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RECOVERING STRONG

2019-2020 BOARD OF DIRECTORS
STATE OFFICERS

Chairman of the Board
Brad White, Mike Witt Motor Sales LLC

President
Don Sullivan, Sr., Sullivan Auto Trading

President-Elect
Andrew Wiley, Consumers Auto Warehouse

Vice President
Sajal Narayan, Best Bet Motor Sales

Vice President
Al Abady, Ellas Auto Outlet, Inc.

Vice President
Matt McMurray, CMD, Campus Automotive

Secretary
Chris Crites, Bob Wade AutoWorld

Treasurer
Don Sullivan, Jr., Sullivan Auto Trading

DISTRICT & PAST PRESIDENT
REPRESENTATIVES

District 1 / Tidewater
President: Weldon Whitehurst,  
Virginia Beach Truck Center
Vice President: Joe Ramon,  

Commonwealth Auto Group, Inc.
District 2 / Central VA

President: Paul Tashner,  
Car Castle

District 3 / Roanoke Area
President: Brad White, 

Mike Witt Motor Sales LLC
Vice Presidents: Greg Parker, 
Roanoke Auto Auction and 

Matt McMurray, 
Campus Automotive

District 4 / Northern VA
President: Donald Sullivan, Jr., 

Sullivan Auto Trading
Vice President: Craig Amelung, 

Manheim Fredericksburg
District 5 /Southern VA
President: Brent Toone, 

Lakeview Motors
Vice President: Sammy Wright, 

Church Street  Auto
District 6 / Western VA

President: Sajal Narayan, 
Best Bet Motor Sales Corp

Vice President: John Taylor, 
Regional Auto Sales

District 7 /Shenandoah Valley
President: Eddie Haley, 
Rt 11 Valley Auto Sales

Vice President: Chris Crites, 
Bob Wade AutoWorld

District 8 / Southwestern VA
President: Ricky McReynolds, 

Country Auto Sales, Inc.

PAST PRESIDENTS
Chris Maher, Car Credit Nation
Rob Fisher, Northside Auto Sales

Wanda Lewark, Auto Buying Service

COMMITTEE CHAIRS
Steering & Budget

Donald Sullivan, Jr., Sullivan Auto Trading
Member Benefits

Al Abady, Ellas Auto Outlet
Professional Development

Matt McMurray, CMD, Campus Automotive
Publications & Events

Chris Crites, Bob Wade AutoWorld
Membership Development

Sajal Narayan, Best Bet Auto Sales
Government Relations

Andrew Wiley, Consumers Auto Warehouse, Inc.

Volunteers Needed!
Want to take on a leadership role? Do you 
want	to	help	the	Association	fight	against	

unnecessary and burdensome regulations? 
And help educate dealers about 

activities impacting their ability to operate 
a dealership? Contact Alvin Melendez, 

Executive Director, (757) 464-3460 or  
alvin@viada.org

DON SULLIVAN, SR.
SULLIVAN AUTO 

TRADING
PRESIDENT, VIADA

During these historic times and changing circumstances, we need to work together to encourage each 
other through this recovery process. Our Executive Director, Alvin Melendez, and our lobbyist Mead 
Spotts, sent letters to our Governor asking that our dealerships be allowed to remain open. They received 
a positive response in a letter stating we would remain open following the COVID-19 guidelines.  Shortly 
after that the Governor made his statement to the public. This was a major decision concerning our 
Virginia dealers. We are grateful for this quick response that saved us from possible financial disaster. 
Other states bordering us were not as fortunate and were closed for over three months. VIADA is the 
only state trade association that supports our dealers with a voice to the Legislature. As I have said many 
times, we need strong support in our Association to continuously act on our behalf in all circumstances. 

In our positions as dealers and business owners, we have our everyday operational routine at the deal-
ership. Outside of our everyday circle, there is another side of the automobile industry. It has its own 
function affecting Legislature, bank dealer agreements for funding, bank floorplans, advertising agents, 
auctions, and every other vendor that affects our industry. There are 2600 independent dealers in the 
state of Virginia and approximately 800 members. VIADA is made up of the members and they are the 
Association. It is time for ALL dealers to stand in numbers to protect us and be a voice to the Legisla-
ture, our future, and our investments. My many hours of time put forth as President is a small portion to 
give back for what has served me well through the many storms and accomplishments in my lifetime. 

Please consider being involved with your districts and in VIADA State Board meetings. This is the member’s association and it is 
a democracy according to our bylaws. All members may vote in the elections. Members can ask questions concerning or affecting the 
corporate life, government, or financial affairs of the Association. It saddens me that all the business knowledge and talent that Virginia 
dealers hold is not brought to the table to grow VIADA to levels never before realized. We have a Board of Directors in numbers of approx-
imately 40 dealers. I am surrounded by years of experience, great people, and highly successful dealers. There is no end to what a vision 
of change and success could be if more members were involved, starting with just their districts by bringing intuitive ideas and networking 
together - setting a standard to better our industry.  Without change, we have no future. Our Executive Director Alvin Melendez and I are 
Continued on next page 
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ALVIN MELENDEZ
EXECUTIVE DIRECTOR, VIADA

ALVIN@VIADA.ORG

LIKE A CHAMELEON

“EXPERIMENTS ARE 
NECESSARY FOR THE

EXPERIENCES THAT 
CREATE GROWTH AND 
NEW OPPORTUNITIES”

This year has brought us many challenges but, as always, the Auto Industry is like a 
chameleon, we know when and how to adapt. We adapted to the new way of buying cars 
with on-line platforms, we adapted to a new way of reconditioning units and maintaining 
sanitation in our locations, as well as the way we hire and manage personnel.  As we adapt 
to the new changes at auction buying, I recommend you visit your local auction’s website 
and understand the way condition reports are done so that you are clear on how the grading 
scale is done. Read very carefully the arbitration rules of each auction as well as the deal-
er’s own condition report and always print the condition report and keep in your files. It 
comes in very handy when trying to arbitrate a vehicle. Try to do your arbitrations online, 
that way the time and date is recorded and there is no misunderstanding for either party. 

I am disappointed to report, due to the current situation that we are dealing with across the 
U.S. with COVID-19, we have decided to postpone the Annual Convention at Lansdowne 
Resort until October 8-10, 2021. Once we get back to the new normal, we will start orga-
nizing a title class, a comprehensive VIADA Dealer Education Seminar, a NIADA CMD 
Class and some management training classes.  

