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Overview

The Power Report package consists of 17 reports and 8 graphs with a set of 7 additional reports. We also provide a sampling of 17 more reports and 14
more graphs that can be built upon request. These only represent a portion of what our Reporting Suite can provide. The real power of our Reporting Suite is
the ability to turn one report into many different views to quickly isolate causes of variances. This is accomplished by Drilling into or Exploding data as well
as creating and applying filters. These reports and graphs are fully functional for your dealership once you are live. The reports were selected by
Consultants, Dealership Users, and Dynatron after working with service professionals in the US and Canada.

The goal of the Power Reports is to provide you with a jump start with the Reporting Suite experience providing you with an immediate return on your
investment. These reports were created to not only keep you aware of the ongoing results of your operation but to identify possible improvement areas as
well as indicate areas that may be trending unfavorably allowing you to take action in advance to remain proactive. The Dynatron Reporting Suite will help
guide you to Profit Improvements, but you must commit to:

1) Using the Reporting Suite on a regular basis

2) Sharing the results with Advisors and Technicians

3) Using Dynatron Account Executives (AE’s), Regional Zone Representatives (RZR'’s) and our Consulting partners to help you customize the

Reporting Suite reports to your Dealership

This Reporting Suite Power Report package is not the end but only the beginning. Never hesitate to call the Dynatron Software HOTLINE at 866-888-3962
Ext. 103 to speak with an AE or call your RZR for advice and guidance. Everyone at Dynatron Software is committed to providing exceptional service.

FOLLOW THE FAST START INSTRUCTIONS TO LEARN HOW TO LOG INTO the Reporting Suite, LOAD and PRINT the Po wer Reports.

Preparing for Your First Training Session
1) Review this Power Report Package prior to your First Training Session. This will provide you with a broad idea of the capabilities of our Reporting
Suite.
2) Using the FAST START INSTRUCTIONS, load and print all POWER REPORTS that you are most interested in discussing.
Make notes on which reports you are most interested in
Note any questions that you may have or changes that you may want to make
These reports will be the foundation for your training sessions

Your First Training Session will be a one on one se  ssion with a Dynatron Trainer and accomplish the fo llowing
Review how to open the Power Reports and print
Discuss specific needs as well as modifying Power Reports as necessary
Review these basic tools using selected Power Reports: Drill Down, Sort, Date Ranges, Save/Save As, etc.
Discuss future training schedule(s) which cover Reporting Suite tools in more detail

Assignments Once You Complete the First Training
Sign up for a 2" training session to enhance your Reporting Suite experience. We recommend that you try completing the 2" training within 1-2
weeks of your 1* training. If additional training is needed/desired, we are happy to accommodate.
Start using the Power or Custom Reports that you designed with your Dynatron Trainer on a Daily/Weekly/Monthly basis and post Advisor related
reports on a common viewing board.

Narrative Sections for Each Power Report
Dealer Setup Required: This section defines any specific setup that the user may have to complete to make the report useful. Dynatron AE’s and
our HOTLINE are available for assistance and will guide you through this process.
Suggested Review Frequency: Our recommended minimum frequency in which you should open and print the report. In all cases reports can be
opened and printed with up to date data at any time. The Power Report package was designed to have you print and review data on a daily,
weekly and monthly schedule.
Report Parameters: This defines the Reporting Suite tools used to produce the Power Report. It is beneficial to review the steps to facilitate the
learning process if you wish to build your own reports or modify the Power Reports.
Overview: This section will provide a brief explanation of the report and how it is used. Tips may be provided as well as any industry standard
assumptions or goals.
Report Variations: Many variations are possible with the Reporting Suite. This section will inform you of some of the common variations of a
Power Report that you may wish to create and save as a different report with a new name. Variations on Power Reports are easy. You simply
make the necessary changes from the existing report and then save the report with a different name using the Save As option.
Investigating Data: This section details some ideas on how to use our Reporting Suite to drill into or filter data to help investigate additional detail
behind the reported data.
Report Sample (Demo Data): You can view screen snapshot of the actual Power Report to help visualize what the report will ook like.

Other Notes

Power Reports include a double asterisk at the beginning and the end of the report name and any additional reports Dynatron Software creates will have
single asterisks at the beginning and end of the report name. Reports are sorted in the Reports tab in three sections, My Reports, Power Reports and
Shared Reports. My Reports are listed first, then the Power Reports, with Shared Reports immediately after. As you save your favorite Power Reports they
will be listed as My Reports.

ADP/USC dealerships may need to create an additional filter to apply to all reports that have a Service Department only filter, if they do not use a separate
logon for Service versus PDI and/or Body Shop. The filter would Exclude PDI and Body Shop Labor Types (Long Pay Types). Please work with your
Dynatron Account Executive to finalize your Power Reports if this is the case.

** Be sure you are signed up to receive Dynatron So  ftware’s BenchMark Report package every month. Thes e reports

will compare critical data for Customer Pay Service to other like Make Dealerships. Dynatron Software charges a
nominal monthly fee for this additional service.
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FAST START User Instructions

Step by step instructions are provided to showsusew to Log on, Load and Print the Power Repotkided in
this package. This provides you with immediate arsé benefitsCALL OUR HOTLINE IF YOU NEED
ASSISTANCE (866) 888-3962 Ext. 103 (M-F 7:30am-5:30 pm CST)

Step 1. Open Microsoft Internet Explorer (Version 6.0 or Higher)

Step 2: Type in your Reporting Suite Web Address (provided by Dynatron Software via email) in the Address line of your browser i.e.
http://petrospecs.ebisreporting.com and then click GO or hit ENTER on your keyboard. You should be presented with the Reporting Suite
Login Screen shown below.

Step 3: Type in your User ID and Password (provided by Dynatron Software via email) and click Login or Hit ENTER on your keyboard
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Step 4: Click EBIS from the below screen.

—
. | ciick EB1S |

Step 5: Click Open from the following screen. This will open the report most recently used for your Dealership.

4—| Click Open I
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Step 6: The selected report is now in view. To PRINT the report in view click on the Print Tool located above the report.

Step 7: Your Report is now presented in your standard Internet Browser. Wait until the entire report is loaded into your browser then click
on your Quick Print tool or select File and Print in the upper left hand corner. CLOSE the Browser Window when finished by clicking on the

X in the upper right hand corner.

Click on Print

Click on the Quick
Print Tool or Select
File and then Print
from the Browser
Menu bar

Dynatron Software,

Inc. Copyright 2005
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Step 8: To Open and Print other Reports, click on the Reports tab to view existing reports available. Double click on the report to load it.
To PRINT, follow the previous instructions numbered 6 and 7. Power Graphs can be printed the same way. Graphs are located in the
Charts Tab after clicking on the Reports Tab. All Power Reports display with DOUBLE ASTERISK'’s before and after the report name.

Click on the Reports
tab. Double click on
any of the available
reports to load

YOUR ASSIGNMENT:

Load and review each of the Power Reports and Graph s for your Dealership. Select the ones you
are most interested in. These can be reviewed and d  iscussed in more detail during your
scheduled Training Sessions. These reports will be the foundation for your future training
sessions.

Call the Dynatron HOTLINE if you need assistance (8  66) 888-3962 Ext. 103 (M-F 7:30-5:30 CST).
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Report Name: ** Daily Comeback Analysis **

Dealer Setup Required: You must change the Dates for the Comparative Time Period each time the report is processed. Click on the Dates Tool and
click on the From/To Calendars. Select the 30 days PRIOR to Yesterday's date. Yesterday’s date will automatically include the last day of data loaded.

Suggested Review Frequency: Daily

Report Parameters: The report is exploded by Dealer and VIN#. Data Metrics are shown for the Number of Comebacks (#CB's) as well as # RO’s FRH's
(Flat Rate Hours) and Parts and Labor Revenue. This report utilizes the Date Comparative Date feature so Data Metrics are also provided for the prior
period. For this report the data metrics for the prior period begin with PR. A Range Current View Filter was applied that shows only VIN’s with a Variance of
0 between the two selected time periods. This indicates that the same VIN came in for both time periods i.e. the current day and the prior 30 days. Filters
were also applied to show only the Service Department.

Overview: All visits for the previous day are analyzed against the previous 30 days. (You must manually change the comparative or previous 30 days each
time you run the report as it does not automatically set itself). It is assumed for purposes of this report that any customer that visited within 30 days more
than once is a comeback. You will need to further analyze each VIN to determine if it was a true comeback. Most consultants we discussed Comebacks with
agreed on 30 days. Reviewing Comebacks is essential to improving CSI, Customer Retention, Gross Profits, and New Car Sales.

