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SCHEDULE OF EVENTS

2:00 p.m. State of the Industry
The Economy — Charlie Chesbrough
The CUV Tsunami — Zohaim Rahim
The Scores at Halftime — Michelle Krebs
Then and Now — Michelle Krebs
Q&A

3:00 p.m. Break

3:15p.m.  The State of Change
Predictions — Mark O’Neil
Accelerate — Jessica Stafford
Evolution of Mobility — Isabelle Helms
Subscription Landscape — Drew Heckman
Q&A — Rebecca Lindland

4:30 p.m. End

COx AUTOMOTIVE®




PREDICTIONS FOR
THE FUTURE:
DEALERSHIPS IN
THE AGE OF
MOBILITY

Mark O’Neil | COO Cox Automotive
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There's no chance that
the iIPhone Is going to
get any significant
market share. 39

Steve Ballmer
CEO, Microsoft
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L€ The instruments through
which we shall be able to
[see and hear each other]
will be amazingly simple
compared with our
present telephone. A man
will be able to carry one
In his vest pocket. yy

Nikola Tesla
Inventor
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€€ 30% of all Porsche
cars will be sold
online by 2025. %)

Klaus Zellmer
CEO, Porsche N.A.
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TRUTH #1
0 prefer to do at least
one of the purchase
o steps online

TRUTH #2
o want to finish
89 / the process at
0 the dealership
TRUTH #3

are more likely to
0 buy from a
 dealership with

online process
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Rethink)X

k€ By 2030, 95% of all US
passenger miles will be
served by transport-as-a- <
service providers who -
will own and operate
fleets of autonomous
electric vehicles. %9

Tony Seba
Principal, RethinkX
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RANGE OF MOBILITY MODELS / /
EXPANDING CONSUMER OPTIONS /
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/ / PASSENGER MILES INCREASE BUT /
SHIFT TO FLEET-OWNERSHIP

»

TODAY FUTURE
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40% REDUCTION IN CONSUMER SALES
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Rooftops per group

DEALER ROOFTOPS DECL

OWNERSHIP CONCENTRA ASES / /
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FRANCHISE ROOFTOPS

Rooftop Throughput
(Consumer Sales per rooftop)
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DEALER BUSINESS MODE

How can dealers monetize future Incremental Business Model
mobility models?
What assets & capabilities are needed? Mobility
- Services Model
© Usage-based,
5 fleet driven
m
S
c
© Consumer
i Owned Model
Asset-based,
consumer driven
Present Timing 2034
Cars per Household 1.9 1.2
Fleet, % of SAAR  17% 43%
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DIGITAL DISRUPTION
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FLEET MANAGEMENT
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SUBSCRIPTIONS
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one monthly subscription
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TECHNOLOGY ADOPTIO' / /7
[

Electricity - 46 Years

Telephone

Q
o P .
S Radio
“
S 30
oF =
o Television - 26 Years
$ 25
QO
2 2
$
S 15
I Cellphone
Internet 7 Years
5 Social
Media
0
1867 2017
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—/Accelerate

BUY FASTER

WINNING IN THE
NEW RETAIL
ENVIRONMENT

_ | \ Jessica Stafford | General Manager
Sl ‘ of Autotrader

Autotrader @

Cox AUTOMOTIVE®



A CALL FOR A
SOLUTION

WHAT IS DRIVING THIS
DISRUPTION?

1%

less than 1 percent of vehicle
buyers are happy with the car
buying process today

Cox AUTOMOTIVE®




CONSUMER
EXPECTATIONS
HAVE SHIFTED

CONSUMER DECISIONS ARE Bten
DRIVEN BY EXPERIENCES , : ‘ -._-._‘:_:.z-;',:_-f-.-‘:
SEVCERINE ' | :

Transparent buying process

Better experience with
technology

Cox AUTOMOTIVE®



NOT ALL DEALERS
ARE EMBRACING

LOSING CONTROL
DEAL STRUCTURE ONLINE
F&I MANAGER RESISTANCE

Cox AUTOMOTIVE"



WINNING IN THE
NEW RETAIL
ENVIRONMENT

BEST PRACTICES

Sell the car, not the appointment
Dedicated digital retailing staff

Push advertising to drive
engagement

Cox AUTOMOTIVE®



—/Accelerate

BUY FASTER

CREATE SEAMLESS
EXPERIENCE

KEY DIFFERENTIATORS

Kelley Blue Book
Integrated financing
F&I education

Embedded experience

Autotrader @

DEALER.COM

w Kelley Blue Book

Cox AUTOMOTIVE®




—/Accelerate

BUY FASTER

MARKET
PENETRATION

SHOW
N
S
—h
oo

(ACCELERATE ON AUTOTRADER)
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—/Accelerate

