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The Stanley-Autenrieth Auction Group 
has purchased the Fort Wayne Auto Truck 
Auction. According to Eric Autenrieth, 
consignment and sales from the acquired 
facility will be merged into existing 
operations at Indiana Auto Auction. 

“This is an exciting move for us and a 
prime opportunity for buyers and sellers 
to meet together in what will be the 
premier auto and truck auction facility in 
the Midwest,” said Autenrieth. “With the 
merging of the two operations, we expect 
to offer up to 1,000 cars at our weekly 
Thursday auction, and 200-300 heavy duty 
trucks every other week on Wednesday. 
Consolidating the automotive consignment 
and bringing the heavy truck business 
together under one roof benefits buyers 
throughout the region and streamlines the 
remarketing process for both dealer and 
commercial accounts.”

Fort Wayne Auto Auction has been in 
operation since 1984, when it opened as 
the first stationery heavy-truck auction in 
the country. The most recent owners, Carl 
Miskotten, Chris Walsh and Paul Beerman, 
have built the operation into one of the 
largest truck sales in the industry. Miskotten 
will assist in transitioning the heavy-duty 
truck side of the business to Indiana Auto 
Auction.

“Fort Wayne has long been known as a 
truck auction town, and we’re excited to 
bring all the auction activity under one roof 
with this acquisition,” said IAA managing 
partner Kevin Brown. “They’ve also built a 
strong group of consignors from the credit 
union and fleet/lease sector, which we will 
work to retain at Indiana Auto Auction’s 
weekly car auction.

 “The Fort Wayne auction has been 
a formidable presence in the industry, 
and in taking on its operations we have a 
responsibility to both our current customers 
and those who have been attending the Fort 
Wayne Auto Truck auction for so many years. 
Going forward, our focus will be to exceed 
our customers’ expectations on both sides 
of the auction transaction and work hard to 
prove to both consignors and buyers that 
this acquisition is good for them, and good 
for the market.”

Indiana Auto Auction is undergoing a 
number of improvements in anticipation of 
larger volumes in all areas of its operations. 
To accommodate the additional heavy-
duty truck consignments, the auction is 
developing dedicated parking for the larger 
units. 

The auction is also adding to its own truck 
fleet to facilitate the increases in transport 

of both autos and trucks. To augment 
its services on the fleet/lease side of its 
operations, Indiana Auto Auction is installing 
a new automatic car wash.

“Our goal is to be the auction of choice 
for buyers and sellers of cars, trucks, and 
heavy-duty trucks in the Midwest, and we 
appreciate working with Carl, Paul and 
Chris to make this a reality,” said Brown. 
“As a family-owned, independent auction, 
we’re excited to offer superior service and 
superior selection to customers throughout 
the region.”

Established in 1965, Indiana Auto 

Auction has become a driving force in the 
remarketing industry. Situated in the heart 
of the Midwest, the auction is within 150 
miles of major population centers that 
boast more than 20 million residents and 
is central to some of the country's largest 
automotive and truck markets including 
Detroit, Chicago, and Indianapolis. 

One of two auctions in the Stanley-
Autenrieth Auction Group, Indiana Auto 
Auction is a member of ServNet Auctions – 
the nation’s premier group of independently 
owned auto auctions with 22 locations 
across the country. 

AUCTION NEWS

FORT WAYNE AUTO TRUCK AUCTION 
CHANGES OWNERSHIP
Stanley-Autenrieth Auction Group’s Latest Acquisition

THE FORT WAYNE AUCTION HAS BEEN A FORMIDABLE 
PRESENCE IN THE INDUSTRY, AND IN TAKING ON ITS 
OPERATIONS WE HAVE A RESPONSIBILITY TO BOTH 
OUR CURRENT CUSTOMERS AND THOSE WHO HAVE 
BEEN ATTENDING THE FORT WAYNE AUTO TRUCK 
AUCTION FOR SO MANY YEARS.

Call 800-723-1154 to learn how!
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What’s New
S AV E  T H E  DAT E  F O R  2 0 2 0 
WA A C :  M AY  1
Save the Date for the 2020 World Auto 
Auctioneers Championship! It will be held at 
Manheim Dallas Auto Auction on Friday, May 1. 
The event will be streamed live on NIADA.tv.  
To learn more, visit autochampionship.com.

U.S. News & World Report has unveiled its list of Best 
Used Cars for Teens.

Used car rankings are based on model categories, 
rather than price. 

• �Large car category: 2016 Buick LaCrosse 
• �Midsize car category: 2016 Toyota Camry/Camry 

Hybrid
• �Small car category: 2016 Toyota Prius
• �Small SUV category: 2016 Hyundai Tucson
• �Midsize SUV category: 2015 Chevy Traverse
To be named a Best Used Car for Teens, U.S. News 

required a vehicle be from the 2014 through 2016 
model years, as cars from earlier years don't have enough advanced driver 
assistance technology to be considered the best for inexperienced drivers.

Also considered were high dependability, safety ratings, ownership costs 
and positive reviews, as well as available tech that can help prevent crashes 
or lessen their severity.

The 2019 Hyundai Accent topped the list of best new cars for teenage 
drivers, according to U.S. News. 

MARKET WATCH

MAGAZINE TOUTS BEST 
USED CARS FOR TEENS  
Used Car Rankings
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The Indiana Independent Automobile 
Dealers Association is proud to announce 
TNT Auto Sales & Service, Inc. as our 2019 
“Joe Krier” Quality Dealer of the Year. This 
award was presented to Troy and Trent 
Davis at the association’s 32nd Anniversary 
Golf Tournament and Awards Day, which 
was held August 25 at Eagle Creek Golf 
Club in Indianapolis. 

The Quality Dealer of the Year is chosen 
based on several attributes. The dealership 
must be consumer oriented, and the dealer 
must have a record of good business 
decisions based on honesty and integrity. 
Also, the dealership must represent 
themselves as a civic leader within the 
community. TNT Auto Sales & Services, Inc. 
represents all of these attributes.

