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A proprietary, faster data approach

Blended

States sales
solution

Financial
Institutions

State registration records Financial Records

OEM Sales Records
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Why is it important to use a blended sales solution?

2 S
State registrations are the most Financial data helps to OEM RDR records are collected
accurate information but tend standardize and enhance the daily and are the fastest form of
to be slower. dealership sales data, however, sales reporting, but data is only
due to regulations, this as good as what is submitted by
information has limits. individual dealers.
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Data cadence and time filters

Current Month vs Previous

Month

Current Month vs Same Month
previous Year

Current R3 Months vs Previous

R3 Months

Current R12 Months vs Previous

R12 Months
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Market Impact BE How can Market Impact help?
Overview '

* Provides a comprehensive view of market share and
demand, adjusting marketing efforts to align with

Market Impact aims to wie them.
maximize each dealer's YRS e

potential by increasing s N - |dentify opportunities to foster customer loyalty and
sales volume, by .
leveraging supported

improve your conquest defection ratio, designing
strategies to enhance retention.

market level insights.
 Closely examine dealer performance against the
same or competitive brands, segments, or markets.

* These perspectives aid in developing targeted
marketing, advertising, sales operations, and
« Information updated weekly planning strategies, that focus resources where

. Toggle between DMA / PMA views e - LR growth opportunities exist.
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Market Impact Login

URL: visualanalytics.polk.com

User ID/Password: Provided via email upon request or contact S&P Global Mobility Product Help Desk.
% 1-800-876-5526 ><| Product_Helpdesk@spglobal.com

Automotive Login S&P Global
Mobility

Enter your Single Sign-On credentials below

Username | |

Password | |

Change/Reset Password

Forgot Password

This site is intended solely for use by S&P Global Mobility authorized users. Use of this site is subject to the Legal
Notices, Terms for Use and Privacy Statement located on this site. Use of the site by customers and partners, if
authorized, is also subject to the terms of your contract(s) with S&P Global Mobility. Use of this site by S&P Global
Mobility employees is also subject to company policies, including the Code of Conduct. Unauthorized access or
breach of these terms may result in termination of your authorization to use this site and/or civil and criminal
penalties.

DMA® is a registered service mark of The Nielsen Company (US), LLC, and is used pursuant to a license from The
Nielsen Company (US), LLC. All rights reserved.

©2006-2024 TomTom International B.V. All rights reserved.
S&P Global Mobility Product Help Desk please call 1.800.876.5526

- Please make sure to bookmark only the link above to avoid log in errors.
S&P Global
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Password reset and trouble shooting

For password resets or to recover a lost user ID, please reach out to the Product Help Desk for
assistance.
Please note that users will be prompted to update their passwords every 90 days upon logging in.

If you encounter difficulties accessing the dashboard or receive an error message, please reach out to
the Product Help Desk for assistance.

Help Desk Contact Information:
X% Phone: 1-800-876-5526

><] Email: Product_Helpdesk@spglobal.com

Support is available Monday through Friday, from 8 AM to 8 PM EST.
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Adding a new rooftop or user

To add a new rooftop or grant access to a new user, please send Customer Success and Sales team
an email with the following information:

)
Adding a new rooftop Granting access to a new user
Dealership’s name and address First Name
Users you would like us to permit access Last Name
Email
Dashboard or dashboards that you want the users to
visualize (New / Used vehicles) Phone Number

Dashboard(s) you want users to visualize (New / Used vehicle)

Please consider that requests typically have a 48-72 hour turnaround time (excluding weekends & holidays).
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Dealer Market Performance

1. Dealer’s information: Volume and growth in
units and percentage.

2. DMA Average’s information: Volume and
growth in units and percentage.

3. Rank and market share: Dealer’s position
within the same brand in the DMA.

4. Growth over time: Historic behavior from
the selected time-period.

5. Heat maps: Volume and change distribution
in the DMA.

S&P Global
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Dealer Market Performance S&P Global
Mobility
Dealer Search Dealer Make(s) Dealer Models Dealer Segments  Dealer Fuel Types
All All All All

