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as the National
Alliance of BuyHere, Pay-Here
Dealers, BHPH
Report publishes
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The current state of the industry
The view from Ken Shilson of NABD

The view from Steve Jordan of NIADA

subprime finance companies, credit unions
and franchised dealers. That’s a pretty big
slice out of the market, and therefore it has
to result in some adjustments. One of the
big adjustments is in order to survive today
you have to have financial flexibility and capital availability. You have to get your financial house in order to be able to weather the

ARLINGTON, Texas — The National how membership continues to grow and
Independent Automobile Dealers Associ- why it’s important for operators to gather
ation gathers for the 70th time during its on an annual basis.
National Convention in June.
NIADA chief executive officer Steve What subjects are you
Jordan shared with BHPH Report about discussing with
how the small-business owners who NIADA members most
make up the association’s membership are nowadays? How often? Why?
adapting to changes in the marketplace,

HOUSTON — Leading into the 18th
annual National Conference for BHPH
hosted by the National Alliance of BuyHere, Pay-Here Dealers, we spoke with
Ken Shilson, the president and founder of NABD, about a host of issues
impacting operators.
BHPH Report asked Shilson about the
diminishing market presence BHPH dealers
possess nowadays, how moves made by investment leaders on Wall Street are impacting dealers on Main Street, as well as some
tidbits that dealerships can leverage during
the second half of the year.

SHILSON continued on page 9

How are BHPH operators
surviving the storm from
subprime finance companies that
seems to have been going on for
several years now?
Based on numbers that Experian has
provided through December 2015, it appears that buy-here, pay-here has lost
about 40 percent of its market share to

Ken Shilson
NABD President

Steve Jordan
NIADA CEO

I can tell you a lot of the stuff on the
regulatory and compliance side of the
business is what we continually beat the
drum on because that seems to be a continuing concern with a lot of dealers. The
ever-growing reach of the CFPB and FTC
rulings and those matters are all front and
center for dealers to be paying attention
to and be aware of. I would also
say small business survivability is a lot of what we’re talking
about, just how to compete
as a small business and making sure you’ve got a good

JORDAN continued on page 8

“A lot of those
things we’re
talking through
our Certified
Master Dealer
program and
our 20 Group
programs.”

“You must have a
compliance focus
today. That’s
because in the past
the industry has not
been scrutinized
the way it is
now.”
Photo courtesy of NIADA
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2016 Attendance

Live Events

We partner with
NIADA, NAF, and NAAA
to bring the industry
Used Car Week.

2016 Educational Opportunities

128
Speakers

7%

33

18

Workshops

Keynotes

2

Manager 29%

BLOCK

9%

652

From compliance to
technology, we present the
most important information to
help the BHPH thrive and within
regulatory boundaries.

Panel Discussion
15%

ND

900

of attendees
attended the
full week

29%

12%

11

Attendance by Conference
1 BLOCK

In-Demand Topics

Hours of
Networking

attendees throughout
the entire week of
Used Car Week and
NAAA Convention
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9

40+

1330+

ATTENDANCE
BY TITLE

Executive 20%
Senior VP 17%
Director 15%
Dealer / Principal 7%
Other 12%

20%
17%

8
Industry
Recognition

Each year, we tip
our hats to the good
work being done
across the industry.

Bonus Circulation

Enhance and expand your
marketing efforts at NADA,
NABD, and NIADA.

Buy-Here Pay-Here Report
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Industry Partners

Our writing staff has great
relationships with industry thought
leaders, data providers, associations,
alliances, and organizations. All to
bring the reader the latest trends,
best practices, and impactful
changes to the industry.
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Top 3 bankruptcy trends
from past 2 quarters
It’s conference time
in the neighborhood
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Used-car consignment
stores blur retail,
wholesale lines
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FactorTrust’s latest move in BHPH
As part of its continued commitment to the needs of buyhere, pay-here dealers, shortterm lenders and the alternative
financial services industry, FactorTrust announced a tool called
FlexFormat; what the company contends is the first industry standard in reporting shortterm loan data for products foSCOTT BRACKIN
cused on underbanked consumFactorTrust
ers. FactorTrust vice president of
auto finance Scott Brackin said the tool can give BHPH
dealerships the ability to report more accurately.
Read story on page 11

State of the industry
Photos courtesy of NIADA

TECHNOLOGY TALK

Why BHPH impresses Spireon CEO
Spireon chief executive officer Kevin Weiss acknowledged
he didn’t possess a deep knowledge of the buy-here, pay-here
dealership and deep subprime
auto finance industries. But
nearly a year into his tenure with
the company, Weiss said, “I have
an incredible appreciation for
men and women who are in this
KEVIN WEISS
segment of the market. They’re
Spireon
some of the smartest businesspeople I’ve come to know in my 40 years of work.”
Read story on page 14

J.D. Byrider to leverage SecureClose

ACE CHRISTIAN

SecureClose

This is the kind of market penetration level SecureClose chief executive officer Ace
Christian envisioned as part of
“his dream” when he launched
the technology company aimed
at leveraging digital technology to streamline the explanation
of vehicle installment contracts
during delivery. Now it could be
used in more than 160 J.D. Byrider stores nationwide.
Read story on page 18

Leaders of NABD & NIADA describe
current landscape and potential future

With conference season getting into full swing for buy-here, pay-here and independent dealerships, BHPH Report again
connected with two industry leaders who have their fingers on the pulse of what’s happening nationwide — Ken Shilson, president and founder of the National Alliance of Buy-Here, Pay-Here Dealers, and Steve Jordan, chief executive officer of the National Independent Automobile Dealers Association.
Both Shilson and Jordan reflected back on how dealers have navigated the challenges of the past couple of years and how
perhaps the prospects for the BHPH segment are as upbeat as they’ve been in some time.
What is the industry element that’s the same now as
it was back in 1998 when you started the NABD national conference and what would you assert to be the most
dramatic difference between then and now?
Ken: With regard to what’s the same, success is not just
selling BHPH vehicles. It’s keeping them sold. That’s going
to be universally true forever.
The biggest change is the industry is more capital intensive than ever before. In other words, the economics
of the industry are changing. There is less margin for error, meaning that training and education have never been
more important.

How exciting was it to see the mood of member dealers improve significantly as noted in the first-quarter
survey results?
Steve: I’ve got to tell, it’s been very exciting to see this
confidence grow as much as it has after being so cautious for
as long as it has. It seems like every presidential election cycle always brings this level of uncertainty within businesses, voters and even the financial markets. It seems like everyone takes this wait-and-see attitude about what’s going to
happen after November. In this particular case, I think many
INDUSTRY continued on page 4

2016 INDUSTRY BENCHMARKS
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The 2016 Buy-Here, Pay-Here Industry Benchmarks are more robust than ever as they
contain data from the National Alliance of Buy-Here, Pay-Here Dealers, the National
Independent Automobile Dealers Association, NCM Associates and Subprime Analytics.
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Time to readjust your radar:
Lessons from recent
CFPB actions

6

Time to readjust your radar:
Lessons from recent
CFPB actions
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By Nick Zulovich, Editor

GREELEY, Colo., and WASHINGTON, D.C. —
For the second time in two months, the Consumer Financial Protection Bureau took out an enforcement
action in the buy-here, payhere industry.
On Jan. 21, the enforcement came against Herbies
Auto Sales, an operator in
Greeley, Colo., for what the
bureau deemed to be abusive financing schemes, hiding
auto finance charges and misleading consumers.
RICHARD CORDRAY
The CFPB said Herbies will
CFPB
pay $700,000 in restitution to
harmed consumers, with a suspended civil penalty of
$100,000.
“Buying a car is often one of the most important
purchases a consumer makes, so the experience needs
to be fair and above-board,” said CFPB director Richard Cordray.
“But concealing finance charges and the real cost
of credit, as Herbies did here, is unlawful and unacceptable,” continued Cordray, whose agency penalized
CarHop just before the holidays.
Y King S Corp., which does business as Herbies
Auto Sales, operates a dealership that both sells the vehicle and originates the contract without selling that
deal to a third party. From at least 2012 through May
2014, the CFPB determined the BHPH operation offered financing to about 1,000 people each year.

Response from operator
In a message to BHPH Report, Herbie’s Auto Sales
owner Lee Yoder explained how the operation was intended to function.
CFPB continued on page 20
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CFPB orders Colo.
dealer to pay $700K
in restitution

Solutions to 5 common
accounting problems
“Without a third party bid, IRS auditors may contend you are understating
the value of your notes in order to claim
a larger loss on sale of notes,” he continued. “If the IRS can prove you understated the value of your notes sold to the related finance company, they may disallow (or reduce) the deduction claimed on
the return.
“The IRS scrutinizes related party transactions very closely,” Goldberg added. “You can assume any
transaction between two affiliates will
be reviewed.”

By Nick Zulovich, Editor

HOUSTON — One of the few challenges buy-here, pay-here operators
face that rivals keeping their customers current on their contracts is maintaining compliant accounting practices that keep them from getting into trouble with the Internal Revenue Service or
state regulators.
Steven Goldberg touched on several major areas where BHPH dealers can
sharpen their record keeping and other
practices in order to make their IRS filings and other materials compliant. Goldberg is one of the partners with Shilson,
Goldberg, Cheung & Associates, a Houston-based accounting firm that specializes in handling the complex needs of keeping accurate compliant records in BHPH.
BHPH Report reached out to Goldberg as 2016 started to drill deeper down
into some of the most common problems
BHPH operators encounter.
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Problem: Being overly aggressive
when selecting the discount rate for
selling receivables to the related finance
company. What measures are best for
operators to use to avoid trouble with
the IRS or state regulators?
If a dealership chooses to sell notes
to its related finance company, Goldberg
pointed out the operation must sell the
notes at fair market value.
So how does a dealer determine what
price is fair market value so as to avoid
problems with the IRS on valuation
of notes?
“The best method to support pricing of notes sold to your related finance
company is to obtain a written bid from
a third party on the value of your notes,”
Goldberg said. “I recommend dealers obtain a bid on their note portfolio at least
once every other year so that you always
have a current valuation to support the
discount deducted on the return.

Problem: Charging off an account
and restocking the repo into inventory
at the balance owed on the charged off
contract. How often have you heard of
operators using this practice, and how
much does the practice anger the IRS or
other regulators?
Goldberg indicated that he does
not recommend dealers stock inventory at the balance owed on the charged
off account. He pointed out this practice creates a number of potential issues
for dealers.
“First, if the outstanding customer
balance is higher than the true value of
the repossessed vehicle, then the company is overstating their taxable net income
by missing out on the full amount of the
bad debt expense,” he said.
“Second, the dealer will be unable to
generate accurate static pool analysis on
the portfolio because the books are hiding the losses of one account in another,”
Goldberg continued.