Trent and Troy Davis are twin brothers 

who followed in the footsteps of their 
father, Erwon, who always had a knack for 
turning wrenches. In 1988, during their 
senior year of high school, Trent and Troy 
opened a dealership in their hometown 
of Windfall, Indiana, with four cars. After 
school they turned wrenches trying to turn 
a small profit. This was the start of brighter 
things to come.

The next four years were prosperous 
times for the Davis family. They opened a 
collision center at their Windfall dealership 
and a second location in Kokomo, Indiana. 
The dealership on East Boulevard in 
Kokomo became the foundation of their 
sales and success for many years to follow. 

A third dealership was later added on 
Markland Avenue in Kokomo. In 2018 the 
Markland dealership was renovated to a 
state of the art facility complete with auto 
and Harley showrooms. They have certainly 
grown, retailing over 1,100 units last year.

TNT Auto Sales & Services, Inc. truly is 
a family business. Trent and Troy passed 
down the same values to their children 
as they began working at the dealerships 
that were passed down to them from their 
father. 

They have succeeded not only because 
of their commitment to working hard and 
a proven pattern of taking care of their 
customers but also the TEAM (Together 

Everyone Achieves More) approach. 
Everyone at TNT Auto Sales & Services, 
Inc. lives by the company motto “Your 
satisfaction is our future.” 

At TNT Sales & Services, Inc., customer 
service after the sale is just as important as 
making the sale. 

The Davis family portrays integrity, 
honesty, and a true dedication to their 
employees, customers and suppliers.

TNT Auto Sales and Services, Inc. 
will represent Indiana at the National 
Independent Automobile Dealers 
Association Convention and Expo in Las 
Vegas June 2020. They will compete with 
Quality Dealers from other states for the 
National Quality Dealer Award. 

The primary purpose of the Indiana 
Independent Automobile Dealers 
Association is to address legal and 
legislative issues that confront the used car 
industry and to promote the businesses 
of its members while serving the public 
interest. The Indiana Independent 
Automobile Dealers Association has 
supported independent used car dealers in 
Indiana for more than 32 years. 

The association is proud to have TNT 
Auto Sales & Services, Inc. as this year’s 
Quality Dealer of the Year.

Congratulations to TNT Auto Sales & 
Services, Inc.!  

DEALER SPOTLIGHT

TNT AUTO SALES & SERVICES, INC.
2019 “Joe Krier” Indiana State Quality Dealer of the Year
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SALES UP 8X. 30-DAY 
TURNS. AND AN 
ACCOUNT PORTAL 
THAT PUTS IT ALL IN 
ONE SPOT. WHAT 
MORE CAN YOU 
ASK FOR?

We’re turning inventory an average of 12-14 times a year, which wouldn’t be possible without our floor plan. Not only does 
NextGear Capital provide me with fi nancing, but they support my business with technology that keeps it moving.  

Discover where we can take you. Visit nextgearcapital.com.

ALEX BALK | CARite | FORT PIERCE, FL

THAT’S MY PATH TO +MORE

*This testimonial was received via interview, audio and/or video submission. This testimonial is based on this dealer’s individual experiences, refl ecting real life experiences of a NextGear Capital dealer. NextGear Capital does 
not claim they are typical results that dealers generally will achieve. This dealer’s experiences may not be indicative of future performance or success of any other dealers. Some of the testimonial has been shortened so the 
whole message is not displayed due to length and/or relevance. 
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When it comes to acquiring the right 
inventory for your lot, it’s easy to go 
with your gut and buy a car based on 
your experience and savvy. But what if 
your general industry acumen could be 
augmented by data and information that will 
help you find cars that can fly off the lot just 
as quickly as you get them there?

To find out if you are seeking out the 
right inventory for your lot, you have to be 
able to look in the mirror and answer a few 
questions honestly. If you can do that, your 
acquisition strategy can go from trusting 
your instincts to trusting the numbers.

What has sold in the past? 
If you can go back into your books and 

find makes and models that have sold 
particularly quickly, you might just find a 
few surprises. Your customers might tell 
you they want more trucks and SUVs, but 
the data show that economy cars or luxury 
sedans move more often. You want to buy 
what your customers tell you they want, but 
your bottom line could benefit by buying 
vehicles you know will move quickly.

Have you ever bought a car for you? 
Here’s where you really need to be honest 

with yourself. We’re not talking about getting 

a car at auction for you to own yourself. Rather, 
we’re talking about a vehicle you bought because it 
appealed to your tastes. 

This is an instance where your gut tells you that 
you’re buying a great car – and you very well may 
be – but are you buying a car that will sell quickly? 

It’s imperative you resist the urge to bid on a car 
just because it’s a car you’d like to see front and 
center on your lot.

Are you looking in the right places? 
We’re all creatures of habit. We know the 

auctions we like – we’ve had success at them in 
the past and we don’t see a reason to change. 

However, today’s automotive industry is ripe 
with vehicles you can find at the right price. 
Have you checked online auctions? What about 
competitors that have trouble selling a vehicle 
that’s in your sweet spot? How about giving a shot 
to that auction a couple hours away you’ve heard 
so much about? 

Trying a new source for your inventory could 
be just what you need to find more of the right cars 
at just the right prices.

Once you’re able to take a hard look in the 
mirror before heading out to the auction and 
answer these three questions, you’ll be well on the 
road to moving metal at a faster pace than you’ve 
ever seen before. 

ACCELERATE | By GWC Warranty

INVENTORY SELECTION
Trust the Data

IN_1119.indd   6 10/22/19   11:41 AM
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NIADA presents its 2019 Used Car Industry 
Report, an annual array of facts and statistics 
that provide the clearest, most comprehensive 
picture available of the state of the used vehicle 
industry and the trends shaping its future.

The report, which was unveiled in 
September at the NIADA National Policy 
Conference in Washington D.C., was delivered 
to association members along with the October 
edition of Used Car Dealer.

It’s also available online – free for NIADA 
members and for purchase by non-members – 
at www.niada.com.

