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“The Dealer’s Road to Success™

Online Dealer Software

Print Forms on Plain Paper
Calculate Deal Numbers
Internet Based

Automatic Backups
Automatic Updates

Prospect Manager

E-mail and Text from DMS
Inventory Management

Cash and Wholesale Deals
Buy Here Pay Here

Bank Financing

Related Finance Company
Collections and Repossessions
Accounting Reports

Route One Integration

Wayne Reaves Website Integration

WayneReaves.com

Reaves

Dealer Software & Websites

Designed by a Dealer for Independent Car Dealers

Fully Responsive

Feeds to ThirdParty Websites
Social Mgdie Integration
Crai; <fist AD Generator
_Google Friendly
Free Domain Registration
Accept Online Payments
Online Credit Applications
Website Lead Notifications
Carfax Integration
Auto Check Integration
Embeded YouTube Videos
Wayne Reaves DMS Integration
Easy to Manage

Fully Responsive Websites

CALL NOW

800.701.8082
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MAXIMIZE YOUR
ADVERTISING
EXPOSURE!

GIADA also offers options for
advertising on our website and
in our digital publications!

The GIADA website gets over
50,000 visitors and over 142,000
pageviews per quarter from top

Stay Up to Date on
Critical Regulations

I would like to take this opportunity to speak on the im-
portance of staying up to date on the numerous regulations
imposed upon our industry. We are one of the most heav-

ily controlled industries in this country with tremendous
oversight. We have state laws, such as Title Ad Valorem Tax,
and four federal government agencies that oversee the used
motor vehicle industry.

In late September, 16 Georgia IADA members attended the
National Leadership Conference and Legislative Summit in

decision-makers. The exposure you

could get is unmatched.
Call us to advertise!

ADVERTISER INDEX

Washington D.C. We heard speakers from the Consumer 27 700Credit
b : Financial Protection Bureau (CFPB), Federal Trade Com- 5 Ace Motor Acceptance
GIADA PRESIDENT mission (FTC), Departmen:[ of Justice (DOJ), a}nd the De- 16 ADESA Atlanta
Jennifer Knights partment of Labor (DOL). It’s a chore to try sorting through
M&M Motors the legal and regulatory issues governing our business op- 4 AR.A.GPS Systems

erations; it’s truly an alphabet soup of oversight. So there
was some relief in hearing these regulators provide a bit of
insight into their various agencies.

There is always something new to learn and each of these speakers provided critical in-
formation of great value to our association’s membership. The CFPB speaker brought us
up to date on current collection laws and regulations concerning credit reporting. If you
are a BHPH dealer, it is of utmost importance to review these regulations.

The FTC representative spoke about advertising don’ts such as misleading advertising
and Yo-Yo financing. The DOJ gave a presentation over the Equal Credit Opportunity
Act and the service members Civil Relief Act. The speaker from the DOL brought us up
to date on the new overtime regulations that are set to take place in December. I highly
recommend seeking additional information on these topics.

The fines and penalties that could be levied on businesses that are not in compliance
with any of these issues, are astronomical and could even put some out of business. In
recent weeks, these government regulators have fined businesses for several violations
over some of the very issues we just heard of in these sessions.

Please make the efforts to ensure you stay within the compliance standards. The best
way to do this is to keep you informed. All of the agencies mentioned above have public
websites that you can visit to further research how they affect your dealership and our
industry. As always, our GIADA Dealer Consultants are here to assist and can help you
find the answers you need.

Thank you for your time!

ymyw%m Kniﬁ%
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Your Tax Refund Could be Delayed in 2017

Tax refunds in 2017 will come later than
ever, no earlier than February 15th, re-
gardless of when Americans file their tax
returns. This could directly impact the
2017 so-called tax season for automotive
retailers across the country, and just about
any business that relies on consumers with
fresh tax refunds in hand.

Bill Neylan, CEO of TRS TaxMax, a tax
refund services firm, shared this with at-
tendees at the recent National Alliance of
Buy Here-Pay Here Dealers Conference
in Orlando. The IRS will not release re-
funds for Americans who qualify for the
Earned Income Tax Credit (EITC), Child
Tax Credit (CTC), and American Oppor-
tunity Education Tax Credit (AOTC), un-
til Feb. 15, 2017 even if their tax return is

prepared in the early part of the filing sea-
son. Instead of the standard of receiving
refunds in 21 days or less under the old
terms of the PATH Act, refunds could take
up to four weeks, he said.

Many independent automotive retailers
have grown accustomed to having con-
sumers come in with large down payments
during late January or early February as
their refund checks arrive. Last year, Ney-
lan said, they came later and many all at
the same time. This big push lead to the
IRS computer systems and website crash-
ing and as a result, further delayed refunds
and filings.

Neylan noted that checks will come even
later this year and tens of billions of dol-

lars will arrive in consumers” hands all on
the same day, and while Feb. 15 has been
set as the target, there is no way of know-
ing on which specific date the IRS will re-
lease those funds. In addition to the pro-
longed start of the anticipated tax season,
dealers who have stocked up on inventory
going into the tax season may have to keep
the vehicles on their lots 30-45 days longer
than they had anticipated.

Furthermore, the low-income consumers
who qualify for these kinds of refunds are
typically unaware of the delay, and may
have a hard time paying bills, including
car payments already on the books, in Jan-
uary and early February because they had
counted on IRS refunds that had come to
them at earlier times in years past. B

Texting with customers may cause an INCREASE IN CAR SALES!

Voisys(e

Landline Texting = 100% Compliant * Keyword Shortcuts = Appointment/Payment Reminders

FREE

TRIAL

Sign up with code

, at textfuel.com
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THE PULSE OF GIADA

Happy Holidays from GIADA

GIADA EXECUTIVE
DIRECTOR, Paul John

As T write this, I'm thinking of the coming
holiday season and the rapidly approach-
ing new year. This is the last issue of our
magazine for the year, and it’s a great time
to acknowledge that this year has been one
full of growth for GIADA, in membership

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

Best Price
Best Web App
More Useful Features

@ Voted Best Smart Phone

App In The industry.
o Impound Notification

® Repo Button
o Top Stops

® 4 Hour Heartbeat
o Unlimited Use
® 3 Year Warranty

ARA. GPS SYSTEMS
For Live Demo, Call 770-871-0051
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as well as our association staff. We are ever
more capable of serving the needs of our
members, and our goal is to continuously
improve our services and benefits that are
available to you!

We have accomplished quite a bit in 2016
and will continue to move forward at full
speed as 2016 comes to a close and we
prepare to kick off the new year. A few
highlights to mention include: the devel-
opment of our new Business Partner Pro-
gram which has been created to get our
most dedicated associate members more
opportunities to showcase their products
and services which will greatly benefit our
dealers; updates to the GIADA OnDemand
training portal which offers dealers a digital
option for education and industry updates
which will soon be made available to GIA-
DA members during non CE periods; and
quite a few updates on our efforts from the
legislative team that is constantly fighting
for dealer rights in the state of Georgia.

Regarding our legislative team, I was very
pleased and sincerely proud of our associ-
ation’s representation at the NIADA 2016
National Leadership Conference and Legis-
lative Summit in late September. More than
180 NIADA dealers and industry leaders,
16 from the GIADA, attended the Wash-
ington D.C. event. Our delegation met with
every Georgia congressmen. We held sig-
nificant discussions with these legislators
on important topics such as the Consumer
Financial Protection Bureau, open recalls
and their effects on consumers and auto
dealers, and several regulatory issues. As
the largest state association, our Georgia
delegation was very visible in Washington
and very well received.

Your legislation committee is ramping up
to get ready for the Legislative Session be-
ginning after the first of the year. GIADA
will always work hard to make sure that the
selling environment in Georgia isn't over
regulated. For over ten years, GIADA has
had the strongest lobbyist and government
affairs team, making Georgia one of the

best states to operate in as a used car dealer.

The start of 2017 will bring a number of ex-
citing updates to publications and informa-
tion made conveniently accessible through
multiple avenues. We have brought in Peter
Salinas, former editor of Used Car News
and Dealer Business Journal as an Industry
Communications Specialist, to provide the
kind of grass roots compositions that you
will find both interesting and relatable. In-
dependent Auto Dealer magazine will be
sent out each month. We will continue to
send out six print versions, and we will add
six digital-only versions as well. Look for
more self-produced content not only about
issues important to car dealers on a nation-
al level, but even more issues, news, and
features articles for and about members in
our home state! We'll also be rolling out ad-
ditional email campaigns with interesting
news, hot topics, education, training and
compliance tips, as well as breaking news
when it occurs.

Keep an eye out for a number of free train-
ing classes that will continue to be made
available throughout the upcoming year,
including Title and ETR Training classes
as well as vendor-taught specialty training
and product launches. Our state of the art
training room will be a hub of education,
training, and camaraderie .

We plan to finish the year with around
2,500 dealer and associate members, and
our goal is to grow that number significant-
ly during the coming year. Please know that
if you need any assistance in licensing, title
work, legal and regulatory compliance, or
any other needs, we are here to serve you!
Thank you for making us the largest state
IADA in the country!

On behalf of our GIADA staff and Board
of Directors, we want to wish you a very
happy holiday season and a safe, successful,
and prosperous new year!
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Tip+: Month

AMAC offers financing to qualified BHPH dealers

. ] ] looking to expand their business.
Using Social Media . P

- What’s included:

There is no better way to target . ,

a specific audience than social rig Fundlng for Receivables
media. Facebook, Twitter, Google+,

YouTube and LinkedIn are all great [z~ You Collect or We Collect
ways to find customers looking to

purchase a car. A dealership should Zg FIoorpIan Lines

invest at least one to two hours per

day into social media to increase [z~ Simplified Insurance Tracking
sales. This means daily posting,

responding to potential buyers and e Reports Package

purchasing targeted ad campaigns

to solicit potential buyers. Like e Trainin g

most advertising not everything
will work, but being consistent
and measuring your success
will certainly increase sales.

[z~ Bulk Roll in for Existing Contracts

[z~ Cash Flow from Payments

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.

1mAC

Acemotoracceptance.com ACCEPTANGE OORPORATION 704-882-7100 ext. 7509




NIADA HIGHLIGHTS

BY PETER A. SALINAS, GIADA COMMUNICATIONS

The 2016 National Independent Automo-
bile Dealers Association National Leader-
ship Conference and Legislative Summit
in Washington D.C. held in late September
proved to be a true success. Over 180 deal-
ers and industry leaders, including 16 from
the GIADA, fanned out across Capitol Hill
to bring attention to issues and concerns
from small business owners working in one
of the nation’s largest industries.

This was one of the highest rates of atten-
dance for IADA members that came to-
gether to meet with even more federal leg-
islators and regulators than ever before.

“It was a high-energy event,” said Paul John,
executive director of the GIADA. “I believe
we met with every House and Senate office
representing Georgia, and in most cases we
met directly with the elected official”

John Haliburton, partner with the govern-
mental affairs consulting firm Thrash-Hal-
iburton, which represents the GIADA, said
every association member is impacted sig-
nificantly not only at the state Capitol but
by our federal agencies and the Congress in
Washington D.C. as well.

“We met with almost every one of our Con-
gressmen from Georgia,” Haliburton said.
“Every single official we met with are on our
side and are fighting for our industry before
our federal agencies with the agencies” hurt-
ful regulations over the last eight years”

Haliburton added that the Georgia repre-
sentatives said the topic of vehicle recall
legislation was discussed at length.

“We hope to add more Republicans to the
U.S. Senate to pass the legislation reforming
the Consumer Financial Protection Bureau,”
Haliburton said. “The House has passed
it multiple times, but it continues to get
stopped by Democrats in the U.S. Senate”

NIADA leadership was very pleased with

6 | GIADA Independent Auto Dealer NOV/DEC 2016

this year’s event. “NIADAs footprint in
Washington was by far the largest it’s ever
been,” said Shaun Petersen, NIADA senior
vice president of legal and government af-
fairs. “In the four years since we began do-
ing this, we've seen it grown exponentially.
When we told people we had 180 dealers in
14 teams on the Hill, it really opened some
eyes in Congressional offices. That’s be-
cause of the commitment of NJADA mem-
bers to be in Washington and make sure
their voice is heard”

Lee Cavender, owner of Cavender Auto in
Gainesville, GA and GIADA Legislative
Committee Chairman proudly attended
each of the meetings. Cavender said he
was proud that Georgia’s dealers were so
well-represented. “We met with nine con-
gressman and Georgia U.S. Senator Johnny
Isakson,” he said.

Cavender also discussed the Consumer Fi-
nancial Protection Bureau (CFPB) at length
with legislators.

“Everyone wants consumers to be protect-
ed from unfair business practices,” he said.
“There does, however, have to be checks
and balances. Currently, the CFPB has no
oversight. In many cases, they are mak-
ing rulings and decisions that are not well
thought out”

He pointed to recent CFPB fines levied on
dealers across the country that have put some
out of business, and were definitely onerous.

“They have put some out of business for
minor or perceived errors, when a warning

with follow-up to ensure changes are made
would have sufficed,” he added.

He said that legislators are working at kill-
ing a CFPB ruling that eliminates binding
arbitration and allows class-action lawsuits.

“The average plaintiff in a class-action law-
suit gets $32 while the trial attorneys earn

between $35 million to $46 million. Obvi-
ously, that is a business model that helps at-
torneys but doesn’t help consumers.”

Cavender noted that the Georgia contin-
gent made it clear to the legislators that the
used vehicle industry is over-regulated, and
needs thoughtful legislative action.

In addition to the CFPB, NIADA recalled
the state delegations focused heavily on the
issues of automotive recalls. NIADA noted
that dealers urged Congress to reject calls
for a complete ban on sales of vehicles with
open recalls and pointed out that indepen-
dent dealers, by law, cannot make recall re-
pairs and grounding those vehicles would
have devastating effects on small businesses
and consumers. NIADA CEO said the na-
tional association would continue its efforts
on behalf of members.

John Haliburton speculated that the top
State Capitol issue, in Georgia, is the Title
Ad Valorem Tax (TAVT) and the associa-
tion is doing its best to avoid hurtful pol-
icies and tax increases on its members and
consumers. This is the biggest issue facing
our members at the state or federal level.
He also added that the GIADA works dil-
igently with the NIADA along with their
own lobbyists and dealers to ensure the best
possible economic, legislative, and regula-
tory environment for its members,

“We work hard to make sure all dealers in
our state have the best opportunity possible
to operate a consumer-friendly and profit-
able business,” John said.

The efforts from all of those involved have
not gone unnoticed. “I'm excited to see this
Leadership Conference grow and succeed
as it becomes a critical component of NIA-
DA’s government affairs initiative,” Jordan
said. “Shaun Petersen and his team did a
phenomenal job this year building on the
momentum we've created since we brought
this event back to D.C. in 2013” ®
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GIADA Reaches Out to Neighbors in Need

BY PETER A. SALINAS, GIADA COMMUNICATIONS

Dwayne Tambling’s home stood on the fam-
ily estate for six generations in St. Amant,
LA, and never had flood waters come close
to the home. Then, in mid-August, a one in
1,000-year, three-day rain storm inundat-
ed the region and filled tens of thousands
of homes in the Baton Rouge region with
nearly head-high muddy waters.

The Tambling family, like so many others,
watched the unprecedented storms with
raised eyebrows, but didn’t expect the waters
to rise as much in such a wide area so quickly.

Dwayne Tambling has been the executive
director of the Louisiana IJADA (LIADA)
for two years. He has spent more than 34
years in the automotive business, including
his previous time as a manager at the No. 1
Toyota dealership in Louisiana, Price Leb-
lanc Toyota in Baton Rouge.

After attending an LIADA meeting about
four years ago, he joined the board of direc-
tors as vice president. He took over as ex-
ecutive director when the association had
gone through some troubled times, and was
down to fewer than 100 members. “There
wasn’t much happening during that year, so
I offered to take on the position of execu-
tive director,” Tambling said.

Since then, with some hard work and
some assistance of the NIADA and Geor-
gia IADA (GIADA) executive director Paul
John, membership has more than tripled
and the association continued to grow as it
began hitting its stride.

That's when the floods came and destroyed
Tambling’s home and severely damaged the
LIADA offices. Nothing but a roof and foun-
dation were left usable of Tambling’s home.
The LIADA office, located across the street
from Tambling’s home, suffered water dam-
age and equipment loss. The office is still in
need of a new computer and furniture.

