Used
Indust
'Eiilnnn' A PUBLICATION OF THE NATIONAL INDEPENDENT AUTOMOBILE DEALERS ASSOCIATION

—
" ;::"’
-f..
.

ort

FACTS AND STATISTICS
ON THE USED MOTOR
VEHICLE INDUSTRY



Put GARFAX to Work
for You!

Drive consumers to your lot I==)
with the name they recognize. &

FREE

» TV Radio and Print Ad Templates
* Point of Sale Materials

JOIN THE CAMPAIGN
Visit www.carfaxonline.com/Showme Eﬂmﬂﬂ

or call 800.444.0145 fo get started today! s e il




Watch as Pat shares his secret to success in our video senes featunng true stories from actual dealers. Pat uses
Cars.com's UsedCarSpecials to help his inventory and dealership stand out online by cross-selling vehicles.

UsedCarSpecials avtomatically pulls vehicles from his inventory that match shoppers’ search critena, driving
mare clicks to his website and helping him tum his used-car inventory faster,

» Tosee how Pat makes his inventory shine online, watch his video at

DEALERS.CARS.COM/CONFIDENCE

Conlidence Comes Standord.



Find the formula
for smarter buying.

MORE INVENTORY

A variety of vehicles with no brand restrictions, all within 5 years and 75,000 miles,
backed by our industry leading InSight ECRs (Electronic Condition Reparts).

MORE ACCESS

Open sales every week at multiple Manheaim locations
with online access at Manhaim.com.

MORE CONFIDENCE

A name you know stands behind every transaction.

B The Geaneral Motors

L@-‘- Dealer Lane

Visit Manheim.com for a complete sales schedule.



_ infroduchon

he past eighteen months

are among the most volatile
ever experienced in the automo-
tive industry. The 12th edition of
NIADA’s Used Car Industry Report
brings you a snapshot of the turmoil, activity,
successes and hardships that independent
dealers went through in 2009 and early
2010. We hope you find the report invalu-
able to you as a resource.

In this edition, you will find familiar cate-
gories of sfatistics from previous years. You
will also find a few new categories which
may shed light on opportunity that lies
ahead of us = or has already passed us by.

The Used Car Industry Report is divid-
ed info six sections.

Section One is fraditionally a survey of
NIADA members. It may appear o be basic
demographics, but you will find some new
questions concerning computer and Internet
usage. Your answers allowed us fo take
data which leads to new programs, services
and benefits — and it ensures we're provid-
ing the right kind of service to our members.

Another familiar standard in Secfion Two
is the work of Art Spinella of CNW
Marketing Research in Oregon. His name is
synonymous with comprehensive, in-depth
statistical data about the used motor vehicle
industry. Somehow, he understands one of
the most sophisficated industries with com-
plex operations which survives within an
environment of economic chaos. Having his
materials in our report each year is a litle
like working alongside the guru of statistical
research. Not only are we impressed, we
are also honored. Art's work appeared in
the very first Used Car Industry Report and
has been included in every edition since.

Section Three features Buy Here-Pay
Here Benchmarks provided by Ken Shilson
of Sub-Prime Analytics and the National
Alliance of Buy Here-Pay Here Dealers
along with NCM Associates. Although this
segment of the used car indusiry has been
growing for some time, Buy Here-Pay Here
took on special interest during the past sev-
eral months as dealers sfarted re-examining
their operations and reviewing opportunities
during the recession. Prospective and cur-
rent BHPH business owners can use these
benchmarks to determine where they should
be in comparison to others and how they
can more successfully build their operations.

Two gianfs in the automotive industry,
Cars.com and CARFAX, shared some of

BY MICHAEL R. LINN, PRESIDENT, NIADA SERVICES, INC

their own research which we've included in
the 2010 report.

Section Four of our report is the
Cars.com Merchandising Survey Analysis.
The data analyzes the importance of pho-
tos, videos, and prices within an online list-
ing, and the impact they all have on
increases in dealer page views and actual
dealer contacts.

Section Five is furnished by CARFAX and
focuses mainly on regional inventory turns
comparing dealers and specifically NIADA
members who use and don't use CARFAX
reports. CARFAX has also furnished in this
secfion a special “Daily Inventory Cost per
Day” calculator so that you can determine
and analyze a cost per day of the inventory
on your lot.

Section Six is familiar and highly valu-
able as a high-level picture of our industry. It
includes overviews provided by highly-
respected automotive economists Tom
Kontos of ADESA and Tom Webb of
Manheim. As economists, they both under-
stand the synergy between independent
dealers and the auctions they represent.
They analyze past activities which impact-
ed the used motor vehicle marketplace.
Then they draw in economic factors, try to
see into the future, and share their econom-
ic insight with us. Their commentary can be
the fie that brings all of the sections info a
coherent pattern.

The final portion of the Used Car Industry
Report is the NIADA member survey for next
year. It is a keystone in our communications
with dealers. NIADA is an organization
dedicated to improving the used motor vehi-
cle indusiry. To meet that goal, we must
know about our constituents, their dealer-
ships, their needs and their wants. Once you
tell us, we can respond with new programs,
legislative direction and the services which
help you to become a more successful deal-
er. Please take a few moments to start the
crucial communication process designed to
help us fulfill your needs.

The Used Car Industry Report was
among the first analytical study of its kind
and remains a viable research tool for deal-
ers, vendors, industry experts and communi-
cators. NIADA finds it to be one of our most
frequently used fools as we deal with those
businesses and individuals who are involved
in the automotive industry. We hope that you
will find the sfafistics and narrafive just as
valuable for your own needs.
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NITADA
MEMBERSHIP
DATA

One of the best ways to
gauge the success of your
dealership and it’s operations
is to compare your situation
and your dealer data to those
of other NIADA members
around the country. Each year
NIADA surveys a variety of topics
which cover demographic and busi-
ness data. This section provides a two
year history of every quesfion on our
member survey.

For the first time, this year's NIADA
Member Data section also includes o
third reference for each question from
the surveys collected of our NIADA
Certified Master Dealers (CMD).

many instances, there is a vast differ-

In

ence in the analysis from a regular
NIADA Dealer Member compared to
our members who have completed and
passed the NIADA Certified Master
Dealer course. This added reference for
each quesfion proves without a doubt
the frue value in the Cerfified Master
Dealer Course. For a list of upcoming
CMD go

www.niada.com/education/cmd

classes, to

Among the many member survey
results, a few specific differences in
data between 2008 and 2009 really
stood out above the rest.  Survey
results indicate that in 2009 81.2% of
dealer members now had their own
dealership web site, compared to only
57.8% having dealer web sites in
2008. Keeping with this online theme,
68.6% of members now report adver-
tising their vehicles online, a large
increase compared o 2008 figures of
47.9%.

Our survey is included in Section 7
of this report. Surveys are also includ-
ed in your new and renewing member
packets as well as in a few issues of
Used Car Dealer Magazine shortly.
Please take a moment to complete
and mail back your updated surveys
so that we may confinue to provide
you with this very valuable report and
reference source.

TYPES OF BUSINESSES YOU OPERATE 2008 2009
(percentage of respondents)
80% 78.3 193
60%
. 39.8 39.8
30.8
21.2 21 238
20%
92 93 36 37 58 59 5j 50 70 15
0
RETAIL BHPH WHOLE- RENTAL LEASING = SERVICE PARTS BODY OTHER
SALE DEPT. DEPT. SHOP
(/b 78.0 56.1 31.6 8.8 5.3 36.8 7.0 18 125
NUMBER OF YEARS IN BUSINESS 2008 2009
(percentage of respondents)
40% 355 379
30% 26.5 26.9
. 199 170
’ 17.8 17.6
10%
0.6
. 0.3
LESS THAN 1-5 6-10 1-20 21+
1YEAR IN YEARS IN YEARS IN YEARS IN YEARS IN
BUSINESS BUSINESS BUSINESS BUSINESS BUSINESS
CMD 0 5.8 20.3 37.7 36.2
NUMBER OF EMPLOYEES 2008 2009
(percentage of respondents)
60%
51.6 50.0
50%
40%
30%
21.0 219 19.1
20% 18.4
9.0 9.0
10%
0
1 2-5 6-10 10+
EMPLOYEE EMPLOYEES EMPLOYEES EMPLOYEES
CMD 15 24.6 31.9 42.0
[HIACA)