The report includes new insights into 
familiar areas, including the 2019 Car Buyer 
Journey Study from Cox Automotive, an 
important look at the customers purchasing 
used vehicles and how they shop; Edmunds’ 
Used Vehicle Outlook, including CPO data; 
GoldStar by Spireon’s look at GPS technology’s 
effect on the impact of impound fees; 
CarGurus’ section on auto buying patterns by 
body style; and the latest on digital consumer 

experiences in auto finance from RouteOne.
The report also explores new areas, such as 

Dominion/Cross-Sell’s look at Carvana’s business 
model and how to compete with it, Carfax’s 
research into merchandising in today’s digital 
world, tips from Home Loan Investment Bank to 
help customers get credit application approvals, 
TrueCar’s study of trade-in process trust issues, 
insight into dealer ROI from Autosoft and a 
section detailing the rise of mobile chat and lead 
generation data through that growing marketing 
medium from new NIADA industry partner 
OfferUp.

And, of course, the Used Car Industry Report 
includes the staples – NIADA’s member and 
business confidence surveys, Buy Here-Pay Here 
benchmarks from NABD, Subprime Analytics 
and NIADA Dealer 20 Groups, used car sales 
by channel by month from J.D. Power/NADA 
Used Car Guide, information on the auto finance 
market from Equifax, Black Book’s retention 
values analysis and Auction Perspectives from 
industry leaders. 

ASSOCIATION NEWS 

NIADA UNVEILS 2019 USED 
CAR INDUSTRY REPORT
Most Comprehensive Picture of the Used Vehicle Industry

2 0 19 A  P U B L I C A T I O N  O F  T H E  N A T I O N A L  I N D E P E N D E N T
A U T O M O B I L E  D E A L E R S  A S S O C I A T I O N
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Section 06

LOOKING AHEAD: THE USED TIPPING POINT
Used vehicles have finally emerged as a compelling alternative 

to new, and market factors in 2019 will only increase their appeal. 

Growing new-vehicle transaction prices and an oversupply of 

used vehicles have expanded the savings advantage in pre-owned 

vehicles. Additionally, consumers give up less going the used 

route since late-model cars are rich in technology and come in 

the body styles Americans gravitate toward, namely trucks and 

SUVs. At the same time, incentives that have made record-high 

new-vehicle transaction prices more palatable, such as zero 

percent APR and steeply discounted leases, have dried up. 

Without these incentives, we expect shoppers will gravitate 

to used vehicles for the significant savings they present. 

While the new vehicle market is expected to fall below 17 

million sales for the first time in five years, we expect used 

vehicle sales, which crossed 40 million units in 2018, to 

strengthen and grow.

3-YEAR-OLD VEHICLES MAKE UP 23% OF 
ALL FRANCHISED USED SALESThe composition of franchised used vehicle 

sales has transformed dramatically. Three-year-
old vehicles accounted for 8.5 percentage points 

more sales in 2018 than they did five years earlier, 

representing the most-sold vehicle age by a wide 

margin. As a consequence of the record number of 

lease returns expected in 2019, this figure is only 

expected to increase. And this flood of inventory 

generates more opportunities for dealers to certify 

vehicles to differentiate their inventory. Meanwhile, 

sales of vehicles 5 years and older have dropped off 

in volume, creating a scarcity of more affordable used 

vehicles.

SHARE OF FRANCHISE USED SALES BY VEHICLE AGE

SOURCE: Edmunds

UCIR_2019.indd   34
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USED VEHICLE 

OUTLOOK 2019

Section 06

USED CARS POISED TO STEAL 

SHOPPERS FROM THE

NEW CAR MARKET 

In 2018, over 57 million new and used vehicles 

were sold in the United States. It’s a staggering figure 

considering the adult population stood at only 253 

million*, which translates to one vehicle transaction 

THE PRICE GAP WIDENS BETWEEN 

NEW AND USED 

In 2013, the price gap between new and 3-year-

old used vehicles was 56 percent (or $11,398). 

That number grew significantly to 62 percent 

(or $13,705) in 2018, with nearly every segment 

showing notable increases.

As a new segment, subcompact SUVs showed a 

decline, with a glut of 3-year-old models available 

during the last five years.

per every 4.4 adults. In 2019, however, 

we expect a pullback in the new car 

market as rising prices and interest 

rates push many potential buyers out 

of the market. As a result, we expect 

there will be renewed interest in the 

used car market as a substitute for new 

for the following reasons: 

•  The price gap between new and 

used vehicles has widened, giving 

consumers an opportunity to save 

more than ever by opting for a 

3-year-old used vehicle. 

•  While the price gap is widening, 

the gap between interest rates 

for new and used vehicles has 

narrowed. Interest rates on new 

vehicles have shot up rapidly, with 

the once popular zero percent 

offers all but vanishing. 

•  A record number of lease returns 

are expected in 2019, increasing 

inventory of near-new used vehicles 

and giving consumers a wider 

selection. 

•  An uptick in truck and SUV leasing 

three years ago means higher 

quantities of these popular vehicles 

will hit dealer lots throughout the 

year.

Certified pre-owned vehicles (CPO) 

represent a small percentage of 

franchise used sales, but the opportunity 

to offer CPO vehicles to buyers priced 

out of the new vehicle market will 

be important to dealers as well as 

automakers. While consumer interest in 

CPO programs is mounting, consumers 

face a learning curve on the benefits and 

drawbacks of certified vehicles.

SOURCE: Edmunds
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CREDIT/CONSUMER PROFILE CREDIT REMAINS HEADWINDAutomotive lending has been robust throughout this growth cycle. 

Auto loan originations in dollar volume in 2018 increased to $584 

billion, breaking the previous record of $569 billion set in 2017, 

according to the Federal Reserve Bank of New York. For auto 

loan originations, 2018 was the highest year in the 19-year history 

of the data for auto loan originations (in nominal terms). Growth 

in used sales more than offset the decline in new, and higher 

prices for both new and used vehicles drove up loan amounts. 
Judging from the new loan origination volumes, credit remains 

readily available, which is helping to keep demand robust.
SUBPRIME LENDING AT HEALTHY LEVELS  
A key measure of health and stability in auto lending is the 

number of loans being made to subprime borrowers. Overall, 

there was plenty of credit available in 2018 compared to 

2017 and consumers took advantage of that. More subprime 

borrowers were able to obtain loans on both new vehicles and 

used vehicles in 2018 – a leading reason for overall sales growth. 