CFPB orders Colo.
dealer to pay $700K
in restitution
By Nick Zulovich, Editor

GREELEY, Colo., and WASHINGTON, D.C. —
For the second time in two months, the Consumer Financial Protection Bureau took out an enforcement
action in the buy-here, payhere industry.
On Jan. 21, the enforcement came against Herbies
Auto Sales, an operator in
Greeley, Colo., for what the
bureau deemed to be abusive financing schemes, hiding
auto finance charges and misleading consumers.
RICHARD CORDRAY
The CFPB said Herbies will
CFPB
pay $700,000 in restitution to
harmed consumers, with a suspended civil penalty of
$100,000.
“Buying a car is often one of the most important
purchases a consumer makes, so the experience needs
to be fair and above-board,” said CFPB director Richard Cordray.
“But concealing finance charges and the real cost
of credit, as Herbies did here, is unlawful and unacceptable,” continued Cordray, whose agency penalized
CarHop just before the holidays.
Y King S Corp., which does business as Herbies
Auto Sales, operates a dealership that both sells the vehicle and originates the contract without selling that
deal to a third party. From at least 2012 through May
2014, the CFPB determined the BHPH operation offered financing to about 1,000 people each year.

Response from operator
In a message to BHPH Report, Herbie’s Auto Sales
owner Lee Yoder explained how the operation was intended to function.
CFPB continued on page 20

Solutions to 5 common
accounting problems
“Without a third party bid, IRS auditors may contend you are understating
the value of your notes in order to claim
a larger loss on sale of notes,” he continued. “If the IRS can prove you understated the value of your notes sold to the related finance company, they may disallow (or reduce) the deduction claimed on
the return.
“The IRS scrutinizes related party transactions very closely,” Goldberg added. “You can assume any
transaction between two affiliates will
be reviewed.”

By Nick Zulovich, Editor

HOUSTON — One of the few challenges buy-here, pay-here operators
face that rivals keeping their customers current on their contracts is maintaining compliant accounting practices that keep them from getting into trouble with the Internal Revenue Service or
state regulators.
Steven Goldberg touched on several major areas where BHPH dealers can
sharpen their record keeping and other
practices in order to make their IRS filings and other materials compliant. Goldberg is one of the partners with Shilson,
Goldberg, Cheung & Associates, a Houston-based accounting firm that specializes in handling the complex needs of keeping accurate compliant records in BHPH.
BHPH Report reached out to Goldberg as 2016 started to drill deeper down
into some of the most common problems
BHPH operators encounter.
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Goldberg indicated that he does
not recommend dealers stock inventory at the balance owed on the charged
off account. He pointed out this practice creates a number of potential issues
for dealers.
“First, if the outstanding customer
balance is higher than the true value of
the repossessed vehicle, then the company is overstating their taxable net income
by missing out on the full amount of the
bad debt expense,” he said.
“Second, the dealer will be unable to
generate accurate static pool analysis on
the portfolio because the books are hiding the losses of one account in another,”
Goldberg continued.

If a dealership chooses to sell notes
to its related finance company, Goldberg
pointed out the operation must sell the
notes at fair market value.
So how does a dealer determine what
price is fair market value so as to avoid
problems with the IRS on valuation
of notes?
“The best method to support pricing of notes sold to your related finance
company is to obtain a written bid from
a third party on the value of your notes,”
Goldberg said. “I recommend dealers obtain a bid on their note portfolio at least
once every other year so that you always
have a current valuation to support the
discount deducted on the return.

Don’t put profits in danger.
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operators using this practice, and how
much does the practice anger the IRS or
other regulators?

Problem: Being overly aggressive
when selecting the discount rate for
selling receivables to the related finance
company. What measures are best for
operators to use to avoid trouble with
the IRS or state regulators?
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CFPB orders Colo.
dealer to pay $700K
in restitution
By Nick Zulovich, Editor

GREELEY, Colo., and WASHINGTON, D.C. —
For the second time in two months, the Consumer Financial Protection Bureau took out an enforcement
action in the buy-here, payhere industry.
On Jan. 21, the enforcement came against Herbies
Auto Sales, an operator in
Greeley, Colo., for what the
bureau deemed to be abusive financing schemes, hiding
auto finance charges and misleading consumers.
RICHARD CORDRAY
The CFPB said Herbies will
CFPB
pay $700,000 in restitution to
harmed consumers, with a suspended civil penalty of
$100,000.
“Buying a car is often one of the most important
purchases a consumer makes, so the experience needs
to be fair and above-board,” said CFPB director Richard Cordray.
“But concealing finance charges and the real cost
of credit, as Herbies did here, is unlawful and unacceptable,” continued Cordray, whose agency penalized
CarHop just before the holidays.
Y King S Corp., which does business as Herbies
Auto Sales, operates a dealership that both sells the vehicle and originates the contract without selling that
deal to a third party. From at least 2012 through May
2014, the CFPB determined the BHPH operation offered financing to about 1,000 people each year.

Response from operator
In a message to BHPH Report, Herbie’s Auto Sales
owner Lee Yoder explained how the operation was intended to function.
CFPB continued on page 20
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By Nick Zulovich, Editor

HOUSTON — One of the few challenges buy-here, pay-here operators
face that rivals keeping their customers current on their contracts is maintaining compliant accounting practices that keep them from getting into trouble with the Internal Revenue Service or
state regulators.
Steven Goldberg touched on several major areas where BHPH dealers can
sharpen their record keeping and other
practices in order to make their IRS filings and other materials compliant. Goldberg is one of the partners with Shilson,
Goldberg, Cheung & Associates, a Houston-based accounting firm that specializes in handling the complex needs of keeping accurate compliant records in BHPH.
BHPH Report reached out to Goldberg as 2016 started to drill deeper down
into some of the most common problems
BHPH operators encounter.

Cherokee Automotive Group | 301 Cascade Pointe Lane | Cary, NC 27513

Buy-Here Pay-Here Report

10freeVINs.com

“Without a third party bid, IRS auditors may contend you are understating
the value of your notes in order to claim
Some restrictions apply.
a larger loss on sale of notes,” he continued. “If the IRS can prove you understated the value of your notes sold to the related finance company, they may disallow (or reduce) the deduction claimed on
the return.
“The IRS scrutinizes related party transactions very closely,” Goldberg added. “You can assume any
transaction between two affiliates will
be reviewed.”

Problem: Being overly aggressive
when selecting the discount rate for
selling receivables to the related finance
company. What measures are best for
operators to use to avoid trouble with
the IRS or state regulators?
If a dealership chooses to sell notes
to its related finance company, Goldberg
pointed out the operation must sell the
notes at fair market value.
So how does a dealer determine what
price is fair market value so as to avoid
problems with the IRS on valuation
of notes?
“The best method to support pricing of notes sold to your related finance
company is to obtain a written bid from
a third party on the value of your notes,”
Goldberg said. “I recommend dealers obtain a bid on their note portfolio at least
once every other year so that you always
have a current valuation to support the
discount deducted on the return.

Problem: Charging off an account
and restocking the repo into inventory
at the balance owed on the charged off
contract. How often have you heard of
operators using this practice, and how
much does the practice anger the IRS or
other regulators?
Goldberg indicated that he does
not recommend dealers stock inventory at the balance owed on the charged
off account. He pointed out this practice creates a number of potential issues
for dealers.
“First, if the outstanding customer
balance is higher than the true value of
the repossessed vehicle, then the company is overstating their taxable net income
by missing out on the full amount of the
bad debt expense,” he said.
“Second, the dealer will be unable to
generate accurate static pool analysis on
the portfolio because the books are hiding the losses of one account in another,”
Goldberg continued.
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consistent for us. The pipeline allows us
to know not only what we’re going to be
opening this year, but next year and the
year after.”
Once the weather improves enough,
Humbert indicated four more locations
will break ground in hopes of opening
sometime this summer. J.D. Byrider hopes
to unveil a dozen more locations this year.
The company ventured into two new
states to close out 2015 as new franchisees opened rooftops in St. Cloud, Minn.,
and Manchester, N.H. Reinforcing how diverse the J.D. Byrider franchisee group isopening the store in Minnesota was Destini
Molitor, the wife of baseball Hall of Famer Paul Molitor, who now manages the
Minnesota Twins.
“Instead of owning 10 quick-serve restaurants or five casual restaurants and getting a certain return, they could own one
J.D. Byrider and get a similar return with
less personnel. That really intrigues the entrepreneur to come our way because of the
opportunity with less moving pieces and
personnel,” Humbert said.
While half of last year’s J.D. Byrider
openings were orchestrated by individuals
such as Molitor, Humbert points out much
of the remainder stemmed from owners of
new-car dealerships.
“It is a totally separate business and
brand so there is no OEM conflict. They
may be right next door, but they’re totally
separate businesses,” Humbert said.
Besides not conflicting with their OEM
relationships, Humbert explained that
new-car dealers are coming to J.D. Byrider to augment their store portfolio for
four primary reasons, including consistent
earnings during any economy.
“The new-car business in 2007 and 2008
wasn’t as good as it is now. But our business is very flexible. It’s a vertically integrated model where you control everything
from the buying of the vehicle to the portfolio performance. It’s very consistent earning during any economy,” Humbert said.
The other three reasons Humbert mentioned stemmed from J.D. Byrider being
a profitable outlet for trade-ins arriving at
the new-car dealership as well as an option for credit turn-downs that the factoryfilled store might see. Furthermore, Humbert mentioned that an owner’s growth is
not limited or dependent upon what the
automaker is pushing or producing.
“One of the big strengths of J.D. Byrider is our franchise ownership community,
sharing and being able to help each other,”
Humbert said. “The community is active
throughout the year assisting new owners
in learning the system, sharing best practices and one-on-one training as needed.
“The community is just very positive
and one of the big advantages to J.D. Byrider. We have owners who have been with
us over 20 years. It’s a big advantage to have
them involved and growing the company,”
he went on to say.
So whether it’s refurbishing a vacant
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dealership or similar looking facility or
constructing an entirely new building, J.D.
Byrider stores are sprouting nationwide.
Humbert pointed out that the company
likely will be planting a presence in seven
more states during the next few years.
And it’s happening without Humbert
having to make a call and present a pitch to
a potential franchisee.
“We’ve just touched the market. I
have 300-plus available points to continue to license and open dealerships,”
Humbert said.