John took immediate notice to Tambling’s
misfortune. During the recent NIADA
Leadership Conference and Legislative
Summit, the associations’ leadership also
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Dwayne Tambling, left, Louisiana IADA executive director, and his wife Rebecca, lost their

home to the major floods near Baton Rouge, LA, in mid-August. Georgia IADA Executive
Director, Paul John, right, recently presented the couple with a $33,000 check with funds
raised by the NIADA, IADA state executives, and NIADA associate members.

held its fall board meeting, and John sought
a way to help out.

Steve Jordan, CEO of NIADA pledged that
the association would match up to $5,000
to assist Tambling in the efforts to rebuild
his home and LIADA offices, and the dona-
tions came rolling in. Not only did the state
associations offer donations, leadership
offered private donations as well. Several
NIADA associate members made dona-
tions as well. In total, more than $33,000
was raised. John presented the check to
Tambling during the LIADA’ recent annual
convention.

“We were all proud at the outpouring of
support for our colleague,” John said. “No-
tably, Lori Kahre from NextGear and How-
ard Polirer, from AutoTrader.com, both
Cox Automotive companies, made a large
donation and we are greatly appreciative”

“Community outreach is a core Cox Au-
tomotive value that brings us together as

a team across all business groups and ge-
ographies,” said Michele Blondheim, the
Director of Community Relations at Cox
Automotive. “It’s also a value we share
with our clients. We are proud to partner
with organizations that work tirelessly to
provide disaster relief to the communi-
ties in which we live and work. In part-
nership with the NIADA and the NIADA
Foundation Board, Cox Automotive is
supporting flood relief efforts in Baton
Rouge, LA, specifically to help repair the
Louisiana Independent Auto Dealers As-
sociation headquarters.”

Tambling was very appreciative of the
support for both the association and his
personal welfare. “Your generosity in
these difficult times is overwhelming,’
Tambling said. “We are all still in shock
at the amount. Please know how grateful
we are to each of you, and how much this
means to us. Your kindness and generosi-
ty will help get us back into our home. We
are feeling very blessed”



He said he’s worked diligently for the past
three years to grow the association, and
is grateful for the opportunity. “Through-
out the last several years I have become
friends with all of you guys,” he said of
the NIADA and member association
leaders, “If it wasn’t for you guys, I would
not be here today”

Jordan praised Tambling’s efforts to grow
the LIADA and provide excellent services

to its membership. “The NIADA Foun-
dation, with the support of our family of
state associations and industry partners
across the country are honored to assist
you and your family as you all rebuild,
Jordan wrote of the donations. “I am es-
pecially thrilled that our Foundation is
positioned to invest in leaders like your-
self as you continue to thrive in the face
of adversity”

Tambling said it is a difficult position,
to be in need, as he has been self-reliant
since he was 16 years of age. “Their show
of support means so much to our family;,”
he said. “It is a huge relief off our shoul-
ders, and will go a long way to put us to-
ward getting back into our home”

Incoming LIADA President Kevin Reeves,
owner of Dixieland Autoplex, which in-
cludes two lots in Baton Rouge, LA, said
so many in the region have been devastat-
ed by the floods, and it is heartwarming

to see the associations’ leadership step in
to help both Tambling and the LIADA.

“Three years ago the association was in
a mess,” Reeves said. “With Dwayne as
executive director and a dedicated board,
we have gotten membership up to more
than 350. I can say I've been good friends
with Dwayne.”

Outgoing LIADA President Eric Stoddard,
a manager of Don’s Automotive Group, one
of the largest independent dealerships in
Louisiana, said that everyone has had to
deal with the floods and it has been diffi-
cult.

“Dwayne has been instrumental in get-
ting our association operating effectively;
Stoddard said. “We were able to get all of fi-
nances in order, and were able to start gen-
erating revenues again, so we could provide
excellent service for our dealer and associ-
ate members” W
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i o 1,

5>\

EVERY FRIDAY: EARLY AND LATE BIRD DRAWINGS FOR A CHANCE TO WIN CASH!

2 Lerafe

GROUP AUCTIONS

O =& %
e

Vet miyn

(= Atk o

Fridays « 10:00AM « Six Lanes » All Vehicles Available Via Simulcast « Damaged & Disabled Sale: 2 & Last Friday Of Every Month At 9:00AM

BUY &
SELL
ONLINE

WITH Us:

XLerateGroup,com

P
pipeline

BIMULCAST

oS
auctionpipeline

OuE.Com

D% WL e

SmartAuction OPENLANE

KEEP IT MOVING.

651 Precast Lane - Moncks Corner, SC 29461+ (843) 719-1900 » www.CharlestonAutoBuction.com _f . -
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FLOOR PLANNERS:

=<~ GALE AT 4PM ON THURSDAYS

AUTO-USE

450-500 NEW CAR TRADE-INS

s 2 CASH DRANINGS AFTER SALE!

ANNA KATE WILLIAMS ANGIE AYCOCK
770-654-3290 770-231-4628

annakate@oakwoodaaa.com angie@oakwoodaaa.com

o a kw o o d a a a c o m 4712 Flat Creek Road, Oakwood, GA 30566
i Phone: 770-532-4624 | Fax: 770-534-3578

DEALERSHIP NAME:

4712 Flat Creek Road
AUTHORIZED BY: Oakwood, GA 30566

Website: www.oakwoodaaa.com

DATE: Expires 12/31/17
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DEALER DISCOUNTS

7 Revisions to FTC’s Buyers Guide

BY AUTOREMARKETING STAFF

In a development relevant to dealerships of
all sizes, the Federal Trade Commission on
Thursday announced final amendments to
its Used Car Rule.

The FTC sought public comments on a
series of proposed changes to the rule —
formally known as the Used Motor Vehi-
cle Trade Regulation Rule — that requires
dealers to display a window sticker, or
“Buyers Guide,” on used vehicles offered
for sale.

The guide discloses whether the dealer is
offering to sell a used vehicle “as is” (with-
out a warranty), or with a warranty.

If the sale is with a warranty, the FTC ex-
plained the guide discloses the terms and
conditions, including the duration of cov-
erage, the percentage of total repair costs
the dealer will pay and the vehicle systems
the warranty covers. In states that do not
permit “as is” used-vehicle sales, the regula-
tor pointed out dealers must use an alterna-
tive guide that discloses whether the sale is
with a warranty or with implied warranties
only.

In December 2012, the FTC sought pub-
lic comments on proposed changes to the
Buyers Guide as part of its systematic re-
view of all of the agency’s rules and guides.
In response to comments received, the
agency sought comments on additional
proposed changes to the Used Car Rule and
invited comments on alternative approach-
es that public commenters proposed for
the vehicle history disclosure and the “As
Is” statement.

As announced on Thursday, the FTC is re-

vising the Buyers Guide by:

1. Changing the description of an “As Is”
sale.

2. Placing boxes on the face of the Buyers
Guide that dealers can check to indi-
cate whether a vehicle is covered by
a third-party warranty and whether a
service contract may be available.

3.

Providing a box that dealers can check
to indicate that an unexpired manufac-
turer’s warranty applies.

Adding air bags and catalytic convert-
ers to the Buyers Guide’s list of major
defects that may occur in used vehicles.
Adding a statement that directs con-
sumers to obtain a vehicle history re-
port and to check for open recalls. The
statement also instructs consumers to
visit ftc.gov/usedcars for information
on how to obtain a vehicle history re-
port and visit safercar.gov to check for
open safety recalls.

Adding a statement, in Spanish, to the
English-language Buyers Guide, and ad-
vising Spanish-speaking consumers to
ask for the Buyers Guide in Spanish if the
dealer is conducting the sale in Spanish.

Providing a Spanish translation of the

statement that dealers may use to ob-
tain a consumer’s acknowledgement of
receipt of the Buyers Guide.

FTC officials indicated the amended rule
permits dealers to use their remaining
stock of Buyers Guides for one year after
the effective date of the amended rule.

For used dealers, the FTC offers what’s
titled “A Dealer’s Guide to the Used Car
Rule,” which can be downloaded at: https://
www.ftc.gov/tips-advice/business-center/
guidance/dealers-guide-used-car-rule.

“Fillable” versions of the Buyers Guide in En-
glish and Spanish are available at FTC.gov.

The FTC vote to publish the Notice of Final
Rule in the Federal Register was 3-0. B

Q&A

The Federal Trade Commission (FTC) amended its Used Car Rule to update require-
ments for its Used Car Buyers Guide. There are several changes to the documents
themselves, and they are available from GIADA just as before. Some aspects to the
amendments were unclear, so we found answers for you.

Q. When is the effective date of the new rule?
A. The new Buyers Guide rules go into effect, Jan. 27, 2017.

Q. I have hundreds of Buyers Guides in stock. Can I still use them?
A. Yes. The FTC will allow you to use the old Buyers Guides for one year from the
effective date. So you must use the new guides by Jan. 27, 2018.

Q. The new Buyers Guide I see on the FTC site has three pages. What is the guidance
for displaying them?

A. The third page is actually an alternate front page for states that do no permit “as-is”
sales under state law. In Georgia, dealers are permitted to sell “as-is,” so they would use
the front page that has the option for the as-is disclosure, and then the back page with
the systems listed.

Q. Are there fines for not using the proper Buyers Guides?

A. Yes. The good news is you have a little over a year to make sure you are using the
proper Buyers Guides. In late June, the FT'C increased the penalties it can seek against
violators of laws and regulations. The maximum civil penalties it can see against vio-
lators jumped to $40,000 from $16,000. This includes violations of the Used Car Rule.

Q. Where can I purchase the new Buyers Guides starting January 27, 20172
A. Forms will be available in our GIADA online store as well as our GIADA office.
(giada.org/store)
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o 7 TN
it's time to change
your approach to F&l compliance
WITH THIS SPECIAL OFFER...

Subscribe to Spot Delivery and, at no
additional charge, we will send you a
copy of your choice of any of our legal
compliance books, CARLAW, CARLAW®II
Street Legal or CARLAW"Ill Reloaded.

@Counselorﬁbrary@
HUDSON
COOK

\ -

.
IIICARLAW"®

To order, visit us at www.counselorlibrary.com/offer/spot
or call us at 877-464-8326. Also follow us on: w1
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GIADA HIGHLIGHTS

GIADA Welcomes Representative Gravley

BY PETER A. SALINAS, GIADA COMMUNICATIONS

Georgia Representative Micah Gravley
spent a day steeping in the independent
automotive retail industry, spending half a
day with GIADA member Claude Rainwa-
ter, and later visiting the GIADA office.

Gravley represents the citizens of District
67 which includes portions of Douglas
and Paulding counties. He decided to take
some of his time to visit Rainwater Motor
Co. in Douglasville, Ga., and after taking a
tour of the large used vehicle operation, he
graciously dropped in to visit and tour the
association office as well.

“I spent half a day with Claude Rainwater
and his son-in-law Larry Lewallen, who
really educated me about the used vehicle
business,” Gravley said “They are very good
constituents, and I have a campaign volun-
teer who works at the dealership”

Calling Rainwater Motor Co. Inc. “a family
operation,” Gravley said it is a wonderful
business that has served the transportation
needs of the community since the 1980s.
He said he likes to regularly meet with the
residents, and he’s proud to have this busi-
ness owner operating within his district.

“I was unaware the GIADA offices were just
over the border from our district,” he said.
“It is truly an impressive resource for the
community. The offices are immaculate,
and obviously well-run.”

Gravley was first elected to the state House
of Representatives in 2012, and currently
serves as vice chairman on the Code Revi-

L to R: Micah Gravley, Alan Gniadek - GIADAs Comptroller, Amy Bennett - GIADA%
Director of Education and Membership, Claude Rainwater and Larry Lewallen

sion Committee. He also serves on the Eco-
nomic Development & Tourism, Judiciary
Non-Civil, and Public Safety and Home-
land Security Committees.

He said he learned a lot about the industry
this day, and is very interested in learning
more about the regulations at both the
national and state level and how they af-
fect consumers and dealers alike.

He said a new dealer was in the GIADA
offices going through the licensing pro-

cess, and it was impressive to him how
it was “a one-stop shop” for all the new
dealer’s needs.

“It’s easy to see why Georgia is the largest
state IADA,” Gravley said.

GIADA Executive Director Paul John said
the association was honored to have Repre-
sentative Gravley as a guest, and he encour-
ages other elected officials at the local, state
and national levels to learn more about the
association and its membership. B

Representation « Education
Information « Savings
Individual Help

Visit giada.org/membership-benefits
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YES!

No More Trips
to the TAG Office

TitleTec, an AutoPoint Co n
is proud to be GIADA's end
partner for Electronic Title
Registration (ETR) andy

Electronic Liens & Title

Check it out!
giada.org/titletec-etr- p
Or, contact GIADA a

7/70-745-9650

Georgi:

autopoN

INNOVATION. VALL
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Appe flate Court Rules CFPB “Structure”
Unconstitutional

BY PETER A. SALINAS, GIADA COMMUNICATIONS

The Consumer Financial Protection Bu-
reau (CFPB), a government bureau that
“protects consumers from unfair, decep-
tive, or abusive practices’, has proven to
be a common obstacle to automotive in-
dustry professionals. CFPB rulings, fines,
and regulations have been a challenge to
automotive retailers and numerous other
industries that regularly provide financing
to consumers. Penalties and fines have been
wide-ranging and have cost car dealers,
buy-here, pay-here dealers and automotive
finance companies many millions of dol-
lars, and have left them scrambling to meet
rapidly changing guidelines.

The CFPB was created early in the first-
term of the Obama Administration after
the financial crisis in 2008, “to provide a
single point of accountability for enforcing
federal consumer financial laws and pro-
tecting consumers in the financial market-
place”

The U.S. Court of Appeals for the District
of Columbia Circuit found the “structure”
of the CFPB to be unconstitutional. The
appellate court ruled in the PHH Corpora-
tion v. Consumer Financial Bureau finding
the CFPB “enjoys more unilateral authority
than any other officer in any of the three
branches of the U.S. Government, other
than the President”

Tom Hudson, a partner of Hudson Cook
LLP, said the ruling is very important. Tom
has been practicing consumer financial
services law since 1973 and is a frequent
speaker at automotive retail conferences as
well as an automotive finance expert. Hud-
son noted that appellate court ruled that the
CFPB can continue to operate, but “will do
so as an executive agency akin to other ex-
ecutive agencies headed by a single person,

such as the Department of Justice and the
Department of the Treasury” and will be
removable by the President.

“We also need to stop the re-
call legislation that is
detrimental to our members,
and the CFPB’s potential to
propose a rule that would
cause our members more
problems regarding arbitra-
tion and class-action lawsuits.”

“This is an important and welcome curtail-
ment of the CFPB’s power;” Hudson said. “I
don’t think, however, that the CFPB will be
chastened by the ruling, and I expect that
we'll soon see evidence of more overreach-
ing on the Bureau’s part with the anticipat-
ed arbitration and payday loan regulations”

Hudson also noted that the appellate court
disagreed with the CFPB’s contention that,
under the Dodd-Frank Act, there is no stat-
ute of limitations for any CFPB administra-
tive action to enforce any consumer protec-
tion law, and found that there is a three year
statute of limitations applicable to a CFPB
enforcement action to enforce Section 8 of
RESPA.

John Haliburton, Partner with the govern-
mental affairs consulting firm Thrash-Hal-
iburton and Georgia Independent Automo-
bile Dealers Association and government
lobbyist said many of the rules, regulations
and fines pushed by the CFPB have been
onerous to dealers.

“One of the top issues facing dealers at the
federal level is the CFPB and its harmful

regulations on our industry, Haliburton
said. “We also need to stop the recall legis-
lation that is detrimental to our members,
and the CFPB’s potential to propose a rule
that would cause our members more prob-
lems regarding arbitration and class-action
lawsuits”

The National Independent Automobile
Dealers Association quickly issued a press
release lauding the decision. NIADA con-
cluded that the court’s opinion relied on
the consistent, historical practice of inde-
pendent agencies being headed by multi-
ple commissioners or board members and
raised concerns of the threat to individual
liberty posed by an independent agency led
by a single director with little accountability
to the President.