BUY FASTER

A MORE EFFECTIVE CONSUMER & DEALER EXPERIENCE

11 Did my first digital retailing deal. It was so
streamline and the customer loved it. The
customer did entire process, including
trade value. She said it was the guickest

and easiest experience buying a car. ”

Cox AUTOMOTIVE®



OUR VISION:
CONNECTED RETAILING

NEARLY HALF OF BUYING
EXPERIENCES BEGIN
ONLINE, AND THEN MOVE
BACK AND FORTH,
OFFLINE AND ONLINE

Source: Bain Capital Global automotive Consumer Study; 2017

Autotruder@ Kelley Blue Book
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CONNECTED RETAILING

THIS IS A NON-LINEAR
CONSUMER EXPERIENCE
WITH MULTIPLE
OPPORTUNITIES TO
PROVIDE ENGAGING VALUE

Cox AUTOMOTIVE®
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THE EVOLUTION
OF MOBILITY

a 3-Part Research Study

Isabelle Helms | VP Research
and Market Intelligence
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FREEDOM AND
INDEPENDENCE OF
VEHICLE OWNERSHIP

Cox AUTOMOTIVE"



ANTICIPATE A SHIFT IN
PRIMARY MODE OF
TRANSPORTATION

14%

will not use a vehicle they
own as their primary mode
of transportation in 5 years

o among Millennials
2 7 o (23-36 years old)

Cox AUTOMOTIVE®



AN EXPLOSION OF
ALTERNATIVES ARE
SURFACING

Cox AUTOMOTIVE®



MOBILITY SERVICES MODEL

Traditional Ownership

" : Public Transportation
Traditional Ownership

_ _ Taxi / Rideshare
Public Transportation

__ Ride Halling
Taxi / Rideshare
Shared Ownership

Subscription Services

Cox AUTOMOTIVE®
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RIDE-HAILING SEEING
SIGNIFICANT GROWTH

2015

7 3 0/0 AWARENESS 8 8 o/o AWARENESS '|'1 5
22% USAGE /| i

39(%) USAGE
7

COX AUTOMOTIVE e Source : Cox Automot ive
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CAR SHARING
STRUGGLING FOR
GROWTH

2015 7 2018 ANGE

43 0/0 AWARENESS 540// AWARENESS +11
1 20/0 USAGE k( 1 40/o USAGE +2
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CAR SUBSCRIPTIONS
SHOWING APPEAL

2018 ?“ =

2 5 0/0 AWA‘R‘T\lESS
i 109w
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THE APPEAL OF CAR
SUBSCRIPTIONS

(AMONG THOSE AWARE)

best/newest in-vehicle
technology

1 Allows me to access the

Minimal effort in
maintaining/repairing
the vehicle

Ability to drive the
vehicles | want and it
offers flexibility

COX AUTOMOTIVE K } Source: Cox Automotive
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EVOLUTION OF MOBILITY STUDY

PHASE 1.

Understand consumer
acceptance of emerging mobility
options over last 3 years

1,250 consumers ages 12+

Release: Q3

Cox AUTOMOTIVE®

PHASE 2:

Understand dealer awareness,
perceptions and readiness of
emerging mobility trends

400 automotive dealers

Release: Late 3Q18

PHASE 3:

Understand the mobility choices
consumers would make
assuming all mobility options
were available, considering
trade-offs on monthly costs,
convenience, etc.

2,000 consumers ages 12+

Release: 4Q18




SUBSCRIPTION
LANDSCAPE

Drew Heckman
Chief of Strategy, Flexdrive

Cox AUTOMOTIVE®



THE EVOLUTION OF CONSUMER MOBILITY

_ti . -
e bse AutoNation:.  CARMmMaXx CARVANA

Occasional Use
Rental

Hertz. WiBudget & SILVERCAR

zipcar @ TUROY  EIReachNow M/VEN
Sonterprise €) Getaround

CarShare

Daily/Hourly/Use
Car share

oo o @xa usBer Yyt W (Drvorem




HISTORY OF @ FLEXDRIVE

? March 2014 ® October 2014 May 2015
Cox funds Pilot launched Cox funds
Flexdrive POC in Atlanta with $15M

Uber expansion
i~ —
~, -
~, P
~,
~
2013 < g
~ — 1w -
Sept. 2013
Flexdrive conceived Aug. 2014 Jan. 2015
during Cox EOS Insurance MVP app
leadership program ¢ secured ! launches °
Cox AUTOMOTIVE"