Report Variations: 1) Modify the comparative date to review more or less than the suggested 30 days, i.e. 45 or 60 days. Remember that the
Comparative Period Date Range must be manually set every time the report is processed. 2) Modify the report to review one week of visits versus the prior
day. Set the Current Date Range to WTD instead of Yesterday. The Manual comparative date can be set to 30 days prior to the week. Remember that the
Comparative Period Date Range must be manually set every time the report is processed.

Investigating Data: A Number of VIN's Filter is utilized at the Current View level so you can not drill into any detail from the current view. To research RO
information, follow these steps:

1) Remove the Filter called Comebacks

2) Sortin Ascending Order the Var Data Column. All VINs with a 0 Variance are potential Comebacks

3) Logical drill levels to research your comebacks are RO and then Op Code.

Report Sample (Demo Data): The PR Data Metrics are for

the Comparative Date Rang
(3/29-4/29 in this example)

11%
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Report Name: ** Dealer CP Lines/RO Analysis **
Dealer Setup Required: None
Suggested Review Frequency:  Monthly

Report Parameters: This report is exploded by Dealer and Lines per RO. The Date Range is set at MTD so the report will automatically include all data in
the current month. Filters were also applied to show Service Department Only, Customer Pay Only and removing lines where no parts or labor dollars were
generated.

Overview: This report provides a pulse check of how many lines or op codes are on each Repair Order. It is interesting to review the one line ROs as well
as 2 line ROs. From this report it is easy to calculate gross profit improvement opportunities that you could expect to receive if you reduce one line ROs.
For example, 2 Line ROs average $70.84 Labor $/RO versus $44.09 for 1 Line ROs. If 10% of 1 Line ROs were converted to 2 Line ROs a sales increase
per Month would be estimated at $1,096.75: 412 1 Line ROs X 10% = 41 ROs converted to 2 Line ROs at $26.75/RO ($70.84-44.09) 41X $26.75 =
$1096.75

This report is the foundation of the Pie Chart Graph ** Dealer CP Lines/RO Analysis ** which is part of the Power Report package.
Report Variations: 1) Change the Date Range from MTD to YTD
Investigating Data: 1) Drill into any of the rows, especially 1 Line, by Advisor and then by RO and Op Code

Report Sample (Demo Data):

Page 10 of 80



Report Name: ** Key Performance Indicators **
Dealer Setup Required: None
Suggested Review Frequency: Monthly

Report Parameters: This report is exploded by Dealer and Month. The Date Range is set at YTD so the report will automatically include all data in the
current year. Filters were applied to show Service Department Only, Customer Pay Only and removing lines where no parts or labor dollars were generated.

Overview: This report provides a quick view of how you are trending in key areas for the year by month. The Baselines amounts for the full previous 6
months can be notated in the header of the report, and saved under your log in so you can see how much improvement you have made each month.

Variations: 1) Change the date range to month to date
2) Explode by Advisor if you are changing to month to date

Investigating Data: 1) Drill into the current month by op code

Report Sample (Demo Data):
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Report Name: * MTD Coupon Advisor Performance **

Dealer Setup Required: You must create and have used a Coupon Op Code in your DMS system i.e. 14.99 Promo LOF (If you have not used the op
code it will not appear in the Reporting Suite). If you have Op Codes that you wish to create a filter for call our HOTLINE and they can insert these into your
files. You then must create a Drill Group Filter at the RO Header Level and include all Coupon Op Codes that you wish to track.

Suggested Review Frequency: Weekly

Report Parameters: This report is exploded by Dealer and Service Advisor. The Date Range is set at MTD (Month to Date). You must build a coupon
filter to add any coupon op codes that you may have before data will display accurately. We have applied filters to show Service Department and Customer
Pay Only as well as removing lines where parts and labor dollars were 0. You will need to will need to do a Save AS to keep the modification you made with
the coupon filter.

Overview: This report is great for tracking the total Revenue and Gross Profit that a coupon or promotion produces. The Filter used would be at the RO
Header Level so all data on an RO that has your promotion or Coupon Op Code will be included on your report. This allows you to report all revenue that the
coupon helped generate making this an essential report to help justify your promotion’s return on investment.

Review Hours/RO and Labor Dollars/RO by Advisor. Advisors that are lower than others may indicate that they are not up-selling or offering additional
services to customers that visit and use the promotion.

Report Variations: 1) Track more than one promotion by including all op codes that are on promotion or create a separate report for each promotion. If
you include more than one promotion on the same report you may find it helpful to Explode by Op Code. This will show results for each promotion.

2) If you want to also track only the data associated with the actual coupon op code received make these changes: a) Remove the existing Filter b) Create a
new Drill Group Filter at the RO Line Level and include your Coupon Op Codes. ¢) Apply the new Filter to your report d) Results will now only show data for
the coupon op codes selected in your filter.

3) For extended promotions you may want to change the date range. You could change to Year to Date and then explode by Month to see a trend.

Investigating Data: 1) Review Advisors with lower than average Hours/RO by Drilling into the Advisor by RO and then Explode by Op Code. This will
show all ROs written and allow a one on one review with the Advisor to discuss missed opportunities.

2) Explode by Day of Month to review daily results with a total for the month for each Advisor.

3) Drill down on problem Advisors by Mileage Groups or Vehicle Years to review missed opportunities further.

Report Sample (Demo Data):
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Report Name: * MTD CP Advisor Analysis **

Dealer Setup Required: None
Suggested Review Frequency: Daily

Report Parameters: This report has Service Advisor and Day of Month on it. The Date Range is set to show Month to Date. Filters have been applied to
show Service Department Only, Customer Pay Only and removing any lines where parts and labor revenue is 0. The Description (Day of Month) column is
sorted in ascending order.

Overview: All consultants agree that it is critical to create an ongoing awareness for all of your Advisors of their performance. This report is perfect to print
daily and post on the board for all Advisors to review. Performance is provided for each day as the month accumulates and well as a month to date total.
This is a great way to monitor Hours per RO or GP% issues daily which enables a quick reaction time to prevent future issues.

Report Variations: 1) Remove the Customer Pay Filter and explode by pay type (moving Pay Type above Day of Month).
2) Create a YTD Trend report by changing the date range and exploding by Month and remove Day of Month.

Investigating Data: Look specifically into lower than average Hrs/RO, Effective Labor Rates or Labor GP %'s. For any specific day that looks out of line
for an Advisor, drill to Repair Order and then explode by Op Code to identify specific causes or just drill to Op Code to review Op Codes only without RO
Numbers.

Report Sample (Demo Data):
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Report Name: * MTD CP Op Code Analysis **

Dealer Setup Required: None
Suggested Review Frequency: Bi-Weekly

Report Parameters: We have exploded this report by Dealer and Op Code. The Date Range is set at Month to Date. The Data is sorted by Effective
Labor Rate in Ascending Order. The Format Option was set to show the Code and Description of the Op Codes. Filters were also applied to show Service
Department Only, Customer Pay Only and to remove any lines were parts and labor revenue is 0.

Overview: Because this report is sorted by Effective Labor Rate, a quick review should identify possible issues or opportunities to adjust pricing or flagged
hours to increase your ELR. This can also be used to review Flagged Hours per RO as well as Gross Profit Percents and Dollars/RO.

Report Variations: 1) Explode by Advisor (above op code) to look for discrepancies.
2) Explode by Technician (above op code) to show all op codes for each tech.

3) Sort by other metrics such as Labor GP% or Hours/RO.

4) Format the report to show negative numbers in red.

Investigating Data: 1) Drill into any Op Code by Day of Month to isolate specific days that may have caused a negative variance. 2) Drill from Op Code to
Advisor to see if any one Advisor is causing the variance. From Advisor you can Drill to Day if necessary.

Report Sample (Demo Data):
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Report Name: ** MTD Dealer Performance **
Dealer Setup Required: None
Suggested Review Frequency: Weekly

Report Parameters: This report shows Dealer, Department, Pay Type and Day of Month. The Date range is set at Month to Date. We have only applied
the filter removing line with 0 parts and labor revenue.

Overview: A quick weekly review of this report insures you are always up to date on your departments overall performance for the month. Daily detail is
provided in a trend format to help you isolate potential days that may be causing variances. Weekly use of this report will minimize surprises that your
monthly Financial Statements may show. You will also be able to isolate and correct issues prior to the close of the month.

If your $/RO, Hrs/RO, or Effective Labor rate is low you may want to review the Daily Missed Sales Opportunities Report.

Discuss overall department results frequently with your Advisors.