VIADA is constantly looking for the best vendor partners to provide our members the 
necessary tools for success. Vendors like Auctions, Floorplans, Warranties, Insurance, Parts 
suppliers, Tag and Title Portals like DealerTrack, DMS portals like ComSoft, Banks, Health 
benefit providers like Aflac and many other providers. If you have an awesome company 
that you do business with and you think we should talk to them, do not hesitate to call us. 
Maybe we can add them as a member benefit provider.  We recently added Spot On, a credit 
card merchant with month to month contracts, because of a member’s recommendation.  If 
you are looking for a credit card processing company, reach out to them for information. 
You’ll be glad you did! 

“BELIEVE YOU CAN AND YOU’RE HALF WAY THERE.”  
-Theodore Roosevelt

ATTENTION NEW DEALERS:
As of August 1, 2020 every new applicant applying to be a 

dealer in the Commonwealth of Virginia will have to submit 
his/her background results to the MVDB from one of 

these providers with your package.

SCREENING ONE
Paul Craddock, 919-533-5005

Paul.Craddock@screeningone.com
 

CAREERBUILDER
Employment Screening, 866-255-1852

clientservices@careerbuilderscreening.com

Continued from previous page
working hard to bring these changes to real-
ity. We will have virtual meetings available 
to all dealers. Access remotely through your 
desktop, iPad, or phone dial-in, everyone 
can be involved in THEIR Association. We 
want to hear your ideas and work with you to 
change the industry for the better. The code 
of ethics for VIADA is to have a standard 
of integrity and unity. Again, there are not 
enough words to express...as there is no end 
to what the dealers in Virginia can do with 
numbers and ideas to accomplish change for 
now and our future. n

Find a VIADA
Membership 
Application on 
page 17.



4  |  THE VIRGINIA INDEPENDENT NEWS | SUMMER 2020



THE VIRGINIA INDEPENDENT NEWS | SUMMER 2020  |  5

Joe C. Tate of Peaks Motors in Bedford, Virginia began working at Peaks 
Motors in 1984 shortly after graduating from college. His first position 
was a combination of accounting and finance. After a progression of 
promotions throughout the company, he became the General Manager. Joe 
purchased controlling interest in Peaks Motors in 1997. He purchased the 
previously leased dealership property and conducted a complete renovation 
to include adding a 4-Bay garage and expanded display area.

Joe’s business philosophy centers on building lasting relationships with 
his customers. His dealership invests heavily on ensuring customer sat-

isfaction with their purchases while continuing to provide services after the sale. Peaks Motors warranties 
every vehicle they sell. Joe’s dealership currently enjoys an A+ rating with the Better Business Bureau and 
a clean record with both the Department of Motor Vehicles and Motor Vehicle Dealer Board.

Joe Tate has been a member of VIADA for almost twenty years. He has served in several positions at district 
and state levels including: District Vice President, District President and State Treasurer and he served as 
VIADA’s State President (2008-09). Throughout his years of service to VIADA he has strived to put systems 
in place to help VIADA succeed. He helped overhaul VIADA’s accounting system to bring it inline with 
the Generally Accepted Accounting Procedures. This has proven helpful to VIADA in realizing increased 
income by collecting on bad debts and increasing profits margins on forms and supplies sold to dealers.

Along with his volunteer service to VIADA, Joe has served on the Motor Vehicle Dealer Board for 11 years. 
He completed a partial term and was reappointed twice by different governors. He served as a co-chair on 
the board and as chairman of the licensing committee. Joe is also a member of the Better Business Bureau. 
He has served in the capacity of both Vice President and President of the Lord Botetrout Band Boosters. 
He served as an elder at the Dale Ridge Church of Christ, sponsored the Bedford area Walk for a Cure, 
sponsors various athletic teams, and supports the Virginia Transportation Museum as well as a variety of 
other charitable efforts. 

When asked what VIADA has meant to Joe, he said, “My service to VIADA has been rewarding and 
tremendously beneficial to my business. I have had the opportunity to meet and work with some of the 
finest automobile dealers in the state of Virginia.” n

JOE TATE, 
36 YEARS IN THE 
AUTO INDUSTRY
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Titles for Vehicles
Taken on Trade

Titles for Vehicles
Delivered In-State

Titles for Vehicles
Delivered 

Cross-Border

Dealertrack is the only one in the industry who can help your back office process for 
vehicle titles whether they are taken on trade or are being sold and delivered to in-state 
or out-of-state customers. Let us help you deliver upon your customers expectations 
and provide you the total title expertise you need.

Get the expertise today: dealertrack.com/TitleSolutions

Dealertrack is proud to be the exclusively-endorsed Reg & Title partner of 
the Virginia Independent Automobile Dealers Association (VIADA).
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Have we forgotten, or worse, have we failed 
to teach new sales managers some of the 
methods in selling aged inventory outside 
of having to discount the price? The per-
spective in our industry over the past ten 
years is that the only way to sell an aged 
used car is to drop the price until it sells. 
While it can be an effective strategy; it costs 
the store gross profit, and is not the only 
strategy that a sales or inventory manager 
can use to help sell aged inventory.

Situations like this require managers to 
step back in time–before the power of the 
mighty internet–and remember the meth-
ods used to move aged inventory without 
dropping the price. 

Here are a couple of offline and online tips 
that I use when trying to move an aged 
piece of inventory other than dropping the 
price.

1. Drive the car. While a simple tip; it is 
often overlooked or not executed due to 
all the tasks and stressors Sales Manag-
ers encounter during the business day. 
With all those daily tasks and manage-
ment duties rarely does the aged inven-
tory get driven to see if something is 
wrong with the unit. Does the vehicle 
need tires? Is it dirty from sitting on the 
lot over 60 days? Did the reconditioning 
team miss something? Whatever the is-
sue may be, take personal responsibility 

for getting it fixed.
2. Put the aged inventory piece on one 

of your lot’s “hot spots.” A good sales 
manager should know the best drive-by 
spots on the physical lot. Make sure to 
park aged inventory pieces on the “hot 
spots” to ensure drive-by traffic gets a 
good look at the unit.