DEALERSHIP LOT SIZE 2008 2009
(percentage of respondents)
50%
40%
321 307
30%
272 301 227 22.6
18.0 16.5
20%
0 UNDER 10,001 25,001 OVER
10,000 25,000 50,000 50,001
SQ. FT. SQ.FT. SQ. FT. SQ. FT.
CMD 34.9 175 30.2 175
wHere you BUY vour cars - 2008 [l 2009
WHOLESALE (percentage of respondents)
50% 79.2 _81.0
70.9
59.1
60%
43.0 48.6
40%
20%
° WHOLESALE OTHER ONLINE/
AUCTIONS DEALERS OTHER
CMD 88.7 54.7 83.0
NUMBER OF LOCATIONS 2008 2009
(percentage of respondents)
80% 714 74.2
60%
40%
. 189 211
2% 2.6 31
11 13
0 1 2-3 4-6 T+
CMD 46.5 51.2 2.3 0

wHere you SELL vour cars - 2008 [ 2009
WHOLESALE (percentage of respondents)
80%
66.2 671.3
60% 58.8
51.0
46.
421 6.6
40%
20%
0 WHOLESALE OTHER ONLINE/
AUCTIONS DEALERS OTHER
CMD 72.7 60.0 72.7
SPECIALIZE IN 2008 2009
( t: f dents)
percentage of respondents 80.3 84.4
80%
60%
40%
23.4 26.9
20%
12.6 9.7 59 45
CARS TRUCKS OFFER HEAVY / POWER /RV'S
ONLY ONLY BOTH DUTY / SPORT'S
7.8 0 88.2 19.6
AUCTIONS ATTENDED PER MONTH 2008 2009
(percentage of respondents)
30.2
30%
292 24.1 259
231 225
0% 184 16.5
10%
46 49
0
7777777777777 0 - 1-2 3'4 5'8 9+,,,,,,
CMD 0 6.2 29.2 33.8 30.8
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NIADA MEMBERSHIP DATA

AVERAGE RETAIL PRICE 2008 2009
(percentage of respondents)
50% 48.1 49'3
40%
30%
211 219
20% 18.8 17.2
0% 14 70 471 46
0
0-5,000 5,001- 10,001- 15,001- 20,001+
777777777777777777777 10,000 7”77”15,000 20,000
CMD 5.7 472 414 5.7 0
HOW YOU FINANCE CUSTOMERS 2008 2009
(percentage of respondents)
45.5
40.4 42.6 43.0
o 371 366
30%
20% 15.8
12.2
10%
BHPH FINANCE BANKS OTHER
777777777777777777777 COMPANY b
CMD 574 44.4 46.3 14.8

NOTE: Numbers won't necessarily add to 100% because dealers finance multiple ways

NUMBER OF SERVICE BAYS 2008 2009

(percentage of respondents)

au 397 39.8

30%
26.6 53
% 19.7 20.3
14.0 14.6
10%
0
0 1-2 3-5 6+
CMD 373 8.5 32.2 22.0

AGE OF VEHICLES SOLD 2008 2009

(percentage of respondents)

80%

62.3 61.0

60%

40% 30.7 34.8

20% 1.8 1.4

0 1-2 YEARS 3-5 YEARS 6+ YEARS
CMD 5.6 72.2 22.2
HOW YOU FINANCE FLOORPLAN 2008 2009
INVENTORY (percentage of respondents)
8.2 52.8

W 433 433 :

40%

30%

0% 17.7 159

10.5
10% 9.9
0
BANKS AUCTION CASH OTHER
77777777777777777777777777777777777777777777 FLOORPLAN

CMD 43.4 30.2 54.7 13

NOTE: Numbers won't necessarily add to 100% because dealers finance multiple ways

AVERAGE MONTHLY INVENTORY

(percentage of respondents) 2008 2009

23.5 229
20%

136 148148 13.613.8
133 15 117403106

10%7.0 7.0
6.0 5¢

DAYS 110 1n-20 = 21-30 @ 31-50

36.9 77 46 26.2 20.0 154 20.0 4.6




PAVED LOT Bl cvD 2008 [ 2009 HAVE WORKERS COMP [cvD 2008 [ 2009

(percentage of respondents) (percentage of respondents)

SELL AFTERMARKET Bl cVD 2008 [ 2009 INDOOR SHOWROOM I CMD 2008 [ 2009
PRODUCTS (percentage of respondents) (percentage of respondents)

YES
23.1%
OUTSIDE LIGHTING EECVD [ 2008 [ 2009 FENCING ON PROPERTY HCMD [l 2008 Wl 2009
(percentage of respondents) (percentage of respondents)
6 0% 6%
YES
93.4%
YES
94.0%
YES
100%
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NIADA MEMBERSHIP DATA

DEALERSHIPWEB SITE I CMD [2008 [ 2009 USE PAYMENT PROTECTION EECMD [ 2008 [ 2009
(percentage of respondents) DEVICE (percentage of respondents)

FULLY INSURED Bl cCVID 2008 [ 2009 DO RECONDITIONING ElcviD B 2008 B 2009
INVENTORY OR DETAIL WORK

(percentage of respondents) (percentage of respondents)

NO
15.4%

HAVE COMMERCIAL EECMD 2008 [ 2009 SEPARATE F&l Bl CVD 2008 [ 2009

INSURANCE DEPARTMENT

(percentage of respondents) (percentage of respondents)

5

10 -
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The Industry Leader in GPS Tracking Sculut:ii:ms

Setting the Gold Standard in Reliability

GoldStar GPS offers the most reliable infrastructure on the market, with
over 4,000 dealerships trusting our devices to protect their assets.

Here are a few key reasons why:
* World-class technical support

* Fully redundant network infrastructure . s
- Largest coverage area in the industry DON'T INSTALL ANOTHER DEVICE
- Large inventory in-stock and ready for
sl UNTIL YOU SEE OURS IN ACTION!
*" J""!:ﬁll i : L] _:III“:'.'.. J.i:.

Here are a few product features:

« Free Daily Auto Report

+ Smallest GPS device in the industry

+ 500 pooled locates per device

- Stop Report - frequent stop location reporting
+ trakSMS" - locate without the internet

+ And many more

GOLDSTAR cPs Y \7 866.655.8825

www.GoldStarGRPS.com
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NIADA MEMBERSHIP DATA

SELL WARRANTIES OR SERVICE 2008 2009 WARRANTY/SERVICE CONTRACTS
CONTRACTS (percentage of respondents) SOLD PER MONTH (percentage of respondents) 2009

50%.

40%

30%

20% 20.2 15.5
10% 51
2.5
NO 0
T S 1-5 4410 11-20 2130 31+
CMD 370 22.2 25.9 3.7 1.1
RENTAL CAR 2008 2009 TYPE OF RENTAL CAR OPERATION * 2009
(percentage of respondents)
90%
81.8
80%
60%
40%
20% 18.2
0
‘— Yes INDEPENDENT FRANCHISE
17.3%
CMD 62.5 375

NIADA STANDARDIZED (eSS
ACCOUNTING TOOLS _ Jese

p - MEMBER
HCHN-MEM 510500

r_i'rj THE _USED _VE LE DEAL

* Annual Comparative Data Not Available

Complete Packsge ~ Al 3 mamusls - SAVE 510,00

“Today's independunt rit-uﬂuuéﬂwlﬁnlndnhrhnhnjﬂrnnlﬁrﬂw MEMSER 531500

aperate aul of a shoehax or 1 cigar b, In order for a dealer to managy b Dt el
their usiness they peed to be able to sée the details of their sscounting OR
gyetem. NIADA= Aecounting Manuals am an esential tool for helping o N
bo meansEe a desder's momey." MEMBER 51
— Joe Lescols, Chalman Acamoifes Askeadng HLAEMEMEEH
[osparfmend, Marfavood' Unfessty, ivboland A Prizict ieliphe agoihg and Baaoiig

ALTIHFTEI D CHUMNY DT AT




METTUTHADEH CUOM® ASKING

516,416

S0 POMER SO ASSIGIATES™ /PN HETAL

$15,679

MANHEIM MARKET REPORT ALCTION
511,700
NADA AVERAGE TRADE-IN VALLIE
511,750

yiutn DAYS BUPPLY

107

AUTOCHECK MEHICLE HISTORY"
GLEAN

6 SOURCES. 60 SECONDS.
1 SMART DECISION.

Im Socday’s marked, it's hard o know exactly how muech a used vehicla s

wiarth. But your profitability depenids on an accurate appraisal, Gat it rigit
and el it fest — with NADW AgpraisalPRO®. With just & olick, book oul
g vehicle and print your appralsal offer. That's all you need fo close mare
teals in less timea, A for the lowvest price on the marked. All from BADA
Order NADA AppraisalPRO today for just $150 per month.
Visit www.nada.com/appraisal for more information or
call B66.974.6232 1o set up your own personal demo.

