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Executive Summary

A fragmented yet moaty sector continues to consolidate.



EXECUTIVE SUMMARY

Industry Map

Dealers are the distributors between the automakers and the end users of the vehicles (consumers and fleet customers). Selling new vehicles is the genesis of everything else that
happens at the store. A new-vehicle customer often trades in a used vehicle, which the dealer can then retail, gets a loan and other protection for the new vehicle, and brings the vehicle
for service while it is under warranty and perhaps beyond. Some fleet business is done at the dealer level, but large fleet orders, such as from rental car firms, may bypass the dealer.

Dealers Are the Bridge Between Automakers and Vehicles’ End Users
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Source: Morningstar.
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Key Industry Themes
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EBIT Margin Down but Above 2019 Levels
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Before 2020, a strong operating margin, including
floorplan interest (interest cost to buy inventory), was
around 4%. Covid-19 and the chip shortage decimated
new-vehicle inventory and gave dealers a surge in new-
vehicle pricing power through 2022, sending margins to
levels that would have been absurd to model before 2020
(7%-8% EBIT for some). US new light-vehicle inventory
remains below prepandemic levels of 3.5 million-4 million
units. The pricing power surge is over, but operating
margins should stay higher than prepandemic levels,
especially after permanent headcount reductions in 2020.

Not As Cyclical as You May Think (2025 Gross Margin)

Segment  Asbury AutoNation Group 1 Lithia Penske Sonic

New 6.5% 4.9% 69% 63% 90% 52%
Used 5.3% 5.8% 48% 55% 52% 51%
Service 58.1%  48.7%  55.7% 57.7% 584% 51.1%
F&l 93.2%  100% 100% 100% 100%  100%
Total 1719%  17.9%  16.0% 15.2% 16.3% 16.3%

Dealers do more than sell new vehicles, though new
vehicles are the foundation for other segments. They sell
used vehicles of any brand, not just their new-vehicle
franchise brand. A new-vehicle customer often has a
trade-in that the dealer can then sell as a used vehicle.
Normally, used vehicles bring higher gross margins than
new vehicles, but that has reversed for now, as the chip
shortage is still elevating used-vehicle procurement costs.
A buyer must have a new vehicle serviced at the dealer for
warranty work, which along with finance and insurance
products brings lucrative profits.

Sector Consolidating Over Time
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As the US urbanized and the Detroit Three lost their
dominance, larger dealers serving more people has
become necessary for them to do well. The sector has
consolidated over decades. Some have exited the industry
due to insufficient throughput (volume per store),
expensive store imaging requirements, and automaker
bonus payouts that can be too hard to reach. The sector
has seen a 64% reduction since 1950, but the biggest
dealers are well set up to keep consolidating via
acquisitions while receiving new franchises (called open
points). California, Texas, and Florida have 21% of stores.

Source: Morningstar valuation models and company filings (left), Morningstar valuation models (middle), National Automobile Dealers Association (right). Asbury F&l not 100% due to deferred revenue from

its Total Care Auto insurance product. Gross margins in the middle chart are for light-vehicle stores only.

See Important Disclosures at the end of this report.
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US Auto Dealers’ Market Share and Concentration
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We cover all six US publicly traded new-vehicle franchise dealers, but they sell only about 7% of annual US new light vehicles. The sector remains primarily one of entrepreneurs rather
than large corporations. The public dealers have seen a boost in share since 2020; the top 10 firms' share is now about 9% from about 6%-7% at the turn of the century. We expect
continued gradual consolidation via acquisitions and from open points awarded to the largest firms because they can best fund automakers’ store imaging requirements.

Annual Share of US New Light-Vehicle Sales
Private dealers dominate market share.

Percentage of Dealer Owners by Number of Dealerships Owned
Majority of dealer owners have few dealerships.
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Source: Automotive News, dealers’ 10-K filings and earnings releases, Morningstar estimates (left), NADA Data (right).

See Important Disclosures at the end of this report.
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Industry Value Drivers

Simplified Financial Statement: Lithia Motors
Pro forma income statement ($ in millions).

2025 % of Sales
Revenue n $ 37635
Cost of Goods Sold 31,902 84.8%
Gross Profit () 5733
Selling, General, and Administrative Costs e 3,941 67.4% of gross profit
Depreciation and Amortization 262
Floorplan Interest Expense 228
Captive Finance Pre-Tax Income e 75
Operating Income Excluding Special ltems 1,376 3.1%
Interest Expense 276
Other (Income) (17)
Pretax Income 1,118
Income Tax Provision 283 23.6% Tax Rate
Adjusted Net Income 835
Free Cash Flow Comparision
Cash flow from operations 357
(Capital Expenditures) (351)
Free Cash Flow - GAAP 6
GAAP CFO 357
Move Net Non-Trade Floorplan Borrowing to CFO from Financing 56
Captive Finance Receivable Changes Moved to CFO 878
Adjusted CFO 1,291
(Capital Expenditures) (351)
Free Cash Flow - Adjusted @ 940

Morningstar Equity Research | 7

(1) Revenue: Core revenue segments are retailing new vehicles under a franchise
agreement with the automaker, selling used vehicles of any brand, parts and service
revenue for on- and off-warranty vehicles, and a typically 100% commission-based
finance and insurance segment.

(2) Gross Profit: Dealers focus on maximizing gross profit dollars versus targeting a
margin percentage. Profit is turbocharged by service work at 45%-55% gross margin
and 100% finance and insurance margin. In a recession, gross margin typically goes up
due to a mix shift toward service, but lower vehicle sales means reduced F&I gross profit
dollars, so operating margin declines on less SG&A leverage.

(3) SG&A: Dealers focus on SG&A as a percentage of gross profit, with top dealers in the
low to mid-60s. It's common for large dealers to acquire stores that can then have SG&A
to gross lowered via pursuing more service retention or better F&l penetration.

(4) Floorplan Interest: Refers to dealers “flooring” their inventory purchases through
floorplan credit lines often from automakers' captive finance arms to keep relations
good with the automaker. These borrowings should not be thought of as debt.

(5) Financing Operations: Lithia and AutoNation recently established their own captive
finance arms. They are early-stage, but over time, loan income can be 2-3 times more
profitable than a 100% dealer reserve F&l commission.

(6) Free Cash Flow: Free cash flow calculated from a GAAP cash flow statement is
typically understated because working capital inflows from nontrade floorplan lenders
(lenders that are not automaker captives) must be recorded in cash from financing,
while trade lender activity is in cash from operations. Dealers and CarMax with asset-
backed securitizations also have too low free cash flow calculated from GAAP numbers.

Source: Morningstar valuation model, Lithia's 10-K and fourth-quarter 2025 earnings release.

See Important Disclosures at the end of this report.



EXECUTIVE SUMMARY Morningstar Equity Research | 8

US Auto Retailers Coverage List and Ratings

Morningstar covers seven companies retailing vehicles. The first six are franchise new-vehicle retailers that also sell used vehicles. CarMax only sells used vehicles. CarMax provides
service to customers but cannot perform warranty service because that work must be done at a franchise dealer. Several of the franchise dealers are family-controlled, specifically
Lithia (DeBoer family), Penske (Roger Penske), and Sonic (Smith family). Only Sonic has a dual share class structure to keep voting control within the family.

Morningstar’s US Auto Retailers Coverage List

Company (Ticker) Market Cap (Billions)  MoatRating  Star Rating Fair Value Estimate P/FVE Uncertainty Rating Forward P/E P/S Dividend Yield  1-Year Return

Asbury Automotive Group (ABG) 39 Narrow 1.2.0.9 ¢ $312 0.68 High 8.1 0.23 N/A -20.0%
AutoNation (AN) 6.5 Narrow 2.8.8.8.¢ $234 0.84 High 9.0 0.26 N/A -9.0%
Group 1 Automotive (GPI) 35 Narrow ok k ok $461 0.64 High 1.1 0.16 0.7% -38.0%
Lithia Motors (LAD) 7.2 Narrow Fook Kk k $426 0.75 High 9.2 0.21 0.7% -9.0%
Penske Automotive Group (PAG) 12.6 Narrow 2. 8.8 ¢ $206 0.93 High 14.5 0.40 2.9% 9.0%

Sonic Automotive (SAH) 28 Narrow 0.8.8 ¢ $96 0.95 High 13.0 0.21 1.8% 4.0%

CarMax Enterprise Services (KMX) 1.1 Narrow 1.0.2.0 8 ¢ $96 0.57 High 21.0 0.30 N/A -15.0%

Source: Morningstar and PitchBook. Data as of July 14, 2026. See Important Disclosures at the end of this report.
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Economic Moat

Narrow moats are abundant, thanks to intangible assets and cost advantages.



ECONOMIC MOAT

Summary of Moat Ratings and Sources

All seven firms we cover in the vehicle retailer space have a narrow economic moat. The
six franchise dealers are the largest on trade journal Automotive News' annual list of the
biggest dealers. There are some large private players and other private players doing
roll-up acquisitions to grow. However, we see the public firms' moats as safe regardless
of how big private dealers become; the market is fragmented enough that both public
and private consolidators should keep growing for a long time. Public dealers’ access to
capital is better than small dealers’, and some small owners are exiting the space due to
the high costs of staying in business or the lack of a succession plan, so we see the
public firms" growth runway as long. CarMax is the largest used-vehicle retailer in the
US, and although its competition has increased in quantity with franchise dealers and
online competitors like Carvana, we see its brand, size, captive finance arm, and
proprietary transaction data going back to 1993—which lets it source and price
inventory efficiently via a proprietary algorithm—as durable competitive advantages.

Franchise dealers’ and CarMax's narrow moats all share the cost advantage and
intangible asset moat source. Lithia's longtime emphasis on rural markets, like owning
all the Honda franchises on the island of Maui, enables a third source of efficient scale
just for it. A public dealer's store base of as many as a few hundred stores allows for
optimal placement of inventory in a metro area and across the country, an intangible
advantage that a single store cannot replicate, as is warranty service work. The public
dealers also enjoy a cost advantage on countless overhead items such as health
insurance, dealer management software fees, technician uniforms, and supplies. This
has caused some large private players to sell to public dealers in recent years.

Morningstar Equity Research | 10

Narrow Moats Throughout the Auto Dealer Sector
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Cost Advantage and Intangibles Drive the Moat Story
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Source: Morningstar. Data as of July 14, 2026.

See Important Disclosures at the end of this report.
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Cost Advantage and Intangibles Drive Strong Gross Profit Dollars and Leverage Overhead Costs

Public dealers’ industry knowledge and inventory allocation across multiple stores to
maximize customer selection allow them to price new vehicles more optimally than the
industry, leading to higher gross profit dollars per unit retailed. Public dealers can also
better afford to discount vehicles to earn monthly volume bonus payouts from the
automakers. These bonuses are then booked as a reduction to cost of goods sold. Many
smaller dealers have painful months when they discount to chase volume and then fail
to reach the automaker’s sales bonus threshold. Selling, general, and administrative
costs are also usually more efficient (that is, lower as a percentage of gross profit) at
public dealers, as they can negotiate the best prices possible from vendors for health
insurance or the dealer management system that runs many aspects of a store’s
operations.

CarMax has decades’ worth of data on every vehicle it's retailed, auctioned, or made a
buy offer on, plus digital capabilities that, along with its brand and marketing budget,
allow it to source inventory directly from consumers and other vehicle retailers. Directly
sourced inventory, as opposed to that bought at auction, brings at least a few hundred
dollars per unit more gross profit due to the lower acquisition price that CarMax pays.

2025 New- and Used-Vehicle Gross Profit per Unit
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Nation

Sources: Company filings, The Presidio Group, Morningstar.

See Important Disclosures at the end of this report.
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Return on Invested Capital Levels Merit Narrow Moats Across Our Vehicle Retailer Coverage

Higher gross profit dollars versus smaller players, combined with superior SG&A as a percentage of gross profit, lead to moatworthy returns. A good dealer may only earn a 4%-5% EBIT
margin, but with a highly variable cost structure due to cost of sales that is 100% variable (versus fixed) and SG&A generally at least 50% variable, returns on invested capital in the low
double digits to midteens are common for our coverage. The chip shortage causing a short supply of new vehicles helped ROICs for 2021-23.

Average Return on Invested Capital for the Six Franchise Dealers and CarMax

— Average ROIC — Average WACC
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Source: Morningstar valuation models. CarMax is for fiscal 2016-26. See Important Disclosures at the end of this report.
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Challenges Abound for Dealers Smaller Than the Publics

Noteworthy Sales of Large Private Groups to the Six Public Dealers

Announced  Buyer
Dec. 2019 Asbury
April 2021 Lithia
Sept. 2021 Asbury
Sept. 2021 Group 1
Sept. 2021 Sonic
Dec. 2021 Asbury
June 2022 Lithia
June 2023 Lithia
Sept. 2023 Asbury
Feb. 2024 Lithia
July 2024 Penske
Feb. 2025 Asbury
Nov. 2025 Penske
Jan. 2026 Penske

Seller

Park Place
Suburban Collection
Larry H. Miller
Prime Automotive
RFJ Auto Partners
Stevinson
Lehman/Esserman
Priority

Koons

Carousel

Bill Brown Ford
Herb Chambers
Penske Motor Group
Lexus of Orlando/WinterPark

Price

$889.9 million
Not disclosed
$3.48 billion
$934.2 million
$950.2 million
Not disclosed
Not disclosed
Not disclosed
$1.5 billion
Not disclosed
Not disclosed
$1.34 billion
$519.4 million
Not disclosed

Annual Revenue
$1.7 billion
$2.4 billion
$5.7 billion
$1.8 billion
$3.2 billion
$715 million
$850 million
$1.2 billion
$3 billion
$900 million
$550 million
$2.9 billion
$1.5 billion
$450 million

Region

Texas

Michigan
Western US
New England
West & Midwest
Colorado

South Florida
Virginia
Mid-Atlantic
Twin Cities
Michigan
Massachusetts
California/Texas
Central Florida

Morningstar Equity Research | 13

Small dealers can't get the scale that the larger dealers do, and they don't have the deep
pockets for expensive and ever-changing automaker store imaging requirements.
Several large private dealers also sold to publics in 2021, as they were unwilling or
unable to invest for a digital retailing world.

Examples include Michigan-based Suburban Collection’s 34-store sale to Lithia and
Asbury buying Larry H. Miller (the eighth-largest US dealer at the time with 54
dealerships). The Wall Street Journal in September 2021 quoted Suburban co-owner
David Fischer Jr. on why he sold: “When we looked at Lithia, they were creating their
own brand, their own online process, and their own proprietary software. All the stuff
we couldn't do.” Larry H. Miller Group CEO Steve Sparks discussed the sale to Asbury
with trade journal Automotive News in October 2021: “What it came down to is feeling
like we had grown the business about as large as we could without a national footprint
and without having an over-the-top digital retail strategy. ... What we don't have is a
robust platform that plays over the top like Asbury has. ... It would have been difficult to
have grown to a national footprint, short of going on a large acquisition spree."

Pressure on smaller dealers was present before 2021's consolidation. In June 2017,
Steve Kalafer, who then owned eight stores in New Jersey under the Flemington name,
told Automotive News, “The opportunity | had and was able to maximize, sadly really
does not exist today. The mom-and-pop days, they survived the last 20 years. My fear for
them is not that they're not competent. Not that they can't do the job. But the
manufacturers are crushing them.”

Source: Company press releases and 10-Ks, Morningstar research.

See Important Disclosures at the end of this report.
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Industry Basics

Dealers do far more than sell new vehicles.



INDUSTRY BASICS
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Dealerships Are Not Big-Box Retail, but Sector Is Slowly Consolidating

Number of US Franchised New-Car Dealerships (1947-2025)
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The number of new-vehicle dealerships has increased from the prior year only 18 times
since 1947. This shrinkage is the byproduct of the Detroit Three losing their dominance
over time, although the count has increased five straight years and 11 times since 2012.

Mix of US Dealers by Number of New Vehicles Sold in 2025
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In 2025, 53.5% of dealers retailed less than 500 new vehicles annually versus about 54%
in 2019. The sector is consolidating in favor of larger dealers but very slowly. Dealer
buyouts by the Detroit Three also push the mix away from lower-volume stores.

Source: NADA Data.

See Important Disclosures at the end of this report.
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US Dealers Are an Over $1.3 Trillion Industry

2025 Total Revenue for US Dealers and Revenue per Store
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Source: NADA Data. See Important Disclosures at the end of this report.
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Year-Over-Year Change in Unemployment and Auto Sales Stopped Rising Together in 2026

Auto sales and unemployment are usually negatively correlated, as sales require consumers to feel good about their financial situation. Auto sales often decline before an increase in
unemployment and before a recession is declared. Since 1977, the correlation coefficient is negative 0.53. However, sales and the number of unemployed increased each month for May
2023-February 2026. This positive correlation last occurred in September 2016. Since March, sales have declined year over year while persons unemployed rose—not good for dealers.

There Is Typically a Strong Negative Correlation Between Auto Sales and Unemployment
Monthly US new light-vehicle sales and persons unemployed since 1977.
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Source: Automotive News, Bureau of Labor Statistics, Federal Reserve Bank of St. Louis, Omdia, Morningstar. Data is through June 2026. See Important Disclosures at the end of this report.
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Big Differences Between Revenue and Gross Profit Mix

2025 Average Dealer Revenue Mix (F&I in New and Used)

2019 Average Dealer Revenue Mix (F&I in New and Used)

O Other
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O New Vehicle 55% O New Vehicle 56%
O Used Vehicle 32% O Used Vehicle 32%
Service and Parts 13% Service and Parts 12%
AutoNation’s 2025 Revenue Mix AutoNation’s 2025 Gross Profit Mix
|
O New Vehicle 49% ‘ O New Vehicle 13%
O Used Vehicle 28% O Used Vehicle 9%
Service and Parts 18% Service and Parts 48%
O Finance & Insurance 5% O Finance & Insurance ~ 30%

Morningstar Equity Research | 18

Retailing new and used vehicles, along with
the related finance and insurance sales, made
up about 87% of the US dealer industry's
revenue in 2025. This ratio is hardly different
from 2019, just before the pandemic. However,
far more gross profit contribution comes from
service and F&I than from just selling the
vehicle, as shown in the bottom two charts
with data from AutoNation.

Service on average contributes about one-
fourth as much of the revenue that new-
vehicle sales does, yet for AutoNation, service
contributes just under half of gross profit,
thanks to gross margins of about 45%-55%
versus typically mid-single-digit gross
margins for selling new vehicles. F&I's gross
profit composition is over 5.5 times larger than
its revenue mix because it's a commission-
based 100% gross profit segment. Dealers
aren't just about selling new vehicles.

Source: NADA Data (top), AutoNation 10-K (bottom), Morningstar.

See Important Disclosures at the end of this report.



INDUSTRY BASICS

Morningstar Equity Research | 19

GM, Ford, Toyota, Lexus, Honda, and Genesis Are Throughput Growth Winners for 2025 vs. 2024

New Light-Vehicle Sales per Franchise

Brand 2025 Units 2024 Units  Change Brand 2025 Units 2024 Units  Change
Toyota 1,736 1,607 8.0% Cadillac 306 282 8.5%
Lexus 1,518 1417 71% Mini 274 251 9.2%
Honda 1,211 1,207 0.3% Infiniti 270 292 -1.5%
BMW 1,108 1,061 4.4% Jeep 250 245 2.0%
Kia 1,069 1,006 6.3% Buick 237 184 28.8%
Hyundai 1,054 988 6.7% Polestar 236 296 -20.3%
Subaru 1,003 1,042 -3.7% Lincoln 235 207 13.5%
Mercedes 891 975 -8.6% Ram 182 183 -0.5%
Nissan 822 806 2.0% Jaguar 72 99 -21.3%
Mazda 156 783 -34% Ferrari 72 76 -5.3%
Ford 738 682 8.2% Lamborghini 69 93 -25.8%
Chevrolet 631 598 55% Bentley 61 80 -23.8%
Audi 537 643 -16.5% Alfa Romeo 54 76 -28.9%
Land Rover 526 528 -04% Chrysler 53 52 1.9%
Volkswagen 523 596 -12.2% Aston Martin 52 54 -3.7%
Acura 487 485 04% Maserati 51 62 A17%
Volvo 434 444 -2.3% Dodge 43 59 -211%
GMC 394 369 6.8% Mclaren 43 49 -12.2%
Genesis 391 327 19.6% Rolls-Royce 42 46 -8.7%
Porsche 376 381 -1.3% Lotus 36 24 50.0%
Mitsubishi 307 340 -9.7% Fiat 4 5 -20.0%

New-vehicle unit volume per store (what the industry refers to as throughput) for a
brand is a byproduct of history. In the middle of the 20th century, General Motors alone
had about half the US market, so its dealer base, along with Ford's and Chrysler's, was
huge. As Japanese and more recently Korean automakers took share from the Detroit
Three, the latter's dealer bases became bloated, with too little volume to be as profitable
versus Toyota or Honda dealers, for example. The foreign automakers, also known as
transplants, franchise as well, but their dealer bases grew as the automakers grew. The
result of growing with the automaker means that each franchise, especially for Toyota
and its Lexus premium brand (Lexus' framework agreement lets a dealer have no more
than eight Lexus stores), enjoys excellent throughput.

The first major reduction in Detroit Three stores came for GM and Chrysler with their
bankruptcies. Ford has also gradually but less dramatically culled its dealer ranks to
make the surviving dealers more profitable and reduce automaker costs to interact with
franchise partners. Some dealers believe that automakers unfairly target rural
dealerships for closure (closures happen via buyout or not renewing a franchise
agreement), so Detroit Three firms have a balancing act of how many stores to close
without abandoning rural Americans, many of whom buy highly profitable pickup trucks
and full-size SUVs that are mostly made by the Detroit Three.

Mass buyouts don't just happen in bankruptcies. In 2023, GM's Buick brand underwent a
buyout program and saw its US dealer count reduced by about 46% to 1,062 franchises.
Buick’s throughput more than doubled in 2023, rose 66% in 2024, and rose 29% in 2025.

Source: Automotive News, Morningstar calculations.

See Important Disclosures at the end of this report.
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New-Vehicle Pricing Still Growing, but Less Than During the Chip Shortage-Induced Highs

2025 US Dealers’ New-Vehicle Units Sold per Store and Average Retail Pricing
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Many brands are low enough in volume that they don't sell the national annual average
of new vehicles per store (955 in 2025). Some franchises of these brands do better than
the national average, though, because they are excellent operators or marketers or have
little competition near them. For the four public franchise dealers that disclose total US
new light-vehicle unit sales, 2025 new volume per franchise store is a bit higher than
the national average, ranging from 1,058 at AutoNation to 1,119 at Group 1.

By September 2021, the chip shortage decimated US industry new light-vehicle
inventory to just 973,000 units, a 73% decline from September 2019. This was the lowest
level since at least 1985, which is as far back as Omdia data goes. 2022 monthly
inventory data shows stock ranged between about 1.1 million and 1.7 million units. This
shortage enabled massive artificially high pricing power for dealers, with new-vehicle
segment gross margin at the public dealers in the low double digits. Such levels would
have been absurd to model before the pandemic, when continual discounting and
automakers keeping more new-vehicle profitability for themselves was driving gross
margin below 5%. Pricing generally moves up over time due to inflation and new
electronic, powertrain, or safety content that justifies price increases. However, the
annual price change for the industry in 2021 and 2022 was about 4 times the average
change for each year of 2015-19. 2025’s change was 1.2%.

By 2024, the chip shortage was mostly over, and summer 2026 monthly industry new-
vehicle inventory levels are nearly 2.7 million. Wealthy consumers buying expensive
vehicle trims is keeping pricing high, but many consumers crave better affordability.

Source: NADA Data, Morningstar.

See Important Disclosures at the end of this report.



INDUSTRY BASICS

Morningstar Equity Research | 21

Chip Shortage's New-Vehicle Supply Dearth Meant High New-Vehicle Profits While Used Profits Suffered

The chip shortage enabled excellent new-vehicle profitability. The downside to poor new-vehicle supply and, in turn, poor new-vehicle sales is that not many used vehicles entered the
supply chain as trade-ins. This used shortage created much higher used-vehicle pricing for consumers and for retailers to acquire inventory. High costs combined with high used loan
interest rates means that used margin falls for auto dealers. However, 2025-26 data indicates improving used profitability and slowing new-vehicle profit decline.

Median New-Vehicle Gross Profit Metrics Across the Six Public Franchise Dealers

I New Vehicle Gross Profit Per Unit  — New Vehicle Gross Margin
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Median Used-Vehicle Gross Profit Metrics Across the Six Public Franchise Dealers

I Used Vehicle Gross Profit Per Unit - — Used Vehicle Gross Margin
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Source: Company earnings releases, 10-K filings, Morningstar calculations. Lithia and Penske figures include stores outside the US, and Sonic's data is for its franchised vehicle stores only.

CarMax not included.

See Important Disclosures at the end of this report.
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Used-Vehicle Affordability Remains a Problem; Manheim Index Up Year Over Year All but One Month Since 2025

Falling new-vehicle sales at times means that dealers
need to focus more on selling used vehicles. However,
that's often not easy, because lower new-vehicle sales
means fewer quality used vehicles enter the marketplace
via trade-ins. In macroeconomic turmoil, like in fall 2008
and March 2020, used-vehicle pricing collapsed at the
start of bad times but very quickly rebounded and then
accelerated at rates far higher than before the collapse of
Lehman Brothers or the start of the pandemic.

The used market is recovering from the pandemic and the
chip shortage that started in spring 2021. Sparse new-
vehicle production caused a surge in used-vehicle
demand that used supply couldn't match. That supply
dearth caused high bidding at auctions for used vehicles.

Poor new-vehicle production along with good new-vehicle
demand meant little incentive for automaker captive
finance arms to lease vehicles versus selling them. Leases
are often three years, which means reduced used-vehicle
supply for each of the three years after 2021-23. Used
pricing will take beyond 2026 to normalize.
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Chip Shortage Fallout Still Disrupting the Used-Vehicle Market

— Manheim Used Vehicle Value Index (Jan. 1997=100)
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Sources: Manheim, Morningstar. Data through June 2026.

See Important Disclosures at the end of this report.
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Chip Shortage Massively Distorted the US Used-Vehicle Market, and Its Impact Is Not Over

Used Units Sold by US New-Vehicle Dealers (Millions)

M Used Vehicle Units Sold (millions)

Average Selling Price of Used Vehicles at New Dealers

— Average Selling Price Of Used Vehicles
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When new-vehicle sales fall, it causes a decline in used-
vehicle supply. New-vehicle buyers are the most likely
source of what are called late-model used vehicles,
meaning generally up to four years old. These used
vehicles acquired on trade can be reconditioned by
franchise dealers and earn certified preowned status,
commonly called CPO. The used-vehicle shortage
combined with rapidly rising interest rates in 2022-23
explains franchise dealer used-vehicle sales falling over
12% in 2022 versus 2021. 2025 was a second straight year
of growth as consumers seek affordability.
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Less supply means higher prices not only for consumers
but also for dealers. Car rental firms were desperate for
inventory in 2021-22, so they aggressively bid up auction
prices, which forced dealers to pay up to acquire
inventory. As such, consumers had to pay more as well. In
2024, these factors reversed and prices came down, but
off-lease supply for late 2024-26 will be poor due to a lack
of new-vehicle sales three years prior. We don't expect
pricing to return to prepandemic levels due to inflation
being sticky, but we expect used prices for now to remain
below chip shortage levels of around $30,000.

2025 Used-Vehicle Sources by US New-Vehicle Dealers

\_

O New VehicleTrade In ~ 45%
O Used Vehicle Trade In ~ 24%

Auction 22%
O Off the Street 9%

Dealers grew tired over the years of seeing CarMax do so
well selling used vehicles while many of them would not
give the space enough effort. More focus by dealers, plus
some of the publics now having stand-alone used-vehicle
stores to stock and more digital capabilities to reach
consumers, means dealers are buying more vehicles “off
the street”"—directly from consumers—than ever before.
2025's 9.1% off-the-street sourcing mix is well above
2019's 4.8%, while new- and used-vehicle trade-in
sourcing is 470 and 80 basis points higher. The expensive
auction channel is 530 basis points lower than in 2019.

Source: NADA Data.

See Important Disclosures at the end of this report.
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Advertising Spending Online-Focused, With More Choices Meaning Share Losses for Traditional Media
US Dealers’ 2025 Advertising Spending Mix US Dealers’ 2002 Advertising Spending Mix
O Newspaper 2% O Newspaper 47%
O Television 1% O Television 1%
Radio % Radio 16%
‘ O Direct mail 6% O Direct mail %
O Search engine 20% O Internet 5%
optimization O Other 9%,
O Third party listings ~ 20%
‘ O Social media 14%
O Search engine 21%
marketing
O Other 0%

Auto dealers spent $9.96 billion on advertising in 2025, per NADA, up 8.3% from 2024. Over time, the spending has moved away from newspapers and television to online channels such

as search engine optimization and social media. Social media's mix increased 150 basis points from 2024. TV's mix is down 90 basis points year over year but up 50 basis points from
2023. SEO is important because it can mean using fewer third-party listing sites (such as Edmunds or Cars.com), which results in cheaper customer acquisition costs.

Source: NADA Data. See Important Disclosures at the end of this report.
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Service Is a Critical Part of a Dealer's Operation

Parts and service, also called fixed ops by dealers, carries gross margin around 45%-55% and can constitute over 40% of total gross profit. Fixed ops gross profit's effectiveness is also
measured through absorption, which is the percentage of total dealer fixed overhead costs covered by parts and service gross profit. This ratio can be nearly 60% and can even exceed
100%, as with Penske's Class 8 truck stores' absorption of about 115%-130%. Body shops provide another revenue stream; 34% of dealers had a body shop in 2025.

Total US Dealer Service and Parts Revenue ($ in Billions) 2025 US Dealership Repair Order Mix (268.3 Million Order Count)
M Services And Parts Revenue  — % Year-over-year change O Mechanical 42%
$200 15% O Warranty Claim 22%
usb Internal 18%
O Express Service 13%
O Service Contract 6%

$100

0%

-10%

2005 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025

Source: NADA Data, Morningstar. See Important Disclosures at the end of this report.
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Warranty Helps Service Retention

Automakers require new-vehicle service warranty work (generally in the first four or five years after purchase) to be done at one of their dealers, but not necessarily the same store that
sold the vehicle. This dynamic creates an opportunity for lucrative captive work while the vehicle is under warranty. Dealers also do about half of their service jobs from nonwarranty
business, called customer pay. Retention disclosures are few, but Group 1's data below and Lithia's on the next slide show respectable retention.

Group 1's Vehicle Service Retention Data by Model Year (for Vehicles With at Least Two Visits in the Past 15 Months)

I Group 1's Service Retention
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Source: Group 1 investor presentation, Morningstar. 2025 model year data is through March 2026, and some of those vehicles have not been in service long enough to need two service visits. We expect the See Important Disclosures at the end of this report.
2025 percentage to notably increase over the next few quarters.
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Warranty Helps Service Retention

Lithia’s US Service Retention by Model Year Age for 2024-25 (Defined as Customers Who Previously Purchased a Vehicle and Returned for Service in the Past 12 Months)
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Source: Lithia investor presentation, Morningstar. See Important Disclosures at the end of this report.
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F&I Not Just About Facilitating Loans

Finance and Insurance Product Overview

Item

Description

Dealer Reserve

Extended-Service
Contracts

Maintenance

GAP

Protection

The dealer is not a lender in this transaction. Instead, it arranges customer loans in store from a third-
party lending partner, such as a bank, credit union, specialty finance company, or an automaker's
captive finance arm. The dealer receives a commission from the lender that is either a flat fee or the
difference between the interest rate charged to the customer and the rate set by the lender. This rate
markup is called dealer reserve and is often capped at 100-200 basis points. Dealers record revenue
net of chargeback estimates in case a loan is paid off quickly. Customers will go this route due to
sometimes below-market rates available to them via an automaker's captive lender; also, customers
can quickly comparison shop across sometimes dozens of possible lenders without leaving the
dealership or contacting each lender themselves.

These are generally extended-warranty contracts to give customers extra assurances in case of quality
problems. They are written by third parties such as specialty insurance carriers.

Third-party contracts for what is often called prepaid maintenance, where maintenance costs are
covered for the first few years of vehicle ownership. Some dealers, such as AutoNation, sell
maintenance contracts good for work done only at their dealerships for a set number of years. Revenue
for these contracts is recognized each time the customer brings the vehicle in for service.

Guaranteed auto (or asset) protection. It refers to a third-party insurer paying the gap that may exist,
after a vehicle is totaled after an accident, between what the customer's insurance company pays them
and the customer's remaining loan balance.

Various additional insurance options such as protecting tires and wheels, key fob replacement, or theft
insurance.

About two-thirds of dealers’ finance and insurance
business comes from selling products, and one-third is
from the dealer reserve markup for arranging a loan with a
third-party lender. The Consumer Financial Protection
Bureau has scrutinized dealer reserve in the past, but
actual regulation of dealers' F&l falls under the Federal
Trade Commission. The CFPB regulates the dealers'
lending partners as well as dealers” own lending arms like
at AutoNation and Lithia.

Dealers do not disclose much on F&l penetration by
category, but Group 1 does. Its 2025 dealer reserve
penetration was 70%, service contracts 45%, maintenance
24%, and other products nearly 24%. F&l is so important
because 100% of gross profit flows to operating income,
and the segment’s gross profit per unit is often in the
$2,000-$2,300 range. F&l can be a quick source of profit
improvement at newly acquired dealerships when the
previous owner did not emphasize F&I penetration. New
vehicles tend to have higher F& GPU than used, likely due
to wealthier buyers who may be more likely to want their
vehicle protected since it's new and because of higher
loan principal. Leasing can have less F&l business.

Source: Dealer 10-Ks, Morningstar research.
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Automaker Captive Loan Origination Primarily for New Vehicles, Leaving Door Open for Dealer Captives on Used

Credit is the lifeblood of the US auto industry, and CarMax's success with its captive finance arm has inspired AutoNation and Lithia to recently establish their own captive lenders:
AutoNation Finance and Driveway Finance Corp., respectively. Experian's data below does not yet include dealers’ captive lenders as a category. We estimate that in 2025, AutoNation

Morningstar Equity Research | 29

Finance's and DFC's combined financed percentage of all US new-vehicle units sold was 0.5%, and for used vehicles their combined mix was 0.2%, so there is plenty of growth runway.

New-Vehicle Financing Mix: First Quarter 2026

O Banks

O Buy Here Pay
Here/Other

Automaker Captive
Finance Companies

O Credit Union

O Specialty Finance
Companies

‘

26%
2%

54%

1%
7%

Used-Vehicle Financing Mix: First Quarter 2026

O Banks

O Buy Here Pay
Here/Other

Automaker Captive
Finance Companies

O Credit Union

O Specialty Finance
Companies

30%
16%

6%

21%
22%

Source: Experian’s State of the Automotive Finance Market Report, Morningstar.

See Important Disclosures at the end of this report.
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Compensation and Real Estate Costs Drive Overhead Expense
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Selling, general, and administrative costs typically are about 50% fixed and include commissions. Many special items such as storm damage or acquisition costs get booked for GAAP in
SG&A. Dealers heavily focus on the ratio of SG&A to gross profit dollars—the lower the better (hence the F&l emphasis discussed previously). The ratio has increased lately as profits

have come down from chip shortage highs, but it should stay lower than before the pandemic, because in 2020, the public dealers each cut headcount by about 15%-20%.

Public Dealers’ 2025 SG&A as a Percentage of Gross Profit

Asbury Automotive Group (GAAP) AutoNation (GAAP) Group 1 Automotive (GAAP)
Personnel 41.7% Compensation 43.9%  Personnel Not disclosed
Rent and related 4.3%  Store and overhead 18.5% Rent 2.2%
Advertising 2.2% Advertising 55%  Advertising 3.7%
Other 16.4% Other Not disclosed
GAAP SG&A to Gross Profit 64.7%  GAAP SG&A to Gross Profit 67.9% GAAP SG&A to Gross Profit N/A
Adjusted SG&A to Gross Profit Excluding Rent 62.7% Adjusted SG&A to Gross Profit Excluding Rent 05.2%  Adjusted SG&A to Gross Profit Excluding Rent 68.6%
Lithia Motors (GAAP) Penske Automotive Group (GAAP) Sonic Automotive (GAAP)
Personnel 433%  Personnel 431% Compensation 45.6%
Rent and Facility 71% Rentand related 8.6% Rent 1.9%
Advertising 4.5%  Advertising 2.5%  Advertising 4.2%
Other 13.9% Other 17.9% Other 18.7%
GAAP SG&A to Gross Profit 68.8% GAAP SG&A to Gross Profit 721%  GAAP SG&A to Gross Profit 70.4%
Adjusted SG&A to Gross Profit Excluding Rent 66.2%  Adjusted SG&A to Gross Profit Excluding Rent 66.1%  Adjusted SG&A to Gross Profit Excluding Rent 69.7%

Source: Dealer 10-Ks, Morningstar calculations. Most dealers only gave this breakout for their GAAP SG&A. Data includes non-US stores and other stores such as trucks.