3. Merchandise the unit with stickers and 
signs to help increase interest from 
drive-by customers. Make sure to use 
bright colors. Also, it is a good time to 
reprint the vehicle window stickers and 
buyers guides to make sure they are 
clean and professional.

4. Pay salespeople spiffs on aged inventory 
units. It is pathetic that some stores pay 
a measly $50 mini to a salesperson who 
spends hours with a customer to move 
an aged piece of inventory. More likely 
than not, commission-based salespeo-
ple are going to attempt to move a cus-
tomer off an aged inventory vehicle to 
increase their gross. Salespeople might 
also conclude that aged inventory might 
have something potentially wrong with 
the vehicle. Therefore, why would they 
want to spend hours of their time for a 
mini and know that the inventory has 
the potential for a dissatisfied customer 
in the future? One way to combat this 
inherent problem is to reward salespeo-
ple with a rolling top 5 aged inventory 
list. If the unit is aged, allow a 50% paid 
commission or, if the vehicle is being 

sold below cost, reward the salesperson 
with a large minimum commission of 
$500 for each aged sold inventory piece. 
Make it worth the salespeople’s time to 
sell aged inventory and it will help.

5. Use banners and photo overlays to 
make the unit stand out online. A sim-
ple highlighting of a special feature that 
isn’t always easily seen from the first 
picture; this simple method can go a 
long way to increase clicks on a car.

6. Re-photo the vehicle. So many times, 
the vehicle images are taken while it was 
snowing, or the leaves on the trees are 
changing. After 60-90 days the season 
has changed. Take time to go out and 
retake the photos and update the vehi-
cle’s images.

7. Change the first image of the vehicle on-
line from the exterior image to an inte-
rior image. The interior shot has shown 
to get more clicks as it sparks curiosity. 
Previous online viewers of the vehicles 
may see it with a fresh set of eyes.

8. Re-write the vehicle description. High-
light the vehicle features, pricing, and 
also the work that was completed to 
make your unit stand out above the rest.

Margin compression is a reality in the mar-
ket today; however, as a dealer, you can take 
additional steps to market your vehicle in-
ventory better and maintain more gross. It 
takes time and effort; nonetheless, in the 
long run, the gross profits are worth it. n

8 TIPS TO CONSIDER Before 
YOU DROP THE PRICE

By Matt Childers, Digital Marketing Consultant at DealerLink
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WEEKLY SALE
9:00am

1300 BUSINESS CENTER WAY, EDGEWOOD, MD 21040

LAST THURSDAY of the Month
STATE & COUNTY SALE

8:00am
WEEKLY DEALER SALE

2nd TUESDAY of the MonthTHURSDAYS

TUESDAYS

9:00am  
COMMERCIAL VEHICLE SALE

11:00am  
OPEN TO THE PUBLIC 

10:00am  

MONTHLY SPECIALTY SALESCLAYTON STATION

CLOSED SALEGOVERNMENT
BI-WEEKLY

American Credit Acceptance • Ally • ARI • Bank of America • BB&T now Truist/RAC • CAC • Chrysler Capital •
Element • Enterprise • Exeter • GM Financial • Hyundai/Kia • Lindsay • M&T Bank • Mile One/Bargain Buys •
Santander • U-Haul • and Many More!

MONTHLY

OPEN TO THE PUBLIC 

WEDNESDAYS

10:00am

PUBLIC SALE
8:00am

 

BEL AIR LOCATION
EVERY THURSDAY
4805 PHILADELPHIA RD, P.O. BOX 200, BELCAMP, MD 21017

 

 BEL AIR AUTO AUCTION’S

Clayton Station

UNITS WEEKLY AT
BEL AIR AUTO AUCTION!

2,500+
UNITS WEEKLY AT

BEL AIR AUTO AUCTION!

2,500+

UNITS WEEKLY AT
CLAYTON STATION!

450+
UNITS WEEKLY AT

CLAYTON STATION!

450+
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For those dealers in Halifax County, the 
retail sales and use tax will increase by 
1%, for a total tax rate of 6.3% after July 1, 
2020. The current tax rate is 5.3% and this 
would affect the amount of tax that you 
charge on your service agreements that 
you sell to your customers.

MARIJUANA BILL
Governor Northam signed into law a bill 
decriminalizing simple possession of mar-
ijuana under Virginia law. Under the new 
legislation, it is still unlawful to possess 
marijuana, with medical exception, but 
possession will now result in a civil pen-
alty of no more than $25. Simple posses-
sion of marijuana will no longer lead to a 
criminal conviction or jail time. This new 
law takes effect July 1, 2020. This legis-
lation also prohibits employers requir-
ing job applicants to disclose any arrests, 
criminal charges, or conviction for simple 
possession of marijuana. When answering 
questions concerning any arrests, criminal 
charges, or convictions, job applicants are 
permitted to exclude references to posses-
sion of marijuana. Employers that willfully 

violate this prohibition can be found guilty 
of a misdemeanor for each violation.

PAYSTUB BILL 
In 2019 the Virginia General Assembly 
enacted an employment records disclo-
sure law requiring employers to furnish 
Virginia employees certain personnel 
documents upon request. It required 
employers to provide pay stubs upon the 
employee’s requests, and the Act only re-
quired employers to provide pay stubs 
upon the employee’s requests and the Act 
only required that the paystubs contain 
the employee’s gross wages in any deduc-
tions. 

Starting on January 1, 2020, the Act will 
require employers to provide each em-
ployee a paystub on “each regular pay 
date” without waiting for an employee’s 
request. The pay stubs must contain ad-
ditional information including: [1] the 
name and address of the employer; [2] 
the number of hours worked in the pay 
period; [3] the applicable rate of pay; [4] 
the gross wages earned during the pay pe-

riod; [5] and the amount and purpose of 
any payroll deductions.  

You should already be following these new 
regulations. If not, please make the correc-
tions or check with your accountant.

