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GIADA PRESIDENT
Bart Barton
Barton Used Cars

Hello GIADA members and all associated with the automo-
tive industry,

My name is Bart Barton and I am honored and enthusiastic 
about being your GIADA President for this 2017/2018 year. 
I would like to thank outgoing President and now Chairman 
of the Board, Jennifer Knights and the rest of the Executive 
Committee for the outstanding and selfless work over this 
past year. It goes in the history books as a “Real Winner”! 

This next year we will prepare for both national and state 
“pre-election” vying for position among candidates. We will 
see the results of this past year's Legislative accomplishments. 
Nationally, the industry will watch the future of the CFPB and 
the many regulations facing change in our complex industry. 

Now, let’s take a look at the year ahead. With this past conven-
tion, we kicked off our mandatory CE training period. GIA-

DA now offers two options to accomplish such. The first being in person at various sites 
around the state and, second, GIADA OnDemand, our online version. They each offer 
supreme content to fit your preferred training method. 

Having returned from our national (NIADA) convention last month and reflecting on my 
years of involvement with GIADA leads me to my next topic. It’s time to take this GIADA 
organization to the next level. Looking back over the past few years, I am so very proud of 
the accomplishments that this organization’s efforts helped put on our states books, and 
how many lawmakers now hold us in high esteem. We accomplished this with a 1-2-3 
punch. 1) The most informed, hardworking Executive Director in the nation. 2) The finest 
most well-known legislative lobbying team in Georgia representing us. 3) All of us, thou-
sands of us, making phone calls, sending emails and getting up close and personal with our 
state lawmakers, letting them know we mean business.

That being said: my goal for 2017-2018 is to achieve and maintain 3000 members. We 
proved this past year that “Involve to Solve” is the ticket. Within that number, I am going to 
encourage involvement within the GIADA. Whatever level of involvement you’re willing 
to give is up to you. 

Over the next 12 months, I will be traveling within our state, I look forward to meeting 
you.

Let’s make 3000 a reality, our voices go a long way.

Until next issue, good selling!
Bart Barton
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GIADA Dealer Code of Ethics
WE WILL EMPLOY truth and accuracy in advertising and selling.

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

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

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

and Warranty Disclosure at the time of sale.
•

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

•
WE WILL REFRAIN from performing any act which would bring

disrepute to the independent automobile industry.
•

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

prosecuting those guilty of such acts.
•

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

•
WE WILL ENCOURAGE the American System of Free Enterprise.

cd
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GIADA EXECUTIVE 
DIRECTOR, Paul John

THE PULSE OF GIADA

Simplify Your Dealership with ETR

I think it’s safe to assume that you have heard 
about ETR by now. In fact, you may even 
be tired of hearing about ETR. We’ve been 
talking about it for some time, and there are 
hundreds of independent auto dealers that 
have signed up for this service already, and 
really like using it. You may be one of them.

HB412 passed through legislation this past 
Spring, and language in the bill mandated 
that every dealer must be using the Elec-
tronic Title and Registration (ETR) after 
January 1, 2018.  We are not certain right 
now how the DOR will require the roll out 
process, but we do know that it is mandato-
ry after January 1, 2018. We want to stress 

that GIADA is here to help you understand 
what the state requires of you, as well as get 
you signed up, trained and activated. 

If I were you, I would go ahead and get 
signed up sooner, as opposed to later. It’s 
easy to sign up. Just contact anyone of 
our staff at GIADA or if you’d prefer in-
dividual assistance, call GIADA and ask 
for John Carter, GIADA’s dedicated ETR 
manager of new accounts. 

One of the biggest advantages dealers 
like about using the ETR service is that 
trips to all the various tag offices become 
a thing of the past. Even if you are mail-
ing your titles to tag offices, you can ex-
perience problems such as the TAVT fee 
amount being incorrect, or missing pa-
perwork which can result in titles being 
rejected and sent back.  

The DOR warned every dealer months 
ago about late fees and penalties that 
would be assessed for late title applica-
tions and paperwork.  From what I un-
derstand, they have begun to charge late 
fees already. Dealers using the ETR sys-
tem are required to finalize their deal on-
line, and send the paperwork to TitleTec’s 
scanning partner, GIADA, and we’ll take 
care of it from there. When using the ETR 

system, there should be no reason for any 
dealer to pay late fees, so long as they’re 
forwarding all the required documents, 
and sending finalized titles to GIADA 
scanning services promptly. 

We set up our imaging center last year 
and have been scanning titles since Jan-
uary 2016. We check each title and the 
supporting paperwork individually be-
fore scanning it. If there are corrections 
that are needed, we can fix most errors. 
In some rare occasions, we will have to 
send a title back for dealership correction 
but we are sure to communicate this thor-
oughly with the dealer. 

Dealers that are signed up with TitleTec, 
GIADA’s endorsed ETR partner, simply 
send GIADA Services the required title 
and supporting paperwork, then GIADA 
checks for errors, scans and converts it all 
into a pdf which is then submitted elec-
tronically to the DOR. 

Simplify your business now by signing 
up for TitleTec ETR services through 
the GIADA. Stop delivering titles to out 
of area tag offices. Send multiple titles 
at once to one location, and then forget 
about them!

And, one more thing. Yes, there is a small 
reasonable fee charged for ETR, but it’s a 
fee that you can pass through or mark up 
and charge your customer to recover the 
cost. ETR transactions are about $20-$25 
per transaction, not including the TOP 
sticker. So, when you consider not hav-
ing to pay someone to deliver title paper-
work to tag offices, it just makes sense. 
Customers really like it by the way; you 
can even order your customers tag when 
closing the deal. That’s convenient for 
you and them. 

Don’t hesitate to reach out to GIADA for 
any questions regarding this new man-
date. We are happy to assist in keeping 
your dealership successful! n
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2% QUARTERLY REBATE 
on online purchases

 ALLDATA, up to 25% discounts

You can INCREASE YOUR REBATE up to an 

ADDITIONAL 6%!* 

GROW YOUR BUSINESS 

PARTNERSHIP PROGRAM

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

NIADA MEMBERS RECEIVE  
NATIONAL DISCOUNT 

PRICING

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

DC’s

WITH

 AutoZonePro.com 
Fast, easy ordering with 

business tools

Hot Shot Delivery 
30 Minutes or Less

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

EVENTS
CALENDAR

GIADA CONVENTION
& TRADE EXPO

June 13-15
Stone Mountain, GA

Pre-License Seminar 
July 19

Macon, GA

Title & ETR Training Class
July 21

Austell, GA

Pre-License Seminar
July 29

Marietta, GA

Pre-License Seminar
August 7

Marietta, GA

Pre-License Seminar
August 12

Marietta, GA

Pre-License Seminar
August 16
Macon, GA 

 
Pre-License Seminar

August 21
Marietta, GA

National Leadership 
Conference & Legislative 

Summit
September 24-27
Washington, D.C. 



Stockwave puts my 
instincts into overdrive.

Tony Rammer 
Dealer Principal, Auto Kingdom
Blaine, Minnesota

90%
INCREASE
IN TIME
SAVINGS

A faster path to success. Like every independent dealer, Tony 

Rammer knew wholesale buying was critical to his dealership’s 

success. He also knew that finding profitable buys — searching 

his favorite auctions’ online listings and crunching the numbers 

on every car he considered — was taking a whopping 30 hours 

a week. Stockwave helped him gain back lost time and make 

more money. Now Tony sets up his search parameters, lets the 

software search and rank cars by profit potential, and in just 

three hours he has better cars than he ever found in 30.

See how easy it is to source cars like Tony!

stockwave.com/savetime
888-365-1032 
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RevUp
Take Your State Mandated CE Class for the 2018 Dealer License Renewal 

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

2017

VISIT GIADACONVENTION.ORG TO REGISTER NOW!

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

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



NO
ONLINE

FEE
JULY 1–31

Online fee for LiveBlock buyers will be waived for all vehicles purchased on LiveBlock, July 1-31, 2017. Offer affects “online fee” only and  
does not affect stated “buy fees.” Offer valid for U.S. transactions only. ADESA reserves the right to alter or cancel this promotion at anytime.
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Carolina Auto Auction hosted its 12th 
Annual Golf Tournament on May 16th, 
raising over $15,000 toward melanoma 
cancer research at The Winship Cancer 
Institute of Emory University.  This is the 
first year Carolina has tied the event to 
charity, and they grew it to include the at-
tendance of a number of celebrities, the 
largest sponsorship base they’ve ever had, 
and 110 golfers.  

The 4 man Captain’s Choice event was held 
at The Walker Course at Clemson University 
with a 12:00pm Shotgun Start.  The auction 
brought in special guests including David 
Patten – the 3-time Super Bowl Wide Re-
ceiver from the New England Patriots; Miss 
South Carolina Rachel Wyatt, Tajh Boyd – the 
former All-American Clemson Quarterback, 
and Mrs. South Carolina Heather Crick.  For-
mer Clemson and NFL player Dalton Free-
man also attended to play golf at the event 

with his team actually win-
ning the tournament at its 
conclusion.  CAA Market-
ing Manager Scott Whitaker 
auctioned off Patten, Boyd, 
Miss SC, and Mrs. SC to the 
highest bidding foursomes 
as a “5th player” to raise 
additional funds and add to 
the excitement of the com-
petition.

In conjunction with the 
tournament, Carolina 
Auto Auction hosted a si-
lent charity auction after the tournament, 
and a live auction the following morning 
before their weekly automotive auction 
begins.  Each week 600+ car dealers con-
verge on Anderson, SC to buy vehicles and 
it provides a natural bidding environment 
for some quality items that will increase 

the donation toward The Winship Cancer 
Institute at Emory.  Among these items 
are several Clemson University National 
Championship helmets and footballs from 
the 2016 Championship team, autographed 
items from Patten and Boyd, and other do-
nated items that contributing partners made 
toward the fundraising goal. n

Great Golf for a Great Cause at CAA
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COMPLIANCE

While lawmakers from opposing parties ei-
ther cheered or jeered the vote tally, industry 
advocates from the banking, financial ser-
vices and dealership communities on Thurs-
day all applauded the U.S. House of Repre-
sentatives for passing H.R. 10, the Financial 
CHOICE Act. 

The measure is a comprehensive financial 
reform bill that includes what one group 
called “significant and much-needed re-
forms” to the Consumer Financial Protec-
tion Bureau (CFPB).

The CHOICE Act passed the House by a 
233-186 vote with party lines primarily di-
viding the representatives on this matter, 
which now will be in the hands of the up-
per chamber beginning with the U.S. Senate 
Banking Committee.

In a statement sent to SubPrime Auto Fi-
nance News, the American Financial Ser-
vices Association (AFSA) said it especially 
congratulates House Financial Services 

Committee Chairman Jeb Hensarling, a Re-
publican from Texas and all the members 
who worked on the CHOICE Act for their 
“hard work and dedication to ensuring that 
American consumers have access to the 
credit they need and deserve.”

AFSA continued by stating, “The CHOICE 
Act would make important strides in reining 
in the (CFPB) and significantly reducing the 
regulatory burden placed on financial ser-
vices by the Dodd-Frank Wall Street Reform 
and Consumer Protection Act.”

AFSA added that it submitted a letter of sup-
port in May and will continue to work with 
Congress as the bill moves to the Senate.

In another statement sent to SubPrime 
Auto Finance News, the National Automo-
bile Dealers Association appreciated the 
House’s actions and those “significant and 
much-needed reforms” because the organi-
zation believes changes will bring relief for 
consumers facing the prospect of higher 

costs for financing vehicle purchases.

NADA highlighted the measure’s advance-
ment would nullify the CFPB's guidance on 
indirect auto financing, which the associ-
ation said attempted to eliminate a dealer’s 
ability to discount credit in the showroom. 
The also requires the bureau to:
• Provide public notice and comment be-

fore issuing any additional auto-financ-
ing guidance

• Make publicly available all studies, data, 
methodologies or other information re-
lied upon to produce the guidance

• Study the costs and impacts of the guid-
ance.

NADA also pointed out the CHOICE Act 
brings the CFPB under the regular congres-
sional appropriations process for the first 
time, which is another reform NADA has 
long supported.

“Access to affordable credit is essential to 
Continued on page 12

Industry Cheers 
as CFPB Reform 

Measure Passes 
House

BY NICK ZULOVICH, SENIOR EDITOR, 
AUTO REMARKETING



704-882-7100 ext. 7509Acemotoracceptance.com

BHPH Dealers should always 
ask for the total amount due 
from every past due customer, 
including late fees. By not 
collecting late fees you are 
educating your customer that 
it is acceptable to pay late. 
But if late fees are consistently 
charged anytime a payment is 
made after the grace period, 
you will be encouraging timely 
payments, and will reduce your 
collection expense. Paying 
on time also benefits your 
customer by reducing the total 
amount of interest they pay 
over the life of the contract.

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:

Using Late Fees to  
Educate Your Customer

Tip MonthOF
THE
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Continued from page 10
customers and their dealers,” NADA presi-
dent and chief executive officer Peter Welch 
said. “Chairman Hensarling, members of 
the House Financial Services Committee, 
and the members of Congress who support-
ed H.R. 10 and worked to include these vital 
consumer protections should be commend-
ed for their efforts to keep auto financing 
affordable and available to consumers every-
where. I look forward to the Senate taking 
timely actions to help cement these consum-
er protections into law.”

NADA chairman Mark Scarpelli added, 
“America’s franchised new-car dealers have 
always been on the side of our customers, 
which is why we have so strenuously op-
posed the CFPB’s anti-consumer guidance 
that would have raised the cost of car and 
truck loans, and pushed otherwise-cred-
itworthy customers out of the auto credit 
market altogether.

“And we will continue to be on the side of 
our customers by urging Congress to get this 
legislation across the finish line, and by con-
tinuing to promote the voluntary NADA/
NAMAD/AIADA Fair Credit Compliance 
Program that effectively manages fair-credit 
risk while preserving discounts on credit for 
consumers,” Scarpelli went on to say.

