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Supply of 0-6 year old used vehicle units
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Sales Mix at Manheim

71% of vehicles were 6 years old or younger just back in 2020, but that has dropped to 57% today.
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Used Vehicle Sales and Supply

Following a tight summer, retail days’ supply of new and used have risen to levels last seen in February
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5 Most Common Methods to Acquire Inventory

w1 rades (Seen & Unseen)

e JSecrvice Drive

Group Inventory Transfers

KBB ICO / We Buy Cars / Shopping (F.B. / CL / Ebay)

e Auction (Virtual & Live)
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Sourcing From Consumers: CarMax

FY Q1 2026 FY Q2 2026

Bought 336,000 vehicles from consumers and Bought 293,000 vehicles from consumers and
dealers, an increase of 7.2%. dealers, a decrease of 2.4%.

288,000 vehicles were purchased from 262,000 vehicles were purchased from
consumers, up 3.3% consumers, down 2.7%

48,000 vehicles were purchased through dealers, 31,000 vehicles were purchased through dealers,
up 38.4% up 0.2%

*Compared to prior year’s Q1 *Compared to prior year’s Q2
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Sourcing From Consumers: Carvana
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Let’'s Do Math

How many cars do you sell?

How many RO’s does your service department

write?
How many customers does that take?
How many services customers can we engage?

Expected results (Appraisal Effectiveness)

Looks per sale?
Looks per RO?



Appraisal Effectiveness

Janda Automotive
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Measuring

Appraisal Effectiveness Metrics

oemeny WA raan i | s | oprasa | (RO | ORI oo | EUD | e s SR 0L V| AT
Brake It Till You Make It 55% 95 174 132 76 19 39% 21% 35% 66% 10% 87% 0% 1 55%
Motors

Clutch & Go Auto 51% 128 253 192 76 18 51% 19% 66% 1% 77% | 100% 0% 25
Wheel Deal Auto Group 48% 87 182 141 77 10 65% 19% 70% 73% | 89% 92% 0% 0
Lemon-Free Legends 45% 133 293 230 78 11 64% 15% 100% 67% | 74% 77% 0% 5
Gas & Giggles Garage 88% 385 | 436 344 79 31 27% 15% 26% 43% | 57% 7% 0% 19
Honk If You Need a Car 31% 108 | 349 284 15 39% 9% 67% 49% 4% 73% 1% 2
Tire-d & True Motors 84% 89 106 01 14 65% 20% 45% 85% | 50% 82% 0% 4
Zoom Zoom Emporium 59% 89 152 136 12 73% 13% 52% 78% | 67% 96% 0% 30
Brake Dance Motors 50% 135 | 269 243 18 60% 11% 28% 21% | 99% 91% 0% 0
75% 215 | 287 260 35 70% 17% 57% 36% | 100% | 100% | 59% 3

The Car-ma Connection
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Old — LTB by Source

CHRYSLER DIRECT (ONLINE)

COLUMEUS FAIR AA

Off Street Purchase
Cpenlane

Trade-In (Mew)
Trade-In (Used)

- Report Filter
From Date | 8/1/2025 I=
ToDate 101172025 I=
vehicle Source [ gajact Al Kbb Instant Cash Offer SIXT
ACV Auction (ONLINE) Lease Return SMART AUCTION (ONLINE)
ADESA (LIVE) MANHEIM (LIVE) STOCKWAVE OFFERS (ONLINE)
AMERICA'S AA (LIVE) Manheim SUBARU SOLD (ONLINE)
APPRAISAL Mazda Financial Service
Appraisal NMAC (OMLINE) Service Department
EMW DIRECT OPENLANE {OMLINE) Service Lane
BMW DIRECT (ONLINE) OTHER Sight UnSeen
BUY CENTER OVE Sight Unseen
Backlot Cars OVE (OMLINE) Smart Auction
Body Shop Off Street TOYOTA DIRECT (OMLINE)
CAR OFFER (ONLINE) Off Street / By Owner Trade In
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VSOURCE

Appraisal

BUY CENTER

GM DEALER (ONLINE)
Lease Return

Manheim

NMAC (ONLINE)
OPENLANE {ONLINE)
OTHER

OVE (ONLINE)

RENTAL CAR COMPANY
SERVICE DEFARTMENT
SIGHT UNSEEN

Smart Auction

Trade-In (New)