Report Variations: 1) Remove the Day of Month from the Multi Level Report Box for a general overview. 2) With Day of Month removed, you can drill into
CP Service Department by Op Code Group (1 or 2**) separating sales by Repair, Competitive and Maintenance operation codes. This greatly improves your
understanding of variances due to possible mix of operations performed.

Investigating Data: Drill down by Advisor to isolate problem Advisors. You may then want to Drill by Op Code, or Op Code Group (1 or 2**) and then Op
Code.

Report Sample (Demo Data):
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Report Name: * MTD Technician Performance **
Dealer Setup Required: None
Suggested Review Frequency: Twice a Week

Report Parameters: This report was created by Exploding by Dealer, Technician and Day of Month to show the Month to Date trend. The Date Range is
set to Month to Date. We have applied filters to show only the Service Department and to exclude any lines where parts and labor revenue was 0.

Overview: This report provides daily information for Technicians on their work performed and closed. The number of repair orders worked on as well as
the flagged hours, hours per RO, and dollars per RO are displayed.

This report is the foundation of the Bar Chart ** Tech Hrs/RO ** which is part of the Power Report package.

Report Variations: 1) You may want to remove the Cost/Hr field from the report if this information is confidential and your intent is to share this report

with your Technicians.
2) Make the report Date Range Week to Date versus Month to Date.
3) Change the Date Range to a custom range to sync with Technician pay cycle.

Investigating Data: 1) Drill to Repair Order and then Op Code or possibly just Op Code to review all detail behind the Technicians work.

Report Sample (Demo Data):
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Report Name: * MTD vs YTD Key Performance Indicato  rs **
Dealer Setup Required: None
Suggested Review Frequency: Weekly

Report Parameters: This report shows Dealer, Department and Pay Type. Date Ranges are set for the current Month to Date as well as Year to Date.
Data Metrics are selected to show the current month and the Variance to the Comparative Date Range (In this case Year to Date). The only filter applied is
removing any line that has 0 parts and labor revenue. The report is formatted to show negative numbers in red.

Overview: This report provides an extremely quick way of reviewing your entire department by Pay Type for critical data metrics. The reports objective is to
quickly spot data metrics in the current month that vary to your year to date average. Drilling into additional detail will help you answer questions such as
why your Labor GP%, Effective Labor Rate, or Labor $/RO is lower.

Reviewing this data prior to seeing your financial statements not only gives you a heads up view of your department but may also provide an opportunity to
put corrections in place.

Report Variations: 1) Compare the current month to a rolling 12 months. This assumes you have history loaded. You would also need to manually
change the Comparative date range when running this report.

2) Apply a filter to only look at Customer and Warranty Pay Types

3) Add additional Data Metrics such as Labor $ and Labor Gross Profits as well as their related Variance Data Metrics.

Investigating Data: Lots of Drill down opportunities exist for this report as it is recapped. Drilling in by Day of Month can help isolate potential problem
days. Exploding by Op Code Group (1 or2**) to show Competitive, Maintenance, and Repair, may help explain some variances. Many of your other detailed
Power Reports will help explain these variances as well.

Report Sample (Demo Data):
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Report Name: ** RO Analysis Dealer - Pay Type Mix * *
Dealer Setup Required: None
Suggested Review Frequency: Weekly

Report Parameters: This report is exploded by Dealer and Pay Type. The Date Range is set at Month to Date. Filters have been applied to show Service
Only and to remove any lines where parts and labor revenue is 0.

Overview: Recapped by Dealer it provides a quick way to measure your total performance by Pay Type for your Dealership. You can perform a
comprehensive Pay Type Analysis at any time for any date range. This report is essential to monitor and understand the variances between the Customer,
Internal and Warranty pay types. We have added the Industry Standard Goals in the header for quick reference. You may want to use this tool to ensure you
are brining in top dollar.

Report Variations: 1) Change the Date Range to WTD to show isolated specific time periods or from and to any specified date range.
2) To see a dealer trend change your report to YTD and then Explode by Month.

Investigating Data: 1) Expolde in by Advisor to see who (if anyone) is missing the goal.
2) Drill into Customer Pay by Op Code and find the least sold op code with the highest Eff Labor Rate. You can then run an incentive contest to get your
advisors selling more.

Report Sample (Demo Data):
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Report Name: ** RO Analysis - Vehicle Year Mix **

Dealer Setup Required: None
Suggested Review Frequency: Monthly

Report Parameters: This report has Dealer and Vehicle Year on it. The Date Range is set at MTD. Filters were also applied to show Service Only,
Customer Pay Only and removing any lines with 0 parts and labor revenue. The Vehicle Year (Description Column) is sorted in descending order.

Overview: Results of this report can be reviewed with your Dynatron AE or RZR from and advertising stand point. The health of your service department
depends on a proper mix of vehicle years. Here is what our Consultants advise is a good mix:

1) 40% should be the most current 4 model years - 2009,2008,2007,2006 (Cycle each January)

2) 40% should be the next 4 model years - 2005,2004,2003,2002

3) 20% should be remaining years

The reason Group 1 needs to be 40% is it shows that the dealer is retaining customers for customer pay during the warranty period and this will help keep
the Group 2 bucket full. A Dealer should also have 40% of 0 to 30,000 mile traffic for the same reason.

Group 2 is a dealer's primary customer pay years. If any group is going to be slightly higher, this is the group it should be. If they are able to retain this
group along with 40% of their 30,001 - 60,000 mile vehicles, they should be able to hold a majority of customers to 100,000 miles.

The final 20% is a great source of future car sales. The mileage ranges will vary from 60,001 and up. The only danger sign is when over 10% fall into the
100,000 + mile bucket. The 100,000 + vehicles can create issues in the service department if not monitored very closely.

Report Variations: 1) Explode by Mileage Group to find where mileage/vehicle year work mix is. 2) Filter to include only dealer vehicle makes.
Investigating Data: 1) Drill in by Sold/Not Sold, this will show the data for the vehicles your dealership sold versus the ones they did not.

Report Sample (Demo Data):

Page 19 of 80



Report Name: ** Service Repair Order Mix **
Dealer Setup Required: None
Suggested Review Frequency: Daily

Report Parameters: This report is showing Dealer, Service Advisor and Pay Type. The Date range is set to Month to Date. Filters have been applied to
show Service Department Only and one removing any line where parts and labor revenue is 0.

Overview: This report shows how many ROs your advisors have closed by pay type. By viewing this report regularly, you can ensure your Advisors are
actively seeking Repair Orders.

Report Variations: 1) Explode by Day of Month to provide a monthly trend
2) Create a Weekly Report Explode by Day of Week instead of a Monthly Report.

Investigating Data: 1) Drill into any given Advisors CP line by Op Code Group (1 or 2**) separating sales by Repair, Competitive and Maintenance
operation codes. This greatly improves your understanding of variances due to possible mix of operations performed.

Report Sample (Demo Data):
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Report Name: ** YTD CP Op Code Analysis **

Dealer Setup Required: None
Suggested Review Frequency: Monthly

Report Parameters: Exploded by Dealer and Op Code. The Date Range is set at Year to Date. Data is sorted by Effective Labor Rate in Ascending
Order. The Format option was set to show the Code and Description of the Op Codes. Filters were also applied to show Service Only, Customer Pay Only
and removing any ops where no labor or parts revenue dollars were generated.

Overview: This report is sorted by Effective Labor Rate. A quick review should identify possible issues or opportunities to adjust pricing or flagged hours to
increase your Effective Labor Rate. This can be used to review Flagged Hours per RO as well as Gross Profit Percents and Dollars/RO as well.

Report Variations: 1) Explode by Advisor instead of Op Code to look for discrepancies.
2) Sort by other metrics such as Labor GP% or Hours/RO.

3) Explode by Advisor above Op Code to show all Op Codes under each Advisor.

4) Explode by Technicians above Op Code to show all Op Codes for each Technician.

Investigating Data: 1) Drill into Op Code by Month in order to isolate a trend by month and possibly isolate a negative trend. From a problem month, you
can Drill to Day of Month to isolate specific days that may have contributed to the variance.

2) Drill down by Advisor on a problem Op Code to see if any one Advisor is causing the variance. From Advisor you can Drill to Month and then Day if
necessary.

Report Sample (Demo Data):
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Report Name: ** YTD CP Traffic by Zip Code **

Dealer Setup Required: None
Suggested Review Frequency: As Required

Report Parameters: This report shows Dealer and Zip Code. The Date Range is set at YTD (Year to Date). A Range Filter at the Current View Level was
created to only display the Zip Code if 20 or more VINS visited from it. Filters were also applied to show Service Only, Customer Pay Only and to remove
any ROs that had $0 parts and labor revenue. The report is sorted descending by the Number of ROs Data Metric. Notice the additional data metrics
inserted after the # of ROs for # of VINs and Visits/VIN.

