The challenges of used car

Management
(Kullanilmis arac yonetimindeki zorluklar)

How to improve your network profits

(Bayi aginizin karhligini nasil gelistirebilirsiniz?)
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Global Business Unit Director
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RRRRRRRRRRRRRRRRRRR



Key Themes (Ana Bagliklar)
Stock and Price Management (Stok ve Fiyat Yonetimi)

Who are we?

Market challenges — the turbulent market we live In

Measuring network used car performance?

How do you improve — and what is it worth?




Who are we? (Biz Kimiz?)
Autorola Group

>750 people worldwide e 2 S

15t online auction in 2001

c1 million vehicles S HQ in Denmark.

auctioned online each year Operating out of 19 countries
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Over 6,000 users of Indicata 50,000 Customers in over 40
data every day different countries Powered by Bing

© Australian Bureau of Statistics, GeoNames, Microsoft, Navinfo, OpenStreetMap, TomTom
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Our business units (Kiresel Is Birimlerimiz)

AUTOROLA Group is divided into three global business units
(AUTOROLA Grubu U¢ kuresel is biriminden olusmaktadir)

\_

INDICATA
The next generation of business intelligence &

market insights software.

J

MARKETPLACE
Wide range of online auctions for

European & global vehicle vendors.

AUTOROLA
MABKETPLACE

@ INDICATA

SOLUTIONS
Customized solutions to fleet
owners.
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Our customer base (is Ortaklarimiz)
Partners at each layer of the industry (Her sektorden is ortaklarimiz)

»iBudget = TOFAS ¢ Symer PAPPAS’
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Our customer base (is Ortaklarimiz)
Partners at each layer of the industry (Her sektorden is ortaklarimiz)

[_]‘—\ « Europe's 2"9 largest dealer group
PENSKE * Pricing and stock management to 102 outlets

Automotive * Bespoke pr|C|”ng strategies to optlmlse”turn ano! profit '
*  Four-person “Customer Success Team” work with management to improve branch performance

« BMW /BMW Financial Services / Alphabet

e All Pan European remarketing
* Cross border pricing and market attractiveness
* |dentification of optimum price, channel and country to sell in

* Do their used car programmes actually work?
* Do they increase residual values?
* Do their dealers compete with independents?

5—\ * Pan European Network tracking

RENAULT



MARKET ANALYTICS & PROFIT

Pricing and Market Analysis (Fiyatlandirma ve Pazar Analizi) MPROVEWENTTOOLS
Industry leading methodology (Sektor Lideri Metodoloji) 2O
DATA CAPTURE Al & DATA ANALYTICS TRADE PRICE RETAIL BACK METHODOLOGY
10m vehicles daily BENCHMARKS
100%
Fra:jqchisgd & (\illzsbssiiftigg Market Av. Retail
dealers

AUTOROLA Known

MARKETPLACE market

margins

Trade Price
(MPP)

Marketability Score

4 |ND|CATA (Market Days Supply)




MARKET ANALYTICS

Pricing and Market Analysis (Fiyatlandirma ve Pazar Analizi)

Industry leading methodology (Sektér Lideri Metodoloji)
DATA CAPTURE Al & DATA ANALYTICS TRADE PRICE RETAIL BACK METHODOLOGY
10m vehicles daily BENCHMARKS
100%
Franchised & (\illzsbssiiftigg Market Av. Retail
Indipendent
dealers
OEM
AUTOROLA Known
MARKETPLACE market

margins

Trade Price
(MPP)
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Marketability Score

4 |ND|CATA (Market Days Supply)




What is Market Days' Supply (Pazar Satis Hizi Nedir?)

Measuring a vehicle propensity to sell (for a better price)
(Bir aracin daha iyi bir fiyata satilma egiliminin 6lgtlmesi)
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How many cars in the market (12) How many sold in last 30 days (12)




What is Market Days' Supply (Pazar Satis Hizi Nedir?)