Trade-In (Uzed)
Appraisal

BUY CENTER

GM DEALER (ONLINE)
Lease Return
OPEMLANE {(ONLINE)
OVE (OMLINE)

Purchase

RENTAL CAR COMPANY
SERVICE DEFARTMENT
SIGHT UNSEEN

SMART AUCTION (ONLINE)
SUBARU SOLD (ONLINE)}
Trade-In (New)

Trade-In (Used)
APPRAISAL

Appraisal

BUY CENTER
CHRYSLER DIRECT {(ONLINE)
GM DEALER (OMLINE)
Kbb Instant Cash Offer
Lease Return
OPENLANE {ONLINE)
OVE (ONLINE)

Off Street

RENTAL CAR COMPANY
Service Department

Sight UnSeen

Smart Auction

Trade In

Trade-In (New)

Trade-In (Used)
Appraisal

BUY CENTER

GM DEALER (ONLINE)
Lease Return

APPRAISALCOUNT

LTB  Taken In
G

@

(=)

=

=
&
= ON O WO WO WO RN SN 00 0RO NE OGSO NGO NS00 N

AVGPROFITOBJECTIVE

51426
51078
5-681
5694
5-1819
5771
5-1374

PCTWITHIMAGES

T9%
100%
50%
5%
0%
0%
30%
100%
0%
38%
45%
28%
14%
5%
67%
95%
100%

AVG_Adj_CTM
0%

28%

101%




Appraisal Tab
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Old LTB Analysis

Sam Jones

Connor Smith
Adam Richards
Patrick Dunn

Bruce Wayne
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Channels & Sources — Merge & Create

2 2 & & & & &
R &8 8 8 R RKX
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NEW — LTB Source

Source | Channel

Appraisals Live Market ProfitTime

Starting .. Toggle .,

Sources T Appraisals T, % Ty Distance ¥ ) on ¥

(Mot specified) (. 1.333 17%

2. Trade-In ... s L2 1.458 2%

2. Trade-In ... ! ‘e 1.628

2. Trade-In ... (a) 0.76

2. Trade-In ... ! (o) -0.444

2. Trade-In ...

2. Trade-In ...

2. Trade-In ...

3. LTI Trade-In

3. LTI Trade-In

3. LTI Trade-In

3. LTI Trade-In

3. LTI Trade-In

4. sight Uns...

4. Sight Uns...

4. Sight Uns...
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NEW — LTB Channel
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Channels

Trade In

Sight Unseen

Service Drive

(Not specified)

Total

Appraisals
Appraisals %
500 61%
440 30%
122 8%
6 0%
1468 100%

Taken
In

492

119

32

645

LTE

54.7%

27%

26.2%

33.3%

43.9%

Live Market

PTM

101%

100%

990%

103%

100%

88%

89%

95%

87%




Bulletproof

Dial In Appraisal Process / Quality / Quantity

» Measure Accurately
» Source, Appraiser, Salesperson, Customer
» Completeness
» Photos, Accurate Recon, OBDII Scan, Notes

s ldentify and Pursue Critical (Core) Inventory

» Transactional Historical Data
* Lean into successes — ldentify vehicles you cannot live without
* |dentify areas you need to improve or need to become active in

Acquire From Individuals, If You Can. Auction If You Must.

» Track Appraisal Volume
* Retail, wholesale
» Salesperson
» Source
» Use New Vehicles to Drive Acquisitions
* Service drive
* Owner base
* Avoid happenstance inventory
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Consumers Expect the Dealer to Explain the Trade-in
Process

Builds Transparency
& Trust

say it is highly important to
know exactly how and why the

dealership got to the offer
amount

Informed Decision-Making &
Negotiation Aid

More important to those who are... Fairness & Accuracy

# younger consumers
# disposing newer vehicles with lower mileage : . :

P 9 9 Increases Confidence & Satisfaction
& disposing luxury vehicles
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Source: 2024 Cox Automotive Connected Appraisal Research // © 2024 by Cox Automotive, Inc. All rights reserved.



Consumers Expect the Dealer to Explain the Trade-in
Process

“Knowing exactly how and why the dealership
arrived at the vehicle offer amount is crucial
because It ensures transparency and helps me
feel confident that the offer Is fair and based on
accurate market data.”

