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Mayline Kwik-Ship Pageiof1

Email % WELCOME 1o the Mayline Group Dealer
Adiirens : Dashboard.
If you ‘are using this for tha first time
please frogister herel. Otherwise,
enter your Email Addrass and
Pazeword % Password.

Our Sécure Dealer Site alfows you to
access all of your custorier information

24-hours a day.
U {Forgot Password?]
® Products 619 North Commerce Street » P.O. Box 728  Sheboygan, W1 530820728 » 1.800.822.8037
®. Contact Us ©2008 Mavine® Group
® Find A Dealer Sie Designed by BrownBoots Interactive, Inc.

https://www.mayline.com/securelogin/main.php 8/31/2009
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Marantz Canada Page 1 0of 1

Weicome to the Marantz Dealer Dashboard!

The Dealer Dashboeard }
information on M;
Marantz dealer, t
such as high resolutic

dealers to get the late

rmation and more. .
nds of product relate
rporate jdentity images.

waeigua

To access the Dashboard, Marantz dealers should use their Dealer Dashboard password balow:

Password Required: }

If you have trouble logging in, please send an email to: info®marsntz-canada. com

FIAD YOUE BEALER
Enter Postal Code. 8%  Dealer Login | Marantz Warranty | Marantz Global Home | Privacy | Contact Us

] | -

© 2009 D&M Holdings, Inc. 4

http://ca. marantz,com/Dealers/686.asp 8/31/2009
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Arctic Spas Dealer Dashboard _ Page 1 of 1

Blease login with your username & password in the boxes below,

Username: :{— l
Password: | o }

.‘Win >

Forgotten vour password?

http://dealers.goarctic.co.uk/login.php 8/31/2009
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ismtraining.com » the dealer dashboard Page 1 of 1

http:/fismtraining.com/blog/Mag=the-dealer-dashboard | 8/31/2009
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_ Dealer Dashboard Support Salaries | Simply Hired

Page 1 of 2

Search Jobs Browse.obs Local Jobs Salaries E.m_my‘ ment Trends MyJobs * Sign
In

mh search made simple

Gity, State or ZIP

Dealer Dashboarqmﬁnppa‘rt Salaries -

Average Dealer Dashboard Support Salaries

In USD as of Aug 31, 2009 5k 10k 15k

Average Dealer Dashboard Support Salaries
Currently there is no salary data for Dealer Dashboard Siipport.

Salary Information

This free salary calculator uses salary data from millions of job listings indexed by
Simpiy Hired's job search engine. This salary comparisons feature allows job
seekers to get the information required to make important career decisions and
neget!ate salary ranges.

For additional salary information, we recommend visiting Payscale.com.

hitp://www.simplyhired.com/a/salary/search/q-Dealer+Dashboard+Support

Spread Tk
) Digg & b

ﬁ Redtit E

More...

8/31/2009
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- Dealer Dashboard Support Salaries | Simply Hired Page2of 2

Related Job:

Web Marketit
Commerce
Textron

Aflanta, GA

View All Dealt
Sonport job

Job Search » Tools ~ Adveitisers * Piblishers = AddJobs * AboutUs = Blog » Forums * FAQ
©2005-2009 Simply Hired, inc.  ‘Privacy » Témns.of Service

http://www.simplyhired.com/a/salary/search/q-Dealer+Dashboard+Support 8/31/2009
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: ,‘ﬁooksheff v8.1: Using Siebel Dealer Dashboards (Dealer) _ Pagjé 1of2

Bookshelf Home | Contents | Index | PDF

?Jsing Siebel Dealer Dashboards (Dealer)

hboard. Includes today’s activities, my calendar, my promotibns, and current

shboaid. Ingludestoday's activities, My calendar, store promotions, and crrrent

H-001573
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. Bookshelf v8.1: Using Siebel Dealer Dashboards (Dealer) Page 2 of 2

= Calendar. Provides a complete calendar for creating and tracling appointments and other activities.
Employees can dispiay and use a daily, weekly, or'monthly c4l

To use Dealer dashboards
1. Navigate to the Dashboard screen.