The measure also has been a primary focus 
of the National Independent Automobile 
Dealers Association’s advocacy efforts and 
was one of NIADA's top legislative priorities 
as part of its annual Day on the Hill during 
the National Leadership Conference and 
Legislative Summit in Washington D.C. last 
September.

“NIADA and its members have long advo-
cated for the need to reform the over-bur-
densome regulatory framework created by 
the Dodd-Frank Act, including the unac-
countability and overreach of the Consumer 
Financial Protection Bureau,” NIADA chief 
executive officer Steve Jordan said.

“We applaud the efforts of the House of 
Representatives, especially Chairman Hen-
sarling, to bring about these necessary 
changes. We look forward to working with 
lawmakers in the Senate to move the bill for-
ward,” Jordan went on to say.

More upbeat assessments of Thursday’s de-
velopments came from the banking world, 
too. Rob Nichols is president and CEO of the 
American Bankers Association.

“(Thursday’s) House vote is an important 
step toward making much-needed regula-
tory reforms that will allow banks to better 
serve their customers and communities.  We 
applaud Chairman Hensarling and mem-
bers of the House Financial Services Com-
mittee for their continuing efforts to fix fi-
nancial rules that are holding back the U.S. 
economy, and doing little to enhance safety 
and soundness. We look forward to working 
with lawmakers in the House and Senate as 
this process moves forward,” Nichols said.

“While the Financial CHOICE Act con-
tains a number of reforms ABA members 
have long supported, it would have been 
much stronger had a provision to repeal the 
Durbin Amendment been retained in the 
bill.  We will continue to let lawmakers know 
that a vote to keep the Durbin Amendment 
on the books is a vote for government price 
controls and against consumers,” Nichols 
continued.

Consumer Bankers Association president 
and CEO Richard Hunt also was glad the 
measure passed in the House, but he reiter-
ated his concerns about the matter, as well.

“We appreciate the House of Representa-
tives’ effort to provide regulatory reform via 
the Financial CHOICE Act and thank House 
Financial Services Committee Chairman 
Jeb Hensarling for remaining committed to 
making relief a priority. We also appreciate 
the reforms the CHOICE Act made to sec-
tion 1071 of the Dodd-Frank Act and to 
arbitration,” Hunt said. “CBA and its mem-
bers, who represent the nation’s largest retail 
banks, still believe any reforms made to the 
CFPB should begin with the restructuring of 
the bureau’s leadership.

“In order to provide balance and stability 
to consumers and the economy, the CFPB 
should be led by a five-person bipartisan 
commission to ensure it is protected from 
potential political influence,” Hunt contin-
ued. “Congress has support from constitu-
ents, as a recent Morning Consult poll we 
commissioned shows voters prefer a bipar-

tisan commission over a single director by a 
3-1 margin.”

“We are hopeful the Senate will now take 
up financial regulatory reform and strongly 
urge the consideration of the benefits of a 
commission at the CFPB. Congress can pro-
vide relief by implementing policies geared 
toward growing the economy and boosting 
consumer confidence,” Hunt went on to say.

Lawmaker reaction

Not surprisingly, Hensarling was quite 
pleased with Thursday’s outcome since he’s 
been pushing the Financial CHOICE Act for 
more than a year.

“Every promise of Dodd-Frank has been 
broken,” Hensarling said. “Fortunately there 
is a better, smarter way. It’s called the Finan-
cial CHOICE Act.  It stands for economic 
growth for all, but bank bailouts for none. 
We will end bank bailouts once and for all. 
We will replace bailouts with bankruptcy. 
We will replace economic stagnation with a 
growing, healthy economy.”

“We will make sure there is needed regu-
latory relief for our small banks and credit 
unions, because it’s our small banks and 
credit unions that lend to our small busi-
nesses that are the jobs engine of our econ-
omy and make sure the American dream is 
not a pipe dream,” Hensarling added.

Meanwhile, Rep. Maxine Waters, a Cali-
fornia Democrat and ranking member of 
House Financial Services Committee, con-
tinued her vehement opposition to this mea-
sure.

“It's shameful that Republicans have voted to 
do the bidding of Wall Street at the expense 
of Main Street and our economy. They are 
setting the stage for Wall Street to run amok 
and cause another financial crisis. I urge my 
colleagues in the Senate not to move on this 
deeply harmful bill,” Waters said.

At least one Senate member agrees with Wa-
ters. That’s Sen. Sherrod Brown, an Ohio 
Democrat and ranking member of the Sen-
ate Banking Committee. Brown criticized 
Republicans who “rammed the bill through” 
the House Financial Services Committee 

COMPLIANCE



GIADA Independent Auto Dealer JULY 2017  |  13

COMPLIANCE
on a party-line vote last month to trigger 
Thursday’s actions.

“This partisan, dangerous legislation would 
once again leave families, seniors, and ser-
vicemembers at the mercy of predatory 
lenders, and put taxpayers back on the hook 
to pay for Wall Street’s greed and reckless-
ness,” Brown said. “Democrats have shown 
we’re willing to work with Republicans to 
tailor the rules where it makes sense, but 
not if it means killing the reforms that have 
made the financial system safer and fairer.”

During a Senate Banking Committee hear-
ing conducted on the same day as the Finan-
cial CHOICE Act passed through the House, 
Sen. Mike Crapo, an Idaho Republican who 
chairs the committee, didn’t mention the bill 
by name, but discussed the topic since the 
hearing was entitled: “Fostering Economic 
Growth: The Role of Financial Institutions 
in Local Communities.”

Crapo cited a Harvard University study that 
he said, “appropriately described communi-
ty banking by stating, ‘Their competitive ad-
vantage is a knowledge and history of their 
customers and a willingness to be flexible.’ 
Unfortunately, the operating landscape fac-
ing these institutions has changed dramati-
cally over the last several years.

“The industry has become increasingly con-
centrated, and that concentration has accel-
erated since the passage of Dodd-Frank,” 
Crapo continued. “The regulatory rules 
dictated from Washington are often contra-
dictory, complex and confusing, and they 
sharply restrict community lenders’ ability 
to be flexible.

“I am concerned that in a rush to implement 
new regulation, regulators have often ig-
nored the cumulative effect of the rules, and 
that there is a lack of coordination among 
them,” he went on to say. “We want our na-
tion’s financial institutions to be well-capi-
talized and well-regulated, but they should 
not be drowned by unnecessary compliance 
costs. Financial regulation should promote 
safety and soundness while enabling a vi-
brant and growing economy.”

More opposition to House actions
While industry advocates saw passage of the 

Financial CHOICE Act as a positive devel-
opment, a host of consumer organization 
frowned on the development. Here are a 
couple of examples:

— Vanita Gupta, president and CEO of The 
Leadership Conference on Civil and Hu-
man Rights: “This is the wrong choice act. 
It’s wrong for consumers, and wrong for our 
economy. It is nothing more than a repack-
aging of Republican efforts over the past six 
years to deregulate the financial services 
industry, enable payday lending and other 
predatory services, and unlearn the lessons 
of the 2008 financial crisis. It is so radical 
that even President Trump was only willing 
to endorse it in ‘several key respects.’ The bill 
would not only undercut the pro-consumer 
policies issued by the Consumer Financial 
Protection Bureau — and in the case of pay-
day lending, take away the CFPB’s authority 
altogether — it would also take away the in-
dependence of the CFPB itself, and replace 
it with political pressure from Congress and 
well-heeled industries.”

— Yana Miles, senior legislative counsel for 
The Center for Responsible Lending: “This 
bill puts big banks and predatory lenders 
back in charge of our economy. Dodd-Frank 
and the creation of the Consumer Financial 
Protection Bureau has created a fairer fi-
nancial marketplace for consumers and has 
kept financial institutions accountable to the 
public. This basic accountability is especially 
important for low-wealth families and com-
munities of color who were hit hardest by 
the financial crisis. The Trump Administra-
tion’s recent support of this bill contradicts 
the president’s promise to drain the swamp 
and protect people from bad financial prac-
tices on Wall Street. Instead of giving free 
passes to loan sharks like payday lenders, 
Congress and the president should make 
consumer protection a top priority. CRL and 
communities across the country — includ-
ing veterans, faith leaders, consumers and 
others — will fight the Wrong Choice Act at 
every turn and continue to stand up for eco-
nomic justice and inclusivity.” n

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

4G LTE is the only cellular network that will be growing, leaving behind older  
technologies. If you are looking for a long term solution, look at our 4G LTE GPS 
trackers. Find out how much more SVR Tracking can do for you besides basic locate.  
You’ll be amazed at how far we’ve come!   
 Call, Email or Text.  We pride ourselves on providing the best training and  
support in the industry supported by a 3 year hardware warranty.  

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

Visit us online at  
www.aragps.com ARA GPS 
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Tax Refund Services Tax Max
866-642-4107
taxrefundservices.com/TRSTaxMax
Tax preparation and electronic filing for 
car dealers and payday lending industries.
__________________________________

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

 ADVERTISING

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

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

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

 BANKING

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

 COMPLIANCE SOLUTIONS

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

 ACCOUNTING & TAX 
 PREPARATION

Clifton Larson Allen, LLP
770-393-0399
cliftonlarsonallen.com
Accounting Services, Tax preparation, 
Litigation Support
__________________________________
Butler-Davis Tax & Accounting, LLC
770-500-5341 
bd-accounting.com 
Butler-Davis Tax & Accounting, LLC, based 
in Conyers, GA, provides a full range of tax 
preparation, accounting and bookkeeping 
services at affordable prices for small 
businesses and individuals 
__________________________________

KwikeFile 
770-966-2755 
kwikefile.com
Taxes Done Right! Best Prices in Town! 
Car Dealerships, Employers, and 
Employees! 
r.mcgovern@kwikefile.com
$100 Discount to Business Owner; $50 
Discount to Employees; $25 Refer a 
friend program 
__________________________________
Robert L Burt CPA
205-752-3001
Accounting
__________________________________
RRB Business Services LLC
404-974-3066
rrbcpa.com
Tax, Consulting, & Financial Planning

   raising
BARth

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

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

Ignite Consulting Partners 
817-803-3143 
ignitecp.com
We provide consulting services to 
consumer lenders and vendors. Ignite has 
expertise is general compliance, cyber-
threat assessment, process improvement 
and leveraging technology to drive 
efficiency and performance.   

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

 CREDIT CARD PROCESSING
 SERVICE

Applied Merchant
800-236-2179 option 6
appliedmerchant.com
We offer a variety of processing 
programs to best fit you as a merchant. 
Whether you want a Flat Rate or a Cost 
Plus program, it’s all about what we can 
do to help YOU grow YOUR business.
Association@appliedmerchant.com
Contact us to find out about the multiple 
discount offers we have available to 
IADA members!
__________________________________
Flat Rate Processing
888-592-1110 
flatrateprocessing.com
Payment Processing, Payment 
Technology, Software Partnership, Flat 
Rate Pricing - Integrated with Wayne 
Reaves DMS

Repay Realtime Electronic Payments
404-504-8442
repayonline.com
Full service provider of electronic 
transaction processing services for retail 
merchants
__________________________________
Sun Trust/First Data
404-281-8641
firstdata.com
Merchant Services

 CREDIT REPORTS

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

Microbilt Corp
866-538-9815
microbilt.com
Credit Reports
__________________________________
ProCredit Express
678-642-9995
procreditexpress.com
Credit Bureaus and Compliance

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

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

TrueCar
512-735-5347
truecar.com
Dealer Leads

 DEALER MGMT SYSTEMS / 
 WEBSITE PROVIDERS

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

Auction123.com 
888-514-0123 
auction123.com
We deliver award-winning inventory 
management & dealer website solutions. 
We provide fully automated tools for 
marketing inventory on Craigslist, 
Facebook, & over 400 online marketplaces. 
As an eBay preferred service provider, 
Auction123 offers the best tools for 
generating leads on eBay. 
GIADA members receive $100 off the 
monthly subscription of our complete 
website and inventory marketing tools 
package. 

service provider directory t
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Car-Ware, Inc.
855-504-5949
car-ware.com
Take your dealership to the next level. 
Our Dealer Management System 
includes: Built-In CRM, Quickbooks 
Integration, Inventory Management, Buy 
Here Pay Here and more. Starting at $49 
a month! 
Call for a free test drive.
__________________________________
Comsoft
800-849-3838
comsoft.com
“Moneymaker” Software Emphasizes 
Compliance, Reporting, Profitability, etc.
__________________________________

Dealer InSite 
888-317-8571 or 770-289-5045
DealerInSite.com
We build fast, innovative, custom and 
dynamic dealership websites. Using the 
latest in web marketing technologies, 
we deliver valuable third party data 
technologies to make a seamless and fast 
user experience  
20% off of the subscription fees
__________________________________
Dealer Platform.com
866-433-2643
dealerplatform.com
Dealer Websites: 3 Steps, 5 minutes

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

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

Frazer Computing Inc.
888-963-5369
frazer.biz
Computer Software
__________________________________
Nowcom Corporation / DealerCenter
888-669-2669
dealercenter.net
Web-based Dealer Management 
Software

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

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

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

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

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

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

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

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

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

FINANCE COMPANIES
ABC Loan Company 
706-860-3279 ext 117  
Independently owned and operated for 
over 13 years offering lines of credit to 
Buy Here Pay Here dealers looking for 
growth.  
__________________________________