Overview: This report may be useful to review with your AE or RZR from an advertising stand point. Traffic is grouped and shown by zip code. All
associated RO dollars are displayed as well as VIN counts so you can truly understand where your business is coming from. This information can help
maximize your advertising efforts. The Visits Per VIN Data Metric is calculated by taking the number of ROs and Dividing by the Number of VINs. This
represents the average times your Customers have visited for the time period stated.

You may want to review this information by Repair, Maintenance, and Competitive operations as well. This will inform you how far away customers are

coming for competitive or maintenance services versus repairs. Typically customers will travel further to the dealership for repairs. You might consider
filtering out repairs to review Competitive and Maintenance services only.

Report Variations: 1) Change the Date Range to the last 6 months or a rolling 12 months

2) Remove the Filter that shows only zip codes visited over 20 times or create a new filter with different limits to fit your dealership.

4) Create a Drill Group Filter at the RO Line level to view specific Makes for your Dealership. This will eliminate makes that you will not focus on.
5) Create Filter to show only vehicles within a specified mileage range or even selected vehicle years that you wish to target.

Investigating Data:

Report Sample (Demo Data):
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Report Name: ** YTD RO Cycle Time **

Dealer Setup Required: None
Suggested Review Frequency: Monthly

Report Parameters: Showing Dealer, Department, Pay Type and RO Number of Days Open. The Date range is set for YTD. The only filter applied is one
removing any RO where parts and labor revenue is 0.

Overview: This report places repair orders into groups based on the number of days between the RO Open and RO Close date. The RO Close date used
in EBIS is the date the entry should be posted to GL. This reflects the date the RO was completely closed (ALL Lines).

Warranty repairs should be monitored to validate timely processing of Warranty claims.
Customer Pay Repairs should be monitored to insure timely closing to help insure customer satisfaction.

It is useful to review Body Shop Departments for potential long cycle times.
Report Variations: 1) Change the Date Range to a smaller time period. 2) Exclude Internal Pay Type

Investigating Data: Remove Dealer explosion (add dealer specific filter if needed) and drill into Advisor then Repair Order and then Op Code to
determine causes of Repair Orders that took a long time to close.

Report Sample (Demo Data):
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Report Name: ** YTD Trend Key Performance Indicator s **
Dealer Setup Required: None
Suggested Review Frequency: Bi-Weekly

Report Parameters: This report has Dealer, Department, Pay Type and Month on it. The Date Range is set at Year to Date. The only filter applied is one
removing any RO where parts and labor revenue is 0.

Overview: This report is an easy way to quickly review and keep tabs on various critical data metrics within your department. Scan through each
Department looking for significant unfavorable trends for your critical data metrics such as Hours/RO, Labor GP%, ELR, and Labor $/RO.

The Key Performance Indicator Report shows calculated Data Metrics versus Raw Dollar Metrics such as Labor Dollars and Labor GP Dollars. This enables
you to focus on statistical changes versus changes due to fluctuations in the volume of business due to seasonality or other factors.

Report Variations: 1) Add Data Metrics for Labor $, Labor GP $, Parts $ and Parts GP Dollars if you wish to also view these values.
2) Manually set your Date Range to cover a rolling 6 or 12 months or any specific date range.

Investigating Data: 1) Remove Dealer explosion (add dealer specific filter if needed) and drill into any month that looks off, by Day of Month to see if you
can isolate specific days contributing to the variance. From the Days you can further drill to Advisor or Op Code.

2) Remove Dealer explosion (add dealer specific filter if needed) and drill to Advisor or Technician

3) Remove Dealer explosion (add dealer specific filter if needed) and drill to Op Code from any Month to see the detail behind the Month.

Report Sample (Demo Data):
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Report Name: ** YTD Warranty Op Code Analysis **
Dealer Setup Required: None
Suggested Review Frequency: Monthly

Report Parameters: This report has Dealer and Op Code. The Date Range is set at YTD. Filters were applied to show Service Only, Warranty Pay Only
and to remove any line where parts and labor revenue is 0. The report is sorted by the Number of Repair Orders.

Overview: This report shows which Warranty Op Codes have the highest frequency of use. Keeping an eye on this could prevent warranty expense
issues. Drill into Advisors or Technicians to investigate usages by person. You can also easily monitor your Effective Labor Rates as these should not vary
on Warranty repairs. Variances to your approved rate can be drilled into by Advisor to see if one advisor is flagging hours different from the approved
amount.

Report Variations: 1) Create a Range Current View Filter to only display Op Codes that have more than 20 repairs.
2) Explode by Advisors above Op Code
3) Explode by Technician above Op Code

Investigating Data: 1) Drill to Advisor and/or Technician to research data behind high usage op codes that you consider a possible issue.
2) Drill into Advisor for any Op Codes that have Effective Labor Rates that are different than your approved level. From Advisor you can drill to Repair
Orders if necessary to research further.

Report Sample (Demo Data):
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Graph Name: * YTD CP Labor & Labor GP Trend **
Dealer Setup Required: None
Suggested Review Frequency: Monthly

Report Parameters: This Trend Graph is for the Service Department only. The Date Range is set for Year to Date and the Trend graph has monthly time
increments. We have added filters for Customer Pay Only, Service Only and removing all lines that have $0 parts and labor revenue. Both Labor Gross
Profit and Labor Revenue are tracked. This Graph is formatted to display the Bars in a Front to Back Position versus Side to Side.

Overview: This graph provides critical dollar tracking for labor sales and labor Gross Profit dollars.

Report Variations: You can also trend Key Performance Indicators. You can Trend up to 5 different Data Metrics at one time. Be sure however that the
metrics selected are close in numeric ranges. For example do not graph Labor Dollars and Hours/RO. Some suggestions might include:

1) Parts GP $/RO, Labor GP $/RO, Labor $/Ro, Parts $/RO

2) Parts GP % and Labor GP%

3) Misc $/RO, Parts $/RO, Labor $/RO, and Total $/RO

Investigating Data:

Report Sample (Demo Data):
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Report Name: * Daily Missed Sales Opportunities *
Dealer Setup Required: None
Suggested Review Frequency: Daily

Report Parameters: This report has Dealer, Service Advisor and Repair Orders on it. The Date Range is set at yesterday. Two Filters were created and
applied; a Drill Group Filter at the RO Line level was created to Exclude Mileage Groups under 10,000 Miles/20,000 Kilometers and a Range Filter at the RO
Header level was created to show only ROs with less than .5 Flagged Hours. We have also applied filters to show Service Department Only, Customer Pay
Only and removing lines where no parts or labor dollars were generated.

Overview: This is an excellent report to review daily with Advisors to keep focus on up-sale for Competitive and Maintenance operations. The report
requires no dealership setup which means it is ready to go as is. Repair Orders that produced low hours are targeted. Vehicles that are fairly new (less than
10,000 miles/20,000 kilometers) are excluded, to narrow the report and show opportunities truly missed.

While everyone will have missed opportunities you want to look for unfavorable trends as well as Advisors that may have more missed opportunities than
others. Communicating with your Advisors these misses, will keep their focus on utilizing your menu and inspection programs.

Report Variations: 1) Create your own Range Filter at the RO Header level to modify the hours limit from .5 to another number.
2) Change date range to Month to Date and then Explode by Day of Month to show Month Trends versus Weekly.

Investigating Data: 1) Drilling to Mileage Group or Vehicle Year may provide valuable information to analyze misses. For example if many of the vehicles
had 11,000 miles/21,000 kilometers these are not huge misses.

Report Sample (Demo Data):
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Report Name: * DealerMenus Model ELR Review *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Menu related categories.

Suggested Review Frequency: Monthly

Report Parameters: This report has Dealer and Model on it. The Date Range is set to Quarter to Date. The Filters applied are showing Customer Pay
tickets in the Service department only, and removing any ROs where parts and labor revenue are $0. We have also applied a filter to track Menu op codes
only.

Overview: This report shows the ELR by model for all Menu op codes and you can make price or flag time adjustments to increase your ELR.
Report Variations: 1) Resort the report by # ROs to see which models you need to work on
Investigating Data: 1) Drill down by Mileage Group to see which mileage interval is dragging down your ELR

Report Sample (Demo Data):

The ELR on the MX6 is
$85.42 versus the Miata at
$71.18
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Report Name: * ESP Op Code Verification *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all ESP categories.

