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A – Anyone looking to put into context the growing importance of the 
Web in the wholesale used vehicle marketplace, consider this: Weekly site visits to 
Ma  of 800,000 visits 
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MANHEIM CUSTOMERS DRIVING ONLIN
AT ACCELERATING PACE 

Visits to Manheim.com Up 17 Percent since January 2008
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nheim.com are up by 17 percent since January of this year for a total
per week to the site.  
 
 prise Solutions, said the 
skyrocketing increase in Manheim.com activity illustrates how Manheim is changing to 
mee onal consignor 

anheim has 
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cluding saved 
sea nnels such as 

 a site feature that 
o view outstanding balances and pay bills online, the My 

Manheim  personal homepage also automatically shows Manheim account balances, 
MA ill pay.  

ce for 
ake their 

itionally has been the partner of choice for both buyers and 
sellers because of the volume of vehicles, dealers and consignors that we bring together 
on a daily basis at our physical auctions, we’re working just as hard to offer our 
customers the largest virtual marketplace in the industry,” said Boehlke. “Our customers 
appreciate the fact that they get the best of both worlds with Manheim; we can serve them 
equally well online or in the lanes. The skyrocketing traffic on Manheim.com 
demonstrates that our customers are as comfortable dealing with Manheim via the Web 
as they are at our physical auctions.” 

Sue Boehlke, senior vice president of Manheim Enter

t the demands of its customers. With Manheim’s dealer and nati
customers becoming increasingly comfortable doing business online, M
focused on continual improvement of their online customer experience.   
 

For example, recent enhancements to Manheim.com have all
improving dealers’ ability to quickly and efficiently find the vehicles and in
they need. The site now includes features that bring a more customized e
each user with a new  personal homepage called My Manheim. This pa
serves up all the information that each individual customer needs most, in

rches, pre-sale inventory information and quick links to sales cha
OVE.com and Manheim Simulcast. For registered users of myAccount,
allows Manheim customers t

FS credit information, title and arbitration notifications and links to online b
 
Boehlke said the goal is to provide a more intuitive online experien

customers and to recognize their individual buying preferences in order to m
time online as efficient as possible. 

 
“Just as Manheim trad



 
nheim’s focus on 

led to  
tplace, and 

xperienced 
 with OVE.com on track to realize 100 percent growth in transactional 

volume and participation in Manheim Simulcast events up more than 50 percent over last 
yea

 In addition to improvements made to Manheim.com, Ma
providing customers with the best possible online experience has also 
enhancements to OVE.com, the company’s 24/7 online wholesale marke
Manheim Simulcast, the company’s LIVE online marketplace. Both have e
growth this year

r’s record levels.  
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 Manheim 
. These free, 

interactive workshops help dealers create step-by-step procedures for buying and selling 
inventory online and help eliminate the fear associated with using today’s technology. 
For a complete schedule of upcoming sessions, visit www.thewholesaleinstitute.com

Dealers interested in how to use Web-based sales channels to impro
profitability are encouraged to attend The Wholesale Institute sessions that
holds at various locations nationwide and in Canada throughout the year
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 Manheim is the world’s leading provider of vehicle remarketing services. 
Thr ts, Manheim 

rs and 

e reconditioning, certification, 
, dealer financing, transport, title management and marshaling, among others. 

Ma line tools to 
prehensive 

im handled nearly 10 million used vehicles, 

Manheim’s subsidiary companies provide value-added remarketing products and 
services, including paintless dent removal (Dent Wizard), Auto Body Repair, and salvage 
vehicle remarketing (Total Resource Auctions). 

Manheim is a subsidiary of Atlanta-based Cox Enterprises Inc., one of the 
nation’s leading media companies and providers of automotive services. 
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About Manheim  
 

ough its wholesale operating locations and array of technology produc
impacts every stage of a used vehicle’s life cycle, helping commercial selle
automobile dealers realize the full value of their vehicles.  
 
 The company’s operating location services includ
inspections

nheim is also the leader in vehicle remarketing technology, using its on
connect buyers and sellers around the globe to the world’s largest, most com
wholesale marketplace. In 2007, Manhe
facilitating transactions representing more than $59 billion in value. 
  

  

http://www.thewholesaleinstitute.com/