MINIMUM WAGE 
INCREASE BILL

The General Assembly passed a law to in-
crease the minimum wage starting Janu-
ary 2021. Gov. Northam amended the law 
delaying the minimum wage increase to 
start on May 1, 2021. It will increase from 
$7.25 to $9.50. The 2021 date is the first of 
many increases that will happen over the 
next several years and the increases will be 
as follows:

$11.00 - starting January 1, 2022
$12.00 - starting January 1, 2023
$13.50 - starting January 1, 2024
$15.00 - starting January 1, 2026

For January 1, 2027, and thereafter, the annu-
al minimum wage shall be adjusted to reflect 
increases in the consumer price index. n

3 NEW 
LAWS THAT 
AFFECT ALL 
EMPLOYERS

By Pete Iaricci, Director of Education/Legislation
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Independent dealers are in a race against 
time. 

The mission: Find the best used car inven-
tory, at the best prices, before the competi-
tion does.  

The challenge: Demand for used vehicles 
has never been higher. Plus, there is not 
enough time in the day to source inventory.

For some dealers, finding quality inventory 
has become a major challenge and almost 
unsustainable. Lower margins and longer 
turn rates are putting dealerships at risk. 

That’s why many independent dealers are 
turning to online auto auctions.

Online auctions give dealers a larger vari-
ety of inventory, making it easier to find 
the right vehicles at the right prices. Plus, 
dealers can bid, buy, and sell vehicles from 
the comfort of their home or office. There’s 
no more time wasted attending physical 
auctions. 

Some dealers are understandably con-
cerned about using online auctions. How 
can you buy a vehicle without being there 
to physically see it, touch it, and inspect it? 

While that’s a fair concern, there are thou-
sands of vehicles sold online every day, with 
shockingly low arbitration rates. Modern 
online auction platforms give you the tools 
to properly evaluate vehicles before pur-
chasing. Dealers can finally trust what they 
find online. 

Online auctions can be intimidating to 
first-timers, but with a little guidance, any-
one can tap into this powerful market. Fol-
low these three steps to start using online 
auctions today:

1. AUDIT YOUR INVENTORY
Online auctions are not much different from 
physical auctions. In both cases, the first step 
is to take a look at your own inventory. 

Your first job is to evaluate the strengths 
and weaknesses of your current invento-

ry strategy. What are the characteristics of 
your best customers, and which vehicles do 
they purchase most often? Which vehicles 
are the hardest to sell and the least profit-
able? Where is the opportunity in your lo-
cal market to win new business? 

With hundreds of thousands of wholesale 
vehicles available online, it’s critical to nar-
row down your possible options. By audit-
ing your current inventory, you’ll have a 
better idea of what vehicles to target.

2. MAKE A BUYING PLAN
The next step is to make a detailed buying 
plan. Your buying plan should be an active 
document that you update before every vis-
it to the auction, whether physical or on-
line. 

Your buying plan should include invento-
ry levels in each vehicle category, as well 
as your purchasing goals for that day or 
week. It’s also wise to create buying criteria 
for evaluating each purchase. For example, 
if you don’t want to buy vehicles with over 

HOW TO GET STARTED 
WITH ONLINE AUCTIONS

By Zach Klempf, Founder & CEO, Selly Automotive
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50,000 miles, make that a non-negotiable 
point on your buying plan.

Online auctions, like physical auctions, can 
be fun and exciting. Without a plan, it’s easy 
to get caught up in the moment and make 
poor buying choices. 

3. CHOOSE AN ONLINE AUCTION 
PLATFORM
Online auctions have been around for over 
a decade, but today, dealers have more 
high-quality options than ever. Here are 
just a few of the top online auction plat-
forms:

ACV AUCTIONS

ACV Auctions is the fastest-growing in-
dependent online auction platform in the 
United States. They tripled the number of 
vehicles sold in 2019 to over 240,000. It 
has over 7,000 dealerships on the platform, 
4,000 of which are independent dealers. 

Known for trust and transparency, ACV 
Auctions has been the leader in innovative 
features. For example, ACV pioneered the 
Audio Motor Profile, a high-quality audio 
recording of a vehicle’s engine. They also 
take high-definition photos of each vehicle’s 
undercarriage with a tool called Virtual Lift.

ACV Auction Highlights:
• 100% online wholesale auctions
• Innovative feature for evaluating vehi-

cles
• Fast-growing marketplace

BACKLOT CARS
 

As another fast-growing dealer auction 
startup, BackLot Cars only sells inventory 
from new car stores. A certified mechanic 

inspects every vehicle before auction, and 
BackLot Cars offers a 5-day return policy 
for unreported vehicle damage. 

The platform also has flexible financing op-
tions. Dealers can apply for an interest-free 
float loan that can be dispersed in just days, 
instead of the weeks it usually takes tradi-
tional floor plans. The float program also has 
a loyalty program for regular customers. 

BackLot Cars Highlights
• Buy used inventory from new car stores
• Each vehicle inspected by certified mechanic
• Get flexible float financing through plat-

form

MANHEIM EXPRESS

Manheim’s mobile-first wholesale mar-
ketplace app adds modern features to the 
world’s largest auto auction business. Like 
ACV Auctions, Manheim Express lets 
dealers see and hear under the hood with 
high-quality audio and images. Buyers also 
get personalized listing recommendations 
based on their buying history. 

Manheim has the largest inventory of vehi-
cles on the market, including an influx of 
listings from commercial sellers. If you’re 
familiar with Manheim Auctions, you’ll be 
right at home with Manheim Express.

Manheim Express Highlights
• Largest wholesale auction in the U.S.
• Personalized recommendations based 

on buying history
• Lots of inventory from commercial sell-

ers

TRADEREV
 

TradeRev is a dealer-to-dealer market-
place, which means they have some of the 
freshest listings of any online auction. 
When a dealer receives a trade-in offer, 
they can list the vehicle on TradeRev and 
get real offers within minutes. TradeRev 
is the fastest way to buy and sell whole-
sale vehicles.

Sellers on TradeRev are responsible for 
self-reporting on vehicle conditions. In-
stead of professional inspections, the 
platform uses a peer-to-peer rating sys-
tem to build trust between dealers. How-
ever, TradeRev has a dedicated arbitration 
team to help you handle any disputes. 

TradeRev Highlights
• Dealer-to-dealer marketplace with no 

middle-man
• List vehicles and get offers in minutes
• Peer rating system and dedicated arbi-

tration team

Not sure which platform to use? Try them 
all. These platforms offer free sign-ups, 
which allows you to explore each one 
without any risk. 

Still can’t decide? Good news—you don’t 
have to. Many dealers use multiple online 
auction sites because they serve different 
needs. Keep open accounts on each plat-
form and use them interchangeably. 