Selected Make Dealer Volume Distribution and Growth

Selected Dealer

1,266 A+3

Current Period Volume Increase from Previous Period

Volume Growth Over Time

Dealer Volume Distribution

Current Period Volume

uuuuuuuuuuuu

Inside DMA® 07083 CR-V

ACCORD
HR-V
PROLOGUE

PILOT

DMA® Brand Rank and Market Share
Selected Dealer

A+0.2% #2 +0

ncrease from

Previous Period of 60 DMA® Brand Dealers Equal to
Previous Period

V-1 4.3% A+0.1pp
Decrease from Previous Period Dealer DMA® Brand Market Share Increase
Market Share Previous Period

DMA® Brand Market Share Change Over Time
Historic Sales Month MTD

Change from Previous Period
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Dealer Pump In and Pump Out

Sales distribution graph: Displays the sales
volume trend for the selected dealer over a
specified period comparing your sales inside your
assigned territory, against sales made by
competitors in your territory.

Pump in volume list: Ranks the top 5 competing
dealers that are selling into your territory, and the
models they pumped in.

Why are Dealers Pumping into your territory?:
Provides inventory and pricing insights for ALL
models that were pumped in.

Pump out volume list: Ranks the top 5 territories
where you are selling the most outside of your
assigned area, and the models sold.

Why are customers traveling to your dealership?:
Compares your inventory and pricing against the
areas in which you had pumped out sales.

S&P Global
Mobility

Dealer Pump In | Pump Out

Dealer Territory Volume vs Pump Out Volume

Dealer Territory vs Pump Out Volume Over Time
storic Sales Montt MTC

S&P Global
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Dealer Models Dealer Segments Dealer Fuel Types
All All Al

Why Are Dealers Pumping into Your Territory?
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Why are Customers Traveling to your Dealership?




Competitive Market Performance

Filters: Select the makes, models, segments
or fuel types in the comp filter; include your
brand if you wish to see its performance

Dealer’s information: Selected dealer’s
volume and growth.

Competitors information: Selected
competitor’s volume and growth.

Market leaders rank: Top 5 brands, models
and segments, with their volume and
market share across the market.

Competitive dealers list and map: Selected
brands dealers ranked by their volume, with
brand market share.

S&P Global
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Competitive Market Performance

Time Period Report Month Dealer Search Dealer Make(s)
Current R3+ Months  All All
vs Previous R3 Mo..

Comp Lux Status  Comp Makes
Al All
Competitive Dealer Volume Distribution and Growth
Selected Dealer
1,266 A+3
Volume Increase from Previous
DMA® Competitive Dealer Average
246 A+1
Volume Increase from Previous

DMA® Market Leaders

Top Makes Volume Market Share MS Change from Top Models
Previous
1 HONDA so6.. [ 153% W -0.4pp 1 HONDACR-V
2 TOYOTA 206.. [l 103%  A+1.6pp 2 TOYOTARAV4
; JEEP GRAND
3 HYUNDAI 14.7. [l 74% W -0.8pp 3 CHEROKEE
HYUNDAI
"
4 CHEVROLET 129. 65 A+03pp 4 TUGSON
5 FORD A +0.3p 5  NISSAN ROGUE

126.. [l 6.3%

2 uAMRA LB

DMA® Top Market Leader Distribution by Zip Code Top Make

Dealer Models

Al All All
Comp Models Comp Segments Comp Fuel Types
All All All
A+0.2%
Period Increase from Previous Period
A+0.4%
Period Increase from Previous Period

Volume Market Share

Dealer Segments

M$ Change from
Previous

Top Segments

Volume Market Share
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Dealer Fuel Types

MS Change from
Previous

9,004 M 45% W-0.2pp 1 compacTuTILTY 519, [l 259% A +0.4pp
UPPER MID SIZE
o % r
6,246 [ 3.1% A+0.7pp 2 Urumy 207. [l 148 ¥-0.5pp
. SUBCOMPACT . }
5,645 [ 2.6% W -0.4pp 3 bLus UTILTY 20.9.. [l 104% W-1.1pp
5,270 [l 2.6% A +0.0pp 4 COMPACT CAR 134. J6.7% W-0.9pp
UPPER MID SIZE
% r o,
4387 [l 2.2% W -0.4pp 5 [UxURy UTLITY 129 | R A+120p
aani & wain e AAn and

Primary Competitive Dealers within DMA®

Competitive Dealers.
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W MAZDA LAND ROVER
W SUBARU CADILLAC 15
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DMA® Brand
Market Share
14.3%
14.8%
110.3%
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DMA Lost competitive Sales

1. Filters: Visualize the models, segments, fuel
types or geographic level in terms of buyer
behavior.

2. Heat map: Highlights the lost sales made by
competitors using a color scale. Hover over
to see each zip code to display the top 5
models sold (only shows models from
segments in which the selected dealer
competes in).