2. From the Show drop-down list, select:
8. Sales Consultant Dashboard

B Sales Manager Dashboard

®_Service Manager Dashboard
‘W ‘Store Dashboard.

Nﬁtﬁp Employees can only sélect th 2 mew th;t i5 81 p‘- '

gte-to them: For example, a sales
suitaat daes mr: hava

Siebal Dealer Administration Guide

hitp://download. oracte.com/docs/cd/E1 SIS/AutoDIrSISSales2 himl ~ 8/31/2009
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~-"" * " Dashboard Dealership Enterprises - Company Profile on LinkedIn Page 1 of 2

Home | What is Linkedin? | Join Today | Sigr

Company ..

Size "
Founded {!
Website |

To see how you're connected: Join Now or Sign In.

This Linkedln Company Profile was created by LinkedIn and is about Dashboard Dealership Enterprises. This page i
affiliated with Dashboard Dealership Enterprises. For questions regarding Linkedin Company Profiles; contactUs.

Company  Customer Service = About Linkedin | Leammg Center | Biog Aﬁvemsmg | Pn.
Tools Overview | Outlook Toolbar ! Browser Toolbar | Mobile | Lotus Naies | Devel
Products  Linkedin Answers | Linkedin Jobs | Recruitinig Solutions | Linkedin Updates | Cc

hitp:/fwwv linkedin.com/companies/dashboard-dealesship-entetprises Sl
' H-001575




. ~ - " Dashboard Dealership Enterprises - Company Profile on LinkedIn | Page 2of 2

. . £

Copyright ® 2009 Linkedin Corporation. All rights reserved. | User Agreemient | Privacy Policy | Copyright P

Use of this site is subject to express terms of use, which prohibit commercial useiof this site. By continuing pastithis p:
by these terms.

http://www. linkedin.com/companies/dashiboard-deal ership-enterprises 8/31/2009
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" Marva Gill-Herndon, Dealer Dashboard ‘Coordinator, Harl éy:-Dé;zidfson, Inc, Milwaﬁkee, P.aée 10f5

Looking
for

a
Job?

Join today!

53 Bookmark
# Find Your
profile

First Name

Last Name

Age

M

r

vV Looking for a job?
3 i

G

i
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" Marva Gill-Herndon, Dealer Dasbbnar(i Coordinator, Harley-Davidson, Inc, Milwaukee, ... Page2of §

¥

Q3 0 T

93 O

Davidson,
Inc.
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" _Marva Gill-Herndon, Dealer Dashboard Coordinator, Harley~Davidson, Inc., Milwaunkee, ... Page 3 of 5

about
Marva

Biography

Tags: Harley-
Davidson, Inc.,
Wi,
manufacturer of
motorcycles/bicycles,
Dealer
Dashboard
- Coerdinator

Inc.

Coworkers Join
to view all
(2,898)

JimHaney  John Hevey gﬁauen
Chief President Chairman
[nformation... and COO... and:Chle...

Jointoview Join to Join to

President view view

and Chi... Vice VP
President, ~ Continuous

8/31/2009
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y Marva Gill-Hemdon, Dealer Dashboard Coordinator, Harley-Davidson, Inc., Milwaukee, ... Page4of 5

T... Imp...

Jointo view  Join to Join to
Vice view view
President, Vice Vice
N... President, President,
C... Q..