GROW YOUR BUSINESS WITH 
ONLINE AUCTIONS
Online auctions open up a whole new 
world of possibilities for used car deal-
ers. No longer are you limited to the in-
ventory in your geographic area. Today, 
the entire country is your auction house. 
Thanks to online dealer auctions, it’s easy 
to transact and transport vehicles across 
hundreds, even thousands of miles. 

You may be hesitant to trust the inven-
tory you see online, and that’s a legiti-
mate concern. However, the leading on-
line auction platforms have features and 
safeguards to protect your investment. 
You can be confident that the goods will 
be delivered as promised, and if not, the 
platform will step in to help. n
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We have decided to move from physical Auction Cards to the Smart Dealer Auction Savings 
Digital Platform. VIADA members will have access to 17 auction locations and $2,200 
in savings! This change will assist in faster check-outs and better reporting. Participating 
auctions include:
Abingdon
ADESA East TN
ADESA Knoxville
ADESA Wash. D.C.
America’s
BSC Bel Air

Bryan Buchanan
Capital City
Dealers of E. TN
Greensboro
Greenville
Manheim Fredericksburg

Manheim Harrisonburg
Manheim NC
Mountain State
Radford
Richmond

VIADA HAS GONE Digital

REMINDER
ONLINE RECERTIFICATION COURSE

Take this course at your own pace at your home or work 
computer, iPad or even on your mobile phone. A Q&A review 

at the end of each chapter will make sure you are aware 
of key requirements. You will receive a completion certificate 

once	you	have	finished	the	entire	course.	

After	completion	of	your	recertification,	you	may	revisit	
your account to refresh your memory of any course material.

You still have access to the instructor who can answer 
questions about the course content.

NEW REGISTRATION FEES & WEBSITE
VIADA Members: FREE plus $25 fee for the MVDB

Non-Members: $25 plus $25 fee for the MVDB
NEW WEBSITE TO REGISTER for Online Course

www.VADealerRecertification.com

QUESTIONS? 
Call 800-394-1960 or Email info@viada.org

DEALER 
OPERATOR 

COURSE
CALENDAR

Registration for the class is $410.  

EARLY BIRD REGISTRATION: If you 
register more that 14 business 
days before the class date, 
you will receive a $50 early 
registration discount. ( Both 

registration fees include a $35 
MVDB fee which is submitted 

by VIADA to the MVDB.)

Class begins each day at 
8:00 a.m. and ends at 5:00 p.m.  

JULY 14-15
Comfort Inn Suites, Manassas

7350 Williamson Blvd
Manassas, VA 20109

AUGUST 4-5
Hampton Inn

3101 Coliseum Dr.
Hampton, VA 23666

SEPTEMBER 15-16
Location: TBD

Henrico, VA 23228

OCTOBER 13-14
Comfort Inn Suites – Manassas

7350 Williamson Blvd.
Manassas, VA 20109

NOVEMBER 17-18
Location: TBD

Fredericksburg, VA 22408

DECEMBER 8-9
Location: TBD

Henrico, VA 23228

TO REGISTER, VISIT:
viada.org/pre-license

SAVE UP TO 
$2200
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Due to COVID-19, dealers have seen a 
sharp drop-off in their showroom traf-
fic. Nobody is out buying cars, but that 
doesn’t mean the demand has dried up. 
Although consumers are stuck at home, 
they’re still looking at cars, doing re-
search, reading reviews and dreaming 
about their next road trip.

As a dealership, what are you doing to 
stay on their radar? Hoping that someone 
comes in to buy a car is not an option right 
now. You have to engage consumers from 
where they sit, at home on the couch. You 
have to stay top of mind, because when 
business gets back to normal, there will be 
a lot of pent-up demand and you want your 
dealership to be the first place they think of.

Down times are never fun, but they are a 
great time to be proactive. Now is the time 
to try new technologies that help your sales 
and service staff connect with your con-
sumers in a personal, direct way. I’m talking 
about video, of course.

You’re probably familiar with inventory 
videos, and may even have them posted 
on your website’s Vehicle Display Pag-
es (VDPs). But unless someone happens 
across your website, looking for inventory, 
those inventory videos might not get seen.

To engage car shoppers and attract more 
website visitors, use the latest video com-
munications technologies to proactively 
reach out to customers. Here are a few rec-
ommendations.

VIDEO EMAIL
Video email is a great way to let your cus-
tomers know about sales and service spe-
cials, including any OEM incentives that 
may currently be running. Whatever mar-
keting messages you would normally send 
out, make them more personal with video.

But don’t just try to sell, especially during 
hard times. Instead, use video to raise 

awareness, educate, entertain, communi-
cate and build trust. Let your customers 
know that you care about them. If your 
dealership is making donations to local 
food banks or otherwise involved in the 
community, share these stories with your 
customers. Share stories about your em-
ployees. Video has the unique ability to 
create an instant, emotional connection so 
capitalize on that with videos designed to 
appeal to emotions.

LEAD RESPONSE VIDEOS
If you’re still getting leads through your 
website, upgrade your responses with lead 
response videos. Using newly developed 
technology, it’s simple to embed a salesper-
son’s face right into an inventory video that 
features a car, then send that video to the 
lead via email or text.

A best practice is for the salesperson to 
introduce themselves, and answer all the 
prospect’s questions. It only takes a few 
minutes to create a personalized, lead re-
sponse video and the response rates are off 
the charts compared to written email lead 
responses.

LIVE STREAMING
Have you tried a live-streaming video call? 
This is ideal if the customer wants to see a 

particular vehicle and has questions about it. 
The salesperson can suggest initiating a live 
video call and do a live vehicle walkaround 
using their smartphone or other mobile de-
vice. This allows the salesperson to answer 
all customer questions real-time, zoom in on 
certain features and do a complete product 
presentation, without ever having to interact 
with the customer in person!

In the service department, advisors or techs 
can use live streaming video calls to show 
customers worn-down parts that need to 
be replaced or repaired, while answering 
customer questions real-time in order to 
get the approvals they need. Dealers should 
know that all these video communication 
technologies can be integrated with your 
dealership’s CRM, so you can keep track of 
communications going back and forth be-
tween employees and customers.