NADA

"'-"".-'L.'"'.L_;'Tf:} ﬁ utoCheck Appraisal

Ll masimd T el
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NIADA MEMBERSHIP DATA

ANNUAL RETAIL SALES

(percentage of respondents)

81.2% of dealer members now

2008 2009
had their own dedlership web
site, compared to only 57.8%
- 00 3 having dealer web sites in
2008. Keeping with this online
. theme, 68.6% of members
now report advertising their
00 2 vehicles online, A LARGE
20%
" 58 9 INCREASE COMPARED TO 2008
" : . FIGURES OF 47.9%.
10% &
60 55 .. 64 62
122 T3
0
0-100 10-250 25-400 401-550 551700 701-850 851,000 1,001+ ADVERTISING MEDIA USED
vehicles vehicles vehicles vehicles vehicles vehicles vehicles vehicles (percentage of respondents)
6.0 22.4 22.4 16.4 9.0 10.4 6.0 75 2008 2009
"""""""""" 0% 686
615
60%
549
ANNUAL WHOLESALE SALES (percentage of respondents) 2008 2009 o s
5 .
% 15749
40% 37_3
% 0 39 314
0%
%
m g B 16
152
b . 9%
20% 12.6 ]2.8 10%
5356
W16 13 10 19 B s 7 25U
0100 101250 251400 401550 551700 701850 8511000 1001 TV NENSPPERS . RADIO - SPECIALTY  ONLINE | OTHER: MAGAZINE
. ! . . ) . ! " PUBLICATIONS
vehicles vehicles vehicles vehicles vehicles vehicles vehicles vehicles
,,,,,,,,,,,,,,,,,,,,,,,,,,, (#W"D116.5 54.7 284 295 @ 51.0 16.6 10.6
("l 74.9 12.8 5.6 1.6 1.0 13 7 2.1
,,,,,,,,,,,,,,,, - NOTE: Numbers won't necessarily add to 100% because dealers advertise multiple ways
WHAT COMPUTER IS USED FOR * 2009 HOW DO YOU USE THE INTERNET 2008 2009
62.4 AT YOUR BUSINESS
60% 0% 75.9 78.
63.0
58.7
60%
51.3 54.3 48.0 511 441500
30%
40%
28.729.3
15.1 a0 200456
5% 13.4 6.6 e 16
. ® DEALERSHP | EMALL | INDUSTRY  ONLINE | ONLNE | ONLINE OTHER
ENTIRE INVENTORY  F&l  MKTG/ADV  SALES  OTHER WEB SITE RESEARCH | BUYING | AUCTIONS | FINANCING
,,,,,,,,,,,,, OPERATION SELLING
e 73.2 14.6 73 73 9.8 12.2 (YN 905 88.1 81.0 548 595 429 38.1
* Annual Comparative Data Not Available
l 4 (eHACA)



EVERYTHING

UNDER
THE SU

Dealers can access thousands of vehicles
of nearly every make and model 24/7.

SmartAuction

KEEP IT MOVING.

Cur online auction offers a diverse selection of vehicles, thanks to a vast community of buyers
ind sellers that inclucdes QOEMz. banks. rantal companies and dealers across [he counbry.
S0 you can gurckly and easily find the right pre-owned car for your customer. And that

caves you a lot of hassle, time and money

See how SmartAuction can halip your used car business by visiting smartauction.biz
or calling 1.877.273.5572,

SO0 GMAL. All nights reservad,. SmartAuction 1§ 4 registered sarvice mark of GFaC



USED CAR
INDUSTRY
DATA FROM
CNW
MARKETING
RESEARCH

The 2010 used car market is already
looking brighter than the mind-numb-
ing 2009. On track to nearly 40 million
units, primarily due to pent-up
demand, the only downside is the lack
of desirable inventory.

Overall, CNW estimates that in 2009 more
than 2 million units of sales were lost to the lack
of inventory and a continued concern about
taxes and other home-centric factors ranging from
food prices to federal and local taxes.

While the latter concerns remain, the invento-
ry picture is somewhat better as franchised deal-
ers begin fo see an increase in trade-ins.

For 2010, expect a fullyear count of
around 39 million sales with independent deal-
ers collecting around one third of the total. That
figure is up from 2009 by roughly a half per-
centage point.

But the 2010 forecast may be low. During the
first quarter of 2010, independents have already
been responsible for 34.3 percent of sales.

Equally important, used-vehicle shoppers are
spending barely two weeks from first thought of
buying a car or truck until actual acquisifion. That's
down from better than three months last year.

Prices are also rising and will likely confinue
to do so for the rest of the year because demand
is outstripping supply for many of the most popu-
lar vehicles including SUVs and other trucks. So
far this year, average prices have risen more
than four percent with hot segments up from 11
to 16 percent.

Overall: After coming off of two disappointing
years, 2010 should look heaven sent. While still
not as good as 2006 when 42.6 million used
vehicles were sold, fighter cost controls with an
increase in consumer inferest should put many
more dealers in the black.

NIADA members can obtain a free issue
of Retail Automotive Summary, which
includes used vehicle forecasts, e-mail CNW at
mailroom@cnwmr.com.

MARKET SHARE BREAKDOWN

2007 2008 2009
40%
36.1 36.1
21 33.0 34.5 339
31.6 . 31.8 309

30%
20%

10%

INDEPENDENT FRANCHISE CASUAL SALES
DEALERS DEALERS
NUMBER OF VEHICLES SOLD
(Average per year per independent dealer)
Source: CNW Research, Inc.

This profile 400

includes all 307.5 302.4 308.8
active dealer- 300 283.2

ships with an

actL_JaI place of 20

business and

multiple sales

of the same 100

vehicle (post

repossession, 0

etc.) 2006 2007 2008 2009

NUMBER OF INDEPENDENT
DEALERS IN THE U.S.

SALES VOLUME BY
INDEPENDENT DEALERS

(in millions)
16
60K
" 1341
44,321
° N7 110 42,791
0 40K 38,662
36,418
8
6
20K
4
2
0 0
2007 2008 2009 2006 2007 2008 2009
| THIRCA |

ol



TOTAL USED VEHICLE SALES PER MONTH 2008 2009
(IN'MILLIONS, INDEPENDENT AND FRANCHISE DEALERS)
TOTAL SALES 2008: 36.5 555
TOTAL SALES 2009: 35.5 :
° 239450
4 3.90 3.96 375385 386386
3.31 3.5 327
3 257 2.61 2.70
= 2.26 231 2024
2 198 29 168162 197
1
0
JAN FEB MAR APR MAY JUN JUL AUG SEP OoCT NOV DEC TOTAL
NEW AND USED SHARE OF
TOTAL NEW AND USED SALES NEW NEWSHR  USED  USED SHR
TOTAL BUDGET CAR 211,234  2.02% 784,621  2.21% .
TOTAL ECONOMY CAR 1,293,152 12.40% 4,562,261  12.85% Whlle "he
TOTAL ENTRY-LEVEL SUV 250,269 2.40% 826,371  2.33% number Of
TOTAL ENTRY-LEVEL CUV 955616  9.16% 3,051,347  8.60%
TOTAL FULL SIZE PICKUP 1117706 1071%  3.995586  11.26%
TOTAL FULL SIZE VAN 150,355  1.53% 571967 1.61%
TOTAL HYBRID VEHICLES 166,953 1.60% 410247  1.16% d d
TOTAL LUXURY CAR 170,850 1.64% 500,886  1.69% ecrease
[ ] [ ]
TOTAL LOWER MID RANGE 1101,302  11.42% 4353421 12.27% again in
TOTAL LOWER MID RANGE SUV 219,535 2.10% 786,367 2.22% 2m
TOTAL LARGE SUV 234,928  2.25% 709,919 2.00% . 7
TOTAL MID RANGE CUV 740775 7.10% | 2,220346  6.26% mdependent
TOTAL MINIVAN 433,661  4.16% 1675468  4.72% DEALER
TOTAL NEAR LUXURY CAR 454751  436% 17247277  3.51%
TOTAL PREMIUM CAR 26,851 0.26% 84,346  0.24% MARKET
TOTALPREMIUM MID RANGE CAR 392,116 3.76% 1469528  4.14% SHARE
TOTAL PREMIUM SPORTY CAR 44,677 0.43% 142,007  0.40%
TOTAL PREMIUM SUV 81377  078% 256,874 0.72% INCREASED
TOTAL PREMIUM CUV 274,469  2.63% 903,843  2.55%
TOTAL STANDARD MID RANGE 1339307  12.84% 4516384 12.73% and sales
TOTAL SMALL PICKUP 279255 2.68% 982,152  2.77% volume held
TOTAL SPORT UTILITY PICKUP 19002  0.18% 65652  0.18%
, , steady at 11
TOTAL TOURING CAR 261,055  2.51% 898266  2.53% iy .
TOTAL TRADITIONAL CAR 58,038 0.56% 204,652  0.58% m||||on units.
TOTAL ULTRA UPSCALE CAR 1727 0.02% 4874  0.01%
TOTAL ULTRA LUXURY SPORTY CAR 4324 0.04% 12715 0.04%
TOTAL UPPER MID RANGE SUV 27610 0.26% 90,039  0.26%
TOTAL UPPER PREMIUM SPORTY CAR 20,705  0.20% 64,446 0.18%
TOTAL U.S. LIGHT VEHICLE 10,431,509 100.00% 35491762 100.00%

