Deloitte.

Profitfocus Dashboards
Your Profitfocus Dashboards - bringing your data to life.



Compatibility

Please note our ProfitFocus Dynamic dashboard is only supported by...

@ chrome
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We have improved the accessibility and visibility of your data to drive
more valuable insights and improve dealership performance

and this is how...
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ProfitFocus Reporting Architecture

In addition to (y)our existing dynamic reports (in blue below) we have added an interactive visual dashboard to assist analysis
of dealership financials (in green below). This dashboard will allow analysis of real time data against other dealers, KPIs and
benchmarks. It will also quickly identify areas of strength and opportunity.
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Let’s talk about the detalls
Dealer Dashboard



Your Profitfocus Dashboard Features

What do the dealers see? What are the benefits for dealer principals,

financial controllers and their teams?
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the left. Whilst also comparing to the $46.85M nw
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potential increase in earnings,
(displayed at the base on the right-
hand side.)
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Let’s talk about the detalils
Departmental Reports



Your Profitfocus Dashboard Features
The dealer benchmarking framework

Financials How much money am | How well am | holding

holding onto? onto it?

Income Sales + Profit Utilisation + Resourcing

What have | sold?

Highlight and view financials + Productivity and Efficiency
How much have | made in the process of How well am | using my resources?
selling it?

* Provides a high level overview of the department and its operational levers

» Easily identifies areas of opportunity through month to month graphical and key performance indicator displays
» Focuses on key drivers of a department

* Ability to easily monitor and assess real time impacts of changes on a monthly basis
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Your Profitfocus Departmental Reports
What they offer

Dealers and Franchise users have
access to these reports. To view the
entities in which they have
permissions for.

. Summary
Similarly — the reports are

interactive allowing the user to
focus on certain areas quickly and
per dealer.

Sales (vs. PY)

$1.46bn (S44.42M)

Transactional GP (vs. PY)

$4.58M

Incentives (vs. PY)

$49.41M

Other Income (us. PY)
$58.19M

Variable Expenses (vs. PY)
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income/expense figure. This
feature is available for all graphs in
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each dashboard.

Each department dashboard will highlight the key
performance indicators relevant to that department.

Each department dashboard, shows KPI
most relevant to that department as
well as the most applicable graphs.

Comparisons to benchmarks are made
easy through the graphs, whilst also
viewing the top KPIs compared to last
years results on the right.
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New Vehicle
Used Vehicle

Finance and Insurance
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Graphs can visually show the current
position of the dealership by month,
year and previous year.

Clicking on a certain month in the graph in the top
centre, or selecting it as part of the criteria will fill
the rest of the dashboard with that month’s data
only, allowing for quick analysis of certain months.

This can allow for department
managers to quickly identify the key
points of priority.



Your Profitfocus Departmental Reports

New Vehicle
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The Key KPIs for the New Vehicle Department.

Gross Profit Per Employee Average Cost on Hand
Calculation: Value of New
Vehicle Stock on Hand =+ No.
of Used Vehicles on Hand

Calculation: New Vehicle Gross
Profit + Total Number of New
Vehicle Employees

What does it measure: The
Average Value of each car.

What does it measure: The average
gross profit generated by each
member of the new vehicle sales
team. Why is it important: Provides
an understanding of the
value of the vehicles the
dealership has available to

sell.

Why is it important: A measure of
salesperson's ability to be profitable
when making vehicle sales.
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Ageing of Stock

Calculation: Value of Stock Held

for each ageing category =+ Value

of Total Stock Held

Units Sold/Salesperson

Iz b M May un ul
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36%
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91 - 120 Days

Average Cost on Hand Days Supply (vs. BM)

$36.98K 83 .

Days Supply

Calculation: (No. of New & Demonstrator
Vehicles on Hand + No. of New &
Demonstrator Vehicles Sold) x No. of
Days in Month i.e. 30.4 days

What does it measure: Measures

the mix of stock based on the
date they were brought into
stock.

Why is it important: Indicates how

long dealers are holding their
stock (i.e. being unable to sell
them).

What does it measure: How many days

worth of New vehicle stock the dealership

will need to meet the sales level.

Why is it important: Indicates how well
new vehicle stock levels are controlled.
Consistently high days supply figures
should be addressed as there is a direct
correlation to stock holding costs of the
dealership e.g. floorplan interest.