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

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

American Credit Acceptance
866-202-6912
autofinancenow.com
Consumer Auto Finance Company 
providing financial solutions from  
coast-to-coast.
Free enrollment for your dealership. Call 
866-202-6912 to start the enrollment 
process today!
__________________________________
Auto Funding Group
770-587-2347
autofundinggroup.com
Point of Sale and Sub-prime Financing
__________________________________
Auto Use
678-480-5012
autouseautoloan.com
Subprime Retail Financing / Floor Planning
__________________________________
Automobile Acceptance Corporation
678-284-5326
autoacceptance.com
Financing needs for your customers
__________________________________
Automotive Capital Resources
877-2AUTO85
automotivecapitalresources.com
Portfolio Servicing, Payment Streams, & 
Bulk Purchase
__________________________________
Barnett Finance Company
912-692-0008
barnettfinance.com
Providing Sub-prime Financing with 
Quick Callbacks, Fast Funding, and 
Flexible Terms

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

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

CarGirl Capital 
904-472-7930 
cargirlcapital.com
We are a network of seasoned 
professionals from the banking and 
finance arena, specializing in – but not 
limited to – automotive. 
__________________________________
Cash Plus, Inc.
877-227-4758
cashplusinc.com
Car Title Loans, Payday Loans, Installment 
Loans and Post-Dated Check Loans
__________________________________
Dealer Capital Services
337-524-1410
mydealercapital.com
Portfolio Review, Lines of Credit & Bulk 
Purchase
__________________________________

Dealers Finance, Inc.
678-739-2059
dealersfinance.com
BHPH Note Purchasing, Floor Planning
__________________________________
Dealership Capital Partners, LLC
478-254-2477
dealershipcapitalpartners.com
Financing for Buy-Here-Pay-Here Dealers
__________________________________
Federal Financial Services
678-519-3615
FFSNC.COM
Personal Loans & Car Loans

service provider directory t
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Independent Bank
423-883-1503
i-bankonline.com
Auto Loans; Direct Finance
__________________________________
Independent Dealers Advantage, LLC
678-720-0555
idallc.com
Providing Sub-prime Financing when 
others cannot
__________________________________

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

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

Nationwide Acceptance Corporation
770-935-5626
nac-loans.com
Secondary Finance
__________________________________
Peach State Federal Credit Union
678-889-4328
peachstatefcu.org
Auto Loans / Auto, Home, Long-term 
Care, Accidental Death Insurance

Peoples Financial Corp.
770-422-2735
peoplesfinancial.net
Auto Loans, Direct or Indirect, Secondary
$50 CASH for a cash advance of $3k-$5k 
or $100 CASH for a cash advance greater 
than $5k on any automobile contract 
financed by Peoples! - Offer expires 
12/31/2017
__________________________________
Peoples Financial Hiram
770-948-6110
peoplesfinancial.net
Auto Loans, Direct or Indirect, Secondary
$50 CASH for a cash advance of $3k-$5k 
or $100 CASH for a cash advance greater 
than $5k on any automobile contract 
financed by Peoples! - Offer expires 
12/31/2017
__________________________________
Peoples Financial Valdosta
229-242-6620
peoplesfinancial.net
Auto Loans, Direct or Indirect, Secondary
$50 CASH for a cash advance of $3k-$5k 
or $100 CASH for a cash advance greater 
than $5k on any automobile contract 
financed by Peoples! - Offer expires 
12/31/2017
__________________________________

Peritus Portfolio Services
866-831-5954 #2
peritusservices.com
Peritus Portfolio Services specializes 
in the purchasing of open Chapter 7 & 
13 bankruptcy accounts. We can also 
help you with: Performing Paper, Line 
of Credit/Floor Plans, Charge Offs, & 
Payment Streams
__________________________________
Road Auto Finance
888-237-3189
roadautofinance.com
Quality & Professional lending. We 
provide automotive financing to 
consumers through our trusted dealer 
partners.

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

Spartan Financial Partners
855-233-3605
spartan-partners.com
BHPH Line of Credit
Free portfolio analysis! Call 855-233-3605 
today!
__________________________________
Spring Tree Financial, LLC
404-870-7087
springtreefinancial.com
In-direct lenders, finance
__________________________________

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

Sterling Credit
706-830-3045
sterlingcreditcorporation.com
Buy Bulk Receivables
__________________________________
Style Financial Acceptance
770-949-8598
stylefin.co
Account Purchase Program, Point of Sale, 
Bulk
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U. S. Auto Credit Corporation
877-280-9267
usautocreditcorp.com
Specialty automobile financing for  
sub-prime credit customers
__________________________________

United Acceptance Inc.
877-281-2360
unitedacceptance.com
Account Purchase, Bulk Receivables
__________________________________
Wells Fargo Dealer Services
770-250-2405
wellsfargodealerservices.com
Auto, Commercial & Real Estate 
Financing - Floor Planning - F&I - Banking 
Services/Services, Warranty Solutions

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

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

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

AutoBank Floorplan LLC 
864-269-3322 
autobankfp.com 
NO Additional Fees. NO Audit Fees. 180 
Days Financing.  
__________________________________
Automotive Finance Corp.
770-805-4155
afcdealer.com
Floor Planning
__________________________________
Carbucks
864-527-7147
cbfloorplan.com
__________________________________

City Auto Finance, LLC  
404-936-6859 
cityautofinance.com 
We are dedicated automotive finance 
provider headquartered in Franklin, TN 
with offices in Memphis, TN; Mobile, 
AL; Huntsville, AL; Murfreesboro, TN; 
Chattanooga, TN; and Atlanta, GA. Each 
branch is staffed with experienced 
professionals who truly understand 
their local market and the automotive 
industry.
__________________________________

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

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

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

 GPS TRACKING - PAYMENT 
 PROTECTION DEVICES

ARA GPS Systems
770-871-0051
aragps.com
All trackers locate, but ours is the ONLY 
GPS SYSTEM available that can help 
you find your collateral even if your 
customer has tampered with the device! 
Compatible with any internet enabled 
device and VOTED BEST SMARTPHONE 
APP! Find out how much more SVR 
Tracking can do for you beyond basic 
locate. Call or text Larry Carter at 770-
871-0051. Email aragps@mailga.net or 
visit us at www.aragps.com 
Buy one GPS device, Get one Free! 
Eligible for first time GIADA Members & 
new ARA GPS Customers.

ARA GPS 

service provider directory t
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Cal Amp Wireless
847-400-7943
calamp.com
GPS Tracking Devices 
__________________________________

ITURAN USA Inc. 
866-543-5433 
ituranusa.com
Ituran USA, Inc. offers solutions for 
wireless vehicle tracking, recovery, and 
personal attention applications. 
__________________________________
Passtime
877-PASSTIME
passtimeusa.com
Vehicle Tracking
__________________________________
SkyPatrol LLC 
800-369-5007 
skypatrol.com 
GPS Tracking Software, Vehicle Tracking, 
and Mobile GPS Tracking
__________________________________

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

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

 INSURANCE MONITORING

Verifacto Inc.
678-916-8311
verifacto.com
Verifacto technology is designed to improve 
the way lienholders track the insurance 
compliance for its customers. The platform 
includes an interactive dashboard with built-
in email and SMS functionality, enabling 
auto dealer and auto finance companies 
to send payment reminders and insurance 
notices to customers in the event that 
they have a lapse in payment or cancel an 
existing insurance policy without selecting a 
replacement.
10% discount to all GIADA dealer 
members. For new customers only

 INSURANCE/SURETY BONDS

Absolute Surety LLC
407-674-7940
absolutesurety.com
Surety Bonds
10% discount for members
__________________________________
American Risk Services
678-366-7279
americanriskservices.com
Customized Collateral Insurance for 
BHPH Dealers & Finance
__________________________________
BuySurety.com
800-600-9240
BuySurety.com
Surety Bonds

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

D. Ward Insurance
770-974-0670
dwardinsurance.com
We offer Bonds, Garage Liability, 
Dealers Open Lot, Rental Program 
Insurance, Property Insurance, Tow Truck 
Insurance, Car Hauler Insurance, Workers 
Compensation and more. Since 1988 - All 
Types - Business & Personal
__________________________________
Farmers Insurance - Sheppard  
Bowen Agency
770-334-8824
agents.farmers.com/ga/cartersville/
sheppard-bowen
Auto, home, renters, business insurance 
and more
__________________________________
Florida Surety Bonds
888-786-2663
floridasuretybonds.com
Dealer Surety Bonds

Georgia Insurance Associates, Inc.
678-985-0944
georgiains.com
Bonds, Garage Liability, Dealers Open 
Lot, Workers Compensation, Property, 
Home, Auto
__________________________________
Hardegree Insurance Agency
770-390-0888
hardegreeinsurance.com
Garage Liability, Auto Inventory, & Bonds

t service provider directory



GIADA Independent Auto Dealer JULY 2017  |  21

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

Mallory Agency 
706-350-5465  
malloryagency.com 
The Mallory Agency is a  Property & 
Casualty independent broker that 
specializes in garage liability for 
independent dealers. We will soon be 
celebrating 110 years of client service. Our 
commercial executive, Brian Thompson, 
spent 23 years in the automotive retail 
world. He understands your business 
better than any agent around. With his 
expertise within the auto industry, we feel 
that we could benefit any auto dealer by 
partnering with them. 
__________________________________
Osal Insurance Agency 
404-378-2277 
osalinsuranceagency.com 
Home of the Low down payment “As low 
as $49 Down on Auto Insurance!

Pearl Insurance
866-679-0891
pearlinsurance.com/GIADA
Your days of juggling multiple policies 
are over. Cover your auto inventory, 
property, and liability under one policy! 
Start benefiting from our industry 
expertise. Contact us today!
__________________________________
Primeco Insurance
770-971-8452
primecoinsurance.com
Bonds, Garage Liabilities, Dealers Open 
Lot, Workers Compensation, Property

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

Ron E. Widener & Associates
770-941-0293
ronwidener.com
Bonds, Garage Liability, DOL, WC, 
Property & Rental Car Insurance
__________________________________
Surety Bond Girls
678-694-1967
suretybondgirls.com
Surety Bonds, Title Bond Delivery in 
Atlanta Area
__________________________________
Tabb Insurance Agency
770-483-1800
tabbinsurance.com
Competitive Insurance Programs for your 
Personal & Commercial Coverage Needs;
Chris@tabbinsurance.com
__________________________________

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

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

 LEGAL

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

Gregory Law, LLC
770-217-5524
cardealerattorneys.com
A practicing attorney who knows the car 
business from the inside out and has the 
ability to look at client’s dealerships from 
an attorney’s perspective with a dealer 
principal’s experience
__________________________________

Jacobs & King, LLC 
404-920-4490  
jacobsking.com
We’ve built our reputation by telling 
clients what they need to know, not what 
they want to hear.
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Lefkoff Law, LLC 
404-482-2228
lefkofflaw.com
Lefkoff Law is a general practice law firm 
that specializes in the representation of 
GIADA dealers and associated finance 
companies in fair business practices 
act litigation, insurance disputes, 
government investigations, employment, 
and much more. Lefkoff Law - Integrity. 
Solutions. Results.
50% off initial consultation for GIADA 
members
__________________________________
Lefkoff, Rubin, & Gleason, PC
404-869-6900
lrglaw.com
Creditors’ Rights, Bankruptcy, 
Foreclosures and Collections
__________________________________
Macey, Wilensky, Kessler &  
Hennings, LLC
404-584-1200
maceywilensky.com
Bankruptcy, Creditor’s Rights, and 
Financial Services

 ONLINE MARKETING

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

 PAINT & BODY
AP Auto Repair Shop
404-519-3560
Douglasville, GA
__________________________________
Courson’s Paint & Body Shop, Inc.
912-367-4226
Body Shop
__________________________________

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

 PARTS & SERVICE

AAMCO Transmissions, Inc. 
770-627-5582
aamco.com 
At your local, independent AAMCO Hiram, 
GA, we provide you with expert repair and 
service for your TOTAL Car Care needs! 
From automatic/manual transmission 
repair & rebuilding to clutch service 
and replacement, advanced computer 
diagnostics to identify and help fix all 
drivability problems - including 4X4s, 
fleets, and more. 
$150 off Rebuilt Transmission - Free 
Vehicle Courtesy Check - Free A/C System 
Check - Free Brake Check 
__________________________________
Amerifleet Transportation
404-432-4611
amerifleet.com
Repair & Maintenance on Vehicles 
In Route; Vehicle Transportation and 
Temporary Storage of Vehicles

Associated Fuel Systems Inc.
404-361-1361
associatedfuelsystems.com
Full service truck repair shop. We can 
diagnose all your minor & major diesel 
repair needs down to the most difficult 
troubleshooting issues.
__________________________________
Auto Doctor, Inc.
770-479-9339
autodoctorstore.com
Canton, GA - We are a collision center. We 
work on all makes & models. Restorations 
of cars & trucks. Free Estimates
__________________________________
Auto Parts R Us
478-275-2877
auto-parts-r-us.com
We carry Georgia’s largest selection of 
new and used auto parts. If we don’t 
have it, we can get it for you!
__________________________________

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

Cooper Tire
419-889-2083
us.coopertire.com
For Sales - Kevin Kummerer
__________________________________
Pull-A-Part, LLC
404-607-7000
pullapart.com
The Rolls Royce of do-it-yourself used 
auto part superstores.
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Southern Pik-A-Part of Columbus
706-689-1313
spap.us
We are the cutting edge of the full 
service used auto parts industry! Lowest 
Pricing Guaranteed!
__________________________________
The Parts Farm
912-526-3080
stores.ebay.com/thepartsfarm
Call us today about putting an engine 
kit together for your street rod, retro 
conversion or kit car!
__________________________________
Utility Trailer Sales of Georgia
888-489-4966
utilityofgeorgia.com
Transportation Trailer & Parts Sales

 PRE-EMPLOYMENT 
 SCREENING SOLUTIONS

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

 PRINTING

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

 PROMOTIONAL & MARKETING

10 Foot Wave
770-845-5577
10footwave.com
Digital Signage
$50 off set up fee to GIADA members
__________________________________
Accessory Distributing Co Inc.
770-745-8446
yeagersadc.com
Key Tags, Chemicals, Pin Stripping, 
Magnets
__________________________________
Magnum Contact Center 
866-570-4729 
magnumcontact.com 
Along with innovative marketing and 
messaging solutions, including Voice, 
Fax, Email broadcasting and Live 
Chat, we offer Business-to-Consumer 
and Business-to-Business outbound 
marketing campaigns and lead 
generation to fit your business needs. 
__________________________________
Meeting Street Graphics
205-497-0520
cartags4less.com
Personalized Drive-Out Tags

