Auto Remarketing Magazine recognized leaders in the industry

CITRUS HEIGHTS, CA, July, 7 2011 - Our own Claudia Plascencia makes the list of who is who in Auto Remarketing Magazine
Auto Remarketing Magazine announced a list of top industry leaders. Along with some of the nominations, Ricky Beggs, Black Book; Joe George, Manheim
Online Solutions; Paul Lips, Adesa; we are honored and proud that Claudia, our SVP was recognized for her contributions to the industry through Repo
Remarketing. It is her drive for perfection delivering solutions that pay by aligning with power of credit union aggregation that is recapturing more bottom
line money for our partners. Thank you Claudia! ~ Lance Gartner, CEO, Repo Remarketing.
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Auto Remarketing sought nominations from throughout the industry and country

for this special section of top leaders.
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gain more and more mainstream notice, Because of spacing constraints, we could
not include everyone nominated; however, we will more than likely do a similar
feature next year, so stay tuned to AutoRemarketing.com and Auto Remarketing
Today for nomination opportunities.

Vincent Nelson is the executive vice
president of analytic insights for Kelley Blue
Book. His chief responsibility is the devel-
apment and management of Kelley Biue
Book’s information asscts, which power the
company s products and services.
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—mvillian dal-
information
management system (VIMS),  position
Ing the company to dediver u nprecedented
market insights and provide the most ac-
curate vehicle information in the industry.
lir achieve his' goal, Melson proposed a
maskive increase in data collsction, trams-
parency into the L'ull'Epiln}"'_. Proesses amud

Jennifer Reed,
Automotive Group Editor

Who's Who in Remarketirg

VINCENT NELSON
Keﬂe}- Blue Book
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pabilities, alkowing businesses and consume-
ers to look fo Kelley Blue Book's weekly val-
ues as the most trusted in the industry.

"Vince's work allowed us 1o eliminate
the standard paradigm of inflexible sys-
tems that can only provide values based
on historical vehicle sakes.” said Paul John-
SO0, Pres went and chief execurive officer of
Kt“c}' Blue Book. “His vision for advanced
statlstical models ensures that all of Kelley
Blue Book's values take into account cur-
rent seonomic factors and catalytic events
to project what valwes will be next week,
next month and even further in the fu-
ture, rather than what they sold for at auc-
tion last week. Nelson's efforts have inher-
ently changed the way we do business; it
has changed Eelley Blue Book's DNA. The
company’s 85-year history has earned us
out pedigree, but the implementation of
this pew valuation system changes the fu-
tare of our business.”

CLAUDIA PLASCENCIA
Repo Remarketing

Claudia Plascencia is the vice pres-
ident of sales and operation at Repo Re-
marketing, o company she joined in 2009,
Eefore her current post, she served as se-
niar aperations manager for the compa-
ny. Other roles Plascencia held prior w
joining Repo Remarketing include her
position at Dhgital Ingight as a national
account executive, In that :m-'!r. the han-
dled credit union partner accounts. Her
prior experience also includes her work at
Autaland, where she was a sales and mar-
keting consultant. Her career experience
dates back more than two decades.

"1 hove had the privilege of working
with Claudia over the last two years both
in my position as vice |'|:It‘.\i|.|<."l[., bisiness
development for R:p-::- Flr.m.;'[];ﬂing and
45 a private business development con-
subtant,” =aid T?Il‘su:-l?i:,-' Drake, who now
works in the latter mle.

“Claudin’s strength and conteibution
o the repossession/remarketing indus-
tries is in her ability to strategically an-

alyze, plan and transform processes to
increase net returns for Repo Remerkel-
ing's clients,” she added. *These contri-
butions have heen illustrated throogh her
ahility o develop solid plans that impact
returns through an anderstanding of the
systems that her clients use and offering
tangible process suggestions for real wo-
lutions that can be realized immediaely
and in to the future.

"Clandia  has consistently formed
strong partnership alliances by connect-

ing with clients and vendors alike on a
personalized individaal basis, based on
thetr needs,” Drake continued.