VAUtO . Source: 2024 Cox Automotive Connected Appraisal Research // © 2024 by Cox Automotive, Inc. All rights reserved.
by Cox Automotive



Detalled Recon
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OBD Il — Itemized Mechanical Recon from Scan

V|N"‘I'E DIAGNOSTIC STATUS REPORT

Check Engine

Status Light Other Dash Lights  Trouble Codes Codes Reset Emissions Arbitration
g
- & K
~ &
Exception off Off Active: 2 Reset Fail Risks: 1

Vehicle Details )
Exception Summary

2019 HYUNDAI TUCSON
KM8J3CA40KUBA2665 ]ID
4 DOOR SPORT UTILITY VEHICLE 1

Fuel 30.2%
Batftery 14.1 Volts

No. Explanation

Diagnostics indicate possible weak battery/charging system which may be causing significant electrical faults. Address charging
system issues and rescan the vehicle fo see if faults clear.

2. There are two Current trouble codes reported.

3. There are two issues identified totaling $2,163 (based on a labor rate of $184.00 per hour).
System Scan Summary

Standard SAE Scan

4. There are two systems affected by trouble codes: BATTERY, CATALYST

&. Generic Emission Diagnostics L The vehicle indicates a manual reset of emissions related issues by either a scan tool or battery disconnect.
A;ivanced OEM Scan 6. There are two failed emissions monitor tests which may prevent emissions certification.

& Engine Confrol Module (ECM) 7. There is one issue that may present arbifration risk as defined in the 2024 NAAA guidelines.

é Transmission Control Module (TCM)

#, Antilock Brake System (ABS) Diagnostic Issue & Deduction Guidance Summary: Total: 2

Suppl tal Restraint and Airb SRS
,45 upplemen estraint and Airbags ( )] 5T Arb
®, Body Control Module (BCM) Issue Suggested Repair Part(s) | Cost Risk

& Occupancy Detection Sensor (ODS)

— L Catalytic converter driver side fault. Check aftermarket parts, 02 sensors, Driver side catalytic &
Q Tire Pressure Monitoring System (TPMS) replace catalytic converter converter $1452 $258 =
@ Indicates Successful System Scan Check battery voltage and charging system. For vehicles with 2 batteries,

check Battery A first. Edileny P32 )

DSR Report Details

Report Date: 1/02/2025 Manual Reset & Emissions Trouble Code Set Analysis

Report Time: 01:27 PMEST The vehicle indicat I t of emissi lated i by eith tool or battery di ct. Reset d0 |

Report ID: PR-0004750049 e ve |§e indicates a manual reset of emissions related issues by either a scan tool or battery disconnect. Reset occurred 0 warmup cycles
and 51 mi ago.

Module 1D: B-11852

Versions: 01.05/03.03 Cleared emission related issues have not returned since manual reset.
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Next Level Itemized Recon
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Next Level Iltemized Recon - PDF
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Consumer Offer / Print-Out
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UVeye Integration — Coming Soon!

‘ 0 Appraise with vAuto
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VAuto Exclusive UVeye Integration
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VAuto Exclusive UVeye Integration

Workflow &
Integration
Challenges

Platform Switching
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Reconditioning
& Appraisal
ISsues

Recon Visibility and
Editing

Photo
Management &
Merchandising

Photo Transfer
Improvements

Usability & Ul
Enhancements

Ease of Use



Common Problems
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Where Is Market Report?
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vAuto Market Report

—
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Vehicle DNA — Declined Services
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Vehicle DNA Example

@ Customer Trade/Two Months after it was purchased:

Sister Store Recon
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More Transparency = More Satisfaction & Confidence!

were provided details of the 6 0 - : :
56% reasons behind the offer amount 4 /O UIEITE SELISIER (il e Ll

Among those who were given Among those who were NOT given
reasoning behind the offer... reasoning behind the offer...
76% Satisfied with the information 50%

provided on how dealer got to the
offer amount

+55% 72% More confident in the offer amount 17%
69% Satisfied with the final offer amount 60%
83% Satisfied with the disposal process 70%
overall
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What Do | Need For High Capture Rate?
‘ Accurate ‘ |dentified & Targeted
Reconditioning Inventory Needs
o —

3rd Party Verification
‘ Appraisal Review
Meetings

. Strategy per Channel

vAuto

by Cox Automotive

=



Yesterday | Today | Tomorrow: Are You Continuing To
Evolve With The Market?
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