Franchisee Destini Molitor opened this location in St. Cloud, Minn.
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Skypatrol launches mobile payment capabilities

MIAMI — GPS tracking solutions provider Skypatrol rolled out what it dubbed
Remote Auto Payment for vehicle finance
companies and buy-here, pay-here dealers
through the Skypatrol mobile app.
The company highlighted borrowers will
now be able to pay on their vehicle installment contracts remotely using either online
banking or with cash at local authorized retail stores. Skypatrol insisted that it created
another way to increase the value of it award
winning Defender software platform by offering tools to improve the profitability of
their customers.
Now, with Skypatrol’s Remote Auto Payment feature, borrowers in the U.S. can take

cash payments to a neighborhood 7-Eleven, ACE Cash Express or other authorized
retail stores where the clerk will accept the
cash and initiate a virtually instant payment
transfer. ACE is one of the largest owners
and operators of check cashing stores in the
United States, and 7-Eleven is one of the
largest chains in the convenience retailing
industry with more than 57,000 locations
around the world.
To make a remote payment through either retailer, the finance company or BHPH
operator sends a PayCode via email, SMS
text or on a printed card.
Remote Auto Payment also includes a
recurring billing system through a secure,
cloud-based payment platform that enables
consumer payments by using a credit card
or debit card. The system allows operators
to set up a billing program that is customizable for individualized payment schedules whether they are monthly, bi-weeklyor weekly.
BHPH operators can operate in a card
not present environment streamlining payment acceptance by leveraging automation.
Through tokenization, consumer payment information is stored in a PCI
compliant environment.
“Skypatrol is keenly focused on providing software tools that improve the relationship between lenders and borrowers,”

Skypatrol CEO Robert Rubin spearheaded the launch of the solution’s new update.
Skypatrol chief executive officer Robert Rubin said. “By having solutions such as Remote Auto Payment, we facilitate on-time
payments on behalf of our lender customers while simultaneously making the process
more customer-friendly for the borrowers.
“And because borrowers can pay with a
credit card, debit card or cash, geography is
no longer a boundary and will certainly improve lender cash flow,” Rubin continued.
“This is yet another productivity and profitability tool that has been added to the Defender platform and provided at no cost to
our lender customers.”

J.D. Byrider franchise operations director Jimmy Lee described what Skypatrol’s
new mobile app capabilities could mean for
BHPH customers.
“Giving our customers the ability to
make cash payments from thousands of retail locations or via online accounts from literally anywhere has obvious value,” Lee said.
“We see the potential for improved cash
flow and fewer customer interaction issues
by removing barriers to payments,” he went
on to say.
For more information, visit www.skypatrol.com.
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providers? Are they required to physically sign
in and out when they come and go? Are they
escorted back to the work area and supervised,
or are they left to wander around the facility?
What kind of due diligence is done to investigate these vendors?
Know who you are doing business with
and make sure that they have policies and procedures in place to hire trust-worthy people
before you let them into your business. Special
attention should be given to cleaning crews
and any other personnel that are given access
to the facility after hours without supervision.
For those sensitive positions, even more
due diligence is appropriate, and it is not unreasonable to ask if those employees are bonded and what type of insurance is covered to
protect the dealership in the event of wrongful conduct.
Don’t choose convenience over security.
They are both important. Put copy machines,
fax machines and scanners behind locked
doors. Put good shredders next to every waste
paper basket. Understand where various employees need to go within the dealership and
where access should be limited to those with a
specific purpose.
These are simple steps that can eliminate
problems.

Employees can be a threat
Employees, through careless or negligent
conduct or through intentional acts, are probably the biggest point of vulnerability for a
dealership.
Protect your business by conducting robust pre-employment screening to make sure
your future employees are trustworthy. On the
first day of work (or as soon as possible if never done before) have employees sign a confidentiality agreement that sets forth how they
are to handle confidential information they
come across as an employee and restricts their
use of such information in any capacity. Test
the employees at least annually on their confidentiality obligations and, upon separation,
provide them with a copy of the signed agreement and remind them of their obligations
under it.
Make sure to have an employee handbook
that has sections dealing with information security and the expectations being placed upon
them. Have a one-page summary for them to
sign, and put it in their personnel file. Have a
strong training program that includes education on security concerns and then test every
employee on those standards and document
the results in personnel files.
This should be done at least annually and
preferably more often so that employees understand the seriousness of the issue.
“Hot button” issues that should be referenced in these training materials include:
■ What are the company policies regarding use of thumb drives, camera phones and
any other portable devices?
■ Are employees allowed to access the Internet while at work and, if so, is access restricted to certain sites?
■ Are employees allowed to access their
personnel email accounts while at work? Are

employees allowed to email company information to their personal email accounts?
■ Can employees download data, reports
or customer information to portable devices
such as tablets and phones?
The possible topics are extensive and will
vary greatly depending on the size and type of
business of the dealership.
Dealerships are especially vulnerable to an
information breach upon the separation of an
employee. A good way to protect the business
is to have a sophisticated separation process
that is systematic, routine, and applied consistently, no matter the job description.
Critical items should include:
■ A list of all parties that should be notified of the employee’s departure
■ A list of all systems and programs to
which employee has access
■ A list of company property in their
possession
■ A disable system access and recover keys
and badges
■ A delete or redirect accounts, including
VPN, network, email, and voicemail; removal
from distribution lists; and notify vendors and
clients as appropriate.
I also think it’s a good practice to provide
the exiting employee with a copy of the Confidentiality Agreement they signed during their
employment and remind them of the serious
consequences of any breach.

Learn about cyber-liability
insurance
Be proactive and ask your insurance professional about obtaining cyber liability insurance to protect you in the event of an unfortunate episode. This type of insurance can save
your business.
If there is a data breach, most dealers are
not prepared to incur significant costs that
hit quickly such as legal and forensic services to discover a breach, regulatory compliance
and notice of affected persons, customer credit monitoring, business interruption expenses, damage to your network and lost data, and
a public relations campaign to control reputational damage.
This type of insurance coverage is very
valuable, and it’s important for the business leaders to understand how it is different than regular errors and omissions coverage and how it can be tailored to fit a particular business.

So, what’s the secret to a successful BHPH business? What auto domain extensions mean for dealers
think you are not following their rules. Ignoring
compliance puts everything you have in jeopardy. If you can’t (or won’t) manage that reality, you
shouldn’t have a BHPH dealership.

DUSTIN
KERR

Dealer saves
1,000 hours per
month with kiosks

How the
business performs
is heavily
influenced by your
temperament and
your market —
there are dozens
of factors that can
make or break
BHPH dealerships.

KANSAS CITY, Mo. — As a consultant, instructor and 20 group moderator, I have the
pleasure of meeting buy-here, pay-here owners all other the country when I travel. I see dealers of both small and large operations. Sometimes, I meet a BHPH owner that is just starting out. Other times, one who’s been going strong
for many years. I’ve even encountered retail dealers who are seriously considering a jump into our
industry.
Even with all these differences, there’s one
universal question that unites these people:
What’s the best way to run a BHPH business?

generally speaking, they aren’t very satisfied with
my answer!
Why? Because I genuinely believe that there
are many successful ways to run this business.
There’s no cookie-cutter solution. Success depends on your available capital and your day-today involvement, your commitment to collections, and so much more. How the business performs is heavily influenced by your temperament
and your market — there are dozens of factors
that can make or break BHPH dealerships. I see
different business models every day that are highly successful.

to improve efficiencies.

You may not like my answer

That’s when we learned about Quotepro’s payment

It’s a question I take very seriously, so I answer it honestly. And, I’m not going to lie. So,

Pick your method — but follow best
practices

For years, we struggled with cashier turnover at
Texas Auto Center. Around that same time, we
stopped accepting cash for security reasons. Our
customers wanted more options, and we wanted

Martin
Garcia
General Manager,
Texas Auto Center

kiosks. Since implementing the kiosks a year ago,
we’ve seen:

•

An average savings of 1,000 staff hours per month, and that doesn’t

•

An immediate switch to 80–90 percent of customers paying cash,

•

Increased accountability for customers, since they fully control the

even count our new location
which saves on fees from debit cards and money orders

Our kiosks lowered costs while increasing convenience for everyone. In
addition, Quotepro’s client service after the sale has been impeccable.
That’s why, when we acquired another car lot this past year, one of our first
priorities was to install more kiosks.

Dealers can no longer lock up the gates at

(800) 630-8045
sales@quotepro.com
www.quotepro.com

Contact
QuotePro for
a free demo
to see how
our kiosks
can erase
your cash
management
pains, for good.
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Even though I heartily believe that the right
success model depends on your circumstances and attention to detail, each of
the profitable BHPH businesses I’ve encountered operate with a few best practices that I believe you should follow to
maximize your business and mitigate
your exposure to risk.
1. Understand this is a collections
business, not just a sales business. I see
more dealers struggle with this idea than
any other because they just don’t understand this simple, but crucial, point.
It’s especially hard sometimes for
someone who has built a successful franchise or independent business
where sales, gross and expense control
were the keys to success. In the BHPH
business, we cannot just sell our way out
of bad collections! To make the most
of the business, our collectors have to
be the dealerships most talented, best
trained and best compensated employees. A well-run collections department
can make up for a lot of mistakes in other areas.

payment process with no chance for cashier error

Conclusions
night and feel that their business is protected.
It’s necessary to build controls for the facility,
technology and the employees that work there.
By attacking all three of these prongs highlighted in this article, a dealer can put itself
in the best position to protect its information
and that of its customers.
Steve Levine is chief legal and compliance
officer of Ignite Consulting Partners, a provider of technology, process improvement and compliance advice to dealers. He can be reached at
steve.levine@dobbinsventures.com.

2. Get serious about compliance.
If you don’t have the wherewithal to devote time every day to compliance, I
suggest not getting into this business.
If you’re already in and still not serious about compliance, I suggest getting
out while you still have a business and a
choice!
The CFPB and the Department of
Justice will do everything they can to
put you out of business if they even
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3. Be an advocate for BHPH businesses. Reread No. 2. If you want the life in BHPH industry
to be easier, you have to fight for it. One way is to
join the state and national associations that are
fighting for your businesses survival against the
likes of the CFPB and DOJ. Not only should you
be a member, but it is very important you contribute financially to these associations so they
can fight for your rights.
Connect with your city council members,
senators and state/national representatives and
other important political figures in your area.
Make sure they understand just how much your
business contributes to the local economy—and
educate them about the industry, so they realize that you aren’t the “bad guy” consumer advocacy groups like to make you out to be. Figure
out their stance on the CFPB and DOJ and vote
accordingly.
Remember the quote by Edmond Burke: “The
only thing necessary for the triumph of evil is
that good men do nothing.” Stand up for yourself
and others.
4. Join a 20 group. The best thing career
move I ever made was joining an NCM 20 Group.
Nothing else I tried made me a better operator—
or provided a better ROI—than the insights I
gained from that group.
The power of peer collaboration and accountability that you receive in a 20 group setting is
magnificent. Imagine sitting in a room with 20
other dealers talking about your business. You get
to see the good, the bad and the ugly and have,
literally, hundreds of years of experience in the
room with you! The one warning I will give you,
though, is that you must have an open mind and
be ready to go back to your dealership and make
meaningful change because your fellow 20 group
members will hold you accountable to making
your business better. Even when you’d prefer they
didn’t.

By Sarah Rubenoff, Staff Writer

SANTA MONICA, Calif. — It was announced in early December that automotive companies will soon have three more
domain extensions to choose from when
crafting their Web presence: .cars, .car
and .auto.
The domains are being launched by Cars
Registry — a joint venture between domain
companies XYZ and Unregistry.
To get some insight into what this means
for dealers, BHPH Report reached out to
Daniel Negari, CEO of Cars Registry.
“Cars Registry Ltd. was formed by two
domain industry leaders, XYZ and Uniregistry, with the vision of providing authoritative and memorable domain options for the
auto industry,” he said.