Measuring a vehicle propensity to sell (for a better price)
Bir aracin daha iyi bir fiyata satilma egiliminin 6lgtulmesi)

N

@
0
.

|
;!

-
8
.

|
|

N

«p
«p

e S /

—

/ ; ——— /
Pe——

v r" e ;

y - Jj !

%

MDS

.
- 'j,
:

j
ﬂ,

'!

How many cars in the market (12) How many sold in last 30 days (12)




What is Market Days' Supply (Pazar Satis Hizi Nedir?)

Measuring a vehicle propensity to sell (for a better price)
Bir aracin daha iyi bir fiyata satilma egiliminin 6lgtulmesi)
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What is Market Days' Supply (Pazar Satis Hizi Nedir?)

Measuring a vehicle propensity to sell (for a better price)
(Bir aracin daha iyi bir fiyata satilma egiliminin 6lgtlmesi)

SLOW MOVING STOCK

Market saturated
Price achievement could be difficult

AVERAGE STOCK
Market can absorb some stock - but should not be over-forced

FAST MOVING STOCK

Market can absorb stock
Average Market Price could be exceeded




Why Is MDS important?

(Pazar Satis Hizi neden onemli?)

Let's look at some market price
trends to show why

(Nedenini gostermek icin bazi pazar fiyat egilimlerini inceleyelim)
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Retail price (weighted avg.) (index 100 = 01JAN) GERMANY
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Retail price (weighted avg.) (index 100 = 01JAN) GERMANY
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MDS by Fuel Type (Pazar Satis Hizi / Yakit Tipi ) ©

Fuel ®Diese| @ Petrol Make Model

Multiple selecti... ™ All

Category Transmission

All

Body
2 Years or Less Cabriolet
3-4 Years
5+ Years

Coupe
Estate
Hatchback
MPV

Panel Van
Saloon
SUV

European ICE MDS has remained
tight supply vs demand
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PART OF AUTOROLA GROUP Indicata's Measure of marketability - Lower is better



MDS by Fuel Type (Pazar Satis Hizi / Yakit Tipi )

Fuel ®BEY @®Diesel @ Petrol
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Why are used BEV'’s so poorly preforming in Europe?

(Kullaniimis Elektrikli Araglarin Avrupa’daki Performansi Neden Dusuk?)

Oversupply through Goverment interference....ahead of real consumer demand
(HUkumet mudahalesiyle olusan asirt arz... gercek tuketici talebinin 6ninde)

European Legislation (CAFE)

Figure 1. Average CO. emissions from new passenger cars and future targets

New Target
WLTP

Old Target

NEDC \

Carmakers facing €15bn in fines over 2025
emissions targets, warns Renault CEO

UK Legislation (ZEV Mandate)

% Cars to be Zero Emissions under Zev Mandate

% New Registrations

40.00%

il

0.00%

2023 2024 2025 2026 2027 2028 2029 2030 2031 2032 2033 2034 2035
(YTD)

Year

m 2023 (YTD) 2024 2025 2026 2027 2028 2029 2030 2031 2032 2033 2034 2035

UK OEMs are targeted with 22% share of BEV’s but
achieve only 17% despite heavy discounting and
incentives.

£15,000 fine (£680,000) for ever car over target

“[We] no longer have a car market — we have a government controlled supply chain....... that is out of control”
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In Turkiye we see the same differential between ICE and BEV

(Turkiye'de geleneksel icten yanmali motor ve elektrikli arag farki)
With the same difference in price performance (Ayni fiyat performans farki)

MDS by Fuel Type ©

Fuel @BEV @Diesel @Petrol Make ~  Model

Transmission
\/ All
a Body e
L Coupe
Hatchback
MPV

Retail price (weighted avg.) (index 100 = 01JAN)

Fuel @BEV @ Diesel @HEV/MHEV @ Petrol ®@PHEV
ctric Market Days' Supply
significantly worse than Internal Combustion .T
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Used car hyper-inflation has protected
used car operators

These days are ending.nso Operators Jan 2022 Jul 2022 Jan 2023 ate Jul 2023 Jan 2024 Jul 2024

must adapt or die @




Interim Summary (Ara Ozet)
Oversupply and Market Turbulence (Arzin fazla olmasi & pazar turbulansi)

« Supply vs Demand is the key driver of price (and success) in the used
car market.