17
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USED CAR INDUSTRY DATA FROM CNW MARKETING RESEARCH

NEW AND USED VEHICLE SALES

(in millions)
NEW VEHICLES USED VEHICLES TOTAL SALES
USED VEHICLE ADVERTISING DISTRIBUTION - 2005 17.00 44.14 6113
INDEPENDENT DEALERS WHO ADVERTISE 2006 16.54 42.56 5911
(Listed by percentage of money used for particular type of advertising; 2007 16.22 4175 57.80
note that many dealers advertised more than one way, so percentages 2008 13.30 36.50 49.80
't ily add to 100

won't necessarily add to 100) 2009 10.44 35.49 45.93
CATEGORY 2006 2007 2008 2009
Classified Ads 90.6 89.6 89.1 88.4
Radio 1.3 1.2 1.1 1.1
Television 0.6 8 06 01 G':Z'i'::l'csl;)"s EXPENSES
Internet 20.8 22.1 23.4 24.8 $82,459

$80K $79,328 $76,507

$66,269
$60K $253
per vehicle

AVERAGE PRICE OF USED VEHICLES SOLD $S40K
BY INDEPENDENT DEALERS

$20K
s $8,492 $8,650 $8,358 $8,459
$75K 2006 2007 2008 2009

$5K

§2.5K
RENT AND EQUIVALENT ($ per vehicle)

2006 2007 2008 2009
$11,888 $115,214 $106,856
$100k 5381 594'589
$75k per vehicle
AVERAGE INDEPENDENT DEALERS
ASKING PRICE VS. TRANSACTION PRICE 350k
I ASKING PRICE TRANSACTION PRICE 2%
0
9.5K 2006 2007 2008 2009
$8,903
K $8,603
8.5K FLOOR PLAN INTEREST
($ per vehicle) §39.222
8 $8,314 $36,280 $35.986 $37,382 .
$35K
75K $1.813 $119
$30K per vehicle
K
$25K
6.5K
$20K
6K
S15K
2006 2007 2008 2009

5.5K

2008 2009

l 8 NHIHDH-'I



:om has taken Dealer Desktop's popular DMS
res and added them online to DealerCenter!

‘DealerCenter now allows you to:
= Book inventory from KBB®, NADA and BlackBook®
= Run credit reports with three national bureaus
= Manage sales and work deals
= Upload inventory to AutoTrader.com® and Cars.com™
= Customize business reports
= Get instant loan approvals with Westlake Financlal Buy Program™
= Manage In-house financing with the Buy Here Pay Here module

|
o

. Is with i i
Ard and structure dga s with insurance binders WEEﬂE]{E
= Get AutoCheck® vehicle history reports 118 48 Eihe 3ERYirLe)
= Print plain paper contracts & forms from Bankers Systems &
by Wolters Kluwer .::l Wolters Kluwer

Receive a 30-day free trial of DealerCenter by visiting:
www.DealerCenter.net

For immediate assistance, please contact sales at:

sales@Nowcom.com

1-866-696-0296
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USED CAR INDUS DATA FROM CNW MARKETING RESEARCH

PURCHASE OF EXTENDED WARRANTIES PURCHASE OF EXTENDED WARRANTIES
FOR USED CARS - FOR USED CARS -
(percentage of respondents) (percentage of respondents)
20 20
FRANCHISED DEALERS FRANCHISED DEALERS
INDEPENDENT DEALERS INDEPENDENT DEALERS
1 14.1 1
12.6 12.1 107
10 10 6.8
11 5.3
5 4.2 2 5 4-1 4‘2
N 2.2
1.2 12 22 ’ w0 19
0 0
NEW 2-4 YEAR 5-7 YEAR 8-10 YEAR OVER 10 NEW 2-4 YEAR 5-7 YEAR 8-10 YEAR OVER 10
OoLD oLD oLD YEARS OoLD OoLD oLD YEARS
USED VEHICLE SALES PER MONTH, PER OUTLET - INDEPENDENT DEALERS (in millions) 2008 2009

For example, in January 2009, independent dealers sold 537,132 vehicles from 38,125 locations.
That results in 14.1 units per outlet.

M5
36.4
346
3 329 33.0
289 9 287 29.8 29.1 291
28 24.1
217 21.8
2 18.6 189 18.2 180 208 207
14 141 ), 136 I I
M I I
7
0 JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC
USED VEHICLE INVENTORY DAYS’ SUPPLY INTERNET USED VEHICLE SALES 2008 2009
(In days) (in millions)
50 48.7
o 86.36 42.5
40
30
20
0 77 75
2006 2007 2008 2009 2006 2007 2008 2009 0
UNITS OFFERED UNITS SOLD
ON INTERNET THROUGH INTERNET

(TUADA)



NIADA CONVENTION EDUCATION SESSIONS

WWW.NIADA.TYV
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USED CAR INDUSTRY DATA FROM CNW MARKETING RESEARCH

PAYMENT PROTECTION DEVICES - REDUCING INDEPENDENT USED VEHICLE DEALER PROFILE
LATE PAYMENT AND REPOSSESSIONS (Averages per independent dealer)

(dealers with devices)
I 2008 2009
TOTAL SALES

80 63.92 66.42 (All departments)
60
. 3724 3815 ssm - $4,7192,416 §4.519,223
. o $3972812 43 844,062
0 $3M
REDUCTION OF REDUCTION OF
LATE PAYMENT REPOSSESSIONS
s
TOTAL GROSS $IM

(As percent of total sales per independent dealer) 2006 2007 2008 2009

$1,000K

o LT

:
N Erre s 2009 PROVED TO BE A
GOOD YEAR for
o006 2007 2008 2009 independent dealers
This profile includes all active dealerships with an actual place of business 74

and multiple sales of the same vehicle (post repossession, etc.)

as the average number

of vehicles sold per
(A porcant of ot sl orindapandent dstr dealership INCREASED
- TREMENDOUSLY.

s100K $94,458
$T5K 18.84%

$86,409

$50K

$25K

SOK

2008 2009

NET PROFIT BEFORE TAXES
(As percent of total sales per independent dealer)

15K

$1,147 $1,227
SIK

$500K

SOK

2008 2009

22 -



Stand Tall

Take Your Business To A New Level.

Thrfry Car Sales 15 standing beside you to help grow your business. With locanons nanonwide, Thofry Car Sales and
Thrifry Car Rental are standing call, Call woday and take your business o the Next Level!

\Fly... Thrifty Car Sales?

. II. I':.I.'IIIL'IIi.-'!I"'iI I!l::l'!II.I II\""lln::IIIII\.' :IIII.I IIII_!_'IL'

.. Thrifty Car Rental?
¢ Mlanonally |E'|.-'|!_'|u..'-.';| Heaned
o Winrldhanade Reservanon Servoees

* Frooncind Analvss & Bevies Services

» Advertising, Sales and Marketing Sapport
* A Business Development Cenfer
o & Webeise Sohogon and Promaonon * Advermsing, Sales & Markeong Supnort

« Manomally Branded Prosdwers and Services

' | T lesirn meee about this Franchise opporiuniey, o ||: toll fri
Mﬂ 1-877-289-2583
. b Car Sales |

* Vodume Purchasing: Proprams

waras L hnfoCarhales.com/ franchise

0 Ty D e S T L R S Rl AN S S ETIEE T D Votm TE CMILE P airbe el B e ol e e ey s e i ok B e b e o i b By e e ] Pl b e e
HITY PP, Vo e e ol et B Sl b vy e Dy b s i o s B S el 7 s o i o s . B Wity el il e By B Do ot 0 L PRSELAEE E10 " © DO ey St Bpubarr B Vel i B, i et
Ty e EIEE T e BT Bhon SO Toma T T3 P 1 H O A ey vt by e iy mma o e yper Dl e e sfe b s Tm b e e e A sy s e e e e s i b o e Dy o L o o e
R R e T e e R L L TR
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USED CAR INDUSTRY DATA FROM CNW MARKETING RESEARCH

USED VEHICLE SALES

SERVICE AND PARTS
(As percent of total sales)

(As percent of total sales)
$2.5M StaM- 41,351,383

$2,051,172 $1,894,458 S1am 28.04%

S2m

42.56% $1,281,200 $1,169,993
s 51476694 1 428,838 s IYC7  $1132,076
37.17% $1IM
SIM
SIM
2006 2007 2008 2009
2006 2007 2008 2009
OTHER INCOME
F&I INCOME

(As percent of total sales)
(As percent of total sales)

$250K

$228,834 $221,418
S1.4M
200K
Sim
$1,268,488 5ok 9148,440 §127.442
o | 2632%  Sh216123 3.08%
$100K
Stam $1,097,291 41,061,730
S75K
a 2006 2007 2008 2009
2006 2007 2008 2008

RETAIL GROSS PROFIT

(Percent of retail selling price)
OVE RAL L. -
o $484.89

$500

AFTER COMING OFF OFTWO ., | s™%
DISAPPOINTING YEARS, 2010 - '
SHOULD LOOK HEAVEN SENT. = ozs 559

$300 L 4.07% M [

USED VEHICLE SALES - USED VEHICLE SALES -
FINANCED VS. CASH FINANCED VS. CASH
(Franchised Dealers) (Independent Dealers)
16 16
14,284,454
" 12,819,759 ‘4
. » 11,741,997 11,721,216
10 10
8 8
6 6
0, 0,

4 44.5% 44.2% ) ig’;zh? igih?