See Important Disclosures at the end of this report.
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Outlook

Affordability slowing auto sales recovery while consolidation continues.
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New-Vehicle Sales Recovery Will Take Time, so Dealers Have Good Growth Runway

At nearly 2.7 million units, US light-vehicle inventory for now is not back to where we think it will likely settle. Low inventory, along with leasing still below 2019 levels, gives reason to
think that new-vehicle sales will rise in the next few years, though not rapidly. Many consumers who bought in 2020-23 during poor availability may not have purchased the exact
vehicle they wanted, so they could return to the market early. Still, much higher interest rates than in recent years and high prices likely mean a decline for 2026 versus 2025.

Morningstar’s US New Light-Vehicle Sales Forecast (Millions)

I US Light-Vehicle Sales Forecast (millions) — % Change
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Source: Morningstar. Change is calculated from the midpoint of each year's range. See Important Disclosures at the end of this report.
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Per Capita Sales Math Says Recent Sales Years Below Long-Term Trend Levels, Which Suggests Future Growth
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Recent Years’ US New Light-Vehicle Sales Have Been Below Historical Averages Due to the Pandemic and Chip Shortage

Total US Population

US Licensed Driver Population

Per capita sales average 1951-2025
Per capita sales average 2000-2025
1980 per capita sales
1982 per capita sales
1991 per capita sales
2009 per capita sales
2020 per capita sales
2021 per capita sales
2022 per capita sales
2023 per capita sales
2024 per capita sales
2025 per capita sales

51%
5.0%
4.9%
4.5%
4.9%
3.4%
4.4%
4.5%
41%
4.7%
4.7%
4.8%

Recessionary New Light Vehicle Sales Scenarios

8.3%
1.3%
1.1%
6.9%
13%
5.0%
6.4%
6.5%
5.9%
6.6%
6.7%
6.8%

Total US Population Sales

US Licensed Driver Sales

Sales at 1980 per capita levels

Sales at 1982 per capita levels

Sales at 1991 per capita levels

Sales at 2009 per capita levels (actual 2009 sales totaled 10.43 million)

Sales at deep recession per capita levels of 4% of total population and 6% of drivers
Sales at 2019 per capita levels

Sales at 2020 per capita levels

Actual 2025 US sales

Midpoint of our 2026 expected sales

16,905,083
15,336,946
16,747,327
11,642,112
13,721,821
17,768,848
15,116,025
16,348,337

15,900,000

18,630,529
16,666,108
17,609,170
12,030,195
14,504,613
18,081,940

15,440,572

Source: Automotive News, Center for Automotive Research, Federal Highway Administration, Morningstar calculations and estimates.

See Important Disclosures at the end of this report.
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Leasing's Portion of New-Vehicle Sales Is Coming Back but Has a Ways to Go to Reach 30%

Leasing is a popular way to buy a new vehicle because the monthly payment is lower than buying outright and one can get a new vehicle every three years. The events of 2020-21 made
leasing penetration contract severely because low new-vehicle inventory did not give automakers' captive finance arms a reason to write leases. Low supply also made estimating the
residual value very difficult. Captives take residual value risk as lessors. Generally, lease penetration is in the low 30s, so its recovery should help sales grow as it nears 30%.

Percentage of New US Light-Vehicle Sales That Are Leased (2026-30 Are Morningstar’s Forecast)

I Leasing as Percentage of New US Sales
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Source: Automotive News, Experian, NADA Data, Omdia, Morningstar estimates shaded in green.

See Important Disclosures at the end of this report.
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Lower Interest Rates Help Sales, but Industry Can Absorb Some Rate Hikes Too

Monthly New- and Used-Auto Loan Payment Interest Rate Sensitivity

New Vehicle Used Vehicle New % Change  Used % Change

Principal $43,925 $27,070
Rate 6.4% 11.4%
Months 69.48 67.73
Monthly Payment $753.99 $539.06
Increase in monthly payment if rates rise 100 basis points $20.22 $13.34 2.1% 2.5%
Rise 200 basis points $40.75 $26.85 54% 5.0%
Rise 300 basis points $61.59 $40.53 8.2% 7.5%
Rise 400 basis points $82.72 $54.38 11.0% 10.1%
Rise 500 basis points $104.16 $68.40 13.8% 12.7%
Rise 1,000 basis points $215.68 $140.92 28.6% 26.1%
Rise to Aug. 1982 peak of 17.87% (new only) $250.03 N/A 33.2% N/A

With first-quarter 2026 new-vehicle loan average interest
rates about 55% higher than in the first quarter of 2021
and about 30% higher for used vehicles, the consumer has
experienced borrowing cost sticker shock. Used-vehicle
customers have at times delayed purchases altogether per
CarMax, while new-vehicle buyers are in some cases
trading down to compact cars. Luxury buyers remain
willing to buy. Average new-vehicle monthly loan
payments of $770 are 39% higher than in the first quarter
of 2019 and about 36% higher for used at $531.

A few interest rate cuts would help the auto market,
especially for used vehicles. The chart shows that at the
margin, even future increases of up to 500 basis points
would mean about a $70-$100 increase in the monthly
payment for new and used loans.

New US light-vehicle sales declined every year during
1979-82 (1982 was down 31% versus 1978), but we don't
see the US economy in that bad shape relative to back
then. Still, a repeat of ultrahigh rates to crush inflation, as
in the early 1980s, would be a temporary disaster for auto
sales, as new monthly payments would rise by $250.

Source: Experian, Federal Reserve, Morningstar calculations.

See Important Disclosures at the end of this report.
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Late-Model Used-Vehicle Supply Increase Is a Question of When, Not If

Quality Used-Vehicle Supply Increase Started This Year and Accelerates in 2028
US supply of three-year-old used vehicles (millions).

M 3-Year Old Used Vehicle Supply (millions)

2019 2020 2021 2022 2023 2024 2025  2026E 20278 2028E

2025's leasing penetration is almost 600 basis points higher than 2022's 18.6%, leading
to higher off-lease supply and higher supply of desirable used vehicles with a relatively
young age of three years. Supply improvement is projected to be gradual through 2027
and then meaningfully step up in 2028 thanks to 2025's new-vehicle sales being the
highest since 2019. Better supply suggests affordability improvement for consumers,
which may mean more volume for dealers’ sales and service lanes.

There should be a noticeable gap between new- and used-vehicle prices; otherwise,
everyone would buy a new vehicle. US used-vehicle sales often are around 2.5 times the
annual new volume, given easier affordability and some buyers wanting to avoid the
depreciation hit of driving a new vehicle off the lot. This volume difference is why many
dealers were foolish for decades by not focusing enough on retailing their trade-ins
(instead simply selling them off to auction firms), which CarMax has been happy to take
off their hands since its founding in 1993.

The pandemic and chip shortage distorted this traditional new/used gap. A decline in
new-vehicle production led to low new-vehicle inventory and, in turn, more demand for
used vehicles. At the same time, far fewer used vehicles were entering the marketplace
due to low trade-in volume from low new-vehicle sales. The new/used gap just before
the pandemic was about $15,400; it fell 30% to $10,704 by the third quarter of 2021,
when new-vehicle inventory bottomed out at under 1 million units. As the chip shortage
slowly abated, the gap has improved (widened); it exceeded first-quarter 2020 levels for
the first time in the first quarter of 2023 at $15,816.

Source: Sonic Automative investor presentation (citing JD Power data), Morningstar.

See Important Disclosures at the end of this report.
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Separately Branded Used-Vehicle Stores Offer New Vertical for Some Dealers

The deep pockets of the six public dealers and the rise of CarMax inspired some to have their own used-vehicle stores, often under a separate brand. In 2026, three firms have stand-
alone used-vehicle stores. Group 1 has never seemed interested. Asbury and Lithia used to have them, but Asbury never sounded very committed to its Q Auto stores in Florida, and the
Great Recession forced Lithia to kill the L2 brand that had just launched. We don't think a dealer must have used stores, but it's a growth channel with no automaker rules oversight.

Which Public Dealers Have Stand-Alone Used-Vehicle Stores?

Dealer Used Stores Used Store Brand Used Store Count Used Store Retail Volume (2025) Change From2024  Used Store Revenue (2025) Percent of Total Revenue
AutoNation Yes AutoNation USA 25 28,893 1.6% Not disclosed Not disclosed
LT R I it e B e it b A 0 o
Sonic Automotive Yes EchoPark 18 67,636 -21% $2.072 billion 13.7%
Group 1 Automotive No N/A
Lithia Motors No N/A
Asbury Automotive Group No N/A

Source: Company SEC filings, investor presentations, Penske management, Morningstar calculations. Data as of March 31, 2026.

See Important Disclosures at the end of this report.
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Dealers Not Afraid to Go Digital; Omnichannel Allows Customer to Choose Optimal E-Commerce Exposure

Amazon has changed how people shop for and buy a
vehicle, which has long had the reputation of being an
unpleasant experience. The public dealers recognize that
digital brings an opportunity for a far easier buying
process, and they are not resisting the change, though
smaller ones cannot afford to add omnichannel. Digital
also lets dealers collect data. Customers shop via
omnichannel, where they choose how much of the process
to do online versus in-store. Hyundai and Amazon have a
program to sell new vehicles, but this is a lead generator;
the dealer will still be making the sale and retain the
chance for service. Amazon has brought new customers.

Asbury’s Clicklane tool is a good illustration. Clicklane can
do the entire buying process—trade-in, financing, and
loan payoff—in 15 minutes or less for both new and used
cars. The front-end yield (gross profit per unit plus F&l
gross profit on the deal) is not drastically different from a
traditional in-store transaction. Asbury prefers to use
Clicklane for customers within 50 miles of a store so it
gets the service business. This approach contrasts with
Lithia's Driveway tool, where the average customer is 800
miles from the vehicle and has it delivered.

Amazon Autos Is Bringing New Customers to Hyundai
Impact of Hyundai-Amazon partnership per Hyundai CEQO in December 2025 interview.

@ New Hyundai Customers Il Amazon Autos Visitors New to Hyundai
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Source: Automotive News, Morningstar.

See Important Disclosures at the end of this report.
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Further Electric Vehicle Penetration Looks Inevitable, Regardless of Federal Policy

California Fighting the Federal Government so It and Other States Can Fully Ban Combustion Sales in 2035
California’s zero-emission vehicle rule for new light-vehicle sales by model year under the revoked (for now) ACC II.
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California's Advanced Clean Cars Il rule issued in 2022 has
ramifications for the entire US auto market. Eleven other
states and the District of Columbia follow this rule.
California is the single-largest auto market in the country,
with 11.8% of 2025 new light-vehicle registrations, and the
12 states combined were about 31%. Automakers cannot
afford to make the same vehicle with two different
emission standards and only sell certain versions of a
vehicle in certain states, so essentially, what California
mandates becomes the de facto national policy.

However, on June 12, 2025, the US government revoked
California's waiver to set its own rules, including ACC II.
California is suing to stop what it sees as an illegal act by
the federal government, but there is no court decision yet.
California Gov. Gavin Newsom that day issued an
executive order to create ACC III, which will be used as an
alternative to ACC Il should the state’s lawsuit fail. Details
on ACC Ill are few.

We see higher battery electric vehicle penetration as
inevitable as battery costs fall. The next two slides show
more detail on BEV sales and our 2030 BEV forecast.

Source: California Air Resources Board, Morningstar. Rules are for automakers'’ sales, not dealers’. CARB defines ZEV as battery electric vehicles, plug-in hybrids, and fuel cell but PHEV volume cannot

exceed 20%.

See Important Disclosures at the end of this report.
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Hybrids Still Winning Share in 2026, but We See Battery Electric Vehicles Rebounding Once Affordability Improves

Hybrids Gaining Share in 2025-26 on Toyota and Honda Offerings
US electrified vehicle market share as percentage of new light-vehicle sales.

Year Total USLight BEV  PHEV TotalBEV& Hybrid (HEV) FuelCell Electrification
Vehicle Sales Share Share PHEV Share Share Share Share
2011 12,778,885  0.1%  0.1% 0.1% 2.1% 2.2%
2012 14493092  01% 03% 0.4% 3.0% 3.4%
2013 15,603,678  03% 0.3% 0.6% 3.2% 3.8%
2014 16,522,663  04% 0.3% 0.7% 2.1% 3.4%
2015 17482841 04%  0.2% 0.7% 2.2% 2.9%
2016 17553429  05%  0.4% 0.8% 2.0% 2.8%
2017 17238915  0.6%  0.5% 11% 2.1% 3.2%
2018 17,318,961 14% 0.7% 2.1% 2.0% 4.0%
2019 17104792 14%  05% 1.9% 2.3% 0.012% 4.2%
2020 14575255  1.6% 05% 2.1% 3.1% 0.006% 52%
2021 14946973  29% 1.2% 41% 54% 0.022% 9.5%
2022 13,754339  54% 13% 6.8% 5.6% 0.020% 12.4%
2023 15502479  75% 1.9% 9.4% 1.6% 0.019% 17.0%
2024 15858418  18%  2.0% 9.8% 10.2% 0.004% 20.0%
2025 16233363  78% 1.6% 9.4% 12.7% 0.002% 22.0%
1H 2026 7883658  58% 1.2% 1.0% 15.4% 0.002% 22.4%

We See BEVs Gaining More Share as Battery Costs Come Down
BEVs' share of US new light-vehicle sales.

— US BEV Market Share of Annual New Light Vehicle Sales
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Source: US Department of Energy Alternative Fuels Data Center, Automotive News, Omdia (left), Omdia, Morningstar forecast (right).

See Important Disclosures at the end of this report.
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2026 Is a Bad Year for BEVs, Given Tax Credit Expiration, but Market Share Losses Stabilizing Sequentially

Tax Credit Ending Means Large Year-Over-Year BEV Declines, but Those Will End in Fourth Quarter
2025 and year-to-date June 2026 US new light-vehicle sales by propulsion type.

2025 Year-Over- 2025 Year-Over- YTD June 2026 YTD June 2026
Year US Sales 2025 Market Year-Over-Year YTD June2026 Year-Over-Year

Growth by Share  'earShareChange ' . Growth MarketShare Share Changein
Propulsion TEEEBITE by Propulsion Basis Points
Internal combustion -0.2% 78.0% -203 -3.2% 17.6% -31
Hybrid 21.6% 12.7% 251 19.4% 15.4% 286
Plug-In hybrid 17.2% 1.6% -38 -43.2% 1.2% -83
Battery electric vehicle (BEV) 1.2% 1.7% -9 -251% 5.8% 172
BEV ex-Tesla 5.5% 4.3% 13 -34.1% 2.8% -135
Fuel cell -42.5% 0.002% Not meaningful 21.3% Not meaningful  Not meaningful
US light vehicle sales growth 2.4% N/A N/A -2.8% N/A N/A

We see BEV sales in a holding pattern rather than
permanently leveling off. BEVs excluding Tesla grew 27%
in 2024 and 5.5% in 2025, but that momentum ran out in
2026 after the tax credit ended on Sept. 30 last year. US
BEV share is down in 2026, but BEV sales have risen
sequentially in four of six months this year, including up
11.6% in May and 3.9% in June on high gas prices from the
Iran war.

The US needs more time to build out infrastructure,
expand its BEV offerings to more affordable choices, as
Chevrolet has done, and give higher-income customers
BEV options beyond Tesla, like Cadillac is doing. Dealers
can sell whatever propulsion type their customers want
(other than Tesla and other BEV-only firms that do not
franchise) while still providing financing and service.

Source: Omdia, Morningstar calculations.
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California Has Far More Zero-Emission Vehicles Than the National Average

A key problem for zero-emission vehicles now is their popularity split in and out of California. According to the California New Car Dealers Association, in 2025, ZEVs were 20.9% of new-
vehicle registrations in the state, but for the whole country including California, they were only about 8%. California was about 28.5% of all US ZEV registrations, per the association.

California’s Love of ZEVs Is Not Shared by the Rest of the US
California's ZEV or BEV percentage of annual new-vehicle registrations or sales versus nationwide ZEV or BEV new-vehicle share.

M California Il Entire US per Omdia

25%

22.0
2.7 209

13%
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Source: California New Car Dealers Association, Omdia, Morningstar. CNCDA only has nationwide data for ZEVs for 2024-25, so earlier years are per Omdia and are sales rather than registrations. See Important Disclosures at the end of this report.
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No Evidence That BEVs Are Hurting the Lucrative Service Segment

No Indication BEVs Are Causing a Decline in Service Revenue Repair Costs Increasing Over Time Regardless of Vehicle Age
Average total cost of repair by year (all powertrains). Average total repair cost by vehicle age group (all powertrains).
M Total Cost of Repair — YOY % Change 2020 EE2021 02022 W2023 W2024 M 2025
$5,000 14% $7,000
UsD UsD
12% 6,000
$4,000
10% 5,000
$3,000 - -
8% $4,000
— 6% $3,000
$2,000
4% $2,000
$1,000 o
2% $1,000
$0 0% $0

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025 Current Year 1-3 Yrs Old 4-6 Yrs Old 7+ Yrs Old

Source: CCC Intelligent Solutions, Morningstar. See Important Disclosures at the end of this report.
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BEVs' Complexity Means Dealers See Higher Repair Tickets and Are More Likely to Retain Customers for Service

BEVs Need More Parts and More Labor Than Internal Combustion Engine Repairs BEV Repair Premium to ICE 26% in 2024 vs. 54% in 2020, Partly on Rising Labor Costs
Repair metrics for BEV, ICE, and HEV. Total cost of repair for vehicles up to three years old by powertrain.
2020 2021 2022 2023 2024 BN (CE I Hybrid 7 Electric

ICE $8,000
Parts per Repair 13.5 14.3 15.9 16.3 15.9 usD 7037
Avg. Price per Part $ 13150 §$ 14116 $149.58 § 151.72 $ 156.60 :
Avg. Labor Hours 271 285 304 308 307 $7.000 6454
Labor as%of Total Repair st~ 36.2%  349%  343%  349%  352% 6,110

$6,000
Electric
Parts per Repair 33.9 34.6 28.1 24.3 22.0 $5.000
Avg. Price per Part $ 5646 $ 6221 $ 8560 $103.83 $ 126.67 4,285
Avg. Labor Hours 355 371.5 38.2 371.2 34.7 $4000
Labor as % of Total Repair Cost 47.6%  462%  454%  457%  42.6% '
Hybrid $3,000
Parts per Repair 15.1 16.4 18.4 18.9 18.5
Avg. Price per Part $ 12547 $ 13955 § 14826 §$ 154.88 § 160.05 $2.000
Avg. Labor Hours 21.6 29.1 31.3 32.0 31.8
Labor as % of Total Repair Cost 35.7% 351% 34.4% 34.6% 35.2% $1.000

$0

2020 2024

Source: CCC Intelligent Solutions, Morningstar. 2025 data not available. See Important Disclosures at the end of this report.



PB_CACHE

		





Outline

		2026 Dealer Landscape						Indicates where I stopped						CHANGE ALL EXHIBIT FONTS TO MORN INTRINSIC (DONE June 19, 2025)

				TELL ANDY FOR 2026 THAT EVEN IF THE SLIDE TITLE LOOKS CORRECT, THE GRAPHIC UNDERNEATH IT IS FROM 2025 SO THE GRAPHIC NEEDS TO BE UPDATED

		Graphic's Excel Status		Graphic In Slide		Text in Powerpoint

David Whiston: David Whiston:
At start of process, update text in prior year's version. Eventually all text and charts need to be put into latest template.		Slide

				N/A		Done, change to August if need be		1		Title slide

				N/A		Done		2		Table of contents

				N/A		Done  		3		Section Break: Executive Summary

		Done  		Done		Done		4		Industry map (horizontal flowchart like page 9 of guide) Suppliers, OEM, Dealers, Consumer (retail & fleet)

		Excel done		Done		Done		5		Key themes 1) Profits mean reverting but maybe at higher level than 2019 (for ABG at least), 2) Not as cyclical as OEMs (service and F&I gross margin chart 3) Consolidation

		Excel done		Done		Done		6		Market share/concentration (pie chart for new share (see Dawit's slide 7 or my Top 10 data) & NADA mix by # of stores owned over time)

		Excel done		Done		Done		7		Value drivers (Lithia income stmt and FCF calc with tickmarks like others)

		Andy to run on Pitchbook (CarMax goes last)		Update data on publishing day and fix significant digits		Done, update citation date		8		Coverage list (need to run on Pitchbook)

						Done		9		Section Break: Moat

		Andy to run 		Update data on publishing day		Done, update citation date		10		Moat ratings and sources (See software landscape Slide 14)

		Excel done		Done		Done		11		How moats are formed (2025 Presidio GPU metrics vs same metrics for 6 publics & CarMax), NADA Data page 4 has 2023 avg revenue per store of $71.7 million.

		Excel done		Done		Done		12		ROIC Slide

		Excel done, update for any new deals		Done, update if any new deals		Done		13		Table with big M&A then right hand text that mentions some of Kalafer, Carbone, Suburban, and Larry Miller quotes?? (All are in Oct 2022 Asbury Select presentation)

						Done		14		Section Break: Industry Basics

		Excel done		Done		Done		15		Number of dealers over time plus dealer count by volume (NADA Slide 3)

		Excel done		Done		Done		16		Industry revenue/revenue per dealer since 2012 (NADA Slide 5) Can use data starting with NADA Data 2019 Slide 5 to get data back through 2012

David Whiston: David Whiston:
Can't go earlier than 2012 due to NADA not showing exact data on graph until 2019 NADA Data.

		Update for May-July 2026 & 2025		Done through May, update for June		Done, update in July		17		Unemployment inversely correlated with new auto sales (Ex 12 of Motors & Markets)

		Excel done		Done		Done		18		Pie charts: Revenue mix by segment for industry (NADA Slide 5) and then revenue & gross profit mix by segment pie chart for AN or LAD)

		Excel done		Done		Done		19		Throughput by brand (Automotive News) 																														Text: Say why new vehicle foundation for everything else at store

		Excel done		Done		Done, add inventory in last paragraph		20		New volume and ASP per store (NADA Slide 7)

		Update for 1H 2026 after Q2 earnings		Change X-Axis to Q1 26 if publish before Q2 earnings		Make sure still accurate after 1H 26 data available		21		New and used GPU & gross margin for 2019-1H 25 (from Select Pres. and same for used )

		Need June-July 2026 data		Update for June-July 		Done, make sure title still accurate		22		Manheim index to show why used ASP inflated but will keep declining

		Excel done		Done		Done		23		3 of the 4 used vehicle charts on NADA Slide 10 (units, where sourced, ASP), Connect piechart to flywheel and new being foundation of everyting else in the store

		Excel done		Done		Done		24		NEW SLIDE 2026: Advertising spend by medium (NADA page 16 pie chart) current year vs 2002

		Excel done		Done		Done		25		Service and parts revenue since 2014 (NADA Slide 12, also use some of the per store data on page 12 in slide text) & Repair order breakout (NADA Slide 13) and maybe tie into recon accounting

		Excel done but check for updates after Q2 earnings		Done, update for Q2		Done		26		Group 1 service retention by model year (Group 1 Slide 17 Q2)

		Excel done but check for updates after Q2 earnings		Done		Done		27		Lithia service retention, Slide 19 Q2 25 deck

		Excel done		Done		Done		28		F&I: Dealer reserve vs product with table listing products (note some dealers have own captive now), Possible 2nd chart: Group 1 F&I penetration Slide 14 (easier to do 2nd chart as text as we did in 2024)

		Excel done, update if get Q2 26 Experian		Done, update if get Q2 Experian		Done, update if get Q2 Experian		29		Experian new financing & used financing by lender pie charts (Slides 12 & 36 of Experian Q1 25) (See pie chart example on NADA Slide 20)																										Text: talk about some publics doing captive finance arm

		Excel done		Done		Done		30		SG&A to gross components for all six firms if possible (See Group 1 Slide 16 Q4 23) say in text that public dealers record sales commissions in SG&A

				Done		Done		31		Section Break: Outlook

		Excel done		Done		Done, update inventory text in July		32		U.S. new vehicle sales forecast  (update forecast as needed)

		Excel done		Done		Done  		33		U.S. per capita sales table exhibit showing sales levels relative to historical per capita recession levels (Ex 19 of Motors & Markets)

		Excel done, update if get Experian Q2 26		Done		Done		34		Leasing over time and for next 5 years

		Excel done, update if get Experian Q2 26		Done		Done, update if get Q2 Experian		35		Interest rate sensitivity

		Excel done, Chart already done in Chartlab, Update if Q2 deck changes it		Done		Done, update if Sonic reports Q2		36		NEW SLIDE 2026: 3-Year old used vehicle supply from Sonic's deck

		Done, check Q2 10-Q for store count changes		Done		Done, update if Q2 data out		37		Table summarizing standalone used stores for the six publics

		Excel done, use Ex 17 on Amazon from dealer report already in Chartlab		Done

David Whiston: David Whiston:
File is in Dealer Landscape 2026 chartlab folder. It's called New Hyundai Customers Amazon Auto		Done		38		Amazon Autos/Digital (Delete Clicklane text and chart from 2025, clicklane used as tool to buy consumers' cars)

		Excel done, delete if ruling unfavorable for CARB?		Done		Done, check Jan 29 hearing update (none as of June 19)		39		CARB timeline chart on ZEV penetration

		Excel done, update in Aug for YTD July sales data, Ask Seth in Aug if changed from June		Done, update if Seth changes forecast		Done		40		EV new sales mix over time & Seth's BEV forecast by year

		Excel done, update for July data		Done, update for June or July data		Done, update for July data		41		New sales growth by powertrain (Ex  21 of 2026 Trends observer) and in 2027 maybe add Ex 20 from 2026 observer on California ZEV vs rest of US, discuss how EVs are not doomed 

		Excel done		Done		Done		42		NEW SLIDE 2026: California ZEV share vs US share

		Excel done, use Service 2026 tab but it has no EV specific data		Done		Done		43		EV impact on service: Use CCC data and/or have table showing Edmunds 5-year repair & maintenance data for various vehicles (in text say EVs give advantage to dealers over independent shops due to complexity) and GPI saying in 2021 retention higher

		Excel done		Done		Done		44		CCC data on service cost by powertrain (identical reuse of 2025 Slide 40 since no 2025 data available in spring 2026). CCC no longer doing this chart in 2026 but Suri said to put Slide 40 from 2025 in the 2026 landscape.

		Excel done		Done, update after Q2 earnings		Done, update after Q2 earnings		45		F&I/New Verticals: Growth potential of captive finance arms (have exhibit with metrics for CarMax, AN, and Lithia if possible) or just use Lithia deck for other verticals. Mobile repair as well.

		Excel done		Done  		Done, update tariff news if necessary		46		Tariff exposure table, maybe add text on dealers not being worried due to service and used

				Done		Done		47		Section Break: ESG Snapshot

		Andy, Update charts on publishing day		Done, update on publishing day		Done, except Andy to update first paragraph		48		Anchor slide: Sustainalytics data (follow directions on pages 20-21 of Landscape writing guide)

		Excel done		Done		Done		49		Technician shortage data (tech headcount and avg techs per store via NADA Data since 2018), NADA link on shortage and retention tactics by Group 1

				Done		Done		50		Legal disclaimer text slides from template																												https://www.nada.org/nada/issues/service-technicians

				Done		Done		51		Legal disclaimer text slides from template

				Done		Done		52		Back cover slide from template														(Do CTRL-F for technician in NADA Data)

		Sharepoint template link:		https://morningstaronline.sharepoint.com/sites/GER/Templates%20%20Writing%20Guides/Forms/AllItems.aspx?id=%2Fsites%2FGER%2FTemplates%20%20Writing%20Guides%2FTemplates%2FPowerPoint%20Report%20Template&viewid=b203118f%2Dac09%2D4834%2D80c6%2D197f201200a7&csf=1&siteid=%7B242E89EF%2DC669%2D4881%2DAA47%2D5339731984EA%7D&webid=%7B43D0E7F5%2DAF5A%2D434D%2DB910%2DFBE16B0180CF%7D&uniqueid=%7B08F6C15E%2DC62E%2D4279%2D9DF9%2DDDBAC11E547C%7D&FolderCTID=0x012000D6F1268AE39B0C4FAB8293B7E27DC475

		(follow directory here then go

		to Intrinsic Converted)

		Landscape Writing Guide:		https://morningstaronline.sharepoint.com/:w:/r/sites/GER/_layouts/15/Doc.aspx?sourcedoc=%7BF2202889-4F0D-439E-AAD0-04549EC89ABF%7D&file=Industry%20Landscape%20Writing%20Guide.docx&action=default&mobileredirect=true

		Slide Ideas

		% of real estate owned bar graph for the 6 publics (only Group 1 discloses in their slides, you'd have to ask IR at the other 5)
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Rough Outline

		2024 Dealer Landscape

						Exhibit		Status

				1		Total sales and sales per dealership		Page 5 of NADA Data

		Need to 		2		New ASP and units sold per store		Page 7 of NADA Data (Combine with page 10 to do used ASP and used per store (latter you'd have to calc using page 10 top left chart)

		mention 		3		Throughput by brand per Automotive News

		standalone		4		Number of dealers

		used stores		5		% of dealer owners by number of stores operated over time

				6		Percent of dealers new units by volume groupings over time		page 3 of NADA Data

				7		Public & Top 10 dealers new vehicle market share

				8		Brand mix for all 6 (maybe blended together?		Do by broad categories like domestic, import, premium/luxury

				9		Revenue & gross profit mix pie charts		For 1 dealer or blend all 6?

				10		Metric table (SG&A to gross, inventory turnover)?

				11		New vehicle registrations mix by state

				12		Each dealer's volume or revenue by state?

				13		Dealer industry's revenue by state (Top 10 or 20)		page 4 of NADA Data

				14		Publics brand mix?

				15		SAAR over time

				16		SAAR and unemployment 		Observer

				17		Inventory by month		Observer

				18		Sourcing for used pie chart		Page 10 of NADA Data

				19		Service revenue by year since at least 2016 and 2023 avg		Page 12 of NADA Data

				20		Repair order mix		Page 13 NADA

				21		Service retention by MY 		Slide 16 of GPI Q1 24 deck

				22		F&I sourcing by type for Group 1 		Slide 14 of Q1 24 deck

				23		Advertising per unit and in aggregate		Page 15 of NADA

				24		Advertising outlet pie chart 2023 vs older year		Page 16 of NADA

				25		New and used financing sources 		Slides 8 & 35 of Q4 23 Experian

				26		New GPU and margin 2019-24 and 2nd chart with same for used

				27		Inventory by month

				28		Monthly payment interest rate sensitivity		Could also do NY Fed Auto Loan graph(s)????

				29		Electrified vehicle market share by year		Ex 15 of 2024 dealer report

				30		California ZEV rules by year (CARB BEV timeline)

				31		2023 growth & share by powertrain (Ex 16 of dealer report)

				32		Used car vs new car price gap (Ex 19 of dealer report)

				33		Manheim

				34		SG&A to gross components 2019 vs 2023 (GPI Slide 16 Q4 23) for all 6 firms?

				35		AV TAM and tie it to dealers doing service like AN Waymo?

				36		CarMax profit margin with and without CAF?

				37		# of used vehicles and ASP sold at dealerships		Page 10 of NADA Data

				38		CCC data on colllison trends (costs, etc)?		tie with % of dealers with body shop (page 14 of NADA and sales per order page 14)

				39		Dealership headcount by category?		NADA page 18

				40		Leasing penetration by year (same as Observer)???

				41		Miles driven by year?

				42		Software landscape Slide 41, capital allocation uses as % of revenue (dividends, capex, M&A, buybacks) probably not helpful to have paying down debt as a column



						Other Exhibit Ideas						Check for Ideas

				1		BEV cost/mile						JP Morgan slides (never did)

				2		Miles driven per capita basis

				3		AV cost per mile?

				4		Retail registrations by generation (Ex 13 of July 2021 Semiconductor report)

				5		Licensed drivers by age mix (Ex 14 of July 2021)

				6		Drivers under age 19 (Ex 15 of July 2021)

				7		How commute to work (Ex 12 July 2021 but may not be feasible if Census data not out)

				8		YOY change in N.A. production (Ex 4 of Aug 2022)

				9		Current Inventory by vehicle segment (Ex 7 of Aug 2022 for LT)				Changes in 37 largest cities population (Ex 16-17 of July 2021 but probably not feasible)

				10		Per capita sales math (Ex 19 of Motors & Markets 2024)				Percentage change in 37 largest cities population

				11		NY Fed data on auto loans originations by credit score or on delinquencies

				12		Forecast: Technician shortage data??

										Days supply of Pickups (if desperate) or instead do major crossovers for Japan 3 and GM, Ford??

















Key Themes

		Key Theme Slide														ANDY: CHARTLAB FOR CHARTS 1 & 3, SEE 2024 LANDSCAPE SLIDE 5. Chart 1 is new for 2026 and is in Chartlab already



		Chart 1 (new for 2026 but is almost same as Ex 1 of May 2026 Dealer Select presentation)  (Chart for 2024-25 is on this tab if you unhide. It's margin by firm over time)



		Publics Average auto dealer adjusted operating margin including floorplan interest																				UPDATE AFTER Q2 earnings season

		2019		3.0%

		2020		4.2%

		2021		6.4%

		2022		6.4%

		2023		5.1%

		2024		4.0%				Adj-EBIT incl Floorplan Modeled as of June 18, 2026

		2025		3.9%				ABG		AN		GPI		LAD		PAG		SAH		Avg

		2026E		3.6%				4.2%		4.1%		3.6%		3.6%		3.3%		2.6%		3.6%

		2027E		3.7%				4.4%		4.3%		3.8%		3.8%		3.3%		2.6%		3.7%

		2028E		3.8%				5.1%		4.0%		4.0%		3.9%		3.2%		2.6%		3.8%

		2029E		4.0%				5.1%		4.1%		4.2%		4.3%		3.5%		2.7%		4.0%

		2030E		3.9%				5.0%		4.0%		4.0%		4.0%		3.6%		2.9%		3.9%





												Avg 2018-19		3.0%

		Chart 1: Margins Down but Better Than 2019																				(Make line chart in Chartlab)



				Adjusted Operating Margin Including Floorplan Interest

				Asbury		AutoNation		Group 1		Lithia		Penske		Sonic

		2018		4.1%		3.1%		2.7%		3.2%		2.6%		1.6%

		2019		4.1%		3.2%		2.8%		3.5%		2.5%		2.0%

		2020		5.4%		4.5%		4.5%		5.1%		3.2%		2.7%

		2021		8.0%		7.2%		6.4%		7.3%		5.2%		4.3%

		2022		8.2%		7.4%		6.4%		6.6%		5.2%		4.3%

		2023		7.2%		5.7%		5.2%		5.0%		4.3%		3.0%

		2024		5.3%		4.2%		4.2%		3.6%		3.7%		2.7%

		2025		5.1%		4.3%		3.8%		3.7%		3.6%		2.8%

		Q1 2026		4.5%		4.1%		3.5%		3.1%		3.4%		2.8%		Update this row after Q2 earnings to be 1H 26

																												1H 24 vs Q1 24 Opg margin difference

		Source: Morningstar valuation models, earnings releases. Group 1, Lithia, Penske, and Sonic are total company including any intl.																										ABG		 30 bps lower				LAD		No change

		(so includes Penske trucks and EchoPark)																										AN		30 bps lower				PAG		No change

																												GPI		No change				SAH		No change

		Chart 2: Not as Cyclical/New Vehicle Centric As One May Think

		2025 Gross Margin by Segment (Franchise Light Vehicle Stores)

		Segment		Asbury		AutoNation		Group 1		Lithia		Penske		Sonic						Does DCF's raw data tab have wholesale within used? (Doesn't matter for 2025 data since I just used the press releases)

		New 		6.5%		4.9%		6.9%		6.3%		9.0%		5.2%						ABG		AN		GPI		LAD		PAG		SAH

		Used		5.3%		5.8%		4.8%		5.5%		5.2%		5.1%						Includes wholesale		Only says used. Wholesale line is in new.		No, wholesale on own line		No, wholesale on own line		No, wholesale on own line		No, wholesale on own line

		Service		58.7%		48.7%		55.7%		57.7%		58.4%		51.1%						Use model for this table not press release

		F&I		93.2%		100%		100%		100%		100%		100%						So for used, only need to adjust from model for Asbury

		Total		17.1%		17.9%		16.0%		15.2%		16.3%		16.3%

		Source: Earnings releases								Text: Maybe point out new normally being lower than used prepandemic?