Suggested Review Frequency: Monthly

Report Parameters: This report has Dealer, Op Code Group (1 or2**) and Op Code showing. It is set at Year to Date and has filters to show only
Customer Pay in the Service Department. We have also applied a filter to only look at suggested categories.

Overview: This report is showing the categories we suggest tracking on your ESP reports and which op codes are held in each. We highly recommend
viewing this report with your Dynatron AE or RZR when setting up your ESP reports.

If there are any op codes you would like moved into different categories, please talk with your Dynatron AE or RZR.
Report Variations:
Investigating Data:

Report Sample (Demo Data):
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Report Name: * MTD Tech Labor Mix Review *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy.

Suggested Review Frequency: Weekly

Report Parameters: This report has Dealer, Tech and Op Code Group (1 or 2**). The Date range is set at Month to Date. The only Filter applied is one
removing any lines where parts and labor revenue is 0.

Overview: We recommend that you review this report to quickly identify the labor hour mix that each Technician is performing. Opportunities may be
identified to dispatch work differently to maximize your gross profit opportunities.

Look for Technicians that have lower Labor GP/Hour than others. A portion of the Gross Profit/Hour Variance will be caused by the Technician Cost/Hour
which is shown on the report. If the variances exceed this difference however, it may indicate an opportunity to dispatch work differently. For example your A
level or high cost technicians may be performing too many Maintenance and Competitive operations relative to their overall operations performed.
Reviewing this data may also be helpful to know what level of Technicians your shop requires if you are in the process of hiring.

Report Variations: 1) Make this a Week to Date report versus Month to Date to isolate results one week at a time.
2) Remove Cost/Hr if you plan on sharing this report with your technicians

Investigating Data: 1) Drill to Op Code to review specific work completed by a Technician within a labor mix category
2) Drill to Day of Month to isolate variances to a single day

Report Sample (Demo Data):

Easy to see Tech Levels
by reviewing the Cost/Hr

l

David B has 34.74 GP/Hr Vs Barry who
has 51.89 GP/Hr. Thisis a 17.15 GP $/Hr
discrepancy.

Only $3.32 is caused by the cost/hr. (19.38}
16.06). The balance is caused by David B
performing a lower percentage of Repairs

to total Flagged Hrs.
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Report Name: * Retail Report *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Retail related categories.

Suggested Review Frequency: Monthly

Report Parameters: This report shows Dealer, Op Code Group (1 or2**) and Month. It is set at Year to Date and has filters to show only Customer Pay in
the Service Department and removing any lines where parts and labor revenue is $0. We have also applied a filter to only look at Retail categories.

Overview: This report shows all of your Retail categories broken out by Month so you can track sales % improvements from month to month. The
Baselines amounts for the full previous 6 months can be notated in the header of the report, and saved under your log in so you can see how much
improvement you have made each month.

Report Variations: 1) Change the report to month to date and explode by advisor to see who needs to improve selling different items
Investigating Data: 1) Drill into the highest sales % month for one service by advisor and challenge him/her to sell higher than that next month

Report Sample (Demo Data):
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Report Name: * RO Analysis - Advisor Labor Mix *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy.

Suggested Review Frequency: Weekly

Report Parameters: This report has Dealer, Advisor and Op Code Group (1 or 2**). The Date Range is set at Month to Date. Filters were applied to show
Service Only, Customer Pay Only and removing any line where parts and labor revenue is 0.

Overview: You can perform a comprehensive RO Analysis at any time for any date range. This report is essential to monitor and understand Effective
Labor Rate, Labor GP %, and Labor $/RO variances. Each category typically has distinct rates associated with them. Competitive Op Codes will usually
have the lowest ELR and then Maintenance, with Repair op codes having the highest. Financial Statements and most other reports do not separate data into
these categories. By doing so you can quickly isolate variances due to changes in performance or a mix of labor performed.

Selling a higher percentage of Competitive operations without up-selling maintenance can cause lower than desired ELR, GP% and $/RO.

Monitor your percentage of hours for Maintenance, Competitive and Repairs to the total. Some advisors may have different labor mixes if they write orders
for specific types of services such as Quick Lube. You should also monitor your percentage of total maintenance and competitive as this is an indication of
Advisors ability to sell needed services to customers.

Benchmark each advisor against your dealership total as well as to the industries 50% expectation.

Report Variations: 1) Change your Date Range to Week to Date to get specific weekly reports
2) Change your Date Range to YTD. You could then Explode by Month (under Op Code Group (1 or 2**)) to show monthly trends under each Advisor.
3) Add the Door Rate Metric to your report (Requires Admin Update)

Investigating Data: 1) For Advisors with less than 50% maintenance and competitive hours, you may want to review the Daily Missed Sales
Opportunities report. Are these Advisors worse than others? If so they need to strengthen their up-sell or menu presentations.
2) Drill in by Repair Order and/or Op Codes to look for specific opportunities or causes.

Report Sample (Demo Data):

With 49.6% in Repair,
Competitive & Maintenance
4| would be 50.4%

Notice the difference in ELR
between the 3 categories.
With these categories
separated variances should be
easier to understand.
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Report Name: * RO Analysis - Dealer Labor Mix *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy.

Suggested Review Frequency: Weekly

Report Parameters: This report is exploded by Dealer and Op Code Group (1 or 2**). The Date Range is set at Month to Date. Filters have been applied
to show Service Only, Customer Pay Only and removing any lines where parts and labor revenue is 0.

Overview: Recapped by Dealer it provides a quick way to measure your total performance by Labor Mix for your Dealership. You can perform a
comprehensive RO Analysis at any time for any date range. This report is essential to monitor and understand Effective Labor Rate, Labor GP %, and Labor
$/RO variances. Each category typically has distinct rates associated with them. Competitive Op Codes will usually have the lowest ELR and then
Maintenance, with Repair op codes having the highest.

Selling a higher percentage of Competitive operations without up-selling maintenance can cause a lower than average ELR, GP% and $/RO. You should
also monitor your percentage of total maintenance and competitive as this is an indication of Advisors ability to sell needed services to customers.

With decreased Warranty business being the trend it is critical that you obtain your goals for Maintenance and Competitive work. Be sure you have a menu
program in place as well as an inspection process to point out and sell needed services.

Report Variations: 1) Change the Date Range to WTD to show isolated specific time periods or from and to any specified date range.
2) To see a dealer trend change your report to YTD and then Explode by Month and then by Op Code Group (1 or 2**).
3) Add Door Rate Data Metrics

Investigating Data: 1 ) Review Missed Sales and 1 Line CP Advisor ROs to isolate Advisors that may be causing unfavorable trends.

Report Sample (Demo Data):

With 30% in Repair, Competitive
& Maintenance would then be
70%
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Reports

18) 1 Line Combined Advisor Sales Summary

19) Advisor 1 Line Internal ROs

20) Advisor 1 Line ROs

21) Advisor 1 Line Warranty ROs

22) Advisor Menu Sales

23) Dealer Menu Sales

24) MTD Internal Retail Sales by Advisor
25) MTD Retail Sales by Advisor

26) MTD Warranty Retail Sales by Advisor
27) Sales % - Advisor Menu Sales

28) Sales % - Advisor Retail Sales

29) Sales % - Dealer Menu Sales

30) Sales % - Retail Sales

31) Selected Retail Advisor Sales Analysis
32) WTD 1 Line CP ROs by Day

33) WTD Missed Sales Opportunities

34) YTD Dealer Retail Sales Trend

Graphs

22) Advisor % of 1 Line CP ROs

23) Advisor % of 1 Line Internal ROs

24) Advisor % of 1 Line Warranty ROs
25) Advisor Internal Menu Sales

26) Advisor Menu Sales

27) Advisor Warranty Menu Sales

28) Dealer Menu Sales

29) Dealer CP Lines Per RO Analysis
30) MTD CP Advisor Analysis

31) MTD Dealer Retail Sales

32) MTD Internal Advisor Analysis

33) MTD Internal Retail Sales by Advisor
34) MTD Retail Sales by Advisor

35) MTD Warranty Advisor Analysis

36) MTD Warranty Retail Sales by Advisor
37) RO Analysis — Dealer Labor Hrs Mix
38) RO Analysis — Vehicle Year Mix

39) Tech Hrs/RO

40) Wheel Alignment Sales % by Advisor
41) YTD CP Traffic by Zip Code

42) YTD Dealer Retail Sales Trend

Samples of additional reports/charts that can be cr eated upon request
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Report Name: * 1 Line Combined Advisor Sales Summar y*

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Retail categories.