Has this

info

changed?

sources| Company Info| Bleg| Help
o Optiors

Login| Contact Sales | Prtvacy§ News & Press
| Advertisement | Certified by TRUSTe

FAQ| €
| Joirv NCM!i

Version 9,10:86:® copyright 2002 — 2009 Spoke Softwate

Browse the Open Network for Business People
People Durectory‘ Aa—Al Am-Ar As-Ba 3b- Be Bf-le Bp-lr Bs-Ca Cb Ch Ct-C0 Cp C# Da-

Kf-Ki Kj-Ko Kp»Ku
My Mz-Ne Nf:No Np- ;
Ro Rp~R# Sa Sa Sb~ 3§

F*u Pv-Ra Rb-Re prFi; Rj-
;,w Sx—Ta Tb-Th Tl—Tr Ts-U#

8/31/2009
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v Marva Gill -Hemdon, Dealer Dashboard Coordinator, Harley-Davidson, Inc., Milwaukee, ... Page 5 of 5

Recently Added Contacts | User Profiles

Industrial Directory
AR KD ER UD AN AN D €D KD 4D €N €% €9 OF D 4» «»
Companies: ABCDEFGHIJKLMNOPQRSTUVWXYZ0123456789
Peoplee ABCDEFGHIJKLMNOPQRSTUVWXYZ0123456789

+ Ads by Google Dashboard Create Excel Chart  Dashboard infxcel  Herndon Persohals  Herndon V2
http:/www.spoke.com/info/pESNSFP/MarvaGill-Hemndon 8/31/2009
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> Subaru Australia Drives Dealer Productivity Via Plumtree-Powered Dashboard | Business... Page 1 of 3

Business Services Industry

0 Comments

Subaru Austr“‘% | 'la» D»,,f~;~51ves Dealer

ANCISCO -- Plumtree Portal Helps Workload Management for Dealers
s Communications and Provides Tools to Improve Customer
Satisfaction

Plumtree Software (Nasdaq:PLUM) day announced that Subaru Aus ,
deploy d-a dashboard application built ree Enterpnse Web Suite
to its networl leal ross Australia. The dealer dashboard has
streamhned communication between Subaru and its dealer network so that each
dealer has direct access to the latest metrics such as inventory, order status and
promotmna} details. As a result, dealers are able to target improved customer

service, while effectively representing the Subaru brand.

"The dealer dashboard in the portal has been a huge win for Subaru Australia
because it gives dealers a central point of reference for key metrics and trends
that they couldn't see before,” said Gary Watson, national sales manager at
Subaru.

Dealers clamored to test the dashboard, which went live in May 2004 after six
months of development, and have been highly satisfied with the results. "Dealers
used to ring our business managers every day asking for access to simple metrics
like how many cars have been in inventory over 60 days. They need this
information because they’re measured, and paid on it, but there was no easy way
for them to access it themselves," Watson said. "Now that the dashboard is in
place, those types of calls have been replaced by requests for even more
dashboard functionality.”

What's in Subaru's Dealer Dashbhoard?

Subaru manufactures and imports its cars from Japan, covering the Forester,

http://findarticies.com/p/articles/mi_mOEIN/is_2004_Nov_30/ai_n7581009/ 8/31/2009
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* Subaru Australia Drives Dealer Productivity Via Plumtree-Powered Dashboard | Business... Page 2 of 3

‘ ;proxlmately 30,000 units of

Impreza, Liberty and Outback models, which total ap;
st market in the world, after

sales annually. Australia is the company's thirc :
Japan and the U.S. The Australian operation performs marketing and
distribution functions, maintains supplies of spare parts and also sustains
relationships with dealers across Australia.

To support the activities of the local Subaru operation, Subaru deployed a dealer
dashboard that offers dealers access to the following information, much of which

is drawn from a less accessible AS/400 system

~Sales: reports on vehicle sales figures;

—Orders: lists of current orders for parts and vehicles or other items, status of
cars in the dealership and delivery dates, and full detail of each dealers supply
cham, from order to delivery;

--Inventory: data on spare parts and new vehicles;

~-Marketing: promotional details including model specifications, feature
comparisons and pricing guides;

--Services: details on services such as warranties;

--Branding: guidelines for promoting Subaru's brand;

--Calendar: calendar of sales appointments shared with Subaru employees; and
--Communications: Dealer bulletins and program information.