		Note: Some firms (Penske, Group 1, AutoNation, Asbury) have other segments like fleet or wholesale which are omitted above but included in total gross margin. Sonic includes fleet but is ex-wholesale. Chart 2 excludes EchoPark and Penske Truck. Includes intl businesses (so global)

		Asbury F&I not 100% gross margin due to deferral of TCA revenue. When TCA sells a contract, Asbury gets all the cash upfront but they have to recognize revenue over the contract's life. 

		Chart 3: Sector Consolidating Over Time

		(not doing full data set here since full data set is used in a later slide)

		Number of Franchised US New Light-Vehicle Dealerships Over Time

		Year		Store Count		Change from 1950

		1950		47,000		N/A

		1960		35,000		-25.5%

		1970		30,800		-34.5%

		1980		27,900		-40.6%

		1990		24,825		-47.2%

		2000		22,250		-52.7%

		2010		16,181		-65.6%

		2020		16,623		-64.6%

		2023		16,835		-64.2%

		2024		16,957		-63.9%

		2025		16,990		-63.9%



		Source:		National Automobile Dealers Association



Asbury	AutoNation	Group 1	Lithia	Penske	Sonic	







Market Share

		Annual Share of New US Light-Vehicle Sales						ANDY: CONVERT MARKET SHARE BAR GRAPH TO CHARTBUILDER (See Slide 6 of 2024 landscape)

		Year		Public Dealers Share		Private Dealers Share												Chart #1

		1999		4.9%		95.1%

		2000		5.6%		94.4%

		2001		5.6%		94.4%

		2002		5.8%		94.2%

		2003		5.9%		94.1%

		2004		6.0%		94.0%

		2005		5.9%		94.1%

		2006		6.0%		94.0%

		2007		5.9%		94.1%

		2008		5.8%		94.2%

		2009		5.6%		94.4%

		2010		5.7%		94.3%

		2011		5.5%		94.5%

		2012		5.4%		94.6%

		2013		5.4%		94.6%

		2014		5.5%		94.5%

		2015		5.8%		94.2%

		2016		5.7%		94.3%

		2017		5.8%		94.2%

		2018		5.7%		94.3%

		2019		5.5%		94.5%				Text: Mention top 10 share over time

		2020		5.6%		94.4%

		2021		6.4%		93.6%

		2022		7.1%		92.9%

		2023		6.6%		93.4%

		2024		7.0%		93.0%

		2025		7.1%		92.9%

		Source:		Automotive News, Dealers' 10-Ks and earnings releases, Morningstar estimates

						Chart #2:		Percent of Dealer Owners by Number of Dealerships Owned																																USE THIS TABLE FOR POWERPOINT BUT IF IT'S TOO MANY YEARS MAYBE DO 2010, THEN JUST THE LAST 10 OR 12 YEARS

								# Dealerships		2010		2011		2012		2013		2014		2015		2016		2017		2018		2019		2020		2021		2022		2023				# Dealerships		2012		2013		2014		2015		2016		2017		2018		2019		2020		2021		2022		2023		2024		2025

								1-5		96.6%		96.2%		95.8%		95.5%		95.0%		94.8%		94.4%		94.2%		93.9%		93.8%		93.5%		93.0%		92.4%		91.6%				1-5		95.8%		95.5%		95.0%		94.8%		94.4%		94.2%		93.9%		93.8%		93.5%		93.0%		92.4%		91.6%		91.0%		90.5%

								6-10		2.4%		2.7%		2.9%		3.2%		3.4%		3.8%		3.8%		4.0%		4.1%		4.2%		4.3%		4.5%		4.9%		5.3%				6-10		2.9%		3.2%		3.4%		3.8%		3.8%		4.0%		4.1%		4.2%		4.3%		4.5%		4.9%		5.3%		5.5%		5.9%

								11-25		0.9%		0.9%		1.0%		1.1%		1.4%		1.5%		1.5%		1.6%		1.6%		1.7%		1.7%		2.0%		2.2%		2.5%				11-25		1.0%		1.1%		1.4%		1.5%		1.5%		1.6%		1.6%		1.7%		1.7%		2.0%		2.2%		2.5%		2.7%		2.8%

								26-50		0.1%		0.1%		0.1%		0.1%		0.1%		0.1%		0.1%		0.1%		0.2%		0.3%		0.3%		0.3%		0.4%		0.5%				26-50		0.1%		0.1%		0.1%		0.1%		0.1%		0.1%		0.2%		0.3%		0.3%		0.3%		0.4%		0.5%		0.6%		0.6%

								Over 50		0.1%		0.1%		0.1%		0.1%		0.1%		0.1%		0.1%		0.1%		0.1%		0.1%		0.1%		0.2%		0.2%		0.2%				Over 50		0.1%		0.1%		0.1%		0.1%		0.1%		0.1%		0.1%		0.1%		0.1%		0.2%		0.2%		0.2%		0.2%		0.2%

										100%		100%		100%		100%		100%		100%		100%		100%		100%		100%		100%		100%		100%		100%						100%		100%		100%		100%		100%		100%		100%		100%		100%		100%		100%		100%		100%		100%

								Source: NADA Data

								Number of Dealerships		1-5		6-10		11-25		26-50		Over 50

								2010		96.6%		2.4%		0.9%		0.1%		0.1%

								2011		96.2%		2.7%		0.9%		0.1%		0.1%

								2012		95.8%		2.9%		1.0%		0.1%		0.1%

								2013		95.5%		3.2%		1.1%		0.1%		0.1%

								2014		95.0%		3.4%		1.4%		0.1%		0.1%

								2015		94.8%		3.8%		1.5%		0.1%		0.1%

								2016		94.4%		3.8%		1.5%		0.1%		0.1%

								2017		94.2%		4.0%		1.6%		0.1%		0.1%

								2018		93.9%		4.1%		1.6%		0.2%		0.1%

								2019		93.8%		4.2%		1.7%		0.3%		0.1%

								2020		93.5%		4.3%		1.7%		0.3%		0.1%

								2021		93.0%		4.5%		2.0%		0.3%		0.2%

								2022		92.4%		4.9%		2.2%		0.4%		0.2%

								2023		91.6%		5.3%		2.5%		0.5%		0.2%

								2024		91.0%		5.5%		2.7%		0.6%		0.2%

								2025		90.5%		5.9%		2.8%		0.6%		0.2%



Public Dealers Share	1999	2000	2001	2002	2003	2004	2005	2006	2007	2008	2009	2010	2011	2012	2013	2014	2015	2016	2017	2018	2019	2020	2021	2022	2023	2024	4.8966843831011256E-2	5.5908747701689368E-2	5.6079991122480563E-2	5.7522877954511671E-2	5.8851437056273936E-2	5.9774345596300356E-2	5.9138965393306181E-2	5.9974486137216274E-2	5.9306119951328319E-2	5.7501980262602601E-2	5.6468130737365035E-2	5.6540767112149379E-2	5.5030067177222426E-2	5.3522549455515309E-2	5.4169210177603379E-2	5.5495272160425949E-2	5.7654015226328896E-2	5.6943179022172823E-2	5.8345763639997064E-2	5.7178199084806529E-2	5.4851669637374138E-2	5.5985235935837825E-2	6.4281581631047219E-2	7.1182388787724732E-2	6.6425149298695765E-2	7.0000000000000007E-2	Private Dealers Share	1999	2000	2001	2002	2003	2004	2005	2006	2007	2008	2009	2010	2011	2012	2013	2014	2015	2016	2017	2018	2019	2020	2021	2022	2023	2024	0.95103315616898876	0.94409125229831059	0.94392000887751948	0.94247712204548828	0.94114856294372606	0.94022565440369965	0.94086103460669379	0.94002551386278377	0.94069388004867172	0.94249801973739744	0.94353186926263499	0.94345923288785061	0.94496993282277753	0.94647745054448473	0.94583078982239666	0.94450472783957407	0.94234598477367115	0.94305682097782717	0.94165423636000289	0.94282180091519352	0.94514833036262591	0.94401476406416218	0.93571841836895275	0.92881761121227524	0.93357485070130419	0.92999999999999994	







Value Drivers 2025 Lndscpe

												Numbers for note references are in Insert, Icons, then type in a number and an icon appears (click on the one that is solid), right click to change color

				Simplified Financial Statement: Lithia Motors (Full Year 2025)

				Pro Forma Income Statement ($ in Millions)



						2025		% of Sales						Reconcile Exhibit to DCF Model

				Revenue		$   37,635								Adj opg income in model						$   1,375,700

				Cost of Goods Sold		31,902		84.8%						Less interest expense (ex-plug) 						258,100		(straight from buildup tab rows 31 & 33, or 10-K)

				Gross Profit		5,733								Taxes						282,500

				Selling, General, and Administrative Costs		3,941		67.4% of gross profit						Adj net income ex-plug						835,100

				Depreciation and Amortization		262								Adj net income in exhibit						835,100

				Floorplan Interest Expense		228								Difference						$   - 0

				Captive Finance Pre-Tax Income		75

				Operating Income Excluding Special Items		1,376		3.7%

				Interest Expense		276

				Other (Income)		(17)						Interest expense and other won't net to match model's interest expense because I plug interest expense to get the model to show GAAP EPS

				Pretax Income		1,118

				Income Tax Provision		283		23.6% Tax Rate

				Adjusted Net Income		835



				2025 Discounted Cash Flow

				Operating Income		1,376

				Other		(1,138)						Follows formula in row 73 for FCFF except for NNI which is included below this cell

				Earnings Before Interest		237						The number in the formula with a parentheese is net interest expense but in model you may have to delete a plug I put there to get to GAAP EPS.

				Depreciation and Amortization		324

				(Capital Expenditures)		(351)

				(Cash from Working Capital)		7						Row 60 of Valuation tab

				(Net Acquisitions/Divestments)		(662)

				Net New Investment		(682)

				Free Cash Flow to the Firm		(445)						Matches row 73 of Valuation tab

				Source: Morningstar DCF models, Lithia's 10-K

				Slide Text (rough draft, will need to be cut a lot to fit slide) This is rough draft text from 2024, use text in most recent powerpoint going forward each year.

		1		Core revenue segments are retailing new vehicles per a franchise agreement with each automaker, selling used vehicles of any brand, 

				parts and servicing revenue for on and off-warranty vehicles, and a 100% commission based finance and insurance segment.

				Some large dealers also do their own auctions but most wholesale revenue is selling a vehicle to an auction provider such as Manheim for little to no profit.

				Other revenue streams can be from stand alone used vehicle stores (AutoNation, Penske, and Sonic) and commercial truck stores (Penske).

				In recent years, some dealers like Lithia and Sonic, have moved into other retail verticals such as recreational vehicles and powersports/motorcycles.																														LAD 10-K:

		2		Dealers focus on maximizing gross profit dollars versus targeting a margin percentage. Although currently elevated following the 

				chip shortage, new vehicles typically have the lowest gross margin but generate transactions for the other segments. Used vehicles

				in normal times have gross profit per unit, or GPU, slightly higher than new vehicles but at lower transaction prices. Gross profit gets 

				turbocharged by lucrative service work at 45%-55% gross margin and by 100% gross profit F&I commissions. Service while under warranty

				must be done at that brand's franchised dealer, though not necessarily the same store the customer bought the vehicle from. F&I is typically 

				about one-third the interest rate markup paid to the dealer (called dealer reserve) and two-thirds product sales such as third party

				extended warranty contracts, prepaid maintenance, and guaranteed asset protection insurance. In a  recession, gross margin actually goes up due to a mix shift towards service however,

				less vehicle sales means less lucrative F&I gross profit dollars flowing through to operating income so operating margin declines.

		3		Dealers will talk about SG&A as a percentage of gross profit rather than as a percent of revenue, with the lower the ratio the better. Top dealers 

				have this ratio in the low to mid-60% range. It's common for some large dealers to acquire stores that they believe can have SG&A to gross lowered 

				by striving for more high gross profit business such as more service retention or more F&I at the time of a vehicle's purchase.

		4		Floorplan interest refers to dealers "flooring" their vehicle inventory purchases with floorplan credit lines from automaker's captive finance arms.

				This arrangement is done to keep good relations with the automaker. The interest is not considered interest by the companies or most covering

				analysts because the loan is specific to a vehicle's identification number and is not repaid until the dealer sells the vehicle. For this reason, we include

				floorplan interest within operating income and exclude floorplan debt from leverage calculations. Dealers also park excess cash on a short-term basis with

				floorplan lenders to earn what is called floorplan assistance or offset. This temporary cash lending by the dealer back to the lender can sometimes be larger than the dealer's 

				floorplan interest expense. US GAAP requires floorplan assistance be booked in new vehicle gross profit so floorplan interest expense on the income statement is a gross number.

		5		A fairly new development is some public dealers now have captive finance arms. They are early stage with the exception of used vehicle retailer CarMax, 

				but can be used to sell more vehicles (especially used) and over time the loan income can bring considerably more profit than a 100% F&I dealer reserve payment.

		6		Opg Profit: This metric is inflated in recent years due to very favorable new vehicle pricing caused by the pandemic and chip shortage. Normally, a very good level for this

				metric is in the low 4% range but it's recently been double that but is now in decline due to the chip shortage abating.



		6		This interest is primarily bonds and credit lines used for general corporate purposes, including acquisitions. This type of deep pocketed financing

				availability is something only the largest dealers enjoy, which, along with an automaker awarding a new store (called an open point) to larger dealers since 

				those dealers will fund store imaging requirements easier than a small dealer, facilitates larger dealers getting larger over time.



		7		Taxes are not highly complex in this space relative to other sectors with rates not drastically different from statutory rates however, it's worth noting that three of the six publicly 

				traded franchise dealers have as much as about a third of their operations outside the US, primarily in the UK.

		6		US GAAP free cash flow is often drastically understated because cash inflows for flooring new or used inventory from what are called non-trade lenders (lenders who are not automaker captive finance arms)

				must be recorded in cash from financing while trade floorplan activity is in cash from operations. Dealer and CarMax captives also distort reported free cash flow because the asset backed security 

				activity must be reported in financing rather than in cash from operations.
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												Numbers for note references are in Insert, Icons, then type in a number and an icon appears (click on the one that is solid), right click to change color

				Simplified Financial Statement: Lithia Motors (Full Year 2025)

				Pro Forma Income Statement ($ in Millions)



						2025		% of Sales						Reconcile Exhibit to DCF Model

				Revenue		$   37,635								Adj opg income in model						$   1,375,700

				Cost of Goods Sold		31,902		84.8%						Less interest expense (ex-plug) 						258,100		(straight from buildup tab rows 31 & 33, or 10-K)

				Gross Profit		5,733								Taxes						282,500

				Selling, General, and Administrative Costs		3,941		67.4% of gross profit						Adj net income ex-plug						835,100

				Depreciation and Amortization		262								Adj net income in exhibit						835,100

				Floorplan Interest Expense		228								Difference						$   - 0

				Captive Finance Pre-Tax Income		75

				Operating Income Excluding Special Items		1,376		3.7%

				Interest Expense		276

				Other (Income)		(17)						Interest expense and other won't net to match model's interest expense because I plug interest expense to get the model to show GAAP EPS

				Pretax Income		1,118

				Income Tax Provision		283		23.6% Tax Rate

				Adjusted Net Income		835



				Free Cash Flow Comparision

				Cash flow from operations		357

				(Capital Expenditures)		(351)

				Free Cash Flow - GAAP		6

				GAAP CFO		357

				Move Net Non-Trade Floorplan Borrowing to CFO from Financing		56						This is the net of 2 lines in Lithia's earnings release (their recocniliation of Non-GAAP CFO)

				Captive Finance Receivable Changes Moved to CFO		878

				Adjusted CFO		1,291

				(Capital Expenditures)		(351)

				Free Cash Flow - Adjusted		940

				Source: Morningstar DCF models, Lithia's 10-K

				Slide Text (rough draft, will need to be cut a lot to fit slide) This is rough draft text from 2024, use text in most recent powerpoint going forward each year.

		1		Core revenue segments are retailing new vehicles per a franchise agreement with each automaker, selling used vehicles of any brand, 

				parts and servicing revenue for on and off-warranty vehicles, and a 100% commission based finance and insurance segment.

				Some large dealers also do their own auctions but most wholesale revenue is selling a vehicle to an auction provider such as Manheim for little to no profit.

				Other revenue streams can be from stand alone used vehicle stores (AutoNation, Penske, and Sonic) and commercial truck stores (Penske).

				In recent years, some dealers like Lithia and Sonic, have moved into other retail verticals such as recreational vehicles and powersports/motorcycles.																														LAD 10-K:

		2		Dealers focus on maximizing gross profit dollars versus targeting a margin percentage. Although currently elevated following the 

				chip shortage, new vehicles typically have the lowest gross margin but generate transactions for the other segments. Used vehicles

				in normal times have gross profit per unit, or GPU, slightly higher than new vehicles but at lower transaction prices. Gross profit gets 

				turbocharged by lucrative service work at 45%-55% gross margin and by 100% gross profit F&I commissions. Service while under warranty

				must be done at that brand's franchised dealer, though not necessarily the same store the customer bought the vehicle from. F&I is typically 

				about one-third the interest rate markup paid to the dealer (called dealer reserve) and two-thirds product sales such as third party

				extended warranty contracts, prepaid maintenance, and guaranteed asset protection insurance. In a  recession, gross margin actually goes up due to a mix shift towards service however,

				less vehicle sales means less lucrative F&I gross profit dollars flowing through to operating income so operating margin declines.

		3		Dealers will talk about SG&A as a percentage of gross profit rather than as a percent of revenue, with the lower the ratio the better. Top dealers 

				have this ratio in the low to mid-60% range. It's common for some large dealers to acquire stores that they believe can have SG&A to gross lowered 

				by striving for more high gross profit business such as more service retention or more F&I at the time of a vehicle's purchase.

		4		Floorplan interest refers to dealers "flooring" their vehicle inventory purchases with floorplan credit lines from automaker's captive finance arms.

				This arrangement is done to keep good relations with the automaker. The interest is not considered interest by the companies or most covering

				analysts because the loan is specific to a vehicle's identification number and is not repaid until the dealer sells the vehicle. For this reason, we include

				floorplan interest within operating income and exclude floorplan debt from leverage calculations. Dealers also park excess cash on a short-term basis with

				floorplan lenders to earn what is called floorplan assistance or offset. This temporary cash lending by the dealer back to the lender can sometimes be larger than the dealer's 

				floorplan interest expense. US GAAP requires floorplan assistance be booked in new vehicle gross profit so floorplan interest expense on the income statement is a gross number.

		5		A fairly new development is some public dealers now have captive finance arms. They are early stage with the exception of used vehicle retailer CarMax, 

				but can be used to sell more vehicles (especially used) and over time the loan income can bring considerably more profit than a 100% F&I dealer reserve payment.

		6		Opg Profit: This metric is inflated in recent years due to very favorable new vehicle pricing caused by the pandemic and chip shortage. Normally, a very good level for this

				metric is in the low 4% range but it's recently been double that but is now in decline due to the chip shortage abating.



		6		This interest is primarily bonds and credit lines used for general corporate purposes, including acquisitions. This type of deep pocketed financing

				availability is something only the largest dealers enjoy, which, along with an automaker awarding a new store (called an open point) to larger dealers since 

				those dealers will fund store imaging requirements easier than a small dealer, facilitates larger dealers getting larger over time.



		7		Taxes are not highly complex in this space relative to other sectors with rates not drastically different from statutory rates however, it's worth noting that three of the six publicly 

				traded franchise dealers have as much as about a third of their operations outside the US, primarily in the UK.

		6		US GAAP free cash flow is often drastically understated because cash inflows for flooring new or used inventory from what are called non-trade lenders (lenders who are not automaker captive finance arms)

				must be recorded in cash from financing while trade floorplan activity is in cash from operations. Dealer and CarMax captives also distort reported free cash flow because the asset backed security 

				activity must be reported in financing rather than in cash from operations.





Coverage List

										ANDY: Need to run on Pitchbook.

		Slide Text		There are six publicly traded franchise new light-vehicle dealer firms and we cover all of them.

				Lithia, Group 1, and Penske have stores outside the United States, mostly in the UK, but Penske also has stores

				in Australia, Western Europe, Japan, Puerto Rico, plus over 40 Freightliner truck stores in the US and Canada.

				 We also cover CarMax which, although always known as a big box used vehicle retailer, for many years also had many new vehicle franchises and was in the Top 25 in US new vehicles sold each year.

				Over time, CarMax sold all of its new vehicle stores to focus on being a pure play used vehicle retailer with a large captive finance arm.

				Five of the six franchise dealers either currently operate or used to operate stand alone used vehicle stores (only Group 1 has not done it).

				Presently, AutoNation, Penske, and Sonic have stand alone used stores (AutoNation USA, CarShop, and EchoPark), but all six retail used vehicles at their franchise stores as well.

				Make list showing the 6 franchise guys in alphabetical order and then put CarMax under all 6 for 7 names total

				Company (Ticker)		Market Cap (Billions)		Moat Rating		Star Rating		Fair Value Estimate		P/FVE		Uncertainty Rating		Forward P/E		P/S		Dividend Yield		1-Year Return

				Asbury Automotive Group (ABG)		3.4		Narrow		QQQQQ		$312		0.57		High		6.1		0.19		N/A

				AutoNation (AN)		6.1		Narrow		QQQQ		$234		0.76		High		7.5		0.22		N/A

				Group 1 Automotive (GPI)		3.7		Narrow		QQQQ		$461		0.66		High		6.6		0.17		0.7%

				Lithia Motors (LAD)		6.1		Narrow		QQQQ		$426		0.6		High		6.6		0.16		0.9%

				Penske Automotive Group (PAG)		10.4		Narrow		QQQQ		$206		0.76		High		11.0		0.33		3.6%

				Sonic Automotive (SAH)		2.3		Narrow		QQQQ		$96		0.76		High		10.0		0.15		2.2%

				CarMax Enterprise Services (KMX)		5.3		Narrow		QQQQQ		$99		0.36		High		13.3		0.19		N/A

				Source: Morningstar and Pitchbook. Data as of XX, 2026

				Stars are in the symbol row in font menu immediately below MORN Intrinsic. It's called MORN Symbols





































Moat Ratings

										Andy to Make (See Slide 10 of 2025 landscape), Moat Sources are in Datapoints in RPS

				Dist of Moat Ratings Data		Correct for 2026

						Rating		Source

				Asbury Automotive Group		Narrow		CA, IA

				AutoNation		Narrow		CA, IA

				Group 1 Automotive		Narrow		CA, IA

				Lithia Motors		Narrow		CA, IA, ES

				Penske Automotive Group		Narrow		CA, IA

				Sonic Automotive		Narrow		CA, IA

				CarMax		Narrow		CA, IA

				Dist of Moat Ratings Chart								ANDY to FIND for 2026

						US Auto Retailers		Consumer Cyclical		All Sectors

				None		0		40.5		40.3

				Narrow		100		44.5		40.9

				Wide		0		15		18.8

				Dist of Moat Sources Chart

						US Auto Retailers		Consumer Cyclical		All Sectors		ANDY to FIND for 2026

				Cost Advantage		100		22		20.4

				Switching Costs		0		9.3		25.5

				Efficient Scale		14		3.5		7.2

				Intangible Assets		100		52		38.5

				Network Effect		0		7		6.5





Moat Formation

						ANDY: CHARTLAB

				2025 New and Used Vehicle Gross Profit Per Unit

				Industry		Asbury		AutoNation		Group 1		Lithia		Penske		Sonic		Public Franchise Average		CarMax

		New		$   1,996		$   3,432		$   2,564		$   3,423		$   2,904		$   4,920		$   3,131		$   3,396

		Used		$   1,369		$   1,672		$   1,555		$   1,582		$   1,756		$   2,074		$   1,514		$   1,692		$   2,253

		Notes:		1) Group 1 is for US stores only. Penske and Lithia are global figures because they do not disclose results by geography. Penske is for retail automotive. Sonic is franchised only (includes fleet).

		(may not need 		2) Used excludes used wholesale volume														Mention on slide:

		all notes in deck)		3) Data is for consolidated company rather than same store														YOY Industry New change		-11.2%

				4) CarMax is for fiscal 2026 which ended Feb. 28, 2026														YOY Industry Used change		-2.1%		PY New & Used Avg from Above

				5) Public average excludes CarMax because it is not a franchise new vehicle retailer.														Public New YOY change		-8.5%		3710

																		Public Used YOY change		3.7%		1632

				2023 New GPU by Category (Not given means not in 10-K or press release)

				Industry		Asbury		AutoNation		Group 1		Lithia		Penske		Sonic

		Detroit Three		$   3,132		$   4,466		Not given

David Whiston: David Whiston:
10-K has segment income which you can divide by units for that segment also given in 10-K but they don't give gross profit for each segment across domestic, luxury, import.		Not given		Not given		Not given		Not given

		Import		$   2,694		$   3,419		Not given		Not given		Not given		Not given		Not given

		Premium/Luxury		$   6,538		$   7,770		Not given		Not given		Not given		Not given		Not given

		Source: Presidio Group, Company filings, Morningstar								Industry data is from Presidio



New	Industry	Asbury	AutoNation	Group 1	Lithia	Penske	Sonic	Public Franchise Average	CarMax	1996	3432	2564	3423	2904	4920	3131	3395.6666666666665	Used	Industry	Asbury	AutoNation	Group 1	Lithia	Penske	Sonic	Public Franchise Average	CarMax	1369	1672	1555	1582	1756	2074	1514	1692.1666666666667	2253	







ROIC

				Adj-ROIC

				Source: Morningstar DCFs. CarMax is for FY 16-26

						Asbury		AutoNation		Group 1		Lithia		Penske		Sonic		CarMax		Average ROIC

				2015		18.1%		13.2%		11.4%		27.0%		11.9%		8.1%		21.2%		15.8%

				2016		17.4%		11.9%		11.4%		26.1%		11.4%		8.7%		19.3%		15.2%

				2017		16.3%		10.1%		10.5%		19.6%		10.8%		8.8%		18.1%		13.5%

				2018		15.9%		8.8%		9.7%		15.3%		10.1%		7.2%		16.0%		11.9%

				2019		15.3%		8.6%		10.0%		15.6%		7.9%		8.3%		17.5%		11.9%

				2020		22.3%		11.0%		13.4%		16.8%		9.6%		8.2%		13.2%		13.5%

				2021		21.1%		20.7%		19.5%		27.3%		15.7%		16.0%		15.8%		19.4%

				2022		23.2%		20.3%		18.9%		25.3%		15.6%		16.8%		7.6%		18.2%

				2023		18.5%		15.0%		15.5%		20.3%		12.9%		14.0%		7.8%		14.9%

				2024		11.2%		10.9%		11.9%		14.3%		11.5%		12.1%		9.0%		11.6%

				2025		9.3%		11.7%		10.5%		12.2%		10.5%		12.5%		7.1%		10.5%



						WACC

				ABG		8.0%

				AN		8.0%

				GPI		8.1%

				LAD		8.3%

				PAG		8.4%

				SAH		7.9%

				KMX		9.5%

				Avg		8.3%

				Median		8.1%





M&A

				Noteworthy Large US Private Dealer Sales to the Publics

				Announced		Buyer		Seller		Price		Annual Revenue		Region

				Dec. 2019		Asbury		Park Place		$889.9 million		$1.7 billion		Texas						AutoNation had two deals (Priority 1 & Peacock) announced in 2021

				April 2021		Lithia		Suburban Collection		Not disclosed		$2.4 billion		Michigan						for combined annual revenue of $850 million but each deal not big

				Sept. 2021		Asbury		Larry H. Miller		$3.48 billion		$5.7 billion		Western US						enough on its own to be in this table.

				Sept. 2021		Group 1		Prime Automotive		$934.2 million		$1.8 billion		New England

				Sept. 2021		Sonic		RFJ Auto Partners		$950.2 million		$3.2 billion		West & Midwest

				Dec. 2021		Asbury		Stevinson		Not disclosed		$715 million		Colorado						Also exclude AutoNation June 2026 purchase of 3 Bay Area Fletcher Jones stores with $400 million annual revenue. This was not an acquisition of all of Fletcher Jones nor is Fletcher Jones indicating it can't keep up with big dealers. Fletcher recently bought Mercedes of Beverly Hills so they may have wanted out of the Bay Area

				June 2022		Lithia		Lehman/Esserman		Not disclosed		$850 million		South Florida						https://thepresidiogroup.com/the-presidio-group-exclusively-advised-fletcher-jones-automotive-group-on-the-sale-of-porsche-mercedes-benz-and-audi-dealerships-in-northern-california-to-autonation/?utm_campaign=85341891-Closing%20Announcement&utm_medium=email&_hsenc=p2ANqtz-9Rda21xnyqeFgwgKLmm47psK1JokRgX4odWcvEcutdbkN1LtwM4ofwOs_m_aIq3BjGPR8z3bMfg6xmWh70hZrAWUcZ23_RigZK6g3R4mSsQzyrqK4&_hsmi=31665519&utm_content=31665519&utm_source=hs_email

				June 2023		Lithia		Priority		Not disclosed		$1.2 billion		Virginia						https://investors.autonation.com/press-releases/news-details/2026/AutoNation-Expands-California-Footprint-with-Acquisition-of-Three-Premium-Luxury-Dealerships/default.aspx

				Sept. 2023		Asbury		Koons		$1.5 billion		$3 billion		Mid-Atlantic

				Feb. 2024		Lithia		Carousel		Not disclosed		$900 million		Twin Cities

				July 2024		Penske		Bill Brown Ford		Not disclosed		$550 million		Michigan

				Feb. 2025		Asbury		Herb Chambers		$1.34 billion		$2.9 billion		Massachusetts

				Nov. 2025		Penske		Penske Motor Group		$519.4 million		$1.5 billion		California/Texas

				Jan. 2026		Penske		Lexus of Orlando/WinterPark		Not disclosed		$450 million		Central Florida



				Source: Company press releases and 10-Ks

				Have slide 1/2 this table and 1/2 text on right incorporating as many pull quotes as possible.



https://thepresidiogroup.com/the-presidio-group-exclusively-advised-fletcher-jones-automotive-group-on-the-sale-of-porsche-mercedes-benz-and-audi-dealerships-in-northern-california-to-autonation/?utm_campaign=85341891-Closing%20Announcement&utm_medium=email&_hsenc=p2ANqtz-9Rda21xnyqeFgwgKLmm47psK1JokRgX4odWcvEcutdbkN1LtwM4ofwOs_m_aIq3BjGPR8z3bMfg6xmWh70hZrAWUcZ23_RigZK6g3R4mSsQzyrqK4&_hsmi=31665519&utm_content=31665519&utm_source=hs_emailhttps://investors.autonation.com/press-releases/news-details/2026/AutoNation-Expands-California-Footprint-with-Acquisition-of-Three-Premium-Luxury-Dealerships/default.aspx

Dealer Count & Volume

		Number of U.S. Franchised New Car Dealerships (1947-Present)												ANDY: CHARTLAB



		Source:		NADA Data

		Year		Dealership Count		% Change

		1947		45,500		N/A

		1948		46,000		1.1%		Increase

		1949		49,200		7.0%		Increase

		1950		47,000		-4.5%

		1951		47,500		1.1%		Increase

		1952		46,000		-3.2%

		1953		45,200		-1.7%

		1954		41,900		-7.3%

		1955		40,400		-3.6%

		1956		41,000		1.5%		Increase

		1957		40,000		-2.4%

		1958		37,300		-6.8%

		1959		36,400		-2.4%

		1960		35,000		-3.8%

		1961		34,500		-1.4%

		1962		34,200		-0.9%

		1963		33,700		-1.5%

		1964		33,500		-0.6%

		1965		33,700		0.6%		Increase

		1966		32,900		-2.4%

		1967		32,000		-2.7%

		1968		31,100		-2.8%

		1969		31,000		-0.3%

		1970		30,800		-0.6%

		1971		30,300		-1.6%

		1972		30,100		-0.7%

		1973		30,100		0.0%

		1974		30,000		-0.3%

		1975		29,600		-1.3%

		1976		29,300		-1.0%						Chart 1 for Landscape Slide:

		1977		29,100		-0.7%

		1978		29,000		-0.3%

		1979		28,500		-1.7%

		1980		27,900		-2.1%

		1981		26,350		-5.6%

		1982		25,700		-2.5%

		1983		24,725		-3.8%

		1984		24,725		0.0%

		1985		24,725		0.0%

		1986		24,825		0.4%		Increase

		1987		25,150		1.3%		Increase

		1988		25,025		-0.5%

		1989		25,000		-0.1%

		1990		24,825		-0.7%

		1991		24,200		-2.5%

		1992		23,500		-2.9%

		1993		22,950		-2.3%

		1994		22,850		-0.4%

		1995		22,800		-0.2%

		1996		22,750		-0.2%

		1997		22,700		-0.2%

		1998		22,600		-0.4%

		1999		22,400		-0.9%

		2000		22,250		-0.7%

		2001		22,150		-0.4%

		2002		21,800		-1.6%						Source:		NADA Data

		2003		21,725		-0.3%

		2004		21,650		-0.3%

		2005		21,640		-0.0%

		2006		21,495		-0.7%

		2007		21,200		-1.4%

		2008		18,496		-12.8%		2008-17 is from page 18 of NADA Data 2017 published April 2018. Data on this tab and other dealer count tab (Ex 3) is identical through 2007

		2009		16,918		-8.5%

		2010		16,181		-4.4%

		2011		16,049		-0.8%

		2012		16,125		0.5%		Increase

		2013		16,170		0.3%		Increase

		2014		16,396		1.4%		Increase

		2015		16,545

David Whiston: David Whiston:
Per NADA Data 2015 page 3		0.9%		Increase

		2016		16,708		1.0%		Increase

		2017		16,802		0.6%		Increase

		2018		16,753		-0.3%

		2019		16,682		-0.4%

		2020		16,623		-0.4%

		2021		16,676		0.3%		Increase

		2022		16,773		0.6%		Increase

		2023		16,835		0.4%		Increase

		2024		16,957		0.7%		Increase

		2025		16,990		0.2%		Increase



		IMPORTANT:				NADA Data 2014 released in 2015 was source of the 2014 number until April 2018 when I took data from NADA Data 2017. However, for this edition of NADA Data, NADA changed its statistical methdology so prior year data is not always 

						comparable (depends what data you are talking about). 

						For example, they are saying 16,396 for 2014 is a net increase of over 200 stores rather than a 7% decline as it would be using my older data on Ex 3 tab.

						So we are adjusting the data above to be labeled as from y/e 1946 instead of Jan 1 1947.

						Note all the data in the linked Automotive News article below matched the data I had except for the article's 16,170 number. I changed my number to match this since AN cites NADA and 

						its new methodology.						http://www.autonews.com/article/20150420/RETAIL/304209933/dealership-employees-payrolls-top-prerecession-levels

		Chart #2 for Landscape Slide:

		Mix of Dealers by Number of New Vehicles Sold in 2025

		1-149		19.1%

		150-299		17.6%

		300-499		16.8%

		500-749		15.4%

		750-1,499		20.9%

		1,500 or more		10.2%

				100.0%

		Source: NADA Data, numbers may not sum to 100% due to rounding



1947	1948	1949	1950	1951	1952	1953	1954	1955	1956	1957	1958	1959	1960	1961	1962	1963	1964	1965	1966	1967	1968	1969	1970	1971	1972	1973	1974	1975	1976	1977	1978	1979	1980	1981	1982	1983	1984	1985	1986	1987	1988	1989	1990	1991	1992	1993	1994	1995	1996	1997	1998	1999	2000	2001	2002	2003	2004	2005	2006	2007	2008	2009	2010	2011	2012	2013	2014	2015	2016	2017	2018	2019	2020	2021	2022	2023	2024	45500	46000	49200	47000	47500	46000	45200	41900	40400	41000	40000	37300	36400	35000	34500	34200	33700	33500	33700	32900	32000	31100	31000	30800	30300	30100	30100	30000	29600	29300	29100	29000	28500	27900	26350	25700	24725	24725	24725	24825	25150	25025	25000	24825	24200	23500	22950	22850	22800	22750	22700	22600	22400	22250	22150	21800	21725	21650	21640	21495	21200	18496	16918	16181	16049	16125	16170	16396	16545	16708	16802	16753	16682	16623	16676	16773	16835	16957	



1-149	150-299	300-499	500-749	750-1,499	1,500 or more	0.191	0.17599999999999999	0.16800000000000001	0.154	0.20899999999999999	0.10199999999999999	



http://www.autonews.com/article/20150420/RETAIL/304209933/dealership-employees-payrolls-top-prerecession-levels

Revenue

		Chart #1		ANDY: Chartlab, see Slide 15 of 2025 landscape

		US Industry Revenue and Per Store Revenue

				Industry Revenue (Left Scale in Billions)		Average per Dealership (Right Scale in Millions)

		2012		$   716.5		$   44.4

		2013		$   796.8		$   49.3

		2014		$   868.2		$   53.0

		2015		$   938.5		$   56.7

		2016		$   995.6		$   59.6

		2017		$   1,002.6		$   59.7

		2018		$   1,025.8		$   61.2

		2019		$   1,026.8		$   61.6

		2020		$   980.3		$   59.0

		2021		$   1,184.4		$   71.0

		2022		$   1,205.4		$   71.9

		2023		$   1,207.2		$   71.7

		2024		$   1,243.2		$   73.3

		2025		$   1,301.5		$   76.6

		Source: NADA Data

												ANDY:  THIS CHART HAS 2 AXIS. I CAN'T GET IT IN THE EXCEL TOOL BUT DO IT THAT WAY FOR CHARTLAB





Industry Revenue (Left Scale in Billions)	2012	2013	2014	2015	2016	2017	2018	2019	2020	2021	2022	2023	716.5	796.83	868.16	938.49	995.6	1002.62	1025.8	1026.82	980.25	1184.3900000000001	1205.3599999999999	1207.23	Average per Dealership (Right Scale in Millions)	2012	2013	2014	2015	2016	2017	2018	2019	2020	2021	2022	2023	44.43	49.28	52.95	56.72	59.59	59.67	61.23	61.55	58.97	71.02	71.86	71.709999999999994	







Pie Charts

		Chart #1 & 2: Revenue Mix of the Average US Dealership in 2025 Versus in 2019						ANDY: Make all 4 piecharts in Chartlab and put side by side in same slide as line graph above

				2025		2019

		New Vehicle		54.9%		55.9%

		Used Vehicle		31.8%		31.7%

		Service and Parts		13.3%		12.4%

				100.0%		100.0%

		Source: NADA Data

		Notes:		1) F&I is included within new and used vehicle revenue.