The implication is that lenders saw advantages in subprime 

loans given low unemployment and low delinquencies.

In the fourth quarter of 2018, the share of auto loan origination volume 

to subprime borrowers was 19.3%, up from 18.9% the prior year and 

down from its recent peak of 25.4% in the second quarter of 2015.
Of consumers with active credit, 20% have a score that 

defines them as subprime, according to Equifax.The share of subprime lending today appears 
to be healthy and sustainable as it is normal for 
subprime borrowers to be represented in auto loans 
according to their proportion of the population. Auto lending is diverse, resilient and reactive to market trends.  

Auto lenders can tolerate more risk compared to other types of 

lending markets because the risk is worth the reward. Ease of 

valuation and recovery help limit losses even in the event of default.
A first auto loan, especially for a young, lower-income borrower, is often 

the beginning of the move up the social ladder and a crucial part of 

building credit. Data from Equifax show that age and credit scores 

are correlated. An adult under 35 is more than 50% more likely to 

have a credit score under 620 compared to the broader population. 

Section 05

AUTO LOAN ORIGINATION $ BY CREDIT SCORE

To view the full 2019 Cox Automotive Market Insights 

& Outlook (CAMIO) flipbook, go to www.coxautoinc.com/

newsroom and click CAMIO. Visit the Market Insights 

section for regularly-updated data and information on 

a comprehensive list of industry drivers and topics that 

affect the new- and used-vehicle markets.

FOR MORE INFORMATION, VISIT  
www.coxautoinc.com/newsroom

2019 MARKET INSIGHTS & OUTLOOK
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Attorney General Curtis Hill recently filed 
lawsuits against two individuals who have 
ignored previous orders to stop operating as 
unlicensed car dealers.

Under state law, all motor vehicle dealers 
operating in the state of Indiana must obtain 
a dealer license from the Indiana Secretary 
of State. The law defines a dealer as a person 
who sells, offers to sell or advertises for sale 
at least 12 motor vehicles within a 12-month 
period.

“These laws exist to protect Hoosier 
consumers,” Hill said, “and my office works 
daily to ensure that such laws are enforced.”

Both defendants in the state’s lawsuits, 
which were filed July 19, have conducted 
business primarily in the Indianapolis area.

Scott Keen, who has never held a dealer 
license with the secretary of state, allegedly 
has advertised and sold hundreds of vehicles 
over the past year. He advertises the vehicles 
on Facebook and uses the slogan “Cash is 
Keen.” He also seeks to buy used vehicle 
inventory, offering cash for any running 
vehicle with a title. He then sells vehicles 
from his home.

On April 8, 2019, the secretary of state 
issued a cease-and-desist order to Keen 
requiring him to cease advertising and 
selling vehicles. Since that time, he has 

stated in videos posted to Facebook he 
intends to continue selling vehicles and 
maintains his actions are legal. Since the 
secretary of state issued the cease-and-desist 
order, Keen has posted advertisements for 
over 75 vehicles. 

Keith Williams previously worked as 
the VP of sales for Wheels of Fortune, an 
entity which had no dealer license despite 
selling hundreds of motor vehicles. At some 
subsequent point, Williams engaged in 
numerous unlicensed sales of his own under 
the assumed business name EZ Auto Sales. 
Williams was named as a defendant in the 
attorney general’s lawsuit against Wheels of 
Fortune (Case No. 49D11-1809-PL-036568) for 
his actions at the business in addition to his 
separate individual vehicle sales.

On March 6, 2019, the office of the 
attorney general obtained a judgment against 
Williams prohibiting him from advertising or 
selling any vehicle that was not his personal 
vehicle titled in his own name. Since that 
date, Williams has advertised over 15 
vehicles for sale on Facebook. 

The vehicles are being stored on and 
sold from the premises of Brakes & Oil LLC. 
Brakes & Oil (also named as a defendant in 
this case) is a vehicle repair shop owned and 
operated by Williams. 

Other employees of 
Brakes & Oil have also 
posted several of Williams’ 
vehicle advertisements on 
Facebook. Such vehicle 
advertisements and sales 
without a dealer license 
violate the terms of the 
injunction issued by the 
court and are deceptive 
acts and unfair practices 
under state law. 

While there are benefits 
of choosing to purchase a 
vehicle from an individual 
rather than a dealer, 
consumers should be 
aware of the downsides 
as well. 

Specifically, a dealer is 
required to have a $25,000 
bond in place to obtain a 
license. In the event the 
dealer does not comply 
with the law during a sale, 
that bond may be used to 
compensate a purchaser 
who incurs damages from 
those violations. 

Additionally, dealers 
are regulated by various 
state agencies while 
private sellers have no 

regulation. 
While these factors are seldom an issue 

when a consumer purchases an individual’s 
personal used vehicle, a seller who engages in 
numerous unlicensed vehicle sales may not be 
following other regulations designed to protect 
consumers either. 

Following are several tips for consumers 
to ensure they are not doing business with 
unlicensed dealers:
• �Consumers may see whether a dealer has an 

active dealer license by inquiring with the 
Indiana Secretary of State’s Auto Dealers 
Services Division at sos.in.gov. 

• �If the salesperson asks you to meet 
somewhere other than a dealership 
location, you are likely not communicating 
with a dealer. 

• �If you are dealing with an individual seller 
and the seller has numerous vehicles for 
sale at their home or lot, they may be acting 
as an unlicensed dealer. 

• �If you are purchasing a vehicle from an 
individual or dealer and receive a bill 
of sale from a different dealership, the 
seller is likely unlicensed and attempting 
to illegally run your transaction through 
a licensed dealership. In this case, you 
should not proceed with the sale. 