Previously, the company communicated with dealers in three separate lines of
business: spare parts, services and sales. Each of these relationships was

- managed by different employees. By consolidating the three lines of business
information targeted at dealers through one central dealer dashboard,
information is presented in a way that allows dealers to "pull” access at any time
convenient to them. This helps the dealers spend more time on planning and
management, and reinforces the professionalism of the Subaru brand.

In addition to dealer satisfaction, customer satisfaction has also been targeted for
improvement using the dealer dashboard. "Customers are anxious to know when
their new car will arrive -- especially if they custom ordered it to meet their exact
tastes,” said Watson. "Using the dashboard in the portal gives the dealers better
v151b111ty 1nto our production and delivery timelines, which makes for happy
customers.”

http://findarticles.com/p/articles/mi_mOEIN/is_2004_Nov_30/ai_n7581009/ 8/31/2009
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- Subaru Australia Drives Dealer Productivity Via Plumtree~-Powered Dashboard | Business... Page 3 of 3

"Over 60% of Plumtree customers deploy dashboards in their portals to arm
employees with critical business data for actin dy and effectively,” said
Dean Stockwell, general manager, Asia Pacific at Plumtree Software. "Subaru's
dealer dashboard is a great example of this and shows how quickly a dashboard
can deliver value, with timelines measured in months, not years."

About Plumtree Software

ware is a global pioneer in creating advanced software
here information resources work together with human ingenuity.
a&the portal t}m ght ieader, Plumtree enables a full nch suite

potentlal 1\n their orgamzat}oné FOr more lnfonnation v1s1t WWW. plumtree .com,

Plumtree is a registered trademark of Plumtree Software, Inc. and/or its
subsidiaries in the U.S. and/ or other countries. All other registered and
unregistered trademarks in this document are the sole property of their
respective owners.

COPYRIGHT 2004 Business Wire
COPYRIGHT 2008 Gale, Cengage Learning

http://findarticles.com/p/articles/mi_mOEIN/is_2004 Nov_30/ai_n7581009/ 8/31/2009
H-001584
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Importing vehicles into Glass-Net from ANY Dealer Management System

Step 1: Preparing your DMS CSV

Eﬂsure you download a Comma Separated Varues (CSV) file from your Dealer

Step 2: Creating a new template

Go to "My Stock” and click “import DMS”.

This will then take you to the “DMS import Configuration ~ Field Mapping” tab,
within “My Account”. You will only need to set up one. tempiate that you can
reuse, if your DMS CSV file format
import into Glass-Net. What you'te doing in thi res

Glass-Net what ¢olumns and data are in your DMS CSV ﬁle and which ﬁelds in
Glass-Net they should be sent to, when creating the vehicles.

H-001585




Give your temp!ate a name.,
This ﬁ

(however somehm 33
comma instead of a.dec
for some reason (e.g. 3£ ‘s,ige
Once you've completed these steps, click “Create new template™.

Step 3: Mapping the fields in your DMS CSV to matching fields in Glass-Net
The following screen will appear:

“Sample data” will show you the column headings and data under each column if
you've completed steps 1 and 2 above, and imported the atchmg DMS Ccsv
file, correctly. If no data appears, check your delimiter settings in the above
screenshot. -

“Field mapping” populates your column headings, in rows, on the left hand side.
The entire fist can be viewed using the scroll bar on the right hand side.

H-001586
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“Stock Number” field in Glas
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Once again, there's a "Characters to move’ vﬁeId for éach row, just in case you
havea vartic ﬂytncky CcSs ﬁl'e Bt wi -

Step 4: Curious about "“Value happfings”?

Within the "DMS Import Confi iguration - Value Mapping” tab, we can actually take
a look at the *Value mapping” for “Colours (read only)”.

H-001588
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Step 5: Doing a DMS Import using your newly created template

H-001590




1 have beon gunlified 2
1 need to be manuaily qualiffed

Step 6: Manual qualification

The manual qualification process is basically a make/model tree search. Click
“Select one” o see the séarch free.