(Cash) (Cash)
2 2
0 0

2008 2009 2008 2009

(TUADA)



Protective Introduces...

Lifetime Engine

Warrant

"You Deserve Peace of Mind"

Engine Coverage
For Lifer

Serving Automotive Dealers Since 1962

Protective 4.

g FEI Training | Advanced F&I Technology
Asset Protection Division i | 866.618,8983
ARANTANTY a1 Foqir Bealership |='J|=l'|'|'! WA IO LEL LY B &S R ro e orL. com




sechon three

BUY HERE-
PAY HERE
INDUSTRY

BENCHMARKS

Annually, NABD, with the help
of Shilson, Goldberg & Cheung
CPAs, compiles Buy Here-Pay
Here financial benchmarks from
a database of more than 500
operations nationwide. NABD
benchmarks also include operating infor-
mation on sales, collections and recover-
ies, and inventory management which
were developed and supplied by NCM
Twenty Groups, based upon a compos-
ite of all of their BHPH 20 group mem-
bers. The attached NABD benchmarks
also include portfolio performance met-
rics which were compiled electronically
by Subprime Analytics, which to date,
has analyzed more than $5 billion
(more than 600,000 individual
accounts) of subprime, BHPH installment
loans to identify loss rates, patterns and
trends. In the aggregate, these statistics
provide a comprehensive look af the
financial and operating performance of
the BHPH industry for the last three years
and some interesting frend information
for earlier periods.

The automotive industry has had a dif-
ficult period of time. Maijor economic
factors combined to create some
unprecedented challenges for the entire

automotive industry.

BUY HERE-PAY HERE INDUSTRY BENCHMARKS / TRENDS 2009

The table below compares the resultant changes in gross profit from 2007 — 2009.

These numbers are compiled from our best performing dealers and are not indusiry averages.

Note: All percentages are expressed as a percentage of total revenues.

- Many operators experienced lower unit sales in 2009. This was particularly true for opera-
tors who did not expand their operations or add sales lots. Despite these lower sales volumes,

profitability remained stable and in some cases, increased.

- Operators again struggled to “cover” bad debt losses with finance income (where interest
income equals or exceeds bad debt expense). This was, in part, the result of reduced interest

income as the average age of receivable portfolios increased due to lower originations.

Interest revenue declined as the average portfolio age increased. Further, bad debt defaults
increased in 2009 as more consumers surrendered their vehicles “voluntarily” due to reduc-

tions in overtime, layoffs and other pay reductions.

GROSS PROFIT COMPARISON: 2007 - 2009

SALES 100%
COST OF VEHICLE SALES (59%)
41%
FINANCING INCOME 16%
BAD DEBTS (20%)
37%

AVERAGE CUSTOMER DOWN PAYMENT: 2005 - 2009

$1,000
900
$837 5

$800

$400

$2,00

0 2005 2006

Source: NABD / Subprime Analytics

$1,018

2007

2008

100%
(60%)
40%

18%
(21%)
37%

2007

100%
(63%)
37%

16%
(19%)
34%

$1,089

2008

$1,040

2009

(TUADA)



COST OF GOODS SOLD AND OPERATING EXPENSE DETAIL BHPH FINANCIAL TRENDS [ % OF SALES

BUY HERE-PAY HERE INDUSTRY BENCHMARKS PREPARED FOR 2003-2009 BAD DEBTS
NABD BY SHILSON, GOLDBERG, CHEUNG AND ASSOCIATES. LLP 20% 19% 2% 209
20%
According to the research, Buy Here-Pay Here dealers spent more money in 16% 7% 19%
2009 on reconditioning vehicles and spent more for the vehicles themselves °
than they did in 2008. 15%
2009 % OF 2008 % OF 2007 % OF
s S -
COST OF VEHICLE SALES
COST OF VEHICLES 49.03% 51.03% 54.34% 5o
RECONDITIONING COSTS 6.68% 4.12% 4.97%
OTHER 2.85% 4.52% 3.28%

o 2003 2004 2005 2006 2007 2008 2009
COST OF VEHICLE SALES
Source: NABD

ADVERTISING 2.20% 1.55% 121%
BANK CHARGES 0.21% 0.24% 0.07%
CONTRIBUTIONS 0.01% 0.01% 0.03% BHPH FINANCIAL TRENDS AVERAGE WEEKLY
DEPRECIATION 0.40% 0.54% 0.82% PAYMENT AMOUNT 2006-2009
DUES AND SUBSCRIPTIONS 0.08% 0.02% 0.02% 5
INSURANCE 0.45%  0.99% 0.23% . $84 S84
LEGAL AND ACCOUNTING 0.51% 0.50% 0.71% .
OUTSIDE SERVICES 0.13% 0.30% 0.07% o 9
OFFICE EXPENSE 0.58% 131% 0.89% o
RENT 218% 1.62% 113% o
REPAIRS AND MAINTENANCE 0.22%  027% 0.44% o
SALARIES (NON-OWNERS) 10.59%  10.81% 9.97% o
TAXES - GENERAL 0.26% 0.30% 0.26%
OTHER OPERATING EXPENSE 0.94% 0.60% 0.83% o
TAXES - PAYROLL 0.77% 1% 0.83% ¥
UTILITIES AND TELEPHONE 0.70% 0.79% 0.64% :Z
TRAVEL / TRAINING 0.27% 0.38% 0.47% 2006 2007 2008 2009
Source: NCM (for 2006)

LOSS STATISTICS - 2009 2008

. . . . SUBPRIME ANALYTICS SUBPRIME ANALYTICS
(Statistics supplied by Subprime Analytics) BENCHMARKS BENCHMARKS
AVERAGE GROSS DOLLAR LOSS (BEFORE RECOVERIES) $6,887 $7,049
AVERAGE NET DOLLAR LOSS (AFTER RECOVERIES) $5,157 $5,090
AVERAGE DEFAULT RATE (% OF LOANS WRITTEN OFF) 28.43% 30.11%
AVERAGE GROSS DOLLAR LOSS RATE (% OF PRINCIPAL) 35.54% 37.51%
AVERAGE NET DOLLAR LOSS RATE (% OF PRINCIPAL) 24.76% 26.06%
AVERAGE RECOVERY (% OF PRINCIPAL CHARGED OFF) 28.00% 29.80%
HIGHEST CUMULATIVE DEFAULT MONTH AFTER ORIGINATION 19TH MONTH 21ST MONTH
HIGHEST FREQUENCY OF DEFAULT (MONTH AFTER ORIGINATION) ATH MONTH ATH MONTH
WORST PERIODIC LOSS MONTH AFTER ORIGINATION FEBRUARY FEBRUARY

THE ABOVE REFERENCED LOSS DATA WAS DETERMINED BY ELECTRONICALLY ANALYZING APPROXIMATELY 613,000 LOANS, AGGREGATING APPROXIMATELY $5.3
BILLION TO IDENTIFY LOSS RATES AND TO UNDERSTAND WHY THEY OCCURRED.

(TIACH)
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BUY HERE-PAY HERE

INDUSTRY BENCHMARKS

While retail
dealers had
increases in the
amount of

vehides sold in
2009,

reported less units
sold in 2009
compared to
2008, as well

as a large
decrease in BUY
HERE-PAY HERE
inventory.

BHPH FINANCIAL TRENDS AVERAGE
“CASH IN DEAL” 2006-2009

Average cash in deal per unit sold

$4,696 $4,865
5000

susno - 94,480

$4,645

$4000
$3500
$3,000
§2500
§2000
$1500
$1,000

§500

2006 2007
Source: NABD/NCM

2008 2009

2009 DEALER OPERATING INFORMATION.
STATISTICS SUPPLIED BY NCM ASSOCIATES,
INC. ASSOCIATES. LLP

AVERAGE UNITS SOLD PER DEALER (BHPH DEALS ONLY)
AVERAGE CASH IN DEAL PER VEHICLE SOLD

AVERAGE ACV PER VEHICLE SOLD (INCLUDES RECON)
AVERAGE RECONDITIONING COST PER VEHICLE SOLD
AVERAGE GROSS PER VEHICLE SOLD

AVERAGE CASH DOWN PAYMENT

AVERAGE AMOUNT FINANCED

AVERAGE TERM OF LOAN (IN WEEKS)

AVERAGE WEEKLY PAYMENT AMOUNT
AVERAGE # OF ACCOUNTS PAST DUE
AVERAGE # OF PAST DUE ACCOUNTS PER COLLECTOR
AVERAGE LOSS PER CHARGE OFF
AVERAGE PORTFOLIO DELINQUENCY
CURRENT
0-10 DAYS
11-29 DAYS
30-59 DAYS
60-89 DAYS
90+ DAYS