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

 RECONDITIONING &  
 ACCESSORIES

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

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

Carandtruckremotes.com 
866-690-4308  
carandtruckremotes.com 
We sell remotes and smart keys to 
car business professionals at deeply 
discounted prices!
__________________________________
Usedcarsupplies.com
770-448-6982
usedcarsupplies.com
__________________________________

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

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

 RENTAL CAR COMPANIES
Avis Rent A Car Systems, Inc.
770-926-9294
avis.com
Vehicle Rentals
__________________________________
Enterprise Leasing Company-Southeast
803-749-6153
enterprise.com
Vehicle Rentals
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Hertz Rent-A-Car
706-543-5984
hertz.com
Ben Epps Airport - Athens Location
__________________________________
Penske Truck Leasing Co.
610-775-6099
pensketruckleasing.com
Truck Rental
__________________________________
RDR Car Truck & Van Rental
229 924-6330
rdrrentals.com
Affordable and reliable rental services 
for cars, trucks, vans, suv’s, and moving 
trucks.
__________________________________
Xpress Rent-A-Car
478-272-1200
Car Rental in Dublin, GA - 2372 US-80, 
Dublin, GA 31021

 REPOSSESSION & SKIP 
 TRACING

DRN Data 
817-877-0077  
drndata.com 
DRN’s vehicle location data and analytics 
help independent auto and BHPH dealers 
to manage risk, reduce losses, and locate 
and recover assets. The industry pioneer 
in license plate recognition (LPR), DRN 
maintains the largest vehicle location 
database under strict privacy standards. 
__________________________________
Hill & Associates of GA, Inc.
770-499-1801
hill-assoc.com
Automobile Repossessions
__________________________________
Victory Recovery Services, Inc.
866-945-2855
vrs-corp.com
Nationwide Skip Tracing & Repossession

 SATELLITE RADIO

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

 SERVICE CONTRACT 
 PROVIDERS, WARRANTY

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

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

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

Patriot Automotive Consulting
800-PAC-0767
patriotautomotiveconsulting.com
Patriot Automotive Consulting 
specializes in Vehicle Service Contracts, 
Portfolio Acquisitions, GAP Insurance, 
Merchant Services, Verifacto Insurance 
Monitoring, AutoSott Net DMS & much 
more! We are not looking for customers, 
we are seeking long term partnerships in 
profit. Email us at
info@patriotautomotiveconsulting.com
__________________________________
Penn Warranty Corp
800-356-9441
pennwarrantycorp.com
Service Contract Provider
__________________________________

Preferred Warranties
800-548-1121
warrantys.com
PWI offers a full range of vehicle 
protection plans to fit all budgets and 
needs, so your customers can drive away 
with confidence.
$50 off first service contract - term of 12 
months or longer. Applies to new dealers only. 
Expires 12/31/17. Limit one per contract.

t service provider directory
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ProGuard Warranty Inc.
877-474-9462
proguardwarranty.com
Automotive Warranties and Commercial 
Vehicle Warranties
__________________________________

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

 SOCIAL MEDIA &/OR ONLINE 
 REPUTATION MONITORING

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

Professional Mojo LLC
866-611-2715
professionalmojo.com
Online marketing portfolio creation and 
management
__________________________________
Trade Buddy
912-577-2511
tradebuddy.com
A social network platform for car dealers 
and wholesalers - info@tradebuddy.com

 TITLE SERVICES
Avanco Tag & Title Service
404-768-7162
avancotagtitle.com
Title and Registration Services
__________________________________
Southern ELT
888-675-7477
southernelt.com
Electronic Lien & Title

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

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

 USED CAR VALUATION

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

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

Carfax
404-323-8584
carfax.com
Vehicle History

 VEHICLE MODIFICATIONS
Adaptive Driving Solutions Inc.
706-364-2688
augustamobility.com
Quality new and used handicap vans and 
scooter lifts designed to accommodate 
your individual needs
__________________________________
Adaptive Mobility Systems, Inc.
770-674-0776
maxvan.com
Adaptive Mobility Systems was 
incorporated in Georgia in 1979 and has 
been building wheelchair accessible vans 
since.
__________________________________
AMS Vans, Inc.
770-729-9400
amsvans.com
Van Conversions
__________________________________
Custom Mobility Van & Lift Sales & 
Services LLC
706-353-1099
custommobility.net
Conversions, Hand Controls, and 
Wheelchairs
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FROM NIADA

With conference season getting into full 
swing for independent dealerships — in-
cluding the National Independent Automo-
bile Dealers Association’s annual conference, 
which runs Monday through Thursday — 
BHPH Report (Auto Remarketing’s sister 
publication) connected with Steve Jordan, 
NIADA’s chief executive officer.

Below is a Q&A that ran as part of a larger 
feature story in the May-June issue of BHPH 
Report.

How exciting was it to see the mood of 
member dealers improve significantly as 
noted in the first-quarter survey results?

Steve Jordan: I’ve got to tell, it’s been very ex-
citing to see this confidence grow as much as 
it has after being so cautious for as long as it 
has. It seems like every presidential election 
cycle always brings this level of uncertainty 
within businesses, voters and even the fi-
nancial markets. It seems like everyone takes 
this wait-and-see attitude about what’s going 
to happen after November. In this particu-
lar case, I think many of our dealers are very 
buoyed by the fact a pro-business environ-
ment exists in Washington, D.C., now when 
it really hasn’t been that way for so long.

Now you’ve got three branches of govern-
ment that controlled by seemingly those who 
want to put the interest of small-business 
owners and taxpayers first. It’s encouraging 
to see a new wave of Congressional leaders 
in D.C. that understand small businesses 
and understand that taxes that these small 
businesses pay are really the backbone of 
our economy. For so long, our dealers have 
felt like they were either targets or could be 

targets of this unpredictable regulatory envi-
ronment. Now I think they see that the tide 
is really turning. It’s really encouraging to see 
confidence grow as a result of that.

Whether it’s proposed tax cuts for businesses 
or repealing and replacing Obamacare, there’s 
also been talk about taking two regulations 
off the books when one is added, I think there 
is good reason to see confidence soaring. 
Certainly our quarterly business confidence 
would support that. We’re seeing some of the 
biggest jumps in confidence than we’ve seen 
since we put this survey in place.

Without revealing the specific person, 
what was the most interesting story from 
a dealer about his/her operation you heard 
during the past 12 months?

Jordan: I’m not sure I’ve got just one story, 
but I can tell you something that’s been a 
consistent story that I’ve been hearing a lot 
of dealers talk about and that is the delayed 
tax season. Once the tax season started, the 
precipitous decline once it did start was a lit-
tle bit interesting.

Many people knew as telegraphed by the IRS 
that some those initial checks were not go-
ing to be hitting the market until mid to late 
February. People knew it was going to be de-
layed, but once it started, it was almost over 
as quickly as it began. It was this quick spike 
in tax season and then it was gone. That’s 
one of the most consistent stories I’ve heard 
this year.

I will tell you another interesting perspec-
tive from a guy who said for the first time 
he had remembered where used-car values 

actually dropped during the spring market. 
His experience was car values were dropping 
during the spring market when that tradi-
tionally just doesn’t happen. I also thought 
that was pretty interesting. I think much of 
the data also supports it.

How much stronger is NIADA’s standing on 
Capitol Hill now as compared to when you 
took the lead at NIADA?

Jordan: I would say member engagement in 
matters of legislative and government affairs 
has significantly increased over the past four 
or five years. I think that’s primarily because 
NIADA has worked really hard to try to cre-
ate new ways for dealers to tell their story on 
Capitol Hill and around the country. I think 
that makes a really big difference.

So by extension, NIADA’s voice has gotten 
stronger because more dealers are engaging 
in that kind of narrative. We now have a larger 
chorus of voices contributing to the conversa-
tion in addition to a lot of the things we were 
doing before. I think we have a lot more oppor-
tunity for engagement than we ever have. Our 
voice is really growing and that’s very exciting.

It’s definitely been a team effort on that front as 
we build on some of those past successes but 
look at more ways we can continue to build. 
There’s an old saying in D.C. that if you’re not 
at the table, you’re on the menu. I’m happy to 
report that NIADA is not on the menu.

For the dealers who navigated the challenges of 
the past couple of years, how strong of a posi-
tion do they have now to possibly enjoy quality 
results for the remainder of 2017 and beyond?
I think dealers who have weathered the 

Q&A with 
NIADA’s 
Steve Jordan
BY NICK ZULOVICH, 
STAFF WRITER, AUTO REMARKETING
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storm over the last couple of years have a 
very strong position and should feel pretty 
secure in the position they have in the mar-
ket. There have been so many external fac-
tors that have put pressure on dealer oper-
ations. Whether it’s regulatory compliance 
or access to capital or having to restructure 
your financial relationship as well as sub-
prime finance companies buying as deep 
as they have been, it’s all put a lot of pres-
sure on dealers to adapt and conform. Not 
to mention all of the changes in consumer 
buying habits, all of the digital and online 
considerations, how you interact with cus-
tomers, there has been a lot to absorb in the 
last couple of years.

We’re going to continue to see a lot of 
changes in the industry going forward to 
meet consumer demand and expectations. 
Dealers who have been able to navigate a 
lot of those concerns over the last couple of 
years should feel pretty confident in their 
position. Given some of the dealer busi-
ness confidence survey results, it looks like 
they’re also starting to see that as well.

What are the top three things on your as-
sociation to-do list you hope to complete 
by the end of the year?

Jordan: First and foremost, we’re focusing 
on our convention. One of the biggest pri-
orities every year is to continue to provide 
a convention platform that meets and ex-
ceeds the expectations of our dealers and 
members. In short, hosting the largest NIA-
DA Convention in our history this June is a 
major priority. The early returns on our ex-
hibit hall and registrations numbers would 
support that we’ll meet that objective. That’s 
very exciting.

Thinking about what we’d like to get done 
before the end of the year, I would say a 
couple of things. One would be that we’ve 
talked for so long about reinforcing and ex-
panding the position of NIADA in the leg-
islative arena and regulatory world in D.C. 
and around the country. I think we’re doing 
a really good job and we’ve got a lot of great 
momentum. But what you’re going to see 
over the next six to eight months is a fo-

cus on expanding and growing our educa-
tional opportunities for dealers. Specifically 
we’re going to retool and grow our Certified 
Master Dealer program. There’s going to be 
some very specific things coming. We also 
have some other things coming to the table 
to support that education goal we have to 
serve our dealers.

Another thing that personally I would like 
to see and I know our board would like to 
see is a very specific plan to put in place 
between NIADA and our state associations 
in continuing to build that bridge to work 
more collaboratively with our state associa-
tions. Not that we don’t already, but I think 
that’s an important objective, which is to 
work more closely and collaboratively and 
help some of those state associations that 
need help in growing. It will all help to ful-
fill our mission.

We would also like to raise about $250,000 
for our political action committee. That’s 
something we’re working on as well. I’ll keep 
you posted. n

FROM NIADA

Crystal Eagle Winners: (L to R) Roy 
Daniel of Credit Acceptance, Dennis 
Pope of Peoples Financial, Julie Colgate 
of JC Blue Ridge, and Glen Reeves of 
Reeves Insurance Agency. (Photo from 
NIADA Conference, June 2017)

The National Independent Automo-
bile Dealers Association developed the 
Crystal Eagle Award in January 2000 to 
reward those who recruit 100 or more 
new members to their association with-
in a 24 month period. The Crystal Eagle 
Award signifies a drive to increase asso-
ciation membership and connect with 
others. 

Congratulations 2017 Crystal Eagle Winners 
Representing GIADA
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FEATURE

You are the sum of your habits. When you 
allow bad habits to take over, they dramat-
ically impede your path to success. The 
challenge is bad habits are insidious, creep-
ing up on you slowly until you don’t even 
notice the damage they’re causing.

Breaking bad habits requires self-control—
and lots of it. Research indicates that it’s 
worth the effort, as self-control has huge 
implications for success.  

University of Pennsylvania psychologists 
Angela Duckworth and Martin Seligman 
conducted a study where they measured 
college students’ IQ scores and levels of 
self-control upon entering university. Four 

years later, they looked at the students’ 
grade point averages (GPA) and found that 
self-control was twice as important as IQ in 
earning a high GPA.

The self-control required to develop good 
habits (and stop bad ones) also serves as the 
foundation for a strong work ethic and high 
productivity. Self-control is like a mus-
cle—to build it up you need to exercise it. 
Practice flexing your self-control muscle by 
breaking the following bad habits:

Using your phone, tablet, or computer in 
bed. This is a big one that most people don't 
even realize harms their sleep and produc-
tivity. Short-wavelength blue light plays an 

important role in your mood, energy level, 
and sleep quality. In the morning, sunlight 
contains high concentrations of this blue 
light. When your eyes are exposed to it 
directly, the blue light halts production of 
the sleep-inducing hormone melatonin and 
makes you feel more alert. In the afternoon, 
the sun's rays lose their blue light, which al-
lows your body to produce melatonin and 
start making you sleepy. By the evening, 
your brain doesn’t expect any blue light ex-
posure and is very sensitive to it.

Most of our favorite evening devices—lap-
tops, tablets, and mobile phones—emit 
short-wavelength blue light brightly and 
right in your face. This exposure impairs 

10 Bad Habits You Must Eliminate from 
Your Daily Routine
BY DR. TRAVIS BRADBERRY, PRESIDENT AT TALENTSMART
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melatonin production and interferes with 
your ability to fall asleep as well as with the 
quality of your sleep once you do nod off. 
As we’ve all experienced, a poor night’s sleep 
has disastrous effects. The best thing you 
can do is to avoid these devices after dinner 
(television is OK for most people as long as 
they sit far enough away from the set). 