Q.5 H Mobiity

Perodn
a—

232

ipseseesad

?
g
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Make, model, derivative...

Step 7: Failed vehicles

“Failed vehicles™ are grouped together in the background until you've worked
through all vehicles that needed manual qualification. Th n )
unqualified vehicles (usually imported vehicles). So, let's s what this p o0cess
would Jook like if we failed the 1 vehicle in the manual qualification process.

H-001592
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Step 8: Let's continue the process, assuming no vehicles failed

hicle registration

H-00159%4




The other vehicle contains more mformation
number) gathered from my:DMS CSV file b

information.
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.. GM Canada Dealer Websites - FAQ Page 1 of 5

Frequently Asked Q

Mcﬂ.ggzgﬂ

m -any standards for my
dom in-name?

Additional details about the GM Canada Dealer Websites Prograi

Canlupdale the Mete. Ille,  Q: How do | enroll in a GM Canada Dealer Website, powered

Mmﬁfﬁgg keywordson 1 rolling in a GM Canada Dealer Website is quick and easy!
online enroilment form When you submtt thts fonn the GM Cana
Willthe Request a Quote leads  sta

%ﬁs:mmspmwe ounx

http://'www.gmcanadadealerwebsites.ca/MiscPage 3 8/31/2009

H-001596
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GM Canada Dealer Websites - FAQ Page 2 of 5

information and an enroliment specialist will call you soon, or you

Q: Can i repre

brands on my GM Canada }Deater
GM Canad

rands 1o be included on-a GM C:

able for site maintenance? What kit

8/31/2009
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. GM Canada Dealer Websites - FAQ Page3 of 5

be displayed on the dealer's Cobalt website . All vehicle data, inc
available for display on the Cobalt website.

H-001598
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’ ., GM Canada Dealer Websites - FAQ Page 4 of 5

iler Sales and Service Agreeme
nd brand names
names except where they are ¢

; get ﬁ’;ies' i ns and META keyword tags v
1y generateé,page itles, deseriptioris and META

® o 6 6 0 9 &9

n'the site has-an area where you cah addlchan
throtgh the Website Manager tool. You can agcess training at co

t a Quote leads filled out 6n my site be de!

tfrom your website will be delivered to your de:

h}ttp::e/'fwww!gfneanaﬁaﬁ’e&lemehsﬁéﬁﬁi ViisePage 3 ' 8/31/2009
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GM Canada Dealer Websites - FAQ Pzige 50f§

resides.

boxes are available for purchase. Please contact

Site Map

hitp:/fwww.gmcanadadealerwebsites.ca/MiscPy

8/31/2009
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o éourtesy Car Manager Finance Dealer Dashboard Page 1 of 2

Courtesy Car Manag
C?Man Finan

C?Man Finance Dealer Dashboard By Period

C2Me

g
b
Ol

i
«F’

11. Nnmber of seif-msured days is shown as the number of days loan that were seif
insured or had dealers-trade insurance.

Dials
Where selected:
1. Income dial will show gross dealer income.
2. Profit dial will show gross dealer profit.
3. Retums dial will show number of cars returned. -
4. Days on Loan dial will show number of days that cars have been on ban '

Statistics
http://www.c2man.org/c2man_a4110_courtesy_car_manager finance dealer dashboard ht... 8/31/2009
H-601601
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‘ 60urtesy Car Manager Finance Dealer Dashboard Page 2 of 2

Tatalsof data in the salected mmﬂx o

1.

3 j as an absolute statistic.

4. own asan absaiute stahsﬂc

5.

B, ‘ af actwe cnstomefs is &hawn as an absolite stahstic.

Dash‘bﬁagi

Exceptions
» Where the dealer has chosen not to use insurance that has a usage cost, then the
insurance cost is zero and the information hidden.