“We applaud the court for recognizing the
overreach created when too much power is
vested in an agency virtually unaccountable
to anyone,” said NIADA CEO Steve Jor-
dan. “NIADA supports a common sense
approach to consumer protection and fair
dealing in the financial marketplace, but
the current structure of the CFPB accom-
plishes neither”

Lee Cavender, owner of Cavender Auto in
Gainesville, GA, said that when he saw the
ruling he was excited because it mirrored
what many car dealers were seeing on the
front lines.

“There doesn’t appear to be checks and
balances on the CFPB and very limited
oversight,” said Cavender, who is the
GIADA Legislative Committee Chair-
man. “We want the best for our custom-
ers and we want them to be protected,
so it’s important that CFPB is operating
constitutionally” H
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DON'T LIKE IT*?
DON’T KEEP IT.

30-DAY RETURN GUARANTEE

Need to return the vehicle?

Purchase a 30-day guarantee We'll pick it up from your lot!

on off-lease and rental vehicles Transportation refund too!

offered in the DealerBlock Prime 'ff Y‘:“ use C:”?A"'fD':;WOfk
. or anSpor or dn

sale on ADESA.com. qu |U5t Assurance vehicle, we'll refund

$5O for a 30-C|0y guarantee. your transportation cost, if the

vehicle is returned.

Log in to ADESA.com and click the “DealerBlock Prime”
button to find eligible inventory.

ADESA Assurance buyer protection program and CarsArrive Network must both be selected at time of purchase to qualify for transportation refund. Vehicle must be returned in same
condition as purchased within 30 days from purchase date. ADESA Assurance refund covers vehicle sale price and buy fee; transportation costs are only included if CarsArrive Network
is used for fransportation. See terms and conditions for full defails. ADESA Assurance program may be cancelled by ADESA at any time and without notice.

ADESA.COM



Dealers Should Get it Right
THE FIRST TIME!

New dealer start-ups are our specialty.

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 -

Associated car rental systems. Call me today!

Ron Widener (770) 948-1731

Only a 5 vehicle minimum required.

Ron E. Widener & Associates, Inc.
An Insurance Agency

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

. When you start-up your car dealership,
you could make costly mistakes! Our ACR
association staff can assist you the right way!

We are the
GIADA
PREFERRED

PROVIDER
for new
dealer startups!
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A SERVICE PROVIDER DIRECTORY

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.

Accounting & Tax
Preparation

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

Robert L Burt CPA
205-752-3001
Accounting

RRB Business Services LLC
404-974-3066

Tax, Consulting, & Financial
Planning

rrbcpa.com

Sowega Financial Services
229-395-4910

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

Advertising

American Hole’N One
800-822-2257

Advertising, Promotional &
Marketing

ahno.net

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

See our ad on page 39.

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

Cars.com

800-298-1460
Automotive Classifieds
cars.com

Associations

Georgia Auto Brokers
Association
678-664-9452

Auto Broker Association
gabrokers.org

Auctions

411 Auto Auction
770-336-5581
Wednesdays 12pm
41lautoauction.com

ADESA Atlanta Auction
770-357-2277
Wednesdays 10am
adesa.com

See our ad on page 16.

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

America’s Auto Auction
Atlanta, Inc.

770-382-1010

Tues. 6pm Dealer / Public
Sale; Friday 11am Dealers
Only

americasautoauction.com
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America’s Auto Auction
Greenville

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

America’s Auto Auction
Jacksonville

904-764-7653

Tues. 6pm INOP Sale &
6:30pm Dealer Only Sale
americasautoauction.com

Athens Auto Auction
770-725-7676

Tuesday 6:30pm Dealer/Public
Sale

athensautoauctionga.com

Auction123.com
888-514-0123

Online Inventory Manage-
ment & Data Distribution
auctionl23.com

Auctions Unlimited
678-889-7776

Public/Dealer Sale
auctionsunlimitedonline.com

Augusta Auto Auctions, Inc.
800-536-3234

Wednesday 10am Dealer Sale;
Last Wednesday of the
Month - 9:30am INOP Sale
augustaautoauction.com

CarMax Auctions
888-804-6604

Dealers Only Auctions; Visit
carmaxauctions.com for
location, dates & times
carmaxauctions.com

Carolina Auto Auction Inc.
864-231-7000

Wednesday 10am; Salvage Sale
Every other Wednesday 9am
carolinaautoauction.com

See our ad on page 34.

Charleston Auto Auction
843-719-1900

Friday 10am Dealer Sale
charlestonautoauction.com
See our ad on page 9.

Chattanooga Auto Auction
423-499-0015

Tuesday 9am
chattaa.com

Columbus Auto Auction
706-320-2200

Tuesday 5:45pm Dealer Sale
columbusgeorgiaautoauction.
com

Copart Auto Auction Austell
770-941-9775

Friday 12pm Dealer/Public
Sale

copart.com



serviceproviderdirectory

Copart Auto Auction
Loganville

770-554-6366

Monday 12pm Dealer/Public
Sale

copart.com

Georgia-Carolina Auto Auction
706-335-5300

Wednesday 6:30pm Dealer/
Public Sale; Friday 6:30pm
Dealer/Public Sale
gcautoauction.com

Houston Auto Auction
478-788-6947

Wednesday 1lam & 7:30pm;
Saturday 7:30pm Dealer/Pub-
lic Sale

haamacon.com

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

Hwy 515 Auto Auction
706-635-1500

Tuesday 6pm Dealer/Public
Sale
hwy515autoauction.com

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

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

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

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

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

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

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

J J Kane Auctioneers, Inc.
678-840-4914

Call for Sale Times
jjkane.com

L W Benton Company, Inc.
478-744-0027

Auto Auction
bidderone.com

Manheim Atlanta
404-762-9211

Every Thursday 9:30am;
Highline Sale 4th Wednes-
day 9:30am; Every Tuesday
12:30pm

manheim.com

See our ad on the inside back
cover.

Manheim Georgia
404-349-5555
Tuesday 9:30am
manheim.com

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

Manheim Statesville Auto
Auction

704-876-1111

Tuesday 9:30am; Tuesday TRA
Sale 8:30am

manheim.com

New Calhoun Auto Auction
706-624-1944

Wednesday 7pm
newcalhounautoauction.com

Oakwood’s Arrow Auto

Auction, Inc.

770-532-4624

Every Thursday 4pm
oakwoodsarrowautoauction.com
See our ad on page 10.

Peach State Auto Auction
770-466-9000

Monday & Wednesday 6pm
peachstateautoauction.com

Rawls Auto Auction
803-657-5111

Tuesday 10am
rawlsautoauction.com
See our ad on page 31.

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

rebelauction.net

Ritchie Bros. Auctioneers
770-304-3355

Industrial Equipment Auction
rbauction.com

SmartAuction
877-273-5572
Online Auto Auction / Mobile

App
smartauction.biz

South Georgia Auto Auction
229-439-0005

Thursday 11am
southgeorgiaautoauction.con

Southeastern Auto Auction of
Savannah

912-965-9901

Wednesday - In Ops 10am;
Repos 10:30am & 11am
southeasternaa.com

See our ad on page 28.

Tallahassee Auto Auction
850-878-6200

Friday 10am Dealer Sale
bscamerica.com

Truckcenter.com
404-627-5346

See website for dates & times
truckcenter.com

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

Vemo Auto Auction
478-449-3232

10am Tuesdays;
info@vemoauctions.com
vemoauctions.com

Banking

Hamilton State Bank
678-719-4570

Lines of Credit
hamiltonbank.com

Peach State Federal Credit
Union

678-889-4328

Auto Loans
peachstatefcu.org

Spartan Financial Partners
855-233-3605

BHPH Line of Credit
spartan-partners.com

Compliance Solutions

700Credit

866-273-3848

Focuses on delivering the
most robust, bureau-inclusive
credit, compliance, prescreen
and consumer pre-qualifica-
tion solutions on the market
today.

700credit.com

Comsoft

800-849-3838

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

DealerTrack-RTS
860-448-3177

Compliance Tips: Adverse
Action Notice
us.dealertrack.com

FNI Incorporated
888-973-9776

Business Management
Consultant

Product and compliance solu-
tions for financial institutions
and select dealers.

myfni.com
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ProCredit Express
678-642-9995

Credit Bureaus and
Compliance
procreditexpress.com

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

Computers/Networking

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

Document Strategies, Inc.
770-921-6764

Seeks to understand your
business problems and deliver
technology solutions that
boost your productivity
dsiatlanta.com

Credit Card Processing

Service

Applied Merchant
818-965-7825

Credit Card Merchant Systems
appliedmerchant.com

Repay Realtime Electronic
Payments

404-504-8442

Full service provider of elec-
tronic transaction processing
services for retail merchants
repayonline.com

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

Credit Reports

700Credit

866-273-3848

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

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

ProCredit Express
678-642-9995

Credit Bureaus and
Compliance
procreditexpress.com

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

Dealer Inventory
Management

Auction123.com
888-514-0123

Online Inventory Manage-
ment & Data Distribution
auctionl23.com

vAuto

877-828-8614

Software solutions that can
help solve your inventory
challenges

vauto.com

Dealer Leads Provider

Dealer Lead Track
800-385-3584

Lead Management Systems
dealerleadtrack.com

InterActive Financial Marketing
Group, LLC

888-905-1002

Auto Finance Lead
Generation, Lead Validation
and Scoring, and Lead
Management Service
interactivefmg.com

See our ad on page 3.

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

800-701-8082

Computer Software
waynereaves.com

See our ad on the inside front
cover.

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

Comsoft

800-849-3838

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

Dealer Lead Track
800-385-3584

Lead Management Systems
dealerleadtrack.com

Dealer Platform.com
866-433-2643

Dealer Websites: 3 Steps, 5
minutes
dealerplatform.com

DealerSocket

866-813-1429

CRM, Website + Digital
Marketing, Sales + Marketing,
Inventory, Service, DMS, &
Equity Mining
dealersocket.com

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

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

See our ad on page 30.

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

Rent to Own Software by
Wayne Reaves

800-701-8082

Dealer Management Systems
and Dealer Website Provider
waynereaves.com

See our ad on the inside front
cover.

Reponotice.com

502-387-5485

Repossession Document
Management system designed
to streamline the process of
recovering & collecting on a
bad debt.

Reponotice.com

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

TitleTec an AutoPoint

Company

877-684-4958

Business, Title & Registration
Software

titletec.com

See our ad on page 14 & 42.

Wayne Reaves Computer
Systems, Inc.

478-474-8779

Dealer Management Systems
and Dealer Website Provider
waynereaves.com

See our ad on the inside front
cover.

Dealer Training

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

Dealer Website
Provider

Link To The Future
877-877-LTTF

Car Dealer websites show
off your brand, but more
importantly, convert visitors
into valuable leads

Ittf.com
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Nowcom Corporation /
DealerCenter

888-669-2669

Dealer Management Software
Solutions

dealercenter.net

Wayne Reaves Computer
Systems, Inc.

478-474-8779

Dealer Management Systems
and Dealer Website Provider
waynereaves.com

See our ad on the inside front
cover.

Document Imaging
Services

ESS Imaging Inc.
770-948-7111

Document Scanning and
Imaging
essimaging.com

Emissions

Georgia’s Clean Air Force
800-449-2471

Your resource for Georgia’s
Vehicle Emissions Inspection
& Maintenance Program
cleanairforce.com

Finance Companies

Ace Motor Acceptance
Corporation

704-882-7100 ext. 7509
BHPH Lending / Funding for
contracts
acemotoracceptance.com

See our ad on page 5.

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

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

Alliance Finance Inc.
770-435-6669

Personal & Automobile Loans
alliancefinance.biz

American Credit Acceptance
866-202-6912

Consumer Auto Finance
Company providing financial
solutions from coast-to-coast.
autofinancenow.com

American Motor Credit
678-213-5626

Auto Lending
americanmotorcredit.com

Auto Funding Group
770-587-2347

Point of Sale and Sub-prime
Financing
autofundinggroup.com

Auto Use

678-480-5012

Subprime Retail Financing
autouseautoloan.com

Automobile Acceptance
Corporation
678-284-5326

Financing needs for your
customers
autoacceptance.com

Barnett Finance Company
912-692-0008

Providing Sub-prime Financ-
ing with Quick Callbacks, Fast
Funding, and Flexible Terms
barnettfinance.com

BrandAuto Finance
770-277-8101

Indirect Auto Financing
thebrandbank.com

Car Financial Services
877-570-8857

Bulk Purchase, Payment
Streams, Account Servicing
for BHPH

carfinancial.com

Cash Plus, Inc.

877-227-4758

Car Title Loans, Payday
Loans, Installment Loans and
Post-Dated Check Loans
cashplusinc.com

Dealer Capital Services
337-524-1410

Portfolio Review, Lines of
Credit & Bulk Purchase
mydealercapital.com

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

Dealers Finance, Inc.
678-739-2059

BHPH Note Purchasing, Floor
Planning

dealersfinance.com

See our ad on page 47.

Dealership Capital Partners,
LLC

478-254-2477

Financing for Buy-Here-Pay-
Here Dealers
dealershipcapitalpartners.com

Federal Financial Services
678-519-3615

Personal Loans & Car Loans
FFSNC.COM

First Peachtree Financial, Inc.
404-255-0496

Account Purchase Program
fpfinc.com

Independent Bank
423-883-1503

Auto Loans; Direct Finance
i-bankonline.com

Independent Dealers
Advantage, LLC

678 720 0555

Providing Sub-prime Financ-
ing when others cannot
idallc.com

International Credit, Inc.
678-325-5154

Working with Car Dealers for
their Customer’s Financing
Needs
internationalcreditinc.com

JBS Finance Co.

678-889-7782

Indirect Auto Loan Specialists
jbsfinance.com

National Auto Lenders
305-822-2886

Non-Prime Auto Financing to
Help Dealer Partners
nalenders.com

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

Peach State Federal Credit
Union

678-889-4328

Auto Loans
peachstatefcu.org

Peoples Financial Corp
770-422-2735

Auto Loans, Direct or
Indirect, Secondary
peoplesfinancial.net
See our ad on page 7.

Peoples Financial Hiram
770-948-6110

Auto Loans, Direct or
Indirect, Secondary
peoplesfinancial.net

Peoples Financial Valdosta
229-242-6620

Auto Loans, Direct or
Indirect, Secondary
peoplesfinancial.net

Peritus Portfolio Services
866-831-5954

Financial Services
peritusservices.net
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Road Auto Finance
888-237-3189

Quality & Professional
lending. We provide automo-
tive financing to consumers
through our trusted dealer
partners.
roadautofinance.com

Select Automotive Management
LLC

941-907-8381

Financial Solutions
samfundsnow.com

Small Dealers Assistance
404-352-9936

Account Purchase Program
sdainc.net

Spartan Financial Partners
855-233-3605

BHPH Line of Credit
spartan-partners.com

Spring tree Financial, LLC
404-870-7087

In-direct lendors, finance
springtreefinancial.com

Sterling Credit

706-830-3045

Buy Bulk Receivables
sterlingcreditcorporation.com

Style Financial Acceptance
770-949-8598

Account Purchase Program,
Point of Sale, Bulk
stylefin.co

U. S. Auto Credit Corporation
877-280-9267

Specialty automobile financ-
ing for sub-prime credit
customers
usautocreditcorp.com

United Acceptance Inc.
877-281-2360

Account Purchase, Bulk
Receivables
unitedacceptance.com
See our ad on page 34.

Wells Fargo Dealer Services
770-250-2405

Auto, Commercial & Real
Estate Financing - Floor
Planning - F&I - Banking
Services
wellsfargodealerservices.com

Westlake Financial Services
888-389-3532

Auto, Commercial & Real
Estate Financing - Floor Plan-
ning - F&I - Banking Services
westlakefinancial.com

Floor Plan Companies

Ace Motor Acceptance
Corporation

704-882-7100 ext. 7509
Funding for Contracts / Floor
Planning for Inventory
acemotoracceptance.com

See our ad on page 5.

Auction Credit
770-336-7880

Increase Inventory using
Flexible Credit Lines
auctioncredit.com

Auto Use
678-480-5012

Floor Planning
autouseautoloan.com

Automotive Capital Services
770-876-7547

Dealer Financing
autocapservices.com

Automotive Finance Corp
770-805-4155

Floor Planning
afcdealer.com

Car Financial Services
877-570-8857

Floor planning for BHPH
dealers with NO audit fees
carfinancial.com

Carbucks
864-527-7147
Floor Planning
cbfloorplan.com
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Dealers Finance, Inc.
678-739-2059

BHPH Note Purchasing, Floor
Planning

dealersfinance.com

See our ad on page 47.