Communicating with friends and family 
via video is the new normal. If you’re not 
yet using video to communicate with your 
customers, now is the time to be proactive 
and make the necessary changes to your 
sales and service processes. It’s never been 
more important to personally connect with 
your customers, and video is hands down 
the best medium for making these connec-
tions last. n

3 WAYS TO CONNECT WITH 
CUSTOMERS USING VIDEO

By Rohan Armstrong, Vice President Business Development, Flick Fusion
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NEW MEMBERS
Apple Auto Sales
 Fredericksburg • District  4
Autotym Inc
 Fredericksburg • District  4
AutoZone
 Colonial Heights • District  2
Capitol Motors Of Central Park 

Fredericksburg • District  4
Car Loft
 Fredericksburg • District  4
Champs Auto of Sterling 
 Sterling • District  4 
Covington Car Company 
 Covington • District  3 
Craig’s Transport 
 Fredericksburg • District  4
Curtis Auto Inc 
 Bristol • District  8 
Davis Auto Sales, Inc. 
 Kilmarnock • District  2 
Expressway Auto LLC
 Fredericksburg • District  4
Innovative Wheels LLC
 Chantilly • District  4 
Lending Mojo
 New York City • District  4
Merlex Auto Group
 Arlington • District  4 
Opulent Motors 
 Hampton • District  1 
Platinum Auto World 
 Fredericksburg • District  4
Price’s Auto Sales
 Virginia Beach • District  1
Quality Automotive Group
 Chesterfield • District  2 
Select Auto Group
 Richmond • District  2 
Virginia Motor Cars
 Woodbridge • District  4

RENEWED MEMBERS
ABC Auto Sales Inc 
 Culpeper • District 4
ADS Management Group
 Suffolk • District 1
Airport Auto Sales 
 Stafford • District 4
AJs Auto Repair & Sales Inc
 Smithfield • District 1
Alpha Motorsports 
 Fredericksburg • District 4
America Auto Inc 
 Roanoke • District 3

Annex Auto Sales Inc 
 Staunton • District 7
Atkinson Truck Sales 
 Chatham • District 5
Auto Chiefs Inc  
 Fredericksburg • District 4
Auto City 
 Portsmouth • District 1
Auto Energy
 Lebanon • District 8
Auto Haus 
 Yorktown • District 1
Auto Max of York County Inc
 Yorktown • District 1
Auto Member 
 Leesburg • District 4
Autorad Motors 
 Roanoke • District 3
B & B Auto Sales Inc 
 Lebanon • District 8
Bailey’s Auto Sales 
 Cloverdale • District 3
Bell Auto Sport LLC 
 Chesapeake • District 1
Best Buy Wheels 
 Virginia Beach • District 1
Blueridge Motor Works Inc 
 Charlottesville • District 7
Bob Wade Autoworld 
 Harrisonburg • District 7
Broaddus Used Cars
 Partlow • District 2
Buy Low Auto Sales, LLC 
 Roanoke • District 3
C L Hyman Auto Wholesale 
 of Virginia Inc 
 Ashland • District 2
Campus Automotive Inc 
 Blacksburg • District 3
Capital Auto Sales 
 Chantilly • District 4
Car Castle 
 Richmond • District 2
Cedar Line Automotive 
 Spout Spring • District 6
Cheyenne Motors LLC 
 Buffalo Junction • District 5
Clary’s Used Cars LLC 
 Brodnax • District 5
Classic Automotive 
 Cedar Bluff • District 8
Coleman Motor Co 
 Fredericksburg • District 4
Commonwealth Motors LLC
 N Chesterfield • District 2

Competition Cars and  
Classics LLC

 Salem • District 3
Conway Motor Company Inc
 Saltville • District 8
Courtesy Auto Sales 
 Virginia Beach • District 1
Crown Auto Sales Inc 
 Orange • District 7
Cumberland Auto Service Inc
 Cumberland • District 2
Curd Motor Company Inc 

Appomattox • District 6
D N X Motors LLC 
 Lynchburg • District 6
Davis Trucks & More 
 Chester • District 2
Dollar Bills of Farmville Inc
 Farmville • District 2
Downtown Auto Sales LLC 
 Charlottesville • District 7
Drivers Choice 
 Newport News • District 1
E-Z Auto
 Newport News• District 1
Easterns Automotive Group
 Sterling • District 4
Elite Motors 
 Virginia Beach • District 1
Ellas Auto Outlet Inc 
 Woodford • District 4
Elliott’s Auto Sales Inc
 South Boston • District 5
Endurance Automotive Inc
 Locust Grove • District 7
Experts Motors LLC
 Sandston • District 2
Express Auto Service 
 Fredericksburg • District 4
EZ Performance 
 Orange • District 7
Family Auto Sales LLC 
 Colonial Heights • District 2
Full Throttle Auto Sales LLC
 Woodstock • District 7
G & H Sales Associates Inc
 Norfolk • District 1
G & M Auto Sales Inc
 Front Royal • District 7
Gary’s Wholesaling LTD
 Richmond • District 2
Gemini Auto
 Hayes • District 1
H & D Sales LLC 
 Farmville • District 2

H & H Auto LLC 
 Martinsville • District 5
Hal’s Auto Sales LLC 
 Suffolk • District 1
Hartsel Auto Shop
 Hardy • District 3
Hawkins Used Cars
 Pratts • District 7
Henry Williams Automotive Inc
 Roanoke • District 3
Hood Brothers Garage Inc 
 Lunenburg • District 2
J & J Autoville Inc
 Roanoke • District 3
J & J Truck Sales Inc
 Dry Fork • District 5
J P Motors LLC 
 Manassas • District 4
Jarman’s Auto Sales
 Petersburg • District 2
John’s Auto Sales Inc
 Weber City • District 8
Justus Auto Sales
 Hurley • District 8
Keith’s Auto Sales Inc
 Penn Laird • District 7
LA Auto Star Inc 
 Virginia Beach • District 1
Leesburg Auto Import LLC
 Leesburg • District 4
Legacy Motors 
 Norfolk • District 1
M  W  Auto Sales LLC 
 Glen Allen • District 2
Marlin Motors Wholesale Inc
 Norfolk • District 1
MasterTech Automotive 
 Staunton • District 7
Maurertown Trailers 
 Woodstock • District 7
MBL Auto
 Fredericksburg • District 4
Meadows Auto Center Inc 
 Gretna • District 5
Mike Duman Mitsubishi 
 Suffolk • District 1
Mink Motor Sales Inc
 Galax • District 8
Motion Motorcars Inc 
 Dumfries • District 4
MT Joy RV Sales & Service
 Buchanan • District 3
My Car LLC 
 Virginia Beach • District 1
Neptune Auto Sales
 Virginia Beach • District 1

