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What we do & Why it Works?

Brings Cutting-Edge
Industry Intelligence to Auto Dealers and their Management
Teams and does so Conveniently & Economically!

Way back in 1980 we recognized that auto dealers and their management teams operated often in
isolation and needed a way to connect with, and learn from, industry experts and their peers. In the
early days that need was supplied by articles and reports on specific topics; today it is primarily supplied
via Webinar events — Live and Recorded.

Weekly Live Webinar Events! DealersEdge® identifies topics often representing
new strategies and tactics that are or should be of immediate interest to auto dealers
and their managers. We then seek out the most knowledgeable and savvy subject
experts in the business to present a 60 to 120 minute Webinar presentation on that
topic.

Our presenters are in most cases names that you will recognize as leaders in their area of interest and
specialty. They will often be the same speakers that draw large audiences at industry conferences and
conventions. The primary difference is that you do not have to travel or otherwise be away from the
dealership to participate.

This Continuing Management Education platform brings the experts to you in the most convenient and
economical way possible. Top dealership managers and their management teams can take part without
leaving the dealership or expensive travel.

7 On-Demand Webinar Recordings!
Video Library  Thjs js not a static list of topics — it updates weekly to constantly meet your needs! Each
Live Webinar program is recorded and quickly becomes available in recorded form on
[ B i our super-fast streaming video service. Our library of recorded programs now holds
around 100 titles and is updated weekly. New programs are added while older and no
4- longer viable programs removed.

Print Articles & Reports! Information, similar to that contained in the Webinar
programs, is also provided in newsletter and report formats and is delivered to our
subscribers via email and PDF downloads. Our article and report archives hold over
3,500 titles and are searchable online.

Everything is Available a’ la carte or via Subscription! Each of the resources
mentioned above is available for online purchase and use individually, or you can subscribe and obtain
unlimited access to all resources on a yearly basis via the

Whether your purchase individual programs and topics or you subscribe to the VIP Season Ticket you are
always certain to have immediate access to the very best information from the very best subject experts.
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What we DON'T do & Why Not...
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Primary Benefits of the DealersEdge® VIP Season Ticket:
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Primary Features of the DealersEdge® VIP Season Ticket:

This Plan Delivers...
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How VIP Season Ticket Subscribers Employ this
¢4 Continuing Management Education Service in their
? \ Dealerships:
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One VIP Season Ticket Subscriber holds monthly management meetings. These meetings include all
managers. In the past these meetings often regressed to discussions over trivial and mundane issues.

If an effort to bring everyone to the same page, the dealer started assigning specific Webinar recordings

to one or more of the managers. Their assignment was to listen to and study the presentation, and then bring a report to the
managers' gathering. They were also asked to recommend to the team whether or not what was presented in the Webinar is
something that fit their needs and should be pursued. Actions plans were constructed and individual responsibilities assigned;
due the next meeting.

Another VIP Season Ticket Subscriber requires the entire management team to gather for an
extended lunch in the Conference Room. The Dealer or General Manager chooses a Webinar
Recording for each gathering that is played on the large flat-screen TV in the room.

Over pizza or some other lunch that is delivered to the meeting, the management team watches and listens to the presentation
as a group. Once completed, a discussion follows about how the ideas presented may be applicable to their store or dealer

group.

Some dealers do not take a formalized approach to the employment of these resources among their
management teams. However, more often or not one person becomes the "reviewer" of the programs
with an eye toward recommending or assigning them to others.

One dealer-subscriber tells us that as he reviews a recorded Webinar, he loves the fact that he can pause
and rewind. He tells me that often this has resulted in him stopping the program and calling one of his
management team into his office to watch and listen with him. In most cases, this is because whatever
the presenter was saying was hitting home and addressing a recognized need within the dealership.
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"It is a tremendous tool for the money. We are able
to obtain a lot of expert advice that otherwise would
not be available to us. I wouldnt hesitate to
recommend the DealersEdge Webinar programs to
any Dealer.

"We typically have more than one person sitting on
any single Webinar. It is also very handy to be able to
go back to the recording and see something more
than once, or to pull up an idea that one of your crew
might have missed. All in all it is the best tool for the
automotive business I have seen in years.”

Bo Weley

| am very satisfied with the Deal ersEdge continuin g
education webinars! As part of my role of Human
Resources Advisor at Davis Automotive Group, | am
responsible for training in each of our dealerships. |
personally try to take in as many Webinars as
possible and always ensure that other employees are
aware of what is available to them. | find the
information very current and relevant. | really like
being able to offer employeestraining at our
convenience. Itisalso avery cost effective.

I will get a group together to takein a live Webi nar
in the boardroom. Or if the timing doesn t work for
us, we will watch a recording when it smore
convenient. | try to get the right people watching or
attending the webinars that are most appropriate for
their responsibilities. To accomplish this| preview
each program, usually on my own time, in order to
share the appropriate opportunity for each manager.
During our weekly management meetings | never
miss an opportunity to suggest a webinar that
addresses our needs!

Cindy Donaldson
Human Resources Advisor, Davis GMC Buick Ltd —
Alberta

| find the webinars very insightful and valuable.
Some of our staff watch the Webinars live, most
including myself prefer the steaming video
recordings. | like to watch them on my schedule and
often need to, and actually like to, stop the program
when a thought or idea istriggered. Sometimes| act
on it immediately ...sometimes | stop the recording to
take notes and still other times | grab a manager or
employee to share it with them.
Adam Barish, Dedler

Route 23 Honda, NJ
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Sarah J Grant, Controller
MidWest Ford Lincoln ToyotaKS

"We are completely satisfied with the VIP Season
Ticket program. It represents a tremendous value
even for a small store like ours. We find that many
education programs are a good deal if you are a
mega dealer, but not such a great deal for us little
guys. Thanks for keeping the cost on this reasonable.