* The European Used car market is being hit by waves of interference
that is making pricing unstable

 But this is nothing new for Europe (or indeed Turkiye)
* Pressure areas are different — but the turbulence outcome is the same

* However, Turkiye’'s hyper-inflation has protected many players

* The key for an OEM and for a dealer is to have the right strategies to
cope in the new markets

o



Good used car performance = good new car performance
(lyi kullanilmis arag performansi = iyi yeni ara¢ performansi)

But does your network really perform? _ os er

(Peki bayi aginiz gercekten performans gosteriyor mu?) — C— C— C—

Do your dealers charge a premium vs independent dealers - helping your Residual Values?

Who sells more of your brand’s used cars - your dealers or independents? | IIII "L:“m“:"“

Do your dealers have the skills to sell used cars effectively? | I @ —— e -

OEM Report
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o
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Shows the premium your Network is able to charge for your brand Used Vehicles vs Ind
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When assessing a dealer or OEM — we start with a health check

Bir bayi veya distributortu degerlendirirken — bir saglik kontroluyle basliyoruz
Details key performance of the operation (Operasyonun temel performans detaylari)

Overview of Turkiye's OEM dealer networks
SUMMARY TABLE

Sales by MDS Stock by MDS Stock by Make
R . N . . Make Stock
MDS Group | Vehicles | First Price | Sales Price MDS Group | Vehicles | First Price | Stock Price >
)
No MDS ) 108.5 107.6 No MDS 514 101.0 1009 REnaui 200
- - Fiat 1833
<20 304 50.6 58,2 <20 223 1005 101.2 -
_ Opel 175
20-30 1988 e o7e 20-30 1648 1009 202 —
= = Vv 1136
30-40 3338 8.1 97.1 30-40 3131 1005 100.0 -
_ Ford 1095
4p-50 2825 8.3 074 4p-50 3042 1009 1002 Fp— a2
50 - 60 1716 %85 974 50 - 60 1837 994 100.1 Gioer =
60 - 70 979 28.3 974 60 - 70 1218 101.6 1005 Hyundai ==
70+ 1635 97.7 96,7 70+ 2764 1009 999 Toyota 23
Total 12964 983 97.3 Total 14375 1007 100.1 Dacia 453
Mercedes-Benz 463
Missan 383
Turn by MDS Stock by Age Zcons o
MDS Group | Count Sold | Count Stock [ Turn i:ockda',rs sl | S | s Audi 332
-
No MDS ) 514 1.4 £=30 5279 e B BMW 315
27 B =i e 31-60 2129 100.1 57 Volvo 304
TRER i6ts = £1-90 2368 100.5 57 Kia 301
e p— p— g 91-120 381 100.7 &0 Honda 275
40- 50 2325 3042|115 by er L) 0% L = .
50-60 1716 1837 1.2 Total 14375 100.1 59 Jesp %
Chery 7
60 - 70 979 1218 %6
o Alfa Romeo B9
70+ 1835 2764 7.2 DS futomabiies pos
Total 12964 14375 10.8 P
Total 14375

Category

Subscription Accoun t

Multiple selections

Reg. Year

Last Update
September 2024

%) INDICATA  ©

Odemeter Band

Month

July 2024

Measuring helps — but knowing Aowto improve is key

» Turkiye’s franchise dealers = 9% of used market
(UK franchise dealers = 28% of used market)

» On average OEM branded dealers only price
0.1% more than non-franchised dealers

» Best performing were
 3Japanese brands (1.2% - 1.7% above market)

» Worst performing were
* German premium brand (3.0% below market)
* French volume brand (2.1% below market)

» All networks failed at key price and stock

strategies
* Lostopportunity =£3.5Bn (Minimum)

o



Opportunities through Market Days’ Supply (Pazar Satis Hizi ile firsatlar)

With retail pricing strategies, MDS is a key to unlocking better performance
(Perakende fiyatlandirma stratejileriyle pazar satis hizi, daha iyi performansin anahtaridir)

Do NOT stock cars with high MDS

Opportunity

They take 2-3x longer to sell and will drop in
price whilst in stock

Good stock will sell fast.