LEGAL NEWS

INDIANA ATTORNEY GENERAL 
TAKES ACTION Car Sellers Operating Without Dealer 

Licenses Even After Orders to Stop
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ACCELERATE |  By GWC Warranty

IT’S TIME TO MAKE TIME
FOR TRAINING 
Get Started on a More Successful Dealership

With everything you handle on a given day, 
it’s easy to dismiss training for you and your 
staff. You understand the value, but always find 
a reason to put it off. But that can end today.

Sure, your main goal is to sell cars. That goes 
without question. 

Without finding ways to keep things fresh 
and continuing to evolve, however, you risk 
falling behind the competition. You probably 
already understand this and therefore see the 
value in dealership training, but it’s easy to 
watch the busy days, weeks and months fly by 
without pursuing the training your dealership 
needs.

That said, there’s no better time than the 
present to overcome these common reasons 
for putting training on the back burner and 
get started on a path to a more successful 
dealership today.

Not Enough Time
This is the easiest excuse when it comes 

to avoiding a training program. It’s also the 
easiest to overcome. 

There are countless options for online 
training you can complete on your own time. 

Convenience is just the first step though. 
Setting deadlines is on you. Give you 
and your team goals to complete certain 
coursework and you can begin holding 
each other accountable to chip away at the 
training iceberg.

Not Enough Money 
Training can be expensive. But it doesn’t 

have to be. 
Looking in unexpected places for on-

demand training (like your vehicle service 
contract provider) might be your ticket 
to affordable – or even free – training 
resources. A quality VSC provider will value 
your loyalty and be able to provide training 
for your entire dealership that will help you 
be more successful and efficient in every 
aspect of your business.

Not Enough People 
So you have a small team, maybe even a 

team of one, and you think training would be 

a waste of your time, right? Wrong. 
Small teams need training that can 

maximize success and efficiency more than 
any others. If you’re running a small shop, 
you need to maximize all your resources. 

Learning best practices, pro tips and 
processes that diversify your skills could 
actually be the best use of your time.

Not Enough Opportunity 
You might be more of a numbers 

person and you’ve historically had trouble 
quantifying the opportunity training holds. 

When overcoming this objection, think 
about if you had two more upsells in the F&I 
office each month. Or if you sold five more 
cars. Or if you learned about a new product 
that could double F&I revenue. 

Unless you train on the processes and 
methods you can employ to achieve these 
goals, you’ll have no path to get there. 
There is always opportunity and room 
for improvement in your dealership, and 
training is the road to get there. 

IN_1119.indd   9 10/22/19   11:41 AM
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It’s going to happen. At some point you 
will transition your dealership to another 
owner, whether it is one of your children, an 
employee or an outside buyer. 

Doing it right requires advanced 
planning and a multitude of considerations 
such as the financial security of the 
business, transfer of wealth, taxes, future 
business strategies, family values, and 
your long-term personal goals. Most of 
all, transitioning to a new set of leaders is 
critical to ensuring the ongoing success of 
the dealership. 

Managing leadership succession involves 
a number of difficult steps, including 
consensus building and assembling key 
parties into a succession planning team.

Knowing when to start is one key to an 
orderly transition. The longer you wait to 
get your team together, the more difficult 
the initiative becomes and the more 
obstacles you will encounter in making the 
transition. 

At a minimum, an owner should start 
planning three to seven years in advance of 
selling or retiring. We recommend starting 
when the dealership demonstrates the 
ability to generate consistent profits and the 
current owner reaches age 50. 

Some of the usual starting considerations:
• Will your children be coming into the 

business? If so, how will each be involved? 
This will require educating children 
about the functions and conditions of 
the business and making sure everyone 
involved remains open to the evolution of, 
or changes in, the succession plan. 
• �If no children are involved, how and when 

will a successor be determined?
• �Or should you simply sell the business and 

monetize your investment?
Starting early is also important, as 

any succession plan should include a 
contingency plan addressing an untimely 
death, disability or other unexpected event. 

This also gives you time to build your 
succession team. Your team could include 
family members, employees, a banker, 
a member of your 20 group, and outside 
advisors. 

Regardless of the makeup of the team, it 
should exhibit four characteristics: trust, 
openness, realization and interdependence. 
A team with those qualities will be able to 
overcome what are bound to be multiple 
hurdles and challenges in negotiating the 
process toward a successful successor. 

A succession plan will address four 
phases of transition: 

• �Initiation or point of entry: when 
succession planning begins.

• �Selection and assessment: choosing           	

   the leaders for the next generation    	
   based on accomplishment and 	
   dedication, which could involve 	
   psychological and other testing. 
• �Education and training: ensuring 

the successor has the skills and 
knowledge to continue a profitable 
operation.

• �Passing the baton: transferring 
authority and accountability to 
successors.

Some common issues to address:
• �How to encourage your children to 

think positively about a succession 
plan.

• �How to determine when children are 
mature enough to be considered as 
successors.

• �Who should succeed as dealer-
operator or CEO?

• �When should the current dealer retire? 
• �Will your manufacturer have an 

opinion (positive or negative) of your 
chosen successor?

• �What are your options in terms of a 
prospective leader?

• �Should you sell the business to an 
external buyer?

• �A personal development plan 
for the successor dealing with 
“operational” skills – technical, 
financial, and organizational issues 
– and “essential” skills – the ability to 
communicate with staff, customers 
and manufacturers. 

• �A leadership development plan, including 
creating a vision for the future of the 
business, commanding respect and being 
professional.

• �The transition process, including the 
changing roles of the current and 
succeeding dealer, their evolving job 
descriptions and who’s making key 
decisions at what points. 

• �A plan to communicate the succession 
to your constituents, including family, 
company and community

• �The organizational succession plan, 
including how top management will be 
affected, the career paths of key managers, 
and the future participation of family 
members in the business. 

A successful management transition is 
not only key to ongoing profitability but to 
the legacy of the retiring owner. As famed 
management consultant Peter Drucker said, 
“The final test of greatness in a CEO is in 
how he chooses a successor and whether he 
can step aside and let the successor run the 
company.” 