Reasoning for the move
In discussing the reasoning for the new
domain extensions, Negari explained that
since the 1990’s there have only been a handful of relevant domain options available
— think .com, .org, etc. — and many of the
best domain names were taking early on.
Negari said this left “many dealers,OEMs
and vendors with their third- or fourthchoice URLs.”
“Especially given the growth of mobile traffic, there has been an increasing

SOLUTIONS continued from page 1

So how should operators handle
these units?
“The proper procedure is to use a
guide book to value the repossessed vehicle and claim a bad debt expense equal to
the difference between the principal balance
and the value of the repossessed vehicle,”
Goldberg said.

BHPH success is possible
— and important

Problem: Commingling funds between
the dealership and the RFC. What are the
easiest steps an operator can take to correct
this situation?

I love this industry. Although we often get a
bum rap, BHPH dealerships provide a valuable
service to the vulnerable in our community. We
help people learn to be financially responsible,
and we give them the means to get up on their
feet and improving their lives. It’s amazing.
So, no. There’s no perfect business model success in this industry, no matter how many times
people may ask me to show them the way. But if
you take our work seriously, commit to helping
people while making a profit and follow the best
practices I’ve outline above, you’ll make it. And,
if you encounter bumps along the way, give me a
call and I’ll help you out!
Dustin Kerr is an executive conference moderator for 20 groups NCM Associates, spending more
than 10 years managing BHPH dealerships in
Oklahoma. Kerr can be reached at (913) 827-6677
or dkerr@ncm20.com.

Goldberg reiterated the related finance
company is a separate legal entity apart from
the dealership, and funds should never be
comingled between the two entities.
“If the dealership collects money from a
customer for down payment on a vehicle, it
should be deposited into the dealership cash
account,” Goldberg said. “Likewise, collections from customer accounts owned by the
related finance company must be deposited in
the finance company cash account.
“If a dealer is not depositing collections
into correct cash account, the best thing to do
is change your procedures to accomplish this
objective,” he added.
Goldberg also mentioned some BHPH
dealers utilize one credit card machine for
both companies.
“If you take this approach to credit card
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collections, please be aware that credit card
companies are required to issue Form 1099K to both you and the IRS which reports total
collections on the card,” he said.
“By combining the two companies on the
same credit card machine, you may increase
the chances of getting selected for IRS audit
because the credit card receipts reported on
Form 1099-K may have significant variance
to revenue reported on the corporate return,”
Goldberg went on to say.
Problem: Dealers jumping into leasing
without fully understanding the impact on
their financial statements or their banking
relationship. Without naming specific operators, what anecdotes have you heard about
this scenario unfolding badly? What lessons
can other operators learn?
Goldberg acknowledged there are “pros
and cons” to utilizing a leasing model for
a dealership.
“For dealers jumping into the leasing
model, it is important to fully understand the
impact on their liquidity and financial statements,” he said.
“A large leasing operator got into a cash
flow crunch and needed $500,000 of cash to
get the business on track again,” Goldberg
continued. “His portfolio was owned free and
clear but because it was a lease portfolio he
could not find a secondary buyer of leases to
sell a chunk of the portfolio to generate cash.
“If he was using the buy-here, pay-here

model, he would be in a position to sell the
accounts to generate cash for liquidity,”
Goldberg added.
Problem: Companies failing to issue
Form 1099-C forms. Why does this issue
continue to haunt the BHPH industry?
Over the past few years, Goldberg noted
the IRS has gradually been increasing its focus
on Form 1099-C forms.
“This is especially true for the 1099-C
(Cancellation of Debt) forms,” Goldberg said.
“Related finance companies are required to issue Form 1099-C to any customer where the
debt of $600 or more is cancelled and an identifiable event occurs. The instructions to form
1099-C lists the nine identifiable events.
However, for related finance companies,
the most common trigger of an identifiable
event is strict foreclosure or a discharge of indebtedness due to a decision or defined policy to discontinue collection activity and cancel the debt,” he continued.
If a finance company fails to issue the required Form 1099-C forms, Goldberg indicated the penalties are “very steep.” The penalty for tax year 2015 is $250 for each incident.
“Failure to issue the required 1099s will
continue to haunt the BHPH industry because
compliance is not as high as it should be and
the IRS knows it,” Goldberg said.
“IRS agents are trained to check on filing
of these 1099s during any audit examination,”
he added.
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What does it mean for dealers?
The new extensions can potentially give
dealerships a marketing advantage over what
are often expensive or lengthy .com URLs.
Negari said, in particular, for those dealers with longer domain names the company is recommending they upgrade
their existing lengthy domain to a memorable two letter, three letter or oneword domain.
“We offer complimentary white glove service to aid dealerships in migrating their current website to their new .cars, .car, or .auto
domain,” said Negari. “This process only
takes a couple days and their SEO, ranking,
and emails are maintained in the process.”
If dealers choose this approach, the company’s team will handle the entire migration

process, and Negari said they have done so
dozens of times for dealers in the past “without a hitch.”
Dealers also can use “do it yourself ” migration guide for anyone who would like to
upgrade their domain.
Negari explained the new domains have
the potential to help dealers capture more organic search engine traffic, as well.
“Almost every domain variation will be
available to register, including city, state and
region domain names,” Negari explained.
“For example, a dealer could display their
pre-owned inventory on LosAngeles.cars,
and then start to capture search engine traffic for competitive keywords like ‘los angeles cars’ and ‘los angeles used cars.’ The dealer could then run search engine marketing,
TV, print, and radio campaigns and track the
results on their new Web address.”
This is the approach early adopter St.
Louis Motorcars took. The Midwest dealership rebranded from STLMotorcars.com to
STL.cars.
The dealer principal, Graham Hill, then
used the money the business might have
spent on a comparable .com domain on a
new ad campaign to promote the store.
“Buying the .com version of STL would
have cost hundreds of thousands of dollars
and STL.cars works exactly the same way, but
looks better in advertising,” Hill said. “I got a
better looking name for less money.”
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demand for short and memorable domain
names, and a continual lack of supply,”
he said.
“We brought .xyz to the market for every website everywhere, and now the
auto industry will have the chance to get
the domain name they have always wanted,”
he continued.
He offered this example: Nissan.com is
owned by a computer company. Now, Nissan
Automotive has the opportunity to lock down
Nissan.auto to replace some of the domains it
uses today.
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CFPB orders Colo.
dealer to pay $700K
in restitution

Ad Materials: 1/25
– Special Tax Season Issue + IRS Update
– Companies with New Innovations and
Initiatives in BHPH
Operators need more than just a shoebox of receipts to finalize their tax requirements. We’ll ask leading experts about
what’s new from the IRS and how dealers can complete their forms properly. Also with technology constantly evolving, we’ll
highlight some of the latest developments to make dealerships more efficient.

By Nick Zulovich, Editor

GREELEY, Colo., and WASHINGTON, D.C. —
For the second time in two months, the Consumer Financial Protection Bureau took out an enforcement
action in the buy-here, payhere industry.
On Jan. 21, the enforcement came against Herbies
Auto Sales, an operator in
Greeley, Colo., for what the
bureau deemed to be abusive financing schemes, hiding
auto finance charges and misleading consumers.
RICHARD CORDRAY
The CFPB said Herbies will
CFPB
pay $700,000 in restitution to
harmed consumers, with a suspended civil penalty of
$100,000.
“Buying a car is often one of the most important
purchases a consumer makes, so the experience needs
to be fair and above-board,” said CFPB director Richard Cordray.
“But concealing finance charges and the real cost
of credit, as Herbies did here, is unlawful and unacceptable,” continued Cordray, whose agency penalized
CarHop just before the holidays.
Y King S Corp., which does business as Herbies
Auto Sales, operates a dealership that both sells the vehicle and originates the contract without selling that
deal to a third party. From at least 2012 through May
2014, the CFPB determined the BHPH operation offered financing to about 1,000 people each year.

Response from operator
In a message to BHPH Report, Herbie’s Auto Sales
owner Lee Yoder explained how the operation was intended to function.
CFPB continued on page 20

Solutions to 5 common
accounting problems
“Without a third party bid, IRS auditors may contend you are understating
the value of your notes in order to claim
a larger loss on sale of notes,” he continued. “If the IRS can prove you understated the value of your notes sold to the related finance company, they may disallow (or reduce) the deduction claimed on
the return.
“The IRS scrutinizes related party transactions very closely,” Goldberg added. “You can assume any
transaction between two affiliates will
be reviewed.”

Problem: Being overly aggressive
when selecting the discount rate for
selling receivables to the related finance
company. What measures are best for
operators to use to avoid trouble with
the IRS or state regulators?

By Nick Zulovich, Editor

HOUSTON — One of the few challenges buy-here, pay-here operators
face that rivals keeping their customers current on their contracts is maintaining compliant accounting practices that keep them from getting into trouble with the Internal Revenue Service or
state regulators.
Steven Goldberg touched on several major areas where BHPH dealers can
sharpen their record keeping and other
practices in order to make their IRS filings and other materials compliant. Goldberg is one of the partners with Shilson,
Goldberg, Cheung & Associates, a Houston-based accounting firm that specializes in handling the complex needs of keeping accurate compliant records in BHPH.
BHPH Report reached out to Goldberg as 2016 started to drill deeper down
into some of the most common problems
BHPH operators encounter.

If a dealership chooses to sell notes
to its related finance company, Goldberg
pointed out the operation must sell the
notes at fair market value.
So how does a dealer determine what
price is fair market value so as to avoid
problems with the IRS on valuation
of notes?
“The best method to support pricing of notes sold to your related finance
company is to obtain a written bid from
a third party on the value of your notes,”
Goldberg said. “I recommend dealers obtain a bid on their note portfolio at least
once every other year so that you always
have a current valuation to support the
discount deducted on the return.

Problem: Charging off an account
and restocking the repo into inventory
at the balance owed on the charged off
contract. How often have you heard of
operators using this practice, and how
much does the practice anger the IRS or
other regulators?
Goldberg indicated that he does
not recommend dealers stock inventory at the balance owed on the charged
off account. He pointed out this practice creates a number of potential issues
for dealers.
“First, if the outstanding customer
balance is higher than the true value of
the repossessed vehicle, then the company is overstating their taxable net income
by missing out on the full amount of the
bad debt expense,” he said.
“Second, the dealer will be unable to
generate accurate static pool analysis on
the portfolio because the books are hiding the losses of one account in another,”
Goldberg continued.
SOLUTIONS continued on page 22

Cherokee Automotive Group | 301 Cascade Pointe Lane | Cary, NC 27513
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MARCH/APRIL
Ad Materials: 3/15
– Top Funding and Capital Sources in BHPH
Cash is king in BHPH and we’ll take a look at how dealers can acquire more resources to handle current challenges
and take on future developments. This issue will have extra distribution at the NADA Convention & Expo in Las Vegas.