"We are watching as a group sometimes and
sometimes at home. It's great that the programs are
recorded for later viewing because we cannot always
see them when they are
scheduled live.”

Larry Davis, Dealer
Pointe Buick GMC
Penns Grove, NJ 08069

Yes, these are good resources. | would recommend
the DealersEdge Season Ticket to others, however, |
would caution that in order to get the maximum
benefit, the entire deal ership/organization would
need to utilize it. The range of topicsis very broad,
S0 you may want someone from parts & servicesto
view one week and then internet sales the next.
Upper management teams or individuals with broad
interest can benefit from the diversity of topics.

Most of thetime 80% - | access the recordings.
The other 20% of the time | can attend a live
session. There are some very good recorded
webinars and thisis probably my favorite feature of
theresource. If live access was the only option, |
would see a lot lessvalue. The ability to watch the
recordings on your own timeis huge.

Michagl Reishman =5 =
Internal Audit M anager im{“
Sonic Automotive h



Just a few of our favorite VIP Season Ticket Holders..... -
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DealerSEdge fi Webinar Presentation Schedule Next 4 Weeks
VIP Season Ticket Holders get All No Charge! Everyone Else - $298 Each!

October 27th

How to Get In Front of the Smart Phone Wave in Your Dealership
‘ A business plan to utilize Smart Phones to reach more customers for sales and service

S
5 \| If it seems like nearly everyone has one of these mobile devices it's because nearly everyone does. And they use
— them! 81 million smart phones are now in use. 68.7 million people consider themselves frequent texters. 97% of
. text messages are opened and read. Mobile phone use is no longer the exception, it's the rule!

What is your dealership doing to reach these potential customers for sales and service? Some dealerships report receiving 40% of their
website traffic from mobile devices. And by 2013 it is estimated that smart phone searches will outnumber desktop and laptop
searches. Join dealership marketing expert Paul Potratz on October 27, 2011, as he presents a special DealersEdge webinar providing
an in-depth review of mobile marketing strategies for car dealers to increase sales leads, and service and parts customers.

Presenter: Paul Potratz, COO of Potratz Advertising

Reg $298 Free with VIP Season Ticket
November 3rd
How to Change Your Advertising Strategy to Match Consumer Behaviors
" :’:Tn.. How should you use this info to restructure your marketing spend to build a bridge to the customer!

| Today the buying decision point almost always occurs months ahead of the visit to the dealer. How to align your
” e marketing/advertising budget with this new car shopping reality. Traditional advertising strategies for Auto Dealers
: just do not work anymore. No longer can you rely on stimulating demand via traditional advertising messages to
put more "ups" in the showroom. Traditional advertising still plays a role in "stimulating" the demand, but the next step is not a visit to
the showroom. The next step is online research - with its many facets. If you pass this test, you have a better chance of seeing that car
shopper in your dealership. Fail and they will buy from a more-savvy competitor. This is the Zero Moment of Truth (ZMOT). Attend this
Webinar and learn how you can restructure your marketing strategies to win the customer at ZMOT. Learn how to re-think and reform
your advertising budget in light of these new realities.
Presenter: Brian Pasch - PCG Digital Marketing - One of Inc Magazine's 500 Fastest Growing Private Companies
Reg $298 Free with VIP Season Ticket

November 10th

1004 SERVICE ABSORP“DN‘fi:-

How to Achieve & Maintain 100% Service Absorption
A strategic plan drawn from case studies of peer dealerships regularly exceeding 100% Service Absorption

Long the holy grail of dealership profitability, 100+% Service Absorption, has been an elusive target for most
dealerships. But the professionals at Nickelsen Partners have studied a number of dealership organizations
where 100+%service absorption is the norm and not just an idealistic target that no one expects to hit. They
consistently attain 100+% Service Absorption!

One of the things these dealerships have in common is that they went far beyond just setting a goal. Their strategic plan was re-
engineered and the entire organization mobilized to achieve this previously difficult-to-attain profitability benchmark.

Join us and learn how you too can attain 100% Service Absorption.
Presenter: Steve Nickelsen - Nickelsen Partners

Reg $298 Free with VIP Season Ticket

November 17th

What's New in Service Lane Selling - Building a Consistent Selling System
Case Studies of how service departments have achieved huge sales increases by consistently delivering a
professional selling presentation.

How can your service department create the consistent selling process so often in evidence in the showroom?
This question has vexed dealers and service managers for decades. The selling discipline taught and enforced
in so many dealership showrooms is almost always absent once you get to their service drives. On November
17th, system-selling guru, Steve Kwiatkowski of Liqqgid Express. will bring you real life examples of dealerships employing new tools to
impressively increase maintenance package sales. Meet some of the dealer and service managers as they tell you how their success
was realized. We all know there are huge profits to be earned in these sales now you can learn how o ther dealerships have achieved
their success in selling more high-profit maintenance packages. Presenter: Steve Kwaitkowski of Liqgid Express

Reg $298 Free with VIP Season Ticket

All Webinars are Regularly $298 when sold outside the VIP Season Ticket - Season Ticket holders can log on and gain no-charge
access at http://seasonticket.dealersedge.com Call 800.321.5312 if you require Log In assistance Ask for Member Services!

But if you are not a VIP Season Ticket Holder See the details and/or order now at http://buyseasonticket.dealersedge.com