Copyright ® C?Man Lid April 2007. Ali Rights Reserved. Ref: A4110

hitp://www.c2man.org/c2man_a41 10_courtesy_car_manager_finance_dealer dashboard.ht.. 8/31/2009
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Rider Rescue Dealer Dashboard Login: Roadside Assistance for Motorcycles and Scooters Page 1 of 1

Home | Dealer | Club | Rider

Already Regist

User Name:

%
Password: |

Login
Forgot your password? Click here.to reset vour password.

Home | Dealer | Club | Rider | About Us | Contact Us | Privacy P

https://www riderrescue.com/dealer/index.html 8/31/2009
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Bob Foster, Dealer dashboard, T H & 8, South Brunswick, NC in Spoke's business direct.. Page 1 of 4

| Browse Companies | Help

~ Company

Looking
for

&

Job?

soards At Work In This Cognos

Join Spoke

okmark

Join today!

+ Find Your

profile

Use Spoke to get direct access to hiring managers
and recruiters.

Find a job!

O

b

F Looking for a job?
O

S

t

8/31/2009
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*  Bob Foster, Dealer dashboard, T H & S, South Brunswick, NC in Spoke's business direct.. Page 2 of 4

e
r

Dealer
dashboard

weTHR

229
Thomas
Dnive
Brunswick,
NC

28470

5235

Join

Spoke

to

learn

more
information
about

Bob

Biography

Tags: TH& S,
NC, retail drug
store, Dealer
dashboard

Jobs &
Associations
Join to view
ail .,
http://www.spoke.com/info/pC6MZON/BobFoster - 8/31/2009
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Bob Foster, Dealer dashboard, T H & 8, South Brunswick, NC in Spoke's business direct... Page3 of 4

Dealer
dashboard at
TH&S

Coworkers Join
to view all (280)

/ Nehlebaeff
Security

President  Manager
an...

T yiew

iT

nggations view

Sys... Process
Manager

Director
Q&era.tions View
o W Systems
Manager
Has this
info
changed?

FAQ| Community Resources| Company Info| Blog| Help

http:/fwww.spoke.com/info/pC6MZON/BobFoster 8/31/2009
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Bob Foster, Dealer dashboard, T H & S, South Brunswick, NC in Spoke's business direct... Page 4 of 4

- Join Now | Membership Options

Login| Contact Sales| Privacy | News & Press
. Advertisement | Certified by TRUSTe

Version §;10.B8 ®-copyright 2002 — 2008 Spoke Software

Browse the Open Network for Business People

People Directory: Aa-Al Am-Ar As-Ba 8@-!‘3@ Bf-Bo-Bp-Bf Bs-Ca Cb-Ch Ci-Co Cp-C# Da-
Da Bb-De DEDI Dj=Do Dp-Du Dv- fhnEEn Eo-Ev Ew-Fa Fb-Fi Fi-Fo Fp-Fr Fs-F# Ga-
Ga Gb-Gi Gj-Go Gp-Gr Gs-Ha Hb-k e HEHD Hp-Hu Hy-ls 1= Ja-Ja.Jb-Jo Jp-Ka Kb-Ke
KE-Ki Ki-Ko Kp-Ku Kv-La Lb-Le Lf-Li Li-Le Lp-L# Ma-Ma Mu-Nc Md-Me ME-Mi Mj-Mo Mp-
My Mz-Ne Nf-No Np-Of Om-0O# Pa-Pa Pb-Pe Pf-Pi Pj-Po Pp-Pu Pv-Ra Rb-Re RE-Ri Rj-
Ro Rp-R# 8a-Sa 8b-Sc 8d+8h 8i-8k 51-8n So-Sr 8s5-8t Su-Sw Sx-Ta Tb-Th Ti-Tr Ts-U#
Va-Va Vb-Vi Vj-Wa Wb-We WI-Wi WisWo Wh-Xm Xn-X# Ya-Ya Yb-Ye Yf-Yo Yp-Za Zb-
Ze ZH-Zh Zi-Zi Zi-Zus Zu-#1 #1-8x Syt