Impulsively surfing the Internet. It takes 
you 15 consecutive minutes of focus be-
fore you can fully engage in a task. Once 
you do, you fall into a euphoric state of in-
creased productivity called flow. Research 
shows that people in a flow state are five 
times more productive than they otherwise 
would be. When you click out of your work 
because you get an itch to check the news, 
Facebook, a sport’s score, or what have you, 
this pulls you out of flow. This means you 
have to go through another 15 minutes of 
continuous focus to reenter the flow state. 
Click in and out of your work enough 
times, and you can go through an entire day 
without experiencing flow.

Checking your phone during a conver-
sation. Nothing turns people off like a 
mid-conversation text message or even 
a quick glance at your phone. When you 
commit to a conversation, focus all your 
energy on the conversation. You will find 
that conversations are more enjoyable and 
effective when you immerse yourself in 
them.

Using multiple notifications. Multiple 
notifications are a productivity nightmare. 
Studies have shown that hopping on your 
phone and e-mail every time they ping 
for your attention causes your produc-
tivity to plummet. Getting notified every 
time a message drops onto your phone or 
an e-mail arrives in your inbox might feel 
productive, but it isn’t. Instead of working 
at the whim of your notifications, pool all 
your e-mails/texts and check them at des-
ignated times (e.g., respond to your e-mails 
every hour). This is a proven, productive 
way to work.

Saying “yes” when you should say “no.” 
Research conducted at the University of 
California in San Francisco shows that 
the more difficulty that you have saying 
no, the more likely you are to experience 

stress, burnout, and even depression, all 
of which erode self-control. Saying no is 
indeed a major self-control challenge for 
many people. “No” is a powerful word that 
you should not be afraid to wield. When it’s 
time to say no, emotionally intelligent peo-
ple avoid phrases like “I don’t think I can” 
or “I’m not certain.” Saying no to a new 
commitment honors your existing com-
mitments and gives you the opportunity to 
successfully fulfill them. Just remind your-
self that saying no is an act of self-control 
now that will increase your future self-con-
trol by preventing the negative effects of 
over commitment. 

Thinking about toxic people. There are 
always going to be toxic people who have a 
way of getting under your skin and staying 
there. Each time you find yourself thinking 
about a coworker or person who makes 
your blood boil, practice being grateful for 
someone else in your life instead. There 
are plenty of people out there who deserve 
your attention, and the last thing you want 
to do is think about the people who don’t 
matter when there are people who do.  

Multitasking during meetings. You should 
never give anything half of your attention, 
especially meetings. If a meeting isn’t worth 
your full attention, then you shouldn’t be 
attending it in the first place; and if the 
meeting is worth your full attention, then 
you need to get everything you can out of 
it. Multitasking during meetings hurts you 
by creating the impression that you believe 
you are more important than everyone else.

Gossiping. Gossipers derive pleasure from 
other people’s misfortunes. It might be 
fun to peer into somebody else’s personal 
or professional faux pas at first, but over 
time, it gets tiring, makes you feel gross, 
and hurts other people. There are too many 
positives out there and too much to learn 
from interesting people to waste your time 
talking about the misfortune of others. 

Waiting to act until you know you’ll suc-
ceed. Most writers spend countless hours 
brainstorming their characters and plots, 
and they even write page after page that 
they know they’ll never include in the 
books. They do this because they know 
that ideas need time to develop. We tend to 

freeze up when it’s time to get started be-
cause we know that our ideas aren’t perfect 
and that what we produce might not be any 
good. But how can you ever produce some-
thing great if you don’t get started and give 
your ideas time to evolve? Author Jodi Pi-
coult summarized the importance of avoid-
ing perfectionism perfectly: “You can edit a 
bad page, but you can’t edit a blank page.” 

Comparing yourself to other people. 
When your sense of pleasure and satisfac-
tion are derived from comparing yourself 
to others, you are no longer the master of 
your own happiness. When you feel good 
about something that you’ve done, don’t al-
low anyone’s opinions or accomplishments 
take that away from you. While it’s impos-
sible to turn off your reactions to what oth-
ers think of you, you don’t have to compare 
yourself to others, and you can always take 
people’s opinions with a grain of salt. That 
way, no matter what other people are think-
ing or doing, your self-worth comes from 
within. Regardless of what people think of 
you at any particular moment, one thing 
is certain—you’re never as good or bad as 
they say you are.

Bringing It All Together

By practicing self-control to break these bad 
habits, you can simultaneously strengthen 
your self-control muscle and abolish nasty 
habits that have the power to bring your ca-
reer to a grinding halt.

What other bad habits should people abol-
ish? Please share your thoughts in the com-
ments section below, as I learn just as much 
from you as you do from me. n

Dr. Travis Bradberry is the award-winning 
co-author of the #1 bestselling book, Emo-
tional Intelligence 2.0, and the cofounder of 
TalentSmart, the world's leading provider 
of emotional intelligence tests and training, 
serving more than 75% of Fortune 500 com-
panies. His bestselling books have been trans-
lated into 25 languages and are available in 
more than 150 countries. Dr. Bradberry has 
written for, or been covered by, Newsweek, 
BusinessWeek, Fortune, Forbes, Fast Com-
pany, Inc., USA Today, The Wall Street Jour-
nal, The Washington Post, and The Harvard 
Business Review.

FEATURE
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More off-lease vehicles in the market, many 
of which don’t match consumer demand.

More manufacturer recalls that stymie in-
dependent dealers’ ability to move vehicles 
quickly.

More concern over interest rates and tight-
ening credit.

It’s more than enough to make the retail 
road ahead anything but smooth for inde-
pendent dealers, say dealers themselves and 
industry experts who monitor used-vehicle 
sales and prices.

Though used-vehicle volume is relatively 
tight and their prices relatively high, change 
is coming.

It is widely accepted throughout the indus-
try that used-vehicle volume will grow and 
their prices will drop.

Ed French, owner of AutoProfit, said in-
dependent dealers are savvy professionals 
who know how to navigate rough business 
terrain. But he still advises them to proceed 
with caution.

“In the future, used supply could be high-
er than demand; it’s on the horizon, but it 
hasn’t happened yet,” said French, whose 
consultancy helps dealers improve their 
used-vehicle profitability.

Sedans and small cars are in the bullseye 
because they were leased in high volumes 
in recent years and are becoming plentiful 
in the used-car market. But consumer de-
mand favors SUVs and crossovers.

Small cars, big value

Though urging dealers “to be careful,” 
French believes that prices of 2014, 2015 
and 2016 small cars such as Nissan Sentra, 
Toyota Corolla and Honda Civic, will drop 

so low their bargain prices will appeal to 
value-seeking consumers.

“I think there will be one-time deals avail-
able for independents that they’ve not seen 
in a long time,” French said.

Anil Goyal, senior vice president of au-
tomotive valuation and analytics at Black 
Book, said there could be opportunities for 
independent dealers to acquire used luxu-
ry and near-luxury cars at favorable prices, 
because they are sold as new cars mainly 
through leases.

“More of those cars are likely to flow into 
the auctions and into the hands of indepen-
dent dealers,” Goyal said. “That could be a 
sweet spot for them because they haven’t 
had access to that product before.”

According to J.D. Power Valuation Services, 
formerly known as NADA Used Car Guide, 
off-lease vehicle volume in 2017 is expected 
reach 3.4 million units, up from 3.1 million 
in 2016 and 2.3 million in 2015.

When adding used vehicles up to five years 
old from other sources such as rental and 
commercial fleets and trade-ins to off-lease 
volume, an estimated 14 million used cars 
and trucks will enter the market this year. 
That’s up from 13.2 million in 2016 and 
11.8 million in 2015, Power data reveals.

Used-vehicle prices are expected to tumble 
6 percent in 2017, compared to a 4 percent 
slide in 2016, said Power senior automotive 
analyst David Paris.

Heavy incentives to prod new-vehicle sales 
also exert pressure on used-vehicle values.

Paris advises dealers to stock clean vehicles 
that don’t require a lot of reconditioning 
and will sell quickly and profitably.

“With depreciation up, the longer these 

units sit on the lot, the more money they’re 
losing,” Paris said.

Dealers should also keep an eye on interest 
rates and credit, said both French and Goy-
al, because lenders have started tightening 
their credit standards.

“It’s particularly acute in the subprime area, 
because that portfolio stands a chance of 
losing more,” French said.

Opportunities for BHPH

Goyal said the changing credit environment 
represents new opportunities for buy-here, 
pay-here dealers to pick up business from 
customers squeezed out by lenders cutting 
back on subprime.

Interest rates aren’t having a major impact 
on credit now, because the increases have 
been relatively small, Goyal said, but it rep-
resents “another straw on the camel’s back.”

“Lending gets pulled back, interest rates 
continue to rise and the debt burden of that 
consumer is going to increase,” Goyal not-
ed. “They have to pay more on credit card 
loans, they have to pay more on auto loans 
and more on home equity loans.”

But for the time being, used-vehicle pric-
es are still relatively high, said Steve Mat-
thews, owner of three used-car dealerships 
in North Carolina, and Frank Fuzy, owner 
of Century Motors of South Florida Inc., in 
Pompano Beach, Fla.

“It’s costing us much more money and it’s 
getting harder to find them,” said Fuzy of 
the 10- to 15-year-old, 20,000- to 40,000-
mile vehicles he buys to meet his custom-
ers’ demand. He is also the current National 
Independent Automobile Dealers Associa-
tion chairman of the board. “Sometimes we 
have to pay double (guidebook) value.” 
Continued on page 32

Independent Dealers Steer Through
Challenges
BY ARLENA SAWYERS, CORRESPONDENT, AUTO REMARKETING

FROM NIADA
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Continued from page 30

It sometimes takes Matthews longer to prep 
a vehicle for retail than he would like be-
cause manufacturer recalls seem to “pop 
up” all too often on the late-model, used ve-
hicles he buys at auction after he gets them 
to his dealerships. He is committed to hav-
ing safety-related recalls repaired before he 
retails his vehicles.

That means paying two people to drive a 
vehicle 30 to 45 minutes to a franchise deal-
ership for repairs and paying two people to 
pick it up once the repairs are completed. 
That doesn’t include floorplan costs and ve-
hicle depreciation that accrue in the mean-
time.

“It might be a week or two before you get 
that car back and that’s costing you mon-
ey,” said Matthews, whose stores specialize 
in vehicles no more than 5 years old with 
fewer than 75,000 miles.

“That’s a big problem that independents 
face.” n

Respected automotive attorney Tom Hud-
son of Hudson Cook has been selected as 
the newest member of the National Inde-
pendent Automobile Dealers Association’s 
prestigious Ring of Honor.

Hudson became the 29th auto industry 
leader to be inducted into the Ring of Hon-
or, NIADA's highest award for non-dealers. 
The award was announced during the Na-
tional Leadership Awards Banquet at The 
Mirage in Las Vegas, part of the 71st annual 
NIADA Convention and Expo.

NIADA’s Ring of Honor recognizes allied 
industry leaders who have contributed to 
the professionalism and growth of the auto-
mobile industry through outstanding per-
formance and leadership.

“I’m honored to be named to the Ring of 
Honor and to be recognized by an organi-
zation like NIADA that does so much to 

support dealers across the country,” Hud-
son said.

Hudson’s career spans more than four de-
cades, from a start-up law practice in 1973 
to becoming a founding partner of a firm, 
a CEO and editor of a service that reports 
on legal issues in the auto finance and lease 
industry, among other roles.

As an attorney, Hudson received the Sen-
ator William Proxmire Lifetime Achieve-
ment Award from the American College of 
Consumer Financial Services Lawyers in 
2009 and served as chairman of the Amer-
ican Bar Association Financial Services 
Committee's specialty area on personal 
property finance.

As an author, he's written the CARLAW se-
ries and other books as well as numerous 
articles as the acclaimed CARLAWYER 
and as editor in chief of Counselor Library. 

FROM NIADA

NIADA Welcomes Hudson into Ring of 
Honor
BY AUTO REMARKETING STAFF

MEMBER NEWS

He is also a frequent speaker at auto indus-
try events, including the NIADA Conven-
tion and Expo as well as Used Car Week.

“Tom is a true industry icon,” NIADA chief 
executive officer Steve Jordan said. “He has 
been recognized as an expert in his field 
over and over again, with accolades again, 
just too numerous to mention.

“We are proud of being his longstanding 
relationship with NIADA and its member 
dealers, so many whom have been educated 
and assisted over the years by his contribu-
tions and expertise in so many areas — le-
gal, regulatory, compliance, buy-here, pay-
here and more,” Jordan continued. n
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LEGAL RESOURCES

This article is not designed to be legal ad-
vice or representation to you or your deal-
ership. It is written to help you consider 
your dealership’s practices and help you 
better manage your dealership.  It is intend-
ed as informational and educational; always 
check with your attorney when applying 
general principles to specific facts.

Thanks to the ongoing compliance edu-
cation efforts of GIADA, you’ve certainly 
heard of GLBA (The Gramm-Leach-Bli-
ley Act), requiring “financial institutions” 
to ensure the security and confidentiality 
of personal information acquired from 
customers. As part of its implementation 
of the GLB Act, the FTC issued the Safe-
guards Rule, requiring security of customer 
records and information.  You already give 
your customers Privacy Notices, but the 
Safeguards Rule is concerned not with who 
you share the information with but how 
you protect it in your store.

Long before the Safeguards Rule, we prac-
ticed many of its requirements in my deal-
ership simply because it’s good business 
practice.  Think about the personal infor-
mation you share with companies you do 
business with; don’t you want them to pro-
tect that information?  Every day we hear 
about data breaches and employee theft of 
personal information.  The basic require-
ments of the rule are worth repeating and 
with fines of up to $10,000 per violation 
for officers and directors and $100,000 per 
violation for the business itself, noncompli-
ance could be a very costly mistake.