Suggested Review Frequency: Twice a week

Report Parameters: This report shows Dealer, Service Advisor and your Retail Op Code Group (1 or 2**). The date range is set at Month to Date. Filters
have been applied to show 1 Line ROs with Retail op codes ONLY, in the Service department, and where Parts & Labor Rev was not O (zero).

Overview: This report was designed to show your Advisors Single Line Retail Sales for all Pay Types. Review this report with your Advisors to ensure they
are selling needed items, not just taking orders.

Report Variations: 1) Create the report for WTD instead of MTD 2) Explode All by Day of Month (or Day of Week if set at WTD)

Investigating Data: 1) Drill in by Op Code to see which ops are being tracked. If any are missing, contact Dynatron to have your data updated.
2) Verify that Advisors are using the correct op codes that get assigned to the Retail Categories.

Report Sample (Demo Data):
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Report Name: * Advisor 1 Line Internal ROs *
Dealer Setup Required: None
Suggested Review Frequency: Weekly

Report Parameters: We built this report from the Dealer CP Lines/RO Analysis, but we exploded by Advisor instead of Lines per RO and switched out
the Customer Pay filter for an internal one. The Date Range is set at Month to Date. Filters were applied to show 1 Line ROs Only, Service Department Only,
Internal Only as well as one to remove any lines where Parts & Labor Rev is 0.

Overview: The number of 1 line internal Repair Orders are shown for each Advisor as well as the Percent of their one line ROs to the Total Dealerships.
We are also showing the Hours/RO and Labor $/RO which are important pieces of information to review with Advisors.

Report Variations: 1) Change the Date Range to Year to Date and explode by Month to see if there is one advisor consistently writing 1 line ROs.
2) Apply a Range Filter at the RO Line Level to eliminate 1 Line ROs if the hours or dollars exceed a specified limit.
3) Create and Apply a Drill Group Filter at the RO Line level to filter out low mileage groups such as 10,000 and under.

Investigating Data: 1) Drill in by Op Code to display the most common Op Codes causing 1 line ROs.

Report Sample (Demo Data):
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Report Name: * Advisor 1 Line ROs *
Dealer Setup Required: None
Suggested Review Frequency: Weekly

Report Parameters: We built this report from the Dealer CP Lines/RO Analysis then exploded by Advisor instead of Lines per RO. The Date Range is set
at Month to Date. Filters were applied to show 1Line ROs Only, Service Department Only, Customer Pay Only as well as one to remove any lines where
Parts & Labor Rev is 0.

Overview: The number of 1 line Repair Orders are shown for each Advisor as well as the Percent of their one line ROs to the Total Dealerships. We are
also showing the Hours/RO and Labor $/RO which are important pieces of information to review with Advisors.

Report Variations: 1) Change the Date Range to Year to Date and explode by Month to see if there is one advisor consistently writing 1 line ROs.
2) Apply a Range Filter at the RO Line Level to eliminate 1 Line ROs if the hours or dollars exceed a specified limit.
3) Create and Apply a Drill Group Filter at the RO Line level to filter out low mileage groups such as 10,000 and under.

Investigating Data: 1) Drill in by Op Code to display the most common Op Codes causing 1 line ROs.

Report Sample (Demo Data):
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Report Name: * Advisor 1 Line Warranty ROs *
Dealer Setup Required: None
Suggested Review Frequency: Weekly

Report Parameters: We built this report from the Dealer CP Lines/RO Analysis, but we exploded by Advisor instead of Lines per RO and switched out
the Customer Pay filter for a warranty one. The Date Range is set at Month to Date. Filters were applied to show 1 Line ROs Only, Service Department Only,
Warranty Only as well as one to remove any lines where Parts & Labor Rev is 0.

Overview: The number of 1 line Warranty Repair Orders are shown for each Advisor as well as the Percent of their one line ROs to the Total Dealerships.
We are also showing the Hours/RO and Labor $/RO which are important pieces of information to review with Advisors.

Report Variations: 1) Change the Date Range to Year to Date and explode by Month to see if there is one advisor consistently writing 1 line ROs.
2) Apply a Range Filter at the RO Line Level to eliminate 1 Line ROs if the hours or dollars exceed a specified limit.
3) Create and Apply a Drill Group Filter at the RO Line level to filter out low mileage groups such as 10,000 and under.

Investigating Data: 1) Drill in by Op Code to display the most common Op Codes causing 1 line ROs.

Report Sample (Demo Data):
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Report Name: * Advisor Menu Sales *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Menu related categories.

Suggested Review Frequency: Daily

Report Parameters: This report has Dealer and Service Advisor on it as well as Op Code Group (1 or 2**). The Date Range is set at Month to Date.
Filters were applied to show Customer Pay, Menu Items, Service Department only, and removing any 0 dollar lines.

Overview: This report shows menu sales by Service Advisor. Managers and Advisors should constantly be aware of their Menu Sales as this is the
primary Maintenance category and is a sure measure of Advisors selling versus order taking.

Report Variations: 1) Change the Date Range to Week to Date instead of Month to Date 2) Explode by Day of Month or Day of Week if changing the
report to WTD 3) Explode by Op Code to display additional detail of the sales.

Investigating Data: 1) Drill to Op Code to see detail of each sale 2) Drill to Day of Month or Day of Week

Report Sample (Demo Data):
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Report Name: * Dealer Menu Sales *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Menu related categories.

Suggested Review Frequency: Weekly

Report Parameters: This report shows Dealer and Op Code Group (1 or 2**). The Date Range is set at Month to Date. Filters were applied to show
Menu Sales and remove all lines where there were no parts or labor dollars generated.

Overview: This report shows menu sales for the entire Dealership. Managers should constantly be aware of their Menu Sales, as this is the primary
Maintenance category and is a sure measure of Advisors selling versus order taking.

Report Variations: 1) Change the Date Range to Week to Date instead of Month to Date 2) Explode by Day of Month or Day of Week if changing the
report to WTD

Investigating Data: 1) Drill to Op Code to see detail of each sale 2) Drill to Day of Month or Day of Week

Report Sample (Demo Data):

Page 40 of 80



Report Name: * MTD Internal Retail Sales by Advisor  *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Retail categories.

Suggested Review Frequency: Weekly

Report Parameters: This report is showing Dealer, Service Advisor and Op Code Group (1 or 2**). The Date range is set at Month to Date. A Drill Group
Filter at the RO Line Level was created tracking all Retail categories. Filters were also applied to show Service Department Only, Internal Only and one
removing any line where parts and labor revenue is 0.

Overview: This report was designed to track specific Retail Op Codes that you wish to target for sale. New Retail categories can be added or deleted as
necessary. See Page 80 for a list of basic categories.

This report will insure you are holding your Advisors accountable for Retail sales. Be sure to post this report so all Advisors can review results.

Report Variations: 1) Explode by Day of Month to provide a monthly trend 2) Create a Weekly Report Explode by Day of Week instead of a Monthly
Report.

Investigating Data: 1) Drill into low Labor Gross Profit Percentages by Technician to see if Level A techs are performing too many Maintenance
operations. 2) Drill into any Unknown row by Op Code to review all op codes yet to be assigned. Please call Dynatron to have this corrected.

Report Sample (Demo Data):
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Report Name: * MTD Retail Sales by Advisor *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Retail categories.

Suggested Review Frequency: Twice a Week

Report Parameters: This report is showing Dealer, Service Advisor and Op Code Group (1 or 2**). The Date range is set to Month to Date. A Drill Group
Filter at the RO Line Level was created tracking all Retail categories. Filters were also applied to show Service Department Only, Customer Pay Only and
one removing any line where parts and labor revenue is 0.

Overview: This report was designed to track specific Retail Op Codes that you wish to target for sale and give you the Sales % Penetration for each by
Advisor. New Retail categories can be added or deleted as necessary. See Page 80 for a list of basic categories.

It is extremely important with the reduction of Warranty work that Advisors continue to focus on selling Retail operations.
This report will insure you are holding your Advisors accountable for these sales. Be sure to post this report so all Advisors can review results.

Report Variations: 1) Explode by Day of Month to provide a monthly trend 2) Create a Weekly Report Explode by Day of Week instead of a Monthly
Report.

Investigating Data: 1) Drill into low Labor Gross Profit Percentages by Technician to see if Level A techs are performing too many Maintenance
operations 2) Drill into any Unknown row by Op Code to review all other Retail operations. Please call your Dynatron CSR to have this corrected.

Report Sample (Demo Data):
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Report Name: * MTD Warranty Retail Sales by Advisor  *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Retail categories.