Rex Collins is a principal at HBK CPAs and 
Consultants. He directs HBK’s National Dealership 
Industry Group, which provides tax, accounting, 
transactional and operational consulting exclusively 
to dealers. Rex can be reached at rcollins@hbkcpa.
com or 317-504-7900.

MANAGEMENT MATTERS |  By Rex A. Collins CPA, CVA

MANAGEMENT SUCCESSION
Preparing for the Transition SHIP SMARTER

WITH INTELLIGENT PRICING.
Ready Logistics’ new Intelligent Pricing adjusts based on market conditions, 
vehicle size and route complexity. Now you can feel confi dent you are getting 
a competitive price every time you ship. That’s Logistics Delivered.SM

FOR A QUOTE CALL 866-251-4618 OR VISIT READYLOGISTICS.COM

© 2019 Manheim, Inc.  All rights reserved. Manheim M logo is a trademark of Manheim, Inc.
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IIADA’s 32nd Anniversary Golf Outing and 
Awards Day was held at Eagle Creek Golf Club 
in Indianapolis, Indiana, on August 25.

1st Place Team – Zay Leasing and 
Rental:

•  Andy Zay
•  Brad Klopfenstein
•  Bill Smythe
•  Zoey Freese
Thanks to all of our sponsors, golfers, and 

workers for making our event a success! 

ASSOCIATION NEWS

IIADA 32ND ANNIVERSARY GOLF 
OUTING AND AWARDS DAYAugust 25, 2019
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Stoll Keenon Ogden PLLC
Donn Wray
donn.wray@skofirm.com
317.608.4369

Nationwide Cassel LLC
Mark Plunkitt
773.824.3949

SILVER SPONSORS
ADESA Indianapolis Auto Auction
Dave Emerson 
Sale day: Tuesday
317.838.8000 

Indianapolis Car Exchange
Danny Hockett
Sale day: Friday
317.769.7777

Manheim Chicago 
Mike Cesta
815.806.4222

HBK CPA’s and Consultants
Rex Collins 
317.504.7900
rcollins@hbkcpa.com

Short Strategy Group
Frank Short-Mike Solari
317.917.0800 

TradeRev
Steve Kennedy
317.809.4612
steve.kennedy@traderev.com

700 Credit
Britney Fischer
313.749.0182

O’Reilly Auto Parts
Ronnie Pumphrey
417.862.2674

Auto Sweet
Kevin Hill
614.459.3558
kevin.hill@autosweet.com

CarGurus
Justin Gieser
800.277.4878 ext. 2656
CARFAX
Kathy Collins
404.323.8584

Xlerate Group
Pat Stevens
317.689.7921
pstevens@xlerategroup.com

BRONZE
Kesler-Schaefer Auto Auction
Steve Kesler
Sale day: Thursday
317.297.2300

Frazer Computing Inc.
Michael Frazer
888.963.5369

American Recovery  
Association
Les McCook
972.755.4755

Best Deal! Auto Sales
David Baldwin
260.755.3616

ASC Warranty
Clayton Morgan
Andy Stern
800.442.7116

Professional Financial Services
Chuck Black
317.677.3442

ADESA Cincinnati
Mike Long
Sale day: Tuesday
937.746.4000

Communitywide Federal 
 Credit Union
Andrew Burgraf
574.239.2700 ext. 137

Reliable Auto Finance
Lester Dean
616.438.3591
Alpha Omega Group
Brad Leblanc
513.317.9861

Greater Kalamazoo Auto Auction- 
XLerate Group
Daryl DeVries
269.679.5021
Sale day: Thursday

Columbus Fair Auto Auction
Chuck Dearing
614.561.5762
Sale day: Wednesday

Mountain State Auto Auction
Andrew Pyle
800.732.0683
Sale day: Monday

Capital City Auto Auction
Mike Cregut
304.201.2270
Sale day: Friday

America’s Auto Auction  
West Michigan
Sarah Ruzicka
800.577.2886
Sale day: Friday

National Auto Auction Association 
Frank Hackett
301.696.0400

Cars Protection Plus
Paul Wagner
317.645.6951

Integrity Warranty
Travis Gosser
423.355.8247

Automotive Finance Company
Stephanie Freeman
317.619.9515 

Indiana Auto Auction
Eric Autenrieth
Sale day: Thursday
260.489.2776

Indianapolis Car Exchange
Danny Hockett
Sale day: Friday
317.769.7777

Professional Financial Services
Meredith Brown
864.237.6272

Lewis Motor Sales
Dave Lewis
765.448.4006

Premier Acceptance
Trey Colangelo
317.899.7676

VITU
Zach Newsom
317.919.8697

C Berman Associates
Ken Sheppard
765.744.3299

Nicholas Financial
Ron Howard
317.571.1780

AFS Dealers
Bill Elizondo
972.322.0730

Guardian Finance Company
Tom Lloyd
513.515.5442

PWI/KAR
Doug Cohen
317.412.7653

Bird Eye
Katie Hopkins
972.364.7854

Thank you!

The Indiana Independent Automobile Dealers Association would like to thank the following sponsors:

   

IIADA 32ND ANNIVERSARY EVENT SPONSORS
PLATINUM SPONSORS
NextGear Capital
Stacy Burton
stacy.burton@coxautoinc.com
317.384.8575

Envirotest
Kevin Lewis
kevin.lewis@opusinspection.com
317.322.0020

Freedom Warranty
Chris Miller
chrismiller@freedomwarranty.com
423.453.3210

DIAMOND SPONSORS
AutoZone
Gerry Sutter
440.263.3389
gerald.sutter@autozone.com

AutoTrader.com
Stacia Mayer
stacia.mayer@coxautoinc.com
317.242.8686

CAR Financial
Derek Buchholz
derek.buchholz@carfinancial.com
770.296.1412

NAPA
Anthony Smith
anthony-smith@genpt.com
417.769.8976

GOLD SPONSORS
ACV Auctions
Jesse Ball
716.983.7906
jesse@acvauctions.com

Manheim Indianapolis &  
Manheim Louisville
Emily Decker
317.862.8622
Chuck Werner
812.283.0734
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Please include your email address, phone and fax numbers so that we can easily communicate with you. 
Membership dues are $295 for 12 months from the date you join, and your National lADA dues are included. Please 
send application and check or credit card information to: IIADA, PO Box 1393, Crown Point, IN 46308

For an annual membership investment of only $295, 
which includes an NIADA membership, you get 2019 member auction

coupons for a total savings of over $3,000!