David Whiston: David Whiston:
Per Patrick Manzi, NADA Chief Economist, email to me on 6/6/24

				2025

				2019

		Charts 3 & 4: Revenue and Gross Profit Mix for AutoNation (Put footnotes either on both charts or on slide in a way that is clear it applies to both AutoNation charts.)

		Source: AutoNation 10-K (pie charts are on page 1 of 10-K)

		Note:		1) Unlike NADA industry data on this slide, the public dealers report F&I separately rather than lumping F&I revenue in with new and used vehicle sales.

				2) Other is gains or losses on sale of franchises and any compensation from an automaker.

				Revenue		Gross Profit

		New Vehicle		48.9%		13.4%

		Used Vehicle		28.3%		9.3%

		Service and Parts		17.5%		47.6%

		Finance & Insurance		5.3%		29.6%

		Other				0.1%

				100.0%		100.0%

				2025 AutoNation Revenue Mix						2025 AutoNation Gross Profit Mix



2025	New Vehicle	Used Vehicle	Service and Parts	0.54900000000000004	0.318	0.13300000000000001	2019	New Vehicle	Used Vehicle	Service and Parts	0.55900000000000005	0.317	0.124	2019	

New Vehicle	Used Vehicle	Service and Parts	0.55900000000000005	0.317	0.124	New Vehicle	Used Vehicle	Service and Parts	Finance 	&	 Insurance	Other	0.48899999999999999	0.28299999999999997	0.17499999999999999	5.2999999999999999E-2	New Vehicle	Used Vehicle	Service and Parts	Finance 	&	 Insurance	Other	0.13400000000000001	9.2999999999999999E-2	0.47599999999999998	0.29599999999999999	1E-3	

Throughput

		2025 & 2024 New US Light Vehicle Sales per Franchise

		Source: Automotive News Dealer Census																				Slide Text: Point out value of not having too many dealers as Toyota Lexus stay lean and grow as they grow 

																						whereas D3 dealing with legacy of initially being large market share but now much smaller. Note Buick delta due to large buyouts in 2023 and continued dealer consolidation in 2024.

		Brand		2025 Units		2024 Units		Change				Brand		2025 Units		2024 Units		Change				Use AN's census file (in Dealer Data folder) to mention GM with 6,198 franchises vs Toyota/Lexus at 1,481 as of start of 2024

		Toyota		1,736		1,607		8.0%				Cadillac		306		282		8.5%				https://www.autonews.com/dealers/buick-dealer-network-shrinks-nearly-half-through-buyouts

		Lexus		1,518		1,417		7.1%				Mini		274		251		9.2%				Buick US franchises at Jan 1 2025 was 927. Jan 1 2024 was 1,062 vs. 1,958 at Jan 1 2023. 2022 Buick light units per franchise was only 53

		Honda		1,211		1,207		0.3%				Infiniti		270		292		-7.5%				Lincoln up 48% in 2024 due to 10.8% reduction in franchise count.

		BMW		1,108		1,061		4.4%				Jeep		250		245		2.0%								Find the current year's Dealer Census in the Data Center to find this 1 page PDF of data

		Kia		1,069		1,006		6.3%				Buick		237		184		28.8%

		Hyundai		1,054		988		6.7%				Polestar		236		296		-20.3%								Change the table every year to match the order they are sorted in by AN

		Subaru		1,003		1,042		-3.7%				Lincoln		235		207		13.5%

		Mercedes		891		975		-8.6%				Ram		182		183		-0.5%						For 2027 landscape need to add: VinFast but then columns won't be equal length. 

		Nissan		822		806		2.0%				Jaguar		72		99		-27.3%						So maybe wait for a second brand to be added?

		Mazda		756		783		-3.4%				Ferrari		72		76		-5.3%

		Ford		738		682		8.2%				Lamborghini		69		93		-25.8%

		Chevrolet		631		598		5.5%				Bentley		61		80		-23.8%

		Audi		537		643		-16.5%				Alfa Romeo		54		76		-28.9%

		Land Rover		526		528		-0.4%				Chrysler		53		52		1.9%

		Volkswagen		523		596		-12.2%				Aston Martin		52		54		-3.7%

		Acura		487		485		0.4%				Maserati		51		62		-17.7%

		Volvo		434		444		-2.3%				Dodge		43		59		-27.1%

		GMC		394		369		6.8%				McLaren		43		49		-12.2%

		Genesis		391		327		19.6%				Rolls-Royce		42		46		-8.7%

		Porsche		376		381		-1.3%				Lotus		36		24		50.0%

		Mitsubishi		307		340		-9.7%				Fiat		4		5		-20.0%





		Large market share changes may correlate with large YOY % changes in throughput above:































																								Notes for 2026 Slide (did not use as slide text is mostly evergreen): 

																								1) Buick market share up 10 bps, sales +8% while # of franchises in 2025 down 19.6% YOY

																								2) Toyota brand share +70 bps, sales +8.1% while # of franchises only down 1 store to 1,236

																								3) Lexus sales up about 25,000 units (7.1%) on flat franchise count

																								4) Hyundai brand share +30 bps +7.8% rise in unit sales, franchise count up 0.8%

																								5) Audi only down 1 store but sales down 16.1% and share loss of 20 bps on old product

																								6) Genesis lost 13 stores while growing sales 9.8%









https://www.autonews.com/dealers/buick-dealer-network-shrinks-nearly-half-through-buyouts

New Volume & ASP

		US Industry New Light Vehicle Units Sold per Store and Average Retail Price												ANDY: Make into bar and line graph per Slide 19 of 2025 Landscape

		Source: NADA Data

		Year		New Vehicles Sold		Change		Retail Price		Change						New U.S. Units per U.S. Store at Publics for Slide Text (10-Ks)										You can't show Penske and Lithia since they don't break out US only.

		2014		1,003		N/A		$32,824		N/A								Asbury Units		Asbury Stores		Per Store		AN Units		AN Stores		Per Store		Group 1 Units		Group 1 Stores		Per Store		Sonic Units		Sonic Stores

David Whiston: David Whiston:
Franchise only. Units is new units at franchise stores.		Per Store

		2015		1,051		4.8%		$33,456		1.9%						2023		149,509		158

David Whiston: David Whiston:
20 were Koons acquired Dec 11, 2023		946.3		244,546		252		970.4		142,809		144		991.7		109,257		108		1,011.6

		2016		1,045		-0.6%		$34,449		3.0%						2024		173,218		152		1,139.6		254,715		243		1,048.2		157,662		145		1,087.3		113,255		108		1,048.7

		2017		1,020		-2.4%		$34,670		0.6%						2025		181,204		171		1,059.7		259,264		245		1,058.2		162,261		145		1,119.0		117,972		111		1,062.8

		2018		1,028		0.8%		$35,608		2.7%

		2019		1,026		-0.2%		$36,824		3.4%

		2020		870		-15.2%		$38,961		5.8%

		2021		895		2.9%		$42,379		8.8%

		2022		819		-8.5%		$46,287		9.2%

		2023		918		12.1%		$47,014		1.6%

		2024		935		1.9%		$47,652		1.4%

		2025		955		2.1%		$48,205		1.2%





















																																								(NEVER USED THIS IN 2024)

																																								ASP YOY ReveNue per New Vehicle Change and revenue per new - Q1 2024

																																								Asbury		-0.9%		$   50,747

																																								AutoNation		-4.9%		$   50,614

																																								Group 1 (U.S.)		-2.2%		$   50,928

																																								Lithia		-3.1%		$   46,848

																																								Penske		0.6%		$   51,676		(retail auto only but includes non-U.S.)

																																								Sonic		1.0%		$   58,226

																																								Average		-1.6%		Sonic ASP in PYQ or PY 1H						$   57,638





New & Used GPU

				Public Dealer New and Used Gross Profit Metrics Since 2019						ANDY: See Slide 20 of 2025 Landscape

				Notes (these are notes from the March Select report so they may not be needed in the Landscape because Landscape will show average each year for all six firms

				1) 		Group 1 is for just its U.S. segment. Penske is for its global (mostly U.S. and U.K.) retail automotive segment since it does not give geographical disclosure.

						Lithia includes its business in Canada and the U.K. since it acquired Pfaff Automotive Partners in August 2021 and Jardine in the U.K. in March 2023 but doesn't break out the U.S.

						Sonic is for its franchise dealer segment so it excludes the EchoPark standalone used vehicle stores. Sonic new is ex-fleet (retail only).

				Used is retail not wholesale										Agency started for Penske in 2023 but new GPU is given ex-Agency in release and 10-K

						Every year update formula for change from 2019								Source: Company earnings releases, 10-Ks, and Morningstar calculations



						Q1 2026

						New Vehicle GPU		Change from 2019		New Vehicle Gross Margin		Used Vehicle GPU		Change from 2019		Used Vehicle Gross Margin				UPDATE AFTER Q2 EARNINGS FOR 1H 26

				Asbury Automotive Group		$   3,271		115.8%		6.1%		$   1,847		23.0%		5.8%

				AutoNation		$   2,514		41.0%		4.8%		$   1,594		13.1%		5.8%

				Group 1 Automotive		$   3,313		76.8%		6.2%		$   1,650		23.5%		5.3%

				Lithia Motors		$   2,739		28.2%		5.9%		$   1,688		-21.7%		5.4%

				Penske Automotive Group		$   4,783		53.1%		8.8%		$   2,076		61.2%		5.1%

				Sonic Automotive 		$   3,144		54.0%		5.1%		$   1,539		17.5%		5.3%

				Median		$   3,208		53.5%		6.0%		$   1,669		20.2%		5.4%



						2025

						New Vehicle GPU		Change from 2019		New Vehicle Gross Margin		Used Vehicle GPU		Change from 2019		Used Vehicle Gross Margin

				Asbury Automotive Group		$   3,432		126.4%		6.5%		$   1,672		11.3%		5.3%

				AutoNation		$   2,564		43.8%		4.9%		$   1,555		10.4%		5.8%

				Group 1 Automotive		$   3,423		82.7%		6.5%		$   1,582		18.4%		5.2%

				Lithia Motors		$   2,904		36.0%		6.3%		$   1,756		-18.6%		5.5%

				Penske Automotive Group		$   4,920		57.5%		9.0%		$   2,074		61.0%		5.2%

				Sonic Automotive 		$   3,170		55.2%		5.2%		$   1,514		15.6%		5.1%

				Median		$   3,297		56.4%		6.4%		$   1,627		13.4%		5.3%



						2024

						New Vehicle GPU		Change from 2019		New Vehicle Gross Margin		Used Vehicle GPU		Change from 2019		Used Vehicle Gross Margin

				Asbury Automotive Group		$   3,697		143.9%		7.2%		$   1,517		1.0%		5.0%

				AutoNation		$   3,045		70.8%		5.9%		$   1,558		10.6%		5.9%

				Group 1 Automotive		$   3,627		93.5%		7.1%		$   1,629		21.9%		5.5%

				Lithia Motors		$   3,324		55.6%		7.0%		$   1,769		-18.0%		6.5%

				Penske Automotive Group		$   5,187		66.0%		9.5%		$   1,845		43.2%		5.2%

				Sonic Automotive 		$   3,382		65.6%		5.8%		$   1,473		12.4%		5.1%

				Median		$   3,505		68.4%		7.1%		$   1,594		11.5%		5.4%



						2023

						New Vehicle GPU		Change from 2019		New Vehicle Gross Margin		Used Vehicle GPU		Change from 2019		Used Vehicle Gross Margin

				Asbury Automotive Group		$   4,702		210.2%		9.2%		$   1,949		29.8%		6.2%

				AutoNation		$   4,342		143.5%		8.3%		$   1,800		27.8%		6.5%

				Group 1 Automotive		$   4,524		141.4%		8.7%		$   1,653		23.7%		5.4%

				Lithia Motors		$   4,438		107.8%		9.2%		$   2,215		2.7%		7.5%

				Penske Automotive Group		$   5,967		91.0%		11.0%		$   1,685		30.8%		4.8%

				Sonic Automotive 		$   4,836		136.8%		8.3%		$   1,626		24.1%		5.3%

				Median		$   4,613		139.1%		9.0%		$   1,743		25.9%		5.8%



						2022

						New Vehicle GPU		Change from 2019		New Vehicle Gross Margin		Used Vehicle GPU		Change from 2019		Used Vehicle Gross Margin

				Asbury Automotive Group		$   5,583		268.3%		11.5%		$   2,291		52.5%		7.2%

				AutoNation		$   5,942		233.3%		11.6%		$   1,795		27.4%		6.0%

				Group 1 Automotive		$   5,711		204.7%		11.4%		$   1,719		28.7%		5.5%

				Lithia Motors		$   5,816		172.3%		12.3%		$   2,648		22.8%		8.8%

				Penske Automotive Group		$   6,705		114.6%		12.4%		$   2,075		61.1%		6.0%

				Sonic Automotive 		$   6,591		222.8%		11.7%		$   1,607		22.7%		5.1%

				Median		$   5,879		213.8%		11.7%		$   1,935		28.0%		6.0%



						2021

						New Vehicle GPU		Change from 2019		New Vehicle Gross Margin		Used Vehicle GPU		Change from 2019		Used Vehicle Gross Margin

				Asbury Automotive Group		$   4,462		194.3%		9.9%		$   2,490		65.8%		8.6%

				AutoNation		$   4,579		156.8%		9.9%		$   2,045		45.1%		7.7%

				Group 1 Automotive		$   4,512		140.8%		9.9%		$   2,247		68.2%		8.4%

				Lithia Motors		$   4,673		118.8%		10.9%		$   2,648		22.8%		11.4%

				Penske Automotive Group		$   5,351		71.3%		10.6%		$   2,520		95.7%		7.8%

				Sonic Automotive 		$   4,595		125.0%		9.2%		$   1,784		36.2%		6.5%

				Median		$   4,587		132.9%		9.9%		$   2,369		55.5%		8.1%



						2020

						New Vehicle GPU		Change from 2019		New Vehicle Gross Margin		Used Vehicle GPU		Change from 2019		Used Vehicle Gross Margin

				Asbury Automotive Group		$   2,296		51.5%		5.8%		$   1,804		20.1%		7.5%

				AutoNation		$   2,340		31.2%		5.6%		$   1,719		22.0%		7.9%

				Group 1 Automotive		$   2,593		38.4%		6.2%		$   1,502		12.4%		6.9%

				Lithia Motors		$   2,693		26.1%		6.8%		$   2,434		12.8%		11.2%

				Penske Automotive Group		$   3,659		17.1%		8.1%		$   1,666		29.3%		6.1%

				Sonic Automotive 		$   2,510		22.9%		5.5%		$   1,207		-7.9%		5.2%

				Median		$   2,552		28.7%		6.0%		$   1,693		16.5%		7.2%



						2019

						New Vehicle GPU				New Vehicle Gross Margin		Used Vehicle GPU		Change from 2019		Used Vehicle Gross Margin								TABLE FOR LANDSCAPE (Table format not used in 2024 landscape because Brian wanted a graph, so don't update for 2025)

				Asbury Automotive Group		$   1,516				4.1%		$   1,502				6.9%								Median New and Used Vehicle Gross Profit Metrics for the Six Public Auto Dealers

				AutoNation		$   1,783				4.5%		$   1,409				6.7%						Year		New Vehicle Gross Profit per Unit		Change From 2019		New Gross Margin		Used Vehicle Gross Profit per Unit		Change From 2019		Used Gross Margin

				Group 1 Automotive		$   1,874				4.7%		$   1,336				6.4%						2019		$1,958		N/A		4.7%		$1,373		N/A		6.6%

				Lithia Motors		$   2,136				5.7%		$   2,157				10.4%						2020		$2,552		28.7%		6.0%		$1,693		16.5%		7.2%

				Penske Automotive Group		$   3,124				7.5%		$   1,288				5.1%						2021		$4,587		132.9%		9.9%		$2,369		55.5%		8.1%

				Sonic Automotive 		$   2,042				4.8%		$   1,310				5.9%						2022		$5,879		213.8%		11.7%		$1,935		28.0%		6.0%

				Median		$   1,958				4.7%		$   1,373				6.6%						2023		$4,613		139.1%		9.0%		$1,743		25.9%		5.8%

																						1H 2024		$3,505		68.4%		7.1%		$1,594		11.5%		5.4%





Manheim

		Exhibit XX: Used Vehicle Prices Remain Elevated																								NEED DEC 2021

		Manheim Used Vehicle Value Index (January 1995=100)

		Source: Manheim Consulting, Morningstar

				1995		1996		1997		1998										1999		2000		2001		2002		2003		2004		2005		2006		2007		2008		2009		2010		2011		2012		2013		2014

		Jan		100.0		104.3		106.5		107.1										114.8		115.3		116.9		114.6		105.5		104.7		108.8		116.3		113.3		109.1		101.7		117.6		124.9		125.7		123.4		122.3

		Feb		98.9		104.3		106.9		107.1										114.8		115.8		117.4		115.1		104.1		104.8		110.3		115.5		113.3		108.1		105.5		118.1		123.6		125.8		122.0		123.3

		Mar		97.8		105.3		106.8		107.8										114.1		116.9		116.9		114.6		102.5		106.6		112.2		114.9		114.1		107.7		106.1		119.9		124.2		126.2		120.4		124.4

		Apr		97.9		105.7		106.8		109.5										115.0		116.1		116.1		115.0		102.4		107.6		112.9		114.2		114.2		108.4		106.6		120.7		126.6		126.1		119.2		124.9

		May		98.2		106.1		106.8		108.7										115.0		116.2		115.8		114.2		102.8		107.9		112.1		112.9		114.7		107.5		109.1		121.0		127.8		125.1		119.1		124.7

		June		100.4		105.5		106.3		109.1										115.3		116.8		114.7		112.0		104.3		107.1		110.7		112.9		114.9		107.8		114.1		120.2		127.5		123.4		119.7		124.0

		July		101.1		105.7		106.7		111.9										115.3		116.3		113.8		110.4		105.1		106.5		108.8		111.4		114.9		109.9		115.4		118.9		125.9		121.2		120.9		122.7

		Aug		101.9		105.8		107.9		111.6										115.4		115.6		114.0		108.4		105.5		106.2		109.1		112.1		115.1		110.7		116.4		118.8		123.7		120.7		122.3		121.8

		Sep		103.3		105.8		106.6		112.6										115.1		115.6		112.1		108.0		105.9		106.3		110.9		111.9		115.8		110.8		118.5		118.9		122.9		120.7		122.8		121.4

		Oct		103.6		105.7		107.2		113.1										115.0		115.7		110.4		106.7		107.0		106.4		112.5		112.0		113.9		104.2		117.4		122.9		122.8		121.9		122.3		121.8

		Nov		103.9		106.4		106.4		114.0										115.3		116.1		111.2		106.6		106.8		107.7		114.9		112.9		111.9		98.3		117.4		124.3		123.8		122.6		122.4		123.3

		Dec		104.0		107.0		106.4		114.0										115.5		116.7		112.9		106.7		105.3		108.2		116.1		113.5		110.2		98.0		117.5		124.4		125.1		124.1		121.7



		Ann. Avg.		100.9		105.6		106.8		110.5										115.1		116.1		114.4		111.0		104.8		106.7		111.6		113.4		113.9		106.7		112.1		120.5		124.9		123.6		121.4		123.1



		DESIGN:

				Title: Used Vehicle Prices Remain Elevated																						Source data, Click on Monthly Index tab

				Legend: Manheim Used Vehicle Value Index (January 1995=100)																						http://www.manheim.com/products/consulting

				Source: Manheim Consulting, Morningstar																						Exhibit X:		Used Vehicle Prices Still Elevated but Coming Down Soon

																						For Dec 2022 data, Manheim reindexed entire index from Jan 1995=100 to Jan 1997=100

		Jan		1/1/95		100.0																From the index's website on Jan 9 2023:

		Feb		2/1/95		98.9

		March		3/1/95		97.8

		April		4/1/95		97.9

		May		5/1/95		98.2

		June		6/1/95		100.4

		July		7/1/95		101.1

		August		8/1/95		101.9

		Sep		9/1/95		103.3																So if you know the old index's percent changes you can figure out what the new data should be starting with Jan 1997=100. Manheim only provided

		Oct		10/1/95		103.6																revised data for 2008-2022. However calculating the % change in the revised

		Nov		11/1/95		103.9						% Changes for Old Data (Jan 1995 = 100)										data provided by Manheim for 2008-22, the percent changes are a bit off from the old index's deltas.

		Dec		12/1/95		104.0						YOY Chg		Seq Change								This discrepancy is not their with the old 2022 data vs new, so older data was probably 

		Jan		1/1/96		104.3						4.3%		0.3%								previously revised by Manheim but I didn't have it given so I never changed my old data.

		Feb		2/1/96		104.3						5.5%		0.0%								This means I can't use the percent changes and have to now use the index only since 2008.

		March		3/1/96		105.3						7.7%		1.0%

		April		4/1/96		105.7						8.0%		0.4%

		May		5/1/96		106.1						8.0%		0.4%

		June		6/1/96		105.5						5.1%		-0.6%

		July		7/1/96		105.7						4.5%		0.2%

		August		8/1/96		105.8						3.8%		0.1%

		Sep		9/1/96		105.8						2.4%		0.0%

		Oct		10/1/96		105.7						2.0%		-0.1%

		Nov		11/1/96		106.4						2.4%		0.7%

		Dec		12/1/96		107.0						2.9%		0.6%

		Jan		1/1/97		106.5						2.1%		-0.5%

		Feb		2/1/97		106.9						2.5%		0.4%

		March		3/1/97		106.8						1.4%		-0.1%

		April		4/1/97		106.8						1.0%		0.0%

		May		5/1/97		106.8						0.7%		0.0%

		June		6/1/97		106.3						0.8%		-0.5%

		July		7/1/97		106.7						0.9%		0.4%

		August		8/1/97		107.9						2.0%		1.1%

		Sep		9/1/97		106.6						0.8%		-1.2%

		Oct		10/1/97		107.2						1.4%		0.6%

		Nov		11/1/97		106.4						0.0%		-0.7%

		Dec		12/1/97		106.4						-0.6%		0.0%

		Jan		1/1/98		107.1						0.6%		0.7%

		Feb		2/1/98		107.1						0.2%		0.0%

		March		3/1/98		107.8						0.9%		0.7%

		April		4/1/98		109.5						2.5%		1.6%

		May		5/1/98		108.7						1.8%		-0.7%

		June		6/1/98		109.1						2.6%		0.4%

		July		7/1/98		111.9						4.9%		2.6%

		August		8/1/98		111.6						3.4%		-0.3%

		Sep		9/1/98		112.6						5.6%		0.9%

		Oct		10/1/98		113.1						5.5%		0.4%

		Nov		11/1/98		114.0						7.1%		0.8%

		Dec		12/1/98		114.0						7.1%		0.0%

		Jan		1/1/99		114.8						7.2%		0.7%

		Feb		2/1/99		114.8						7.2%		0.0%

		March		3/1/99		114.1						5.8%		-0.6%

		April		4/1/99		115.0						5.0%		0.8%

		May		5/1/99		115.0						5.8%		0.0%

		June		6/1/99		115.3						5.7%		0.3%

		July		7/1/99		115.3						3.0%		0.0%

		August		8/1/99		115.4						3.4%		0.1%

		Sep		9/1/99		115.1						2.2%		-0.3%

		Oct		10/1/99		115.0						1.7%		-0.1%

		Nov		11/1/99		115.3						1.1%		0.3%

		Dec		12/1/99		115.5						1.3%		0.2%

		Jan		1/1/00		115.3						0.4%		-0.2%

		Feb		2/1/00		115.8						0.9%		0.4%

		March		3/1/00		116.9						2.5%		0.9%

		April		4/1/00		116.1						1.0%		-0.7%

		May		5/1/00		116.2						1.0%		0.1%

		June		6/1/00		116.8						1.3%		0.5%

		July		7/1/00		116.3						0.9%		-0.4%

		August		8/1/00		115.6						0.2%		-0.6%

		Sep		9/1/00		115.6						0.4%		0.0%

		Oct		10/1/00		115.7						0.6%		0.1%

		Nov		11/1/00		116.1						0.7%		0.3%

		Dec		12/1/00		116.7						1.0%		0.5%

		Jan		1/1/01		116.9						1.4%		0.2%

		Feb		2/1/01		117.4						1.4%		0.4%

		March		3/1/01		116.9						0.0%		-0.4%

		April		4/1/01		116.1						0.0%		-0.7%

		May		5/1/01		115.8						-0.3%		-0.3%

		June		6/1/01		114.7						-1.8%		-0.9%

		July		7/1/01		113.8						-2.1%		-0.8%

		August		8/1/01		114.0						-1.4%		0.2%

		Sep		9/1/01		112.1						-3.0%		-1.7%

		Oct		10/1/01		110.4						-4.6%		-1.5%

		Nov		11/1/01		111.2						-4.2%		0.7%

		Dec		12/1/01		112.9						-3.3%		1.5%

		Jan		1/1/02		114.6						-2.0%		1.5%

		Feb		2/1/02		115.1						-2.0%		0.4%

		March		3/1/02		114.6						-2.0%		-0.4%

		April		4/1/02		115.0						-0.9%		0.3%

		May		5/1/02		114.2						-1.4%		-0.7%

		June		6/1/02		112.0						-2.4%		-1.9%

		July		7/1/02		110.4						-3.0%		-1.4%

		August		8/1/02		108.4						-4.9%		-1.8%

		Sep		9/1/02		108.0						-3.7%		-0.4%

		Oct		10/1/02		106.7						-3.4%		-1.2%

		Nov		11/1/02		106.6						-4.1%		-0.1%

		Dec		12/1/02		106.7						-5.5%		0.1%

		Jan		1/1/03		105.5						-7.9%		-1.1%

		Feb		2/1/03		104.1						-9.6%		-1.3%

		March		3/1/03		102.5						-10.6%		-1.5%

		April		4/1/03		102.4						-11.0%		-0.1%

		May		5/1/03		102.8						-10.0%		0.4%

		June		6/1/03		104.3						-6.9%		1.5%

		July		7/1/03		105.1						-4.8%		0.8%

		August		8/1/03		105.5						-2.7%		0.4%

		Sep		9/1/03		105.9						-1.9%		0.4%

		Oct		10/1/03		107.0						0.3%		1.0%

		Nov		11/1/03		106.8						0.2%		-0.2%

		Dec		12/1/03		105.3						-1.3%		-1.4%

		Jan		1/1/04		104.7						-0.8%		-0.6%

		Feb		2/1/04		104.8						0.7%		0.1%

		March		3/1/04		106.6						4.0%		1.7%

		April		4/1/04		107.6						5.1%		0.9%

		May		5/1/04		107.9						5.0%		0.3%

		June		6/1/04		107.1						2.7%		-0.7%

		July		7/1/04		106.5						1.3%		-0.6%

		August		8/1/04		106.2						0.7%		-0.3%

		Sep		9/1/04		106.3						0.4%		0.1%

		Oct		10/1/04		106.4						-0.6%		0.1%

		Nov		11/1/04		107.7						0.8%		1.2%

		Dec		12/1/04		108.2						2.8%		0.5%

		Jan		1/1/05		108.8						3.9%		0.6%

		Feb		2/1/05		110.3						5.2%		1.4%

		March		3/1/05		112.2						5.3%		1.7%

		April		4/1/05		112.9						4.9%		0.6%

		May		5/1/05		112.1						3.9%		-0.7%

		June		6/1/05		110.7						3.4%		-1.2%

		July		7/1/05		108.8						2.2%		-1.7%

		August		8/1/05		109.1						2.7%		0.3%

		Sep		9/1/05		110.9						4.3%		1.6%

		Oct		10/1/05		112.5						5.7%		1.4%

		Nov		11/1/05		114.9						6.7%		2.1%

		Dec		12/1/05		116.1						7.3%		1.0%

		Jan		1/1/06		116.3						6.9%		0.2%

		Feb		2/1/06		115.5						4.7%		-0.7%

		March		3/1/06		114.9						2.4%		-0.5%

		April		4/1/06		114.2						1.2%		-0.6%

		May		5/1/06		112.9						0.7%		-1.1%

		June		6/1/06		112.9						2.0%		0.0%

		July		7/1/06		111.4						2.4%		-1.3%

		August		8/1/06		112.1						2.7%		0.6%

		Sep		9/1/06		111.9						0.9%		-0.2%

		Oct		10/1/06		112.0						-0.4%		0.1%

		Nov		11/1/06		112.9						-1.7%		0.8%

		Dec		12/1/06		113.5						-2.2%		0.5%

		Jan		1/1/07		113.3						-2.6%		-0.2%

		Feb		2/1/07		113.3						-1.9%		0.0%

		March		3/1/07		114.1						-0.7%		0.7%

		April		4/1/07		114.2						0.0%		0.1%

		May		5/1/07		114.7						1.6%		0.4%

		June		6/1/07		114.9						1.8%		0.2%

		July		7/1/07		114.9						3.1%		0.0%

		August		8/1/07		115.1						2.7%		0.2%

		Sep		9/1/07		115.8						3.5%		0.6%

		Oct		10/1/07		113.9						1.7%		-1.6%

		Nov		11/1/07		111.9						-0.9%		-1.8%

		Dec		12/1/07		110.2						-2.9%		-1.5%









		New Data As of Dec 2022 (now Jan 1997 = 100 instead of Jan 1995 = 100) 1997-2007 data from Manheim's Nov 2023 spreadsheet 