AVERAGE NUMBER OF UNITS IN STOCK
AVERAGE INVENTORY AGING
0-30 DAYS
31-60 DAYS
61-90 DAYS
91+ DAYS

BHPH FINANCIAL TRENDS 2003-2009
COSTS/EXPENSES

COST OF VEHICLES [l OPERATING EXPENSES

10% 0 )

62% 60% 5%

59%
0%

50%
40%

30%

2% (5 22% [ tg0 [ oo [ oo | 2% [ 2%

0%
10%

0%

2003 2004 2005 2006 2007 2008 2009

Source: Shilson, Goldberg, Cheung & Associates, LLP

2008 2009
NCM NCM
BENCHMARKS BENCHMARKS
743 728
$4,696 $4,865
$5,284 $5,534
$499 $556
$4,239 $4,149
$1,185 $1,272
$9,195 $9,274
129 132
$84 $84
350 366
101 86
$5,264 $4,360
69.85% 74.40%
11.75% 10.30%
10.20% 7.80%
4.60% 3.60%
1.50% 1.70%
2.10% 2.20%
100.00% 100.00%
169 145
32.10% 40.80%
22.40% 19.30%
17.10% 12.80%
28.40% 27.10%
100.00% 100.00%

AVERAGE TOTAL ACTUAL COST PER
VEHICLE SOLD 2006-2009

Average total avg per vehicle sold
(including recon)

$6,000
5,534
$5,284 S

511
$5,000 94,949 :

$4000
§3000

§2,000

2006 2007 2008 2009

Source: NABD/NCM



RATIO COMPARISONS RATIO COMPARISONS, COMBINED BUY-HERE, PAY-HERE
BUY HERE-PAY HERE COMBINED BUY HERE-PAY HERE
INDUSTRY 2009 AVG. 2008 AVG.
BENCHMARKS (INVENTORY X DAYS) / COST OF VEHICLE SALES 64.11 DAYS 68.57 DAYS
PREPARED FOR NABD COST OF VEHICLE SALES /AVERAGE INVENTORY DOLLARS 5.98 X 5.96 X
BY SHILSON, VEHICLE SALES / AVERAGE INVENTORY DOLLARS 11.16 X 9.98X
GOLDBERG, CHEUNG VEHICLE SALES / TOTAL ASSETS 0.95X 0.96 X

TOTAL ASSETS / TOTAL LIABILITIES 1.82 X 1.61X
AND ASSOCIATES, LLP ALLOWANCE FOR BAD DEBTS / FINANCE RECEIVABLES* 21% 18%

FINANCE RECEIVABLES* / TOTAL ASSETS 93% 89%

TOTAL DEBT / TOTAL ASSETS 55% 62%

* FINANCE RECEIVABLES ARE NET OF UNEARNED FINANCE CHARGES

COMBINED BUY HERE-PAY HERE

BAD DEBTS / VEHICLE SALES 20% 21%
The NABD results - combind COST OF VEHICLE SALES / VEHICLE SALES 59% 60%
dealer and finance affiliate GROSS PROFIT*** / VEHICLE SALES 37% 37%
numbers - break down balance OPERATING EXPENSE / VEHICLE SALES 21% 21%
sheets and income statements INTEREST EXPENSE / FINANCING INCOME 18% 23%
into 16 categories. It also OPERATING INCOME / VEHICLE SALES 16% 16%
compares 2009 to the past two FINANCING INCOME / VEHICLE SALES 16% 18%
years so dealers can examine COMPENSATION** / VEHICLE SALES 11% 1%
industry trends. RECONDITIONING COST / VEHICLE SALES 7% 4%

NOTES TO RATIO COMPARISONS:
**Compensation excludes those of the owners

***Gross Profit is net of bad debts and financing income  x =times

Have you given YOUR warranty
company a checkup lately?
Don'tworry, NIADA has done it for you!

Offer batter vehicles and enjoy higher profits
with MIADA's exciting CPO Program! Now,
independent deabers of ALL sizes can offer

nigh-quality cerified vehicles, get higher resale
value, raise their profits and finally compete wiith
tactory cerbhicabion programs!

v Quality customer service
v 25 vyears of experience

v Fully insured administration
v~ Comprehensive coverage
v" NO RISK to dealership

Call us today
for more
details or to
signup now:
800-840-2567

NIADAcertified.com

wlied,
Al iiarad by "'.i M AL

2007 AVG.
56.21 DAYS
8.51 X
13.59X
1.27 X
1.82X

14%

85%

55%

19%
63%
34%
19%
20%
15%
16%
10%

5%

(TUADA)
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CARS.COM

MERCHANDISING SURVEY ANALYSIS

Balloons. Shiny cars front and
center. Signs and banners. And a
giant, inflatable gorilla.

All these merchandising tactics work.
On the lot. But how do you grab shop-
pers'attention online and drive interest in
your cars?

Online merchandising gets your inventory
noficed and opens the door for you fo sell
more cars. Make a good impression with
proven methods that make shoppers not
only notice but also want your cars.

Selling cars online can feel like a fight
for survival. With 92 percent of car shop-
pers turning online , how can you stand
ouf? You've gof to do more than stock in-
demand cars. After all, competition is
fierce, and your closest competitor is just
a click away. On Cars.com, for example,
shoppers have access to more than 2 mil-
lion cars from more than 16,000 dealers.
An April 2010 search for a used Honda
Accord within 30 miles of downfown
Chicago, for example, nefted more than
750 results.

So how can you make your inventory
and your dealership get noticede We
analyzed more than 200,000 listings on
Cars.com fo find out what clicks with car
shoppers. What is it that grabs the atten-
tion of a car shopper online the way a
large, inflatable gorilla can on a dealer-
ship's lote For the first time ever, we detfer-
mined the impact of various online mer-
chandising elements. The effect was huge
— even larger than an oversized, inflat-
able gorilla on your lot.

Call it animal atiraction. Consumers
simply can't resist your inventory and the
lure of effective online marketing.
Together, these merchandising tactics
drive fraffic and help you sell more cars:

- Competitive pricing shows con-

sumers they'll get a fair deal.

- Multiple photos and video invite a

closer look.

- Engaging sell copy promotes the car

and the value of buying from your
store sefs you apart from the herd.

Capgemini Cars Online 08/09 study.
Includes U.S. shoppers with internet
access only.

AVERAGE NUMBER OF PHOTOS PER
LISTING CONTINUES TO INCREASE

10

2006 2007 2008 2009

ONLINE LISTINGS
THAT INCLUDE

PHOTOS

ONLINE LISTINGS

THAT INCLUDE

VIDEO

ONLINE LISTINGS
THAT INCLUDE

PRICE

no
7%

ONLINE LISTINGS

THAT INCLUDE

SELL COPY




IMPACT OF PHOTOS IMPACT OF PHOTOS

MOVING FROM ZERO pHOTOS TO AT MOST TEN PHOTOS MOVING FROM ZERO pHOTOS TO ELEVEN PHOTOS OR MORE

...how do you GRAB shoppers’
attention and drive
INTEREST in your cars?

IMPACT OF FAIR MARKET PRICE

VS’ ABOVE AVERAGE PRICE
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CARFAX®

INDEPENDENT DEALER MARKET & ONLINE INVENTORY TURN ANALYSIS

One of the key elements to selling success is
building customer confidence in your dealer-
ship. Customers are more likely to buy from someone they
frust. Independent studies prove that vehicle history reports
have a significant impact on buyer confidence and ulti-
mately, inventory turn.

According to recent research from Carfax, NIADA mem-
bers that give buyers a vehicle history report up front have
better inventory turn than non-NIADA members. On aver-
age, NIADA members turn their inventory two days faster.

This research is centered on the independent dedler
market and current sales trends. It clearly indicates that
dealers greatly benefit by being an NIADA member and
using vehicle history to build consumer confidence.

It's also important to understand how the number of vehi-
cles listed online direcily relates to inventory turn. Knowing
the average time that cars listed by competing dealerships
stay posted online is crucial in today’s market. Aggressive
pricing and utilizing resources that help your cars sell faster
fo online shoppers help you get a leg up on the competi-
tion, whether it be from independent or franchise dealers.

Independent dealers can take advantage of these ben-
efits as NIADA members. When you give customers what
they want, research shows they'll buy faster.