Dealership Name _______________________________________ Dealer Lic#_________________

Mail Address ______________________________________________________________________

County __________________________________________________________________________

City/State/Zip_____________________________________________________________________

Phone _____________________________________________  Fax_ _________________________

E-mail____________________________________________________________________________

Website___________________________________________________________________________

Owners (Please Print) _ _____________________________________________________________

Recommended By _ ________________________________________________________________

This is our personal invitation to you to join the State and National
Independent Automobile Dealers Professional Associations 
It is important to me to be recognized as a professional! Enclosed are my annual dues of $295 to make sure that my 
business has all the advantages IIADA/NIADA Inc., provides to put me at the forefront of my profession. By completing 
this form, I agree to abide by the Code of Ethics. Also, I am consenting to and giving IIADA/NIADA Inc., its affiliates and 
subsidiaries, my permission to (until I give written notice to discontinue) contact me and provide information to me at the 
mailing and email addresses, telephone and fax number(s) I have provided.

Note: 25% of dues are non-deductible

GENERAL INFORMATION

JOIN TODAY

o Check  o Visa  o MasterCard 
 
Credit Card Number: _____________________________________ Expiration Date: _________ 
  
Signature: ______________________________________________________________________

Phone: (219) 661-0287 • Fax: (219)663-5294 iiada@comcast.net
The IIADA Has the Independent Auto Dealer Covered!

MEMBER
APPLICATION

IN_1119.indd   16 10/22/19   11:41 AM
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2019 Member Auction 
Coupons for a Total 
Savings of $3,000!

Programs for Extra Profit
• Dealer Bond at Member Rates
• Dealer Insurance
• Health Insurance
• Forms
• Financing
• Software
• IIADA Help Desk
• National Dealer Network Skip Tracing Contacts
• College Scholarships
• Prescription Drug Card
• National Dealer Network

Publications
• Car Lines Publication
• Used Car Dealer Magazine
• Federally Required Safeguards Policy Document
• Federally Required Red Flags Rules Policy Documents
• �IRS Audit Technique Guide For the Independent Used Car Dealer
• Current Industry Information
• Legislative Alerts
• NIADA Annual Market Analysis

Professional Development
• Certified Master Dealer Program
• Free Access to NIADA.tv Training at Your Business
• Access to IndependentDealer.com where dealers go for answers
• NIADA Membership and Window Decal
• IIADA “Symbol of Integrity” Logo and Window Decal  
• NIADA Annual Convention and Expo
• Code of Ethics

Representation
• State Lobby and Consultant Services
• State Legislative and Regulatory Tracking and Reporting
• Federal Lobby and Consulting Services
• Federal Legal, Legislative and Regulatory Tracking and Reporting
• Indiana Department of Revenue Liaison
• Indiana Dealer Services Liaison
• Indiana Bureau of Motor Vehicles Liaison

ADE of Indianapolis
ADESA Cincinnati/Dayton
ADESA Indianapolis
ADESA Lansing
America’s Auto Auction Toledo
America’s Auto Auction West Michigan
Clark County Auto Auction
Dyer Auto Auction
Fort Wayne Truck and Auto Auction
Greater Kalamazoo Auto Auction
Greater Mishawaka Auto Auction
Greater Rockford Auto Auction
Indiana Auto Auction, Inc.
Indianapolis Car Exchange
Kesler-Schaefer Wholesale Auto Auction
Manheim Cincinnati
Manheim Indianapolis
Manheim Louisville
Manheim Ohio
Wolfe’s Auto Auctions-Evansville/ 
South Bend/Terre Haute

SUPPORT IIADA! 
 We are your voice in Indianapolis.

For $295 You Get Membership 
in Both IIADA and NIADA
Plus All of the Following Benefits and Even 
MoreThat Are Not Listed!

MEMBER
BENEFITS

AUCTION COUPON BOOK PRINTING 
SPONSORED BY:

    AFC  .  ASC  WARRANTY

IIADA • VIP MEMBERS ONLY • EXCLUSIVE

IN_1119.indd   17 10/22/19   11:41 AM



 18   CAR LINES    NOVEMBER/DECEMBER 2019    WWW.IIADA.COM

IIADA Associate 
Membership 
is available to 
automotive related 
businesses. Please 
call 219-661-0287 
for more information 
on Associate 
Memberships.

ASSOCIATE MEMBERS 

700Credit
Britney Fischer
586.915.4703
bfischer@700credit.com
www.700credit.com

ACV Auctions
Dennis Carey
260.350.2617
dcarey@acvauctions.com

Advance Auto Parts
Ken Amborski
419.260.9256
Ken.amborski@advance-auto.com

AFC
Stephanie Freeman
317.343.5020
Stephanie.freeman
autofinance.com

AFS Dealers LLC
Bill Elizondo
972.322.0730
www.afsdealers.com	

AFS Dealers
Bill Elizondo
972.322.0730
bill@afsdealers.com

Alpha Omega Group
Brad LeBlanc
513.317.9861
brad@aogllc.com

ASC Warranty Co. Inc.
Susan Williams/
Clayton Morgan
800-442-7116

AutoTrakk
Ty Endicott
570.329.9520
tendicott@autotrakk.com
wwwlautotrakk.com

AutoZone
Gerry Sutter
440.263.3389
geraldsutter@autozone.com

BirdEye, Inc.
David Tulkin
650.313.5225
David.tulkin@birdeye.com
 
Coastal Credit LLC
Austin McFarland
317.727.2778
amcfarland@coastalcreditllc.com 

Consolidated Automotive  
Services
Chris Walsh
812.988.8300
www.consolidated autoservices.com