								YOY Change		Seq Change

		Jan		1/1/97		100.0

		Feb		2/1/97		100.3				0.3%

		March		3/1/97		100.2				-0.1%

		April		4/1/97		100.0				-0.2%

		May		5/1/97		100.4				0.4%

		June		6/1/97		99.6				-0.8%

		July		7/1/97		99.7				0.1%

		August		8/1/97		101.2				1.5%

		Sep		9/1/97		100.1				-1.1%

		Oct		10/1/97		101.0				0.9%

		Nov		11/1/97		99.9				-1.1%

		Dec		12/1/97		100.1				0.2%

		Jan		1/1/98		100.6		0.6%		0.5%

		Feb		2/1/98		100.8		0.5%		0.2%

		Mar		3/1/98		101.3		1.1%		0.5%

		Apr		4/1/98		103.1		3.1%		1.8%

		May		5/1/98		102.6		2.2%		-0.5%

		Jun		6/1/98		102.8		3.2%		0.2%

		Jul		7/1/98		105.3		5.6%		2.4%

		Aug		8/1/98		105.3		4.1%		0.0%

		Sep		9/1/98		106.5		6.4%		1.1%

		Oct		10/1/98		107.5		6.4%		0.9%

		Nov		11/1/98		108.2		8.3%		0.7%

		Dec		12/1/98		108.4		8.3%		0.2%

		Jan		1/1/99		108.8		8.2%		0.4%

		Feb		2/1/99		108.8		7.9%		0.0%

		Mar		3/1/99		107.8		6.4%		-0.9%

		Apr		4/1/99		108.8		5.5%		0.9%

		May		5/1/99		109.1		6.3%		0.3%

		Jun		6/1/99		109.3		6.3%		0.2%

		Jul		7/1/99		109.6		4.1%		0.3%

		Aug		8/1/99		110.1		4.6%		0.5%

		Sep		9/1/99		110.0		3.3%		-0.1%

		Oct		10/1/99		110.0		2.3%		0.0%

		Nov		11/1/99		109.9		1.6%		-0.1%

		Dec		12/1/99		109.8		1.3%		-0.1%

		Jan		1/1/00		109.1		0.3%		-0.6%

		Feb		2/1/00		109.5		0.6%		0.4%

		Mar		3/1/00		110.1		2.1%		0.5%

		Apr		4/1/00		109.8		0.9%		-0.3%

		May		5/1/00		110.2		1.0%		0.4%

		Jun		6/1/00		110.9		1.5%		0.6%

		Jul		7/1/00		110.8		1.1%		-0.1%

		Aug		8/1/00		111.0		0.8%		0.2%

		Sep		9/1/00		111.3		1.2%		0.3%

		Oct		10/1/00		111.6		1.5%		0.3%

		Nov		11/1/00		111.6		1.5%		0.0%

		Dec		12/1/00		111.8		1.8%		0.2%

		Jan		1/1/01		111.8		2.5%		0.0%

		Feb		2/1/01		111.9		2.2%		0.1%

		Mar		3/1/01		111.1		0.9%		-0.7%

		Apr		4/1/01		110.9		1.0%		-0.2%

		May		5/1/01		110.5		0.3%		-0.4%

		Jun		6/1/01		110.0		-0.8%		-0.5%

		Jul		7/1/01		109.7		-1.0%		-0.3%

		Aug		8/1/01		110.9		-0.1%		1.1%

		Sep		9/1/01		109.3		-1.8%		-1.4%

		Oct		10/1/01		108.4		-2.9%		-0.8%

		Nov		11/1/01		109.2		-2.2%		0.7%

		Dec		12/1/01		110.4		-1.3%		1.1%

		Jan		1/1/02		111.7		-0.1%		1.2%

		Feb		2/1/02		113.0		1.0%		1.2%

		Mar		3/1/02		111.8		0.6%		-1.1%

		Apr		4/1/02		111.4		0.5%		-0.4%

		May		5/1/02		110.9		0.4%		-0.4%

		Jun		6/1/02		109.6		-0.4%		-1.2%

		Jul		7/1/02		108.8		-0.8%		-0.7%

		Aug		8/1/02		107.8		-2.8%		-0.9%

		Sep		9/1/02		107.1		-2.0%		-0.6%

		Oct		10/1/02		105.8		-2.4%		-1.2%

		Nov		11/1/02		106.1		-2.8%		0.3%

		Dec		12/1/02		106.3		-3.7%		0.2%

		Jan		1/1/03		105.2		-5.8%		-1.0%

		Feb		2/1/03		104.3		-7.7%		-0.9%

		Mar		3/1/03		102.5		-8.3%		-1.7%

		Apr		4/1/03		102.9		-7.6%		0.4%

		May		5/1/03		104.2		-6.0%		1.3%

		Jun		6/1/03		106.5		-2.8%		2.2%

		Jul		7/1/03		107.9		-0.8%		1.3%

		Aug		8/1/03		109.0		1.1%		1.0%

		Sep		9/1/03		109.9		2.6%		0.8%

		Oct		10/1/03		110.8		4.7%		0.8%

		Nov		11/1/03		110.3		4.0%		-0.5%

		Dec		12/1/03		109.3		2.8%		-0.9%

		Jan		1/1/04		108.5		3.1%		-0.7%

		Feb		2/1/04		109.3		4.8%		0.7%

		Mar		3/1/04		110.3		7.6%		0.9%

		Apr		4/1/04		111.2		8.1%		0.8%

		May		5/1/04		111.9		7.4%		0.6%

		Jun		6/1/04		111.4		4.6%		-0.4%

		Jul		7/1/04		111.9		3.7%		0.4%

		Aug		8/1/04		111.6		2.4%		-0.3%

		Sep		9/1/04		111.5		1.5%		-0.1%

		Oct		10/1/04		111.6		0.7%		0.1%

		Nov		11/1/04		111.7		1.3%		0.1%

		Dec		12/1/04		112.4		2.8%		0.6%

		Jan		1/1/05		113.4		4.5%		0.9%

		Feb		2/1/05		115.0		5.2%		1.4%

		Mar		3/1/05		115.9		5.1%		0.8%

		Apr		4/1/05		116.2		4.5%		0.3%

		May		5/1/05		115.9		3.6%		-0.3%

		Jun		6/1/05		115.2		3.4%		-0.6%

		Jul		7/1/05		114.5		2.3%		-0.6%

		Aug		8/1/05		114.4		2.5%		-0.1%

		Sep		9/1/05		115.6		3.7%		1.0%

		Oct		10/1/05		116.8		4.7%		1.0%

		Nov		11/1/05		118.1		5.7%		1.1%

		Dec		12/1/05		119.3		6.1%		1.0%

		Jan		1/1/06		119.4		5.3%		0.1%

		Feb		2/1/06		118.8		3.3%		-0.5%

		Mar		3/1/06		117.7		1.6%		-0.9%

		Apr		4/1/06		117.2		0.9%		-0.4%

		May		5/1/06		116.7		0.7%		-0.4%

		Jun		6/1/06		117.0		1.6%		0.3%

		Jul		7/1/06		116.9		2.1%		-0.1%

		Aug		8/1/06		116.9		2.2%		0.0%

		Sep		9/1/06		116.5		0.8%		-0.3%

		Oct		10/1/06		117.1		0.3%		0.5%

		Nov		11/1/06		118.2		0.1%		0.9%

		Dec		12/1/06		118.8		-0.4%		0.5%

		Jan		1/1/07		118.8		-0.5%		0.0%

		Feb		2/1/07		119.5		0.6%		0.6%

		Mar		3/1/07		120.5		2.4%		0.8%

		Apr		4/1/07		120.9		3.2%		0.3%

		May		5/1/07		121.9		4.5%		0.8%

		Jun		6/1/07		121.5		3.8%		-0.3%

		Jul		7/1/07		121.7		4.1%		0.2%

		Aug		8/1/07		122.1		4.4%		0.3%

		Sep		9/1/07		122.7		5.3%		0.5%

		Oct		10/1/07		121.2		3.5%		-1.2%

		Nov		11/1/07		119.4		1.0%		-1.5%

		Dec		12/1/07		117.4		-1.2%		-1.7%

		Jan		1/1/08		116.5		-1.9%		-0.8%

		Feb		2/1/08		115.5		-3.3%		-0.9%

		March		3/1/08		114.7		-4.8%		-0.7%

		April		4/1/08		114.2		-5.5%		-0.4%

		May		5/1/08		112.9		-7.4%		-1.1%

		June		6/1/08		111.4		-8.3%		-1.3%

		July		7/1/08		113.3		-6.9%		1.7%

		August		8/1/08		115.6		-5.3%		2.0%

		Sep		9/1/08		115.7		-5.7%		0.1%

		Oct		10/1/08		110.0		-9.2%		-4.9%

		Nov		11/1/08		104.0		-12.9%		-5.5%

		Dec		12/1/08		104.1		-11.3%		0.1%

		Jan		1/1/09		108.8		-6.6%		4.5%

		Feb		2/1/09		113.6		-1.6%		4.4%

		March		3/1/09		114.6		-0.1%		0.9%

		April		4/1/09		116.3		1.8%		1.5%

		May		5/1/09		119.9		6.2%		3.1%

		June		6/1/09		125.0		12.2%		4.3%

		July		7/1/09		127.4		12.4%		1.9%

		August		8/1/09		129.2		11.8%		1.4%

		Sep		9/1/09		132.2		14.3%		2.3%

		Oct		10/1/09		132.3		20.3%		0.1%

		Nov		11/1/09		132.0		26.9%		-0.2%

		Dec		12/1/09		131.9		26.7%		-0.1%

		Jan		1/1/10		131.8		21.1%		-0.1%

		Feb		2/1/10		131.6		15.8%		-0.2%

		March		3/1/10		133.7		16.7%		1.6%

		April		4/1/10		134.7		15.8%		0.7%

		May		5/1/10		136.1		13.5%		1.0%

		June		6/1/10		134.9		7.9%		-0.9%

		July		7/1/10		133.7		4.9%		-0.9%

		August		8/1/10		133.8		3.6%		0.1%

		Sep		9/1/10		132.9		0.5%		-0.7%

		Oct		10/1/10		135.2		2.2%		1.7%

		Nov		11/1/10		138.1		4.6%		2.1%

		Dec		12/1/10		139.5		5.8%		1.0%

		Jan		1/1/11		139.7		6.0%		0.1%

		Feb		2/1/11		138.8		5.5%		-0.6%

		March		3/1/11		138.2		3.4%		-0.4%

		April		4/1/11		138.9		3.1%		0.5%

		May		5/1/11		139.1		2.2%		0.1%

		June		6/1/11		138.3		2.5%		-0.6%

		July		7/1/11		137.3		2.7%		-0.7%

		August		8/1/11		136.2		1.8%		-0.8%

		Sep		9/1/11		135.0		1.6%		-0.9%

		Oct		10/1/11		135.3		0.1%		0.2%

		Nov		11/1/11		136.6		-1.1%		1.0%

		Dec		12/1/11		137.8		-1.2%		0.9%

		Jan		1/1/12		137.8		-1.4%		0.0%

		Feb		2/1/12		137.3		-1.1%		-0.4%

		March		3/1/12		137.3		-0.7%		0.0%

		April		4/1/12		136.5		-1.7%		-0.6%

		May		5/1/12		134.8		-3.1%		-1.2%

		June		6/1/12		132.7		-4.0%		-1.6%

		July		7/1/12		131.1		-4.5%		-1.2%

		August		8/1/12		130.7		-4.0%		-0.3%

		Sep		9/1/12		130.9		-3.0%		0.2%

		Oct		10/1/12		132.6		-2.0%		1.3%

		Nov		11/1/12		133.3		-2.4%		0.5%

		Dec		12/1/12		134.8		-2.2%		1.1%

		Jan		1/1/13		134.4		-2.5%		-0.3%

		Feb		2/1/13		133.0		-3.1%		-1.0%

		March		3/1/13		130.8		-4.7%		-1.7%

		April		4/1/13		129.0		-5.5%		-1.4%

		May		5/1/13		129.1		-4.2%		0.1%

		June		6/1/13		130.3		-1.8%		0.9%

		July		7/1/13		131.8		0.5%		1.2%

		August		8/1/13		133.4		2.1%		1.2%

		Sep		9/1/13		133.3		1.8%		-0.1%

		Oct		10/1/13		132.7		0.1%		-0.5%

		Nov		11/1/13		132.8		-0.4%		0.1%

		Dec		12/1/13		132.1		-2.0%		-0.5%

		Jan		1/1/14		132.7		-1.3%		0.5%

		Feb		2/1/14		134.0		0.8%		1.0%

		March		3/1/14		135.3		3.4%		1.0%

		April		4/1/14		135.9		5.3%		0.4%

		May		5/1/14		135.7		5.1%		-0.1%

		June		6/1/14		135.1		3.7%		-0.4%

		July		7/1/14		133.7		1.4%		-1.0%

		August		8/1/14		132.7		-0.5%		-0.7%

		Sep		9/1/14		132.4		-0.7%		-0.2%

		Oct		10/1/14		132.8		0.1%		0.3%

		Nov		11/1/14		134.4		1.2%		1.2%

		Dec		12/1/14		135.2		2.3%		0.6%

		Jan		1/1/15		136.7		3.0%		1.1%

		Feb		2/1/15		136.5		1.9%		-0.1%

		March		3/1/15		135.9		0.4%		-0.4%

		April		4/1/15		135.5		-0.3%		-0.3%

		May		5/1/15		135.1		-0.4%		-0.3%

		June		6/1/15		135.1		0.0%		0.0%

		July		7/1/15		135.4		1.3%		0.2%

		August		8/1/15		135.7		2.3%		0.2%

		Sep		9/1/15		136.2		2.9%		0.4%

		Oct		10/1/15		136.7		2.9%		0.4%

		Nov		11/1/15		136.5		1.6%		-0.1%

		Dec		12/1/15		137.1		1.4%		0.4%

		Jan		1/1/16		136.6		-0.1%		-0.4%

		Feb		2/1/16		134.4		-1.5%		-1.6%

		Mar		3/1/16		133.5		-1.8%		-0.7%

		Apr		4/1/16		133.9		-1.2%		0.3%

		May		5/1/16		135.7		0.4%		1.3%

		Jun		6/1/16		137.6		1.9%		1.4%

		Jul		7/1/16		138.5		2.3%		0.7%

		Aug		8/1/16		138.5		2.1%		0.0%

		Sep		9/1/16		138.5		1.7%		0.0%

		Oct		10/1/16		137.6		0.7%		-0.6%

		Nov		11/1/16		136.1		-0.3%		-1.1%

		Dec		12/1/16		136.3		-0.6%		0.1%

		Jan		1/1/17		136.2		-0.3%		-0.1%

		Feb		2/1/17		136.0		1.2%		-0.1%

		Mar		3/1/17		135.3		1.3%		-0.5%

		Apr		4/1/17		136.0		1.6%		0.5%

		May		5/1/17		139.5		2.8%		2.6%

		Jun		6/1/17		141.1		2.5%		1.1%

		Jul		7/1/17		142.1		2.6%		0.7%										This is revised data for 2008-22 with new base year of Jan 1997

		Aug		8/1/17		143.2		3.4%		0.8%

		Sep		9/1/17		147.2		6.3%		2.8%

		Oct		10/1/17		148.7		8.1%		1.0%

		Nov		11/1/17		146.7		7.8%		-1.3%

		Dec		12/1/17		143.9		5.6%		-1.9%

		Jan		1/1/18		142.9		4.9%		-0.7%

		Feb		2/1/18		142.9		5.1%		0.0%

		Mar		3/1/18		142.7		5.5%		-0.1%

		Apr		4/1/18		144.6		6.3%		1.3%

		May		5/1/18		146.4		4.9%		1.2%

		Jun		6/1/18		147.2		4.3%		0.5%

		Jul		7/1/18		149.4		5.1%		1.5%

		Aug		8/1/18		152.4		6.4%		2.0%

		Sep		9/1/18		152.6		3.7%		0.1%

		Oct		10/1/18		153.7		3.4%		0.7%

		Nov		11/1/18		151.7		3.4%		-1.3%

		Dec		12/1/18		150.1		4.3%		-1.1%

		Jan		1/1/19		147.7		3.4%		-1.6%

		Feb		2/1/19		147.5		3.2%		-0.1%												Manheim Used Vehicle Value Index (January 1997=100)

		Mar		3/1/19		148.3		3.9%		0.5%

		Apr		4/1/19		151.0		4.4%		1.8%

		May		5/1/19		152.3		4.0%		0.9%

		June		6/1/19		153.2		4.1%		0.6%

		July		7/1/19		153.2		2.5%		0.0%

		August		8/1/19		154.2		1.2%		0.7%

		September		9/1/19		152.6		0.0%		-1.0%

		October		10/1/19		153.0		-0.5%		0.3%

		November		11/1/19		151.5		-0.1%		-1.0%

		December		12/1/19		153.9		2.5%		1.6%

		January		1/1/20		154.5		4.6%		0.4%

		February		2/1/20		156.6		6.2%		1.4%

		March		3/1/20		154.8		4.4%		-1.1%

		April		4/1/20		137.2		-9.1%		-11.4%

		May		5/1/20		149.5		-1.8%		9.0%

		June		6/1/20		162.8		6.3%		8.9%

		July		7/1/20		172.4		12.5%		5.9%

		August		8/1/20		178.6		15.8%		3.6%

		September		9/1/20		175.8		15.2%		-1.6%

		October		10/1/20		176.6		15.4%		0.5%

		November		11/1/20		176.8		16.7%		0.1%

		December		12/1/20		175.7		14.2%		-0.6%

		January		1/1/21		177.9		15.1%		1.3%

		February		2/1/21		184.6		17.9%		3.8%

		March		3/1/21		195.4		26.2%		5.9%

		April		4/1/21		211.7		54.3%		8.3%

		May		5/1/21		221.5		48.2%		4.6%

		June		6/1/21		218.6		34.3%		-1.3%

		July		7/1/21		213.0		23.5%		-2.6%

		August		8/1/21		212.1		18.8%		-0.4%

		September		9/1/21		223.4		27.1%		5.3%

		October		10/1/21		244.0		38.2%		9.2%

		November		11/1/21		253.6		43.4%		3.9%

		December		12/1/21		257.7		46.7%		1.6%

		January		1/1/22		257.7		44.9%		0.0%

		February		2/1/22		252.3		36.7%		-2.1%

		March		3/1/22		243.9		24.8%		-3.3%

		April		4/1/22		241.3		14.0%		-1.1%

		May		5/1/22		243.0		9.7%		0.7%

		June		6/1/22		239.9		9.7%		-1.3%

		July		7/1/22		239.6		12.5%		-0.1%

		August		8/1/22		230.0		8.4%		-4.0%

		September		9/1/22		223.1		-0.1%		-3.0%

		October		10/1/22		218.2		-10.6%		-2.2%

		November		11/1/22		217.6		-14.2%		-0.3%

		December		12/1/22		219.3		-14.9%		0.8%

		January		1/1/23		224.8		-12.8%		2.5%

		February		2/1/23		234.5		-7.1%		4.3%

		March		3/1/23		238.1		-2.4%		1.5%

		April		4/1/23		230.8		-4.4%		-3.1%

		May		5/1/23		224.5		-7.6%		-2.7%																												Manheim tracks all vehicles ages while NADA's Used Car Guide Used Vehicle Price Index (now JD Power Guidelines)

		June		6/1/23		215.1		-10.3%		-4.2%																												does not account for the impact of new vehicle price increases and is only for vehicles up to 8 years old.

		July		7/1/23		211.7		-11.6%		-1.6%

		August		8/1/23		212.2		-7.7%		0.2%

		September		9/1/23		214.3		-3.9%		1.0%

		October		10/1/23		209.4		-4.0%		-2.3%

		November		11/1/23		205.0		-5.8%		-2.1%										Source:		Manheim, Morningstar

		December		12/1/23		204.0		-7.0%		-0.5%

		January		1/1/24		204.0		-9.3%		0.0%										ANDY: Convert to chartlab. In August update for latest data

		February		2/1/24		203.8		-13.1%		-0.1%

		March		3/1/24		203.1		-14.7%		-0.3%

		April		4/1/24		198.4		-14.0%		-2.3%

		May		5/1/24		197.3		-12.1%		-0.6%

		June		6/1/24		196.1		-8.8%		-0.6%

		July		7/1/24		201.6		-4.8%		2.8%

		August		8/1/24		203.9		-3.9%		1.1%

		September		9/1/24		203.0		-5.3%		-0.4%

		October		10/1/24		202.8		-3.2%		-0.1%

		November		11/1/24		205.4		0.2%		1.3%

		December		12/1/24		204.8		0.4%		-0.3%

		January		1/1/25		205.6		0.8%		0.4%

		February		2/1/25		204.1		0.1%		-0.7%

		March		3/1/25		202.6		-0.2%		-0.7%

		April		4/1/25		208.2		4.9%		2.8%

		May		5/1/25		205.2		4.0%		-1.4%

		June		6/1/25		208.5		6.3%		1.6%

		July		7/1/25		207.4		2.9%		-0.5%

		August		8/1/25		207.4		1.7%		0.0%

		September		9/1/25		207.0		2.0%		-0.2%

		October		10/1/25		202.9		0.0%		-2.0%

		November		11/1/25		205.4		0.0%		1.2%

		December		12/1/25		205.5		0.3%		0.0%

		January		1/1/26		210.5		2.4%		2.4%

		February		2/1/26		212.3		4.0%		0.9%

		March		3/1/26		215.3		6.3%		1.4%

		April		4/1/26		211.9		1.8%		-1.6%

		May		5/1/26		212.6		3.6%		0.3%

		June		6/1/26

		July		7/1/26								ANDY please make new chart for data through July
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Repair Mix

		Chart #1		2023 Dealership Repair Order Count (millions) 										Chartbuilder possible?

		Source:		NADA Data

				Mechanical		109.8		42.8%

				Warranty Claim		51.2		20.0%

				Internal		45.0		17.5%

				Express Service		37.0		14.4%

				Service Contract		13.7		5.3%

						256.7		100.0%



Mechanical	Warranty Claim	Internal	Express Service	Service Contract	0.4277143636292805	0.19954030153102964	0.17534769566403052	0.14398691028088356	5.3410728894775807E-2	

Used

		Used Vehicles						ANDY: All 3 in Chartlab unless pie chart too difficult

		Source for all: NADA Data

				Chart #1		Used Vehicle Units Sold by US New Vehicle Dealers (millions)												Slide text: say what % of US used vehicle sales this is roughly.

				2015		14.1

				2016		14.2																Andy, can you only show axis for every 1 million instead of 0.5 million?

				2017		14.4

				2018		14.4

				2019		14.9

				2020		13.7

				2021		14.7

				2022		12.9

				2023		12.7

				2024		12.8

				2025		13.1

				Chart #2		Average Selling Price of Used Vehicles Sold at US New Vehicle Dealers

				2015		$   19,400																				Andy, if want to get fancy, add % change on right axis (in 2024 landscape we did not add the % change)

				2016		$   19,886		2.5%

				2017		$   20,009		0.6%

				2018		$   20,586		2.9%

				2019		$   21,094		2.5%

				2020		$   22,027		4.4%

				2021		$   26,709		21.3%

				2022		$   30,736		15.1%

				2023		$   29,308		-4.6%

				2024		$   28,431		-3.0%

				2025		$   28,680		0.9%

				Chart #3		2025 Sources of Used Vehicles Retailed by US New Vehicle Dealers														(In text note that in 2019 street purchase was only 4.8%, new trade in was 40.7% and used trade in was 22.8%

				New Vehicle Trade In		45.4%														while auction was higher at 27.2%)

				Used Vehicle Trade In		23.6%

				Auction		21.9%

				Off the Street		9.1%

				Other				Omit 1.9% for other so it sums to 100%. In 2024 it summed to 100% despite having Other

						100.0%



2015	2016	2017	2018	2019	2020	2021	2022	2023	2024	14.1	14.2	14.4	14.4	14.9	13.7	14.7	12.9	12.7	12.8	



2015	2016	2017	2018	2019	2020	2021	2022	2023	19400	19886	20009	20586	21094	22027	26709	30736	29308	



New Vehicle Trade In	Used Vehicle Trade In	Auction	Off the Street	Other	0.45400000000000001	0.23599999999999999	0.219	9.0999999999999998E-2	

Advertising

						ANDY: NEW SLIDE FOR 2026, DO AS TWO PIE CHARTS

						Source: NADA Data

				2002

				Newspaper		46.7%

				Television		16.7%

				Radio		15.7%

				Direct mail		7.4%

				Internet		5.0%

				Other		8.5%

						100.0%



				2025

				Newspaper		2.1%

				Television		10.5%

				Radio		6.9%

				Direct mail		5.6%

				Search engine optimization		19.5%

				Third party listings		20.0%

				Social media		14.2%

				Search engine marketing		21.1%

				Other		0.1%

						100.0%





Service Revenue & Repair Mix

		Chart #1		Total Dealer Service and Parts Revenue (billions) NADA Slide 12												ANDY: Chartlab, See 2025 landscape Slide 23

		2014		$   94.6

		2015		$   100.0		5.7%

		2016		$   109.5		9.5%

		2017		$   114.2		4.2%

		2018		$   116.5		2.0%

		2019		$   120.7		3.6%

		2020		$   111.2		-7.9%

		2021		$   125.6		12.9%

		2022		$   137.5		9.5%

		2023		$   142.6		3.7%

		2024		$   156.5		9.7%

		2025		$   164.6		5.2%

		Source		NADA Data

				Slide text: 		Talk about absorption, also say 34% of 2024 and 2025 dealer base had a body shop. Body shop on a downward trend as ratio was 39% in 2017.

						Dealer's 2025 body shop revenue was $8.1 billion, $7.9 billion in 2024, versus $6.7 in 2017.

						Only absorption disclosures are Penske's truck stores at 131% and on 2018 call Roger said car absorption in mid-70s. NADA Dealer profiles have it too

		Chart #2		2025 Dealership Repair Order Count (millions) 

		Source:		NADA Data pg. 13

				Mechanical		112.8		42.0%

				Warranty Claim		57.7		21.5%

				Internal		48.6		18.1%

				Express Service		34.1		12.7%

				Service Contract		15.2		5.7%

						268.3		100.0%



2014	2015	2016	2017	2018	2019	2020	2021	2022	2023	2024	94.59	100.02	109.52	114.15	116.49	120.73	111.22	125.57	137.49	142.62	156.46	



Mechanical	Warranty Claim	Internal	Express Service	Service Contract	0.42033468748835301	0.21497521523610749	0.18105922254109053	0.12709179680220642	5.6539077932242554E-2	

Service Retention

		Group 1 Service Retention Data by Model Year												UPDATE VIA Q2 26 DECKS								Make Group 1 and Lithia two separate slides

		Source: Group 1 investor presentation												CHARTLAB, UPDATE AFTER Q2 EARNINGS (Updated for Q2 on XXXXX)

		Note 1)		Group 1 defines retention as a vehicle having two service visits within 12 months (last year this said 15 months so make sure power point text is correct)





				2016		69%

				2017		71%

				2018		71%

				2019		73%

				2020		74%

				2021		75%

				2022		75%

				2023		76%

				2024		79%

				2025		62%

				Over 10 Years Old		65%

				Company Average		70%

				Source: Q1 26 Slide 19 (Delete 2025 if Q2 deck is still in low 60s?)

				Chart #2 Lithia Retention by Model Year								Data from Q4 25 Slide 19

				Chart already in Chartlab since it was used

				in May 2026 dealer select pres  (Ex 16)

				Chart FOR 2025 Landscape (different than the chart for 2026 so DO NOT USE)

				Source: Lithia IR Deck										Data below from Slide 19 Q2 25

				Note: 1)		Retention data is U.S. only and is defined as customers who previously purchased a vehicle from Lithia and have returned for service

						within the past 12 months.

				2014		20%

				2015		23%

				2016		27%

				2017		32%

				2018		44%

				2019		46%

				2020		55%

				2021		64%

				2022		73%

				2023		88%

				2024		98%



2016	2017	2018	2019	2020	2021	2022	2023	2024	2025	Over 10 Years Old	Company Average	0.69	0.71	0.71	0.73	0.74	0.75	0.75	0.76	0.79	0.62	0.65	0.7	



2014	2015	2016	2017	2018	2019	2020	2021	2022	2023	2024	0.2	0.23	0.27	0.32	0.44	0.46	0.55000000000000004	0.64	0.73	0.88	0.98	





F&I

				Finance and Insurance Product and Service Overview

				Item		Description

				Dealer Reserve		The dealer is not a lender in this transaction. Instead, it arranges customer loans in store from a third-party lending partner, such as a bank, credit union, specialty finance company, or an automaker's captive finance arm. The dealer receives a commission from the lender that is either a flat fee or the difference between the interest rate charged to the customer and the rate set by the lender. This rate markup is called dealer reserve and is often capped at 100-200 basis points. Dealers record revenue net of chargeback estimates in case a loan is paid off quickly. Customers will go this route due to sometimes below-market rates available to them via an automaker's captive lender; also, customers can quickly comparison shop across sometimes dozens of possible lenders without leaving the dealership or contacting each lender themselves.

				Extended-Service Contracts		These are generally extended-warranty contracts to give customers extra assurances in case of quality problems. They are written by third parties such as specialty insurance carriers.						Maybe add this for 2025 from AutoNation's Feb 2025 call (I did not because there's not enough room in the text box)

				Maintenance		Third-party contracts for what is often called prepaid maintenance, where maintenance costs are covered for the first few years of vehicle ownership. Some dealers, such as AutoNation, sell maintenance contracts good for work done only at their dealerships for a set number of years. Revenue for these contracts is recognized each time the customer brings the vehicle in for service.

				GAP		Guaranteed auto (or asset) protection. It refers to a third-party insurer paying the gap that may exist, after a vehicle is totaled after an accident, between what the customer's insurance company pays them and the customer's remaining loan balance.

				Protection		Various additional insurance options such as protecting tires and wheels, key fob replacement, or theft insurance.

				Notes from 2024 Landscape

				Slide text: Talk about chargeback possibilities as talked about in AN and Penske 10-Ks

				Also about 2/3 of F&I sales are products rather than dealer reserve

				Group 1 Q2 24 Slide 17 shows its penetration by F&I categories. Finance was generally in the low 70%

				Penske description 10-K page 36 and F-15

				AN 10-K page 41 says new vehicles generate higher F&I GPU than used

				AN 10-K bottom of page 76-77 has good F&I detail and product list

				Sonic 10-K page 36 "Yield Spread Premium" has dealer reserve explanation, also explanation at top of page 64

				Group 1 10-K not much detail but Slide 15 (Slide 21 in Q4 25 deck) has penetration rates by F&I category

				Asbury 10-K and Lithia 10-K, not much useful

				CFPB doesn't regulate dealers but FTC does, however CFPB does regulate captives like Lithia's DFC and CFPB regulates third party lenders who pay dealers a commission





Lender Mix

												ANDY: Chartlab, Update if get Q2 26 Experian

		Chart #1		New Vehicle Financing (Loan & Lease) Mix in Q1 2026

				Source: Experian (Slide 14)

				Banks		26.01%

				Buy Here Pay Here/Other		1.99%

				Automaker Captive Finance Companies		53.64%

				Credit Union		11.27%

				Specialty Finance Companies		7.09%

						100.00%

		Chart #2		Used Vehicle Market Share by Lender Type in Q1 2026

David Whiston: David Whiston:
Not quite the same thing as the new mix above. For New, it's likely the mix of loans originated in that quarter whereas used mix is for all o/s used vehicle loans at that time.

				Source: Experian (Slide 31)

				Banks		30.1%

				Buy Here Pay Here/Other		15.5%														2025 Dealer Captives Mix (not included by Experian)

David Whiston: David Whiston:
Only Lithia and AutoNation have a captive. 																																		Dealer Captives Mix (not included by Experian)

David Whiston: David Whiston:
Only Lithia and AutoNation have a captive. 

				Automaker Captive Finance Companies		6.4%														2025 AutoNation total new units sold								259,264																										2023 AutoNation total new units sold								244,546

				Credit Union		26.5%														2025 Lithia total new units sold								402,575		(Lithia new & used includes UK)																								2023 Lithia total new units sold								314,116

				Specialty Finance Companies		21.5%																						661,839																																		558,662

						100.0%														2025 U.S. auto sales per Wards:								16,233,363				2025 U.S. used industry sales per CarMax's 10-K:										39,000,000												2023 U.S. auto sales per Wards:								14,457,447				2023 U.S. used industry sales per CarMax's 10-K:										37,000,000

																																																						Dealer Captive share if AN and Lithia had captives written all new volume:														3.9%

																				2025 AutoNation total used units sold								269,558		Includes AN USA volume of:						28,893																		Actual estimated 2023 captive new vehicle share for AN and Lithia														0.3%

																				2025 Lithia total used units sold								425,381																										Actual estimated 2023 captive used vehicle share for AN and Lithia														0.1%

																																																						2023 AutoNation total used units sold								274,019		Includes AN USA volume of:						22,987

																				Total Lithia new and used units sold								827,956				Slide 8 of AutoNation Q4 25 says Q4 AN Finance share of 												14%										2023 Lithia total used units sold								325,764

																				DFC global penetration per slide deck						

David Whiston: David Whiston:
Use global since you are using global unit volumes.		

David Whiston: David Whiston:
Only Lithia and AutoNation have a captive. 																																		

David Whiston: David Whiston:
Only Lithia and AutoNation have a captive. 		11.4%				Assume 40% penetration at USA stores

																				New & used financed by DFC								94,387				2025 AN New volume financed by AN Finance:												36,297										Total 2023 Lithia new & used units sold								639,880				AutoNation said on Q3 23 call that captive is 1 in 4 vehicles sold at the USA stores (so 100% used)

																				Assume new vs used mix 50/50												2025 AN franchised used volume financed by AN Finance												33,693										Lithia slide deck says US DFC penetration								12%				and that they expanded captive into franchise stores in Q3 23

																				so Lithia new financed by DFC								47,193				2025 AN USA volume financed by AN Finance:												11,557										New & used financed by DFC								76,786				but no disclosure on new vs used mix.

																				and Lithia used financed by DFC								47,193																										Assume new vs used mix 50/50

																																																						so Lithia new financed by DFC								38,393				So assume AN Finance was 1% of 2023 new volume and 25% of 

																				Actual estimated 2025 captive new vehicle share of whole US for AN & Lithia														0.5%																				and Lithia used financed by DFC								38,393				2023 USA volume

																				Actual estimated 2025 captive used vehicle share for AN and Lithia														0.2%																																2023 AN New volume financed by AN Finance:										2,445

																																																																		2023 AN used volume financed by AN Finance										2,510

																																																																		2023 AN USA volume financed by AN Finance:										5,747

																																																						Dealer Captives Mix (not included by Experian)

David Whiston: David Whiston:
Only Lithia and AutoNation have a captive. 

																																																						2024 AutoNation total new units sold								254,715

																																																						2024 Lithia total new units sold								369,913		(Lithia new & used includes UK)

																																																														624,628

																																																						2024 U.S. auto sales per Wards:								15,851,070				2024 U.S. used industry sales per CarMax's 10-K:										38,000,000

																																																						Dealer Captive share if AN and Lithia had captives written all new volume:														3.9%

																																																						Actual estimated 2024 captive new vehicle share for AN and Lithia														0.5%

																																																						Actual estimated 2024 captive used vehicle share for AN and Lithia														0.3%

																																																						2024 AutoNation total used units sold								265,908		Includes AN USA volume of:						26,861

																																																						2024 Lithia total used units sold								411,925

																																																						Total 2024 Lithia new & used units sold								781,838				AutoNation said on 2/11/25 call that captive in 2024 had 

																																																						Lithia slide deck says US DFC penetration								12%				12% of franchise store finance volume and approx 30% penetration at USA stores.

																																																						New & used financed by DFC								93,821				12% of AN & LAD franchise volume is:						73,075

																																																						Assume new vs used mix 50/50												2024 AN New volume financed by AN Finance:										30,566

																																																						so Lithia new financed by DFC								46,910				2024 AN franchised used volume financed by AN Finance										42,550

David Whiston: David Whiston:
Change % share until sum of this number and number above matches cell S29 (this is the check below).

				

David Whiston: David Whiston:
Not quite the same thing as the new mix above. For New, it's likely the mix of loans originated in that quarter whereas used mix is for all o/s used vehicle loans at that time.																																																		

David Whiston: David Whiston:
Only Lithia and AutoNation have a captive. 		and Lithia used financed by DFC								46,910				2024 AN USA volume financed by AN Finance:										8,058

																																																																		Franchise check (ideally should be 0)										41



Banks	Buy Here Pay Here/Other	Automaker Captive Finance Companies	Credit Union	Specialty Finance Companies	0.2601	1.9900000000000001E-2	0.53639999999999999	0.11269999999999999	7.0900000000000005E-2	Banks	Buy Here Pay Here/Other	Automaker Captive Finance Companies	Credit Union	Specialty Finance Companies	0.30099999999999999	0.15529999999999999	6.4000000000000001E-2	0.26479999999999998	0.21490000000000001	

SG&A

				Public Dealers' 2025 Selling, General, and Administrative Expense as a Percent of Gross Profit

				Source: 10-Ks, Morningstar calculations

				Asbury Automotive Group (GAAP)						AutoNation (GAAP)						Group 1 Automotive (GAAP)

				Personnel		41.7%				Compensation		43.9%				Personnel		Not disclosed

				Rent and related		4.3%				Store and overhead		18.5%				Rent		2.2%

				Advertising		2.2%				Advertising		5.5%				Advertising		3.7%

				Other		16.4%										Other		Not disclosed

				GAAP SG&A to Gross Profit		64.7%				GAAP SG&A to Gross Profit		67.9%				GAAP SG&A to Gross Profit		N/A

				Adjusted SG&A to Gross Profit Excluding Rent		62.7%				Adjusted SG&A to Gross Profit Excluding Rent		65.2%				Adjusted SG&A to Gross Profit Excluding Rent		68.6%



				Lithia Motors (GAAP)						Penske Automotive Group (GAAP)						Sonic Automotive (GAAP)

				Personnel		43.3%				Personnel		43.1%				Compensation		45.6%

				Rent and Facility		7.1%				Rent and related		8.6%				Rent		1.9%

				Advertising		4.5%				Advertising		2.5%				Advertising		4.2%

				Other		13.9%				Other		17.9%				Other		18.7%



				GAAP SG&A to Gross Profit		68.8%				GAAP SG&A to Gross Profit		72.1%				GAAP SG&A to Gross Profit		70.4%

				Adjusted SG&A to Gross Profit Excluding Rent		66.2%				Adjusted SG&A to Gross Profit Excluding Rent		66.1%				Adjusted SG&A to Gross Profit Excluding Rent		69.7%

		1		Note that's consolidated SG&A so includes any international, non-auto dealership like heavy truck dealers for Penske, 

				and costs for early stage business like Lithia and AutoNation's captive finance arms and dealers' standalone used vehicle store expenses (Sonic, Penske, AutoNation)

		2		Group 1 does not give this disclosure for GAAP SG&A. Asbury adj-SG&A includes TCA which is why ratio is so much lower than other five.

		3		In slide body text, talk about how the publics own real estate more than lease it, except for Penske. Also, lower SG&A is better and ratio is increased from ultra lows in 2022 from chip shortage

				Also say most special items are booked in SG&A for GAAP and commissions are in SG&A

				Where to Find SG&A Breakout Disclosures

				Asbury		10-K page 48 (GAAP)

				AutoNation		10-K page 45 (GAAP)

				Group 1		Not given in 10-K or powerpoint, advertising in footnote 1 and lease expense calc from page F-25 (Note 11, Leases) in 10-K

				Lithia		10-K page 32 (GAAP)

				Penske		10-K page 47 (GAAP)

				Sonic		10-K page 63 (GAAP)





Forecast

		Morningstar's US Light Vehicle Sales Forecast										ANDY: See Slide 30 of 2025 landscape which makes this table into a bar and line graph, update using data below

				Growth Due to Chip Shortage Even If There's a Recession Soon

				Morningstar's U.S. Light-Vehicle Sales Forecast (millions)

								2026		2027		2028		2029		2030

						United States		15.8-16.0		16.0-16.2		16.3-16.5		16.5-16.7		16.9-17.1

						% Change		-2.1%		1.3%		1.9%		1.2%		2.4%



																						Assumed most recent year end final sales number:		16.2		Actual 2025 per Wards, note though that AN has different number

																										Make into graph with midpoint

						Midpoint:		15.9		16.1		16.4		16.6		17.0

								2026		2027		2028		2029		2030										2029 lowered from May 2026 dealer report forecast 16.8-17.0

						US Light-Vehicle Sales Forecast (millions)		15.8-16.0		16.0-16.2		16.3-16.5		16.5-16.7		16.9-17.1

						% Change		-2.1%		1.3%		1.9%		1.2%		2.4%

						Source: Morningstar. Change is calculated from the midpoint of each year's range.