Sept. 2015
App v2
launches

June-Aug 2015
Dallas, Nashville,
and Austin markets
launched

Sold off
fleet to
transition
to software
model

May, 2017
Launched first
Dealer
(Atlanta)

May, 2017
Flexdrive spun
out as a 50/50
JV between
Cox & Holman

? October 2017 ? December 2017 $June 2018
Dribe Denmark | Launched Launched
launched Express Drive AutoLogiQ

in Atlanta, San (Canada)
Fran, Los
Angeles,
Philadelphia,
Houston

- T ~,

re ~,
e o 2018

7

~

~ o _

May-October, 2017 April - June
Launched four 2018
additional Launched 6 new
Rooftops (Austin, rooftops
Philadelphia, (Dallas, Fort
Cherry Hill, Worth, Miami,
Turnersville) Fort Lauderdale)

A



2005:

THE GRAVES
AMENDMENT
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SUBSCRIPTIONS:
A BUSINESS
OPPORTUNITY

RECURRING FIXED IMBROVED
REVENUE ABSORPTION CSl

With a consumer subscription A subscription not only includes Create customer loyalty

offering, dealer can shift away pre-paid maintenance, but and retention

from asset-based transactions also ties a vehicle to a specific

and develop a stable, dealer for required service The addition of subscription

recurring revenue stream model enables customers
Increase fixed absorption the opportunity to get in and

Create revenue on out while the dealer holds

stale inventory Service, parts and body shop the “EQUITY”

Create market differentiation

Cox AUTOMOTIVE"
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SUBSCRIPTIONS:
A VALUE PROPOSITION
FOR CONSUMERS

<

NEED A CAR

Ease of Access
Ease of Ownership

Ease of Disposition

Consumers extremely or very
interested subscription services tend
to align with the following:

- Lease or intend to lease a vehicle
- Own a recent model vehicle

- Based in/nearby a large city

Cox AUTOMOTIVE"

Males 21-39
Drive for work
are primary demographics

Variety
Adventure

Enjoyment




COMPETITIVE
LANDSCAPE

@ FLEXDRIVE yOyo
. @ ® PASSPORT

CARE BY VOLVO

BOOK

BY CADILLAC
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& App Store
BOOK
BY CADILLAC
Introducing a New Luxury Vehicle
Subscription Service from Cadillac

Be among the first to experience this exclusive new program that offers more
possibilities for luxury drivers.

PORSCHE

PASSPORT

OEM VEHICLE SUBSCRIPTION PROGRAMS

Seize the moment.

PERE WARINETING Drive the Collection.
R EAC H I N G N EW CU STO M E RS . an en'tire range of vehicles.

DEVELOPING NEW BUSINESS MODELS

FEAR OF MISSING OUT




v MOBILITI DEALERS ~ ABOUT ~ NEWS  FAQ  CONTACT

: . ) ) Ongoing value
Get the caryou"Weant, without R g L : ST
"‘v : plm‘—?ﬂ rborrowing, ) - s“ : o / e - B |

On-demand
fulfilment

L B $943 ) N X X Anywhere,
\ \ . S X 3 : real-time

. N N RS R ¢ g - i g

(v

Memorable
experiences

Flexibility to swap into any car you want as your needs change

NON-OEM PROGRAMS

SOFTWARE START-UPS
FLEET MANAGERS

FINTECHS

GET YOUR BORROW ON!

First choose a BORROW category of electric car - City, Premium, or Platinum - and thena 3, 6, or 9 month term. You'll be on the road in 3 to 5 days. > Ci CA R I I A

PREMIUM PLATINUM

Carma Car
Month-to-Month Car Subscription

For one monthly fee, you get your own car with insurance, maintenance and
roadside assistance included. No down payment and month-to-month
flexibility. Carma subscription is the future of driving.

Looking for our car subscription software? Click here.

Nissan Leaf

i\ ' g HOW IT WORKS =% CHOOSE YOURPLAN
Coming Soon..TeslaMode! § SO - ai v g ?



SUBSCRIPTION SERVICES LOCATIONS

i
Worth TX,
IM% FL,

ArlaBtgh>RC
LdashmigeledN CA
S anAnGECo, CA
S89A, X,
TR BT

(Mg dBANJ
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SUBSCRIPTIONS:
A STRATEGIC
OPPORTUNITY

@ FLEXDRIVE

B Q C assrorr

CARE BY VOLVO

BOOK

BY CADILLAC
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Q&A
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