$1.5 million to start up on a small scale.”
Of course, some operators have a capital commitment of double, triple or quadruple that amount, depending on their
business plan. While the need for cash is
paramount to staying afloat, Rick Potter
discussed what’s changing with regard to
the acquisition and deployment of capital in BHPH. Potter is president of CAR
Financial Services, which purchases floor
plans and provides third-party servicing for subprime and BHPH loan portfolios for approximately 1,200 dealers in
46 states. Potter has more than 30 years
of financial experience and shared with
CAPITAL continued on page 3

How TIADA helped to
keep capital collateral
out of jeopardy
By Nick Zulovich, Editor

AUSTIN, Texas — Imagine the
value of your portfolio — which is
so crucial to obtaining your capital and maintaining your entire buyhere, pay-here operation — becoming compromised because of a mechanic’s lien taking priority in the
TEXAS continued on page 3
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Images from this year’s
NIADA Convention

The view from Steve Jordan of NIADA
ARLINGTON, Texas — The National how membership continues to grow and
Independent Automobile Dealers Associ- why it’s important for operators to gather
ation gathers for the 70th time during its on an annual basis.
National Convention in June.
NIADA chief executive officer Steve What subjects are you
Jordan shared with BHPH Report about discussing with
how the small-business owners who NIADA members most
make up the association’s membership are nowadays? How often? Why?
adapting to changes in the marketplace,

subprime finance companies, credit unions
and franchised dealers. That’s a pretty big
slice out of the market, and therefore it has
to result in some adjustments. One of the
big adjustments is in order to survive today
you have to have financial flexibility and capital availability. You have to get your financial house in order to be able to weather the
SHILSON continued on page 9

Steve Jordan
NIADA CEO

Ken Shilson
NABD President

Based on numbers that Experian has
provided through December 2015, it appears that buy-here, pay-here has lost
about 40 percent of its market share to

I can tell you a lot of the stuff on the
regulatory and compliance side of the
business is what we continually beat the
drum on because that seems to be a continuing concern with a lot of dealers. The
ever-growing reach of the CFPB and FTC
rulings and those matters are all front and
center for dealers to be paying attention
to and be aware of. I would also
say small business survivability is a lot of what we’re talking
about, just how to compete
as a small business and making sure you’ve got a good
JORDAN continued on page 8

“A lot of those
things we’re
talking through
our Certified
Master Dealer
program and
our 20 Group
programs.”

“You must have a
compliance focus
today. That’s
because in the past
the industry has not
been scrutinized
the way it is
now.”
Photo courtesy of NIADA
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vehicle,” Dealer
Assist Now founder Aaron Johnson said. “Tech
changes
affect
the car business.
With the power
of search engines
like Google and
Bing, these masAARON JOHNSON
sive companies
sell one product
— words. Dealer Assist Now works with
the right words to attract the buyer.”

www.interactivefmg.com

InterActive Financial Marketing Group
has been at the forefront of marketing solutions for dealers for more than 25 years
with its online lead generation program.
Founder and chief executive officer Travis Weisleder explained why one of his
programs, Nohassleleads.com, is tailored
specifically for BHPH dealers.
“Our bad credit lead generation program allows a dealer to go to the website
and see how many historical buyers we
generate in their market a month while
choosing the filters they want,” Weisleder said. “It will then display back both the

CFPB continued on page 7

Y FOR A
GET READ

Sponsored by:

HOUSTON — Leading into the 18th
annual National Conference for BHPH
hosted by the National Alliance of BuyHere, Pay-Here Dealers, we spoke with
Ken Shilson, the president and founder of NABD, about a host of issues
impacting operators.
BHPH Report asked Shilson about the
diminishing market presence BHPH dealers
possess nowadays, how moves made by investment leaders on Wall Street are impacting dealers on Main Street, as well as some
tidbits that dealerships can leverage during
the second half of the year.

www.dealerassistnow.com

Dealer Assist Now provides custom
vehicle comments/descriptions for dealership inventory that are designed to go
far beyond the information provided by a
VIN decoder or auto-generated comment.
Dealer Assist Now can tell the story of the
vehicle to help potential owners get a real
feel for what each vehicle would be like to
own and drive. They include keywords to
support keyword searches and SEO, they
highlight unique features and they are
checked for accuracy.
“Our only goal is to help dealers sound
their best online, every day, with every

“We selected these goals based on the extent of
the consumer harm that we identified and our capacity to eliminate or lessen that harm,” D’Angelo wrote
in a blog post on the CFPB’s website.
“We weighed each of our tools — for example, setting basic rules of the road, improving consumer education, or holding institutions accountable for breaking the law — to determine the right mix for achieving each priority goal, and we developed a plan to
make sure that we put our limited resources to work
in the most effective way possible,” he continued.
D’Angelo indicated that the CFPB articulated
these nine topics as a way to help its Consumer Advisory Board. But he also conveyed a message that the
bureau is staying busy beyond these nine subjects.
“It’s important to note that these priority goals do
not capture all of the important work we are doing,”
D’Angelo said. “In particular, we will continue to police all markets within our jurisdiction for compliance with consumer financial law and regulations. So,
financial companies should continue their focus on
complying with the law beyond the particular issues
described in the goals, whether or not they see their
particular industry or product mentioned explicitly.
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The view from Ken Shilson of NABD

How are BHPH operators
surviving the storm from
subprime finance companies that
seems to have been going on for
several years now?

lead number and
price per lead.
“The
dealer
then has the option to buy as few
or as many as
they want without
a long-term commitment.
When
they want more
TRAVIS WEISLEDER
they just reload
their account with
funds. Our Nohassle lead program has total flexibility for a dealer’s needs.”

From the editor: Why embracing
technology can help you in BHPH
CARY, N.C. — When I joined a
training boot camp Ingram Walters hosted in conjunction with his efforts for the
National Alliance of Buy-Here, Pay-Here
Dealers a couple of years ago, one of the
attending operators shared a story about
how another dealership in his market
kept track of customer payments on index cards and store inventory on yellow
legal pads.
While perhaps you can still run a
BHPH dealership in 2017 with just pencils and paper as your primary equipment, a conversation I shared with Walters earlier this summer focused on
how that’s probably not recommended
nowadays.
“It’s just human nature. People are reluctant to change,” Walters told me. “But
they’ve got to understand that there is so
much risk in this business now, unlike 25

www.itsdmv.com

years ago when I started. You’ve got to
offset that risk with the benefits of technology that wasn’t available 25
years ago.
“You’ve got to make a commitment
to what I call continuous improvement,”
he continued. “Continuous improvement once was a luxury, and now it’s a
necessity. You’ve got to find out what
the latest thing is out there. You’ve got
to look around the corner and see what’s
coming next. I’ve been told one calendar
year is equal to seven years in technology. So what does that mean? It means
if your technology is 3 years old, in the
technology world, it’s 21 years old.
“You’ve always got to be looking at
what’s out there that can help you be
more effective and efficient, and take
some of this risk out of the business,”
Walters went on to say.

The spiral-bound directories for
this year’s national conferences hosted by NABD as well as the National Independent Automobile Dealers Association contained literally hundreds of pages about the vendors that present just
about every kind of service and tool an
operator could imagine. For this edition of BHPH Report that we’ve dubbed
the Smartest Companies Issue, we put a
spotlight on just a few of these providers
in an effort to help dealerships.
It’s our intention that BHPH dealerships consider technology providers the
way Walters does for his operations in
Monroe, N.C., which is just east
of Charlotte.
“I don’t know that it’s always going
to make you money, but when I look at
technology, it’s about how much it’s going to save me. You look at the expense
of the technology, well you’ve got to offset that with something and what you
offset it with is a reduction in expenses
— personnel, primarily,” Walters said.
“Show me some technology that
will reduce my head count, and that’s

www.omnique.com

something I want to take a close look at,”
he continued. “Personnel is by far your
biggest expense; always has been, always
will be. If you can reduce personnel,
you can reduce your liability, and your
chance for theft. You can take a lot of the
human element out of it, and that can be
a real positive.
“Don’t just look at technology where
it can make you money. Look at where it
can save you money,” he went on to say.
And while there might be operators
who run their entire BHPH dealership
from an iPad, it still takes someone to hit
the buttons. And as Walters pointed out,
people you can trust.
“At the end of the day, it’s still going
to be about people. I would rather have
good people using an index card than inferior people using the latest technology. People are always going to be what’s
most important,” he said.
Maybe combine that index card with
the iPad.
Nick Zulovich is senior editor of
BHPH Report and can be reached at nzulovich@cherokeemediagroup.com.

www.podium.com

Trust Science analyzes the digital
footprint of publicly available information
left by individuals and organizations and
uses its complex algorithms to paint a picture of trustworthiness. Co-founder and
chief review officer Shane Chrapko explained the company’s tool in more detail.
“For small dealers who don’t have a
big marketing and lead generation back
office supporting their need for deal flow,
we offer a customer finder feature, which
takes advantage of the fact that every
single one of us has a social graph. It
is a powerful way to find customers that

Vol. 3 No. 4

leverages
your
pre-existing, higher-quality band of
customers,” he
continued.
“Finally,
for
anyone doing their
own loan servicing, we can help
you find skips or
SHANE CHRAPKO
at least give you
a starting point for
where to look (including related/friendly
parties and colleagues of the skip.”

www.solutionsbytext.com

In 2008, Solutions by Text was created to streamline client communication
and leverage the power of SMS to create advanced business solutions in the
mobile space. Not only does the company
provide two-way texting communications
solutions, but the company also has tools
to help BHPH operators collect payments
from their customers using text, which
have a 95-percent open rate, enhancing
the impact of payment reminders.
Solutions by Text also insisted it uses
best practices and sound regulatory direction when establishing benchmarks

and deliverables to its clients.
“Our approach is proven and effective, and it’s the same for every client,
whether big or small,” the company said.
“We remove the guesswork by providing
sound advice and strategies for success
based on hard data and years of experience. Solutions by Text doesn’t just provide technology. We give you an entire
team of business consultants to help you
be successful. By combining our unique
solutions with powerful implementation
strategy, we save you time and make you
money.”

Top 3 bankruptcy trends
from past 2 quarters

3

www.pro-vigil.com

It’s conference time
in the neighborhood

Used-car consignment
stores blur retail,
wholesale lines
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20
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Brought to the industry by Circle Industries & Technologies and Kenz & Leslie, Ominque Shop Management Software
has asserted itself as one of the premier
shop management software solutions for
the automotive repair industry. The Omnique shop management system was designed by shop owners to maximize both
efficiency and profitability.
Omnique was created with a purpose
— to provide the ability to create an estimate, order the necessary parts and
schedule an appointment in less than 90
seconds. Other features include:

Pro-Vigil Surveillance Services offers
remote video monitoring, fixed video systems, temporary surveillance units and
more. The company also offers a wide array of other solutions to manage assets.
“Auto dealerships are an attractive
target for criminals. After all, the merchandise is generally kept outside, is valued at thousands of dollars and can even
double as a getaway vehicle,” Pro-Vigil Surveillance Services officials said.
“But even beyond the threats of theft and
vandalism, auto dealerships have other issues that are best addressed via a

automotive security camera system with
high-quality video surveillance.
“When you own and operate an auto
dealership, protecting your investment
is about more than just keeping an eye
out for criminals,” the company continued. “Dangers, after all, come in all different shapes and sizes. However, with
the help of Pro-Vigil surveillance and an
auto security camera system, the solution
to these threats is as easy as pushing a
button. Having an electronic eye watching your dealership makes it possible for
you to protect your investment.”