3. Segment share benchmark: illustrates the
potential volume opportunity.

4. Zip code list: Displays the number of units
sold in each zip code, along with the
selected dealer’s participation in terms of
units sold, make/segment share, for the
filtered models.

S&P Global
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DMA® Lost Competitive Sales

Time Period Report Month Dealer Search Dealer Make(s)  Dealer Models
Current R3+ All All All
Months vs Previ..
Hal
[ ]

Dealer Zip Code Performance

eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee
Sales Volume ~ from Previous Share ShareChange ~ Share Share Change

rrrrr

+0.0ppA

08753

07731

08857

Dealer Segments Dealer Fuel Typ.. Geo Level

All All

Segment Zip Code Performance
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Zip Codes
DMA® All

l‘gl DMA® Demographic Opportunity

-159,840

Total Lost Competitive
Sales

Lost Competitive Sales: The
number of same-segmen
vehicles sold by competitive
dealers in each zip code

Lost Competitive Sales
1,683 -1

Total Zip Code

eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee
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Dealer Loyalty

1. Dealer’s loyalty percentage: Generic loyalty,
based upon the DMA.

2. Loyalty over time: Historic behavior from the
past 12-month period.

3. Conquest / defection ratio: Reflects dealer’s
loyalty compared to the conquest.

4. Total Conquest: How well the Dealer is at
gaining new customers.

5. Defection to other dealers: Behavior of the
defection to other dealers from the same
brand.

6. Defection to other makes: Behavior of the
defection to other brands.

7. Dealer total defection distribution: Volume and
amount of profit lost by defected customers.

8. Dealer total conquest distribution: Volume and
the amount of profit gained by new customers.

S&P Global
Mobility

Dealer Loyalty

Total Conquest / Defection Ratio

0.81 /\/\_/\/ 1,284 ‘ \/\/_/\/
. - Deat
= Total Dofocion ob24 Apr-24 Jun-24 Aug-28 Oct.28 2 Gnast rom Other Mk Fob:24 Apr24 Jun24 Aug2é Oct24
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Dealer

Dealer Total Defection Distribution

Dealer
1,586 (-$3,172K*)

S&P Global
Mobility

Total Conquest

Dealer

Dealer Total Conquest Distribution

1,284 (+$2,568K*)




Dealer Model Profile

1. Filters: Switch from model or segment view
to obtain information related to the dealer
or the market.

2. Dealer top models by zip code: lllustrates
de distribution of the model set across the
zip codes in the DMA

3. Dealer’s volume and market share inside
the DMA: How the model set is performing
against the other dealers from the same
brand in the DMA.

4. Dealer’s advertised inventory opportunity:
How the dealer’s inventory is performing
against the other dealers from the same
brand in the DMA.

5. Dealer loyalty and conquest / defection by
models: Shows how the model set
contributes to build loyalty to the dealer.

S&P Global
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Dealer Model Profile

Time Period Dealer Search View
Current R3+ Months Models

vs Previous R3 Mo..

Dealer vs DMA® Average M Dealer Overperforming

Dealer Top Models by Zip Code

5.6%

Dealer DMA® Advertised Inventory
Opportunity vs

2.1%
DMA® £ age
Advertised Inv

Overperforming
DMA® Advertised

| Inventory

Dealer Top Models Dealer Advertised Inventory Opportunity
1 PASSPORT I 5. 9%
2 ACCORD I 7.6 %

3 CcIvVIC I 5.0 %

4 HR-V I 5.0 %

5 CR-V I 5 5%

6 PILOT I 5.2%

7 RIDGELINE I .6 %

8 ODYSSEY I 3.9%

9 PROLOGUE 2.0%

Dealer Slightly Underperforming B Dealer Underperforming

S&P Global
Mobility

Dealer DMA® Volume and Market Share

CR-V

CIVIC
ACCORD
HR-V
PROLOGUE
PILOT
ODYSSEY
RIDGELINE
PASSPORT

© ® N O o AW N =D

Dealer Conquest and Defection

New Customers Previously Owned...

