has prices down by an average of 
less than 5% on an index-basis from 2015. n

July’s 2.3% Drop in Wholesale Prices 
Ties June Record, NADAUCG Reports

Sales of gas cars 
must end by 2035 
to meet climate 
goals, study says
By Kelly Pleskot

Electric cars make up a tiny percentage 
of the global car market, but that will 
have to change soon. Automakers must 
stop selling gas-powered cars by 2035 to 
achieve climate goals established at the 
Paris summit last year, reports Reuters.

World leaders came together last De-
cember to limit temperature increases to 
“well below” 3.6 degrees Fahrenheit over 
the pre-industrial era, and they have 
been working on an even stricter limit of 
2.7 degrees. To achieve this more strin-
gent goal, sales of gasoline and diesel 
cars must cease by “roughly 2035,” the 
Climate Action Tracker concluded in a 
new study. And 2050 should mark the 
end of the gasoline car altogether, with 
the last fossil fuel cars being phased out 
of operation.

Stringent climate goals will 
require big changes.

Along with putting more clean vehicles 
on the road, the climate monitoring 
group says companies will need to focus 
on generating electricity without pow-
er based on fossil fuels. Unfortunately, 
many automakers aren’t prepared to give 
up on gasoline so quickly. Toyota has 
vowed to cut emissions by only 90 per-
cent by 2050, for example. Meanwhile, 
electric vehicles still face plenty of chal-
lenges before they become mainstream.

“Electric vehicles are still more expen-
sive to purchase than other cars, and 
policy projections still only see a share 
of around 5 percent of electric vehicles 
in the total European Union, China, and 
U.S. fleets by 2030,” the CAT said in its 
report. Meanwhile, Norway is ahead of 
the game, with plug-in vehicles making 
up about a quarter of the auto sales in 
that country. n
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We’re your Manheim.

»   $6K AND UNDER SALE - Tuesdays 12:30pm ET
»   REGULAR SALE - Thursdays 9:30am ET
»   DAMAGED & DISABLED SALE - every Tuesday at 12 noon ET
»   PORSCHE (CLOSED) - Monthly on Tuesdays 2pm ET, call for dates
»   EXOTIC HIGHLINE SALE - Monthly on Tuesdays 2pm ET, call for dates

THE POWER AUCTIONS,  
3 AUCTIONS STRONG

MANHEIM ATLANTA

MANHEIM GEORGIA

»   REGULAR SALE - Tuesdays 9:30am ET
»   GM | GM FINANCIAL CLOSED SALE - Biweekly on Wednesday, call for dates
»   FORD FACTORY SALE (CLOSED) - Biweekly on Mondays, call for dates
»   HYUNDAI FACTORY SALE (CLOSED & OPEN) - Monthly, call for dates 
»   NISSAN AND INFINITI REMARKETING SERVICES - Tuesdays 9:30am ET in Lane 1
»   SPECIALTY BOAT, RV, MOTORCYCLE, & GOLF CART SALE - 1st Tuesday each month 8:30am ET in Lane 10
»   SPECIALTY COMMERCIAL TRUCK & EQUIPMENT - 3rd Tuesday each month 12pm ET in Lanes 50, 51
»   TRA (SALVAGE) - Sale every Thursday 12:30pm ET

»   REGULAR SALE - Wednesdays at 12:30pm ET

MANHEIM METRO ATLANTA

Manheim Atlanta  »  Manheim Metro Atlanta  »  Manheim Georgia

7205 CAMPBELLTON ROAD SW  |  ATLANTA, GA 30331  |  PHONE:  404.349.5555

4900 BUFFINGTON RD  |  ATLANTA, GA 30349  |  PHONE:  404.762.9211 2244 METROPOLITAN PKWY SW  |  ATLANTA, GA 30315  |  PHONE:  404.464.4567

THE BEST OF GEORGIA »  
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Spireon is a proud member of 
the NIADA Diamond National 
Corporate Partner Program.

You Keep An Eye On Your Profits,

We’ll Keep An Eye On Your Inventory

Partner with the industry’s leading GPS tracking provider and call
855-867-2684 or visit spireon.com