At the heart of the Safeguards Rule is a 
written description of your information 
security plan.  The Rule includes flexibil-
ity, allowing the plan to be appropriate to 
your own circumstances; it could be a sin-
gle document or for larger companies could 
be several documents covering the different 
elements.  Let’s look at the elements in their 
most basic form to set you on the right path 
toward compliance; there are many subsec-
tions and checklists for each, but first a ba-
sic understanding is essential.  

The five required elements of your plan 
need to include (1) designating one or more 
employees to coordinate your information 
security plan; (2) identify and assess the 
risks to customer information; (3) design 
and implement a safeguards program, and 
regularly monitor and test it; (4) select ser-
vice providers that can maintain appropri-
ate safeguards; and (5) evaluate and adjust 
the program.

Identifying and assessing risks is the 
foundation to a successful program and 
includes three key areas: Employee Man-
agement and Training; Information Sys-
tems; and Detecting and Managing Sys-
tem Failures.  What information are you 
collecting and is there a business need? 
Gather and keep only the information you 
need.  How is the information kept secure 
in your store and from the outside world?  
And what are you going to do if there is a 
breach of security?

The success of your plan, depends in great 
part, on the employees who carry it out.  
Here are just a few guidelines for employ-
ees:
• Check references and do background 

checks on any employee who has access 
to customer information

• Train every employee to follow your 
company’s confidentiality and security 
standards and have them sign an agree-
ment to follow them

• Limit access to customer information to 
employees who have a business need to 
see it

There are many “systems” that contain cus-
tomer information such as file cabinets, 
computer hard drives, server storage and 
of course “the cloud”.  Also, do your em-
ployees use their personal cell phones for 
company business?  Have they ever had a 
customer text a picture of their driver’s li-
cense for an out of state sale? If so, where is 
that text now?  Do any employees ever work 
from home on a remote computer?  What 
security do they have on their network?  In 
addition to answering these questions, here 

are a few simple things you can do in your 
store to protect sensitive information:
• Lock rooms and file cabinets where re-

cords are stored
• Require strong passwords and use pass-

word-activated screen savers.
• Never allow sharing or openly posting 

passwords in work areas
• Encrypt customer information when it 

is transmitted electronically via public 
networks

To ensure the integrity of your comput-
er system it may be necessary to call in an 
expert.  They can test your firewall and 
anti-virus/anti-spyware software for vul-
nerabilities and make sure they update au-
tomatically.  After ensuring the integrity, 
use appropriate oversight and audit proce-
dures to detect any improper disclosure or 
theft of customer information.  Consider 
these tips:
• Use an up-to-date intrusion detection 

system to alert you of attacks
• Monitor inbound and outbound trans-

fers of information for indications of a 
compromise

• Make sure terminated employees are 
immediately denied any access to your 
systems

• Insert a dummy account into each of 
your customer lists and monitor the ac-
count to detect any unauthorized con-
tacts or charges

If a system breach should occur, you need 
to take steps to preserve the security, con-
fidentiality and integrity of customer infor-
mation.  If a breach occurs:
• Take immediate action to secure informa-

tion.  For example, if a computer connect-
ed to the internet is compromised, imme-
diately disconnect it from the internet

• Preserve and review files or programs 
that may reveal how the breach occurred

• Consider bringing in a security profes-
sional to help assess the breach

• Consider notifying consumers, law en-
forcement and/or businesses such as 
credit bureaus

Continued on page 49

FTC Safeguards Rule – It’s Just Good Business
J. ERIC GREGORY, ATTORNEY
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welcome to

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

GIADA LEGAL
R E S O U R C E S

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

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

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

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

LAW
GREGORY

, LLC.

Call 404-483-1212 
Or visit cardealerattorneys.com



38  |  GIADA Independent Auto Dealer JULY 2017

Charleston Auto Auction continues to grow 
and so does the sale team with a larger and 
even more dynamic sales team. Charleston 
Auto Auction is excited to announce addi-
tions and changes to the sales team. 

• Krysten Hohl is the auction’s newly 
created position of National Remarket-
er. Krysten will work with the auction’s 
current institutional clients and be an 
intricate part of growing the Lease Bank 
business. Before this position, she was 
a Dealer Relations Representative serv-
ing dealers in northeast South Carolina 
southwest North Carolina. Krysten has 
an extensive sales background including 
ADESA and Verizon Wireless.

•  Johnathan Hollis joins Charleston Auto 
Auction as the new Digital Development 
Representative for the greater Atlanta 
market. Johnathan will continue to grow 
our digital footprint with products like 
Dealer Feed and XL Online. Johnathan 
Hollis background included comprehen-
sive automotive experience includes time 
with Kar Auction Services and AFC. 
Johnathan has also served on the Board 
of Directors for the GIADA. 

• Rachel Cortes will be the new Dealer Re-
lations Representative for Territory One. 
She will be providing auction solutions 
to both buyers and sellers in Northeast 
South Carolina southwest North Caroli-
na. Before joining Charleston Auto Auc-

tion, Rachel was with AFC. 
• Megan Demaree will transition to her 

new role of Senior Dealer Relations 
Representative. Megan will continue to 
service the dealers of southeast South 
Carolina, western Georgia, and northern 
Florida. Also, Megan will be instrumen-
tal in the growth and development of the 
auctions sales team. 

“It is with great pleasure we announce our 
additions and changes to our sales team.” 
Laura Taylor, General Manager of Charles-
ton Auto Auction, “We feel that with these 
changes we have one of the best sales teams 
in the auto auction business and are in po-
sition for even greater growth.” n

XLerate’s Charleston Auto Auction
Expands Sales Team

MEMBER NEWS
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To learn more: niadacertified.com/dealers 
Questions? Call Todd Hamilton at MOG Solutions, 678-804-2111 or email: toddhamilton@mogsolutions.com

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

A POWERFUL ARRAY OF NEW

ADVERTISING OPPORTUNITIES
Visit www.giada.org

Call for details today!
Magazine Ad Sales & Vendor Relations

Keely Burdge & Kristin Reilly | 770-745-9650 | publications@giada.org
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Helion Automotive Technologies has is-
sued an urgent data security warning for 
auto dealers: Hackers are now planting 
malware inside of social media posts.

If an employee takes the bait and clicks on 
the social media post (e.g. Facebook and 
Twitter messages and public postings), ac-
cording to the firm, the malware is down-
loaded onto the employee’s computer and 
may compromise the entire organization’s 
network. Security software and firewalls 
cannot prevent this type of attack, accord-
ing to Erik Nachbahr, president and CEO 
of Helion and an Auto Dealer Today con-
tributor.

“This is the same spear phishing scheme 
that hackers have been using successfully 
in targeted email messages for several years 
now,” Nachbahr said. “The problem is that 
although most employees have been told 
and know not to click on emails from peo-
ple they don’t know, they don’t think twice 
when it comes to clicking on a message or 
offer in their Facebook feed. They are more 
trusting in a social media environment.”

Spear phishing is a type of attack that in-

volves identifying specific people for attack, 
studying their social media posts to learn 
their interests and activities, and then creat-
ing a message or offer that appeals to them.

Nachbahr cited the example of a recent 
breach at the Pentagon. It was caused when 
the wife of an employee clicked on a Twitter 
link that promised a great deal for a fam-
ily-friendly vacation. She had previously 
been exchanging messages with friends 
over what they should do with their chil-
dren over the summer. Although the wife 
was at home at the time, the hackers ac-
cessed the Pentagon employee’s computer 
via a shared home network, and once the 
employee was back at the Pentagon, ac-
cessed the network from his computer.

Auto dealership employees are ideal targets 
for spear phishers looking to steal person-
ally identifiable information (PII) and bank 
account numbers.

Helion recently conducted a phishing test 
at an auto dealership by sending emails to 
125 employees. Three employees clicked 
on the emails and were taken to a website 
where they entered their user names and 

passwords when prompted. If this was a 
real attack and customer information was 
compromised, the consequences for that 
dealership may have been thousands of 
dollars paid out in credit monitoring for 
customers, investigations and lawsuits.

“That test was a good sample that revealed 
auto dealerships are very vulnerable to this 
type of attack and need to do a better job at 
educating their employees,” said Nachbahr.

To help prevent this type of attack, Nach-
bahr recommends counseling employees 
against clicking on links in social media 
posts and messages from their computers or 
personal devices while at work or at home, 
require them to change their network login 
passwords every 90 days, keep social media 
profiles private, and don’t accept friend or 
connection requests from people they don’t 
know.

Every auto dealership should have cyber 
liability insurance, Nachbahr added, and 
dealers should install software updates, also 
known as patches, to Microsoft Windows, 
Internet Explorer and all software applica-
tions on every PC on a regular basis. n

Hackers Target Dealer Social Media Posts
REPRINTED FROM F&I AND SHOWROOM
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INDUSTRY INSIGHT

• Our Bulk Purchase and Strip Purchase Programs will turn your receivables into cash today.
• Convert a Strip Purchase to a Bulk Purchase for your maximum cash fl ow strategy. 
• Eliminate the burden of taking payments, having cash in the offi ce and making collection calls.

  Call today                                                                                                   www.uaidirect.com
  877.281.2360                                                                                                 Se Habla Español

United Acceptance, Inc.
Proudly helping Georgia BHPH dealers since 1991.

NEED CASH TO GET THROUGH
THE HOT GEORGIA SUMMER?

BULK PURCHASE
STRIP PURCHASE

At least 10 companies are expected to 
launch flying cars by 2022, business consul-
tancy Frost & Sullivan says.

Startups actively involved in building a fu-
ture flying car will be featured at Frost & Sul-
livan’s Intelligent Mobility conference June 
29 in London. Most of these companies are 
based in the U.S., although there also will be 
participants from France, the U.K., Germa-
ny, Japan, Russia, Slovakia and Israel.

Companies expected to launch flying ve-
hicles by 2022 include PAL-V, Terrafugia, 
Aeromobil, Ehang, E-Volo, Urban Aero-
nautics, Kitty Hawk and Lilium Aviation, 
have completed at least one test flight of 
their flying-car prototypes. Dutch manu-

facturer PAL-V has gone a step further and 
initiated pre-sales of its Liberty Pioneer fly-
ing car, which the company aims to deliver 
by the end of 2018.

Flying cars are poised to provide new 
business services by 2035 including aerial 
sightseeing, air surveillance, aerial critical 
aid delivery, air taxi pay-per-ride and fly-
ing-car corporate leasing, Frost & Sullivan 
says in a news release. The key to achieving 
mass commercialization of flying cars and 
attracting buyers will depend on increased 
safety features, favorable regulations and 
affordable prices.

“It will be interesting to see the first applica-
tions of flying vehicles,” says Sarwant Singh, 

a senior partner with Frost & Sullivan. “Al-
though the ultimate goal of manufacturers 
is to address the issue of personal mobility, 
commercial applications are expected to 
commence through recreational activities 
in the form of what could be termed as a 
single-seater flying scooter.

“From flying vehicle rides in amusement 
parks, aerial sightseeing of landmarks, to 
a star attraction at events, the recreational 
potential of flying vehicles is limitless.”

Besides the presentation on flying cars, the 
Intelligent Mobility conference will bring 
together industry experts on the future of 
mobility trends, the role of healthcare, well-
ness and well-being in cars as well as con-
nected and autonomous vehicles. n

Consultancy Sees Flying Cars Taking Off 
Next Decade
BY JIM IRWIN, WARDSAUTO



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 today!

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

We are the 
GIADA 

PREFERRED 
PROVIDER

for new 
dealer startups!
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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 AUGUST 31, 2017.

COUPON:
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California and other states would be barred 
from setting their own rules governing de-
sign and testing of self-driving cars, while 
federal regulators would be blocked from 
demanding pre-market approval for auton-
omous vehicle technology, according to a 
U.S. House Republican proposal reviewed 
by Reuters on Thursday.

The draft legislation, while far from becom-
ing law, still represents a victory for Gen-
eral Motors, Google affiliate Waymo, Tesla 
Inc. and other automakers and technology 
companies seeking to persuade Congress 
and the Trump administration to pre-empt 
rules under consideration in California, 
New York and other states that could limit 
deployment of self-driving vehicles.

The industry also opposed an Obama ad-
ministration proposal last year that raised 
the possibility of giving regulators the pow-
er to review and approve self-driving car 
technology before it was put into service, 
similar to the vetting by Federal Aviation 

Administration of new technology for air-
craft.

The 45-page draft package of 14 bills would 
designate the U.S. National Highway Traf-
fic Safety Administration as the lead agency 
for regulating self-driving cars, pre-empt-
ing state rules.

States could still set insurance and registra-
tion rules but could not use them as a way 
to regulate self-driving technologies. Cali-
fornia has proposed changes to its self-driv-
ing car rules, but automakers said in April it 
has not gone far enough.

One of the bills in the proposal would al-
low the U.S. Transportation Department 
to exempt up to 100,000 vehicles per year 
from U.S. federal motor vehicle safety 
rules, which currently prevent the sale 
of self-driving vehicles without steering 
wheels, pedals and other human controls.

Another would declare crash data, other 

testing and validation reports from auto-
mated cars turned over to U.S. regulators to 
be "confidential business information."

U.S. Rep. Bob Latta, R-Ohio, who chairs a 
key panel overseeing automobile regulation, 
called the draft legislation "an important 
step in establishing a framework to allow 
innovators to safely develop and test auton-
omous vehicles." He said Republicans want 
"to continue working with all parties in a bi-
partisan manner as we refine language and 
move towards a consensus package."

On Tuesday, a bipartisan trio of U.S. sena-
tors said they planned to introduce legisla-
tion to remove regulatory roadblocks to the 
introduction of self-driving cars.