Opportunity

If you can identify this stock, then you can
charge a 3-5% premium




Pricing Strategies (Fiyatlandirma Stratejileri)
Dynamic Velocity Pricing (Dinamik Fiyatlandirma)

26,500

Market Average Price
" /
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23,500
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2019/19 Toyota C-HR 1.8 HEV Excel aut
100% market price

= === Depreciation

nA o _.IE-\.__
L o ot




Pricing Strategies (Fiyatlandirma Stratejileri)
Mistake One (a) — Initial pricing too high (Birinci Hata (a) — Ik fiyatlandirma ¢ok yuksek)

Dealer pricing too high

As market drops, they
/ fail to adjust 2019/19 Toyota C-HR 1.8 HEV Excel aut
100% market price

= === Depreciation

26,500

en crash price to clear aging stock at a massive loss

24,500 ﬂ

-
-~ -
-
-

23,500

01/11/2022  01/01/2023  01/03/2023  01/05/2023  01/07/2023 01/09/2023




Pricing Strategies (Fiyatlandirma Stratejileri)
Mistake One (b) — Initial pricing too low (Birinci Hata (b) — Ik fiyatlandirma ¢ok diistik)

2019/19 Toyota C-HR 1.8 HEV Excel aut
100% market price

= === Depreciation
26,500

Dealer pricing too low

——

24 E00 \ %::\

Then sell too fast — missed profit oﬁﬁartufﬂty_n

23,500

01/11/2022  01/01/2023  01/03/2023  01/05/2023  01/07/2023 01/09/2023




SLOW MOVING STOCK

Market saturated
Price achievement could be difficult

Pricing Strategies (Fiyatlandirma Stratejileri)
Dynamic Velocity Pricing — On good stock (lyi Stokta Dinamik Fiyatlandirma)

AVERAGE STOCK
Market can absorb some stock - but should not be over-forced

FAST MOVING STOCK
Market can absorb stock
Average Market Price could be exceeded

. . . e 2019/19 Toyota C-HR 1.8 HEV Excel aut
Look to price marginally above market initially y

100% market price
= === Depreciation

Reprice frequently

' \ Worst case: Sell before losses are made




SLOW MOVING STOCK

Market saturated
Price achievement could be difficult

Pricing Strategies (Fiyatlandirma Stratejileri)
Dynamic Velocity Pricing — On average stock (Ortalama Stokta Dinamik Fiyatlandirma)

AVERAGE STOCK
Market can absorb some stock - but should not be over-forced

FAST MOVING STOCK
Market can absorb stock
Average Market Price could be exceeded

2019/19 Toyota C-HR 1.8 HEV Excel aut
100% market price

Take less of a premium initially - - -~ Depreciation

Reprice frequently

Worst case: Sell before losses are made




SLOW MOVING STOCK
Ma

Price achievement could be difficult

Pricing Strategies (Fiyatlandirma Stratejileri)
Dynamic Velocity Pricing — On poor stock (Zayif Stokta Dinamik Fiyatlandirma)

AVERAGE STOCK
Market can absorb some stock - but should not be over-forced

FAST MOVING STOCK

Average Market Price could be exceeded

2019/19 Toyota C-HR 1.8 HEV Excel aut
100% market price

= === Depreciation

All evidence says
you are better to
trade the car

instead of
retailing it




Pricing Strategies (Fiyatlandirma Stratejileri)

Dynamic Velocity Pricing — On good stock (lyi Stokta Dinamik Fiyatlandirma)

SLOW MOVING STOCK
Ma

Price achievement could be difficult

AVERAGE STOCK

Market can absorb some stock - but should not be over-forced

FAST MOVING STOCK

Average Market Price could be exceeded

Reprice frequently

Look to price marginally above market initially

2019/19 Toyota C-HR 1.8 HEV Excel aut
100% market price

= === Depreciation

\ Worst case: Sell before losses are made

HOW MUCH DIFFERENCE CAN THIS MAKE?