TECHNOLOGY TALK
FactorTrust’s latest move in BHPH
As part of its continued commitment to the needs of buyhere, pay-here dealers, shortterm lenders and the alternative
financial services industry, FactorTrust announced a tool called
FlexFormat; what the company contends is the first industry standard in reporting shortterm loan data for products foSCOTT BRACKIN
cused on underbanked consumFactorTrust
ers. FactorTrust vice president of
auto finance Scott Brackin said the tool can give BHPH
dealerships the ability to report more accurately.
Read story on page 11

State of the industry

Spireon chief executive officer Kevin Weiss acknowledged
he didn’t possess a deep knowledge of the buy-here, pay-here
dealership and deep subprime
auto finance industries. But
nearly a year into his tenure with
the company, Weiss said, “I have
an incredible appreciation for
men and women who are in this
KEVIN WEISS
segment of the market. They’re
Spireon
some of the smartest businesspeople I’ve come to know in my 40 years of work.”
Read story on page 14

J.D. Byrider to leverage SecureClose

1

Headline

Headline
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purus semper vel. Suspendisse nec auctor nisi. Cras
leo nibh, cursus pharetra ornare ac, aliquam sit amet
diam. Pellentesque erat massa, maximus a ullamcorper et, faucibus ut ex. Phasellus odio tortor, posuere
ut pulvinar efficitur, bibendum vel dolor. Sed sollicitudin quam vitae est fermentum porta. Vestibulum porta
nibh sit amet dolor malesuada dictum. Sed accumsan
aliquet risus eget rhoncus. Nulla nec erat lectus. Cras
vel lorem quis ipsum gravida fermentum id ut ex. Duis
vehicula rhoncus faucibus.
Nunc velit ex, viverra nec metus quis, efficitur cursus leo. Morbi faucibus neque sed cursus dictum. Morbi consectetur ut enim sit amet imperdiet. Praesent
ac metus sagittis, rutrum orci posuere, faucibus lectus. Nullam nibh magna, ornare sit amet eleifend et,
HEADLINE continued on page 3

How exciting was it to see the mood of member dealers improve significantly as noted in the first-quarter
survey results?
Steve: I’ve got to tell, it’s been very exciting to see this
confidence grow as much as it has after being so cautious for
as long as it has. It seems like every presidential election cycle always brings this level of uncertainty within businesses, voters and even the financial markets. It seems like everyone takes this wait-and-see attitude about what’s going to
happen after November. In this particular case, I think many
INDUSTRY continued on page 4

2016 INDUSTRY BENCHMARKS
The 2016 Buy-Here, Pay-Here Industry Benchmarks are more robust than ever as they
contain data from the National Alliance of Buy-Here, Pay-Here Dealers, the National
Independent Automobile Dealers Association, NCM Associates and Subprime Analytics.
More details on page 6
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vehicula rhoncus faucibus.
Nunc velit ex, viverra nec metus quis, efficitur cursus leo. Morbi faucibus neque sed cursus dictum. Morbi consectetur ut enim sit amet imperdiet. Praesent ac
metus sagittis, rutrum orci posuere, faucibus lectus.
Nullam nibh magna, ornare sit amet eleifend et, placerat nec sem. Sed lobortis maximus ipsum, vel efficitur
justo ultricies ac. Pellentesque habitant morbi tristique
senectus et netus et malesuada fames ac turpis egestas.
Curabitur porttitor vehicula dolor, in hendrerit mauris malesuada non.
Praesent venenatis consequat lobortis. Praesent
sagittis elementum ligula, quis porta ligula condimentum eu. Maecenas in venenatis augue. Nam suscipit
fermentum massa, vitae commodo elit fermentum ullamcorper. Morbi a lobortis turpis, nec euismod nibh.
Sed at congue ante. Quisque interdum, nunc vel viverra mollis, magna mi blandit leo, sed molestie velit leo
et ligula. Pellentesque placerat quam vitae nunc auctor, non laoreet mauris feugiat. Phasellus condimentum tincidunt turpis nec fringilla. Quisque convallis nulla eget mi rutrum malesuada. Nunc malesuada
turpis sed dui tempus cursus. Fusce arcu odio, pellentesque sit amet sagittis eu, mollis eu enim. Phasellus
HEADLINE continued on page 3

PassTime provides GPS-based technology solutions serving the auto finance, fleet
and vehicle anti-theft industries. Headquartered in Littleton, Colorado, PassTime was
founded in 1992; PassTime revolutionized the automotive finance industry with the
creation of its first Automated Collection Technology (ACT) product in 1997 designed
to improve customer payment performance and reduce default and repossession
risks. The PassTime suite of products has evolved to include GPS tracking, wireless
ACT, theft recovery, and fleet solutions. PassTime prides itself on providing high
quality,
products
matched
with a 24/7
Live Customer
Support center. Today,
Lorem reliable
ipsum dolor
sit amet,
consectetur
adipiscing
elit. SusPassTime’s
innovative
products
used
by thousands
of automotive lenders and
pendisse
pellentesque
ligula
sit amet are
ipsum
mollis
volutpat. Curabiand consumers.
turdealers,
quis nisifleets,
eu mi eleifend
egestas ut in velit. Nullam eu aliquet tur-

pis, a aliquam dui. Vivamus quis felis at lacus cursus luctus malesuada quis mauris. Proin id erat sed tellus varius rhoncus. Nulla
metus ante, ornare ac laoreet sit amet, gravida nec lacus. Cras ultrices sapien at ante mollis, eu dignissim nunc venenatis. Sed luctus,
tortor nec bibendum cursus, ipsum ex ornare nisl, id congue eros
justo fermentum lorem. Cras nec velit ornare neque cursus bibendum eget nec nibh. Aliquam urna odio, placerat ut posuere nec,
aliquam vitae lectus. Etiam pellentesque, risus nec blandit pellentesque, quam dolor pretium erat, nec fermentum mauris tortor nec
elit. Suspendisse purus tellus, ultricies ac varius sit amet, facilisis a
ligula. With
Nunctoday’s
vitae nulla
Sedmaking
pellentesque
mi non
varius
dapithin libero.
margins,
a profitable
deal
often
hinges on having access
bus.toDonec
dictum
ante velinformation
felis sollicitudin
reliable,
up-to-date
from molestie.
an independent source. That’s why more
dealers than ever before are relying on Black Book’s Daily vehicle values to assist in
these critical decisions.
Having set the standard for timely,BHPH
independent,
and
accurate
vehicle values,
continued on
page
4
Black Book delivers smartphone apps that consolidate up-to-the-minute pricing
information with access to VIN scanning, vehicle history reports, auction sales
results and much more.
Back Book provides values and vehicle specifications for both
new and used vehicles including cars, light trucks, collectibles,
motorcycles and powersport vehicles, ATVs, RVs, heavy duty
trucks and trailers. Solutions are available in mobile and internet
subscriptions, custom data integration and printed guides. Find us
at BlackBookAuto.com or 800-554-1026
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– Includes data and analysis covering every
corner of the remarketing business
– Sneak preview copy of the special edition will be delivered to all attendees of the
Used Car Week onsite

Ken: With regard to what’s the same, success is not just
selling BHPH vehicles. It’s keeping them sold. That’s going
to be universally true forever.
The biggest change is the industry is more capital intensive than ever before. In other words, the economics
of the industry are changing. There is less margin for error, meaning that training and education have never been
more important.

November/December 2015 | Volume 2 | No. 8

Headline
Lorem ipsum dolor sit amet, consectetur adipiscing elit. Morbi sit amet laoreet felis, sed congue velit.
Nunc pharetra leo sed dignissim dapibus. In tincidunt
consequat rhoncus. Donec pretium, lorem quis consectetur dignissim, quam felis dapibus eros, id lobortis sem augue sit amet ipsum. Donec vitae enim et eros
viverra finibus mollis eu orci. Aenean a quam laoreet,
aliquam mauris auctor, condimentum eros. Nullam
eget vehicula sapien. Suspendisse sed ex elementum,
faucibus nibh eget, convallis sapien. Donec eu feugiat
libero, ut vehicula elit. Morbi lacinia leo quis ornare
porta. Vestibulum ante ipsum primis in faucibus orci
luctus et ultrices posuere cubilia Curae; In id mauris
elementum, luctus felis eget, eleifend leo.
Fusce euismod lorem erat, sit amet imperdiet

What is the industry element that’s the same now as
it was back in 1998 when you started the NABD national conference and what would you assert to be the most
dramatic difference between then and now?

Permit No. 555

Lorem ipsum dolor sit amet, consectetur adipiscing elit. Morbi sit amet laoreet felis, sed congue velit.
Nunc pharetra leo sed dignissim dapibus. In tincidunt
consequat rhoncus. Donec pretium, lorem quis consectetur dignissim, quam felis dapibus eros, id lobortis sem augue sit amet ipsum. Donec vitae enim et eros
viverra finibus mollis eu orci. Aenean a quam laoreet,
aliquam mauris auctor, condimentum eros. Nullam
eget vehicula sapien. Suspendisse sed ex elementum,
faucibus nibh eget, convallis sapien. Donec eu feugiat
libero, ut vehicula elit. Morbi lacinia leo quis ornare
porta. Vestibulum ante ipsum primis in faucibus orci
luctus et ultrices posuere cubilia Curae; In id mauris
elementum, luctus felis eget, eleifend leo.
Fusce euismod lorem erat, sit amet imperdiet purus semper vel. Suspendisse nec auctor nisi. Cras leo
nibh, cursus pharetra ornare ac, aliquam sit amet
diam. Pellentesque erat massa, maximus a ullamcorper et, faucibus ut ex. Phasellus odio tortor, posuere
ut pulvinar efficitur, bibendum vel dolor. Sed sollicitudin quam vitae est fermentum porta. Vestibulum porta
nibh sit amet dolor malesuada dictum. Sed accumsan
aliquet risus eget rhoncus. Nulla nec erat lectus. Cras
vel lorem quis ipsum gravida fermentum id ut ex. Duis

With conference season getting into full swing for buy-here, pay-here and independent dealerships, BHPH Report again
connected with two industry leaders who have their fingers on the pulse of what’s happening nationwide — Ken Shilson, president and founder of the National Alliance of Buy-Here, Pay-Here Dealers, and Steve Jordan, chief executive officer of the National Independent Automobile Dealers Association.
Both Shilson and Jordan reflected back on how dealers have navigated the challenges of the past couple of years and how
perhaps the prospects for the BHPH segment are as upbeat as they’ve been in some time.
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This is the kind of market penetration level SecureClose chief executive officer Ace
Christian envisioned as part of
“his dream” when he launched
the technology company aimed
at leveraging digital technology to streamline the explanation
of vehicle installment contracts
during delivery. Now it could be
used in more than 160 J.D. Byrider stores nationwide.
Read story on page 18

Leaders of NABD & NIADA describe
current landscape and potential future

E. GREENVILLE, PA

Ad Materials: 11/1
– Best of the BHPH industry
– BHPH Year in Review
This listing is designed to be a resource for operators as well as an acknowledgement
of the great work and support these companies provide the industry.

interact with their
customers
through the use
of online reviews
and messaging.
“We help dealerships streamline the online review collection
and management
NICO DATO
process, which
helps them climb
up the local SEO rankings as well as influence purchase decisions.”