HONDA CR-V

HONDA CIVIC

HONDA ACCORD
HONDA PILOT

HONDA HR-V

TOYOTA HIGHLANDER

nnnnnnnnnnnnnnn

o o R w N2

1,239 | 4.3%

Dealer DMA® Volume vs

484 11.7%

DMA® Dealer Average Volume

ealer Volume | Market Share
I, 201 | 3.2%
I 003 | 5.2%
I 161 | 4.6%
I 156 | 3.9%
I 153 | 5.3%
I 40 | 4.3%

71| 3.1%

W33 | 42%

El31(3.3%

eeeeeeeeeeeeeeeeeeee

I 56
I 55
7
I 36

Previous Customers Returned to Market and Purchased...

ealer Top Defection Competitive Models
1 TESLAMODELY

2 TESLA MODEL 3

3 TOYOTA RAV4

4 HYUNDAI TUCSON

5 ACURAINTEGRA

6 ACURA RDX

Dealer Defection Volume
I
ki

I 7

5

PO

I 26




Buyer demographic profile

1.

Filters: Visualize the models, segments, fuel 0

types in terms of the demographic
attributes (ie: What is the demographic
profile of the people buying my vehicles in
my market).

DMA Demographic Opportunity: Opens an
additional tab that displays the selected
demographic profile in terms of number of
potential buyers in any given zip code
within your market.

Dealer vs segment average rolling-12-
month demographic composition: Indexes
the dealer’s participation in the DMA
average’s composition by each of the
demographic segments presented
illustrating the potential opportunity.

S&P Global
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Buyer Demographic Profile

Dealer Search Dealer Make(s) Dealer Models Dealer Segments
All All All

Ethnicity Age Gender Income

All All All All

Dealer vs Segment Average Rolling-12-Month Demographic Composition

Ethnicity

&L
N\
HISPANIC

34% of the dealer's buyers
in the past 12-months have
been HISPANIC vs the
segment average of 21%

Age

=t
R

35-44 YEARS OLD

25% of the dealer's buyers
in the past 12-months have
been between 35-44
YEARS OLD vs the
segment average of 20%

HISPANIC

WESTERN EUROPEAN

AFRICAN AMERICAN

ASIAN

EASTERN EUROPEAN

MIDDLE EASTERN

EURASIAN

PACIFIC ISLANDER

18-24 YEARS OLD

25-34 YEARS OLD

35-44 YEARS OLD

45-54 YEARS OLD

55-64 YEARS OLD

65-74 YEARS OLD

75+ YEARS OLD

—@ 34%
—@26% (
-—=—823%
—99%

3%

®3%
®1%
®0%

®2%

@ 12%
—E® 25%
—® 22%
—@)22%

Dealer Fuel Types Demographic View
All Dealer vs Segment

Average

Gender

FEMALE

51% of the dealer's buyers
in the past 12-months have
been FEMALE vs the
segment average of 46%

Household Income

$50,000 - $74,999
Annual Household Income

12% of the dealer's buyer
households in the past

12-months earn between
$50,000 - $74,999 vs the
segment average of 10%

FEMALE

MALE

$0 - $14,999
$15,000 - $19,999
$20,000 - $29,999
$30,000 - $39,999
$40,000 - $49,999
$50,000 - $74,999
$75,000 - $99,999
$100,000 - $124,999
$125,000 - $149,999
$150,000 - $174,999
$175,000 - $199,999
$200,000 - $249,999
$250,000 - $499,999

$500,000 or more

S&P Global
Mobility

S&S DMA® Demographic Opportunity

—@51%




DMA Demographic Opportunity

1. Filters: Visualize the models, segments, fuel
types and/or zip codes in terms of the
demographic density.

2. DMA Model Demographic Composition:
summarizes the make up of customers in the
DMA based on specific demographic criteria

3. Heat map: Highlights the dealer’s potential
growth opportunities using a color scale and
allows you to draw a circle around your
dealership to narrow the scope.

Segment share benchmark: Features a slider
to set the targeted share, illustrating the
potential volume opportunity and profit.

Zip code list: Displays the number of
consumers by the selected demographic
profile in each zip code, along with their
shopping and their buying behavior.