Pricing Strategies (Fiyatlandirma Stratejileri)
Dynamic Velocity Pricing — On good stock (lyi Stokta Dinamik Fiyatlandirma)

SLOW MOVING STOCK
Market saturated
Price achievement could be difficult

100% market price
= === Depreciation

———
-

2019/19 Toyota C-HR 1.8 HEV Excel aut

<  In first 30 days NO quality car should be priced below the market

HOW MUCH DIFFERENCE CAN THIS MAKE?




Lost Opportunity Analysis (Kaybedilen Firsat Analizi)
Assessment of dealer opportunities to improve profits (Karr arttirmak icin firsatlarin degerlendirilmesi)

List of all the missed pricing opportunities

I_OSt Reven UE: Lost Opportunity Last Month

tiake Model DaystoSell MDScomp PricetoMarket Price Sold Target Value  Warketvalue IndicatalD Target Value st
-
RENau regane T £3 9y 1259000 2 iaaag £TUTE3400 [1 90% o 40
Opel Corsa 11 26 99 1500000 1518457 1518457 271249054 GOOd MDS cars

[ 91%

Opel Insignia 5 30 99 1036000 1048733 1048733 272110325 B

Fiat Tipo 10 20 99 729500 738486 TIB486 272873783 92%

Fiat Tipo & 21 99 2160000 2186745 2186745 2T0E04531 ] 93% : o | SOId below 100%

Fiat Tipo 3 27 99 840000 850447 850447 271121204 "

i ) |: O4% Days ta Sell Filter |

Missan Qashaai 4 20 99 1020000 1032662 1032662 273361852

Audi A3 4 39 99 3600000 3644773 3644773 273556416 L] 9s5% 0 30 In less than 30 days
Hyundai i20 g 21 99 969900 952040 952040 270802145 ] 96%

Fiat Tipo 4 26 99 1830000 1852905 1852905 271510458

Opel Corss 35 33 99 1390000 1407435 1407435 270602100 L1 97%

Fiat Tipo 14 21 99 625000 532863 632865 272521707 [] 989

Opel Corsa 9 15 99 3613000 3661212 3661212 270821568 . . ]
Total 12 28 05 3011792674 4118476419 4118476419 L] s9% Opportunlty mISSGd N

W 100%
1 1015
1 1029

Make month

Account Seller

OEM a | & Search Q| &

Search

Subscription Account | Seller - Undersold # I § country

10EM / DACIA & RENAULT 757 [JFR .

10EM / HONDA 507 e Annual missed
10EM / HYUNDAI 349 ]

10EM / MAZDA 278 LI N opportunity
10EM / MERCEDES BENZ nex CRE
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7ZZ)INDICATA MDS = Market Days Supply Last Updated:
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SLOW MOVING STOCK
Market saturated
Price achievement could be difficult

Pricing Strategies (Fiyatlandirma Stratejileri)
Dynamic Velocity Pricing — On poor stock (Zayif Stokta Dinamik Fiyatlandirma)

AVERAGE STOCK
Market can absorb some stock - but should not be over-forced

FAST MOVING STOCK
Market can absorb stock
Average Market Price could be exceeded

2019/19 Toyota C-HR 1.8 HEV Excel aut
100% market price

= === Depreciation

All evidence says
you are better to
trade the car not

retail it




Market Days’ Supply — Dealer Health Check

(Pazar Satis Hizi — Bayi Saglik Kontrold)