Use the Inventory Cost Calculator located on the next
page (sample data is provided as a guide) to figure out
your approximate inventory costs and better understand
how tools such as Carfax Vehicle History Reports can help
lower those costs. -

ONLINE LISTING VIN COUNTS DEALER DISTRIBUTION BY INVENTORY SIZE
VS AVERAGE DAYS ONLINE

MONTHLY ONLINE LISTINGS BY ACTIVE USED CAR DEALERS

68 L
o ¢4 DAYS _ RETAIL
60  DAYS 58 AR DEALER # OF DEALER SIZE
6 53 DAYS DAYS H DEALERS | MONTH | (6 MONTH AVG.)
DAYS 20 ORFEWERLISTINGS 19,775 6 109,154
50 43 21-50 LISTINGS 10,032 19 185,675
DAYS 51-100 LISTINGS 4,930 36 179,734
40
101200 LISTINGS 1,976 64 126,988
0 201-500 LISTINGS 620 140 86,787
501 OR MORE LISTINGS 160 459 73,428
120 2150  51-100 101200 201-500 OVER ~
LISTINGS LISTINGS LISTINGS LISTINGS LISTINGS 500 761,765
LISTINGS

* AVG. MONTHLY RETAIL SALES FROM INDEPENDENT DEALERS
(SEPTEMBER 2009 - FEBRUARY 2010) CNW RESEARCH



AGGRESSIVE that help your cars sell faster to
online shoppers helps you GET A LEG UP

. ]

REGIONAL INVENTORY TURNS WITH & WITHOUT CARFAX REPORTS

REGIONAL REGIONAL
AVERAGE AVERAGE

FRANCHISE & FRANCHISE &
INDEPENDENT | INDEPENDENT INDEPENDENT
CARFAX WITH CARFAX | WITH CARFAX | WITHOUT CARFAX

1 46 DAYS 49 52 82
2 42 DAYS A4 46 81
3 47 DAYS 50 52 83
4 45 DAYS 44 46 78
5 56 DAYS 51 53 85
6 48 DAYS 49 51 83
7 48 DAYS 49 50 79
8 46 DAYS 45 49 79
9 45 DAYS 45 46 72

NATIONAL

AVERAGE

DAILY INVENTORY COST PER DAY CALCULATOR

The calculator below will help determine the approximate daily carrying costs of your inventory. Write your dealership’s numbers in the empty
column (sample data is provided as a guide) to see how much you could save per day by selling cars faster.

SAMPLE DEALER  YOU

(I) AVERAGE # OF CARS ON YOUR LOT 30

AVERAGE COST PER CAR $6,000

(T) TOTAL INVESTMENT $180,000 CARS ON LOT x AVG. COST PER VEHICLE
(R) HOW MUCH DO YOU WANT TO MAKE PER CAR (PERCENTAGE) 10% PLACE YOUR PERCENTAGE HERE

(O) OPPORTUNITY COST OF CAPITAL $18,000 TxR

(D) DAILY TARGET RATE OF RETURN PER VEHICLE $1.65 (0/365)/1

(P) AVERAGE GROSS PROFIT $1,500 HOW MUCH DO YOU PROFIT PER VEHICLE?
(V) AVERAGE DAYS TO SELL 45 WHAT IS YOUR AVERAGE INVENTORY TURN2
(M) INVENTORY TURNOVER 8.111 365/V

(S) ANNUAL GROSS PROFIT PER SPACE $12,167 PxM

(A) DAILY OPPORTUNITY COST PER SPACE $33.33 $/365

COST OF INVENTORY PER DAY $34.98 A+D

YOUR WORKSHEET




AUCTION/REMARKETING COMMENTARY

BY TOM WEBB OF MANHEIM AND TOM KONTOS OF ADESA

i Manheim

AS ECONOMY REGAINS BALANCE, DEALERS WILL
CONTINUE TO TURN ONLINE FOR INVENTORY

nere is a consensus that a low point in both the
economy and the automotive industry was reached in

( 2009, and that a recovery is under way. There is great

- disagreement, however, as to the nature of that recovery.

While it is safe to assert that the economic recovery confinued to

progress and solidify itself in the first quarter of 2010, there are sfill

= significant hurdles ahead, and it is our expectation that longerterm

growth will be muted and uneven.

Forecasting is fraught with peril and, at best, can only place probabiliies
around possibilities. So, rather than speculating on nearterm scenarios, it is bet-
ter to look for longerm structural shifts that this recession may have produced. It is
from that perspective that we analyze the trends in the remarketing indusfry.

The tofal number of vehicles sold atf NAAA-member auctions declined by
5.9 percent in 2009, and, of course, there were larger shifts in several seg-
ments. For example, both off-rental and dealer consignment volumes were
down sharply, but offlease and repossession volumes continued fo rise.

With auction volumes falling to their lowest level in more than a decade and
low new vehicle sales promising to reduce potential wholesale supplies in the
future, it is fair for independent dealers to ask whether the auction indusiry has
undergone a structural shift that will result in permanently lower volumes. We
think not. In fact, we expect auction volumes to refurn to a more normal level
before new and used vehicle sales get back fo their previous strength.

Our reasoning is based on the increased need that buyers and sellers have
for auction services.

Dealers recognize the importance of having an inventory mix that matches
the needs of their customers. When an immediate gap exists in fulfilling a spe-
cific customer’s desires, dealers appreciate the ability to rely on the virtual
inventory available in online auction channels.

In fact, online purchases continued their pronounced upward trajectory,
accounting for 14 percent of all sales by National Auto Auction Association
member auctions in 2009, up from 7 percent in 2007 and 3 percent in 2004.

Many of the forces that shaped the auction industry in 2009 will remain in
force for years to come. For example, in 2009, the contraction in wholesale
supply altered dealer acquisition strategies. No longer could a dealer fill inven-
tory needs simply by attending the local auction on sale day. As a result, there
was an accelerated movement toward online transactions, broadening a deal-
ers' inventory reach. Additionally, with capital constrained and floorplan lines
limited, dealers were less likely to take a chance on purchasing a vehicle just
because it was priced right. Instead, dealers bought vehicles on a need only
basis, filling specific inventory gaps.

Those trends will continue. Although we forecast that fofal auction volumes
will rise steadily in the years ahead, there will be major swings in certain seg-
ments. For example, offlease volumes will drop sharply in 2011 and 2012. As
such, there will always be various shortages depending on vehicle segment,
market classes, price points or vehicle condition. Meanwhile, more dealers are
fully utilizing used vehicle inventory management systems, and the related tech-
nology is becoming more powerful. This increases the dealer’s desire to find
inventory that closely fits very specific criteria.

The combination of these two forces will drive more dealers to online chan-
nels. Already more than 37 percent of dealers who purchased from Manheim
in 2009 bought at least one vehicle online, up from 24 percent in 2007. As
increased usage develops familiarity and illustrates efficiencies, online tfransac-
tions will accelerate further.

Tom Webb is chief economist for Manheim Consulting. For more in-depth
and ongoing induslry updofes, visit the Manheim Consu\ﬁng b|og af
www.manheimconsulfing.typepad.com  or follow Tom Webb on Twitter at
www.twitter.com,/TomWebb_Manheim.

ADpcsa

BY TOM KONTOS EXECUTIVE VICE PRESIDENT,
CUSTOMER STRATEGIES AND ANALYTICS, ADESA

s anticipated, the recession that began in
December 2007 unofficially ended during
the second half of 2009 as GDP growth
rates rose significantly. The unemployment
rate, which is Typico”y a \cggmg economic indicator,
reached what may turn out to be a peak in October,
and the rate of jobs losses slowed considerably.
Nevertheless, the labor market remained weak, which,

along with limited credit availability, kept consumer spending soft.

The ISM Manufacturing Index is now well above 50, indicat-
ing expansion in the monu{ocluring sector. Business investment,
though offbottom, remains weak. Consumers have been tighten-
ing their belts W\'Himg\y or unwi”img\y in hght of limited cred'\f, opp\y—
ing money that might have been spent on big ficket purchases to
paying down debt. At the same time, home sales have improved
as a result of lower interest rates and tax credits from fiscal stimu-
lus. leading indicators point to continuation of the economic
recovery in 2010, though the strength of the recovery absent gov-
ernment stimulus remains to be seen.

Franchised dealers sold more used vehicles than new in 2009,
and independents had a flat sales year dfter several years of
declines. Cash for Clunkers generally had positive impacts on
new vehicle sales and negative impacts on used vehicle sales, but
these impacts were limited primarily to the early Fall. Even without
C4C, new vehicle affordability remains near record levels. At the
same time, demand for used vehicles is solid, as used vehicle
prices, Ihough rising, remain af a s'\gmﬂcom discount fo new. As in
the last economic recovery, leasing should rebound as sales
improve and interest rafes rise. Over-extended rental and com-
mercial fleets should also ramp-up purchases and churn gradually
with the economy.

Wholesale used vehicle prices rebounded throughout 2009
and ended the year nearly three percent higher than in 2008, as
tight supply and solid demand caused dealers to bid aggressive-
ly inlane and online for needed units. The wholesale market is
likely to continue to see firming prices, with seasonal fluctuations,
in 2010.

The Canadian economy, like the United States, began a recov-
ery in the second half of 2009. Canada'’s positive economic out-
look for 2010 is tempered by concerns that Canadian consumers
may be overleveraged and the housing market may soften.
Wholesale used vehicle prices reported by ADESA Canada
showed some sofiness af year-end, as offlease supply grew with-
out a corresponding increase in used vehicle demand.

Class 8 heavy fruck sales were the worst since 1983 and
sales of Classes 3—7 were down 20—45% year-overyear depend-
ing on weight class. A continued recovery in fruck cargo shipments
with an improving economy will be necessary for an uptick in new
and used medium/heavy fruck sales in 2010.