ROI (Gross ROI)

Calculation: (New Vehicle
Gross Profit + New Vehicle
Cost of Sales) x (365

Days + New Vehicle Days
Supply)

What does it measure: A
measure of the efficient
utilisation of current
investment in inventory. The
higher the figure for the KPI,
the better return a dealership

is getting from holding stock.
10



Your Profitfocus Departmental Reports
Used Vehicle

2018 Nr All ~ Measures: @ Tota
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Summary
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$374.26M 37500
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$25.65M sasum
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$13.17M

Selling Gross (vs. PY)

frermark

May Jun vg Sep  Oct v
8 2018 2018 2018

1
Jul A
2018 2018 2018 20

1

The Key KPIs for the Used Vehicle Department.

Gross ROI Average Cost on Hand Average Cost of Sale
Calculation: Value of Used
Vehicle Stock on Hand =+ No.

of Used Vehicles on Hand

Calculation: (Used Vehicle
Gross Profit + Used Vehicle
Cost of Sales) x (365

Days + Used Vehicle Days
Supply) What does it measure: The
average cost to holding a
What does it measure: A used vehicle at the dealership.
measure of the efficient
utilisation of current
investment in inventory. The
higher the figure for the KPI,
the better return a dealership

is getting from holding stock.

Why is it important: Provides
an understanding of the value
of the used vehicles the
dealership has available to
sell.

the cars.

reflect a lost gross profit opportunity.

Calculation: (Used Vehicle Retail & Wholesale
Sales - Used Vehicle Retail & Wholesale Gross
Profit) = No. of Retail Used Vehicles Sold

What does it measure: The average cost price
of the retail vehicles that the dealership sells.

Why is it important: It is used to compare the
average cost that a dealership sells its used
vehicles at, compared to the cost of holding

If the average cost of sale is significantly lower
than the average cost on hand, this may
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Used to New Ratio Used Vehicle Days Supply
Calculation: No. of
Used Retail Units
Sold + No. of New
Retail Units Sold

Calculation: (No. of Used Vehicles on Hand + No.
of Retail Used Vehicles Sold) x No. of Days in
Month i.e. 30.4 days

What does it measure: How many days the
dealership can sustain sales for based on levels of
used vehicle stock and current sales performance.

What does it
measure: Measures
the mix of used
retails vehicles sold
as a proportion of
all retail vehicle
sales at the
dealership.

Why is it important: Indicates how well used
vehicle stock levels are controlled. Consistently
high days supply figures should be addressed as
there is a direct correlation to stock holding costs
of the dealership e.g. floorplan interest.



Your Profitfocus Departmental Reports
Finance and Insurance

Year

Sales and Profitability

208 g

Finance Penetration

May  Jun  Ju
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Dealer

All ]
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Income (vs. PY)

Income Mix

$4.82M 53107

Month Year Jun 2018

Total Expenses (vs. PY)

Gross (vs. PY)

$3.48M sir24900

The Key KPIs for the Finance and Insurance Department.

F&I Income per Vehicle
Retailed

Finance Penetration — New Insurance Income per
Retail Sale - New
Calculation: No. of New Finance Contracts
-+ No. of Retail New Vehicles Sold Calculation: Total New
Insurance Income =+ No. of

Retail New Vehicles Sold

Calculation: (Total New & Used
Finance Income + Total New &
Used Insurance Income) + No.
of New and Used Retail Units
Sold

What it measures: The percentage of
customers who purchase a new vehicle
and also purchase finance. What it measures: The
amount of insurance
income received on
average for each sales
contract written on new

vehicles.

What it measures: The average
F&I income received on average
for each sold by the dealership.

Why is it important: Indicates how
effective the salesperson is at converting
new vehicle customers into finance
customers.
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Finance $3,713,204.28

Semny wioss/Employee (vs. BM)

F&d Income/Employee {vs. BM)

F&I Income per F&I
Employee

Calculation: (Total Finance
Income + Total Insurance
Income) =+ No. of F&I
Employees

What it measures: Indicates
how effective the department
staff are at earning F&I
income - a measure of
income.

Vehicles Retailed per F&I Employee

Calculation: No. of New and Used Retail
Units Sold + No. of F&I Employees

What it measures: Measures the size of the
opportunity available to F&I employees to
sell F&I.

Why is it important: If this figure is high, it
may indicate that capacity for more staff
to be put on at the dealership. This would
be validated if the figure for finance
penetration was also low.
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