All dealers get initial healh check to identify and quantify opportunity
(Firsatlari belirlemek ve 6lgmek igin tum bayiler saglik kontrolinden gecer)

Turn by MDS

l-"DS Group | Count Sold | Count 5tock | Turn

20 - 30 249 180 15.7
30 - 40 423 355 14.4
40 - 50 417 374 13.4
50 - 60 217 245 10.6
60 - 70 120 169 A.5

70+ 207 | 97| 84 m




Market Days’ Supply — Dealer Health Check

(Pazar Satis Hizi — Bayi Saglik Kontrolu)

All dealers get initial healh check to identify and quantify opportunity
(Firsatlari belirlemek ve 6lgmek igin tum bayiler saglik kontrolinden gecer)

Turn by MD5
MDS Group | Count Sold | Count Stock | Turm First Price
il

High ]
B <20 31 23| 162 99,5

20 - 30 249 190 15.7 101.5
30 - 40 475 353 144 100.1 No Pricing based on
40 - 50 A17 374 13.4 101.0 ___vehicle quality

50 - &0 217 245, 10.6 96.5
60 - 70 120 169 8.5 100.7
70+ 207 297 8.4 100.7

Poor quality
stock

i1 3




Market Days’ Supply — Dealer Health Check

(Pazar Satis Hizi — Bayi Saglik Kontrold)

All dealers get initial healh check to identify and quantify opportunity
(Firsatlari belirlemek ve 6lgmek igin tum bayiler saglik kontrolinden gecer)

Turn by MD5

l-"DS Group | Count Sold | Count Stock Turn
<20 31 23 16.2
20 - 30 249 180 15.7
30 - 40 423 355 14.4
40 - 50 417 374 13.4
50 - 60 217 245 10.6
' 60 - 70 120 169 8.5
Poosrtgzlliallty 70+ 207 | 297 8.4




Market Days’ Supply — Dealer Health Check

(Pazar Satis Hizi — Bayi Saglik Kontrold)

All dealers get initial healh check to identify and quantify opportunity
(Firsatlari belirlemek ve 6lgmek igin tum bayiler saglik kontrolinden gecer)

Turn by MD5
MOS Group | Count Sold | Count Stock Turn
il

<20 E3 23 16.2
20 - 30 245 180 157
30 - 40 423 355 144
40 - 50 417 374 13.4

50 - 60 217 245 106
60 - 70 120 169 0.5
0+ 207 297 g4

Don’t stock poor cars.....
Trade them on and find better
ones

Poor quality

stock




Market Days’ Supply — Dealer Health Check

(Pazar Satis Hizi — Bayi Saglik Kontrold)

All dealers get initial healh check to identify and quantify opportunity
(Firsatlar belirlemek ve élcmek icin tim bayiler saglik kontrolinden gecer)

Turn by MD5
MOS Group | Count Sold | Count Stock Turn
il

<M 31 23 16.2 Trading poor cars and souring better
20 - 30 249 190 15.7 =£101Tm improvement
30 - 40 423 355 14.4
40 - 50 417 374 13.4 297 x13.4x£68,000=4£271m
50 - &0 217 245 10.6
60 - 70 120 169 O3
Poor quality

70+ 207 297 g.4 297 x 8.4 x+£68,000=+£170m

stock

Across all OEM networks this is c£1.0bn improvement @




Market Days’ Supply — Dealer Health Check

(Pazar Satis Hizi — Bayi Saglik Kontrold)

All dealers get initial healh check to identify and quantify opportunity
(Firsatlari belirlemek ve 6lgmek igin tum bayiler saglik kontrolinden gecer)

