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Reclaiming Control

in a Vendor-Driven
World

It’s your data, you can fly if you want to.

David Steinberg ‘ t :'~




The views and opinions presented in this educational program and any accompanying handout material are those
of the speakers, and do not necessarily represent the views or opinions of NADA. The speakers are not NADA
representatives, and their presence on the program is not a NADA endorsement or sponsorship of the speaker or the

speaker’s company, product or services.

Nothing that is presented during this educational program is intended as legal advice, and this program may

not address all federal, state, or local regulatory or other legal issues raised by the subject matter it addresses.
Program participants should consult with their attorney to obtain advice with respect to any particular legal matter.
The purpose of the program is to help dealers improve the effectiveness of their business practices. The information
presented is also not intended to urge or suggest that dealers adopt any specific practices or policies for their
dealerships, nor is it intended to encourage concerted action among competitors or any other action on the part of
dealers that would in any manner fix or stabilize the price or any element of the price of any good or service.



How to spot you Real visibility into Stop missing
have a data problem what tools are opportunities
actually working
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Challenged the
to sell a mattress?



Known Knowns

* In 5 years more bots than humans
» Agentic Al Is expanding rapidly

* App building will require far less code;
natural language becomes the interface

* Al is only as good as the data we give it
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What
assumptions are }
we making that
we should be
challenging?
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The Automotive
Tech Stack
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May 1, 2017. Authentlcom filed its
first lawsuit against both CDK
Global and The Reynoldsiand

Reynolds Company in the Western
District of Wisconsin, alleging

antitrust violations.
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Broken piping manifests itself in poor

INSTITUTIONAL MEMORY

And memory is foundational to Al



We are expecting our CRM to be

TTUNING

our data lake and/or data
warehouse, and it’s not.




Why do they keep
asking me the
same questions?




FOUNDATIONALSTORAGE

with data traffic control
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Close Rates by Dealer

Total

Location = Opportunities

Grand Total
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Effective Close
Rate: Days 0-3
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Effective Close
Rate: Days 4-7

1.7%

2.1%

2.3%
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Effective Close

Effective Close

Rate: Days 8-14  Rate: Days 15-30
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Close Rates by Salesperson

Total Opportunities =

Salesperson &

30-Day Close Rate
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Close Rates by Salesperson

Total Opportunities = 30-Day Close Rate

Salesperson =

Glenn D. I 242 . 15 5%
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ESTIONS?
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