Floor Plan Xpress LLC
404-548-5041

Independent Floor Planning
fpxus.com

NextGear Capital, Inc.
888-969-3721

Floor Planning; Flexible terms
and competitive pricing for
your inventory financing
needs.

nextgearcapital.com

Wells Fargo Dealer Services
770-250-2405

Auto, Commercial & Real
Estate Financing - Floor Plan-
ning - F&I - Banking Services
wellsfargodealerservices.com

GPS Tracking -
Payment Protection
Devices

ARA GPS Systems
770-871-0051

GPS Tracking Devices
ARA GPS Systems
See our ad on page 4.

Calamp Wireless
847-400-7943

GPS Tracking Devices
calamp.com

Passtime
877-PASSTIME
Vehicle Tracking
passtimeusa.com

Spireon, Inc.

866-655-8825

GPS Vehicle Tracking and
Fleet Tracking Solutions
spireon.com

See our ad on the back cover.

Stars GPS

877-828-4770

The longest running GPS
partner of NIADA; Education
for Compliance, Disclosure,
and Best Operating/Collection
practices.

stars-gps.com

Insurance

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

American Risk Services
678-366-7279

Customized Collateral In-
surance for BHPH Dealers &
Finance
americanriskservices.com

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

Cornerstone Insurance Group
800-257-9999

Bonds, Garage Liabilities,
Dealers Open Lot, Workers
Compensation, Property, Tow
Trucks, Business Auto
dealergarageinsurance.com

D. Ward Insurance
770-974-0670

Since 1988 - All Types - Busi-
ness & Personal
dwardinsurance.com

Georgia Insurance Associates,
Inc.

678-985-0944

Bonds, garage Liability,
Dealers Open Lot, Workers
Comp, Property, Life, Health,
Retirement, Home, Auto
georgiains.com

Hardegree Insurance Agency
770-390-0888

Garage Liability, Auto
Inventory, and Bonds
hardegreeinsurance.com
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Mall of Georgia Service
Solutions

678-804-2111

Dealers Insurance, Service
Contracts, Warranty Pro-
grams, GPS Waivers, Tire &
Wheel Protection
mogsolutions.com

Peach State Federal Credit
Union

678-889-4328

Auto, Home, Long-term Care,
Accidental Death
peachstatefcu.org

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

Primeco Insurance
770-971-8452

Bonds, Garage Liabilities,
Dealers Open Lot, Workers
Compensation, Property
primecoinsurance.com

Reeves Insurance Agency
770-949-0025

Bonds, garage Liability,
Dealers Open Lot, Workers
Comp, Property, Life, Health,
Retirement, Tow Trucks
reeves-ins.com

Ron E. Widener & Associates
770-941-0293

Bonds, Garage Liability, DOL,
WC, Property & Rental Car
Insurance

ronwidener.com

See our ad on page 17.

Surety Bond Girls
678-694-1967

Surety Bonds, Title Bond
Delivery in Atlanta Area
suretybondgirls.com

Tabb Insurance Agency
770-483-1800

Competitive Insurance Pro-
grams for your Personal &
Commercial Coverage Needs;
Chris@tabbinsurance.com
tabbinsurance.com

The Surety Group LLC
1-844-4eBonds

Surety Bond Specialists
suretygroup.com

Williams and Stazzone
Insurance Agency, Inc.
800-868-1235

Liability, Dealers Insurance,
Rental, Workers Comp,
Health, etc.

wsins.com

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

Insurance Monitoring

Verifacto Inc.

678-916-8311

Verifacto technology is
designed to improve the way
lienholders track the insur-
ance compliance for its cus-
tomers. The platform includes
an interactive dashboard with
built-in email and SMS func-
tionality, enabling auto dealer
and auto finance companies to
verifacto.com

Legal

Barron & Newburger PC
404-870-8077

Barron & Newburger, P.C.
provides unique, personal and
proven solutions to real world
problems
bn-lawyers.com

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

Lefkoff, Rubin, & Gleason, PC
404-869-6900

Creditors’ Rights, Bankruptcy,
Foreclosures and Collections
Irglaw.com

Macey, Wilensky, Kessler &
Hennings, LLC

404-584-1200

Bankruptcy, Creditor’s Rights,
and Financial Services
maceywilensky.com

Online Marketing

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

See our ad on page 39.

Cars.com

800-298-1460
Automotive Classifieds
cars.com

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

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

InterActive Financial Marketing
Group, LLC

888-905-1002

Auto Finance Lead Gener-
ation, Lead Validation and
Scoring, and Lead Manage-
ment Service
interactivefmg.com

See our ad on page 3.

Nowcom Corporation /
DealerCenter

888-669-2669

Dealer Management Solutions
dealercenter.net

Paint & Body

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

Courson’s Paint & Body Shop,
Inc.

912-367-4226

Body Shop

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

Parts & Service

Amerifleet Transportation
404-432-4611

Repair & Maintenance on
Vehicles In Route or Temp
Storage

amerifleet.com

Asbell & Sons Garage
478-448-4377

All Automotive repairs &
rebuilds - farm equipment

- heavy trucks - fork lifts -
tractors - welding
facebook.com/asbellandsons

Associated Fuel Systems Inc.
404-361-1361

Full service truck repair shop.
We can diagnose all your
minor & major diesel repair
needs down to the most diffi-
cult troubleshooting issues.
associatedfuelsystems.com

Auto Doctor, Inc.

770-479-9339

Canton, GA - We are a col-
lision center. We work on all
makes & models. Restorations
of cars & trucks. Free Esti-
mates

autodoctorstore.com

Auto Parts R Us

478-275-2877

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

Auto Tech & Body Work Inc.
404-363-1277

Excellent Service, always
willing to work with you.

AutoZone

866-727-5317
AutoZone Sales Center
autozone.com
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Car-Part.com
859-344-1925
Vehicle Part Sales
car-part.com

CooperTire

419-889-2083

For Sales - Kevin Kummerer
us.coopertire.com

Matthews Garage, Inc
770-382-0900

Family owned and operated
business, servicing North
Georgia for over 50 years.
matthewsgarage.com

MB Resources LLC
706-265-4587

Full service mechanic shop
that serves the North Georgia
area

mbresourcesllc.com

Mr. Perfect Customs
678-540-7750

Your one stop shop for all your
auto upholstery, custom paint,
car stereo, window tinting and
auto security needs in metro
Atlanta.
mrperfectcustoms.com

Mundy’s Collision Center
770-962-0169

Located in Lawrenceville, GA
- is an all-inclusive body shop
and collision repair center
mundyscollision.com

North Point Upholstery
770-642-0440

One of the best known uphol-
stery shops in the area.
northpointupholstery.com

Peach Stateambulance, Inc
800-553-7724

Ambulance Sales andambu-
lance Parts
peachstateambulance.com

Pull-A-Part, LLC

404-607-7000

The Rolls Royce of do-it-your-
self used auto part superstores.
pullapart.com

Rodfathers Collision Center &
Sales

706-453-2881

Greensboro, GA - Full Service
Mechanical, Detailing, Paint-
less Dent Repair, Automotive
Glass Replacement, Free
Estimates

Simpson & Simpson LLC
770-532-4013

One of the largest inventories
of used heavy duty truck parts
and heavy duty truck body
parts in Hall County.
simpsonandsimpsonllc.com

Southern Pik-A-Part Of
Columbus

706-689-1313

We are the cutting edge of the
full service used auto parts
industry! Lowest Pricing
Guaranteed!

spap.us

Speedy’s U PULL A PART
229-436-1502

Your one stop junkyard for

all your parts needs. We have
the option of you pulling your
own parts or we will pull your
parts.

The Parts Farm

912-526-3080

Call us today about putting an
engine kit together for your
street rod, retro conversion or
kit car!
stores.ebay.com/thepartsfarm

Utility Trailer Sales of Georgia
888-489-4966

Transportation Trailer & Parts
Sales

utilityofgeorgia.com
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Pre-Employment

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

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

Promotional &

Marketing

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

Accessory Distributing Co Inc.
770-745-8446

Key Tags, Chemicals, Pin
Stripping, Magnets
yeagersadc.com

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

Meeting Street Graphics
205-497-0520

Personalized Drive-Out Tags
cartags4less.com

Reconditioning &
Accessories

Accessory Distributing Co Inc.
770-745-8446

Key Tags, Chemicals, Pin
Stripping, Magnets
yeagersadc.com

Advance Chemical Products
770-424-8300

Detail Supplies
acpcarwash.com

Ardex of Atlanta Inc.
770-279-6161

Chemicals, Automotive Parts
& Accessories

Usedcarsupplies.com
770-448-6982
usedcarsupplies.com

We Buy & Sell Key Fobs
402-964-2441

We Buy Your Unwanted
Keyless Entry Remotes
webuykeyfobs.com

Rental Car Business

Associated Car Rental Systems
770-948-1731

Rent-A-Car Training &
Insurance

ronwidener.com

Independent Car Rental
800-348-3624

Rental Software & Insurance
independentcar.com

Rental Car Companies

Avis Rent A Car Systems, Inc.
770-926-9294

Vehicle Rentals

avis.com

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

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

RDR Car Truck & Van Rental
229 924-6330

Affordable and reliable rental
services for cars, trucks, vans,
suv’s, and moving trucks.
rdrrentals.com
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Repossession & Skip
Tracing

Hill & Associates Of GA, Inc.
770-499-1801

Automobile Repossessions
hill-assoc.com

Reponotice.com

502-387-5485

Repossession Document
Management system designed
to streamline the process of
recovering & collecting on a
bad debt.

Reponotice.com

Victory Recovery Services, Inc.
866-945-2855

Nationwide Skip Tracing &
Repossession

VIS-COrp.com

Satellite Radio

SiriusXM Radio

866-635-5027

Satellite Radio & Online Radio
Service

siriusxm.com

Service Contract

Providers, Warranty

ADS of Georgia
404-316-3299
Extended Warranty
adsfi.com

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

Diamond Warranty Corp
800-384-5023

Extended Automotive War-
ranty Coverage Plans &
Aftermarket Vehicle Warranty
Provider
diamondwarrantycorp.com

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

Patriot Automotive

Consulting

704-953-6549

Service Contracts, Portfolio
Acquisitions, Reinsurance &
Profit Sharing
patriotautomotiveconsulting.com

Penn Warranty Corp
800-356-9441

Service Contract Provider
pennwarrantycorp.com

Preferred Warranties
800-548-1121
Warranties
warrantys.com

See our ad on page 33.

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

Strategic Dealer Services
214-838-1212

Warranty & Marketing for the
BHPH Dealers

sdealers.com

Wells Fargo Dealer Services
770-250-2405

Services, Warranty Solutions
wellsfargodealerservices.com

Social Media &/or
Online Reputation

Monitoring

Professional Mojo LLC
866-611-2715

Online marketing portfolio
creation and management
professionalmojo.com

Trade Buddy

912-324-4302

A social network platform for
car dealers and wholesalers
tradebuddy.com

Tax Commissioners

Chatham County Tax
Commissioner
912-652-7110

Tax Commissioner
tax.chathamcounty.org

Title Services

Avanco Tag & Title Service
404-768-7162

Title and Registration Services
avancotagtitle.com

DealerTrack-RTS / Tri Vin Inc.
888-346-3087

Paper & Electronic Vehicle
Title Admin - Liens and Title
Management
us.dealertrack.com

Ron E. Widener & Associates
770-941-0293

Title Processing, Dealer Tags,
Title Bonds, & Training
ronwidener.com

See our ad on page 17.

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

Tags &Titles, Inc.
770-552-8227

Tag & Title Service
tagstitles.com

TitleTec an AutoPoint Company
877-684-4958

Business, Title & Registration
Software

titletec.com

See our ad on page 14 & 42.

Towing & Vehicle

Transportation

Amerifleet Transportation
404-432-4611

Vehicle Transportation and
Temporary Storage of Vehicles
amerifleet.com

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

RouteOne, LLC
248-229-5170

Automated Vehicle Value
Tools

routeone.com

Vehicle History
Reports

Auto Data Direct, Inc.
850-877-8804

Vehicle Database Searches
add123.com

Vehicle Modifications

Adaptive Driving Solutions Inc
706-364-2688

Quality new and used hand-
icap vans and scooter lifts
designed to accommodate
your individual needs
augustamobility.com

Adaptive Mobility Systems, Inc
770-674-0776

Adaptive Mobility Systems
was incorporated in Georgia
in 1979 and has been building
wheelchair accessible vans
since.

maxvan.com

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

Custom Mobility Van & Lift Sales
& Services LLC

706-353-1099

Conversions, Hand Controls,
and Wheelchair Lifts
custommobility.net

Peach Stateambulance, Inc
800-553-7724

Ambulance Sales andambu-
lance Parts
peachstateambulance.com
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AUTO INFORMER BRIEFS

Reprinted courtesy of Georgia Auto Inform-
er, Issue 14

Reacquired Vehicles:
What Do You Have To
Tell Consumers?

Georgia dealers that sell vehicles which
were previously reacquired under a state
Lemon Law have disclosure obligations to
the first consumer who purchases or leas-
es the vehicle after it is put back into the
stream of commerce. The notice require-
ments detailed below do not apply to sub-
sequent purchasers or lessees. Prior to your
transfer of a reacquired vehicle to the first
purchaser or lessees you must:

1. Provide the consumer the reacquired
vehicle notice form. This form and its
contents are prescribed by the Attor-
ney General’s Office.

2. Allow the consumer an opportunity
to read the form in its entirety. Bury-
ing the form in a stack of papers and
rushing the consumer through the ex-
ecution process does not meet this re-
quirement. This form contains import-
ant information, such as the reasons
the vehicle was reacquired and the ex-
istence of the manufacturer’s warranty
of the lemon law defect.

3. Sign the form. Assuming the consumer
decides to purchase the vehicle, both a
dealer representative and the consum-
er must sign the form; and

4. Give the consumer the original of the
form to take with them when they
leave the dealership. You must retain a
copy for your records and then provide
a copy of the completed form to the At-
torney Generals office within 30 days
of the transaction.

Remember, it is not sufficient to simply
hand the consumer the form after he or she
has executed purchase or lease documents
and ask for a signature. Furthermore, the
particular form mandated by the Attorney
Generals office must be used - another
state’s form is insufficient. Failure to com-
ply with any of the above requirements is a
violation of the FBPA.
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Other Considerations:

As always, you should ensure the verbal and
written representations made to consumers
are accurate. While you are not required
to provide the reacquired vehicle form to
subsequent purchasers or lessees, if you
know a particular vehicle has been reac-
quired, you cannot misrepresent this fact to
any consumer, first purchaser or not. Fur-
thermore, when responding to questions
or offering information about these types
of cars, be careful to avoid generalizations
that may downplay the seriousness of po-
tential defects or mislead consumers as to
the vehicle’s history. For instance, while ve-
hicles are reacquired for numerous reasons,
it would be misleading to generalize that
reacquired vehicles are usually taken back
by the manufacturer for non-safety related
issues, when in fact, vehicles are reacquired
for safety concerns. Such a representation
would be particularly concerning if the
specific vehicle the consumer is looking at
was recalled for brake failure or some other
safety defect.

Certified Used
Vehicles: Be Careful
Your Certified Car
Matches Your Manu-
facturer’s Standards

Manufacturers generally tout their certified
vehicles as superior quality autos that have
been extensively inspected and subjected to
stringent reconditioning procedures. For
example, these vehicles are generally rep-
resented as having undergone exhaustive
reviews, often through the use of detailed
checklists or repair sheets. In addition to
overall representations about the high qual-
ity of these cars and trucks, certification
programs usually highlight specific criteria
used in the selection process, such as only
allowing the certification of vehicles with
certain mileage or model years. A dealer-
ship can find itself facing potential liabili-
ty under the FBPA if it advertises and sells
certified vehicles that do not actually meet
or comply with the manufacturer’s stan-
dards and requirements for certification.
Although there may be other unfair or de-

ceptive practices related to your handling of
these vehicles, below are several consider-
ations of which you should be particularly
aware:

Ensure Compliance with Certification

Criteria:
At a minimum, a certified vehicle must
meet the criteria described in the relevant
certification program. For instance, if a ve-
hicle must be of a certain age and mileage
with no history of any unibody or frame
damage, you must ensure any vehicle you
are certifying meets these criteria.