High quality cars - £2.5Bn opportunity Poor quality cars —£1.0Bn opportunity

Lost Opportunity Analysis Market Days' Supply — Dealer health check
Assessment of dealer opportunities to improve profits All dealers get initial healh check to identify and quanify opportunity
Lost Revenue: tost Opportunity Last Month List of all the missed pricing opportunities
broes :;; '— Good MDS cars Turn by MDS
s g MDS Group | Count Sold | Count Steck | Tum
ra Ton — Sold below 100% =
oo No MDS 10 30 40
e e : e : . | In less than 30 days <20 31 23 162 Trading poor cars and souring better
T % o = 20-30 249 10| 157 =£101m improvement
o ? 55 30-40 425 355| 144
o 2 sl : M Opportunity missed in 40-50 417 374 134 297 x13.4x ¢ 68,000 = £271m
,,,,,, f- . month 50 - 60 217 245 106
| ‘ s L 3 = 60-70 120 169 85
e oor quality 70+ 207 297 84 297 x 8.4 x £ 68,000 = £170m
2.48bn Annual missed stock
e Extrate om 2 mortns at opportunity
i un |
@ INDICATA ‘mtwowwe s

Across all OEM networks this is ck1.0bn improvement

2 Opportunities = c£3.5bn per year




Indicata Dealer Pro — Making it happen on the ground

(Indicata Bayi Stok Yonetimi — Pazarda bunu gerceklestiriyor)
A full stock and pricing management tool (Tam kapsamii bir stok yénetimi ve fiyatlandirma araci)
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Retail Inventory Summary  Aivenices inciuged ~

Days In Inventory Viehicles Average Price fo Market Average Market Days Supply ‘Vehicles that may need your attenfion

34 96.7% 36

CEO overview report - branch health checker

A\ Overage Stock (>90 days old

R O-°99 181

79,99

9 100.1% 53 P ———
& not changed recently (>10 days 46
1 114.2% m
3 100.9% g o Selnavences 15
97 100.7% 44 Overage Stock (>90 days old 3 1
Too few pictures (<3 pictures 1 2
Stock warning system

Day by day stock and market price tracking

and recommended actions

o

(0=

e
L

)

Regular Customer Success engagement and review

o



Summary (Ozet)
Full stock and pricing management to drive network performance
(Bayi aginin performansini artirmak igin stok ve fiyatlandirma yonetimi)

Good used car performance = good new car performance

s your network really perform?

But

In Turkey we see the same differential between ICE and BEV What is Market Days' Supply
With the same difference in price performance Measuring a vehicle propensity to sell (for a better price)

®

MDS by Fuel Type

JAVANAVS

Residual Values?

Do your

Who sells more of your brand's used cars - your dealers or independents?

: [ B B }
u \/\/ \/»7\ : . - = r'j r.j r'j ﬁj r'j ﬁj Do your dealers have the skills to sell used cars effectively? IIlII
! [Reatpice weitredave) e 100+ 01 VS. _
Sty _ @ @ @ (i B B ) GDM o | -
@ INDICATA o sy ﬁj ﬁ r.j MARKET SHARE e
,_i%_' ..E_ T
Used car hyper-inflation has protected How many cars in the market (12) How many sold in last 30 days (12) —
used car operators B o
These dav,:;::-:;\;J;gg;.:loperawrs = a P i ,:_T,,,,,J = s ©) INDICATA
1. The market is always turbulent. 2. Understanding supply / demand is key 3. Indicatareporting a start

But hyper-inflation has protected many players

Market Days' Supply — Dealer health check

All dealers get initial healh check to identify and quanify opportunity

Pricing Strategies

Dynamic Velocity Pricing — On good stock

Market Days' Supply

Measuring a vehicle propensity to sell (for a better price)

Da NOT stock ¢ 1 high MDS
>70 » il - Loak ta price marginally above market initially -
T __ Reprice frequently

High quality cars - Br$ 2.6m opportunity Poor quality cars - Br$ 2.6m opportunity

—— Worst case: Sell before losses are made

2 Opportunities = c£3.5.0bn per year

4. Identification of opportunities to increase profit 5. Implementation of stock mgt. & price strategies 6. Opportunities to grow networks profit and
performance - supporting new car sales ( '



Many thanks

@ NDICATA

Any questions
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