Company Directory: Aa-Al Am-As Af-Be Bf-Bu Bv-Ce Cf-Co Cp-C# Da-De Df-Dp Dg-Ed
Ee-Eo Bp-Fa Fb-Fl Fm-Fy Fz-F# 3a-Gi §j-Gr Gs-Ha Hb-Ho Hp-In lo-1# Ja-Ji Jj-J#Ka-Ke
Kf-Kir Kv-La Lb-Li Lj-L# Ma-Ma Mb-Me Mf-Mo Mp-Na Nb-Ne Np-Op Og-O# Pa-Pa Pb-Pi
Pj-Pr Ps-Ra Rb-Re Rf-Ro Rp-R#t Sa-8e 5-80 Sp-8t Su-Ta Tb-Ti Tj-Tu Tv-U#t Va-\e V-
Vi Vm-Wa Whb-We WE-Wi Wi-Wy Ww-X# Ya-Yo Yp-Zi Zj#e #d4# #k-#p #o-Hw

Recently Added Contacts | User Profiles
Industrial Directory
N KD EN A AN N AN L EP €AY AN &N &P «» € &» «»

Companies: ABCDEFGHIJKLMNOPQRSTUVWXYZ0123456789
People: ABCDEFGHIJKLMNOPQRSTUVWXYZ0123456789

8/31/2009
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:: Worldsview Dealer Dashboard Version 1.0.2 (Please login)

hitp:/fwww.webos.co.za/dealerdashboard/LoginDD.aspx 8731/2009
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Dealers need to adapt to changing auction market | AM-online news Page 1 of 3

- Advertisement -

H

Analysis of data provided by major auction houses shows that demand is stil
strong: from dealers for all stock, whether young and ready to retail or oider

part-exchanges.. n

Manheim Auctions’ Dea | showed auction first-time conversion rates
stood at 65% for retal or part-exchanges in July 2008,

Compare that with 87% for retail and 84% for part-exchaniges in June 2009 and

it’s clear that dealers are keener to get their hands on whatever cars they can We
sell on,
Ret
Used car experts from CAP and Glass's agree there’s a shortage of good guality e
used stock. User
. 28
Aithough this Is good for values, it means dealers have-had to adjust to retailing 28 A
older cars, in soime cases, or reduce overheads in fine with smalfer stocks. Deal
. piats
This is Jikely to continue into 2010, at least. 26 4
Naturally a new car market that Is down-by a quarter will mean smaller volumes Zﬁg
of nearly-new and one to three-year-old ¢ars coming into the used car markét, 28 A
In addition, many fleets with vehicles already approaching the typical three-year Whe
de-fleet point have extended their leasés, keeping these cars for up to another ;'f'fg
year.,
sy
With this in mind there has never been a more crucial time to get a grip on the 27 A
market. Garz

Auctions and remarketing companies are ideal for sourcing and disposing of

http://www.eim-online.com/news/story/Dealers-need-to-adapt-to-changfing-auction~market/... 8/31/2009
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stock, but with more dealers chasing fewer quality cars it Is vital people know cade
how to use these Methods to their best advantage. 27 A

Independent car dealer Carl Baroni, owner of Iiford Motor Company which retails
older cars up to £5,000, thinks private buyers are pushing the price of used cars
up because they will pay more at auction than dealers whose bids need to alfow
for some margin.

Baroni said: “It.is becoming a pain. Used car prices have gone up about 20%
since Christmas.

“On average we are paying £600 more for a £4,000 car. We can drop our prices
but by the time we take the costs out it:is not worth it.

"We dont know how we will cope ‘over thé riext two years and know we will find
it hard.,”

As:a resuit of dealen
such .as Manhein,

lamouring for the vehicles which are out there, companies
ish Car Auctions’ and Paragen Remarketing report an

Associated suppliers:

» Auciions and disposels
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