S&P Global
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DMA® Demographic Opportunity

Time Period Report Month Select Dealer Dealer Make(s)
Current R3+ Months  All . Al
vs Previous R3 Mo..
Ethnicity Language Age Income
All Al All All
DMA® Model Demographic Composition
ity  lLanguage

WESTERN EUROPEAN EEEEN37.2%  ENGLISH B 71.9%  18-24 YEARS
HISPANIC BN 306%  SPANISH 20.1% 25-34 YEARS
ASIAN 11.8% ASIAN INDIAN 4.7% 35-44 YEARS
AFRICAN AMERICAN 10.3% MANDARIN 1.6% 45-54 YEARS
EASTERN EUROPEAN  13.7% KOREAN 0.6% 55-64 YEARS
MIDDLE EASTERN 2.9% CHINESE 0.5% 65-74 YEARS
OTHER 2.4% VIETNAMESE 0.2% 75+ YEARS
EURASIAN 1.2% TAGALOG 0.1%
PACIFIC ISLANDER 0.0% JAPANESE 01%

CANTONESE 0.1%

HMONG 0.0%

Dealer Volume Opportunity Distribution by Zip Code

Dealer Zip Code Performance

0870

06810

06902

Dealer Models
All

Gender
All

1.6%
8.3%
El 15.9%
. 20.7%
. 25.0%
. 176%

10.8%

Dealer Segme

Al

Income
$0 - $14,999

$15,000 - $19,999
$20,000 - $29,999
$30,000 - $39,999
$40,000 - $49,999
$50,000 - $74,999
$75,000 - $99,999
$100,000 - $124,999
$125,000 - $149,999
$150,000 - $174,999
$175,000 - $199,999
$200.000 - $249,999

nts Dealer Fuel Types

Al

2.1%
2.1%
B 98%
8.6%
. 15.9%
. 17.8%
El 132%
I 94%
8.7%

S&P Global
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Zip Codes
All

FEMALE 45.1%

Segment Share Benchmark

+95,183

Total Dealer Volume
Opp

+$5.16M

Additional Gross Profit *
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How do | export information?

Navigate to the bottom of the page to find downloading options.

Download PowerPoint
Include
This View
+ This View

Specific sheets from this dashboard

Specific sheets from this workbook
[E Image
EH Crosstab

—B -
eer] PowerPoint

P> O
S&P Global
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How to download information into image format

Click Download and select Image to export a PNG image file of the current dashboard.

yownload
Ay DaC

Select your file format.

mage

Crosstab

PDF

PowerPoint

S&P Global
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How to download information into crosstab format

1. Click anywhere into the chart you want to
export first.

2. Click Download and select Crosstab to export oo
the desired dashboard data. ] einsiomi o
3. The selected table will appear in the Download =l s @] L= =
Crosstab popup window. -
a) Select a crosstab file format. = T
b) Click Download to export the file.
1500 | B
GRAND CHEROKEE lk
WRANGLER l 3
2500 |1
3500 |1

S&P Global
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How to download information into PDF format

1. Click Download and select PDF to export a PDF

file. Download PDF X
2. Inthe Download PDF popup window, select the
content to be included in your PDF: ———
a. This View will only print the current This View v
dashboard. .
+ This View
b. Specific sheets from this dashboard will Specific sheets from this dashboard
allow you to select different charts within the Specific sheets from this workbook
current dashboard to print.
Page Size Orientation
c. Specific sheets from this workbook will allow Letter v  Portrait v
you to print all dashboards within the current
workbook.
3. Adjust Page size and Orientation settings. L

4. Click Download to export the customized PDF
file.

S&P Global
Mobility



How to download information into PowerPoint format

1. Click Download and select PowerPoint to
export dashboard screenshots to a PowerPoint
file.

2. Inthe Download PowerPoint popup window,
select the content to be included in your file:

a. This View will only print the current
dashboard.

b. Specific sheets from this dashboard will
allow you to select different charts within the
current dashboard to print.

c. Specific sheets from this workbook will allow
you to print all dashboards within the current
workbook.

3. Click Download to export the customized
PowerPoint file.

S&P Global
Mobility

Download PowerPoint X

Include

Specific sheets from this workbook v

This View
Specific sheets from this dashboard
+/ Specific sheets from this workbook

Dealer Market... Dealer Pumpl... Competitive ... Lost Competi..

1018 Select All || Clear All |




Support Team

Automotive Product Help Desk
1-800-876-5526

Product_Helpdesk@spglobal.com

Hours of Operation (8am — 8pm EST)
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