Ensure Compliance with General

Program Representations:
Because of the type of advertising that gen-
erally surrounds a certified vehicle, a con-
sumer reasonably expects a higher than
average quality used car. Therefore, even
if the manufacturer’s criteria would allow
vehicles with certain conditions to be sold
as “certified,” under certain circumstances
some vehicles may not meet the standards
that have been advertised to consumers.
Consider the following examples:

a) Accident History. A particular manu-
facturer, based on its own criteria, permits a
dealership to certify a vehicle that has been
involved in an accident so long as the vehi-
cle is properly repaired. Depending on the
type of damage sustained and the quality of
the repair work, it might not be deceptive
to certify that vehicle. However, it could be
deceptive to certify that same vehicle if it
had sustained very significant damage or
numerous accidents. Under those facts, it
may be unfair to characterize the vehicle as
the type of “high” or “superior” quality ve-
hicle that is usually certified.

b) Open Safety Recalls. Your manufactur-
er might not require you to repair a vehicle
with an open safety recall before certifica-
tion. However, given the certification pro-
gramss literature highlighting your detailed
inspection of everything from mechanical
to cosmetic considerations, no consumer
reasonably expects a certified vehicle to
have an unresolved safety issue. At the very
least, failure to disclose the existence of the
recall prior to sale or lease is a violation of
the FBPA. B
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Trump to the CFPB - “You're Fired!”¢??

BY THOMAS B. HUDSON, PARTNER HUDSON COOXK, LLP.

The question of the hour for BHPH and for
independent dealers and the finance com-
panies that buy their installment sale con-
tracts is the effect of a Trump presidency on
the business of selling cars on credit. The
short answer is that no one really knows,
but that doesn’t mean that speculation on
the topic is necessarily blind.

Of course, I didn’t predict a Trump win,
so you might give some consideration to
whether my thoughts are worth listening
to. T'll leave that one up to you.

With that in mind, here, in no particular
order, are a few thoughts on the topic.

First, I don’t think the CFPB will go away.
Even the House Republicans’ proposal to
restructure the CFPB doesn't call for abol-
ishing it, but instead involves replacing the
single director with a five person commis-
sion, bringing the Bureau’s budget under
congressional control and putting some re-
strictions on its rulemaking and guidance
processes. Elizabeth Warren would have
pressed Clinton to veto that measure in a
New York (or Massachusetts) minute. With
a Trump victory, the proposal has some
legs.

Second, the proposed congressional limits
on the CFPB won't repeal the laws and reg-
ulations that have been involved in nearly
all of the Bureau’s attacks on the car sales
and financing business. The Truth in Lend-
ing Act and Regulation Z, the Consumer
Leasing Act and Regulation M, the Equal
Credit Opportunity Act and Regulation
B, the Fair Debt Collections Practices Act,
the Fair Credit Reporting Act, the Gramm-
Leach-Bliley Privacy Act and its regulations
— laws that have been on the books in some
cases for nearly 50 years — are not going to
go away.

These laws and regulations have formed the
basis for nearly all of the CFPB’s enforce-
ment actions in the car finance space - the
Bureau has been relying primarily on its
enforcement authority and has not been is-

suing new regulations aimed at dealers. All
of these laws were enforced by other fed-
eral agencies before the CFPB was formed.
Even if the CFPB were to be abolished out-
right, the enforcement responsibility for
these laws, and probably the personnel at
the CFPB doing the enforcement work, al-
most certainly would be transferred back to
the original agencies.

Third, even with the presidency and both
houses of Congress in the hands of the Re-
publicans, the Democrats are not power-
less. Senate rules call for a 60-vote majority
before a vote can occur on most legislation.
The Republicans won't have those 60 votes,
and you can count on the Democrats clos-
ing ranks to try to stop any of their num-
ber from supporting the other guys. Id
like to be a fly on the wall listening to some
Democratic senator explaining to Elizabeth
Warren why he feels it is necessary for him
to side with the Republicans. We may see
some legislation, but it will likely involve
enough compromise to satisfy the minority.
Fourth, don’t look for Trump to tell Di-
rector Cordray, “You're fired” The Dodd
Frank Act established the Bureau with a
single director who could not be fired other
than for cause. The opinion in the recent
PHH case in effect changed that, holding
that the Director serves at the pleasure of
the President, and can be fired for any rea-
son. But Trump will get a serious fight if
he tries to assert such power before the case
has gone through the appellate process. I
doubt Trump wants to start his presidency
by picking a high-profile fight with Cor-
dray. Even if he won the fight, the politi-
cal payoff would, in my view, be negligible.
More downside than upside.

Fifth, remember that Trump claims, rather
improbably, that he’s for the little guy. The
Bureau’s says its mission is to protect the lit-
tle guy from the flim-flamming of rapacious
creditors. Is Trump going to take the “New
Cop in Town” off the beat? Unlikely, I think.

So, there’s my two cents. If I'm wrong, T'll
cheerfully return your money. B

GIADA Election Response
As were many across the country, our
GIADA leadership was surprised by the
outcome of the 2016 Presidential elec-
tion. A GOP sweep was not the result
many had anticipated. There has already
been speculation about how the Trump
administration might view legislation
and regulations that affect financial
transactions.

Recently, the U.S. Court of Appeals for
the District of Columbia Circuit found
the “structure” of the controversial
Consumer Financial Protection Bureau
(CEPB), a government bureau that “pro-
tects consumers from unfair, deceptive,
or abusive practices” to be unconstitu-
tional. While this ruling will likely be
appealed to the U.S. Supreme Court, we
are hopeful that a favorable ruling would
spare dealers from some onerous and
undo regulatory decisions.

The election could have repercussions
regarding this ruling and other regula-
tions from the CFPB as well as other var-
ious governmental agencies.

We are 100 percent committed to cus-
tomer transactions that are fully trans-
parent, honest, and fair. We also welcome
any opportunity for discussions with reg-
ulatory agencies to give our members a
greater opportunity for success.

NIADA leadership is developing a strat-
egy to work with the incoming adminis-
tration; I will make all of our GIADA re-
sources available to bring about positive
change for our industry.

-Paul John, Executive Director, GIADA

Tom (thudson@hudco.com) is a partner
in the law firm of Hudson Cook, LLP. For
information, visit counselorlibrary.com.
Copyright CounselorLibrary.com 2016, all
rights reserved. Single publication rights
only, to the Association. (11/16). HC# 4815-
3534-9052 v.1
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NATIONAL NEWS ROUNDUP

Below is a roundup of industry related news
articles from across the country. You may vis-
it our website at giada.org/magazine-archives
for links to the full articles.

Used Cars Slip Past Recall Safe-
guards, Putting Drivers in Danger
New York Times

Used vehicles sold with open recalls and se-
rious safety issues garnered the attention
of the New York Times, which published a
1,200-word investigative article on the topic
on October 26. Noted in the article were the
deaths of at least 15 people whose deaths were
attributed to faulty Takata airbags that had
not been replaced on the vehicles despite re-
call notices.

A 50-year-old Riverside, Calif., woman was
killed in August when the 2001 Honda Civic
she was driving was struck by a pickup and
the airbag failed to deploy. The article states
the vehicle had been sold three times at auto
auctions before being purchased by her son
from an acquaintance.

The article noted that efforts to introduce
tougher laws to stop used car sales with open

recalls have “languished in Congress, under
lobbying pressure from the used-car industry’”

The article quotes Bernard Brown, a consum-
er protection lawyer in Kansas City, Mo., who
has closely followed auto auction companies.

“Auctions are where dealers who would be
uncomfortable selling damaged and defective
cars directly to their customers will unload
to other dealers who do want to sell them,
Brown said.

Longtime automotive safety advocate Rose-
mary Shahan was very direct in her com-
ments.

“Anytime they conceal a material defect, thats
fraud,” said Rosemary Shahan, the president
of the nonprofit Consumers for Auto Reliabil-
ity and Safety.

A spokesman for Manheim, which process-
es 7.5 million cars a year, said the company
encouraged sellers to disclose recall infor-
mation. There was “no realistic way” for the
company to force dealers to disclose safety
defects, said the spokesman, Chintan Talati.

Lrazer
Powertul

Dealer Management Software

888-963-5369
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Shawn Petersen, senior vice president with
the NIADA said the association advises its
members “that if a fix is available then our
dealers follow that process”

“And if a fix is not available, then certainly
it’s in your best interest and best practices to
disclose”

To view the full article:
http://www.nytimes.com/2016/10/27/
business/takata-airbag-victim-car-auction.
html? r=0

Auto Lenders Have New Reason to
Worry

Wall Street Journal — October 26, 2016
Several large automotive finance firms have
warned that values of used vehicles are likely
to weaken which will lead to higher losses on
loans with vehicles used as collateral, accord-
ing to a Wall Street Journal article.

Automotive loan balances topped more than
$1 trillion for the first time ever this year, and
while default rates remain low, finance com-
panies have seen an uptick, making the cred-
it markets nervous, and manufacturers and
new and used retailers take notice.

According to the report, Ally Financial Inc.,
the second-largest auto-loan lender by vol-
ume, said it began to see used-car values fall
in the third quarter. The firm’s chief financial
officer described it as, “An increase in loss
severity during the quarter, particularly with
lower recovery values on our repossessions.”

Capital One Financial Corp. said it boosted its
provisions against loan losses, citing growth
in auto-loan originations, expectations that
charge-offs would gradually rise and used-ve-
hicle values would decline. Earlier this year,
J.P. Morgan warned about a weakening auto
market and the potential for used-car prices
to drop. Indeed, prices of used cars that are
up to eight years old are down 3.6% in 2016
through September versus the same period a
year earlier, according to the NADA Used Car
Guide, a division of ].D. Power.

All this is occurring as more off-lease vehicles
are hitting the wholesale marketplace. The
number of cars coming off of leases this year
is expected to hit 3.1 million, up 33% from a
year earlier, according to the NADA Used Car
Guide.

With higher default rates and more off-lease



vehicles, dealers could see much greater ve-
hicle availability and lower prices. Howev-
er, they may also see fewer retail sales as a
result of tightened credit.

To view the full article:
http://www.wsj.com/articles/auto-
lenders-have-new-reason-to-wor-

ry-1477512178

At least 3.2 million used-car
sales likely for October

Auto Remarketing

Used car sales for the month of October
should have topped 3 million units, ac-
cording to both TrueCar and Edmunds.
com. Their forecasts indicate a 10.5 per-
cent year over year increase over 2015, and
a 38.7 SAAR, about even with September’s
figures.

On a dealer level, the latest quarterly pre-
sentation from Cox Automotive chief econ-
omist Tom Webb — citing the National Au-
tomobile Dealers Association — predicts that
franchised dealers will sell more than 15 mil-

NATIONAL NEWS ROUNDUP

lion used units this year, while independents
will sell more than 14 million.

To view the full article:
http://www.autoremarketing.com/retail/
least-3-point-2-million-used-car-sales-like-
ly-october

Here are the 8 most reliable car
brands in America, according to
Consumer Reports

Business Insider

Consumer Reports announced the results of
their latest Annual Reliability Survey. At the
top of the list, Lexus and its parent brand,
Toyota, repeated their 1-2 finish from last
year’s survey, with Buick being third, accord-
ing to Business Insider.

The 2017 Consumer Reports Annual Reli-
ability Survey is based on information gath-
ered from the publications subscribers who
have “owned or leased over half a million ve-
hicles, from model years 2000 to 2016, with a
smattering of 2017s, covering more than 300
models”

The top eight were: Lexus, Toyota, Buick,
Audi, Kia, Mazda, Hyundai and Infiniti.

To view the full list, visit: http://www.
consumerreports.org/car-reliability/car-
brands-reliability-how-they-stack-up/

The most dangerous cars in
America

24/7 Wall St./ USA Today Content Partner
The average light vehicle on the road today
was manufactured in 2003 or 2004. While
cars built today usually meet the highest of
safety standards, there are a number of vehi-
cles built more than a decade ago that are rel-
atively unsafe, according to an article by 24/7
Wall St.

Insurance Institute for Highway Safety crash
tests were recently reviewed and a list of the
most dangerous vehicles on American high-
ways today was released. Among them are:

1. 200-2005 Dodge Neon

2.1996-2005 GMC Safari
3. 2001-2006 GMC Sierra 1500 ®
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Nurturing Customer Loyalty Through
Your Social Community

By Michelle Meagher, Managed Services digital campaign coordinator at Dealer.com

With 95 percent of today’s car shoppers
beginning their vehicle path-to-purchase
online, the importance of delivering an en-
gaging, connected digital experience to po-
tential customers is more critical than ever
before.

But how can you set your dealership apart
from the rest when everyone faces the same
challenges and opportunities? Sometimes,
messaging that exists on the periphery of
typical dealership marketing campaigns
can make all the difference in attracting
and maintaining customers. It can also be
the key factor in creating repeat purchas-
ers — those devoted to your dealership that
consider your business a loyal partner.

For example, communicating your dealer-
ship’s involvement in your local commu-
nity via social channels nurtures customer
relationships and loyalty, and can greatly
support other marketing efforts. While
attractive deals and pricing are obviously
important components, a sound commu-
nity management strategy, one that builds
strong dealership ties to the local commu-
nity, can greatly improve customer demand
through awareness and interest. People
want to support a business that demon-
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strates involvement and investment in its
local community.

Here are three tips for an optimized social
presence:

1. Introduce your dealership team.

The word “face” is in the very name of the
world’s most popular social network. Why
not showcase your dealerships team and
put faces behind your brand. Facebook is
a great mode to introduce your dealership
team. From the general manager to your
newest service technician, you choose the
individuals, departments, or the entire
staff on which to focus. Make it a weekly
social event and post on the same day. Cre-
ate a name for the posts and hashtag them.
#TipTuesday.

2. Volunteer and fundraise to benefit a cause
within your community.

Social media and corporate social respon-
sibility (CSR) go together well, and not just
because they have a word in common. It’s
critical to highlight your dealerships CSR
on your website, and a really good prac-
tice to continue the conversation on social
channels. Post photos, updates, and stories
involving the cause and your efforts. Get

> &

customers involved by engaging them in
the social conversation. In addition, broad-
cast your charitable fundraising efforts.
You can host contests, raftles, and games on
social media - great for both raising funds
and generating customer engagement.

3. Promote your dealership’s differentia-
tors.

What makes your dealership unique?
Why is it different than the one down
the street? Let’s take a dog-friendly deal-
ership, for example. Not all dealerships
welcome them. But if your dealership
does allow dogs inside the showroom, let
the world know on social media. Craft a
quick write-up about “Max, the Golden
Retriever, his human,” and the new truck
they bought from your dealership, and
snap a photo or two of the happy (and
possibly panting) new owners next to or
inside of the vehicle. Make the dog the
star of the story, and post it.

Social media is the perfect medium to keep
your dealership relevant to both new cus-
tomers and those that have bought from
you. You do a lot more than just sell cars.
Make sure your community knows about
all of the ways in which you are involved. B



Large Print Offers Vs. Small Print Disclaimer

AUTO INFORMER BRIEFS

Reprinted courtesy of Georgia Auto Informer, Issue 14

Advertisements should always be in clear
language, reflect truthful and accurate in-
formation, and be free from any misleading
representation, express or implied. Fur-
thermore, ads will be considered deceptive
if they fail to clearly and conspicuously
state material terms and conditions. Con-
sider the following examples:

e Misleading Monthly Payments: An ad
claims a vehicle is available for purchase
at “only $59 a month!” The ad fails to
disclose or only discloses in tiny print
that the $59 payment is limited to sev-
eral months before significantly higher
monthly payments become due for the
remainder of the term. Failed disclosure

or inadequate disclosure, like the use of
small font at the bottom of an advertise-
ment, is deceptive. You should also note
that advertising certain finance terms,
such as a monthly payment, implicate
federal disclosure requirements under
the Truth in Lending Act (TILA) and
must be included. (See pages 8 & 9 of the
AAEP for more information on TILA re-
quirements).