NEW AND RENEWED MEMBERS AS OF JUNE 2020

Thank you for your support!
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NEW AND RENEWED MEMBERS

Patriot Auto Sales 
 Norfolk • District 1
Paul Wallace Inc 
 Chester • District 2
Payne Motors Inc
 Tazewell • District 8
Pete’s Custom Auto Service
 Newport News • District 1
Porters Automotive Inc 
 Roanoke • District 3
Potomac West Motors LLC 
 Springfield • District 4
Precision Motorcycle Inc
 Virginia Beach • District 1
Price Is Right Auto Sales Inc
 Vinton • District 3
Purcellville Motors Inc 
 Purcellville • District 4
R & R Motor Co Inc 
 Norfolk • District 1
Ragans Auto Sales LLC 
 South Boston • District 5

Remington Auto Parts Inc 
 Remington • District 7
Route 11 Automotive Repair Inc 

Harrisonburg • District 7
Select Auto Imports Inc 
 Alexandria • District 4
Selective Automotive.Com
 Virginia Beach • District 1
Smithfield Family  

Automotive LLC 
 Smithfield • District 1
Starzone Auto LLC 
 Sterling • District 4
Sterling Auto Sales 
 Sterling • District 4
TAS Inc T A TriState 

Wholesalers
 Mt Crawford • District 7
The Automotive  

Connection Inc
 Atkins • District 8
The Car Guys  
 Crozier • District 2

The Car Store 
 Dumfries • District 4
Thunder Road Auto Sales LLC
 Dillwyn • District 2
Tidewater Auto Sales Inc 
 Norfolk • District 1
Toms Truck Sales LLC 
 Bealeton • District 4
Top Tier Motors LLC 
 Colonial Heights • District 2
Town Auto Sales 
 Roanoke • District 3
Trader Ricks LLC
 Staunton • District 7
Trailblazer Auto Sales 
 McGaheysville • District 7
Trimpey’s Auto 
 Martinsville • District 5
Trips Auto Sales
 Berryville • District 4

University Motors LLC
 Harrisonburg • District 7

VA Truck & Trailer Sales Inc
 Ashland • District 2
VIP Auto Inc 
 Fredericksburg • District 4
W E L Inc
 Concord • District 6
Wallace Automotive
 Martinsville • District 5
West End Auto Sales 
 Richmond • District 2
Westons Auto Sales Inc 
 Crewe • District 2
Wholesale Direct Auto Sales
 Newport News • District 1
Winchester Mitsubishi 

Winchester • District 4
Wine Automotive  

Chesapeake • District 1
Wright Way Motors 

Covington • District 3
Zuskin’s Auto Sales 

Disputanta • District 2

Driver’s License, Commercial Driver’s License, 
Learner’s Permit, Photo ID

REAL ID (plus the cost of the license 
or ID you’re applying for)

$10 one-time 
fee

Driver’s license only ($4 per year) (minimum $20) 
$32.00

Combined learner’s permit/driver’s 
license **(plus the yearly cost of the 
driver’s license)

$3.00

90-Day temporary driver’s license $10.00

Motorcycle Class (per year) $2.00

Motorcycle learner’s permit $3.00

License extension (hardship) $10.00

Commercial driver’s license $8.00 per year,  
$20 minimum

CDL endorsement(s) (per year) $1.00

Commercial learner’s permit $3.00

CDL skills test missed appointment $50.00

Replacement driver’s, motorcycle or 
CDL license $20.00

Replacement learner’s permit (driver 
or motorcycle) $2.00

Replacement commercial learner’s 
permit $2.00

Re-examination fee if taken within 
15 days (fee does not apply to 
applicants under 18)

$2.00

Photo ID
$2 per year 
(minimum $10;  
maximum $16)

Vehicle Registration

Passenger - 4,000 lbs or less *  ** $40.75

Passenger - 4,001 lbs to 6,500 lbs *  ** $45.75

Electric vehicle*** $64.00

Pickup Truck - 4,001 to 6,500 lbs gross 
weight * ** $45.75

Pickup Truck - 6,501-10,000 lbs gross 
weight *  ** $51.75

Moped $20.25

Motorcycle ** $28.75

Autocycle $25.75

Low speed vehicle $40.75

Antique vehicle permanent  
registration – one-time fee $50.00

Trip permit $5.00

Late fee $10.00

* Additional $2.00 for emissions inspections if your 
vehicle is garaged in Arlington, Fairfax, Loudoun, Prince 
William or Stafford counties or cities of Alexandria, 
Fairfax, Falls Church, Manassas, or Manassas Park. 

**Vehicles garaged in localities participating in DMV’s 
Local Vehicle Registration Program may also be charged 
applicable local registration fees.

***Annual fee in addition to registration fees. Excludes 
mopeds.

DMV Fees - Effective until July 1, 2020

Trailer Registration ** 
0 - 1,500 lbs (per year) $18.00

1,501 - 4,000 lbs (per year) $28.50

4,001 or more lbs (per year) $40.00

Single weight (travel trailer for 
living quarters) $30.75

Late fee $10.00

Permanent Trailer Registration **

0 - 1,500 lbs $70.00

1,501 - 4,000 lbs $75.00

4,001 or more lbs $100.00

Replacement Registration 

Replacement registration card  
(free online) $2.00

Replacement decal $1.00

Registration transfer fee $2.00

IRP cab card (free online) $2.00

Dealer registration card $2.00

Title 

Original title $15.00

Substitute title $15.00

Replacement title (with no changes) $15.00

Supplemental lien title $15.00

NOTICE TO DEALERS
DMV FEES - EFFECTIVE JULY 1, 2020

This notice is to inform all dealers that the 
vehicle registration fees will change July 1, 2020. 