Total losses as a percent of insurance claims continued their ten-
year growth frend in 2009. However, with wholesale used vehicle
prices, and hence ACVs, going up at a faster rate than repair cosfs,
this trend may p\oleou‘ At the same time, the increase in miles dri-
ven that began with the economic recovery may offset this poten-
tial decline in total loss units. At any rate, if wholesale used vehi-
cle prices confinue to firm, insurance companies may achieve
respectable recovery rates in 2010.

(TUADA)



THE
ADDRESS
FOR

DEALERS

When you've got cars to sell, we've got the
marketplace (o deliver results. With dedicated
experienced stoif and o full menu of services,

we're proud 1o be your trusied business pariner.

. Visit us online at ADESA.com /sall.




NIADA MEMBERSHIP SURVEY

NIADA needs your data!!! So help us help you!!! You've now reached the back of this report, meaning you just can't
get enough data. |If you are like most of our dealer members, this data is extremely important in comparing your dealership fo nationwide
industry standards. Please assist us in providing the most comprehensive and accurate dealership statistics by faking just five minutes to complete
and fax back this NIADA Membership Survey to 817-649-5866.

Free NADA Guidebook Subscription or NIADA Accounting Manuals
The NIADA membership data is based on results from this survey. Your dealership demographic is important to us. We use the results from this
survey to gather statisfics for the NIADA Used Car Industry Report. The results will allow us to show trends in the industry over the past few years.

F
WILL Leio
CED

UNN

By completing this survey, your name will
be entered into a drawing to receive one of
these items for free!

* NADA Guidebook Subscription (1 year, $90 value)

OR

* NIADA Standardized Accounting Manuals on CD ($125 value)

Please assist us in providing the most comprehensive and accurate dealership statistics by taking just five minutes to complete and fax back
this NIADA Membership Survey to 817-649-5866.

All surveys must be completed and mailed or faxed back to us by December 31, 2010 to be eligible for the drawing.
The survey can also be filled out online at www.niada.com.

BY COMPLETING THIS SURVEY, YOU ALSO AUTOMATICALLY QUALIFY FOR A DRAWING FOR
TWO COMPLIMENTARY REGISTRATIONS TO THE 2011 NIADA CONVENTION & EXPO, TO BE
HELD AT THE CAESARS PALACE IN LAS VEGAS, NV ON JUNE 20-23, 2011.

36 -



-

Dealer name

E-mail address®

"-.h‘_l!"ﬂ affilisbes, your permission b conbact you ot this address

DEALER MEMBER QUESTIONNAIRE 2011

Thig survey is being wused to gather statistical infarmation fram MNIADW dealers for our 2011 &nAual Used Car Industry Report,
Plogsa take & momant to complete the Wfarmaticn in this questicnnaire and fas to ws 8t B17-649-5866. This wiformation &=
praprietary amnd will not be sapn by anyone cutside of NIADA, Thank Yau.

® Cartaics MLGDE MasEar B G bk daleired v o smal and by préciding yeur ervdil add s, you and conie®iseg b and graineg MLEDE, B fu b ik

N

Company nama

City & state

A

O Retail O BHPH Of%holesale O Rental
W Service Depd ' Parie Dept L Body Shop
O Oiher

iLeasing

2. How long has your business been in aperation?
3. Heow marry wahicles da vou sall per year?
Re=tail: ‘Wholesals:

4. ‘What is the manthily average total number af vehides in your
mvaniory?

5 What typs of vahicles do youl sall? (check all that apply]
QCars O Trucks O Heawysduty wehicles
U Power Spors vehicles L AVs

B. What is the average retall price of most of the wehkcies you
oa|[?

T. How mary employess do yau have (including yoursalf)?
8. ‘Which af the falowing mediums, do you spend your advertising
dollarsT (check all that apply) O TV O Newspaper

O Radic O Magazings 0 Speclalty pubs O Online
00 Cthar

% What parcaniags of your eiall salas 6re o woman Duryers?

10, D= yodd hated B weDisie for your dealership? dYes Mo

11, Herae do you uss inbemet accass at your dealership? |chach all
ihal apply) D Dealership Website O E-maillCommunication

O Industry Ressarch O NIADATY O Onling Buying/Saling
O Online Auctions O Online Financing & Other

12, How do you financedfioarplan your inveriory? O Banks
0 Apsction flearplanming O Cash O Osher

13, Hoewe do you finance wahiclkas for your customers? 0 BH-PH

O Finarnsa companies O Barks O Omher

14, How ald are most of e vehickes you sall? O 1-2 yre ald
D3&8ysod O Mom than Byrs old

15, Wheara do wou buy your wahickes 7 {chack all thal apply)
O Wholeaale auctions O Oiher dealsna O Online

A./:nm 18 the nature of your businesa? (chack all that mﬁr]\ Al';w i you wholeaale your vehecles? L Wholesala mh

\_ /

O Ceher dealers [ Online O Odher

1T. How often does your dealership attend auctions per manth?
& Noma O -4 times par D 5-T limes  L8 oF mone imes

18. Do youl harva multiple locations?
[ yas, how many locabions?

- fes Mo

18, If you have a bady shap, parts andior serdce dept. on site, how
miany sardce Days o0 youl oparate’

20 Do youl heave & rental car oparation? dies Mo

I yas, plaase check: O Franchise of O Indapenden

21. What i the square foctage of your dealershin? 0 Up 1o 10,000
210,001 — 25,000 O 35001 - 500,000 O 50,000+

22, Do you sall warrantias andhar sardce conracts? L Yaes [ HNo
I yas, how many on average do you sell per morih®

23. Do you have outside Bghting? O e O Mo
2. Doy ol herv ourlsidee femcing 7 O Yas O Mo
25. Do you have & paved lof? O Yas QM
26. I 100% aof your imsentary insured O Yes O Mo
2T. Do you have &n indaor showroam? O Yas [m ) ]
28. Do youl Ll panyen] profaclion devicea? O Yes m )T
29. Do you have & separale F&I deparimant? O Yes QMo

30. Do you sell aflermarket products 1o customers? O Yes O Ko
31. D you do your cwn recondiioning and detaling work? O Yes. O Mo

AL D you Carmy warkan cofmpsnaaion 7 K Yan Mo

33, Do you camy commercial insumncg onyowr bulding? O Yes O MNa
k THANK ¥QUI w/

¢ Your aforts will not go unnoticed... By iling oul this survey )
and returning it to us by February 28, 2011, your name will be
anlared inkd a drawing 1o recaive one of (hesa ilems, FREE!

MIADE s Sandardized
Accouning Manualks on G0
F125.00 wohas)

1 [SB00 ualus)

Mail toz MIADH, 2521 Brossn Bhed., Arfingfon, TH TE00E

Fax te; B17-545-5866
k-ﬁ
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Worried abovt how your collateral
recovery is soing to be hand/ed?

Don't be.
We've sot i+ covered.

ARA Members are:

-55 Million Client Protection Bond
ta cover your bottom line.

-Reputable and Trustworthy to
guarantee the job will be
completed.

-Certified and Trained to ensure
the job is done right.

-Experienced and Professional 1o
give you peace of mind,

. N,

S 155.4755 or logofi to www.repo.org to recéive a FREE directory with
-!4!} members servicing 450 locations nationally and internationally.

ol ey



" Westlake

FINANCIAL SERVICES

888) 8-YES-YES

ww.westlakefinancial.com/

wm Wathe ..

“As g Dealer Account Maonager, | om cbla
ho affer my dealers perionalfized wpparr,
Whathar they need helo pufting fogether
d'epﬂ:, or iq-l:rm.l'ng about sur pewes
programs, | am thars for them 24/7."

William Demboski
Dealer Account Monager - FL

S S D E LT U LU T S ancing

Cleizrzitingg 24 srchizg

Chyzr &,000 eisif e slus)furs

-

Chiar 27 - daclars jolning

=iur r:-.rmJI.- =W ET T

':. Illii &~ ..-' Al __|_||"'II' |"|:'IH I':'lﬁ

ffeapleles Buy Freieeeigt

At Westlake, we embrace technology and
innovation, but our most valuable asset is
our people,

Visit westlakefinancial.com/iomwestlake
to learn more about William and the new
things happening in our Marketing
Depur?men’t designed to help you be
maore prc:ﬁtul::!&
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Stephen Behrmasie:
Advertizing Cansuttant
Kt eiradar con

Wi NI]HI'[ FOR YOU

My sabes are going o be up chircy-three percent this year markenng dehnicely brings im qualisy trafhc. And cheir
Luterlrader.com’s market |I:'|||||. has realby mads :;"-:E-.' telver "'i":- MW PO irarm l markes” To bear the rest

differenoe for s, T ey have pe iosr receenarion dimd el al Joel's story and other delers’, visil

AutoTrader__

Thee ultimate sutemobive markeiplace:



