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Auction News 

Dealer’s Choice AA 

www.dcaa.com 

 

Plaza Auto Auction 

www.plazaaa.com 

 

Tri-State AA – Cuba City 

www.tsaaonline.com 

 

Manheim Omaha AA 

www.manheim.com 

 

Adesa  Des Moines 

www.adesa.com 

 

Manheim-Minneapolis-MAA 

www.manheim.com 

 

Manheim Northstar 

www.manheim.com 

 

Des Moines Auto Auction 

www.dsmaa.com  

 

 

SUPPORT FOR THE MIDWEST 

AUTO AUCTIONS IS GREATLY 

APPRECIATED. : 

Dealer Education 2024 

5-hour class - Iowa law 322.7A(2) requires that all used motor 
vehicle dealers that apply for license renewal must complete a 
five-hour education program no more than 24 months prior to 
the renewal application, unless the dealer has taken the eight-

hour class no more than 24 months prior to renewal  

www.iowaiada.com/dealer-education  
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AutoZone 

Access Systems 

 Advanced Business Products 

 AutoJini.com 

 Auto- Owners Insurance 

 Associations Marketing Group, Inc. 

 Automotive Finance Corporation – AFC. 

 Citizens Community Credit Union 

 CU Direct (CUDL) 

 The Cyclone Agency. 

 Erikson Solutions Services, LLC 

 Frazer-Dealer Management Software. 

 First Interstate Bank 

 Follow-Up Plus 

 Globe Acceptance, Inc. 

 Greater Iowa Credit Union 

 Innovative Dealer Services 

 Preferred Warranties, Inc. 

 ProSource Finance.com 

 Veridian Credit Union 

 Reynolds & Reynolds Inc. 

 S & C Automotive, Inc. 

 U Drive Acceptance Corp. 

 Wilson Distributor Service 
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IRS reminds car dealers and sellers to be aware of phishing scams  

WASHINGTON — The Internal Revenue Service would like to remind car deal-

ers and sellers to be aware of evolving phishing and smishing scams that could 

impact day-to-day operations of the business. 

In light of the recent ransomware attack aimed at car dealers, the IRS is warn-

ing individuals and businesses to remain vigilant against these attacks. Fraud-

sters and identity thieves attempt to trick the recipient into clicking a suspi-

cious link, filling out personal and financial information or downloading a mal-

ware file onto their computer. 

Scammers are relentless in their attempts to obtain sensitive financial and per-

sonal information, and impersonating the IRS remains a favorite tactic. The IRS 

urges car dealerships to be extra cautious about unsolicited messages and 

avoid clicking any links in an unsolicited email or text if they are uncertain. 

Phish or smish: Don’t take the bait 

The IRS continues to see a barrage of email and text scams targeting businesses 

and individual taxpayers. The IRS and the Security Summit partners continue to 

remind taxpayers, businesses and tax professionals to be alert for a wide varie-

ty of these scams and schemes. Businesses such as car dealerships should re-

main alert for targeted email and text scams aimed to disrupt their computer 

systems. 

These businesses should be alert to fake communications posing as legitimate 

organizations. These messages arrive in the form of unsolicited texts or emails 

to lure unsuspecting victims to provide valuable information that can lead to 

identity theft or malicious malware installed on computer systems. There are 

two main types: 

Phishing: An email sent by fraudsters claiming to come from a legitimate 

source. The email lures the victims into the scam with a variety of ruses such as 

enticing victims to provide sensitive information. 
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Smishing: A text or smartphone SMS message where scammers often use alarm-

ing language such as, “Your account has now been put on hold,” or “Unusual Ac-

tivity Report,” with a bogus “Solutions” link to restore the recipient’s account. 

Never click on any unsolicited communication as it may surreptitiously load mal-

ware. It may also be a way for malicious hackers to load ransomware that keeps 

the legitimate user from accessing their system and files. 

In some cases, phishing emails appear to come from a legitimate sender or or-

ganization that has had their email account credentials stolen. Setting up two-

factor or multi-factor authentication with their email provider will reduce the 

risk of individuals having their email account compromised. 

Posing as a trusted organization, friend or family member remains a common 

way to target individuals and businesses for various scams. Individuals and busi-

nesses should verify the identity of the sender by using another communication 

method, for instance, calling a number they independently know to be accurate, 

not the number provided in the email or text. 

What to do 

Never respond to phishing or smishing or click on the URL link. 

Don’t open any attachments. They can contain malicious code that may infect 

the computer or mobile phone. 

Don’t click on any links. If a taxpayer inadvertently clicked on links in a suspi-

cious email or website and entered confidential information, visit the IRS’ iden-

tity protection page. 

Send the full email headers or forward the email as-is to phish-

ing@irs.gov“>phishing@irs.gov. Don’t forward screenshots or scanned images 

of emails because this removes valuable information. 

Delete the original email. 
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Pennsylvania man sentenced for odometer fraud 

A Pennsylvania man was recently sentenced to 30 months in prison after being convicted in a     
federal court of tampering with an odometer and forging vehicle titles. 

Earnest Fry, 49, of Harrisburg, Pa., pleaded guilty to the charges in U.S. District Court. He was 
ordered to pay $47,000 in restitution along with serving two and half years in prison. 

According to the U.S. Middle District of Pennsylvania, Fry was on parole when he started purchasing 
used vehicles, altering the mileage. U.S. Attorney Gerard Karam said in a press release that Fry 
would replace or reset the odometer on the vehicles. He is suspected to have sold 55 vehicles and 
rolled back more than 5 million miles. Fry also was found to have altered titles to reflect the lower 
mileage of the vehicles he sold at inflated prices. 

The case is not an isolated incident and stresses the importance of purchasing from a licensed deal-
er. The National Highway Traffic Safety Administration estimates more than 450,000 vehicles are pur-
chased each year with altered odometer readings, costing buyers more than $1 billion. A CARFAX 
study from last year showed a 14 percent rise in vehicles with rolled-back odometers. California had a 
reported 469,000 vehicles with rolled-back odometers and Texas 277,000. 

NIADAAuthor  

https://www.justice.gov/usao-mdpa/pr/harrisburg-man-sentenced-prison-odometer-tampering
https://www.nhtsa.gov/vehicle-safety/odometer-fraud
https://niada.com/dashboard/rise-in-odometer-rollbacks-found-in-carfax-study/
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Top tips for Independent Dealers to thrive in 2024 

By Kyle Ballinger 

From the July issue of UCD 

Succeeding as an independent dealer often means doing more with less and adapting to ever-changing mar-

ket conditions and customer needs. 

Thankfully, no matter the challenges at hand, this industry proves over and over that its resiliency, creativity 

and grit can overcome them. 

The past few years have brought everything from scarce inventory to stubbornly high interest rates, but the 

good news is the automotive marketplace and the economy as a whole are expected to continue on a slow 

but steady course toward normalization. 

Economists are not predicting any job losses through the rest of this year, spending is expected to remain 

high despite those high interest rates and inflation has cooled. While not ideal, these conditions lend them-

selves to success for independent dealers who are thoughtful and proactive as they make decisions on every-

thing from inventory to staffing and vendor selections. 

While there are many ways to grow your business this year and beyond, here are seven considerations: 

Find the right inventory. As tempting as it may be to get your hands on what’s available, don’t forget that the 

money is made at the buy. Profits are lower than what they have been historically, so you have to be smart. 

Find the right inventory based on your past sales, the success of other dealers in your area or any other data 

you can get your hands on. And source it in every way possible, from wholesale to trade-ins and more. 

Wholesale prices are softening slightly which should help. Paired with future interest rate cuts, affordability 

will begin to rise once again. 

Price vehicles based on market trends. Do your research and get it right to both turn inventory quickly and 

maximize your profit. And don’t get tied to a certain vehicle or price. Follow market trends and adjust accord-

ingly. If a vehicle isn’t working out, move on quickly. Knowing exactly what you have in a vehicle will help you 

make the right decision at the right time. 

Make the right hires. Find people who free you up to do what you need to do and allow you to focus on how 

to make your business as profitable as possible. 

Make the right decisions for your business. From recon to transportation and beyond, figure out whether it’s 

more profitable to bring services in house or outsource them. It’s different for every dealership. 



Make the right decisions for your business. From recon to transportation and beyond, figure out whether 

it’s more profitable to bring services in house or outsource them. It’s different for every dealership. 

Market your inventory. One place where you can’t afford to cut expenses is the way you market your in-

ventory. People need to be able to find your inventory where they’re looking. This is one area where 

cutting costs can end up costing you. 

Free up your cash flow. With a floor plan, you can source more inventory while also saving your cash to 

invest in other parts of the business. These types of enhancements can generate additional revenue oppor-

tunities or create a better customer experience that will help you stand out from your competitors. 

Understand your floor plan. I get asked all the time how to make the most of a floor plan or how to pick the 

right floor planner. Again, the answer is different for every dealership. One commonality is to make sure you 

educate yourself on the ins and outs – and floor planners should provide the transparency for you to do that. 

I also encourage people to shop around to make sure the floor plan they choose is the right one for their busi-

ness. Make sure they floor any inventory from any source you use and that they provide the services your 

business needs beyond just funds.  And then take advantage of those services – particularly when it comes to 

technology innovations as the way we do business continues to move in that direction. Those services should 

evolve over time. You’re always adapting your business and floor planners should as well. 

Although the current marketplace has its challenges, it’s in times like these that dealers who are making the 

right business moves can thrive. If you pair that with vendors who are in it with you – those with the expertise 

and flexibility to help you succeed and understand your business – you can get ahead of the pack and stay 

there.n 

 

Kyle Ballinger 

AVP, Sales, for NextGear Capital 

Kyle.ballinger@coxautoinc.com 
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30+ Years of Excellence 
dcaa.com 
319-394-3510 (Office) 
Sale every Tuesday 6:00 PM 
Ask us about becoming an MVP partner (Multi-List Vehicle Platform) 
Contact Kevin Bush at 319-330-2488 or Monte Delzell at 319-759-9431 