You can find the full chart by going to:
dmv.virginia.gov/webdoc/pdf/dmv201.pdf

If your DMS system is programmed to automatically
calculate the registration fees you will need to contact 

your vendor for reprogramming.
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12 BENEFITS OF 
MEMBERSHIP

VIADA provides benefits and services to 
members they are not always able to find 
on their own. With VIADA, the dealer has 
educational and networking opportunities 
through our schools, workshops, town hall/
district meetings, and annual convention 
and trade show.

Whether it’s creating an environment for 
sharing ideas, or serving as a place to come 
to for solutions to problems that arise, VIA-
DA is the only organization in Virginia 
whose primary purpose is the welfare and 
success of the independent dealer.

1. The only trade association in Virginia 
that represents the interests of inde-
pendent dealers before the Virginia 
Legislature, Department of Motor Ve-

hicles and the Motor Vehicle Dealer 
Board.

2. A “Member Hotline” to get answers to 
complex questions.

3. Online recertification course – FREE 
with members only paying the $25 
MVDB fee.

4. An “Auction App” where members 
save up to $2,200 worth of Buy/Sell/
Provider fees at auctions!

5. Member rebates are also available from 
Advance Auto Parts and Fisher Auto 
Parts – which more than cover the cost 
of membership! Andrew Wiley with 
Consumers Auto Warehouse received 
$854 just in one quarter!

6. Members also receive a 20% discount 
when purchasing forms.

7. Educational and training workshops to 
insure you have the latest information 
to remain compliant and learn about 
best practices in the industry.

8. Need one-on-one consultation?  We 
have two industry experts that offer a 

member discount.
9. Eight districts that hold dinner meet-

ings mostly on a quarterly basis to 
share information, learn something 
new, and network with other success-
ful dealers.

10. Plus, there are many Associate Mem-
bers who have services, programs ben-
eficial to your business – several offer 
discounts.

11. Five members who serve on the Mo-
tor Vehicle Dealer Board representing 
your interests when regulations are 
created or revised.

12. And lastly, your membership in VIA-
DA ALSO includes NIADA member-
ship and access to national benefits 
and services!

Cost of VIADA/NIADA membership is 
only $325 a year which is about $27 per 
month. An investment in your business, for 
you and your family. n

BECOME A MEMBER OF VIADA

VIRGINIA INDEPENDENT 
AUTO DEALERS PAC was 

established to solicit funds 
from independent dealers for 
contribution to candidates for 

statewide elections – Governor, 
Lt. Governor, Attorney General, 
and candidates for the General 
Assembly. All contributions are 

voluntary and reported to the 
State Board of Elections.

T H A N K  YO U

The purpose of the Virginia Independent Auto Dealers PAC  
is to promote the licensed independent automobile sales 
industry in Virginia and raise funds for the same purpose. 
From such funds we can make campaign contributions 
to those seeking election or re-election for state political 
offices, without regard to party affiliation. We make these 
contributions on the basis of who we believe to be deserving 
of such support.

This year we have raised close to $30,000, and because of 
this contribution we know we will be able to support many 
that are seeking election or re-election. We want to take this 
time to thank all the members for your support. In previous 
years we were able to list all of you, but this year hundreds 
contributed and that is an amazing accomplishment that 
can’t go unnoticed. Thank you again for your participation 
in Virginia Independent Auto Dealers PAC.



 MEMBERSHIP APPLICATION (PLEASE PRINT)    Date of Membership 
Dealer’s Business Name       Phone
Primary Owner/Dealer/Operator      Cell Phone
Address         Fax
City/State/Zip        Dealer’s License
Business Email        Date of Birth
Personal Email        Web Address
Payment q Annual Dues (includes National, State & Local), $325.00 q Auto Renew My Annual Dues
q Voluntary VIADA Political Action Committee Contribution, $50.00 (optional)
q Check (payable to VIADA) q Cash q Visa q MasterCard q Discover q Amex   
Total enclosed 
Credit Card No.
Expiration Date         Sec. Code
Billing Street Address         Billing Zip Code

    
Signature        Recommended By (Current Member)

It takes a Member to get a Member!

RECRUIT A MEMBER TODAY

EDUCATION
• Workshops: BHPH / Rental / Title & 

Registration
• Dealer Day
• The Virginia Independent News
• Used Car Dealer (NIADA Magazine)
• Monthly eNews Email
• District Meetings
• Annual Convention & Expo
• VIADA Website: viada.org
• Facebook.com/infoviada
• VADealerRecertification.com
• Two Day Dealer-Operator 

Precertification Course

EXTRA PROFIT 
CENTERS

• Finance Programs/Manuals
• Service Contracts/Warranties
• Floorplans
• Rental Program
• Certified Pre-Owned Program

ADVOCACY / 
REPRESENTATION

• VIADA represents you AND your 
business interests

• General Assembly Lobbyists
• Congressional Lobbyists
• DMV and MVDB Representation
• Political Action Committee

SAVE $$$
• Discounts on Dealership Forms
• Auction Card Discounts
• Access to Member Benefit / 

Associate Providers
• NADA Guides
• OFAC Reports
• Advance Auto Parts & Fisher Auto 

Parts Discounts
• Membership and Services Directory
• Online Dealer Supply Store

INSURANCE & 
PROTECTION

• Privacy Policy Manual / Red Flag Rule
• Information to help you stay 

compliant with Federal & State Laws
• $3,000 Accidental Death and 

Dismemberment / Health Discount 
Card / Child Safety Kits

HELP HOTLINE & LEGAL 
COUNSEL

• Member Hotline. Get answers to all 
of your questions.

• Access to Legal Consultation...VIADA 
has a list of industry-knowledgeable 
attorneys.

• One-on-One Consultation Discount

DID YOU KNOW?
When you join VIADA, you also 

have access to NIADA 
products and services. 

q

Mail to: VIADA, 4700 Thoroughgood Square, Virginia Beach, VA 23455-4043 | (757) 464-3460 | (800) 394-1960 | viada.org

VIADA. Large Enough to Serve, 
Small Enough to Care!



Virginia Independent Automobile Dealers Association
4700 Thoroughgood Square
Virginia Beach, VA 23455
(800) 394-1960 | info@viada.org

SAVE THE DATE
VIADA 61st Convention & Trade Expo

October 8-10, 2021 • Lansdowne Resort and Spa, Leesburg, VA