Mitch Bainwol, head of the Alliance of 
Automobile Manufacturers, an auto trade 
group, told Congress on Wednesday it 
should work to eliminate state or local laws 
that could "unduly burden or restrict the 
use of self-driving vehicles in the future." n

U.S. States Could Not Set Self-Driving Car 
Rules Under Republican Plan
BY DAVID SHEPARDSON, REUTERS
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David Andrews is the incoming president 
of the National Independent Automobile 
Dealers Association. Andrews is president 
of City Auto, with locations in Murfrees-
boro and Memphis, Tenn., is also chief 
executive officer of Dealer’s Auto Auction 
Group. He also owns Pace Financial.

What is your background and how did you 
get into the automobile business?

I’m a third generation used-car dealer.

I started out working for my dad for a cou-
ple of years and I’ve been in business for 
myself for 45 years. I went in business for 
myself when I was 20 years old.

We’ve got four independent retail locations 
and five auction locations. It’s a full-time 
job. City Auto’s been around since 1986.

I had a business called Andrews Motor Co. 
– that was the foundation of City Auto. I 
also was a Ford dealer for 25 years and en-
joyed that.

I sold that business in 2005. But I was an 
independent dealer before I was a Ford 
dealer.

I got into the auction business by accident.

I made an investment in an auction in No-
vember of 2001 as a silent partner. That was 
Dealers Auto Auction of the South in Mis-
sissippi. The business partner had a massive 
heart attack and called me up and said, ‘I 
can’t work.’ 

So, then I was in the auction business.

But I always liked the auction business.

In 2004, we bought a second auction in 
Huntsville, Ala., and we never looked back.

We now have five auctions and we’re still 
looking.

What kind of model do you have for your 
dealerships?

We’ve got two different models. We’ve got 
the model at City Auto, which is like Car-
Max. We’ve got a big location with a lot of 
cars.

In Memphis, we keep 1,250 cars and in 
Murfreesboro, we keep 1,000. Both of those 
lots are called City Auto. Then we’ve got 
two other car lots called AutoNext, also in 
Memphis and Murfreesboro, and they are 
more like DriveTime.

The Internet has been the biggest change 
I’ve seen over the years.

If you can’t do business on a smartphone, 
then you won’t be in business in 10 years.

How can your auction experience help 
you in leading an association made up of 
used-car dealers?

I think it’s really simple. It gives you two 
perspectives into what a dealer needs.

If I were just running an auction business, 
I wouldn’t know how to run a used-car 
lot. If I were just running a used-car lot, I 
wouldn’t know how to run an auction. So it 
gives you both perspectives.

What are the top issues that you see af-
fecting the used-car business today?

The times are changing and the dealers are 
going to have to change. People say, ‘Oh, 
I’ve got a terrible location where I’m at.’ I 
think, ‘You don’t know what a terrible loca-
tion is. Come to City Auto where we’re on 
a dead-end street. You have more traffic at 
your location on Jan. 1 than we have all year 
long.’

But we draw people to our business through 
the Internet.

We do very little TV and no print adver-
tising. We’re all digital. Now, I don’t know 
where it’s going to be in five years.

But you’re going to have to change with the 
times.

I’m on an advisory board for Wells Fargo. 
I did an analysis on what millennials want.

They want the truth, they want transparen-
cy and they want it now.

They want to buy a car as fast as you can 
drive through a Starbucks drive-thru.

If you go to a dealership to buy a car and 
have to spend eight hours in the dealership, 
you’ll say you have to go somewhere else to 
buy a car.

When I talk to my people, I ask them, what 
are we going to do differently this year?

If they say, we’re going to do the same thing 
we did last year, I tell them we have to be 
better than last year.

But it’s hard to get better every year.

It costs money to get better every year. You 
have to do more training to get better every 
year.

You don’t want your customers to know 
more about the car you’re selling than you 
do.

Also, treat your salespeople like they are 
part of the family.

Everybody thinks you take care of the cus-
tomer first. They’ve got it all wrong.

If you take care of your employee first, he’ll 
take care of your customer.

The used-car industry is seeing more cars 
coming back from auction due to the leas-

NIADA President Brings Retail, Wholesale 
Experience
BY JEFFREY BELLANT, USED CAR NEWS
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ing boom a few years back. How will this af-
fect independent dealers going forward?

I think it’s going to be great for the car busi-
ness. It’s going to depress used car prices 
and make the price between the new car 
and used car wider and make those used 
cars more affordable. It’s also going to give 
people a bigger selection. So we’re going to 
sell more used cars.

What can NIADA do to help dealers with the 
increase in regulatory scrutiny?

We try to educate dealers with the Certified 
Master Dealer program. I’ve got three of 
my general managers that work for me who 
have gone through the program.

We also have the National Leadership Con-
ference and Day on the Hill in Washington 
D.C. each September. Last year we had 200 
dealers go up there.

We lobbied Senators and U.S. Representa-
tives against the CFPB.
We also lobbied for the right to sell cars 
with open recalls on air bags.

Now, with the Day on the Hill, lawmakers 
know who the NIADA is and what we do. 
Now they welcome us to get our perspec-

tive on different situations.

I think the thing that the government 
doesn’t realize is when something bad hap-
pens, (legislators) pass more laws and reg-
ulations.

But we have plenty of laws and regulations 
if they would just enforce the ones we have.

The NIADA also has lobbyist Sante Esposi-
to, with Federal Advocates, who watches 
the rules and regulations as they are devel-
oped that affects the used car business. So 
we’re on top of it.

The NIADA also has a PAC fund that gave 
out about $85,000 in campaign contribu-
tions.

We also monitor the state (legislatures). 
The association does a lot for the used-car 
business.

UCN:. On the digital side, how is NIADA 
helping dealers to continue to adapt and get 
ahead of the curve in digital business?

Andrews: If dealers will show up to our 
conference in Las Vegas, they’re going to 
learn everything they want to know about 
the Internet.

UCN: What would be the most important 
goal you hope to achieve during your term 
as NIADA president?

Andrews: We are steadily building a bet-
ter reputation for the used-car industry. I 
think it’s at an all-time high. The first (rea-
son is) people are running a better business 
and doing a better job. But also, if you look 
around at your communities, independent 
dealers are involved in so many efforts to 
help out.

Anything else you’d like to share with our 
readers?

The NIADA has great leadership under 
Chief Executive Officer Steve Jordan. I can’t 
say enough good things about him. He 
thinks big. We’re moving this association 
forward. All signs are positive and all lights 
are green.

I love what I do every day. I was think-
ing about retiring about a year ago. I was 
talking to my wife and she said, ‘You know, 
you could probably find something you like 
to do.’ Then I thought, why would I want to 
quit what I love to do to try and find some-
thing that I like to do. Right now retirement 
is not in my future. n

NATIONAL HEADLINES

Continued from page 36
Selecting and overseeing your service pro-
viders is another element of your plan.  
Establish criteria for evaluating, selecting 
and auditing service providers.  Consider 
a contractual agreement requiring them to 
agree to be responsible for securing and 
maintaining the confidentiality of cus-
tomer information.  As a side note, read 
your agreements with business partners to 
see what you’ve agreed to.  Find out if they 
have a policy and procedure to notify you 
when a security breach occurs on their 
side and make sure you have a notification 
policy as well.

Finally, once you have a plan in place it 
needs to be audited and updated period-

ically.  There is no hard and fast rule as to 
how often, but if your plan sits on a shelf 
gathering dust it probably won’t be prop-
erly implemented and will just become 
another one of those forgotten programs.  
Keep it top of mind for yourself and your 
team because it is that important and is 
not going away. 

While this is a simplified overview of the 
Safeguards Rule, you get the point; in addi-
tion to being the law, it is simply good busi-
ness practice and is what you would expect 
a business to do to protect your informa-
tion.  As a dealer, you collect a lot of sensi-
tive information that could leave your cus-
tomers vulnerable to identity theft if it ends 
up in the wrong hands.  Compliance may 

seem overly complicated but GIADA and 
we are constantly working to help make it 
easier for you.  Watch the Legal Resources 
section of the GIADA website for updates 
over the next several months to assist you 
in your compliance efforts.  And as I like to 
say, staying out of trouble is a lot easier and 
less expensive than getting out of trouble.

If you would like more information on this 
topic and our compliance services please 
contact me at (404) 483-1212 or our para-
legal, Rick MacLeish, at (770) 639-0772.  
Check out our website at www.cardealerat-
torneys.com.  We offer discounts for GIA-
DA members. n

LEGAL RESOURCES
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So much for the Trump bump to the U.S. 
auto market.

Analysts are lowering estimates for 2017 
vehicle sales after five months of indus-
trywide deliveries declining from a year 
earlier. Among the reasons: Carmakers 
are showing more restraint on discounts 
than expected and gridlock in Washing-
ton reduces the likelihood of a second-half 
surge.

More than half of the analysts surveyed by 
Bloomberg News have reduced their full-
year projections this spring, dialing the 
consensus back to 17.2 million light vehi-
cles. The industry set a record with 17.55 

million cars and light trucks sold last year, 
aided by a jump in shipments to rental-car 
companies and other fleet buyers.

The auto industry has been a fixation 
for President Donald Trump, who's said 
carmakers will build vehicles in the U.S. 
again because of him. While he's prom-
ised the industry less regulation and low-
er taxes, the struggle the Republican-led 
White House and Congress have had with 
health-care reform has cast doubt on the 
Trump administration's ability to follow 
through on measures that would boost car 
demand.

"It's not clear what's going to happen 
through the rest of the year and with the 
political situation," said Michelle Krebs, 
senior analyst for Autotrader, which has 
maintained an estimate range of 16.8 mil-
lion to 17.3 million. "It's looking like it's 
going to get more difficult to get some of 
these things through."

Anticipation for tax cuts, infrastructure 
spending and other policies that would 
give automakers a lift contributed to an-
alysts raising their sales estimates to 17.4 

NATIONAL HEADLINES

Wall Street Dials Back U.S. Sales Outlook as 
Trump Bump Fades
BY JAMIE BUTTERS, BLOOMBERG
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million as of the end of January, from an 
average of 17.2 million in November. That 
optimism has been dashed in part by how 
consumed Washington has been with in-
vestigations into Russia's efforts to inter-
fere in the presidential election.

Throw in the flood of used cars hitting the 
market from the boom in lease business 
three years ago, as well as questions about 
the pace of interest-rate increases, and it's 
all leaving automakers a bit antsy, said Jeff 
Schuster, senior vice president of forecast-
ing at LMC Automotive.

Industry jitters

"That's driving a lot of the uncertainty and 
frankly the jitters across the industry, be-
cause this is the first year and the first time 
that we're pulling back on demand since 
the recession," Schuster said. "That's put a 
little fear into the industry."

LMC, which has trimmed its 2017 sales 
estimate to 17.2 million, from 17.6 million 
in late January, had suspected manufac-
turers would keep ratcheting up incentives 
this year to keep sales well above the 17 
million pace, Schuster said. While the av-
erage discounts have been setting monthly 
records, they've actually been declining 
sequentially.

"We've been a bit surprised by the disci-
pline," Schuster said. "Even though they're 
high, they're not really continuing to esca-
late them."

Sub-17 rate

The annualized pace of U.S. auto sales 
has slumped below 17 million for three 
straight months for the first time since 
2014, spurring some of the cuts in fore-
casts. The new average projection would 
still rank as the fourth-best year on record.

Joseph Spak at RBC Capital Markets cut 
his estimate to 17.1 million from 17.35 last 
week, saying in a note that retail sales this 
year have appeared "about flat," with the 
reductions coming in the less-profitable 
fleet segments. That would indicate less 
pressure on earnings than if the decline 
were coming from individual consumers.

Spak applauded the benefits of keeping 
incentives in check, but wrote that "it also 
supports our view that demand settles at a 
lower level." n

Average new-vehicle
discounts in the U.S. have 

been setting monthly records 
year over year, but they've 

been declining sequentially 
in recent months.

NATIONAL HEADLINES
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For all of your automotive print, 
promotional and marketing needs.
Custom Floor Mats • License Plates and Frames
Swooper Banners • Business Forms and Products
Balloons • Key Tags • Business Cards
Commercial Printing and Marketing
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giada.org/dealersupplies
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ON SALE 
NOW!
GIADA now offers

Custom Dealer Tags
and Business Cards!

giada.org/dealersupplies



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

BEAT THE DEADLINE
Electronic Title & Registration

You never have to leave your desk.
No more trips to the tag offices! 

TitleTec, an AutoPoint Company, is proud to be 
GIADA’s endorsed partner for Electronic Title & 
Registration (ETR) and Electronic Liens & Titles (ELT).