Sales v. Leases: An ad tells custom-
ers they can “drive for $199 a month”
The ad also states in small font, buried
among numerous unrelated disclosures,
that the advertised offer is a lease, rath-
er than a sale. Like the first example,
this claim is deceptive for failure to in-

clude material infor-
mation. Also, like the
above example, certain
federal disclosure
requirements are
required because the
ad  references  the
amount of a payment
on a lease. (See pages
9 &10 of the AAEP for
more information on
the Consumer Leasing
Act’s disclosure require-
ments). W
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Copart Announces Land Expansion and
Activation across Five States in Response
to Hurricane Matthew

In addition to new land added in re-
sponse to Hurricane Matthew, Copart
has already announced expansions of
existing locations in Florida and North
Carolina, along with a new location in
Georgia this year. The land has provid-
ed Copart the capacity needed to meet
immediate demand brought on by ex-
treme weather.

In addition to adding acreage to their
operations, Copart continues to achieve
operational excellence during times of
need with their Catastrophe Response
Team (CAT Team), a group of elite em-
ployees who are ready and willing to
respond to weather-related catastrophes
at a moment’s notice. The CAT Team
includes mobile command centers that
are equipped with generators and satel-
lite technology as well as the Copart Ca-
tastrophe Response Fleet comprised of
haulers that each carry four cars. These
industry-leading resources allow Co-
part to quickly mobilize and overcome
challenges presented by catastrophes in
order to help communities recover and
return to normal more quickly.

.eﬁ

COMMUNICATIONS

“Not only do we strive to provide an un-
matched experience, but we are always
looking to contribute to the safety and
quality of life of our local communi-
ties,” said Sean Eldridge, Copart’s Chief
Operating Officer. “In preparation for
Hurricane Matthew, our team was put
on alert, and our dedicated CAT Team
did what they do best - responded and
assisted while operating at the highest
level.”

Last year, the CAT Team responded to
flooding in Columbia, South Carolina,
and most recently, the CAT Team re-
sponded to record-breaking flooding in
the Baton Rouge area.

In addition to helping communities
during catastrophes, Copart supports
numerous local, regional and national
charities. To learn more about Copart in
your community and nationwide, please
visit TeamCopart.com.

Copart operates in the United States,
United Kingdom, United Arab Emir-
ates, Bahrain, India, Sultanate of Oman,

Spain, Canada, Brazil, Germany, and
the Republic of Ireland. In 2015, Copart
was ranked number one on Deloitte’s
“The Exceptional 100” list which re-
views publicly traded companies. B

Copart, founded in 1982, provides vehi-
cle sellers with a full range of remarket-
ing services to process and sell salvage
and clean title vehicles to dealers, dis-
mantlers, rebuilders, exporters and, in
some states, to end users. Copart remar-
kets the vehicles through Internet sales
using its VB3 technology. Copart sells
vehicles on behalf of insurance compa-
nies, banks, finance companies, fleet
operators, dealers, car dealerships and
others as well as vehicles sourced from
the general public. Copart links sellers
to more than 750,000 members in more
than 150 countries worldwide through
its multi-channel platform. For more
information, or to become a Member,
visit www.copart.com.

h A POWERFUL ARRAY OF NEW
ADVERTISING OPPORTUNITIES

Visit www.giada.org

Call for details today!

Magazine Ad Sales & Vendor Relations
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3 Essential Steps to Maximize
Gross Profits on Auction Cars

o ﬂ-_-__'_'_"‘-—-—.._
M E BY DALE POLLAK, CHAIRMAN AND EOUNDER OF VAUTO, INC.
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If you ask dealers for their top complaint
about the used car business, many will say
it’s difficult, if not impossible, to acquire
wholesale vehicles “on the money.”

Dig a little deeper, and the root of the com-
plaint becomes clear—dealers believe they
can’t make the gross profit they would like
to see in their used vehicle department,
particularly on units they acquire from
auction.

Part of the complaint owes to market con-
ditions. Front-end grosses on most used
vehicles simply aren’t what they used to
be, thanks to increased price transparency.
National Automobile Dealers Association
data shows that the front-end gross profit
as a percentage of the sales price of used
vehicles has declined 20 percent over the
last several years and, judging from recent
industry reports, the downward trend con-
tinues.

But I would submit that the real reason
dealers find auction cars profit-problemat-
ic owes to the ways they identify, purchase
and manage these vehicles as part of their
broader inventory management strategy.

Let’s take a closer look at each:

dentify: It used to be OK to just go to

the auction and buy some cars. Not
anymore. The market’s too competitive,
transparent and volatile for such gut-driv-
en guesswork. The best dealers today know
exactly what they plan to buy before they
spend any time in the lanes or online.
They are extremely precise, as well, plac-
ing the highest priority on cars that meet
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the color-, condition-, equipment-, mile-
age- and profit-parameters that fit their
market. Most use technology and tools
to achieve this level of precision, purpose
and specificity with their auction buy lists.
It shouldn’t be too surprising that dealers
who operate in a less sophisticated manner
often have the most difficulty finding the
right cars.

Purchase: Today’s best dealers approach
the purchase of an auction unit the
same way. It’s a dispassionate, stone-cold
analysis. They assess whether they can
buy the car they need on the money, with
precise knowledge of the profit to expect,
given how much they’ll pay for the car and
put into it. They use technology and tools
to estimate all the cost inputs—acquisition
price, packs, post-sale inspections, trans-
portation, and other fees, and determine
their potential gross before the bidding
starts. Likewise, these dealers are disci-
plined. They rarely purchase outside their
pre-set parameters and, when they do, they
have a very good reason.

D 1 anage: Top-performing dealers know
that, in today’s market, auction cars

represent their most costly and risky used
vehicle investments. This understanding
drives the care and precision they apply
to consistently knowing the right cars and
buying them on the money. But this un-
derstanding carries further—to each day
and every stage the dealer owns this more
costly and risky investment. Auction cars
get more attention and scrutiny in recon-
ditioning, in online merchandising and in
the ongoing reviews of asking prices com-
pared to trade-in vehicles.

This level of extra-scrupulous manage-
ment oversight is necessary to maximize
profit and minimize risk. As one dealer
put it, “I don’t like to have any over-age ve-
hicles in my inventory, but I absolutely hate
it when we let auction vehicles age. More
often than not, we end up with a loss we
could have avoided.”

Dealers who strive to heed these three best
practices will typically find improvements
in their front-end gross profits. Such gains
stand to reason: They’ve got the right cars,
they bought them correctly and they’ve
done everything they can to maximize
each unit’s return on investment.

These dealers may still believe that front-
end gross profits aren’t what they should
be for auction-sourced inventory.

But this belief is more of a commentary
on current market conditions, and the all-
points effort that’s now required to opti-
mize used vehicle performance and prof-
itability. These dealers understand there’s
money to be made with auction vehicles if
you have the fortitude and know-how to
make it. B

In addition to being a best-selling author
on Used Car Sales in his book Velocity,
Dale Pollak is the chairman and founder
of vAuto, Inc., a company that provides
retail automotive dealerships with a better
way to appraise, manage and price their
pre-owned vehicle inventory. In addition
to serving as vAuto’s spokesperson, Dale is
responsible for strategic planning and de-
velopment.
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How to Support Your Content
Marketing Strategy With Big Data

Make big data and your goals work together to shape content marketing that yields real results

By Jenny Prikockis, Inbound Marketing Copywriter at Stream Companies

In the context of your dealership’s content
marketing plan, keeping a pulse on what’s
written in the big data stars can help you
to keep your strategy in check, make sure
that youre maximizing customer engage-
ment and reach, and ultimately help you to
sell more cars.

Let’s take a closer look at how you should
be using big data to support your dealer-
ship’s content marketing strategy.

You need content marketing

Next to a home, buying a car is one of the
biggest investments that your customers
will make in their lifetimes. And in today’s
digital-driven realm, theyre going online
to do their research.

How much research? A Cars.com study on
digital’s influence on automotive shopping
behavior found that although the average
car shopper is swayed by six to seven infor-
mation sources, that person relies on one
or two at the most to make a decision. The
resources shoppers consider most influen-
tial, helpful, and trustworthy are the ones
that get the sale.

By providing your website’s visitors with
the educational content they want and
need at each stage of their car research,
content marketing works to create touch
points with your customers-to-be. This
allows them to build trust in your dealer-
ship as a thought leader in the automotive
space.

Take big data with a grain of salt

Big data can be summed up as: The indus-
try-wide developments in consumer be-
havior that are going well right now.

What will work for one industry won’t nec-
essarily work for another, and sometimes it
can seem like big data scientists are getting
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Marketing strategy
temperature check

Do you see reports on a monthly
basis that show results from your
marketing agency’s efforts? If
not, you should. You should also
be kept in the loop about what
actions come out of reviewing
each area’s performance (SEO,
PPC, and social). It’s up to your
agency to actively apply its exper-
tise in order to change direction,
or press on and further embrace
areas of opportunity.

carried away with their numbers. What’s
realistic for your dealership may land far
outside big data’s mark. Because of this, no
matter what industry you’re in, big data
shouldn’t be the be-all, end-all to your
marketing strategy moves.

Instead, view big data as important, but
don’t let it cloud your own judgment. It’s
important to maintain perspective when
major industry developments hit by ap-
plying your own data intuition.

Your digital marketing agency should
provide you with steadfast monthly rec-
ommendations—a sound historical data
foundation of its own firsthand knowl-
edge of best practices that will work the
best for dealerships like yours. Take this
information and apply it in the scope of
your dealership’s performance and goals,
and keep big data sitting quietly in the
background as a supporting information
source.

Review your strategy often
Year after year, automakers refine and re-

design models to keep up with consumer
demand and advancements in technology.
The same should be true of your content
marketing strategy.

Each month, take a look at what content
performs best, what pages on your website
your buyers frequent the most, and what
keywords theyre searching to help you
create your strategy for the next month.

In day-to-day and big-picture strategy,
big data is a tool that can be called on for
strategy tweaks and changes.

You can’t expect your marketing strategy
to reach its full potential without paying
attention to its performance. Tune in to
how these programs are performing, both
month to month and year to year, and
you’ll be able to see what areas are leading
the pack, and which could use improve-
ment.

Now is the time to gear up for next year,
get reports on your marketing perfor-
mance from all sources, and see how you
can use your own data to make strategy
changes moving forward.

Content marketing: More than big data
More and more dealerships are realizing
that their websites need a robust content
marketing strategy. Finding the right
marketing partner that’s forged its own
knowledge base and proven its expertise
is key.

In the scope of connecting with your cus-
tomers and selling more cars, data of all
sizes comes into account: big data, your
data, and your goals. It takes all three
working together to shape a comprehen-
sive content marketing program that yields
real results, a busier showroom floor, and
more cars sold. B
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Attorney General: Hurricane Matthew May Leave
Owners Selling Damaged Cars, Trucks

Reprinted from Northwest Georgia News

Georgia Attorney General Sam Olens is
advising consumers who are buying used
cars to be wary of vehicles that might have
suffered flood damage as the result of Hur-
ricane Matthew.

Flood-damaged vehicles occasionally end
up on used car lots. Sometimes the vehi-
cle’s title will indicate “salvage” or “to-
taled,” but sometimes dishonest dealers
re-title the vehicle in another state and fail
to disclose the damage on the vehicle’s title
as required.

Jack Knight, owner of Knight’s Car Store,
1321 Martha Berry Blvd., said he didn't
think any of the dealers in the Rome area
would knowingly sell a flood-damaged
car. Knight said Hurricane Matthew cre-
ated a lot of problems for dealers in North
Carolina and South Carolina.

“We won’t buy one,” Knight said. “That
will show up on an AutoCheck or Carfax
report.”

Knight said unscrupulous sales agents
would most likely attempt to move
flood-damaged vehicles very quickly, be-

fore the data can show up on AutoCheck
or Carfax.

“We’re very conscientious when we buy
cars that they have clean titles,” said Tom
Sipp, owner of Sipp-Rome Motor Sales, 801
Shorter Ave.

Sipp said it would be more likely for a per-
son to sell a flood-damaged vehicle direct-
ly to another person rather than trying to
sell it to a dealer.

“They could sell that car and not disclose
it,” Sipp said. “They should always buy
their cars from reputable sources.”

If a vehicle’s body, engine, transmission or
mechanical parts have been submerged it
will probably have electrical problems, and
the brakes, airbags and computer system
may be impaired. Knight said some vehi-
cles have as many as 28 computer systems
onboard.

Knight said vehicles, which have been ex-
posed to water for multiple days, will ulti-
mately experience excess rust issues.

There are several things that you can do to

avoid buying a flood-damaged vehicle:

o Check the vehicle identification num-
ber (VIN). Auto insurers, salvage pools
that auction off totaled cars, and junk-
yards, recyclers and rental car compa-
nies in all 50 states will use the VIN
number to report total-loss vehicles
within 30 days. The VIN number can
sometimes be found underneath the
hood, on the dash, on the frame of the
door or on the title itself.

o Lookat the title. Check to see whether the
car has been branded as “flood,” “junk,”
“salvage,” “rebuilt” or “reconstructed.”

o Look for signs of flood damage. A
strong detergent smell inside the car or
in the engine may indicate that some-
one is trying to mask a mildew smell.
Rust and metal flaking are another red
flag. Check the upholstery, dashboard,
glove compartment, trunk, inner
doors, engine area and under the seats
and carpeting for mud or silt. Test and
retest the ignition, lights, wipers, air
conditioner, heater and all accessories.

o Have the vehicle thoroughly examined
by an independent mechanic before you
sign a contract or exchange any cash. B
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Here's a bright idea
for auto dealers.
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No Software to Install - 24/7 Support - Top Security
Apply Electronically for Titles
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Charge Separately for ETR Service
One-Click Integration with DMS Systems

NO MORE TRIPS TO THE TAG OFFICE

Check it out! giada.org/titletec-etr-system
Or, contact GIADA at 770-745-9650

TitleTec &

Compatible with Wayne Reaves Software. AutoPoint|TitleTec is a GIADA endorsed ETR provider.
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Digital Car Buyers Mean

More Showroom
Traffic, Not Less .

BY MICHAEL GORUN, FOUNDER, PERFORMANCE LOYALTY GROUP

There’s a big push in our industry right
now to bring as much of the car buying
process online as possible. Startups are en-
tering the space believing that consumers
want this ability and automotive vendors
of all sizes are creating products to facili-
tate that.

However, some dealers are afraid to
adopt these solutions for fear of loss of
control and decreased profits. It’s cer-
tainly much easier to sell product — espe-
cially the increasingly important prod-
ucts in F&I - if the customer is sitting in
front of you, rather than through some
website widget.

Today’s car buyers visit numerous web-
sites to gather information about vehicles
and many arrive at the dealership knowing
which vehicle they want and exactly what
they want to pay for it. That’s not going to
change. But what if I told you that the more
“digital” car buyers get, the more they ac-
tually want to visit your showroom? Well,
according to a recent study by Accenture,
that’s exactly what’s happening.

According to the study, 60 percent of dig-
ital car buyers stop at the dealership more
than twice before buying a vehicle, com-
pared to 47 percent of those consumers less
active online in the car buying process.

The ability to complete some of the car
buying process online is simply a way for
the digital customer to reduce the amount
of time spent physically at the dealership
completing the transaction. The report
suggests that the reason the digital cus-

tomer needs less time at the dealership is
that they’ve already made their purchase
decision online. But there seems to be a
contradiction here - how can a digital
customer visit the dealership more, yet
need less time at the dealership? The rea-
son is that by the point that they’re ready
to buy they have already gathered the
information they needed through dig-
ital sources AND have visited the deal-
ership multiple times in order to collect
physical information (view colors in per-
son, ask questions, compare trim levels
in person, test drive vehicles, have their
trade-in appraised etc.). So, at the point
they’re ready to buy, those widgets and
online car buying facilitation tools sim-
ply help them get ahead in the process.

However, decreased time at your dealer-
ship means you have less time to create a
relationship with the customer. If the in-
dustry transforms into a straight trans-
action-based business, then the customer
could potentially have no more loyalty to
your dealership than your competition.

How do you build a relationship with a
customer who wants to spend less time
buying a car? You begin to build that
relationship from the moment the cus-
tomer walks in the door. According to
the study, it’s much more likely that the
customer you just greeted is a digital
car buyer than a conventional one. Yet,
in many cases, our current road to the
sale focuses on exactly that... the sale.
Most manager introductions, service drive
walks and other relationship-building op-
portunities for dealerships happen AFTER

the sale. If you have a digital car buyer, you
may not have as much of an opportunity to
do these things.

Start building value in your dealership
from the moment the customer walks in
the door. Consider integrating service
walks and manager introductions into the
beginning of the sales process, not after
the customer buys a vehicle.