Why BHPH impresses Spireon CEO

A Publication of NABD and SubPrime Auto Finance News

NOVEMBER/DECEMBER

Podium helps businesses drive user-generated content in the form of online reviews to increase visibility, improve
business operations and drive purchase
decision.
“The way that today’s car buyer
searches, finds and chooses a dealership has changed significantly in recent
years,” Podium vice president of marketing Nico Dato said. “Most research now
occurs online before the customer even
steps foot inside your showroom. Podium
recognized this and has developed tools
that help dealerships more effectively

■ Integrate with local parts suppliers.
■ Quickly access labor time estimates.
■ Build custom jobs.
■ Access your shop from anywhere.
The testimonials of users highlight the
satisfaction company clients have with
the product.
“As an owner/operator of multiple locations, I have been extremely pleased
with the program,” one user said. “It is
very cost-effective and has saved us
thousands of dollars networking our
stores. Our staff loves the ease of use,
and I find it to be very effective.”

Photos courtesy of NIADA

document and tax
collection. DMV
Nationwide was
designed to provide dealers with
the state-specific
tax notation document, or if it can’t
be supplied electronically, a reANGELA RICHARDS
minder to prepare
one for your deal,”
Interstate Title Solutions business development manager Angela Richards said.

Cherokee Automotive Group | 301 Cascade Pointe Lane | Cary, NC 27513

Interstate Title Solutions specializes
in providing compliant and customer-focused solutions that address challenges
with motor vehicle title and registration.
The company’s signature solution, DMV
Nationwide, helps automotive dealers
manage their out-of-state customers with
greater confidence by providing point-ofsale tax and fee estimates, checklists and
state inspection requirements specific to
their customer’s state.
“Most dealerships, regardless of
size, are required to maintain some type
of state-specific compliance in both

Ad Materials: 8/23
– NABD Convention Issue
These individuals shape how the industry flourishes with their skills
and commitment to dealers. Find out who they are in this special issue.

INTERNATIONAL USED CAR
INDUSTRY REPORT

Compliance, other challenges are making
acquisition of more working funds difficult

E. GREENVILLE, PA

SEPTEMBER/OCTOBER

1. Arbitration
2. Consumer reporting
3. Debt collection
4. Demand-side consumer behavior
5. Household balance sheets
6. Mortgages
7. Open-use credit
8. Small business lending
9. Student lending

The current state of the industry

Ad Materials: 4/26
– NABD Convention Issue + NIADA Convention Issue
With extra distribution at the national conventions for both NABD and NIADA, we’ll sit down
with both Ken Shilson and Steve Jordan to get their assessments of the current industry
landscape and more.

Ad Materials: 7/12
– Smartest Companies Issue
– Compliance Update
We’ll look at the latest regulatory developments pushed out by state and
federal agencies impacting buy-here, pay-here operators along with
best-practice recommendations from the industry’s leading experts on how
to handle the newest compliance challenges.

WASHINGTON, D.C. — The chief of staff at
the Consumer Financial Protection Bureau recently
spelled out nine priority goals the regulator intends
to work toward during the next two years.
While listed alphabetically, the first three mentioned by Chris D’Angelo certainly could be connected with auto financing. The rundown included:

May/June 2016 | Volume 3 | No. 3
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MAY/JUNE

JULY/AUGUST

10

12

Top 9 regulatory
priorities at the CFPB
By Nick Zulovich, Editor

Cherokee Automotive Group | 301 Cascade Pointe Lane | Cary, NC 27513

Don’t be the mule on the
buy-here, pay-here farm
J.D. Byrider adds third
location in Arkansas

Sponsored by:

March/April 2016 | Volume 3 | No. 2

Capital: A complicated process

CARY, N.C. — Earlier this year, the
Powerball lottery jackpot approached a
record $1.6 billion. Perhaps some buyhere, pay-here operators believe they
need that much cash to really make a go
of it in this industry that’s getting more
competitive and costly.
“Because the buy-here, pay-here business has become so capital intensive, capital is absolutely essential today,” said Ken
Shilson, president and founder of the National Alliance of Buy-Here, Pay-Here
Dealers. “No longer can you start up one
of these things with little or no capital behind you. You’re probably looking at least

Spireon.com/sharks

America’s Best
BHPH Dealers

11
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By Nick Zulovich, Editor

Don’t put profits in danger.

6

So, what’s the secret to a
successful BHPH business?
CFPB officials examine
Car-Mart’s compliance
management system

Nov. 16-20, 2015
THE PHOENICIAN RESORT | SCOTTSDALE, ARIZONA

SAVE THE DATE

Berkshire Risk Services operates throughout the United States from offices
located in Overland Park, Kansas. For more information, visit us at www.
berkshirerisk.com or email info@berkshirerisk.com.

FactorTrust is the leading credit reporting agency on non-prime credit and consumer
data. Since 2005, FactorTrust has specialized in predictive credit scoring and data
solutions for non-prime lenders. This data is predominantly not reported to the Big
3 credit bureaus. Data is reported to FactorTrust by our lender contributors either
real-time or daily allowing maximum impact on lending decisions. Non-prime auto
lenders have reported that the addition of FactorTrust data attributes to their process
has enabled them to give consumers the credit that they deserve, uncover dealer
application discrepancies and reduce 1st payment defaults by as much as 50%. Visit
www.factortrust.com or call 1-866-910-8494.
Looking for information on non-prime consumers and their needs? FactorTrust
analyzes its proprietary database and provides a quarterly Index on a range of data
points including demographic, loan behavior, seasonal effects and others. Recent
issues include Millennials and Stability trends including their impact on default risk:
ws.FactorTrust.com/UnderbankedIndex.

INTERNATIONAL

USED CAR
INDUSTRY REPORT

THE PRE-OWNED CONFERENCE

800.608.7500

www.usedcarweek.biz

Used Car Week is proud to partner with the following
industry associations during this year’s event.

For 28 years Auto Master Systems, Inc. has been the leading provider of dealer
management software for the Buy Here, Pay Here auto finance market. We strive to
produce top quality software that allows our clients to achieve business goals while
keeping them in compliance with state and federal laws.
Our team uses decades of experience to design a complete software solution for
thousands of independent auto dealers and finance companies across USA and Canada.
The flexible design and comprehensive features of AMS supports all business
models including stand-alone dealerships, direct/indirect lenders and related finance
companies. Our integrations with dozens of top industry vendors, including GPS,
payment protection, credit card & ACH processors, accounting packages and auto
dialers, equips our customers with all the tools they need to effectively manage their
entire business.
For more information, please call 855-992-9913 or visit auto-master.com.
4 BHPH REPORT

Berkshire Risk Services is a specialty provider of collateral protection insurance,
portfolio insurance tracking and other risk management solutions for the auto finance
and leasing industry. The company develops and manages insurance programs
that combine insurance protection and profit potential with ease of administration
that allows our accounts to focus on their core credit business. We work with bhph/
lhph dealers, independent finance companies and financial institutions of all sizes.

IAA’s Remarketing Division finds value in every vehicle and delivers convenience
to its customers. For more than 30 years, we’ve specialized in quickly processing,
promoting and selling high grade vehicles at auction. Aged, high mileage, lightly
damaged, repossessed or clear titled—IAA can help you get the highest profits for
your inventory because we’re not a one-size-fits-all company. We know our buyers
want options when purchasing through IAA. That’s why we continue to invest in
our superior live and live-online auction model—so our global customer base can
buy in person and online using their computer or mobile device. And our targeted
marketing initiatives focus on delivering not only the most buyers, but also the right
buyers, including automotive rebuilders, recyclers, dismantlers, used car dealers,
auto body shops, exporters and others from more than 110 countries. For more
information regarding the IAA Remarketing Division, please call (888) 839-4220,
or visit www.IAA-auctions.com.
Vol. 2 No. 8

Auto Remarketing Canada
®

USED CAR
WEEK 2017
NOVEMBER 13-17 . LA QUINTA . CA

Auto Finance News

COVERING:
WHOLESALE CAR MARKET
RETAIL USED-CAR MARKET
FINANCE
REPOSSESSION/RECOVERY
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Website
Mobile
E-News

bhphreport.com

Custom
Marketing

ON THE GO? STAY IN THE KNOW!
Readers can access the nation’s leading publication in the
BHPH industry on their computer, tablet or smartphone.

FILE REQUIREMENTS
BHPHREPORT.COM

5. Filmstrip – (static or animated gif)
file size: 100KB

» File type: JPG or GIF. If file type is Flash, the
advertiser must provide a static image for
browsers that do not support Flash. File sizes
below are Max.

6. Horizontal Bar – Same as Leaderboard

» WEBSITE ADS
1. Leaderboard – file size: 40KB
2. Super Leaderboard – file size: 40KB
3. Medium Rectangle – file size: 40KB
4. Medium Rectangle in content –
file size: 40KB
8

7. Pushdown –
(Must be created by ad agency – not S&A)
• Max initial file load size: 60KB
• Subsequent max polite file load size:
350KB for creative files

» For more specialized ads (i.e. pushdown), IAB
recommends 10 business days to assemble
and test final ad unit provided all assets are
fully functional and built according to spec.
» All ads are IAB standard sizes. For ad
demonstrations and other details,
see the IAB guidelines here:
www.iab.net/guidelines/508676/508767/
displayguidelines

• Subsequent max user initiated
file load size: 1MB
8. Interstitial (static or animated gif) –
file size: 80KB
2018 MEDIA GUIDE
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Auto Remarketing Podcast
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Your weekly dose of auto industry news and conversation with top executives, specifically tailored
for the used-car side of the business. Subscribe today via iTunes or Google Play.

1

2

Exclusive leaderboard ad
on podcast delivery email

Verbal mention
at beginning and
during the podcast

SPONSORSHIP OPPORTUNITY PER WEEK - $3,000
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DIGITAL EDITION SPONSOR PACKAGE INCLUDES:
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» Presentation Page » (9.5” wide x 11.5” tall) is an

Cherokee Media Group
Names Johnson as Associate
Publisher of BHPH Report
Skip-Tracing Best
Practices for Today’s
Complicated World

ad that runs to the left of the front cover of the
digital edition. Please submit a 300 dpi, CMYK, PDF

By Nick Zulovich, Editor

possible for optimal page loading.