To get started, visit giada.org/titletec-etr-system 
Or, contact GIADA at 770-745-9650

Georgia’s #1 ETR Vendor

Per HB412,

ETR will be 

MANDATORY 
by the state after 

JAN. 1, 2018
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NEW & RENEWED
MEMBERS

MAY 2017

Thank you for your support of the association!
1st Auto Leasing Brokers LLC
360 Automotive Group Inc.
411 Auto Auction
A Smart Auto Sale LLC
A&A Enterprise Auto Sales LLC
AAA Motorsports of Donalsonville
ABC Loan Company
All AAction Auto Sales LLC
Alvin Fouts Cars Inc.
Amelia Investments
American Van Rental
Amkar Auto Broker LLC
Arringtons Auto Sales
Auctions Unlimited
Augusta Golf Cart, LLC
Auto 1
Auto Doctor
Auto Right Superstore
Auto Use
Autoneal Inc.
AutoVantage of Newnan Inc.
B & B Autobrokers LLC
Barnett Finance Company
Barron & Newburger PC
Blue Diamond Auto Sales LLC
BrandAuto Finance
Brothers Motorcars
Bulldog City Automotive Rebuilders
Butler-Davis Tax & Accounting, LLC
Buy-N-Tell Auto Brokers
Cain's Cars
Cameron Motor Sports
Car Country LLC
CarGirl, Inc.
Carter Cars
Central Auto Sales
Champion Imports
City Auto Finance, LLC
Clark Truck & Car Sales
Cleveland Browns Used Cars
Corey The Car Man
CP Auto Sales LLC
Curesos Auto LLC
Custom Truck & Equipment
D2 Auto Sales LLC
Dapelli Auto Sales
DCL Auto Brokers Inc.
Doane Auto Sales
Double D Auto Sales
DyCam Motors

El Compadre Trucks Inc.
Ellis Autobrokers LLC
Emerald Transportation Solutions
EN Auto Sales Inc.
Enzee Autos LLC
Everyday Motors Inc.
Evolution Auto Collision Repairs & Sales
Explixit Autos
Express Title Pawn, Inc.
Fast Auto Sales and Service
Fayette Auto Mart LLC
First Choice Auto Sales LLC
First Choice Motors Inc.
Fisk Auto Sales Inc.
Fred Johnson's Auto Sales
Georgia AutoGroup, LLC
Georgia Import Auto
Georgia Peach Auto Sales & Brokerage
Georgia United Motors
Good Friend Transport
GoodFellas Fine Autos, LLC
Graham Spray Equipment
Grand Motorcars
Green Auto Brokers Inc.
Guthrie Motors Inc.
Hamilton State Bank
Highway 92 Auto Sales
Hilson Luxury Motors Inc.
Horizon RV Center
IGI Autos LLC
Ignite Consulting Partners
Import Export Professional Auto Brokers
Import Trucks of Atlanta
Ituran USA
Jacobs & King LLC
JC & L Enterprises Inc.
Jenco Sales Inc.
Jessie Auto Brokers
JJ Auto Sales LLC
Jon Headrick Motor Company
KD Auto Inc. - Autorama of Snellville
King of Auto
Lefkoff Law, LLC
Louis Trailers, LLC
Lovvorn Motors
LSO Auto Sales
Mall of Georgia Service Solutions
Malones Automotive Inc.
Marie-Lito-Tavi Inc.
Marietta Auto Sales LLC

Matt Jones Motorsports LLC
Maya Auto Sales
Mayfield Motors
MD Auto Sales LLC
Metro Title Loans
Mike Hudson Motors Inc.
Moore's Enterprises
Mosley Auto Sales
Mtn Motors
Nailed It Car Sales LLC
Peritus Portfolio Services
Preferred Warranties
Quality Auto Sales
Quality Impex Inc.
RDR Car Truck Van Rental
Redan 1 Auto Sale Inc.
Redding's Auto Mart Inc.
RES Enterprises Inc./Hertz Rent-A-Car
Roaming Motor Company
Ruben Automotive LLC
Safe Auto Sales LLC
Saint Julien Auto Brokers
Salvage Jeep Sales And Service
SDA, Inc.
SiriusXM Radio
Sonny's Auto Sales
Source of Life International Dealer LLC
Southern Motor Vehicle LLC
Southfield Classics
Star Fleet & Leasing Inc.
Sublime Motors
Sunburst Motors
Suntrust/First Data
Synergy Auto Brokers, Inc.
Taylor Brothers Auto Sales Inc.
T-Bird Motors
Team ATL Auto Connection LLC
Topgear Auto LLC
Trax Trux Inc.
Trust Motor Company LLC
Tucker Automotive Inc.
United Automotive Group Inc.
V & K Garage
ValueMax Car Rental LLC
Virtue Autos LLC
West Georgia Auto Brokers LLC
Yes Guaranteed Auto Financing
Yoder & Frey Auctioneers LLC
Young Forever Autos, LLC
Zone 5 Motors LLC
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The National Safety Council on Thursday 
launched Check To Protect, a national cam-
paign to encourage drivers to check for and 
quickly resolve open recalls on their vehicles.

Fiat Chrysler Automobiles is providing ini-
tial funding for an online tool and adver-
tising to help comply with broad terms of a 
2015 consent agreement with the National 
Highway Traffic Safety Administration that 
resolved alleged lax handling of nearly two 
dozen recalls over several years.

Getting greater recall response rates has 
proved vexing for automakers even though 
repairs are done for free at authorized deal-
erships. Having vehicles on the road with 
outstanding defects is a liability for car com-
panies by potentially exposing them to large 
claims, and bad publicity, if the defect con-
tributes to an accident.

"Too many drivers are complacent when it 
comes to recalls, or they are unsure whether 
their car is subject to one. Check To Protect 
should help close that knowledge gap and, 
by extension, make our roads safer," Nation-
al Safety Council President Deborah Hers-
man said in a statement.

More than 53 million vehicles -- about a 
quarter of the total on U.S. roads -- are op-
erating with unresolved safety recalls, ac-
cording to NHTSA. Automakers legally are 
required to send letters to owners within 60 
days of a recall notifying them about the de-
fect and how to get it fixed. Recalls involve 
outreach efforts, having adequate replace-
ment parts on hand and inducing owners to 
bring their vehicle in for repairs. Efforts to 
narrow the number of open recalls varies by 
manufacturer.

The problem is most acute among owners of 
older and used vehicles. According to auto-
motive trade groups, 83 percent of owners 
with newer vehicles get their cars fixed un-
der a recall, but the compliance rate drops to 
44 percent for vehicles five to 10 years old. 

Older vehicles tend to be resold, and track-
ing down non-original owners is a challenge.

FCA acknowledged in 2015 that it failed 
to provide prompt remedies in three recall 
campaigns and to keep up with federal re-
porting and notification requirements gov-
erning recalls. Under the consent agreement, 
FCA is obligated to spend $20 million on 
internal controls, supplier training, product 
buybacks, industry education and raising 
awareness about the safety reason for recalls 
and how to address them.

FCA said it commissioned a survey in De-
cember showing about one-third of owners 
of older vehicles (sample size of 1,000) re-
ceived a recall on their vehicle, but 40 per-
cent of them said they wait to take a car in 
for repairs rather than fixing it immediately, 
while 5 percent said they wouldn't take their 
car in at all.

The National Safety Council created a web-
site, www.checktoprotect.org, where drivers 
enter their vehicle identification number to 
find out the recall status of their vehicle. The 
site links back to a tool already available on 
the NHTSA website. Check To Protect also 
will begin running advertisements in July 
encouraging drivers to check the recall sta-
tus of their vehicles.

Safety marketing

Online advertising will be appearing on 
used-car, parenting and Facebook sites, with 
an emphasis on seven southeastern states 
that have among the highest percentages of 
open recalls. 

At a news conference kicking off the cam-
paign, Hersman said the congressionally 
chartered National Safety Council hopes to 
see results similar to its iconic Click It or 
Ticket campaign, which helped increase seat 
belt use from 61 percent to 82 percent over a 
10-year period in the 1990s and 2000s. Gen-
eral Motors was the lead supporter of that 

$45 million campaign and included many 
other industry partners.

“We are optimistic that this campaign will 
increase awareness and ultimately improve 
highway safety,” said Mark Chernoby, chief 
technical compliance officer at FCA. “We 
want checking for recalls to be as natural for 
drivers as checking their oil or tire pressure.”

FCA is spending about $1 million to spread 
the word about recall follow-through, with 
$200,000 of that going to the NSC, Hers-
man said.

FCA’s independent efforts will include pro-
motions at county fairs, rodeos and other 
events to target consumers driving older 
products and in more rural areas “where 
some of our larger dealers may not even ex-
ist,” Chernoby said.

The Council is seeking automobile compa-
nies, other safety organizations and govern-
ment agencies to join the Check to Protect 
coalition. The duration of the campaign will 
depend on how many partners join the ef-
fort, Hersman said.

Meeting obligations

FCA is doing a good job meeting its consent 
order obligations, Chernoby said in response 
to a press question.

“We’re not in this campaign because we want 
to roll up an accounting number in relation to 
the consent order. It’s got nothing to do with 
that. We’re into this campaign because we 
think it’s an extremely important initiative. 
And we’re also facing a challenging exercise 
in facing the Takata airbag [recall],” he said.

Takata, the troubled airbag supplier respon-
sible for the largest recall in automotive his-
tory, is expected file for bankruptcy protec-
tion next week as the industry continues to 
replace the supplier's defective airbag infla-
tors around the world. n

FCA Backs New Public Education 
Campaign on Auto Recalls
BY RIC KULISCH, AUTOMOTIVE NEWS

RECALLS
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A NEW DAY DAWNS FOR
GEORGIA AUTO DEALERS!

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

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

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

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

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

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

www.giada.org/titletec-etr-system or call the GIADA office at 770-745-9650. 

Certified pre-owned sales climbed 7 per-
cent last month and three brands report-
ed best-ever sales, according to Autodata 
Corp.

The firm, which released industry-wide 
CPO numbers Friday morning, said in its 
report there were 237,445 certified sales in 
May, beating the 221,936 sales a year ago by 
7 percent.

Through five months of the year, there have 
been 1.12 million CPO sales, up 1.6 percent 
year-over-year.

Cadillac, Mitsubishi and Subaru each post-
ed their best-ever month for certified sales, 
according to Autodata.

Cadillac sold 4,205 CPO vehicles for a 
48.6-percent year-over-year gain, Mitsubi-
shi moved 144 certified units (up 132.3 per-
cent) and Subaru had 6,450 CPO sales (up 
22.9 percent).

Domestic brands combined to sell 83,272 
certified vehicles for the month (up 10.4 
percent). Through May, they have sold 
383,688 units, which is down 3.1 percent 
from the prior-year period.

Asian brands were up 4.3 percent in May 
with 113,455 CPO sales, and they have 

sold 546,477 certified vehicles through five 
months (up 3.7 percent).

European brands sold 40,718 CPO units for 
the month (up 7.7 percent).

They have sold 189,207 year-to-date (up 6 
percent). n

BE IN THE SPOTLIGHT
GIADA is looking for YOUR content. 
If you can write on topics that we feature in GIADA publications, 

we'll showcase your expertise by publishing your material!

We are inviting all associate members to submit 
their “grass roots” content to be shared in our mag-
azine publications and on our social media pages. 
We want to feature your NEW products and ser-
vices, we want to announce your exciting internal 

promotions and of course your company success 
stories! This is a fantastic way to increase brand 
awareness and credibility for your company with-
in a highly targeted market of independent auto 
dealers.

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

Certified Used-Car Sales Up 7% for May
BY JOE OVERBY, SENIOR EDITOR, AUTO REMARKETING

INDUSTRY INSIGHT
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A NEW DAY DAWNS FOR
GEORGIA AUTO DEALERS!

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

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

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

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

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

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

www.giada.org/titletec-etr-system or call the GIADA office at 770-745-9650. 
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Paul John
EXECUTIVE 
DIRECTOR

paul@giada.org

Amy Bennett
DIRECTOR, 

EDUCATION & 
MEMBERSHIP
amyb@giada.org

Alan Gniadek
COMPTROLLER

alan@giada.org

Susan Strickland
ACCOUNTANT
susan@giada.org

Deborah Adams
TOPS COORDINATOR

deborah@giada.org

INSIDE GIADA

Meet the GIADA Staff

Keely Burdge
VENDOR 

RELATIONS/ 
EXECUTIVE 
ASSISTANT

keely@giada.org

Kristin Reilly
BUSINESS 

DEVELOPMENT/ 
EXECUTIVE 
ASSISTANT

kristin@giada.org

Donny Carroll
MEMBERSHIP 

COORDINATOR
donny@giada.org

Edgar Higuera
DEALER

CONSULTANT
edgar@giada.org

Sherri O'Cane
TITLES & IMAGING 

CENTER SUPERVISOR
sherri@giada.org

Gia Short
TITLES & IMAGING 

ASSISTANT
gia@giada.org

Kevin Paschal
TITLES & IMAGING 

ASSISTANT
kevin@giada.org

Sharon Naturale
DEALER 

CONSULTANT/ 
TITLES & IMAGING 

ASSISTANT
sharon@giada.org

Georgia Independent Automobile
Dealers Association

6903 Oak Ridge Commerce Way SW
Austell, GA 30168

 770-745-9650 Toll Free: 800-472-8101
Fax: 770-745-9655

 info@giada.org



 

THREE 
AUCTIONS 
STRONG

THE BEST OF GEORGIA »  

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

» $6K AND UNDER SALE- Tuesdays 12:30pm ET
» REGULAR SALE - Thursdays 10:00am ET
» EXOTIC HIGHLINE SALE - Monthly on Wednesdays 9:30am ET, Call for Dates
» DIGITAL BLOCK SALE EVENTS - Thursdays 10:00am ET
» DIGITAL BLOCK HIGHLINE SALE - Monthly on Wednesday 1:00pm ET, Call for Dates
» PORSCHE CLOSED SALE - Monthly on Tuesdays 2:00pm ET, Call for Dates
» NOW AN ENHANCED LOCATION

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

MANHEIM GEORGIA
Your Source for $15K and Up Inventory

» REGULAR SALE - Tuesdays 9:30am ET
» GM | GM Financial Closed Sale - Biweekly on Tuesdays at 12:00pm ET
» FORD FACTORY SALE (Closed) - Biweekly on Mondays at 10:00am ET
» NISSAN & INFINITI REMARKETING SERVICES - Tuesdays 9:30am ET in Lane 1
» NOW AN ENHANCED LOCATION

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

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

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

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



Georgia Independent 
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Being able to count on your floor plan provider is huge, and NextGear Capital has never let me down. They helped 
me grow my business and have given me opportunities I never would have had without them. It’s no question that 
through their expert guidance, I had the confidence to open a second location. OTTO HAHNE  |  CITY OF CARS, INC.

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

M RE
INDUSTRY EXPERTISE

FOCUSED ON HELPING ME
EXPAND MY BUSINESS*

OTTO HAHNE  |  CIY OF CARS, INC.  |  TROY, MI

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