		ROWS HIDDEN HERE WERE LIKELY CREATED BY BEN IN 2024

						Year		Lower Range		Middle		Upper Range		Change

						2024		15.8		0.2		16		2.9%

						2025		16.2		0.2		16.4		2.5%

						2026		17		0.2		17.2		4.9%

						2027		17.3		0.2		17.5		1.8%

						2028		16.9		0.2		17.1		-2.3%

















































Morningstar's US Light-Vehicle Sales Forecast

Lower Range	

Middle	









Per Capita Sales

						CHANGE 15.9 MILLION IF FORECAST CHANGES





						Per Capita Sales Ratios

						Total US Population		US Licensed Driver Population								2025 population				343,045,519

				Per capita sales average 1951-2025		5.1%		8.3%								2025 licensed drivers				241,743,544

				Per capita sales average 2000-2025		5.0%		7.3%

				1980 per capita sales		4.9%		7.7%								2019 per capita licensed driver						7.5%

				1982 per capita sales		4.5%		6.9%								2019 per capita total population						5.2%

				1991 per capita sales		4.9%		7.3%								2020 per capita licensed driver						6.4%

				2009 per capita sales		3.4%		5.0%								2020 per capita total population						4.4%

				2020 per capita sales		4.4%		6.4%

				2021 per capita sales		4.5%		6.5%

				2022 per capita sales		4.1%		5.9%

				2023 per capita sales		4.7%		6.6%

				2024 per capita sales		4.7%		6.7%

				2025 per capita sales		4.8%		6.8%

						Recessionary New Light Vehicle Sales Scenarios

						Total US Population Sales		US Licensed Driver Sales

				Sales at 1980 per capita levels		16,905,083		18,630,529

				Sales at 1982 per capita levels		15,336,946		16,666,108

				Sales at 1991 per capita levels		16,747,327		17,609,170

				Sales at 2009 per capita levels (actual 2009 sales totaled 10.43 million)		11,642,112		12,030,195

				Sales at deep recession per capita levels of 4% of total population and 6% of drivers		13,721,821		14,504,613				Say that deep recession like 2009 levels would be worse than current but 1980 would mean higher sales than current levels

				Sales at 2019 per capita levels		17,768,848		18,081,940

				Sales at 2020 per capita levels		15,116,025		15,440,572

				Actual 2025 US sales		16,348,337

				Midpoint of our 2026 expected sales		15,900,000

				Source: Automotive News, Center for Automotive Research, Federal Highway Administration, Morningstar calculations and estimates

				1) Note that in 2009 sales were about 10.4 million and this was worst per capita driving population level for all of 1951-2025. For the total population, 2009 was the lowest per capita level since 1958.

				2) Per capita ratio figures in the table are rounded but are not rounded for calculation purposes in the second table.





Leasing

						ANDY: Slide 32 of 2025				Search Wards under U.S. New Consumer Leases

David Whiston: David Whiston:
This will give you a file showing new leased units since 1997 and then you have to divide that by total new vehicle sales each year.

As of Nov 2019, file last updated in April 2017 for 1997-2016, so have to use Experian for after 2016.										Exhibit X:				Automakers Seem to Have Put the Brakes on Further Leasing										Sub title: Leasing as a Percentage of New U.S. Light Vehicle Sales

						Update if get Q2 26 Experian

		U.S. New Consumer Leases



		Year		Units in thousands

		2014		4,270

		2013		3,428

		2012		2,719

		2011		2,323

		2010		1,717

		2009		1,708

		2008		2,262

		2007		3,458

		2006		3,233

		2005		3,397

		2004		3,257

		2003		3,048

		2002		3,172

		2001		3,607

		2000		4,162

		1999		4,411

		1998		3,587

		1997		3,424

		Source: CNW Marketing Research, Inc. 2014 estimated by Ward's.

		Only make highlighted column into an exhibit



		Year		New Vehicles Leased (Thousands)		New U.S. Light Vehicle Sales		Leasing as Percentage of New U.S. Sales

		1997		3,424		15,130		22.6%		YOY Percentage Point Change

		1998		3,587		15,542		23.1%		0.4%

		1999		4,411		16,896		26.1%		3.0%

		2000		4,162		17,402		23.9%		-2.2%

		2001		3,607		17,122		21.1%		-2.8%

		2002		3,172		16,818		18.9%		-2.2%

		2003		3,048		16,635		18.3%		-0.5%

		2004		3,257		16,867		19.3%		1.0%

		2005		3,397		16,997		20.0%		0.7%

		2006		3,233		16,560		19.5%		-0.5%

		2007		3,458		16,154		21.4%		1.9%

		2008		2,262		13,246		17.1%		-4.3%

		2009		1,708		10,432		16.4%		-0.7%

		2010		1,717		11,590		14.8%		-1.6%

		2011		2,323		12,779		18.2%		3.4%

		2012		2,719		14,493		18.8%		0.6%

		2013		3,428		15,604		22.0%		3.2%

		2014		4,270		16,523		25.8%		3.9%

		2015		4,755		17,483		27.2%		1.4%

		2016		5,279		17,539		30.1%		2.9%

		2017						29.8%		-0.3%										Source:		Automotive News, Experian, NADA Data, Wards, Morningstar estimates

		2018						29.5%		-0.3%

		2019						31.6%		2.1%

		2020						28.3%

David Whiston: David Whiston:
I estimated 27.8% for Observer published in early 2021.		-3.2%						On Q1 2020 webcast, Melinda Zabritiski said that in 2020 they now use their new Velocity tool to get the data so prior years would change from when they used something called AutoCount.

		2021						26.4%		-2.0%						Prior data not given so only 2020 and 2019 have new methodology. Both 2019 and 2020 have estimates though because as of Dec 2020 we don't know Q4 data for either year

		2022						18.6%		-7.8%

		2023						20.7%		2.2%

		2024						24.9%		4.1%				A YEAR FROM NOW DON'T DELETE THE FORECASTED YEARS ON THIS TAB BECAUSE YOU NEED THOSE FOR THE LANDSCAPE SLIDE

		2025						24.3%		-0.6%

		2026						24.5%

		2027						26.5%

		2028						28.0%

		2029						30.0%

		2030						31.3%



		Source: Wards, NADA Data, Automotive News, Experian, Morningstar estimate														Feb 2022 observer had all 4 quarters in it because Q4 Experian data came out right when we were about to publish

		Note:

				(2017 later updated in April 2018 for full year avg per Experian)

David Whiston: David Whiston:
Avg of 2017's quarters in monthly sales data file.						

David Whiston: David Whiston:
This will give you a file showing new leased units since 1997 and then you have to divide that by total new vehicle sales each year.

As of Nov 2019, file last updated in April 2017 for 1997-2016, so have to use Experian for after 2016.		

David Whiston: David Whiston:
I estimated 27.8% for Observer published in early 2021.								OFF LEASE ARTICLE NOV 2024:								https://www.autonews.com/retail/an-used-car-remarketers-eye-ev-wave/

		Use this to support argument of flat growth to small declines in sales going forward



		Per Jordan Takeyama in Experian PR, deck starting in Q3 18 now shows leasing as percent of all new vehicles financed rather than all new vehicles sold as it did in the past. However, Q3 18 Slide 11 has a typo and should have said % of all new vehicles financed that are leased instead of % of all new vehicles that are leased. However in Q4 18 Experian went back to the old way and shows % of all new vehicles that are leased with the denominator being all vehicles sold (loan, lease, or cash).

								2019 Via Old Methodology						Revised 2019 per 2020 Quarterly Experian Decks

						2019 Q1		29.1%		down 76 bps YOY				33.43%

						2019 Q2		30.0%		down 37 bps				32.03%

						2019 Q3		28.8%		down 14 bps				30.27%

														32.00%		We assume for Q4 (Update once Q4 2020 slides are out)



						2020 Q1		30.2%		down 324 bps YOY (all three 2020 quarters' deltas calculated using revised 2019 numbers from 2020 decks)

						2020 Q2		25.8%		down 622 bps

						2020 Q3		26.2%		down 407 bps

								29.0%		We assume down 300 bps YOY for Q4 from our Q4 19 estimate in G65



						After Observer was published, Experian released Q4 2020 data on March 4, 2021. Actual full year 2020 below (Full year 2020 taken from 2021 decks in Nov 2021 because data changed)

												Revised 2019 per 2020 Quarterly Experian Decks

						2020 Q1		30.7%				33.43%

						2020 Q2		26.8%				32.03%

						2020 Q3		27.6%				30.27%

						2020 Q4		27.7%

David Whiston: David Whiston:
From Q4 2021 deck 				30.64%

				YOY Change 2021 vs 2020								Revised 2019 per 2021 Quarterly Experian Decks

				down 400 bps		2021 Q1		26.7%				33.43%		(not in Q1 21 deck so this is per Q1 2020 deck)

				down 60 bps		2021 Q2		26.2%				31.76%

				down 360 bps		2021 Q3		24.0%				30.51%

				down 390 bps		2021 Q4		23.8%				30.64%

						Revised 2020-21 per Experian 2022 Decks

						2020 Q1		31.68%

						2020 Q2		26.58%

						2020 Q3		27.48%

						2020 Q4		27.65%

										YOY bps decline

						2021 Q1		27.49%		-419

						2021 Q2		27.69%		111

						2021 Q3		26.30%		-118

						2021 Q4		24.01%		-364

										YOY bps decline

						2022 Q1		21.03%		-646

						2022 Q2		19.30%		-839

						2022 Q3		16.67%		-963

						2022 Q4		17.22%		-679

										YOY bps change

						2023 Q1		18.58%		-245

						2023 Q2		21.26%		196

						2023 Q3		20.40%		368

						2023 Q4		22.73%		551

										YOY bps change

				Change 2022-24 deltas		2024 Q1		24.30%		572

				as Experian data is out		2024 Q2		26.12%		486

						2024 Q3		24.19%		368

						2024 Q4		24.87%		214

										YOY bps change

				Change 2023-25 deltas		2025 Q1		25.78%		148

				as Experian data is out		2025 Q2		23.62%		-250		Could be down so much on tariff fears causing people coming off lease to buyout their lease instead of leasing a new car.

						2025 Q3		23.39%		-80

						2025 Q4		24.37%		-50

										YOY bps change

				Change 2021-26 deltas		2026 Q1		24.10%		-168

				as Experian data is out		2026 Q2

						2026 Q3

						2026 Q4



1997	1998	1999	2000	2001	2002	2003	2004	2005	2006	2007	2008	2009	2010	2011	2012	2013	2014	2015	2016	2017	2018	2019	2020	2021	2022	2023	2024	2025	2026	2027	2028	2029	0.22630236216309102	0.23079546258822925	0.26107079866002203	0.23916123248138224	0.21066587236229622	0.18861305188048164	0.18323143789788815	0.1931046749473809	0.1998564116696141	0.19523388965631769	0.2140652640295081	0.17077216954188515	0.16373470031996329	0.14814145032291731	0.18178424799972767	0.18760661976064183	0.21969179317850573	0.25843291726037138	0.2719809669378106	0.3009854808572322	0.29799999999999999	0.29499999999999998	0.31584999999999996	0.28347499999999998	0.26372499999999999	0.18554999999999999	0.20742499999999997	0.2487	0.2429	0.245	0.26500000000000001	0.28000000000000003	0.3	





https://www.autonews.com/retail/an-used-car-remarketers-eye-ev-wave/

Rate Sensitivity

		Monthly Payment Rate Sensitivity										Based on Q1 26 Experian, update if get Q2 26 Experian

		Source, Experian & Morningstar calculations, FRED																				In text talk about how bad early 1980s sales were with 4 straight YOY declines for 1979-82

																						Per FRED, peak new vehicle interest rate in early 80s (and also all time highs) from captives was 17.87% in Aug 1982 and was 17.36% in Nov 1981 (bank data only available for 48 month loans)

						Impact of a 100 bps rise in interest rates on monthly car payment - Q1 2026 Experian Deck																												ANDY, THIS IS THE EXHIBIT, NEED EXPERIAN Q2 26

																																				New Vehicle		Used Vehicle		New % Change		Used % Change

						Loan amount - New				$   43,925										Loan amount - Used				$   27,070										Principal		$43,925		$27,070

						Rate				0.53%		6.39%

David Whiston: David Whiston:
Table is linked to this cell								Rate				0.95%		11.43%

David Whiston: David Whiston:
Table is linked to this cell		

David Whiston: David Whiston:
Table is linked to this cell																						Rate		6.4%		11.4%

						Term in months				69.48										Term in months				67.73										Months		69.48		67.73

						Payment				$753.99										Payment				$539.06										Monthly Payment		$753.99		$539.06

																																		Increase in monthly payment if rates rise 100 basis points		$20.22		$13.34		2.7%		2.5%

										$   753.99		Payment using current Experian rate												$   539.06		Payment using current Experian rate								Rise 200 basis points		$40.75		$26.85		5.4%		5.0%

																																		Rise 300 basis points		$61.59		$40.53		8.2%		7.5%

										$   774.21		New payment if rates go up 100 bps												$   552.40		New payment if rates go up 100 bps								Rise 400 basis points		$82.72		$54.38		11.0%		10.1%

										$   20.22		Difference												$   13.34		Difference								Rise 500 basis points		$104.16		$68.40		13.8%		12.7%

										$   794.74		New payment if rates go up 200 bps												$   565.91		New payment if rates go up 200 bps								Rise 1,000 basis points		$215.68		$140.92		28.6%		26.1%

										$   40.75		Difference												$   26.85		Difference								Rise to Aug. 1982 peak of 17.87% (new only)		$250.03		N/A		33.2%		N/A

										$   815.58		New payment if rates go up 300 bps												$   579.59		New payment if rates go up 300 bps

										$   61.59		Difference												$   40.53		Difference								No historical Fed data for used

										$   836.71		New payment if rates go up 400 bps												$   593.44		New payment if rates go up 400 bps

										$   82.72		Difference												$   54.38		Difference								Monthly new payment in Q1 2019 per Experian Q1 19 Slide 24:				$   554

										$   858.15		New payment if rates go up 500 bps												$   607.46		New payment if rates go up 500 bps								Monthly used payment in Q1 2019 per Experian Q1 19 Slide 24:				$   391

										$   104.16		Difference												$   68.40		Difference								(Note, Q1 2021 and 2020 decks don't have 2019 rates, so have to use 2019 deck)

										$   969.67		New payment if rates go up 1,000 bps												$   679.98		New payment if rates go up 1,000 bps

										$   215.68		Difference												$   140.92		Difference								Avg new monthly payment per Experian Q1 26		$   770		39.0%		% higher vs Q1 2019

										$   1,004.02		New payment if rates go to 1982 peak level of 17.87%																						Avg used monthly payment per Experian Q1 26		$   531		35.8%		% higher vs Q1 2019

										$   250.03		Difference





Used Supply

				This was used as Ex 21 in the May 2026 Dealer Select piece so it's already in Chartlab																		UPDATE IF Q2 26 SONIC DECK HAS NEW NUMBERS

				US Supply of 3 Year old used vehicles (millions)

				2019		4.8

				2020		5.1

				2021		5.1

				2022		5.1

				2023		4.7

				2024		4.1

				2025		3.4

				2026E		3.7

				2027E		3.8

				2028E		4.6

				Source: Sonic Autmotive investor presentation (citing JD Power data), Morningstar





Used Stores

				Which Public Dealers Have Standalone Used Vehicle Stores?								Update for Q2 10-Qs in August 2026

				Dealer		Used Stores		Used Store Brand		Used Store Count		Used Store Retail Volume (2025)		Change From 2024		Used Store Revenue (2025)		Percent of Total Revenue

				AutoNation		Yes		AutoNation USA		25		28,893		7.6%		Not disclosed		Not disclosed						Penske Data				Used units		Change from PY		Used revenue		% of Total Revenue

				Penske Automotive Group		Yes		Sytner Select (UK), CarShop (US), Australia Select		16 (7 UK, 8 US, 1 Australia)		Not disclosed. Company says will retail about 30,000 units annually.		NA		~$900 million		2.8%								2023		69,605

David Whiston: David Whiston:
Can't find this as of June 2025. Q4 23 deck is gone from their website and is not in Feb 2024 8-K.		-2.3%		$1.776 billion		6.0%		Can't find any of this 2023 data as of June 2025. Q4 23 deck is not on EDGAR nor on Penske's website as of June 2025.

				Sonic Automotive		Yes		EchoPark		18		67,636		-2.1%		$2.072 billion		13.7%								2024		

David Whiston: David Whiston:
Not disclosed. Tony said on 6/23/25 email that going forward it'll be 30,000-35,000.				$1.3 billion

David Whiston: David Whiston:
Slide 5 has Used Only as 5% of total auto dealership revenue. Assuming this is same as retail automotive revenue of $26,156.2, then multiply it out and then divide that quotient by total company revenue in next column.
5% x 26,156.2=$1,307.81
1,307.81/30,455.2=4.3%		4.3%

				Group 1 Automotive		No		N/A		-		-		-		-		-								2025

				Lithia Motors		No		N/A		-		-		-		-		-

				Asbury Automotive Group		No		N/A		-		-		-		-		-



				Source: Company SEC filings and investor presentations, Morningstar Equity Research and calculations

				Notes:

				1) Store count is as of March 31, 2026

				2) Revenue includes operations beyond retailing used vehicles such as wholesaling and financing revenue but only for the used only stores.

				Slide Text: Say Asbury and Lithia used to have Q auto and L2, Talk about Echo selling at a discount to encourage finance product sale (talked about in 2020 or 2021 dealer report)

				Mention other new verticals like mobile repair? Sonic's Powersports?

				2025 Slide: Talk about Penske rebranding in UK and focusing on higher profit used via Sytner Select.





Digital

		Asbury's Clicklane Has Over 90% of Its Customers New to Asbury														Say in text that on Q4 call they said full year 2024 Clicklane up 13% YOY to over 51,000 units

						Q1 2022		Q2 2022		Q3 2022		Q4 2022		Q1 2023		Q2 2023		Q3 2023		Q4 2023		Q1 2024		Q2 2024		Q3 2024		Q4 2024		Q1 2025		Q2 2025						In Aug 2025 for just the top header row and the units sold rows, I right clicked format cells and went to the Alignment tab and then changed the horizontal to Right from General or Centered. This will help the units sold with a ~ be more ligned up with the rest of the table.

				Units Sold via Clicklane		5,600		6,594		6,817		8,471		10,840		11,444		11,661		11,182		10,832		15,201		~13,000		~12,000		~10,500		~9,500

				Clicklane's New Vehicle Mix		38.0%		37.0%		36.0%		42.0%		42.0%		48.0%		46.0%		51.0%		48.0%		48.5%		49.2%		52.0%		47.0%		46.0%

				Clicklane's Used Used Vehicle Mix		62.0%		63.0%		64.0%		58.0%		58.0%		52.0%		54.0%		49.0%		52.0%		51.5%		50.8%		48.0%		53.0%		54.0%

				Clicklane as % of Total Asbury Retail Units		7.2%		8.4%		9.0%		11.9%		16.1%		16.4%		16.9%		15.8%		16.3%		18.7%		16.3%		14.5%		13.7%		11.8%

				Front End Yield - Clicklane		$6,100		$5,900		$5,543		$5,519		$5,876		$5,740		$5,168		N/A		N/A		N/A		N/A		N/A		N/A		N/A

				Front End Yield - Asbury same store		$6,728		$6,564		$6,370		$6,391		$6,070		$5,959		$5,514		$5,438		$5,080		N/A		N/A		N/A		N/A		N/A

				Source: Asbury's quarterly earnings release and earnings call, Morningstar calculations and estimates.

				Notes 1) 		Front end yield is gross profit per unit for retailing a new or used vehicle plus the gross profit per unit from F&I on that vehicle.

				2)		Asbury stopped disclosing Clicklane's front end yield because it wants to have Clicklane thought of as part of the overall business rather than a separate operating component.

				3)		Per Asbury IR email from Joe Sorice on 6/20/25 answering me for Q2 24 new Clicklane mix, all he said was it's similar to prior and subsequent quarters so we estimate 48.5%.

				Notes (for background not for the slide)

				Asbury		Use DCF model as data only given on earnings call. See Clicklane launch deck from Dec 2020 Slide 11 for capabilities

				AutoNation		No disclosure

				Group 1		New and used retail in US was about 45,000 units from AcceleRide, up 47.7% from 2022 (10-K page 34)

				Lithia		10-K says Driveway.com 31.5 million unique visitors in 2023, up 46% from 2022. Q4 23 Slide 20 says total internet sales of 38,000 units. Can make instant payment to customer to buy their car

				Penske		No disclosure

				Sonic		No disclosure

		1		Group 1 Q4 23 Slide 13 says AcceleRide let's you buy, sell, or schedule service. If selling you can get a Zelle payment within one hour and 

				offer to buy your car valid for 7 days or 250 miles. Offer is instant cash offer and they will pickup your vehicle at your home. 

				About 40% of service appointments booked online for GPI



		2		In slide text, contrast Lithia doing deliveries of 800 miles away while Clicklane focuses on about 50 miles so as to ensure stores get the service work.

				Asbury in past has said cash deals under 10 minutes online and purchases with finance average 14 minutes





CARB 2035

								Update if any ruling on Jan 29, 2026 hearing

								Already in Chartlab										Title:		California's Required ZEV and PHEV Sales by Model Year

				Model Year		ZEV & PHEV Percentage of New Vehicle Sales

				2026		35%

				2027		43%

				2028		51%

				2029		59%

				2030		68%

				2031		76%

				2032		82%

				2033		88%

				2034		94%

				2035		100%

										CARB Link on other states:

				Notes

		1)		CARB's rule applies to automakers not sales by dealerships.

		2)		CARB defines ZEV as PHEV, BEV, and hydrogen fuel cell vehicles. PHEVs must have an all-electric range of at least 50 miles under real world driving conditions.

				Automakers cannot have more than 20% of their ZEV sales be from PHEVs.

		3)		BEV and fuel cell vehicles must have a minimum range of 150 miles, be fast charging capable, and come equipped with a charging cord.

																https://ww2.arb.ca.gov/our-work/programs/advanced-clean-cars-program/states-have-adopted-californias-vehicle-regulations

																(this exhibit is for the Advanced Clean Cars II rule) In above link, below the map you can select which CARB rule is followed by which states and what year those states have California's rules go into effect.

				CARB 6/12/25 statement on Trump signing H.R. 87-89 revoking California waiver:																https://ww2.arb.ca.gov/news/carb-chair-liane-randolph-responds-president-trumps-approval-illegal-resolutions-revoke

				White House annoucing on 6/12/25 that Trump signed resolultions:																https://www.whitehouse.gov/briefings-statements/2025/06/congressional-bills-h-j-res-87-h-j-res-88-h-j-res-89-signed-into-law/

				California Governor Newsom June 12, 2025 statement 																https://www.gov.ca.gov/2025/06/12/governor-newsom-signs-executive-order-doubling-down-on-states-commitment-to-clean-cars-and-trucks-kickstarts-next-phase-of-leadership/

				California Governor Newsom June 12, 2025 Executive Order (See #2 on page 2)																https://www.gov.ca.gov/wp-content/uploads/2025/06/CRA-Response-EO-N-27-25_-ATTESTED.pdf



ZEV 	&	 PHEV Percentage of New Vehicle Sales	

2026	2027	2028	2029	2030	2031	2032	2033	2034	2035	0.35	0.43	0.51	0.59	0.68	0.76	0.82	0.88	0.94	1	







https://ww2.arb.ca.gov/our-work/programs/advanced-clean-cars-program/states-have-adopted-californias-vehicle-regulationshttps://ww2.arb.ca.gov/news/carb-chair-liane-randolph-responds-president-trumps-approval-illegal-resolutions-revokehttps://www.whitehouse.gov/briefings-statements/2025/06/congressional-bills-h-j-res-87-h-j-res-88-h-j-res-89-signed-into-law/https://www.gov.ca.gov/2025/06/12/governor-newsom-signs-executive-order-doubling-down-on-states-commitment-to-clean-cars-and-trucks-kickstarts-next-phase-of-leadership/https://www.gov.ca.gov/wp-content/uploads/2025/06/CRA-Response-EO-N-27-25_-ATTESTED.pdf

EV Mix

																ANDY: Update Chart 2 in Chartlab, Dave Will Update Chart #1 for most recent month's data at publication time

				Chart #1												ASK SETH IN AUGUST IF THERE'S A NEW FORECAST. LAST FORECAST HE GAVE ME WAS ON JUNE 4, 2026

				Year		Total US Light Vehicle Sales		BEV Share		PHEV Share		Total BEV & PHEV Share		Hybrid (HEV) Share		Fuel Cell Share		Electrification Share

				2011		12,778,885		0.1%		0.1%		0.1%		2.1%				2.2%

				2012		14,493,092		0.1%		0.3%		0.4%		3.0%				3.4%

				2013		15,603,678		0.3%		0.3%		0.6%		3.2%				3.8%

				2014		16,522,663		0.4%		0.3%		0.7%		2.7%				3.4%

				2015		17,482,841		0.4%		0.2%		0.7%		2.2%				2.9%

				2016		17,553,429		0.5%		0.4%		0.8%		2.0%				2.8%

				2017		17,238,915		0.6%		0.5%		1.1%		2.1%				3.2%

				2018		17,318,961		1.4%		0.7%		2.1%		2.0%				4.0%

				2019		17,104,792		1.4%		0.5%		1.9%		2.3%		0.012%		4.2%

				2020		14,575,255		1.6%		0.5%		2.1%		3.1%		0.006%		5.2%

				2021		14,946,973		2.9%		1.2%		4.1%		5.4%		0.022%		9.5%

				2022		13,754,339		5.4%		1.3%		6.8%		5.6%		0.020%		12.4%				2022 BEV +60.8% but +103.2% ex-Tesla, Tesla was 61.7% of all BEV sales

				2023		15,502,479		7.5%		1.9%		9.4%		7.6%		0.019%		17.0%				2023 BEV +49.2% but +71.9% ex-Tesla

				2024		15,858,418		7.8%		2.0%		9.8%		10.2%		0.004%		20.0%

				2025		16,233,363		7.8%		1.6%		9.4%		12.7%		0.002%		22.0%

				YTD May 2026		6,491,169		5.3%		1.1%		6.5%		15.2%		0.002%		21.7%



				Note:

				1) BEV sales in 2023 totaled 1.115 million (+49.2%), PHEV sales totaled 293,558 (+60.1%), HEV sales totaled 1.176 million (+53.5%). Total electrified was 2.59 million (+52.2%)

				Data Source: DOE Alternative Fuels Data Center, Automotive News, Omdia

				Chart 2 Data		US BEV Market Share of Annual New Light Vehicle Sales

				2020		1.6%												Chart #2 (Update the basic line graph in Chartlab). Chart below is from Slide 38 of 2025 Landscape

				2021		2.9%

				2022		5.4%

				2023		7.5%

				2024		7.8%

				2025		7.8%

				2026 (e)		6.0%

				2027 (e)		8.1%

				2028 (e)		11.0%

				2029 (e)		14.8%

				2030 (e)		20.0%

				Source:		Omdia, Morningstar forecast

				Seth's last forecast was per his 6/4/26 email to me

				Seth's EV Forecast from 2024

				2025		12.1%

				2026		15.3%

				2027		19.5%

				2028		24.8%

				2029		31.5%

				2030		40.0%

				Seth's EV Forecast from 2025

				2026		7.0%

				2027		9.1%

				2028		11.8%

				2029		15.4%

				2030		20.0%

				Per Seth's 8/14/25 email to me





EV Sales Growth

		For Slide text, use page 29 of March 2025 dealer report										Update for YTD July or Aug 2026 data

																								Sum of HEV, PHEV, BEV share is off by 10 bps from ICE change probably due to using rounded off market share.

		Most recent full year can be taken from										2025 Year-Over-Year US Sales Growth by Propulsion		2025 Market Share		2025 Year-Over-Year Share Change in Basis Points		YTD May 2026 Year-Over-Year US Sales Growth by Propulsion		YTD May 2026 Market Share		YTD May 2026 Year-Over-Year Share Change in Basis Points

		March dealer/EV report								Internal combustion		-0.2%		78.0%		-203		-4.7%		78.3%		28		YOY change is hardcoded

										Hybrid		27.6%		12.7%		251		14.8%		15.2%		263		For last column, the sum of HEV, PHEV, BEV should match the lost ICE share. You have to put Wards out 4 or 5 decimel spots to get the exact bps changes for this to occur.

										Plug-In hybrid		-17.2%		1.6%		-38		-48.0%		1.1%		-94

										Battery electric vehicle (BEV)		1.2%		7.7%		-9		-30.8%		5.3%		-198		Difference between this number and number below is Tesla's contribution to BEV market share increase

										BEV ex-Tesla		5.5%		4.3%		13		-35.1%		2.9%		-132		As of YTD Dec 2023, Tesla +35.0%, for sales mix calc don't exclude Tesla sales from denominator

										Fuel cell		-42.5%		0.002%		Not meaningful		Not meaningful		Not meaningful		Not meaningful

										US light vehicle sales growth		2.4%		N/A		N/A		-5.1%		N/A		N/A		Use Wards sales total for any calculations

										Source: Wards, Morningstar calculations

										Sales mix column won't sum to 100% because BEV ex-Tesla is in both rows 8 and 9. First four rows though should sum to 100%

				BEV EX Tesla YTD May 2026						Tesla YTD May 2026				Total Sales YTD May 2026				BEV Share of Total U.S. Sales, Ex-Tesla, YTD May 2026

				2026		185,261				2026		160,100		2026		6,491,169		2026		2.85%						This data is on a landscape tab in Electric Vehicle Sales Data file so update the EV Sales Data file and then just key in the same data on this tab.

				2025		285,596				2025		213,400		2025		6,838,897		2025		4.18%

				YOY Growth ex-Tesla		-35.1%				YOY Change		-25.0%						Bps change		-132.2

				Point out this delta in the slide text





California vs US

				USE Columns B-D for chart

				Year		California		Entire US per Omdia																Also if possible add Ex 20 from 2026 Trends Observer to complement the paragraph on this slide about "A key problem for BEVs now…" (see Slide 39 from 2025 Landscape)

				2021		9.3%		2.9%

				2022		16.6%		5.5%

				2023		21.7%		7.5%

				2024		22.0%		8.0%		Per Cali dealers

				2025		20.9%		8.2%		Per Cali dealers



				Association gives overall U.S. share as ZEV since 2024 and for 2023 they gave it as BEV. No US data by the association prior to 2023 so use Wards/Omdia for prior to 2023

				Source: California New Car Dealers Association, Omdia, Morningstar

				California column is only ZEV, Entire US data is BEV for 2021-23 and ZEV starting in 2024.





Service 2025

												ANDY: CHARTLAB. NEW SLIDE FOR 2025. For now do Chart #2 as a bar graph with EV premium as a line on right axis and Chart #1 will be a Table

				CCC does not have the same charts for full year 2024 in the Q1 2025 Crash Course. The format change means you can't update charts from 2024 landscape, you instead have to create new charts based on what data they give.

				CCC does not have these two charts for 2025 data for 2026 landscape. I've asked CCC PR for the data (June 5, 2026).

				Chart #2 (right chart on Slide 40):		Total Cost of Repair for Up to 3 Yr Old Vehicles by Powertrain

						ICE		Hybrid		Electric		EV Premium vs. ICE

				2020		$   3,959		$   4,285		$   6,110		54%

				2024		$   5,573		$   6,454		$   7,037		26%

				Source: CCC Intelligent Solutions, Morningstar

																Table #1 (Left chart on slide 40):		Repair Metrics for EV vs ICE & HEV (Delete HEV if need to shrink to fit on slide)

																		2020		2021		2022		2023		2024

																ICE

																Parts per Repair		13.5		14.3		15.9		16.3		15.9

																Avg. Price per Part		$   131.50		$   141.16		$   149.58		$   151.72		$   156.60

																Avg. Labor Hours		27.1		28.5		30.4		30.8		30.7

																Labor as % of Total Repair Cost		36.2%		34.9%		34.3%		34.9%		35.2%



																Electric

																Parts per Repair		33.9		34.6		28.1		24.3		22.0

																Avg. Price per Part		$   56.46		$   62.21		$   85.60		$   103.83		$   126.67

																Avg. Labor Hours		35.5		37.5		38.2		37.2		34.7

																Labor as % of Total Repair Cost		47.6%		46.2%		45.4%		45.7%		42.6%



																Hybrid

																Parts per Repair		15.1		16.4		18.4		18.9		18.5

																Avg. Price per Part		$   125.47		$   139.55		$   148.26		$   154.88		$   160.05

																Avg. Labor Hours		27.6		29.1		31.3		32.0		31.8

																Labor as % of Total Repair Cost		35.7%		35.1%		34.4%		34.6%		35.2%

		IF NEED A 3RD GRAPHIC FOR SLIDE, USE EX 14 FROM CRASH COURSE Q1 25 (ADAS Forecast 2028 vs 2023)																				Table 1 Source: CCC Intelligent Solutions, Morningstar





EV Service 2024

		EV Service Cost vs ICE										SEE SLIDE 42 of 2024 Landscape DON'T USE THIS TAB FOR 2025



				Chart #1:

David Whiston: David Whiston:
Data from Q2 24 report but is for Q1 24.		Q1 2024 US Repairable Vehicle Average Cost of Repair Data										Charts #2 & #3: 2023 US Repairable Vehicle Age Mix EV Vs. Non-EV

David Whiston: David Whiston:
This is full year 2023 data while Chart #1 (table to the left) is Q1 24 data.												(These are damaged vehicles that insurers did not deem totaled)

								(was graph not table in 2024 landscape)

				Vehicle Age (Years)		EV		Non-EV		EV Premium						Age of Repairable Electric Vehicles After Being Damaged in 2023										Age of Repairable Non-Electric Vehicles After Being Damaged in 2023

				Less than 1		$7,891		$5,931		33.0%						Less than 1		24.8%								Less than 1		4.9%

				1 to 3		$6,814		$5,724		19.0%						1 to 3		53.7%								1 to 3		24.0%

				4 to 6		$6,285		$5,097		23.3%						4 to 6		16.5%								4 to 6		27.0%

				7 and older		$5,662		$3,627		56.1%						7 and older		5.0%								7 and older		44.0%

				Total		$6,700		$4,560		46.9%





				Chart #2: EVs as % of Repairable Appraisals (was bar graph in 2024 landscape)

				Electric Vehicles as a % of Repairable Appraisals

				2018		0.3%

				2019		0.5%

				2020		0.5%

				2021		0.7%

				2022		1.2%

				2023		1.9%

				Q1 2024		2.4%

				Source: CCC Intelligent Solutions

				CCC Data to Use:										Source: CCC Intelligent Solutions												Source: CCC Intelligent Solutions

				1		From CCC Q2 2024 Crash Course:														1A		ADAS Cost Amounts That Are in Excess of Normal Bodywork (from Q1 24 Crash Course)

												CCC's official name is CCC Intelligent Solutions

				2		From CCC Q2 2024 Crash Course:														3		From CCC Q2 2024 Crash Course (even though bottom text of chart references Q1):

				4		From CCC Q2 2024 Crash Course

				Per CCC 3/26/24 press release

				on Q1 24 Crash Course report:

				From Michelle Hellyar in CCC Media Relations in 6/14/24 email:

				She said in 6/14/24 email to me that that 29,500 repairers and dealerships use CCC technology and there are over 40,000 repair facilities in the U.S.

				A majority of the 29,500 are not franchise dealers (so independent repairers) but she said there are about 6,400 U.S. dealers with repairers (probably means body shops)

				and that CCC works with the majority of those dealers.

				Spotcheck: 		2023 NADA Data says 34.3% of 16,835 dealers have a body shop which is 5,774 dealers, so not terribly far off from CCC's 6,400 figure.

				Full Year 2023 Data for the Two Pie Charts at the Top of This Tab (From Q1 2024 Crash Course):



Age of Repairable Electric Vehicles After Being Damaged in 2023	Less than 1	1 to 3	4 to 6	7 and older	0.248	0.53700000000000003	0.16500000000000001	0.05	

Age of Repairable Non-Electric Vehicles After Being Damaged in 2023	Less than 1	1 to 3	4 to 6	7 and older	4.9000000000000002E-2	0.24	0.27	0.44	



Service 2026

												ANDY: New Slide for 2026, for Chart 1 can we do both the line and bar? If not just do the line with YOY % Change.

				From Crash Course 2026 (now an annual publication once again)

		Chart 1:				Total Cost of Repair		YOY % Change

				2015		$   2,750		2.3%

				2016		$   2,868		4.3%

				2017		$   2,940		2.5%

				2018		$   3,075		4.6%

				2019		$   3,244		5.5%

				2020		$   3,436		5.9%

				2021		$   3,786		10.2%

				2022		$   4,252		12.3%

				2023		$   4,567		7.4%

				2024		$   4,740		3.8%

				2025		$   4,821		1.7%





		Chart 2:		Andy can we do all 4 groups? If not, can we do 1-3 yrs old and 4-6 yrs old?

				Average Total Cost of Repair by Vehicle Age



				2020		2021		2022		2023		2024		2025

		Current Year		$   4,605		$   4,960		$   5,481		$   5,947		$   6,095		$   6,072

		1-3 Yrs Old		$   4,097		$   4,517		$   5,153		$   5,605		$   5,911		$   6,024

		4-6 Yrs Old		$   3,538		$   3,982		$   4,590		$   4,955		$   5,177		$   5,295

		7+ Yrs Old		$   2,575		$   2,889		$   3,317		$   3,546		$   3,646		$   3,682





Verticals 2026 Landscape

		New Verticals Provide Growth Beyond Traditional Auto Retailing												ANDY: CHARTLAB, NEW FOR 2026

				From Slide 13 of Q1 26 Lithia Deck

				Total Addressable Market for Dealers in Present and Emerging Sectors

						Revenue (billions)

				Consumer Finance		$   500

				Aftersales		$   500

				New Vehicles		$   800

				Used Vehicles		$   1,110



				Source: Lithia Motors investor presentation

				Notes

				1

				2

				Slide text (for 2025): Slide 12 has DFC growth targets (loan book and captive's income) and that loans are about 3x more profitable than 3rd party loans

				Targeting U.S. penetration of 20% of retail units vs 4% in 2021, 11% in 2023, 12% in 2024. 2025 target per Q1 deck is 14%.																AV TAM: Say dealers could do it but not likely as OEMs, Waymo, and others will want it

																				Also say that CAF adds about 200-250 bps of opg margin for CarMax each quarter.

