Digital Wholesale:

Successful Buying and Selling
In the Time of COVID-19

@ Manhem

Zach Hallowell
VP, Manheim Digital
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BEFORE COVID-19: THE RISE OF DIGITAL @Manheun
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BEFORE COVID-19: CLIENT SENTIMENT @) Manheim

80% 3/4 213

of dealers have been say digital tools make say digital tools have a
doing at least some pre- it easier to prepare for positive impact
sale research digitally the auction and

enhances their work.

Dealers Expect Growth Across Various Digital Channels

30% in the next year.

/ Dealers expect wholesale
digital buying to grow over
—
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CURRENT: BUYERS AND SELLERS ARE
ADAPTING TO DIGITAL ONLY
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6 in 10 dealers 36% of Simulcast buyers

say that Simulcast is working since March 16 were first-time buyers
as a replacement on the platform in 2020

Simulcast Remote Seller Logins Simulcast Bids
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“The system is really easy and | really enjoy it. I'll be
honest. | was one of the biggest skeptics against it
because | really hadn't tried it and | couldn't get over
the idea of bidding online. But since I've done it the
last few weeks | do like it.

The more | use it, the more | like it. | like the fact
that | do not have to go to the auction. | like the
fact that | can still stay at my office and tend to
my customers, tend to my day to day operations.

| like the fact that | don't have to worry about getting
out infecting anybody or getting sick myself. And now
that we can go a day in advance and kind of peek at
the auction, | mean, I like everything about it.”

-Manheim Dealer Client



CURRENT: THE MARKET IS IMPROVING... W) Manheim
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Sales through Manheim’s digital platforms have
grown nearly 50% since the switch to all-
digital.

Digital buyers have purchased over 1 million
cars through our digital channels this year.

In May 2020, sales on OVE were up 35% year-
over-year.
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HOW TO FIND THE INVENTORY YOU NEED @) Manheim

REAL-TIME DEALER 24/7 ONLINE
BIDDING CONSIGNMENT APPS MARKETPLACES

EXPRESS
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WORKING WITHIN THE MARKET’S
CURRENT PRICING DYNAMICS

Manheim
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Fact: Wholesale prices are still down, but retail prices haven't
been as affected.
Takeaway: There are lots of opportunity for profit.

Fact: MMR has mostly recovered but is still slightly lower.
Takeaway: You can still buy a little above MMR and have room
for profit on the retail side.

Fact: Dollar cost averaging can work in your favor.
Takeaway: Buying more in the down cycle can pay off as
values come back.
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UNDERSTANDING VEHICLE CONDITION ) Manheim
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Condition Reports Vehicle History Reports Valuation Guides
Images AutoGrade Engine Noise
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SUCCESSFUL DIGITAL SELLING STRATEGIES




ONSITE VS. OFFSITE: @ Manhei
WHICH WORKS BEST FOR YOUR INVENTORY? v cm

SOLN0NY 'simulcastmanheim.man-gal.com,

Simulcast s @ &

MANHEIM ATLANTA

$.792 it

OFFERING 100+ UNITS. CONTACT PROMOTIONS FOR MO
WELCOME

11-701: 2014 KIA SORENTO AWD 4C LX Odometer: 10433 | 5i4 History
TO THE WORLD'S : HIGH BID Weicome to Simulcast
LARGEST WHOLESALE

Connection Established
$22,000 New Run 707

Bidder # 33
AUTOMOTIVE INC

wrain 683

Waiting for Next Vehicle
New Run. 701

SZZ,OOE} ,;'e Bid

Change Dealer

THEFORER DF THE MACAEIM MANRE (MACE

IN THE PALM OF YOUR HAND

Vehicle Information
Odometer

VIN

Color (Ext/int)
Installed Options

Next Vehicle Entry #  Watchlist
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ONSITE WHOLESALE: %
SEEDING INVENTORY FOR SUCCESS W Manheim
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Listings Units with \ Units with ' Sold units

with CRs CRs get 3x CRs average 3X ) with a CR
have 5x more 10 more VDP ‘

have 3x
more bids transactions views fewer arbs
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OFFSITE WHOLESALE:
MANAGING INSPECTIONS

(% Manheim
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Self- Serve vs Concierge
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ENGAGING IN THE AUCTION AS A SELLER @) Manheim

LAUDERDALE  Lane 3 - DEALER CONSIGNME!

Run List (123)
Off The Block
3-1 vl

2007 CHEVROLET TRAILBLAZER
WPOAA2A70BLO12451

Sold $4,600

23 online buyers $1.800 - Online Bid: MOTORSPORTS
- - IF Sale - $1,800 Online Bid: $1,600 -
— T = Online Bid: MOTORSPORTS LLC

-~
4 g New Run: 5

-~ *This vehicle is on your watch list*
Light status changed

Ask $2,000

$2,000 - Lane Bid Q v @
$2,200 - Lano Bid 1999 CHEVROLET 1500 4X2
Your Proxy $2,000 REG SILVERADO

1GCEC14v9X2178343 [&)
Red/Black  139.990mi | 6cyl | Auto

AdiMMR $3750 ~ncx ¢
AutoCheck Accidents 0 | C2
No Sale

3-39 ® @

2009 NISSAN SENTRA
47@ SEDAN CVT
ZAMASVMASBEO0879

White/Tan  You purchased for

BID $2,100

AdjMMR $2.300 v~CR &

Vehicle CR17 € Photos (8) &

sFNRL387XsBos4s16 117 3 D
139310mi | 6Cyl | Auto | Red/ Tan
HISTORY Javtocrecr View Report | CARFAX
Present
NICA MOTORS INC
NS 4G, AT,CD,CLPS AC EW,CC, DL, TL DAB

On The Block

TS 349 /
ents -y 2005 HONDA OF
SFNRL387X58B0
TIONS g 139,310mi | 6
* Heated Front Seats Red/Tan AJJMMR $2.7
System « Power Driver Seat AutoCheck &
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- Wholesale will remain heavily digital for the
foreseeable future.

We're going all-in on.imaging.

New technologies will make it easier to locate
and preview inventory.

Lot access and in-lane bidding are contingent
on safety first.




Thank you!

@ Manhem

Zach Hallowell
VP, Manheim Digital
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