CoreLogic CREDCO
Colby Park
817.699.4511
cpark@corelogic.com

BirdEye, Inc.
David Tulkin
650.313.5225
David.tulkin@birdeye.com

DealerCenter
Barry Lane
888.669.6699
blane@dealercenter.com 
 
Donn H. Wray
Legal Counsel
Stoll Keenon Ogden
201 N. Illinois Street, Ste. 1225
Indianapolis, IN  46204
317.608.4369

Drive1 USA, Inc.
Bruce Norton
1512 W. 96th Ave., Ste. C
Crown Point, IN  46307
Phone:  219.670.0542
Email: Bnorton@drive1usa.com

Encompass Dealer Services
Terry Schwer
765.969.1692
terry@encompassdealers.com

Envirotest Titling & Registration
Kevin Lewis
1445 Brookville Way Suite G
Indianapolis, IN 46239
317.322.0020
www.etrindiana.com

Envirotest Titling & Registration
Kevin Lewis
1111 S. Green River Rd. Suite 100
Evansville, IN  47715
812.909.0116
www.etrindiana.com

Envirotest Titling & Registration
Jennifer Kharchaf
1171 Breuckman Dr., Ste. B
Crown Point, IN  46307
219.661.8220
www.etrindiana.com

Frazer Computing Inc.
6196 US Hwy 11, P O Box 569
Canton, NY  13617
888.963.5369
www.frazer.com

Frazer Software
Custom Dealer Products
Bill Ecklor
260.415.9119

Freedom Warranty
John Skelton
423.207.1333
www.freedomwarranty.com 
 
 

Guardian Finance Company
Tom Lloyd
513.515.5442
tlloyd@guardianfinancecompany.com 

GWC Warranty
P O Box 7900
Wilkes-Barre, PA 18773
317.374.6271
www.gwcwarranty.com

HBK CPAs & Consultant
Rex Collins
330.758.8613
rcollins@hbkcpa.com 

Insurance Professionals- 
Dealer Specialists
Steffy Hatoway 
Jan Hatoway
Office:  317.861.4411
Cell:  317.750.3032

Insurance Professionals of  
New Palestine
Network Benefits of Mid America
35 W. Main St. P.O. Box 467
New Palestine, IN 46163
Office: 317-861-4411
800-688-7988
Cell: 317-750-3032

Integrity Warranty, LLC
Paul Mulready
423.355.8353
pmulready@integritywarranty.com
www.integritywarranty.com

Kenect
Trevor Allred
385.274.6197
tallred@kenect.com

Lincolnway Insurance Services
Greg St. Germain
336 E. Lincoln Hwy.
Schererville, IN 46375
219-865-2227
gregg@lincolnwayinsurance.com

National Auto Auction  
Association
Frank Hackett
301.696.0400
naaa@naaa.com

Nationwide Cassel LLC
Mark Plunkett
mplunkitt@nationwideloans.com
317.441.1637

NextGear Capital
Lori Kahre
1320 City Center Drive
Suite 100
Carmel, IN  46033
Phone:  317.571.3845
www.nextgearcapital.com

NVP Warranty
Art Mastyugin
888.270.5835
art@nvpwarranty.com

Preferred Warranties, Inc.
Gregg Reidenbach/Guy Loeffler
800-548-1121
info@warrantys.com
www.warrantys.com

Premier Acceptance
7520 E. Washington St.
Indianapolis, IN  46219
317.899.7676
trey@premieraccept.com

Professional Financial  
Services
Matt Reece
Phone:  864.237.6090
Matt.Reece@pfs-corp.net
Nat Rieder
Nat.Rieder@pfs-corp.net
Phone:  614.935.9808

Pull A Part of Indianapolis LLC
Mark Cohen
2505 Producers Lane
Indianapolis, IN  46218
Phone:  678.327.5584

Reliable Auto Finance
Lester Dean
PO Box 9700
Wyoming, Michigan 49509
616.438.3591
Fax: 616-245-5978
lesterd@reliableautofinance.com

Somerset CPAs
Jane Saxon, CPA
3925 River Crossing Pkwy.
Indianapolis, IN  46240
317.472.2183
jsaxon@somersetcpas.com

Spireon
Dave Boekholder
800.557.1449
dboekholder@spireon.com

Strategic Consulting
Jeff Bond
317.363.6458
jeff@scspro.net 

T & J Dealer Services
Justin Stuckey
260.403.2410
justin@dealerservices.com

Teipen, Selanders,  
Poynter & Ayres, P.C.
Certified Public Accountants
Barnett Sapurstein, CPA
317.598.6700
bsapurstein@teipencpa.com

TRADE X
Jose Delgado
317.385.9780
jose@tradexport.com

Turner Acceptance
Jonathon Turner
Phone:  773.290.5007
turneracceptance.com

VITU
Zach Newsome
5222 S. East Ave., Suite B-4
Indianapolis, IN  46227
317.919.8697
znewsome@vitu.com

A WHOLE 
NEW ARENA

Every Friday is sale day at ADESA Chicago. 
Conveniently located at 2785 Beverly Road in Hoffman Estates, IL.

at the heart of our 12 Midwest auctions.

IN-OPs & Early Bird sale at 8:30 a.m. CT
Fleet/Lease sale at 9:30 a.m. CT

Dealer Consignment at 9:30 a.m. CT

Learn more or view inventory at ADESA.com/Chicago.
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Every car counts. Every price affects profitability. Every decision 
you make can help or hurt your business. That’s how it’s always 
gone for independent dealers … but now, independent dealers 
don’t have to go it alone.

Just look at Bradley Berndt. vAuto supports his independent 
dealership in every inventory decision they make. Whether they’re 
sourcing inventory with Stockwave or pricing and appraising with 
Provision, Bradley’s team always has the  data that drives results. 

Learn more at vAuto.com/notalone | 888-362-5783

220%
  INCREASE IN  
   SALES VOLUME

Bradley Berndt
  Auto Haus on Velp
    Green Bay, Wisconsin

INDEPENDENT
NOT ALONEBUT
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