Suggested Review Frequency: Weekly

Report Parameters: This report is showing Dealer, Service Advisor and Op Code Group (1 or 2**). The Date range is set at Month to Date. A Drill Group
Filter at the RO Line Level was created tracking all Retail categories. Filters were also applied to show Service Department Only, Warranty Only and one
removing any line where parts and labor revenue is 0.

Overview: This report was designed to track specific Retail Op Codes that you wish to target for sale. New Retail categories can be added or deleted as
necessary. See Page 80 for a list of basic categories.

Report Variations: 1) Explode by Day of Month to provide a monthly trend 2) Create a Weekly Report Explode by Day of Week instead of a Monthly
Report.

Investigating Data: 1) Drill into low Labor Gross Profit Percentages by Technician to see if Level A techs are performing too many Maintenance
operations. 2) Drill into any Unknown row by Op Code to review all other Retail operations. Please call your Dynatron CSR to have this corrected.

Report Sample (Demo Data):
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Report Name: * Sales % - Advisor Menu Sales *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Menu related categories.

Suggested Review Frequency: Daily

Report Parameters: This report has Dealer and Service Advisor on it as well as Op Code Group (1 or 2**). The Date Range is set at Month to Date.
Filters were applied to show Customer Pay Only, in the Service Dept, Menu Sales, removing lines where no parts or labor dollars were generated, and
sometimes a specific dealership (for multi store users).

Overview: This report shows menu Sales % Penetration by Service Advisor. Managers and Advisors should constantly be aware of their Menu Sales as
this is the primary Maintenance category and is a sure measure of Advisor selling versus order taking.

Report Variations: 1) Change the Date Range to Week to Date instead of Month to Date 2) Explode by Day of Month or Day of Week if changing the
report to WTD 3) Explode by Op Code to display additional detail of the sales.

Investigating Data: 1) Drill to Op Code to see detail of each sale 2) Drill to Day of Month or Day of Week

Report Sample (Demo Data):
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Report Name: * Sales % - Advisor Retail Sales *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Retail categories.

Suggested Review Frequency: Twice a Week

Report Parameters: This report is showing Dealer, Service Advisor and Op Code Group (1 or 2**). The Date range is set to Month to Date. A Drill Group
Filter at the RO Line Level was created tracking all Retail categories. Filters were also applied to show Customer Pay Only, in the Service Dept, removing
lines where no parts or labor dollars were generated, and sometimes a specific dealership (for multi store users).

Overview: This report is based off of the MTD Retail Sales by Advisor report but showing a little more in depth information about the ROs. New Retail
categories can be added or deleted as necessary. See Page 80 for a list of basic categories.

It is extremely important with the reduction of Warranty work that Advisors continue to focus on selling Retail operations.
This report will insure you are holding your Advisors accountable for these sales. Be sure to post this report so all Advisors can review results.

Report Variations: 1) Explode by Day of Month to provide a monthly trend 2) Create a Weekly Report Explode by Day of Week instead of a Monthly
Report.

Investigating Data: 1) Drill into low Labor Gross Profit Percentages by Technician to see if Level A techs are performing too many Maintenance
operations. 2) Drill into any Unknown row by Op Code to review all other Retail operations. Please call your Dynatron CSR to have this corrected.

Report Sample (Demo Data):
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Report Name: * Sales % - Dealer Menu Sales *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Menu related categories.

Suggested Review Frequency: Weekly

Report Parameters: This report shows Dealer and Op Code Group (1 or 2**). The Date Range is set at Month to Date. Filters were applied to show
Menu Sales and remove all lines where there were no parts or labor dollars generated.

Overview: This report shows menu Sales % Penetration for the entire Dealership. Managers should constantly be aware of their Menu Sales, as this is the
primary Maintenance category and is a sure measure of Advisor selling versus order taking.

Report Variations: 1) Change the Date Range to Week to Date instead of Month to Date 2) Explode by Day of Month or Day of Week if changing the
report to WTD 3) Explode by Op Code to display additional detail of the sales.

Investigating Data: 1) Drill to Op Code to see detail of each sale 2) Drill to Day of Month or Day of Week

Report Sample (Demo Data):
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Report Name: * Sales % - Retail Sales *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Retail categories.

Suggested Review Frequency: Twice a Week

Report Parameters: This report is showing Dealer, Service Advisor and Op Code Group (1 or 2**). The Date range is set to Month to Date. A Drill Group
Filter at the RO Line Level was created tracking all Retail categories. Filters were also applied to show Customer Pay Only, in the Service Dept, removing
lines where no parts or labor dollars were generated, and sometimes a specific dealership (for multi store users).

Overview: This report gives you a snap-shot of the Sales % Penetration for all retail sales in your department. New Retail categories can be added or
deleted as necessary. See Page 80 for a list of basic categories.

It is extremely important with the reduction of Warranty work that Advisors continue to focus on selling Retail operations.
This report will insure you are holding your Advisors accountable for these sales. Be sure to post this report so all Advisors can review results.

Report Variations: 1) Explode by Day of Month to provide a monthly trend 2) Create a Weekly Report Explode by Day of Week instead of a Monthly
Report.

Investigating Data: 1) Drill into low Labor Gross Profit Percentages by Technician to see if Level A techs are performing too many Maintenance
operations. 2) Drill into any Unknown row by Op Code to review all other Retail operations. Please call your Dynatron CSR to have this corrected.

Report Sample (Demo Data):
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Report Name: * Selected Retail Advisor Sales Analys  is *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull the Alignment, LOF and Rotate/R&B categories.

Suggested Review Frequency: Weekly

Report Parameters: This report is showing Dealer, Op Code Group (1 or 2**) and Service Advisor. The Date range is set to Month to Date. A Drill Group
Filter at the RO Line Level was created to track the LOF's, Rotate/R&B and Alignment categories. Filters were also applied to show Service Department
Only, Customer Pay Only and one removing any line where parts and labor revenue is 0. We have provided the Industry Average Goals as well.

Overview: This report was designed to show how many LOF’s, Rotate/Balance and Alignments your advisors have sold and the percentage of penetration
to customer pay ROs. We are constantly hearing where we should be, now we have a tool to measure where we are that can easily show us opportunities to
help us get there.

Report Variations: 1) Explode by Day of Month to provide a monthly trend 2) Create a Weekly Report Explode by Day of Week instead of a Monthly
Report.

Investigating Data:

Report Sample (Demo Data):
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Report Name: * WTD 1 Line CP ROs by Day *

Dealer Setup Required: None
Suggested Review Frequency: Daily

Report Parameters: This report shows Dealer, Service Advisor and Day of Week. The Date Range is set at WTD. Filters have been applied to show 1
Line Repair Orders, Service Only, Customer Pay Only and removing any line that has O parts and labor revenue on it. Op Codes are counted as Lines only if
Labor plus Parts sales are greater than 0.

Overview: Reviewing 1 Line Repair Orders is a great way to measure Advisors effectiveness on up-selling customers. It is important to review other
metrics as well. For example if an Advisor has a higher Hrs/RO it may be due to selling more menu products which is not a bad thing. A one line RO
therefore is not always a bad thing. Our Reporting Suite provides many opportunities to apply filters as you see necessary to make this report more useful
and truly target one line ROs that were missed opportunities. (See Report Variations)

Regardless of possible issues with counting 1 line repair orders, most consultants still see this as an extremely useful means to measure Advisors.
Benchmark Advisors against their own history, other Advisors, or even your dealership totals.

To calculate the % of 1 Line RO’s for an Advisor simply take the number of one line RO’s and divide it by the total Service Customer pay RO’s written.

Report Variations: 1) Exclude selected Op Codes that you feel are not problems if they are the only line on an RO. 2) Apply a filter to include only ROs
that have less than .7 (or another number) flagged hours. 3) Change the Date Range to MTD

Investigating Data: 1) Drill to Op Code to see the primary operations causing 1 line ROs

Report Sample (Demo Data):
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Report Name: * WTD Missed Sales Opportunities *
Dealer Setup Required: None
Suggested Review Frequency: Daily

Report Parameters: This report shows Dealer, Service Advisor and Day of Week on it. The Date Range is set at Week to Date (WTD). Two Filters were
created and applied; A Drill Group Filter at the RO Line level to Exclude Mileage Groups under 10,000 Miles/20,000 Kilometers and a Range Filter at the RO
Header to only show ROs with less than .5 Flagged Hours. Filters were also applied to show Service Only, Customer Pay Only as well as one removing any
line where parts and labor revenue was 0.

Overview: This is an excellent report to review daily with Advisors to keep focused on up-sales for Competitive and Maintenance operations. Repair
Orders are targeted that produced low hours. Vehicles that are fairly new (Less than 10,000MI/20,000KM) are excluded from the report to make the missed
opportunities even more targeted.