Perhaps then you have a better chance of
convincing the customer that they should
buy from you and should also bring their
vehicle back for service.

If they already know what they want, how
much they want to pay for it; what their
trade-in is worth; and every other piece of
information; then why start the whole pro-
cess trying to give them something they
already have? How about selling the deal-
ership first?

As online vehicle buying tools become
more utilized, this simple tweak in the
initial contact with a customer could
mean the difference between seeing them
again...

...or having them visit the most conve-
nient competitor. B

Michael Gorun is founder of Performance
Loyalty Group, a technology-based own-
er retention and loyalty company. He has
more than 25 years in operational service
management positions for Ford, Nissan
and General Motors. He can be reached at:
mgorun@performanceloyalty.com.
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COMPLIANCE TIPS

Thanksgiving’s just around the corner,
and we wish you and your families a
very happy holiday.

Here’s our recent harvest of legal devel-
opments in the auto sales, finance and
lease world. This month, we feature
developments from the Consumer Fi-
nancial Protection Bureau, the Federal
Trade Commission, and the Depart-
ment of Justice, as well as our “Case of
the Month.” Remember — we aren’t re-
porting every recent legal development,
only those we think might be particular-
ly important or interesting to industry.

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

Note that this column does not offer

legal advice. Always check with your
own lawyer to learn how what we report
might apply to you, or if you have ques-
tions.

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

Nicole Frush
Munro

Partner, Hudson
Cook, LLC
nmunro@hudco.com
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The CARLAWYER®

BY THOMAS B. HUDSON AND NICOLE FRUSH MUNRO

This Month’s CARLAWYER® Compliance Tip

This month’s compliance tip is easy. Take
a look at the FTC spot delivery enforce-
ment action described below. You can
bet that the FTC isn’t done with this top-
ic, and that other dealers’” spot delivery
practices will be targeted soon. Do you
like spending money on big fines to fed-
eral enforcement agencies? If not, take
your friendly lawyer to lunch and ask her
to review your spot delivery procedures.

Want a bonus tip? The actions below
dealing with service members highlight
the enforcement agencies’ interest in
protecting our men and women in uni-
form. Make sure you know the rules, not
only because you are required to but be-
cause it is the right thing to do..

FEDERAL DEVELOPMENTS

FTC Moves on Spot Deliveries. On Sep-
tember 29, the FTC charged nine Los
Angeles-area car dealerships and their
owners with a wide range of deceptive
and unfair sales and financing practic-
es. The FTC’s complaint challenged the
dealerships’ “yo-yo” financing tactics,
described as abusive spot deliveries.
The FTC alleged that the dealerships
packed extra, unauthorized charges for
“add-ons,” or aftermarket products and
services, into car deals financed by con-
sumers, used deceptive advertising prac-
tices, and used phony online reviews to
tout the dealerships and combat negative
consumer reviews. The FTC’s complaint
also charged the defendants with violat-
ing the Truth in Lending Act and Regu-
lation Z, and the Consumer Leasing Act
and Regulation M, for failing to clearly
disclose required credit information and
lease information in their advertising.

Repossessing Vehicles from Service
members. On September 29, the Justice
Department announced a settlement
with Wells Fargo Bank, N.A., d/b/a Wells

Fargo Dealer Services, for allegedly vio-
lating the Service members Civil Relief
Act by repossessing vehicles of protected
service members without court orders.
Wells Fargo agreed to modify its poli-
cies and pay over $4.1 million, including
$10,000 to each affected service member,
plus any lost equity in the vehicle, with
interest, and a $60,000 civil penalty to
the United States. Wells Fargo will also
delete the repossessions for the affected
service members’ consumer reports.

(More) Protecting Service members.
On September 29, the OCC also assessed
a $20 million civil penalty against Wells
Fargo Bank, N.A. and ordered the bank
to make restitution to service members
harmed by the bank’s alleged violations
of the Service members Civil Relief Act.
The OCC alleged that the bank failed to:
(1) provide the six percent interest rate
limit to active-duty service member ob-
ligations or liabilities incurred before
military service; (2) accurately disclose
service members’ active duty status to
the court via affidavits before evicting
them; and (3) obtain court orders before
repossessing service members’ cars. The
$20 million penalty reflects a number of
factors, including the duration and fre-
quency of alleged violations, the alleged
financial harm to service members, al-
leged deficiencies and weaknesses in the
bank’s SCRA compliance program, and
allegedly ineffective compliance risk
management. The OCC’s order also re-
quires the bank to take corrective action
to establish an enterprise-wide SCRA
compliance program to detect and pre-
vent SCRA violations.

Military Lending Act Exam Proce-
dures. On September 30, the CFPB is-
sued the procedures its examiners will
use to identifying violations of the Mili-
tary Lending Act rule. For most forms of
credit subject to the updated MLA rule,
the compliance date for the amended



regulation is October 3, 2016. Congress
passed the MLA to address a perceived
problem of high-cost credit as a threat
to military personnel and readiness. In
July 2015, the DoD issued a final rule
expanding the types of credit covered by
the MLA. The MLA protections extend
to active duty service members (includ-
ing those on active Guard or active Re-
serve duty) and covered dependents. Un-
der the Rule, creditors: (1) cannot charge
service members or covered dependents
more than a 36 percent “Military An-
nual Percentage Rate,” which generally
includes the following costs (with some
exceptions): finance charges, credit in-
surance premiums or fees, credit-related
add-on products sold in connection with
the credit extended, and other fees such
as application or participation fees; (2)
cannot require service members or cov-
ered dependents to submit to mandato-
ry arbitration or give up certain rights
under state or federal law, such as the
Service members Civil Relief Act; and
(3) cannot require service members or
covered dependents to create a voluntary
military allotment in order to qualify for
credit.

Federal Appeals Court Curbs the
CFPB. On October 11, in a case involv-
ing PHH Corporation, a mortgage lend-
ing company, the U.S. Court of Appeals
for the District of Columbia Circuit de-
clared that the CFPB’s structure, with a
single director to be removed only for
cause, violates the federal constitution,
and declared that the Director could be
removed by the President in the future.
The court also rejected the Bureau’s in-
terpretation of the Real Estate Settlement
Procedures Act and the applicability of
statutes of limitation to CFPB adminis-
trative actions.

Protecting Service Members. On Octo-
ber 11, the CFPB announced a consent
order against Navy Federal Credit Union
for its allegedly unfair and deceptive
debt collection practices to collect from
its members, including military ser-
vice members, Department of Defense
civilian employees and contractors,
and government employees assigned to

DOD installations, and their immedi-
ate family members. The CFPB alleged
that the credit union falsely threatened
legal action and wage garnishment,
falsely threatened to contact command-
ing officers if borrowers did not make
a payment, misrepresented the effect of
default on a borrower’s credit score, mis-
represented its ability to raise or lower
a credit score and to affect a borrower’s
access to credit, and illegally froze elec-
tronic account access after borrowers de-
faulted. The credit union agreed to pay
approximately $23 million in compen-
sation to affected consumers, modify its
debt collection practices, and pay a $5.5
million civil penalty.

CASE OF THE MONTH

Dealership Did Not Commit Fraud or
Breach Contract by Refusing to Sell Ve-
hicle for Incorrectly Advertised Price:
A woman saw a vehicle advertised online
by a dealership for $19,991. The woman
told the dealership that she wanted to
buy the vehicle at that price, but the deal-
ership told her that the advertised price
was a mistake and that the vehicle was
actually $36,991. The dealership offered
to sell the woman the vehicle “at cost,”
which was $35,000. The woman refused
the offer and sued the dealership for
breach of contract and violation of the
Illinois Consumer Fraud and Deceptive
Business Practices Act. The trial court
granted summary judgment for the deal-
ership, and the Appellate Court of Illi-
nois affirmed. The appellate court reject-
ed the breach of contract claim, finding
no valid and enforceable contract. The
advertisement did not serve as the basis
of a binding contract because it was not
an offer to contract and did not reflect a
price for which the dealership intended
to sell the vehicle. The appellate court
then addressed whether the dealership
committed fraud when it advertised the
vehicle without intending to sell it at the
advertised price. Even though the appel-
late court acknowledged that certain evi-
dence supported some of the elements of
a claim for fraud, it concluded that there
was no evidence the woman suffered spe-
cific actual damages. The appellate court

COMPLIANCE TIPS

rejected her argument that her damages
were the difference between the adver-
tised price and the appraised value of the
car. This case might be helpful in case
your dealership makes a similar mistake,
but sometimes seemingly small facts
can make a difference, and other courts
might analyze the issues differently. See
Burkhart v. Wolf Motors of Naperville,
Inc., 2016 Ill. App. LEXIS 630 (Ill. App.
September 21, 2016).

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

Tom (thudson@hudco.com) and Nikki
(nmunro@hudco.com) are partners in
the law firm of Hudson Cook, LLP. Tom
has written several books and is the pub-
lisher of Spot Delivery®, a monthly legal
newsletter for auto dealers. He is Editor
in Chief of CARLAW?®, a monthly report
of legal developments for the auto finance
and leasing industry. Nikki is a contrib-
uting author to the F&I Legal Desk Book
and frequently writes for Spot Delivery.
For information, visit www.counselorli-
brary.com. Copyright CounselorLibrary.
com 2016, all rights reserved. Single pub-
lication rights only, to the Association.
(11/16). HC# 4840-4686-8540 v.1.
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AUCTION
DIRECTORY

MONDAY

Copart Auto Auction

6089 Hwy 20

Loganville, GA 30052
770-554-6366

12:00pm Dealer & Public Sale
copart.com

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

IAA TIFTON

368 Oak Ridge Church Road
Tifton, GA 31794
229-386-2640

10:30am Mondays

iaai.com

Manheim Georgia

7205 Campbellton Rd

Atlanta, GA 30331
404-349-5555 / 888-766-7144
Closed Ford Factory Sale Every
Other Monday

10:00am

Call for Toyota & Nissan sale
manheim.com

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

TUESDAY

America’s Auto Auction -Atlanta
444 Joe Frank Harris Pkwy
Cartersville, GA 30120
770-382-1010

6:00pm Dealer & Public Sale
auctionbroadcasting.com

America’s Auto Auction -
Greenville

2415 Hwy 101 S

Greer, SC 29651
864-801-1199

800-859-3393

3rd Tuesday of Every Month
2:00pm Marine Sale
americasautoauction.com

America’s Auto Auction -
Jacksonville

11982 New Kings Rd
Jacksonville, FL 32219
904-764-7653

6:00pm INOP Sale
6:30pm Dealer Only Sale
americasautoauction.com

Athens Auto Auction

5050 Atlanta Hwy

Bogart, GA 30622
770-725-7676

6:30pm Dealer & Public Sale
athensautoauctionga.com

Chattanooga Auto Auction
2120 Stein Dr.

Chattanooga, TN 37421
423-499-0015

9:00am Dealer Sale
chattaa.com

Columbus Auto Auction

2473 Blanchard Blvd

Columbus, GA 31901
706-320-2200

5:45pm Dealer Sale
Columbusgeorgiaautoauction.com

Hwy 515 Auto Auction

107 Whitepath Rd

Ellijay, GA 30540
706-635-1500

6:00pm Dealer & Public Sale
hwy515autoauction.com

IAA ATLANTA NORTH
6242 Blackacre Trail NW
Acworth, GA 30101
770-975-1107

9:00am Tuesdays
iaai.com

LW Benton Company Inc.
107 Oak Valley Drive
Macon, GA 31217
478-744-0027

11:00am

bidderone.com

Manheim Atlanta

4900 Buffington Rd College Park,
GA 30349

404-761-9211 / 800-856-6107
Every Tuesday 12:30pm
Manheim.com
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Manheim Georgia

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

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

Rawls Auto Auction

2818 Pond Branch Rd
Leesville, SC 29070
803-657-5111

10:00am Dealer Sale

GSA Sale Public & Dealers
Call for Details

8:30am Salvage Sale
rawlsautoauction.com

Vemo Auto Auctions, LLC
441 Dunbar Rd.

Warner Robbins, GA 31093
478-449-3232

10:00am Tuesdays
info@vemoauctions.com

WEDNESDAY
411 Auto Auction
3824 Hwy 411
Kingston, GA 30145
770-336-5581
12:00pm
41lautoauction.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

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

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

f Streich Your Boftom Line
With Our No Fee Floorplan.

Introducing the used car industry’s only no-fee floorplan financing program. The Dealers Finance Gold Plan
| offers rates as low as $.80/day per 51,000 Ainanced. Plus you pay for only the time uzed on the floorplan, And
] there are absolutely no fees. Qualified dealers can have a line of credit set-up within one week.

In addition to helping you save maney on fees, Dealers Finance is proud to offer the following special bemne-

fits to every dealer we work with:

- Reduce curtailments from 20% to actual Black Book value

v =8

.
%

q
i
|

A

- Add non-auction vehicles at 100% of Black Book average value
- Eliminate fees for overnight delivery of titles

Mever pay fees for site visits and lot checks

Be automatically signoed up with all auctions

Dealers Finance provides weekly financial support to thousands of independent used car dealers throughout
the southeast, To find out more information on how we can help your cash flow visit www.dealersfinance.com
or call 1-800-205-6111 and ask for Ashley Phillips

Southeastern Auto Auction of
Savannah

1712 Dean Forest Rd
Savannah, GA 31408
912-965-9901

7:00pm Public Sale
southeasternaa.com

DEALERESFINANCE
TR FRa

T T el Rl
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NEW & RENEWED

MEMBERS

SEPTEMBER/OCTOBER 2016

Thank you for your support of the association!

10 Foot Wave

4 Way Auto Sales

7E Sales LLC

A & R Davis Auto Sales

Al Auto Source LLC

A27 Auto LLC

AAA Best Car Dealer

Abaddan Djinni Auto Sales, LLC

Abib Auto Sales

About Cars & Trucks LLC

Absolute Surety LLC

Ackerman Wrecker Service Inc.

Action Auto Sales Inc

Adaptive Mobility Systems, Inc

ADS of Georgia

Adventure RV & Auto Sales, Inc.

AGN Auto Gallery Inc

Alec Harper

Alliance Auto Dealer LLC

Allisson Auto Sale

Allstar Motors

Alpharetta Service Center &
Autos

American Eagle Auto Sales

Anchor Auto Group LLC

Andre Mays

Apex Auto Sales Inc

Apollo Resources LLC

Ark Crossway Motors

AT Liv

Atlanta Auto Outlet

Atlanta Luxury Automotive

Atlanta Powersports

Atlanta Prestige Motors, Inc.

Atlanta United Motors

Atlas Auto Sales

Aurora Automotive

Auto Assistance of Georgia LLC

Auto J’s, Inc.

Auto Loan Associates LLC

Auto National Cars

Auto Star

Autobahn Motorcar

Automotion of Atlanta

Autoteam of Valdosta LLC

Aztec Auto Sales

B & D Automotive, LLC

B & M Automotive Sales Inc.

BEF Auto

Bennett Motors of Valdosta Inc.

Bentley Services, LLC

Big Money Motors

Blaze Automotive LLC

Bloodworth Auto Sales Inc.

Bradley Clarke

Brokers Unlimited

Budget Car & Truck Sales

C & H Motors

C & K Auto Brokers

Cagle’s Used Cars Inc.

Capital Auto Motors, LLC

Car Land of Macon

Car Loan Direct

Carma Automotive Group

Carnation Automotive LLC

Cars4Less Georgia

CC AUTO, LLC

CC Used Auto Sales

Central Automotive LLC

Charz Carz Inc

Clifton Larson Allen, LLP

Coachyto Global Motors, Inc.

Copart Auto Auction

Cross Cedar Autoville

David Smith Autoland Inc.

Dick Barbour Performance
LLC

Divine Grace Motors

Dogwood Auto Works, Inc.

Donnell’s Used Cars

Downtown Motors

Elite Choice Automotive
Group, LLC

E-Motorworks, Inc.

Evolution Cars

Express Motors

E-Z Auto Finance Inc.