				From Feb 2025 Earnings Call:

				Q1 25 earnings call comment about not doing 3rd party meant AN Finance no longer lends to non-AN customers. AN Finance does not do GAP, extended warranty, just loans. GAP and other F&I products sold via AN's CFS segment (basically traditional F&I).

				From 2024 Landscape:

				AutoNation in July 2023 call said AutoNation Finance was over 20% of loans originated at USA stores that June and these loans are to a higher credit tier customer

				On Oct 2023 earnings call they said ratio at USA was about 1 in 4 vehicles financed by AN Finance and announced they have expanded AN Finance into franchise stores.

				On Feb 2024 earnings call they said AN Finance originations were about $110 million, up from $63 million in Q3 23.

				Feb 2024 AN call, they said FICO for AN Finance originations up 50 to 100 basis points as it's moved to a prime customer. $450 million book and originations could double in 2024

				(doesn't say what full year 2023 originations were)

				April 2024 AN call, Q1 AN Finance originations over $160 million and total loan book over $560 million and its loans are expected to be 2.5x more profitable than non-AN originated.

				From April 2024 earnings call:



Revenue (billions)	Consumer Finance	Aftersales	New Vehicles	Used Vehicles	500	500	800	1110	







Verticals 2025 Landscape

		New Verticals Provide Growth Beyond Traditional Auto Retailing												ANDY: SKIP THIS TAB FOR 2026

				From Slide 6 of Q2 25 Lithia Deck

				Total Addressable Market for Dealers in Present and Emerging Sectors

						Revenue (billions)

				Fleet Management		$   100

				Consumer Finance		$   400

				Aftermarket, Mobile Repair, Logistics		$   400

				New Vehicles		$   700

				Used Vehicles		$   800

				Other Mobility		$   900

				US Robotaxis in 2030		$   3,632



				Source: Lithia Motors investor presentation, Morningstar calculations

				Notes

				1		Other Mobility is vehicles beyond light-vehicle such as recreational vehicles, marine vehicles, and heavy trucks. Lithia calls this diversified mobility verticals.

				2		All bars except robotaxis are present day total addressable market size, primarily for the United States. The robotaxi figure is our calculation

						of 2030 US passenger mile demand at $0.70 per mile of revenue. We don't use a present day estimate due to currently very limited robotaxi business.

				Slide text: Slide 12 has DFC growth targets (loan book and captive's income) and that loans are about 3x more profitable than 3rd party loans

				Targeting U.S. penetration of 20% of retail units vs 4% in 2021, 11% in 2023, 12% in 2024. 2025 target per Q1 deck is 14%.																AV TAM: Say dealers could do it but not likely as OEMs, Waymo, and others will want it

																				Also say that CAF adds about 200-250 bps of opg margin for CarMax each quarter.

				From Feb 2025 Earnings Call:

				Q1 25 earnings call comment about not doing 3rd party meant AN Finance no longer lends to non-AN customers. AN Finance does not do GAP, extended warranty, just loans. GAP and other F&I products sold via AN's CFS segment (basically traditional F&I).

				From 2024 Landscape:

				AutoNation in July 2023 call said AutoNation Finance was over 20% of loans originated at USA stores that June and these loans are to a higher credit tier customer

				On Oct 2023 earnings call they said ratio at USA was about 1 in 4 vehicles financed by AN Finance and announced they have expanded AN Finance into franchise stores.

				On Feb 2024 earnings call they said AN Finance originations were about $110 million, up from $63 million in Q3 23.

				Feb 2024 AN call, they said FICO for AN Finance originations up 50 to 100 basis points as it's moved to a prime customer. $450 million book and originations could double in 2024

				(doesn't say what full year 2023 originations were)

				April 2024 AN call, Q1 AN Finance originations over $160 million and total loan book over $560 million and its loans are expected to be 2.5x more profitable than non-AN originated.

				From April 2024 earnings call:

						Done

				Done

		Ben to make, Cyberattack and governance



Revenue (billions)	Fleet Management	Consumer Finance	Aftermarket, Mobile Repair, Logistics	New Vehicles	Used Vehicles	Other Mobility	US Robotaxis in 2030	100	400	400	700	800	900	3632	







Tariffs

				2025 New Vehicle Exposure				Source 10-Ks, Lithia Q4 deck, Penske Q4 deck

				Asbury 		As percent of New vehicle revenue								Sonic		% of New Vehicle Revenue

						Toyota		19%						BMW		23%

				(Acura is 1%)		Honda/Acura		10%						Mercedes		13%

						GM		8%						Honda (no Acura as of 2025)		11%

						Ford		13%						Lexus		6%

						Stellantis		8%						Toyota		9%

						Lexus		11%						GM		10%		(4% is Cadillac shown separately in table)

						Audi		1%						Ford		3%

						BMW		4%						Stellantis		5%

						Mercedes		7%						Audi		5%

						Porsche		2%						Porsche		4%

								83%								89%



				AutoNation		As percent of New vehicle revenue

						Toyota		16.1%

						Honda

David Whiston: David Whiston:
It's possible there's no Acura in this number but Acura not separately disclosed standalone.		8.4%

						GM		10.2%						Penske best positioned on Canada/Mexico tariffs

						Ford 		12.8%						Asbury, AutoNation, Lithia have highest Det 3 exposure

						Stellantis		5.5%						THIS IS THE EXHIBIT, Add Koreans in 2027?

						Lexus		3.7%						GM, Ford, Stellantis Exposure

						Audi		2.3%						Asbury		29%

						BMW		12.6%						AutoNation		29%

						Mercedes		13.2%						Lithia		22%

								84.9%						Group 1		17%

														Sonic		18%

														Penske		3%

				Group 1		New Vehicle Unit Sales

				Toyota/Lexus		26%								Toyota & Lexus Exposure		Toyota		Lexus		Honda/Acura		Total

				VW Group		14%								Asbury		19%		11%		10%		40%

				BMW/Mini		12%								Group 1								34%

				Honda/Acura		8%								AutoNation		16%		4%		8%		28%

				GM		8%								Lithia		14%		3%		16%		33%

				Ford/Lincoln		7%								Penske		13%		5%		6%		24%

				Stellantis		2%								Sonic		9%		6%		11%		26%

				Mercedes		9%

						86%								Audi, BMW, Mercedes, & Porsche Exposure

														Penske		52%

				Lithia (Q4 data no full year)		New Unit Volume								Sonic		45%

				Honda		14%								Group 1		35%										Group 1 includes VW brand as it only shows combined VW Group

				Toyota		14%								AutoNation		28%

				GM		6%								Lithia		17%

				Ford 		10%								Asbury		14%

				Stellantis		6%

				Lexus		3%								Note: Asbury, AutoNation, and Sonic percentages are percent of new vehicle revenue.

				Acura		2%								Group 1 and Lithia percentages are of new vehicle unit sales and Penske's figure is a percent of total retail automotive revenue.

				BMW/Mini		8%

				Audi		4%

				Mercedes		3%

				Porsche		2%

						72%

				Penske		% of Retail Automotive Revenue

				Toyota		13%

				Lexus		5%

				Honda/Acura		6%

				BMW/Mini		25%

				Audi		9%

				Porsche		10%

				Mercedes		8%

				Det 3		3%

				JLR		7%

						86%

				Penske is a pie chart on page 5 of 10-K so you can't do a CTRL-F, same for Group 1





Technicians

				US Dealership Service Technican Headcount (Due to data probably not comparable over time, especially for 2017, only show from 2018 onward)

																		Not for Publication:

				Year		Headcount		Change from Prior Year		Average Headcount per Store		Share of Dealer Headcount								Total Dealer headcount		Tech Share of Headcount per NADA Data

David Whiston: David Whiston:
Don't use in report though because the pie chart only sums to 100% for 2021 onward, so can't compare back to 2013.								Started showing 10ths in decimels in 2020 (but some earlier years like 2015 have it too). Dealer headcount pie chart only sums to 100% for 2021-23 so earlier data points not comparable. So have to calculate mix manually.

				2013		254,200		N/A		13		26.4%						2013		963,400		Not given

				2014		264,945		4.2%		15		26.3%						2014		1,008,800		26.1%		This is only given as all service for 2014 and earlier so not comparable

				2015		248,175		-6.3%		15		22.3%						2015		1,110,700		20.0%

				2016		266,258		7.3%		16		23.5%						2016		1,131,900		24.2%

				2017		317,347		19.2%		19		27.9%						2017		1,135,700		28.7%

				Year		Technician Headcount		Change from Prior Year		Average Tech Headcount per Store		Share of Dealer Industry Headcount						2018		1,136,600		24.0%

				2018		264,665		NA		16		23.3%						2019		1,134,442		16.0%

				2019		267,087		0.9%		16		23.5%						2020		1,077,900		22.4%		22.4% is on page 18 of 2020 NADA Data and includes body shop however, the 253,012 headcount on pages 11-12 includes bodyshop and dividing that by 1,077,900 on page 17 is 23.5% not 22.4%. Maybe the page 18 piechart 22.4% excludes bodyshop.

				2020		253,012		-5.3%		15		23.5%						2021		1,055,400		23.6%

				2021		251,334		-0.7%		15		23.8%						2022		1,069,633		23.9%

				2022		257,534		2.5%		15		24.1%						2023		1,100,650		24.2%

				2023		255,642		-0.7%		15		23.2%						2024		1,122,117		24.1%

				2024		270,869		6.0%		16		24.1%						2025		1,123,100		25.2%

				2025		283,021		4.5%		17		25.2%														GM Efforts:		https://news.gm.com/home.detail.html/Pages/topic/us/en/2025/may/0507-GM-empowering-next-generation-auto-technicians.html

																										Ford/Good 2025 datapoints (See article in Word file in 2025 Landscape folder):																https://www.freep.com/story/money/cars/ford/2025/03/17/ford-service-technician-shortage-mechanic/82271597007/

				Source: NADA Data, Morningstar calculations

				NADA Link (snip on shortfall is from this page, no as of date):								https://www.nada.org/nada/issues/service-technicians#:~:text=About%2039%2C000%20new%20service%20techs,37%2C000%20trained%20techs%2C%20NADA%20estimates.

																				https://www.nada.org/nada/nada-headlines/build-career-path-recruit-and-retain-technicians

																				https://wrenchway.com/blog/technician-shortage-why-it-exists-what-needs-to-change/

																				Snip below is from this:				https://wrenchway.com/blog/how-shops-and-schools-can-guide-kids-into-the-automotive-industry-ft-dan-klecker-and-margaret-ragan/

				Good article for slide text (first one has $300,000 lost annual gross profit estimate):

				https://www.autonews.com/service-and-parts/what-one-ohio-dealership-doing-retain-mechanics

				https://www.autonews.com/guest-commentary/why-auto-service-technicians-are-leaving-dealerships

				Group 1's Efforts:

				Jan 2025 Earnings:



























																				AutoNation Feb 2026 Earnings Call:









				From July 2023 GPI earnings call to John Murphy:

																				Group 1 Jan 29, 2026 Earnings Call:

				On 10/25/23 call, GPI said tech headcount up 11% vs 2019 even though overall headcount down 7% since 2019

				Talk about Group 1's efforts like 4 day work week (quotes in 10/25/23 earnings call

				On Jan 2023 earnings call they said U.S. same store tech headcount up 16% in 2022

				On that call to me when I asked about that 16% increase they said:

																				June 24, 2024 Automotive News page 18 has article on Michigan dealership giving techs free tools.

																				BLS Occupation Handbook on Auto Techs: (70,000 openings annually and 10 year headcount projection)

																				https://www.bls.gov/ooh/installation-maintenance-and-repair/automotive-service-technicians-and-mechanics.htm

																				Ford in 2026 saying auto industry needs 350,000 new techs by 2029:

																				https://www.wardsauto.com/news/ford-bloomberg-investing-5m-to-train-technicians-at-detroit-schools/822248/?utm_source=Sailthru&utm_medium=email&utm_campaign=Issue:%202026-06-09%20WardsAuto%20%5Bissue:85802%5D&utm_term=WardsAuto

				AutoNation Feb 2025 Earnings:



https://www.nada.org/nada/issues/service-technicianshttps://www.wardsauto.com/news/ford-bloomberg-investing-5m-to-train-technicians-at-detroit-schools/822248/?utm_source=Sailthru&utm_medium=email&utm_campaign=Issue:%202026-06-09%20WardsAuto%20%5Bissue:85802%5D&utm_term=WardsAutohttps://www.nada.org/nada/nada-headlines/build-career-path-recruit-and-retain-technicianshttps://wrenchway.com/blog/technician-shortage-why-it-exists-what-needs-to-change/https://wrenchway.com/blog/how-shops-and-schools-can-guide-kids-into-the-automotive-industry-ft-dan-klecker-and-margaret-ragan/https://www.autonews.com/service-and-parts/what-one-ohio-dealership-doing-retain-mechanicshttps://www.autonews.com/guest-commentary/why-auto-service-technicians-are-leaving-dealershipshttps://news.gm.com/home.detail.html/Pages/topic/us/en/2025/may/0507-GM-empowering-next-generation-auto-technicians.htmlhttps://www.freep.com/story/money/cars/ford/2025/03/17/ford-service-technician-shortage-mechanic/82271597007/https://www.bls.gov/ooh/installation-maintenance-and-repair/automotive-service-technicians-and-mechanics.htm
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Simplified Financial Statement: McKesson (Fiscal 2023)

Pro Forma Income Statement ($ Millions)

Rovenuc @

FY 2023 % of Sales

276711
Cost of Goods Sold' 264,353 955%
Gross Profit 12,358
Selling. Distribution. General and Administrative Costs () 7.776 28%
Operating Income (excl. Charges) 4582
Restructuring Related Charges 209
Claims and Litigation Charges ®)
Interest Expense 248
Other Expense/(Income) (497)
Pretax Income 4630
Income Tax Expense o 905 19.5% Tax Rate
Noncontrolling Interest 165
Net Income 3.560
Adjustments =
Adjusted Net Income 3.689
Discounted Cash Flow (DCF)
Operating Income 4582
‘Amortization and Other 360
Eamings Before Interest 4,942
Depreciation 218
(Capital Expenditures) (558)
(Net Change in Investmets and Other) (1.795)
(Net Acquisitions)/Divestments 210
Not Now Investment (NNI) (1.895)
Free Cash Flow to the Firm (FCFF) 3,047

Source: Morningstar, company filings.






image12.svg

  
.MsftOfcThm_Accent1_Fill_v2 {
 fill:#4472C4; 
}

  




image13.png







image14.svg

  
.MsftOfcThm_Accent1_Fill_v2 {
 fill:#4472C4; 
}

 




image15.png







image16.svg

  
.MsftOfcThm_Accent1_Fill_v2 {
 fill:#4472C4; 
}

  




image17.png







image18.svg

  
.MsftOfcThm_Accent1_Fill_v2 {
 fill:#4472C4; 
}

 




image19.png







image20.svg

  
.MsftOfcThm_Accent1_Fill_v2 {
 fill:#4472C4; 
}

   




image21.png







image4.png

($in milions, except per share amounts)
Revenues:

New vetic retail
Used veticeretal
Used vetic wholesale
Finance and nsurance
Senice, body and pats
Fieetand other

Tota evenues

Gostofsales:

New vetic retail
Used veticeretal
Used vetic uholesale

Service, body and parts
Fleet and ofher

Total costof sales.
Gross proit

Financing operation (loss) income

Asset impaiments
Seling, general and adminstraive
Depreciation and amortzation
Operating income.

Floor plan inferest expense:

Other interest expense:

Otner income (expense),net
Income before income faxes
Income tax provision
Netincome.
Netincome attibuable o non-controling inferests
Netincome attibutabie to redeemable non-controling inferest

Netincome attibutabe to Ltia Motors, Ic.

2023

[5EE

5702
s
0
]

s

Soa3

3l

IE[R

1

ki

B

ael







image22.svg

  
.MsftOfcThm_Accent1_Fill_v2 {
 fill:#4472C4; 
}

  




image5.png







image6.svg

  
.MsftOfcThm_Accent1_Fill_v2 {
 fill:#4472C4; 
}

 




image7.png







image8.svg

  
.MsftOfcThm_Accent1_Fill_v2 {
 fill:#4472C4; 
}

 




image9.png







image10.svg

  
.MsftOfcThm_Accent1_Fill_v2 {
 fill:#4472C4; 
}

 




image11.png







image23.png

Average Dealership Gross Profit
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Share of Owners by Number of Dealerships Operated

Number of dealerships 2009 2010 2011 2012 | 2013 2014 215 2006 2017 2018
15 967% | 966%  962%  958%  955%  950%  948% | 9A4% 9% 99%

610 20% | 20%  21% | 29% | 32% 4% | 35% | 38%  A0% | AI%

125 08% | 09%  09%  L0% | L1%  L4% | L5% | 15%  16%  16%

2650 01% | 01% | 01% | 01% | 01%  01% | 01% | 01%  0I% | 02%
Greaterthan 50 | 01% | 01% | 0% | 01% | 01% | 01% | 01% | 01%  01% | 01%
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Share of Owners by Number of Dealerships Operated

Number of dealerships 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020

1-5 96.2%  958%  955%  95.0%  948%  944%  942%  93.9%  93.8%  93.5%
6-10 2.1% 2.9% 3.2% 3.4% 3.5% 3.8% 4.0% 4.1% 4.2% 4.3%
11-25 0.9% 1.0% 1.1% 1.4% 1.5% 1.5% 1.6% 1.6% 1.7% 1.7%
26-50 0.1% 0.1% 0.1% 0.1% 0.1% 0.1% 0.1% 0.2% 0.3% 0.3%

Greater than 50 0.1% 0.1% 0.1% 0.1% 0.1% 0.1% 0.1% 0.1% 0.1% 0.1%

Source: NADA
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Share of Owners by Number of Dealerships Operated, by Year

Number of dealerships 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024

1-5 948%  94.4%  942%  939%  938%  935%  93.0%  924%  916% = 91.0%

6-10 3.5% 3.8% 4.0% 41% 4.2% 4.3% 4.5% 4.9% 5.3% 5.5%
11-25 1.5% 1.5% 1.6% 1.6% 17% 17% 2.0% 2.2% 2.5% 2.1%
26-50 0.1% 0.1% 0.1% 0.2% 0.3% 0.3% 0.3% 0.4% 0.5% 0.6%
Greater than 50 0.1% 0.1% 0.1% 0.1% 0.1% 0.1% 0.2% 0.2% 0.2% 0.2%

‘Source: NADA
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Share of Dealerships by Volume of New-Unit Sales, 2025
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Total Sales of New-Vehicle Dealerships, by Year
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Total Sales of New-Vehicle Dealerships by Year
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Share of Total Dealership Sales Dollars
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Share of Total Dealership Sales Dollars, 2018 vs. 2019
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Car and light-truck

franchises in the U.S.
Jan. 1 Jan. 1 Unit
2025 2024 change
Aston Martin* 35 35 -
BMW 350 349 1
Mini 105 104 1
Rolls-Royce 38 38 -
BMW of N.A. 493 491 2
Ferrari* 45 40 5
Ford 2,839 2902 (63)
Lincoln 477 535 (58)
Ford Motor Co. 3,316 3,437 (121)
Buick 927 1,062 (135)
Cadillac 567 567 -
Chevrolet 2,886 2898 (12)
GMC 1659 1671 (12)
General Motors 6,039 6,198 (159)
Acura 274 272 2
Honda 1,070 1,070 -
American Honda 1344 1,342 2
Genesis 217 241 (24)
Hyundai 852 841 1
Kia 795 788 7
Hyundai-Kia 1,864 1,870 (6)
Jaguar 122 146 (24)
Land Rover 202 202 -
JLR 324 348 (24)
Lotus* 38 38 -
Mazda 541 582 (1)
McLaren 26 26 -
Mercedes-Benz 384 384 -
Mitsubishi 316 330 (14)
Infiniti 197 201 (4)
Nissan 1,069 1,079 (10)
Nissan Group 1,266 1,280 (14)
Polestar 31 3 -
Chrysler 2398 2,406 (8)
Dodge 2388 2403 (15)
Jeep 2387 2402 (15)
Ram 2388 2403 (15)
Domestic only 9561 9,614 (53)
Alfa Romeo 109 124 (15)
Fiat 333 353 (20)
Maserati 95 108 (13)
Stellantis 10,098 10,199 (101)
Subaru 641 640 1
Lexus 244 244 -
Toyota 1237 1,237 -
Toyota Motor 1481 1,481 -
VinFast 35 - 35
Audi 307 305 2
Bentley 48 48 -
Lamborghini* 41 40 1
Porsche 202 198 4
vw 633 640 (7)
VW Group 1231 1231 -
Volvo 281 282 (1)

U.S.-badged

Import-badged 10,913 10,976 (63]

TOTAL

“Estimate

18,916 19,249 (333)

29,829 30,225 (396)

Source: Automotive News Research & Data Center

Exclusive outlets

US. dealerships handling only the
designated brand on Jan. 1, 2025

U.S.-badged

Exclusives
‘within Total
‘Brand parentcorp.  franchises
Ford 2482 2,839
Lincoln 120 477
Ford Motor Co. 2602 3316
Buick 6 927
Cadillac 189 567
Chevrolet 1920 2886
GMC 260 1650
General Motors* 2384 6,039
Chrysler - 23
Dodge - 2388
Jeep 54 2387
Ram - 2388
Stellantis 54 9.561
Total U.S -hadged 5080 18,916
Year-ago total 4804 19249

*GM exclusives franchise data as of Feb. 21, 2025; data

provided by Cloud Theory

Import-badged

Total
Brand Exclusives  franchises
Toyota 1088 1237
Honda 1010 1,070
Nissan %43 1069
Kia 671 795
Hyundai 612 852
Subaru 533 641
Volkswagen 463 633
Mazda 438 541
Mercedes-Benz 341 384
BMW 256 350
Acura 254 274
Mitsubishi 245 316
Audi 244 307
Lexus 229 244
Volvo 227 281
Infiniti 163 197
Porsche 153 202
Mini 66 105
Genesis 60 217
Ferrari* 22 5
Polestar 31 31
VinFast 29 35
Land Rover 24 202
Lamborghini* 14 41
Alfa Romeo 1 109
Maserati 9 9
McLaren 8 26
Fiat 6 333
Lotus* 5 38
Aston Martin* 4 35
Bentley 4 48
Jaguar 3 122
Rolls-Royce - 38
Total import-badged 8,186 10,913
Year-ago total 7.975 10976
Total exclusives 13,226 29,829
(U.S--and import-badged)
Year-ago total 12779 30225
*Estimate

‘Source: Automotive News Research & Data Center

Car and lig

dealerships in the U.S.

General Motors
Ford Motor Co.

Stellantis (domestic brands) 2,447

Total U.S.-hadged

Import-hadged
exclusives

Import-only duals

Total light-vehicle
dealerships

ht-truck
Jan. 1 Jan.1
2025 2024
3,996 4,022
2,959 3,027
2,463
9,402 9,512
8,186 7.975
723 653
18,311 18,140

‘Source: Automotive News Research & Data Center

A decade of
U.S. dealerships
Numerical
Total ~change from
light-vehicle  previous
Jan.1  dealerships year
2025 18,311 7
2024 18,140 -131
2023 18,271 80
2022 18,191 -T2
2021 18,263 54
2020 18,317 42
2019 18,275 52
2018 18,327 66
2017 18,261 193
2016 18,068 68

Year-to-year
percent
change.

0.9%
—0.7%
0.4%
—0.4%
—0.3%
0.2%
—0.3%
0.4%
1.1%
0.4%

‘Source: Automotive News Research & Data Center
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Car and light-truck A decade of
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U.S. new-car and light-truck sales per franchise, 2025 vs. 2024

car Gt | e T um Toal it parcent

s et cwnge | s o chme o4 ome  che

Toyota 522 503 19 1,214 1,104 110 1,607 129 8.0%

Lexus 260 21 -7 1,258 1,140 118 1417 101 71%
Honda 363 378 15 848 829 19 1,207
BMW 393 380 13 715 681 34 1,061
Kia 330 304 2% 739 702 37 1,006
Hyundai 256 258 -2 798 730 68 988
Subaru 100 114 14 903 928 25 1,042
Mercedes-Benz 216 252 -36 675 723 —48 975
Nissan 290 302 -12 532 504 28 806
Mazda n 87 -7 686 696 -10 783
Ford 16 15 1 722 667 55 682
Chevrolet 12 57 —45 619 541 78 598
Audi 133 184 -51 404 459 55 643
Land Rover - — - 526 528 @ 528
Volkswagen 103 139 -36 420 457 37 596
Acura 103 17 14 384 368 16 485
Volvo 23 63 —40 411 381 30 444
GMC - - - 394 369 25 369
Genesis 81 78 3 310 249 61 327
Porsche 142 143 -1 234 238 —4 381
Mitsubishi 47 92 —45 260 248 12 340
Cadillac. 39 37 2 267 245 2 282
Mini 151 140 1 123 111 12 251
Infiniti 3 28 -25 267 264 3 292
Jeep - — - 250 245 5 250 245
Buick - - - 237 184 53 2371 184
Polestar 17 290 273 219 6 213 236 296
Lincoln - - - 235 207 28 235 207
Ram — — - 182 183 -1 182 183
VinFast - - - k] 123 —44 79 123
Ferrari 70 -7 9 6 3 72 76
Jaguar 9 19 10 63 80 -7 72 99
Lamborghini 24 37 13 45 56 -1 69 93
Bentley a3 46 -3 18 34 -16 61 80
Alfa Romeo 13 20 -7 a“ 56 -15 54 76
Chrysler - 2 -2 53 50 3 53 52
Aston Martin 3 34 -1 19 20 -1 52 54
Maserati 16 14 2 35 48 13 51 62
Dodge 5 26 -21 38 33 5 43 59
McLaren 43 49 -5 - - - 43 49
Rolls-Royce 19 18 1 23 28 -5 42 46
Lotus. 35 24 1" 1 - 1 36 24
Fiat 3 3 - 1 2 -1 4 5

Source: Automotie News Research & Data Center
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Average Number of New Vehicles Sold Per Dealership
and Selling Price, by Year

Year New vehicles sold Average retail selling price
2018 1,028 $35,608
2019 1,026 $36,824
2020 870 $38,961
2021 895 $42,379
2022 819 $46,287
2023 918 $47,014
2024 935 $47,652
2025 955 $48,205

‘Source: Wards Auto, NADA
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MANHEIM USED VEHICLE VALUE INDEX
December 2022

Month of Year - 2008 2011 2012 2013 2014

01-Jan 116.5 108.8 131.8 139.7 137.8 134.4 132.7 136.7 136.6 136.2 142.9 147.7 154.5 177.9 257.7
02-Feb 115.5 113.6 131.6 138.8 137.3 133.0 134.0 136.5 134.4 136.0 142.9 147.5 156.6 184.6 252.3
03-Mar 114.7 114.6 133.7 138.2 137.3 130.8 135.3 135.9 133.5 135.3 142.7 148.3 154.8 195.4 243.9
04-Apr 114.2 116.3 1347 138.9 136.5 129.0 135.9 1355 133.9 136.0 144.6 151.0 137.2 2117 2413
05-May 112.9 119.9 136.1 139.1 134.8 129.1 135.7 135.1 135.7 139.5 146.4 152.3 149.5 221.5 243.0
06-Jun 111.4 125.0 134.9 138.3 132.7 130.3 135.1 135.1 137.6 1411 147.2 153.2 162.8 218.6 239.9
07-Jul 113.3 127.4 133.7 137.3 131.1 131.8 133.7 135.4 138.5 142.1 149.4 153.2 172.4 213.0 239.6
08-Aug 115.6 129.2 133.8 136.2 130.7 133.4 132.7 135.7 138.5 143.2 152.4 154.2 178.6 2121 230.0
09-Sep 115.7 132.2 132.9 135.0 130.9 133.3 132.4 136.2 138.5 147.2 152.6 152.6 175.8 223.4 2231
10-Oct 110.0 132.3 135.2 135.3 132.6 132.7 132.8 136.7 137.6 148.7 153.7 153.0 176.6 244.0 218.2
11-Nov 104.0 132.0 138.1 136.6 133.3 132.8 134.4 136.5 136.1 146.7 151.7 151.5 176.8 253.6 217.6
12-Dec 1041 131.9 139.5 137.8 134.8 1321 135.2 1371 136.3 143.9 150.1 153.9 175.7 257.7 219.3
Annual Avg. 112.3 123.6 134.7 137.6 134.1 131.9 134.2 136.0 136.4 141.3 148.0 151.5 164.3 217.8 235.5

CQX - @Manheim
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Sources of Used Vehicles Retailed by
New-Vehicle Dealerships, 2025
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Advertising expenditures, by medium
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Estimated Advertising Expenditures by Medium, 2025
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Estimated Advertising Expenditures by Medium, 2020
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Estimated Advertising Expenditures hy Medium, 2024
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Estimated Advertising Expenditures by Medium, 2023

o Other
2.2% niusc'«umail /”%

Newspaper
Ratio “
10.0%

Search Engine
Marketing

Sacial Media
Advertising

S






image47.png

Service Retention

Aftersales Service Retention by Model Year (2025)
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2025 m2024

Consistent Revenue Stream: LAD generates repeat high-margin business throughout the customer

lifecycle by retaining over half of customers who've purchased a vehicle from us, ensuring a steady
flow of service revenue.

Increased Loyalty: Customers who return for service are more likely to become repeat buyers,
offering valuable trade-in opportunities and creating avenues for cross-selling, such as prepaid
service plans and extended vehicle warranties.

Bay Utilization: Retention drives consistent service bay activity, maximizing cash flow and providing
a competitive edge over independent service providers.
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For CFS, we retained our leading position in the industry as unit profitability increased both year-over-year and sequentially.
More than 70% of our CFS income comes from product attachment. For the full quarter, we attached more than 2 products
per contract on average, a nice improvement from the preceding 2 quarters, which were adversely impacted by the CDK
outage.
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Exhibit 21 Improved Used-Vehicle Supply Should Help CarMax s Gross Margins Over Time:
US supply of thee-year-old used vehicles milions).
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RE: Used store data

Pordon,Tony <tpordon@penskeautomotive.com>
To @ David Whiston

Retention Policy Global - Preserve Email 10 Years (10 years) Expires 6/21/2035
Start your reply all with: ‘ Thank you! ‘ ‘ No problem, thank you! ‘ ‘ Understood. Thank you. | () Feedback

[EXTERNAL EMAIL]

David,

Good morning. My apologies for being out for a few days last week. With the changes we made, | would expect the forward units for the used only business (CarShop US/Sytner Select UK) to be 30,000 to 35,000 annually.
Tony

From: David Whiston <David.Whiston@morningstar.com>
Sent: Friday, June 20, 2025 10:04 AM

To: Pordon,Tony <tpordon@penskeautomotive.com>
Subject: Used store data

Hi Tony,

I’m updating my annual auto dealer powerpoint primer, which we call an industry landscape. I’'ve got a slide with a table on the publics standalone used vehicle stores. For Penske last year, | had data on 2023 unit volume, revenue, and total company revenue mix. For 2024, | can use Slide 5 of the Q4 deck and
calculate the 5% used only mix as a percent of total company revenue, but | don’t see any disclosures for the unit volume of just the standalone used stores for full year 2024. Is that a number you can tell me?

Thanks

Dave
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RE: Used Store Volume and revenue

Pordon,Tony <tpordon@penskeautomotive.com>
To © David Whiston

Retention Policy Global - Preserve Email 10 Years (10 years) Expires 5/29/2036
[EXTERNAL EMAIL]

Sytner Select and Australia Select are accurate

Anthony R. Pordon

Executive Vice President

Investor Relations and Corporate Development
Penske Automotive Group

From: David Whiston <David.Whiston@morningstar.com>
Sent: Monday, June 1, 2026 11:10 AM

To: Pordon,Tony <tpordon@penskeautomotive.com>
‘Subject: RE: Used Store Volume and revenue

HiTony

Thank you for this. One clarification question: Last year | have the UK locations down as Sytner Select and the Australia store as Penske Select. Is that now accurate or should | refer to all non-Car Shop locations as just Select? Thanks

David Whiston, CFA, CPA, CFE
Senior Analyst - U.S. Autos
Morningstar Equity Research

+1 312 384-5442
on@morningstar.com

ail contai ed this m

ct the s

From: Pordon,Tony <tpordon@penskeautomotive.com>
Sent: Monday, June 1, 2026 9:49 AM

To: David Whiston <David Whiston@morningstar.com>
‘Subject: RE: Used Store Volume and revenue

[EXTERNAL EMAIL]

David —

We have eight carshop locations in the U.S. and have 8 “Select” locations of which 7 are located in the U.K. and 1 is located in Australia.

Total therefore is 16.

We no longer have CarShop in the U.K. We transitioned that to Select at the end of 2024. We did that to align the expenses of the business and to transition away from selling older vehicles (vehicles that were 7, 8, 9, or 10+ years old)
The used only locations will retail approximately 30,000 units; Revenue is approximately $900 million The Select locations are used only

Anthony R. Pordon

Executive Vice President

Investor Relations and Corporate Development
Penske Automotive Group

From: David Whiston <David.Whiston@morningstar.com>
Sent: Friday, May 29, 2026 4:19 PM
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We See BEVs Gaining More Share as Battery Costs Come Down
BEVs' share of US new light-vehicle sales.
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Exhibit 20 California's Love of ZEVs s Not Shared by the Rest of the US.
Calforia ZEVs as percentage of annual new-vehicle regstrations versus nationwide ZEV new-vehicke sales share.
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As the fleet continues to age, more vehicles on the road are past their initial warranty period, leading to
higher maintenance and repair demands. EVs and hybrids are generally more expensive to repair, partly
because of vehicle complexity and the need for specialized parts and expertise.

Qver the past five years, labor rates for EV repairs have been consistently higher than for ICE vehicles,
with EV labor rates approximately 30% higher as of 2024. The average cost of EVs was $830 more per
repair than hybrids and over $1,030 more than ICE vehicles in 2024.

While EV labor costs are higher, their total parts costs were $175 lower than hybrids but still $290
higher than ICE vehicles. Hybrids, on the other hand, averaged nearly $470 more in parts costs
compared to ICE vehicles, and required $200+ more in labor costs than ICE vehicles. (Figure 11)
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Figure 11: Average TCOR Vehicles 3 Years Old or Newer, Non-Comprehensive (2020-2024)
SOURCE: CCCINTELLIGENT SOLUTIONS INC.
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Figure 12: EV vs. Non-EV Models Cycle Time Comparison (2024)
SOURCE: CCC INTELLIGENT SOLUTIONS INC.
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NON-OEM%ofPartAmt  43%  38%  3.7%  45%  6.4% 19.8% 138% 127% 148%  17.1% 285% 242% 208% 22.6% 253%
AveragePricePerPart  $56.48  $62.21 $85.60 $103.83 $126.67 $125.47 $139.55 $148.26 $154.88 $160.05 $131.50 $141.18 $14958 $151.72  $156.60
AveragelaborHours 355 375 382 372 347 276 291 33 20 318 271 285 304 308 307
Labor%of TCOR 47.6%  46.2% 45.4% 46.7% 42.6% 365% 34.0% 33.2% 335% 33.6% 36.2% 34.9% 343% 349% 362%
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ADAS Driving Up Diagnostics Frequency and Cost

Another key factor impacting repair complexity is the proliferation of ADAS. The Highway Loss Data
Institute estimates that by 2028, six ADAS systems will be present in half or more registered vehicles.

Approximately 76% of registered vehicles will be equipped with rear cameras, 51% with front automatic
emergency braking, and over 50% with lane departure and/or blind spot monitoring capabilities. Even
less prevalent ADAS technologies like adaptive cruise control with lane centering and curve-adaptive
headlights will come standard in 21% and 14% of registered vehicles, respectively. (Figure 14)
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Figure 14: Predicted Registered Vehicles Equipped with Collision Avoidance Systems
SOURCE: IIHS / HIGHWAY LOSS DATA INSTITUTE
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Researc AAA found that ADAS-equipped vehicles can add up to 37.6% to the

total repair cost after a crash due to expensive sensors and calibration requirements.