Brett Kelly, the director of independent dealer
business at Autotrader, approached an evaluation
of year one of the Buy-Here, Pay-Here Center like
a scientist who might be reviewing reams of data
gathered in a laboratory full of microscopes and
other measuring devices.
“I think one of the biggest things we’ve learned
is we can pretty confidently say that the model
is working,” Kelly told BHPH Report. “When we
originally launched the Buy-Here, Pay-Here Center, we leveraged research along with hypothesis to
say that shoppers and dealers wanted to connect
utilizing approval first, followed by down payment
and then payment.
“Until you actually try something it’s really just
that; it’s research and hypothesis,” he continued.
“We launched the site with the keen eye on following the metrics to see if those connections were
taking place,” Kelly went on to say.
And those key metrics all moved in double-digit, positive directions on a month-over-month basis during the past year. Kelly indicated the number of unique visitors climbed on a sequential basis
as did the number of participating BHPH dealers.
And the volume of inventory those operators decided to highlight on the Buy-Here, Pay-Here Center rose as the calendar moved, too.
AUTOTRADER continued on page 5

By Nick Zulovich, Editor

ARLINGTON, Texas — Part of the job
responsibilities for Steve Levine, chief legal officer at AutoStar Solutions and SecureClose, is to watch what might be percolating within walls of state lawmaker offices
nationwide. Levine shared his assessment
as to why lawmakers from various states
are taking a greater interest in regulating
the buy-here industry.
“I think state regulatory scrutiny has increased due to the publicity being given to
the CFPB,” Levine told BHPH Report. “The
state regulators, and the FTC for that matter, want to demonstrate that they are protecting consumers as well.”
While at least the Consumer Financial Protection Bureau and the Federal Trade Commission have their headquarters in Washington, D.C., keeping track of what’s happening in 50 different capitals might be as complicated as
securing inventory that will turn quickly or finding that delinquent customer.
It’s why the National Independent Automobile Dealers Association is strengthening the voice of operators from Hawaii to

Maine by pushing more resources into its
BHPH Commission.
NIADA’s BHPH Commission is made
up of dealers from all across the United
States. Commissioners are appointed by
the president of NIADA with input from
the NIADA board of directors.
The BHPH Commission first developed from an NIADA BHPH Task Force
and then truly bloomed last fall when NIADA finalized a memo of understanding
with the Community Auto Finance Association to join forces in earnest under
one banner.
NIADA executive vice president Steve
Jordan explained that the two associations agreeing to work together and combine their collective resources made “perfect sense” for the advancement of the
BHPH industry.
“This evolution of the BHPH Commission is a huge step forward for NIADA and our efforts to create a more permanent voice for BHPH dealers and to engage
a great group of BHPH dealers in doing so,”
said Jordan, who previously was a BHPH
operator with J.D. Byrider.
“We as an industry are much more

Permit No. 555

maximum file size, but the ad should be as small as

1

effective when we work together, with unity of purpose, than apart,” he continued.
“If several separate voices are clamoring
to speak for the industry, what happens, in
effect, is that none of them really are. The
message gets splintered, and those in power
can dismiss the multiple groups as inconsequential and, worst of all, irrelevant.”
The moves made by NIADA already are
being cheered.
“I think it is important for the industry to come together and present a united front, both in illustrating the beneficial
things we do as well as pointing out the
flaws in many of the arguments being made
against the industry,” Levine said.
“By joining together and combining resources, we’ll be in a better position to carry
on the fight, which I anticipate will be necessary for quite some time,” he continued.

2

Victory in Oregon
The concentrated effort by the NIADA
BHPH Commission and its allies in Oregon paid immediate dividends.
LAWMAKERS continued on page 3

Ask the
Hall of Famer
with Julian Codding
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NIADA’s Commission Claims Victories in Debate With Lawmakers
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of the ad cannot be blank. Tracking URLs for Flash

Championing the Cause for BHPH

Cherokee Automotive Group | 301 Cascade Pointe Lane | Cary, NC 27513

animation is accepted. If animated, the first frame

19
May 2015 | Volume 2 | No. 4

ATLANTA — Autotrader’s Buy-Here, PayHere Center reaches its first anniversary in May,
having launched the solution during last year’s annual conference hosted by the National Alliance
of Buy-Here, Pay-Here Dealers. For site officials,
it’s the chance to reflect on why they launched this
tool for BHPH operators — so these dealers can
sharpen their targeting of potential buyers who
need the in-house financing that’s a trademark of
this year.

for all ads. If the ad is animated, please submit
a SWF file in addition to the PDF. Only Flash

Las Vegas Mistakes
and Successes Reveal
Gems for Dealers

10
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Autotrader Enhancing
BHPH Center for Year 2
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» The skyscraper ad (120px x 600px) displays in

Presentation Page to left of cover and Skyscraper to right.

the right margin of the digital edition. Skyscraper
ads can be submitted as PNG, JPG, GIF or SWF.
If animated, the first frame of the ad cannot be

3

blank. A static image must be submitted with the
animated file. Tracking URLs for Flash ads must
be embedded in the file. There is no maximum file
size, but the ad should be as small as possible for
optimal page loading.

3

» Exclusive leaderboard ad (728px x 90px) on
digital edition delivery email. Leaderboard ads
can be submitted as JPG or GIF. We cannot accept
Flash animation for this ad. If sending an animated
GIF, please be sure to create with desired number
of repetitions as well as a properly branded final
frame. The first frame of the animated GIF cannot
be blank. Maximum file size: 700KB.
Leaderboard ad, top, on digital edition
delivery email

10
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HOME PAGE

CONTENT PAGE

PAGE TAKEOVER

6
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1
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AVAILABLE WEBSITE ADS
AD UNIT
1. Leaderboard
2. Super Leaderboard
3. Medium Rectangle
4. Medium Rectangle
(in content)
5. Filmstrip
(up to 5 slides)

SIZE

INTERSTITIAL

728 x 90
970 x 90
300 x 250

RATES
$750
$1000
$750

300 x 250

$750

300 x 600 per slide
(up to 300 x 3000)

$750

6. Page Takeover

See ad rep for details

7. Interstitial

See ad rep for details

$1200/
day
$500/
day

7

*All rates are per 1000 impressions.

Buy-Here Pay-Here Report

11

ONLINE

Upload all artwork to

Email Newsletters
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TARGETED EMAIL
NEWSLETTERS

FILE REQUIREMENTS
» Maximum file size is 700K for JPG or GIF.

Email Newsletters allow Cherokee
Media Group to put the most current
automotive industry news and information in front of key audiences. Our
newsletters are only sent to subscribers, so advertisers can be certain that
their message is getting to the right
consumers.

» We cannot accept Flash animation in these ads.
» If sending an animated GIF, please be sure to create with desired
number of repetitions as well as creating a properly branded final
frame.
» Please ensure that the first frame for animated GIF email
placements contains your branding message. In some email clients
(such as Outlook 2007) only the first frame of an animated GIF will
come through. In order to reach audiences in all email clients, the
first ad frame must include this information.
» Please provide target URL.

BHPH REPORT NEWS

BHPH REPORT EXTRA

BHPH Report News highlights major news stories in the
used-car industry. It’s delivered every Tuesday and Thursday
to our over 18,000 subscribers.

BHPH Report Extra provides a breaking
news platform for delivery of industry news
when it happens.

1

1

2

2
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AD UNIT

SIZE (px)

POSITION

RATE

1. Horizontal Bar

728 x 90

Banner 1

$2,000 / Month

2. Medium Rectangle

300 x 250

In-Content

$2,000 / Month

3. Horizontal Bar

728 x 90

Banner 2

$2,000 / Month
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Custom Marketing & Other Services
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CUSTOM EMAIL MARKETING
Let BHPH Report deliver your exclusive
message to our subscribers.
Custom emails are a great alternative to
direct ‘snail mail’ marketing as they are
delivered in a timely, measurable manner.
» $4,500 per email
» Maximum of 80 characters for the
subject line
» Format: HTML
» Maximum File Size: 200KB
(html + images)
» Recommended width:
500-700 pixels
» Use inline CSS only
» All content must reside BETWEEN
<body> and </body>
» Image formats allowed:
GIF or JPG only
» All graphics must be 72 dpi

See your ad rep
for details.

» Text: Maximum of 300 words
» If hosting the images on the S&A
Cherokee Web server, be sure to
provide all images

WHITE PAPERS
Your data-packed white paper will be delivered
to our email subscribership of over 18,000.
In addition to the custom email, we’ll provide
advertising space on bhphreport.com to
market your white paper. Let us help you
put your data in the hands of decisions makers
in the BHPH industry.

MARKETING WEBINARS
By hosting an exclusive webinar, you provide the topic, presenters
and presentation materials. Cherokee Media Group will manage
the process and help promote the event. The cost is $4,500 for an
exclusive webinar.
With an exclusive webinar, you receive the following:
» Custom marketing campaign
» 45-minute presentation with a 15-minute Q&A session.
» Full data on all registrations (not just attendees!). This includes
names, company, title phone number, email address and questions
attendees may have had during the webinar.
» Post event metric reporting on marketing campaign.
» Archived webinars on autoremarketing.com/bhph.
Buy-Here Pay-Here Report
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SAVE THE DATE
November 12-16 • The Westin Kierland Resort & Spa • Scottsdale, AZ
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Used Car Week Conference
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Why Participate?
Data-Driven Content
Better position your business and career with data-driven content
that offers actionable solutions for addressing your pain-points.
Take advantage of cross-learning opportunities that will arm
you with a 360° view of the used-car industry and the impacts of changing
consumer behavior, new technologies, regulations and future forecasting.

Brilliant Speakers
Connect with and learn from accomplished thought leaders and
innovative industry disruptors who will engage you in conversations
that will ignite your business engine and strengthen your datadriven decision-making skills. Personalize your agenda by choosing from a
variety of workshops, panel discussions, and keynote presentations.

Expand Your Network
Meet with the used-car industry’s smartest and most powerful
people and expand your professional network during daily

refreshment breaks, evening receptions, and celebratory social events
such as luncheons, 5K Fun Run and the NAAA President’s Gala. And those
are just a few of the scheduled networking opportunities on the agenda.

Celebrate Industry Excellence
Recognize the remarketing and used-car professionals
whose record-breaking accomplishments are inspiring
the rest of the industry. Join in us in celebrating the
Used Car Awards, Women in Remarketing, Auto Remarketing’s
40 Under 40, Executives of the Year, and other outstanding individuals
and companies.

Cutting-Edge Expo Hall
Connect your brand face-to-face with C-level leaders, decisionmakers, and influencers who are the driving force behind the
remarketing and used-car industry. The Expo Hall is the go-to spot
for networking, featuring a curated and engaging experience with
today’s cutting-edge solution providers.

2016 Attendance

40+

1330+

Hours of
Networking

attendees throughout
the entire week of
Used Car Week and
NAAA Convention

2016 Educational Opportunities

128
Speakers

7%

33

18

Workshops

Keynotes

11

Panel Discussion

Attendance by Conference
1ST BLOCK

15%
2ND BLOCK

9%

652

900

of attendees
attended the
full week

29%

12%

Manager 29%
Executive 20%
Senior VP 17%
Director 15%
Dealer / Principal 7%
Other 12%

ATTENDANCE
BY TITLE

20%
17%

Contact us to inquire about sponsorship and exhibiting opportunities.
Buy-Here Pay-Here Report
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bzadeits@bhphreport.com
800-608-7500, ext. 117
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919-674-6020
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