Forbes Auto

Freeman’s Auto Sales

Gann’s Automotive Sales

Garcia Motors

Garner Auto Sales

Gearstone Motors

Georgia Auto Exchange, LLC

Georgia Quality Auto Sales

Global AutoDealers
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Global Automotive Exchange
LTD

Go Auto Exchange Atlanta

Gonzalez & Caceres Auto Sales

Gordon’s Automotive Service
LLC

H & N Auto Sales

Headrick Used Cars

Hi-Line Auto Sales LLC

Hot House Revival

Interactive Financial Marketing
Group, LLC

International Auto Solutions

J D Byrider of Savannah

] Rob Auto Sales LLC

J.B.L Auto LLC

Jason Roberts

Jerry Rowland Sales

John Auto Deals, LLC

JRS Autobuyers LLC

J’s Tire & Auto Sales

Karen Tuttle

Keen Motors, LLC

Kenneth Westbrook Motors

Keys Motor Company Inc.

Keys Please Auto Sales

L & B Auto Sales

Lankford Motor Company LLC

LDM Auto Broker, Inc.

LEB Truck & Equipment Inc.

Less For Autos

Liberty Car Sales

LOVE TO DRIVE MOTORS,
INC.

Low Country Customs

Mac’s Auto Sales

Major Motors

Marietta Car Center

Marietta Luxury Motors

Mathews Used Cars

MB Auto Care, LLC

MB Resources Llc

McAllen Auto Sales, Inc.

McColley Auto Sales LLC

Merit Partners

Meta Auto Repair & Sales LLC

Millennium Car Rental

Monzon Auto Sales, LLC

Motors In Motion, Inc

MVP Auto

MVP Pre-Owned Auto Sales,
Inc.

New Ride Auto Sales LLC

Nick J’s Auto Repair

No Limit Auto

North Georgia Sales, LLC

Nowcom Corporation

Old Hodges Auto Sales LLC

Onion City Motors INC

Ortiz Motorsports

Park And Sell of Georgia, LLC

Performance Auto & RV

Phelan Auto Group, LLC

Platinum Used Cars

Preferred Auto Collision, Inc.

Premier Used Cars of Americus

Premiere Motor Sports

Quality Auto Sales

Quality Automotive

Quick Motors Inc

R & ] Motors

R &R Auto Sales

RL Talley Jr.

R. A. King Motors

Raines Auto Brokers, LLC

Ramazhan Dezayee

Ram’s Automotive

Rays Cars Inc.

RC Car Group, LLC

Ready 2 Roll Motors

Red Baron Antiques Inc.

Regal Auto Finance

Rick Davis Automotive

Ride Time Car Center

Rivers Auto Broker

Road Show International

Road Trip Auto Sales LLC

Robins Body and Paint Shop

RV World of Georgia

SAK Motorsports, Inc.

Sam Sothy Auto Brokers LLC

Select Auto Sales Inc

Sesay Luxury Dealership

Shipman Auto Sales, LLC

Sigma Auto Sales

Solex Auto Inc.



Sonny’s Automotive
Sonshine Enterprise
Sopheany Choun
Sosa Automotive Group
South Georgia Western Star

South Port Spinners

Specialty Auto Solutions LLC
Speedee Cash of Georgia Inc.
Spence Field Auto Sales

Spireon, Inc.

Sports & Imports Autos of Gwinnett LLC
Spring Tree Financial, LLC

SRI Auto Brokers Inc.

SugarLoaf World Auto Sales

Suggs Automotive Group
Suncoast Classic Cars

Surburban Auto Sales

T and N Auto Sales

TAK Auto Sales LLC

TCL Auto Sales

Terrific Motors, LLC

The Auction Way Co, INC.

The Car Spot

TMR Motor Sports, LLC

Toni’s Auto Brokers

Town & Country

Trade Buddy

Trinity Motor Car Co.

Truck Outlet USA

Trust Auto Dealers

Trust Autos, LLC

Turbo Truck & Auto Sales

Turn & Burn Motors

Two Way Used Cars & Trucks
Univeter Motors

Upscale Automotive

US Automotive

US Express Auto

USAA

Utility Trailer Sales Comp of GA, LLC
Valdosta Used Cars

Venture Auto Sales Inc.

Verifacto Inc.

Verified First, LLC

VIP Kars

Votech Auto Brokerage, LLC
Wells Fargo Dealer Services
Wheel Ranch LLC

WKT AUTO BROKERS INC
YCR Auto Brokers

Yes Auto Sales LLC

AUTO INFORMER BRIEFS

Reprinted courtesy of Georgia Auto for $20,000 and for which you require
Informer, Issue 14 the purchase of car mats and an extra
key. If you charge $200 for the mats and

$100 for the key, the vehicle must be ad-
Floor Mats) Car KCYS, vertised for $20,300. Alternatively, if the

and the FBPA consumer, may, at his or her option, elect

i ) not to purchase these items, you could

When you advertise any vehicle, new or dvertise this vehicle for $20,000

; ) i advertise this vehicle fo ,000.
used, the advertised price must include all
extra fees and charges other than those oo i or Matters related to
collected on behalf of the government 44, 4
(e.g. tax, tag and title). As you may have
noticed, this office reiterates this policy
at every opportunity. Despite these ad-
monitions, we continue to see pricing
violations, particularly with regard to
the addition of dealer or service fees to
ad prices. Be aware that we have and will
continue to take action against any deal-
ers who misrepresent their vehicle pric-
es. While the most common violation in
this context occurs with the addition of
a dealer fee, please note that your use of
dealer addendums is also subject to this

Adequate Performance and Actual Cost:
We consider it unfair and deceptive
1) not to actually perform or provide a
service or product that is advertised as
included in the purchase price or 2) to
misrepresent your actual cost to sup-
ply that product or service. While the
consumer in the above example would
readily know whether or not you had
provided floor mats and an extra key,
adequate performance is more difficult
to determine when looking at services
. such as paint protection or nitrogen in-
policy. jected tires. Simply put, if you charge for
a service or product, you must provide
it. Additionally, dealers are prohibited
from misrepresenting to consumers the
dealership’s actual costs on services or
products.

A dealer addendum, or add-on charge,
must be included in your advertised
price when: 1) the services or products
listed in the addendum have already
been added to the vehicle, or 2) a service
or product has not yet been added, but
inclusion of the item is required in order Up dated Lemon Law

to purchase or lease the vehicle. For ex- .

ample, if your dealership provides floor Statement of nghts

mats and an extra set of keys for every Earlier this year, this office distributed a
used vehicle purchase, the charges for letter notifying franchise dealers of cer-
these items might be found listed in a tain updates to the Georgia Lemon law
dealer addendum. Clearly, these items and/or related dealer forms. In particu-
can easily be removed from a particular lar, effective September 1, 2016, all fran-
car, so are not necessarily already added  chise dealers must use the updated Lem-
to the transaction. If, however, you re- on Law Statement of Consumer Rights
quire that all customers buy the matsand form which reflects changes in the Lem-
keys as a condition of buying a car, the on Law and the transfer of responsibility
charges for these items are a mandatory for administration of the Lemon Law to
cost that must be included within your the Attorney General. Please ensure you
advertised price. By way of illustration, are using the updated form for all appli-
consider a vehicle you are advertising cable new vehicle transactions. B

~HORYHOIIDAYSt.
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Troutville Auctioneer Earns
Championship Title at Va. State Fair

Reprinted from The Roanoke Times

sallery, Inc.
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On Sept. 29, Mark Mast of Troutville
was crowned the 2016-17 Virginia
Auctioneer Champion at the 39th
annual auctioneer’s contest held at
the state fair in Doswell.

Mast competed against 16 other auc-
tioneers from across the common-
wealth to take this year’s champion-
ship. “T always dreamed of becoming
an auctioneer since I was 7 years
old” As a little boy, growing up,
Mast listened to auctioneers at every
chance he got.

Mast graduated from World Wide
College of Auctioneering in Mason
City, Iowa, in 2014. He has brought
energy to many benefits and fund-
raising auctions and was employed
by Manheim Auto Auctions in At-
lanta, Georgia.

Mast said he made one of the best
decisions yet by moving his family
to Virginia this year to partner with
Nicholls Auction Marketing Group
in Fredericksburg, one of the lead-

ing real estate auction firms in the
region. The second-generation com-
pany, which has offices throughout
Virginia has been in business since
1968. Its president and owner is a
two-time world champion auction-
eer and is currently president of the
National Auctioneers Association.
Mast entered his first auctioneering
competition in 2015 while living in
Georgia.

“I worked on myself and practiced
every day to get better because ex-
cellence is my goal. To receive the
Virginia state championship one
year later proved to me that any-
thing is possible when you have a
dream and the passion to pursue
it,” he said. “I am honored to re-
ceive the championship from the
state and I look forward to serving
the Virginia Auctioneer’s Associa-
tion both now and in the future.

“Auctioneering for me is more than
a hobby or a job. It’s my passion and
life calling to create value for others
through the auction industry.” B

COUPON CORNER

GIADA Members Can SAVE $36,245.00 in Discounts for 2016
ADESA Birmingham is just a short drive to redeem your $50 off a buy or sell fee!

Keep up with technology! Don't try to run your business without a website!
Call Wayne Reaves Software and Websites today!
Every day you delay you are losing internet business!

Become a CARFAX Advantage dealer today and save up to $200!

Call today 877-606-9119.

|
|
|
|
|
Sale starts at 9:30am every Wednesday! :
|
|
|
|
|
|



How CRM Training Builds a Winning
Dealership Team

For your team to do its job well, it has to be able to use its tools well

By Mark Vickery, Senior Director of Performance Management at VinSolutions

When it comes to your dealership’s suc-
cess, the customer relationship manage-
ment (CRM) system is king.

It gives you a handle on your existing cus-
tomers so you can spend less time man-
aging and more time closing. It helps you
mine sales and service customers for new
opportunities. And it lets you evaluate how
your team is operating so you can spot and
fix problems before they cost you.

I tell salespeople, “Every second you're not
with a customer, you should be logged into
the CRM.” But you can’t achieve success
without CRM training. CRMs are complex
tools. Sure, you can poke around on your
own and learn the basics.

To get real value from your system, though,
you and your provider have to train your
team on how to use it. Ready to master
CRM training and prepare your team for
success?

Class is now in session.

Get your eyes on the prize

Your CRM can help you succeed, but only if
you know what you mean by “success.” Set a
goal for your new system so you can decide
what training you need to achieve it.

What problems do you want to fix? What
metrics need improving? With specifics,
you can focus your training where it’s
needed most.

If this philosophical goal-setting sounds
overwhelming, don’t worry: You don’t have
to do it alone. Even post-purchase, your
CRM provider should be a trusted partner
you can rely on for help and advice.

If your provider doesn’t push you to sharp-
en your vision and strive for excellence,
you shouldn’t use that company in the first
place. If you're the star athlete, your CRM
provider is the head coach. It’s the coach’s

job to be invested in your success and help
you achieve your potential.

Prepare your people

To make your vision a reality, you have to
get your team on board. If they don’t be-
lieve the new system will help them, they
won’t spend time learning how to use it.

Sam Passer, my company’s senior director
of client onboarding, describes the strug-
gle to get buy-in. “Salespeople know how to
use their current tool,” he says. “They don’t
want to learn something new. You have
to convince them the new tool will make
their lives better.”

Fortunately, convincing salespeople is
pretty easy. What’s their biggest motiva-
tion? Selling more cars. If they see how the
new CRM can help them do that, they’ll be
allin.

(Continued on page 52)

COUPON CORNER

GIADA Members Can SAVE $36,245.00 in Discounts for 2016
Visit Augusta Auto Auction every Wednesday at 10:00am and Thursday Nights at

GIADA membership!

ICR Car Rental! Let them put you on the road to success with daily rentals!

Call today for $400 Off on membership fee!

Get ready for the Tax Season early! Call TAX MAX for $100 off Tax Season Leads

and Tax Max if you are a GIADA Member! www.TaxMax.com

|
|
|
|
|
6:30pm for $50 off a buy or sell fee! Not just once but every month with your :
|
|
|
|
|
|
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CUSTOMER RELATIONS

(Continued from page 51)

Sam also emphasizes the importance of
choosing the right person to own your
CRM. Many dealers get this wrong, think-
ing, “The CRM is software, right? I'll let
my IT guy handle it.”

But the CRM runs your dealership, so a
dealership expert should own it. Sam rec-
ommends selecting a CRM champion to be
your resident expert and handle in-house
training. You might have to hire outside
for this, but if the new hire knows the sys-
tem inside-out, the additional sales you’ll
gain will be worth it.

Beyond the CRM champion, have manag-
ers take ownership of their own processes.
Desking managers own desking process-
es, ILMs handle Internet leads, and so on.
That way, they create processes they agree
with—and that their team will follow.

Hit the ground running
Once your team’s on board, it’s time to
start training. Chris Hawthorne, director
of training at my company, has great train-
ing advice: Start simple.

“Many dealers get so excited about the bells
and whistles that they never master the ba-
sics,” Chris says. “The foundation for CRM
success is executing the basics well.”

Tackle the fundamentals first: logging in,
adding customers, desking deals. If your
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provider offers on-demand video training,
watch the videos ahead of time. By master-
ing the “buttonology” on your own, you
can explore advanced features when your
provider sends trainers on-site.

Chris stressed the importance of buy-in.
“Salespeople don’t want to attend train-
ing,” he says. “Every minute theyre in
training is a minute they could be selling
cars.

But CRM training helps sell more cars—
so make attending your provider’s train-
ing sessions mandatory. If your provider
knows your definition of success, it can
personalize your training to make the
most of your time.

When on-site training ends, check in with
your team. Chris does over-the-shoulder
checks to make sure salespeople grasp the
basics. You can always ask your provider
questions later, but now’s your chance to
solve problems before they start.

Keep up the good work

Even when on-site training is over, your
work isn’t. Most top-performing dealer-
ships train their teams year-round.

Their CRM champions train new em-
ployees monthly, if not weekly. They offer
on-demand video training, and hold man-
datory training for the whole team annu-
ally. That way, new hires don’t slip through

the cracks, and existing employees can’t
develop bad habits.

How do you know whether your team
needs retraining? Tons of open support
tickets are one sign of a problem. On the
other hand, no open tickets could indicate
a different problem: Your team isn’t com-
municating. They’re reading water—and
unless you step in, they’ll sink.

Remember: Training isn’t a silver bullet.
Low utilization could be either a “know-
ing” problem or a “doing” problem. If a
team member doesn’t know how to use
the CRM, retraining can help. But if that
person is choosing not to use it, you might
need a new employee.

Watch for signs of success, too. During
onboarding, Chris and Sam choose which
metrics to measure during follow-up visits.
These metrics are based on the dealer’s top
concerns: Internet leads, appointments,
follow-ups, and so on. These numbers
show you how your team is performing,
and how well they’re using the system.

At the end of the day, your CRM doesn’t
sell cars. Your team does. But for them to
do their job well, they need to use their
tools well. By acing CRM training, youre
empowering your team and putting your
dealership on the fast track to success.

Class dismissed! ®

COUPON CORNER

GIADA Members Can SAVE $36,245.00 in Discounts for 2016

Carolina Auto Auction has 7 coupons each worth $75 on a buy or sell fee

CarPartPro.com -- The Alternative Parts Market for Repairers and Insurers!

Call today 856-344-1925.

Dealers Connect Now! Created by dealers for dealers!
If you are a GIADA member, get your 1st year FREE!
Call 866-217-1709 ext 303.

|
|
|
|
|
so be there Wednesdays at 10:00am for 8 action packed lanes! :
|
|
|
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THE BEST OF GEORGIA » 3

THE POWER AUCTIONS,
S STRONG~

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

$6K AND UNDER SALE - REGULAR SALE -
REGULAR SALE -

DAMAGED & DISABLED SALE -

PORSCHE (CLOSED) -

EXOTIC HIGHLINE SALE -

7205 CAMPBELLTON ROAD SW | ATLANTA, GA 30331 | 404.349.5555

REGULAR SALE -

GM | GM FINANCIAL CLOSED SALE -

FORD FACTORY SALE (CLOSED) -

HYUNDAI FACTORY SALE (CLOSED & OPEN) -

NISSAN AND INFINITI REMARKETING SERVICES -
SPECIALTY BOAT, RV, MOTORCYCLE, & GOLF CART SALE -
SPECIALTY COMMERCIAL TRUCK & EQUIPMENT -

TRA (SALVAGE) -
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Return Service Requested

Collect More, Stress Less

Skip the Games and Let GoldStar GPS Improve
Your Collections this Tax Season.

f\Hoo $400 %oo

To find out more about Spireon GoldStar GPS call 877-318-8072 or visit spireon.com