Even minor incidents that cause damage to this technology found behind

windshields, bumpers, and door mirrors can add up to $1,540 in extra repair costs.

AAA's research determined the ranges listed below for typical ADAS repair expenses.
Note that these numbers are for costs over and above the normal bodywork required

following a collision.

]|

Front radar sensors used with Front camera sensors used Mirror mount, side mirror used Windshield camera sensor Front or rear ultrasonic
automatic emergency braking with automatic emergency with around-view systems. used with lane keeping sensors used with parking
and adaptive cruise control braking, adaptive cruise assistance, traffic sign assist systems.
systems. control, lane departure recognition and pedestrian

warning, and lane keeping detection.

assistance (windshield
replacement cost not

included).

SOURCE.
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Repair Figure 13: EV and Non-EV Vehicle Age and TCOR

SOURCE: CCC INTELLIGENT SOLUTIONS INC.
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Current Year or Newer

1-3 Years Old 4 -6 Years Old 7 Years and Older
Group
EV $6,781 $6.,817 $6,350 $5,966 $6,689
NON EV $5,803 $5,515 $4,91 $3,527 $4,491

Ailenmoe 16.8% 23.6% 29.3% 69.1% 48.9%

The EV car parc remains relatively young in comparison to the mature U.S. vehicle pool. The average vehicle age of a
repairable EV is 2.1years, while the average non-EV is 6.8 years old. 78.5% of repairable EV estimates are for vehicles 3

years old or newer; 44% of repairable non-EVs are 7 years or older. (Figure 14)
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The report, now on a quarterly schedule, is based on information derived from 300 million claims-related
transactions and millions of bodily injury and personal injury protection (PIP) /medical payments (MedPay)

casualty claims processed by CCC's customers using the company's solutions.
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The $300M claims-related transactions are those claims processed by CCC's
technology on behalf of our customers. And, yes, the data also includes repair work
done by independent repairers and repairs at dealerships that use CCC's technology.
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Repair Figure 13: EV and Non-EV Vehicle Age and TCOR

SOURCE: CCC INTELLIGENT SOLUTIONS INC.
CCC National Industry EV vs. NON-EV Repairable Vehicle Age Mix (Q12024)
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CCC National Industry EV vs. NON-EV Average TCOR by Vehicle Age Mix (012024)

Current Year or Newer

1-3 Years Old 4 -6 Years Old 7 Years and Older
Group
BV $ 7891 S 6814 S 6285 $ 5662 $ 6,700
NON-EV $ 5931 $ 5724 $ 5,097 S 3,627 $ 4560

% Difference 33.1% 19.0% 23.3% 56.1% 46.9%
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Vehicle Repair Figure 12: ElectricVehicle (EV) and Non-EV CCC National Industry Estimate Volume (2018-
2024)

SOURCE: CCC INTELLIGENT SOLUTIONS INC.
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The EV car parc remains relatively young in comparison to the mature U.S. vehicle pool. The average vehicle
age of arepairable EV is 2.5 years, while the average repairable non-EV is 7.25 years old. 77.7% of repairable
EV estimates are for vehicles 3 years old or newer; 48% of repairable non-EVs are 7 years or older in the first

quarter of this year. (Figure 13)
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Repair Figure 14: CCC National Industry EV vs Non-EV: 3 Years Old or Newer (2023)

SOURCE: CCC INTELLIGENT SOLUTIONS INC.
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In 012024, non-EVs 3 years or newer averaged 29.8 labor hours per appraisal, while EVs from the same

model years required 34.4. (Figure 15)
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SOURCE: CCC INTELLIGENT SOLUTIONS INC.

Avg Total Cost of Repairs % Share of Claims % of Claims Declared Total Loss| Avg CCC Regional Value Amt

Current Yr or Newer Group $5,931 $7,891 2.4% 3.4% 7.2% 4.9% $39,215 $62,150
1-3YearsOld $5,724 $6,814 23.8% 74.3% 9.2% 7.8% $35,750 $43,089
4 -6 Years Old $5,097 $6,285 25.9% 17.0% 14.2% 1.9% $24,520 $31,058

7 Years and Older $3,627 $5,662 48.0% 5.3% 30.1% 23.7% $13,520 $21,562
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Average Repair Costs Continue to Rise
SOURCE: CCC INTELLIGENT SOLUTIONS INC.

CCC National Industry, Average Total Cost of Repairs - All Loss Categories
Repairable Appraisal Statistics (as of 2/14/2026)
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Average Total Cost of Repair is 50% Higher for Vehicles 6-Years-0ld or Newer
SOURCE: CCC INTELLIGENT SOLUTIONS INC.
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Speaking of AutoNation Finance, Mike gave you some of the numbers. I'll expand on
that a little bit here. The business is on track for over $700 million in originations in

2024, all from AutoNation stores, and we expect the portfolio to more than double
during 2024. It is already the #1 lender across the AutoNation enterprise. Its credit
profiles, delinquency rates and profitability also continue to improve, and we're finding

that AutoNation Finance is deepening the relationship we have with our customers. So
far, this acquisition is proving out nicely with attractive cash-on-cash returns on equity.
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/AN Finance had an outstanding 2024, growing its originations by 3x over 2023 and
building a portfolio that now stands north of $1.1 billion. Notwithstanding the
significant growth, which came solely from originations from our retail stores,
AutoNation Finance only had a 12% penetration of our franchise store finance volume
and approximately a 30% penetration of our AN USA Finance volume. So there is plenty
of headroom for further growth.
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[he automotive and truck retail industries continue to face a shortage of
service technicians. About 39,000 new service techs graduate from U.S.
>areer technical colleges and training programs each year. Yet the industry
1eeds to replace nearly 76,000 techs each year to keep up with retirements
and new job demand. That’s leaves an annual shortfall of about 37,000
rained techs, NADA estimates.

As part of NADA Foundation’s Workforce Initiative, NADA seeks to promote
service technician careers and recruit the next generation of dealership
service technicians through access to training and scholarships.
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How Can Shops Get Students Involved?

e |t is critical that shops are on a first name basis with the tech ed or automotive teacher at their local schools.

e |f shops want high quality young techs they need to get involved and be on an advisory board within the schools.

e |f you're a local shop, you should be getting involved in your community. It goes a long way and helps get the name of
your shop out there to kids.

e Shops need to start making relationships with schools early and stay in contact with them. Don’t just reach out every five
years when you need something.

e |t is ok for shops to ask schools for advice on how to bring programs in line with the industry.

How Can Schools Get Students in the Shop?

e Don't throw your school automotive program in the back of the school and never tell students about it. Create
opportunities for students to check out every program your school has to offer.

e Students are interested in the industry, and schools need to show students the pathway to success and what the future
looks like for the automotive industry.

e Schools should be reaching out to shops to get in contact with technicians and give students shop tours to see what it is

like to be a technician.
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And given all the stores we've acquired over the last couple of years, | think that's part
of the puzzle. Another part of the puzzle is the technician recruiting. We have significant
efforts underway there, and the 4-day work week is certainly part of it. We have other

programs that we do that support tuitions and training and [ uniform ] sponsorships and
mentoring programs and we're - we have a career pathing in place for our technicians.
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Daryl Adam Kenningham Group 1 Automotive, Inc. = CEO,
President & Director

We pay at market or above market is a real key thing for us. We keep our technicians
full of work, busy because philosophically, we keep our schedules wide open for our
customers. We don't make our customers do business with us when it's convenient for
us. We do it when it's convenient for the customers, which usually means they want to
do business right now, which puts pressure on our stores because that creates a lot of
traffic in the stores. And then the 4-day work week, we continue to work that. We're in 8(
stores today, which is about half of our rooftop count in the U.S. That's an important
thing.

We are looking at different compensation schemes in, I'd say, schemes, compensation
plans across our footprint to determine ways to make it an even better place to work.
And we're not ready to comment on those specifically, but that's something that is front
and center in our thinking right now as well. So also, we have mentoring programs that
we have in a number of markets and a number of stores across the country and
relationships with a number of technical schools and training schools that help feed tax
to us. So we are - we have a number of different things that we do in a number of
different things. Never end.
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In 2024, we increased our technician headcount on a same-store basis by 7% in the U.S. And due to our creative scheduling
and productivity, we have plenty of physical capacity to continue adding technicians well into the future. We will continue to

invest in aftersales. An example is our capital program to install air conditioning in nearly all of our U.S. shops, and it's on
track to be completed by the end of 2025. As we've previously discussed, shops with air conditioning have much higher

technician retention.
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John Joseph Murphy BofA Securities, Research Division — Managing Director and Lead
United States Auto Analyst

Got it. That's helpful. And then just a second question on parts and service. 7% tech growth, | think, is what you guys said in
2024, which is pretty impressive to get that kind of hiring done. What are you thinking for the pipeline of hires for technicians?
Because that seems like that is almost the only gating factor on growth on parts and service.

Daryl Adam Kenningham Group 1 Automotive, Inc. — CEO, President & Director

We're not lowering our expectations, John. Our targets are the same in '25 as they were in 24, and they're probably more
aggressive than the U.K. And we feel like we have an opportunity to do that. We're trying to put some things in place. We're
doing things like the air conditioning project, which we believe will lead to higher retention in those shops.

It does in the rest of our shops. And we've got some other things that we're working on to try to improve retention in our higher
defection brands and shops and experimenting with different kind of compensation plans and retention programs and
recognition programs and mentoring programs. We don't see us stopping that. And at this point, we know we've got to be
creative and continue to evolve in that. We can't just rely on what we did a year or 2 years ago to do that.

So that's our focus, and that's what we're going to continue to do. And one key to this is keeping your shops full. Techs want to
work at places where they can get work. And we keep our shops full because of the way we schedule our customers. So that's
a real key as well.
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Michael M. Manley AutoNation, Inc. = CEO & Director

Yes. This is Mike. Obviously, we were - | think we tried to be as transparent as possible regarding the impact of CDK both ov
Q2 and Q3, and | think Tom did a good job in terms of isolating that out. And obviously, our expectation is that, that will not b
a repeatable event this year. So you can just look back and look at some of the commentary we had in those quarters to see
how it impacted our business in what area.

In terms of the way that we think about After-Sales opportunity going forward, | talked a lot about our penetration in the
vehicle parts that we have. It is still a great opportunity for us. And the teams are focused on breaking it out into addressabl
subsegment. So 0 to 3 years, obviously, being the most addressable for us is a huge focus. But certainly 3 to 7 years is an
area where | think there's continued opportunity for us to grow. And if you look at a couple of things, our underlying
productivity in our business is good. | think with training and I think with the way that we approach loading our workshop,
there's opportunity to grow that a little bit more. We certainly have a bay utilization where we can increase the productivity o
our assets. That's not in question at all.

And fundamentally, unlocking this will be two things. One will be encouraging customers to return back to a franchise
environment. So that's all conquest business, that's not easy to do. We will not try and do that through price. What we will try
and do that is through added service and value. So price for me will be a driver of that, but it will come with some impact on
growth because the added service and value to me is important to encourage customers to come back.

But to your point, the constraint as | see it, will be technician count and technician numbers. We had moderate growth of
technician in 2024. We in-house all of our recruitment during 2024 with Lisa and her team, and | think they've done a really
strong job and thank you, Lisa, for that. But | think she - if she was on this call, she would tell you it's a big, big focus for her

drive up those recruitment numbers.

I think from memory and Derek, you need to circle back because | don't want to give wrong information. From memory, | thin!
our total technician growth was somewhere in the order of 2% to 3%, something like that for the year. When | look at that, |
would say my expectation and what | want the teams to do is to try and grow that at a higher rate. It is going to be difficult.

I mean, you all saw the national campaign from CarMax, I'm sure, in terms of their recruitment on technicians and national
recruitment month and everything else. It is a limited resource out there in a competitive marketplace. And when you get
those situations, Obviously, that can come with some additional costs. So a long answer to a very, | think, straightforward
question, which | apologize for. I'd like to see our take and I'll try and summarize.

Big focus for us 3 to 7 years our penetration is in line with industry, which means that we're all average, and | think we want t
be better than average there to really unlock that its conquest business, bringing people back, that's not easy. But the
constraint is in technician count. | think our productivity, we can squeeze some additional hours out of that. But we and the
teams do a good job there. So a big focus on recruitment, last year, we ended at 2%, I'd like to end above that. And the CDK
thing, we'll see - | think we'll see the benefits of not having obviously in Q2. Remember the big impact of last month of the
quarter and rolling into Q3. So hopefully that answers your question.
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delivered record fourth quarter and full year revenue and gross profit. For the quarter, total gross profit increased by 6% or 4%
on a same-store basis. Our growth was led by customer pay, which increased 8% on a same-store basis and warranty, which
increased 6% on a same-store basis. Improvements in our aftersales performance were not restricted to just revenue. We also
improved our total gross margin for the year by 80 basis points to 48.7%. We continue to focus on our fégfifiician workforce by
recruiting, retaining and developing our technicians, and | think the efforts are certainly paying off. Turnover has decreased.
Franchise technician headcount increased more than 3% from a year ago on a same-store basis and is up more than 5% on a
total store basis.
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Daryl Adam Kenningham Group 1 Automotive, Inc. — CEO, President & Director

Rajat, we are using Al in every part of our business, both customer interface as well as in our back office. And we're also
deploying productivity tools in a number of areas. Like as an example, when you look at our aftersales growth this quarter, it
was 6% up, 5% up on a same-store basis on customer pay and 9% on warranty. We only added 2.5% to our fegfifician base. So

our techinicians are more productive now.

One of the reasons is because our tunover is down 10 points in our technician population, which we've been working on.
We've talked to you about the investments in things like air conditioning and things like that in our shops. And so we're seeing
tangible results, which s resulting in less tumover and more productivity and takes some pressure off of all the hiring we do

on SRS,
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Dealers Have Many Growth Runways as Sector Slowly Consolidates

Traditional Automotive Retailing a Big Market, Plus New Verticals Possible
Total addressable market for dealers in present and emerging sectors.

B Revenue (billions)
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We find Lithia’s future growth story to be very interesting because its management is
willing to move into new segments and markets. In 2024, Lithia bought a stake in
vehicle fleet manager Wheels, and it is expanding its own captive finance arm, Driveway
Finance Corp. Lithia says the loans that DFC originates will over their life be 3 times as
profitable as arranging third-party loans. AutoNation has its own captive finance arm as
well and said in July 2024 that its higher profit ratio is 2.5-3 times. It can also use
AutoNation Finance to grow its AutoNation USA stand-alone used-vehicle store sales.
The lender was about 17% of the company’s first-quarter loans. CarMax Auto Finance's
$16 billion-plus loan receivables book adds about 200-250 basis points of EBIT margin
in a typical quarter.

There are many other channels for growth beyond finance. AutoNation signed a
nonexclusive robotaxi service agreement with Waymo in 2017. We see the public
dealers, given their size, as best able to service autonomous vehicles for a national fleet
provider. Dealers could help lease AVs as well. We calculate 2030 passenger mile
demand for US robotaxis as a $3.7 trillion market (assuming 100% share) at $0.70/mile,
and dealers can service or sell some of these vehicles. Lithia has moved into selling RVs
in recent years, Penske has 45 truck stores, and Sonic has added Harley-Davidson
motorcycle dealerships and powersports. These sectors are ripe for roll-up as they are
even more fragmented than the highly fragmented light-vehicle space. Lithia moved
into the UK only in 2023, and Asbury, AutoNation, and Sonic are still just in the US.
There's plenty of growth runway just in the US, but the three last firms still have the
option to go international. We think AutoNation is the most likely to do it next.

Source: Lithia Motors investor presentation, Morningstar.

See Important Disclosures at the end of this report.
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Tariff Exposure Varies by Dealer and by Automaker

Every Dealer Has Tariff Exposure, but Risk Is Not Uniform
Dealers’ automaker exposure as percent of 2025 units, revenue, or total dealer revenue.
GM, Ford, Stellantis Exposure

Asbury 29%
AutoNation 29%
Lithia 22%
Group 1 17%
Sonic 18%
Penske 3%
Toyota & Lexus Exposure Toyota Lexus  Honda/Acura Total
Asbury 19% 1% 10% 40%
Group 1 34%
AutoNation 16% 4% 8% 28%
Lithia 14% 3% 16% 33%
Penske 13% 5% 6% 24%
Sonic 9% 6% 1% 26%

Audi, BMW, Mercedes, & Porsche Exposure

Penske 52%
Sonic 45%
Group 1 35%
AutoNation 28%
Lithia 17%
Asbury 14%

Morningstar Equity Research | 46

Dealers on recent earnings calls have either not mentioned tariffs or, in Sonic’s case,
said automakers will be more aggressive about passing along tariff costs in 2026 than

in 2025. It's certainly possible automakers will not keep absorbing nearly the entire tariff
cost, but new-vehicle affordability is keeping many consumers out of the market. Some
vehicles are not tariffed as much as others due to US assembly (foreign parts used in US
assembly can be tariffed), and vehicles still need service despite tariffs on parts.

Our dealer coverage also has experience relying more on the used-vehicle business
when new-vehicle supply shocks occur, thanks to the chip shortage and the aftermath
of the 2011 tsunami in Japan. For example, Lithia sells late-model used vehicles but also
what it calls value autos, which are vehicles nine years or older, regardless of mileage.
Value autos are about 24% of Lithia's same-store used-vehicle volume and are its most
profitable used vehicles, with a return on investment over 100%.

The table shows that tariff exposure isn't uniform across dealers; it depends on which
brands they carry. For example, Penske does not do much Detroit Three business but
has a lot of German brand exposure. For dealers with high Detroit exposure, those
automakers have high compliance with the United States-Mexico-Canada Agreement.
USMCA-compliant parts will not be tariffed when shipped into the US before final
vehicle assembly. Non-US content still faces a 25% tariff when the vehicle is imported
into the US, as does a Mexican- or Canadian-made Detroit Three vehicle. Penske, Asbury,
and Group 1 got help with the 15% tariff deals for Japan and the EU, meaning that those
brands pay lower tariffs than a US automaker does from Mexico.

Source: Company 10-Ks, Lithia and Penske investor presentations, Morningstar. Asbury, AutoNation, and Sonic are percentages of new-vehicle revenue. Group 1 and Lithia are percentages of new-vehicle

See Important Disclosures at the end of this report.

units sold, and Lithia's data is only for fourth-quarter 2025 new-vehicle unit volume. Penske is as a percentage of total retail automotive revenue.



INDUSTRY LANDSCAPE | US AUTO DEALERS

ESG Snapshot

Family ownership and human capital are the main risks.



ESG SNAPSHOT

Summary of Sustainalytics' ESG Exposure Ratings

Sustainalytics assigns all US auto dealers in our coverage an ESG Risk Rating of Low or
Negligible. For comparison, over two-thirds of all companies are assigned an ESG Risk
Rating of Medium or higher. Therefore, the auto dealer industry faces less risk than the
average for companies across all industries. Cybersecurity may have a higher risk rating
in the future following the June 2024 ransomware attack on dealer management system
provider CDK, which forced many dealers to operate via pen and paper for weeks.

Product governance: Dealers assume legal risk for the quality of the automobiles they
sell. Stop-sale orders by automakers can freeze new-vehicle sales. Dealers can sell used
vehicles under recall but take legal risk under state laws by doing so.

Human capital: Selling cars is a highly cyclical operation, and commission-based
salespeople means that turnover is common. Service technician shortages are the most
pressing human capital concern for dealers; some are better than others at retaining
techs. Attracting and maintaining top store-level talent can be difficult in this industry.

Corporate governance: Family ownership and concentrated voting power expose some
dealers we cover to the risk of poor governance practices. Although we've not seen
controlling families in our coverage hurt their companies, the decision-making power is
with a small number of people at family-run dealers, whether public or private. The
DeBoer family owns under 1% of Lithia via the CEQ and his father. Penske is 52% owned
by Penske Corp. (controlled by CEO Roger Penske), and nearly 86% of Sonic's voting
power is held by the CEQ and his brothers.
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Distribution of ESG Risk Ratings for US Auto Retailers and All Industries
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See Important Disclosures at the end of this report.



ESG SNAPSHOT

Service Technician Staffing an Industrywide Issue; Being Short a Tech Can Cost $300,000 in Annual Gross Profit

US Dealership Service Technician Headcount

Year Technician Change from Prior Average Tech Share of Dealer
Headcount Year Headcount per Store Industry Headcount
2018 264,665 NA 16 23.3%
2019 267,087 0.9% 16 23.5%
2020 253,012 -5.3% 15 23.5%
2021 251,334 -0.7% 15 23.8%
2022 257,534 2.5% 15 24.1%
2023 255,642 -0.7% 15 23.2%
2024 270,869 6.0% 16 24.1%
2025 283,021 4.5% 17 25.2%
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The National Automobile Dealers Association website says that about 39,000 service
technicians graduate from technical colleges and training programs each year, but the
US needs to replace nearly 76,000 each year to keep pace with retirements and
incremental labor demand. Working in service departments has historically been seen
as a dirty and unprofessional job and has not been pushed hard enough to high school
students. The dealer industry also needs to do a more consistent job partnering with
high schools and trade schools to stay on graduates’ radar screens. Turnover metrics are
not available industrywide, but we read that a common reason for techs leaving is that
they are not given a career path.

Success stories tend to be shops that provide techs with progression opportunities from
express technician to master technician or even service director. A tool allowance can
also be a perk to help offset out-of-pocket employee costs (dealers do not provide tools).
Upward feedback, mentor programs, paying techs for the level of work they are actually
doing if it's above their current grade, and listening to their concerns are also effective.
We see the move to EVs and AVs as an opportunity to get younger people interested in
the auto industry due to the appeal of much more technology-heavy vehicles.

Group 1 has discussed its recent technician success. It pays techs at or above market,
offers a four-day workweek, has installed air conditioning in US shops, and provides
mentoring programs, tuition, and training so techs see a long-term career path. In
October 2023, Group 1 said its US tech headcount was up 11% versus 2019. Its 2025 and
2024 same-store US tech headcount rose by 2.3% and 7% year over year.

Source: NADA Data, Morningstar calculations.

See Important Disclosures at the end of this report.



General Disclosure

“Morningstar” is used throughout this section to refer to Morningstar, Inc., and/or its affiliates, as
applicable. Unless otherwise provided in a separate agreement, recipients of this report may only use
it in the country in which the Morningstar distributor is based. Unless stated otherwise, the original
distributor of the report is Morningstar Research Services LLC, a USA-domiciled financial institution.

This report is for informational purposes only, should not be the sole piece of information used in
making an investment decision, and has no regard to the specific investment objectives, financial
situation, or particular needs of any specific recipient. This publication is intended to provide
information to assist investors in making their own investment decisions, not to provide investment
advice to any specific investor. Therefore, investments discussed and recommendations made herein
may not be suitable for all investors; recipients must exercise their own independent judgment as to
the suitability of such investments and recommendations in the light of their own investment
objectives, experience, taxation status, and financial position.

The information, data, analyses, and opinions presented herein are not warranted to be accurate,
correct, complete, or timely. Unless otherwise provided in a separate agreement, neither
Morningstar, Inc., nor the Research Group represents that the report contents meet all of the
presentation and/or disclosure standards applicable in the jurisdiction the recipient is located.

Except as otherwise required by law or provided for in a separate agreement, the analyst,
Morningstar, Inc., and the Research Group and their officers, directors, and employees shall not be
responsible or liable for any trading decisions, damages, or other losses resulting from, or related to,
the information, data, analyses, or opinions within the report. The Research Group encourages
recipients of this report to read all relevant issue documents—a prospectus, for example— pertaining
to the security concerned, including without limitation, information relevant to its investment
objectives, risks, and costs before making an investment decision and, when deemed necessary, to
seek the advice of a legal, tax, and/or accounting professional.

The report and its contents are not directed to, or intended for distribution to or use by, any person or
entity who is a citizen or resident of or located in any locality, state, country, or other jurisdiction
where such distribution, publication, availability, or use would be contrary to law or regulation or that
would subject Morningstar, Inc., or its affiliates to any registration or licensing requirements in such
jurisdiction.

Where this report is made available in a language other than English and in the case of
inconsistencies between the English and translated versions of the report, the English version will
control and supersede any ambiguities associated with any part or section of a report that has been
issued in a foreign language. Neither the analyst, Morningstar, Inc., nor the Research Group
guarantees the accuracy of the translations.

This report may be distributed in certain localities, countries, and/or jurisdictions (“territories”) by
independent third parties or independent intermediaries and/or distributors (“distributors”). Such
distributors are not acting as agents or representatives of the analyst, Morningstar, Inc., or the
Research Group. In territories where a distributor distributes our report, the distributor is solely
responsible for complying with all applicable regulations, laws, rules, circulars, codes, and
guidelines established by local and/or regional regulatory bodies, including laws in connection with
the distribution of third-party research reports.

Risk Warning

Please note that investments in securities are subject to market and other risks and there is no
assurance or guarantee that the intended investment objectives will be achieved. Past performance
of a security may or may not be sustained in future and is no indication of future performance. A
security investment return and an investor's principal value will fluctuate so that, when redeemed, an
investor's shares may be worth more or less than their original cost.

A security's current investment performance may be lower or higher than the investment
performance noted within the report. Morningstar's Uncertainty Rating serves as a useful data point
with respect to sensitivity analysis of the assumptions used in our determining a fair value price.

Conflicts of Interest

» No material interests are held by the analyst or their immediate family with respect to the
securities subject of this investment research report.

> In general, Morningstar will not hold a material interest in the security subject of this report. If a
material interest is held by Morningstar, or if Morningstar owns a net long or short position in the
security that is the subject of this report that exceeds 0.5% of the total issued share capital of the
security, it will be disclosed at https://www.morningstar.com/company/disclosures/holdings.

> Morningstar employees’ compensation is derived from Morningstar, Inc.'s overall earnings and
consists of salary, bonus, and in some cases, restricted stock.

Morningstar's overall earnings are generated in part by the activities of the Investment Management
and Research groups, and other affiliates, that provide services to product issuers.

> Neither Morningstar, Inc., nor its analysts receive commissions, compensation, or other material
benefits from product issuers or third parties in connection with this report.

» Morningstar's overall earnings are generated in part by the activities of the Investment
Management and Research groups, and other affiliates, who provide services to product issuers.
Morningstar does not receive commissions for providing research and does not charge issuers to be
rated.

» Morningstar employees may not pursue business or employment opportunities outside
Morningstar within the investment industry (including, but not limited to, working as a financial
planner, an investment professional or investment professional representative, a broker/dealer or
broker/dealer agent, a financial writer, reporter, or analyst) without the approval of Morningstar's
Legal and, if applicable, Compliance teams.

» Certain managed investments use an index created by and licensed from Morningstar, Inc. as their
tracking index. We mitigate any actual or potential conflicts of interest resulting from that by not
producing qualitative analysis on any such managed investment as well as imposing information
barriers (both technology and no-technology) where appropriate and monitoring by the compliance
department.

> Neither Morningstar, Inc., nor the Research Group is a market maker or a liquidity provider of the
securities noted within this report.

> Neither Morningstar, Inc., nor the Research Group has been a lead manager or co-lead manager
over the previous 12 months of any publicly disclosed offer of financial instruments of the issuer.

> Morningstar, Inc.’s Investment Management group has arrangements with financial institutions to
provide portfolio management/investment advice, some of which an analyst may issue investment
research reports on. In addition, the Investment Management group creates and maintains mode!
portfolios whose underlying holdings can include financial products, including securities that may
be the subject of this report. However, analysts do not have authority over Morningstar's Investment
Management group's business arrangements or allow employees from the Investment Management
group to participate or influence the analysis or opinion prepared by them.

> Morningstar, Inc., is a publicly traded company (ticker: MORN) and thus a financial institution the
security of which is the subject of this report may own more than 5% of Morningstar, Inc.'s total
outstanding shares. Please access Morningstar, Inc.'s proxy statement, section “Security Ownership
of Certain Beneficial Owners and Management,” at https://shareholders.morningstar.com/investor-
relations/financials/sec-filings/default.aspx. A security's holding of Morningstar stock has no
bearing on and is not a requirement for which securities Morningstar determines to cover.

Morningstar, Inc. may provide the product issuer or its related entities with services or products for a
fee and on an arm’s-length basis, including software products and licenses, research and consulting
services, data services, licenses to republish our ratings and research in their promotional material,
event sponsorship, and website advertising.

Further information on Morningstar's conflict-of-interest policies is available at
http://global.morningstar.com/equitydisclosures. Please note analysts are subject to the CFA
Institute’s Code of Ethics and Standards of Professional Conduct.

For a list of securities the Research Group currently covers and provides written analysis on, or for
historical analysis of covered securities, including fair value estimates, please contact your local
Morningstar office. Morningstar Research methodologies can be found at Investor Relations
Morningstar, Inc.

For current Morningstar clients, please reach out to your respective Client Success Manager for
more information on how you can best leverage this research within your firm. For all others, please
reach out to our business development team at dtainsidesales@morningstar.com to learn more
about Morningstar’s various offerings and more details about how you can leverage this research.

For recipients in Australia: This report has been issued and distributed in Australia by Morningstar
Australasia Pty. Ltd. (ABN: 95 090 665 544; AFSL: 240892). Morningstar Australasia Pty. Ltd. is the
provider of the general advice (“the service”) and takes responsibility for the production of this
report. The service is provided through the research of investment products. To the extent the report
contains general advice, it has been prepared without reference to an investor's objectives, financial
situation, or needs. Investors should consider the advice in light of these matters and, if applicable,
the relevant Product Disclosure Statement before making any decision to invest. Refer to our
Financial Services Guide for more information at http://www.morningstar.com.au/s/fsg.pdf.

For recipients in New Zealand: This report has been issued and distributed by Morningstar
Australasia Pty Ltd and/or Morningstar Research Ltd (together “Morningstar”). This report has been
prepared and is intended for distribution in New Zealand to wholesale clients only and has not been
prepared for use by New Zealand retail clients (as those terms are defined in the Financial Markets
Conduct Act 2013).

The information, views, and any recommendations in this material are provided for general
information purposes only, and solely relate to the companies and investment opportunities
specified within. Our reports do not take into account any particular investor's financial situation,
objectives, or appetite for risk, meaning no representation may be implied as to the suitability of any
financial product mentioned for any particular investor. We recommend seeking financial advice
before making any investment decision.

For recipients in Canada: This research is not prepared subject to Canadian disclosure
requirements.

For recipients in Europe: This report is distributed by Morningstar Holland B.V., a wholly owned
subsidiary of Morningstar, Inc. Morningstar Holland B.V. is not required to be regulated by the
European Securities and Markets Authority for the provision of investment research data. The
analyst/s involved in the creation of the report do not take into account any particular investor's
financial situation, objectives, or appetite for risk, meaning no representation may be implied as to
the suitability of any financial product mentioned for any particular investor. Registered address:
Haaksbergweg 58, 9th Floor, 1101 BZ Amsterdam, North Holland, Netherlands.

Continued on next page.


https://www.morningstar.com/company/disclosures/holdings.
https://shareholders.morningstar.com/investor-relations/financials/sec-filings/default.aspx
https://shareholders.morningstar.com/investor-relations/financials/sec-filings/default.aspx
https://shareholders.morningstar.com/investor-relations/financials/sec-filings/default.aspx
https://shareholders.morningstar.com/investor-relations/financials/sec-filings/default.aspx
https://shareholders.morningstar.com/investor-relations/financials/sec-filings/default.aspx
http://global.morningstar.com/equitydisclosures
https://shareholders.morningstar.com/investor-relations/default.aspx
https://shareholders.morningstar.com/investor-relations/default.aspx
mailto:dtainsidesales@morningstar.com
http://www.morningstar.com.au/s/fsg.pdf

General Disclosure Continued

For recipients in India: This report is issued by Morningstar Investment
Research India Private Limited (formerly known as Morningstar Investment
Adviser India Private Limited). Morningstar Investment Research India Private
Limited is registered with SEBI as an Investment Adviser (Registration number
INA000001357), as a Portfolio Manager (Registration number INP000006156)
and as a Research Entity (Registration Number INH000008686). Morningstar
Investment Research India Private Limited has not been the subject of any
disciplinary action by SEBI or any other legal/regulatory body. Morningstar
Investment Research India Private Limited is a wholly owned subsidiary of
Morningstar Investment Management LLC. In India, Morningstar Investment
Research India Private Limited has one associate, Morningstar India Private
Limited, which provides data-related services, financial data analysis, and
software development. The Research Analyst has not served as an officer,
director, or employee of the fund company within the last 12 months, nor has
it or its associates engaged in market-making activity for the fund company.

For recipients in Hong Kong: The report is distributed by Morningstar
Investment Management Asia Limited, which is regulated by the Hong Kong
Securities and Futures Commission to provide investment research and
investment advisory services to professional investors only. Neither
Morningstar Investment Management Asia Limited, nor its representatives,
are acting or will be deemed to be acting as an investment advisor to any
recipients of this information unless expressly agreed to by Morningstar
Investment Management Asia Limited.

For recipients in Japan: This report is distributed by Morningstar Japan, Inc.
for informational purposes only. Neither Morningstar Japan, Inc. nor its
representatives are acting or will be deemed to be acting as an investment
advisor to any recipients of this information.

For recipients in Korea: The report is distributed by Morningstar Korea Ltd.,
which has filed to Financial Supervisory Service, for informational purposes
only. Neither Morningstar Korea Ltd., nor its representatives, are acting or will
be deemed to be acting as an investment advisor to any recipients of this
information.

For recipients in Singapore: This report is distributed by Morningstar
Investment Adviser Singapore Pte Limited, which is licensed and regulated by
the Monetary Authority of Singapore to provide financial advisory services in
Singapore. Recipients of this report should contact their financial advisor in
Singapore in relation to this report. Morningstar, Inc., and its affiliates rely on
certain exemptions (Financial Advisers Regulations, Section 27(1)(e), Section
32, Band 32C) to provide its investment research to recipients in Singapore.

For recipients in the United Kingdom: This report is distributed by
Morningstar UK Ltd, a wholly owned subsidiary of Morningstar, Inc.
Morningstar UK Ltd. is not required to be registered nor authorized by the
Financial Conduct Authority for the distribution of investment research data.
The analyst/s involved in the creation of the report do not take into account
any particular investor's financial situation, objectives, or appetite for risk,
meaning no representation may be implied as to the suitability of any
financial product mentioned for any particular investor. There are information
barriers in place between Morningstar UK Ltd and Morningstar regulated
entities based in the UK. Registered address: 1 Oliver's Yard 55-71 City Road
London EC1Y 1HQ.



MAORNINGSTAR

22 West Washington Street
Chicago, IL 60602 USA

About Morningstar® Equity Research™
Morningstar Equity Research provides independent, fundamental equity research differentiated by a consistent focus on durable competitive advantages, or economic moats.

©2026 Morningstar. All Rights Reserved. Unless otherwise provided in a separate agreement, you may use this report only in the country in which its original distributor is based. The information,
data, analyses, and opinions presented herein do not constitute investment advice; are provided solely for informational purposes and therefore are not an offer to buy or sell a security; and are not
warranted to be correct, complete, or accurate. The opinions expressed are as of the date written and are subject to change without notice. Except as otherwise required by law, Morningstar shall not
be responsible for any trading decisions, damages, or other losses resulting from, or related to, the information, data, analyses, or opinions or their use. Investment research is produced and issued by
subsidiaries of Morningstar, Inc. The information contained herein is the proprietary property of Morningstar and may not be reproduced, in whole or in part, or used in any manner, without the prior
written consent of Morningstar. To license the research, call +1 312 696-6000.



	Slide Number 1
	Slide Number 2
	Slide Number 3
	Slide Number 4
	Slide Number 5
	Slide Number 6
	Slide Number 7
	Slide Number 8
	Slide Number 9
	Slide Number 10
	Slide Number 11
	Slide Number 12
	Slide Number 13
	Slide Number 14
	Slide Number 15
	Slide Number 16
	Slide Number 17
	Slide Number 18
	Slide Number 19
	Slide Number 20
	Slide Number 21
	Slide Number 22
	Slide Number 23
	Slide Number 24
	Slide Number 25
	Slide Number 26
	Slide Number 27
	Slide Number 28
	Slide Number 29
	Slide Number 30
	Slide Number 31
	Slide Number 32
	Slide Number 33
	Slide Number 34
	Slide Number 35
	Slide Number 36
	Slide Number 37
	Slide Number 38
	Slide Number 39
	Slide Number 40
	Slide Number 41
	Slide Number 42
	Slide Number 43
	Slide Number 44
	Slide Number 45
	Slide Number 46
	Slide Number 47
	Slide Number 48
	Slide Number 49
	Slide Number 50
	Slide Number 51
	Slide Number 52