While everyone will have missed opportunities you want to look for unfavorable trends as well as Advisors that may have more missed opportunities than
others. Communicating these misses with your Advisors will keep their focus on utilizing your menu and inspection programs.

Report Variations: 1) Remove Day of Week and explode by Mileage group and Repair Order to see where the vehicle was at when it came in (letting you
know what services should have been performed) and giving you the RO number to reduce your investigation time 2) Create your own Range Filter at the
RO Header level to modify the hours limit from .5 to another number

Investigating Data: 1) Drill by RO from any given Day and then Op Code to see details of the number of Missed Sales 2) Drilling to Mileage Group or
Vehicle Year may also provide valuable information to analyze misses. For example if many of the vehicles had 10,001 miles/20,001 kilometers these are
not huge misses.

Report Sample (Demo Data):
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Report Name: * YTD Dealer Retail Sales Trend *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Retail categories.

Suggested Review Frequency: Weekly

Report Parameters: This report is showing Dealer and Op Code Group (1 or 2**), which isolates various Retail Sales Categories, and Month to provide a
monthly trend. The Date Range was set at Year to Date. A Drill Group Filter at the RO Line level was created to include only Retail Sales Op Codes, there
are also filters to show Service Only, Customer Pay Only and removing any lines were parts and labor revenue is 0.

Overview: This report provides a great way to track targeted Retail services. Look for variations in the number of ROs. Especially if you are running
promotions or you are emphasizing certain services with Advisors.

Look for changes in Hours/RO, Effective Labor Rate, Labor $/RO, and Labor GP %.

Report Variations: 1) Change the Date Range to Week to Date to analyze specific weeks. You can Explode by Day of Week to see daily detail.
2) Make the report Month to Date. You can Explode by Day of Month to see Daily Detail.

Investigating Data: 1) Drill by Day of Month to see daily detail within a Month 2) Drill or Explode by Advisor if a Month looks low 3) If Labor GP% looks
low, Drill in by Tech to see if A level Techs were performing more services versus other months 4) Drill down by Op Code to review the detail op codes
assigned to each Retail Category.

Report Sample (Demo Data):

The 57.3% LOF Labor GP % ig
lower than previous months.
This report clearly shows you
that Hours/RO (.29) and $/RO
(10.65) were not the cause of
the GP % reduction as these
metrics are consistent with
previous months. Therefore thg
Labor Cost must have been
higher. Drilling to Tech may
show more A or B level techs
doing LOF’s or may show an
increase in a Techs rate/h¢
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Graph Name: * Advisor % of 1 Line CP ROs *
Dealer Setup Required: None
Suggested Review Frequency: Weekly

Report Parameters: This Graph can be prepared from the Advisor 1 Line ROs Report. The Date Range is Month to Date. The same filters are applied to
show Service Only, Customer Pay Only, One Line ROs and to remove any line where parts and labor revenue is 0. The Data Metric graphed is Number of
ROs.

Overview: This is a great Graph to post every week on a board for Advisors to review. The number of 1 line Repair Orders are shown for each Advisor as
well as the Percent of their one line ROs to the Total Dealerships. Lines are only counted if Labor plus Parts Revenue is greater than 0.

Report Variations: 1) Trend on any selected Advisor. Set the Frequency to Day or change the Date Range to YTD and set the frequency to Month.
3) Apply a Range Filter at the RO Line Level to eliminate 1 Line ROs if the hours or dollars exceed a specified limit. 4) Create and Apply a Drill Group Filter
at the RO Line level to filter out low mileage groups such as 10,000MI/20,000KM and under.

Investigating Data: 1) Change the Drill Group to Op Code to display the most common Op Codes causing 1 line ROs.

Report Sample (Demo Data):
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Graph Name: * Advisor % of 1 Line Internal ROs *
Dealer Setup Required: None
Suggested Review Frequency: Weekly

Report Parameters: This Graph can be prepared from the Advisor 1 Line Internal ROs Report. The Date Range is Month to Date. The same filters are
applied to show Service Only, Internal Only, One Line ROs and to remove any line where parts and labor revenue is 0. The Data Metric graphed is Number
of ROs.

Overview: This is a great Graph to post every week on a board for Advisors to review. The number of 1 line Repair Orders are shown for each Advisor as
well as the Percent of their one line ROs to the Total Dealerships. Lines are only counted if Labor plus Parts Revenue is greater than 0.

Report Variations: 1) Trend on any selected Advisor. Set the Frequency to Day or change the Date Range to YTD and set the frequency to Month.
3) Apply a Range Filter at the RO Line Level to eliminate 1 Line ROs if the hours or dollars exceed a specified limit. 4) Create and Apply a Drill Group Filter
at the RO Line level to filter out low mileage groups such as 10,000MI/20,000KM and under.

Investigating Data: 1) Change the Drill Group to Op Code to display the most common Op Codes causing 1 line ROs.

Report Sample (Demo Data):
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Graph Name: * Advisor % of 1 Line Warranty ROs *
Dealer Setup Required: None
Suggested Review Frequency: Weekly

Report Parameters: This Graph can be prepared from the Advisor 1 Line Warranty ROs. The Date Range is Month to Date. The same filters are applied
to show Service Only, Warranty Only, One Line ROs and to remove any line where parts and labor revenue is 0. The Data Metric graphed is Number of
ROs.

Overview: This is a great Graph to post every week on a board for Advisors to review. The number of 1 line Repair Orders are shown for each Advisor as
well as the Percent of their one line ROs to the Total Dealerships. Lines are only counted if Labor plus Parts Revenue is greater than 0.

Report Variations: 1) Trend on any selected Advisor. Set the Frequency to Day or change the Date Range to YTD and set the frequency to Month.
3) Apply a Range Filter at the RO Line Level to eliminate 1 Line ROs if the hours or dollars exceed a specified limit 4) Create and Apply a Drill Group Filter at
the RO Line level to filter out low mileage groups such as 10,000M1/20,000KM and under.

Investigating Data: 1) Change the Drill Group to Op Code to display the most common Op Codes causing 1 line ROs.

Report Sample (Demo Data):
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Graph Name: * Advisor Internal Menu Sales *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Menu related categories.

Suggested Review Frequency: Weekly

Report Parameters: This graph displays Internal menu sales by RO Count for each Service Advisor. The Date Range is set at Month to Date. Filters
have been applied to show Internal Only, Menu Sales and removing any line that has $0 parts and labor revenue.

Overview: Managers and Advisors should constantly be aware of their Menu Sales as this is the primary Maintenance category and is a sure measure of
Advisors selling versus order taking.

Report Variations: 1) Change the Date Range to Week to Date instead of Month to Date
Investigating Data: 1) Trend any Advisor by Day of Month or change the Date Range to YTD and Trend by Month.

Report Sample (Demo Data):
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Graph Name: * Advisor Menu Sales *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Menu related categories.

Suggested Review Frequency: Weekly

Report Parameters: This graph displays Customer Pay menu sales by RO Count for each Service Advisor. The Date Range is set at Month to Date.
Filters were applied to show Customer Pay, Menu Items, and removing any 0 dollar lines.

Overview: Managers and Advisors should constantly be aware their Menu Sales as this is the primary Maintenance category and is a sure measure of
Advisor selling versus order taking.

Report Variations: 1) Change the Date Range to Week to Date instead of Month to Date
Investigating Data: 1) Trend any Advisor by Day of Month or change the Date Range to YTD and Trend by Month.

Report Sample (Demo Data):
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Graph Name: * Advisor Warranty Menu Sales *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Menu related categories.

Suggested Review Frequency: Weekly

Report Parameters: This graph displays Warranty menu sales by RO Count for each Service Advisor. The Date Range is set at Month to Date. Filters
were applied to show Warranty Only, Menu Items, and removing any O dollar lines.

Overview: This is a helpful chart for dealerships that have a high volume of Maintenance covered under Warranty.
Report Variations: 1) Change the Date Range to Week to Date instead of Month to Date
Investigating Data: 1) Trend any Advisor by Day of Month or change the Date Range to YTD and Trend by Month.

Report Sample (Demo Data):
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Graph Name: * Dealer Menu Sales *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Menu related categories.

Suggested Review Frequency: Weekly

Report Parameters: This graph displays the various menu categories by RO Count for the dealership. The Date Range is set at Month to Date. Filters
are applied to show Menu Sales and removing any lines where parts and labor revenue is 0.

Overview: This graph shows menu sales for each Menu Category. Managers should constantly be aware their Menu Sales as this is the primary
Maintenance category and is a sure measure of Advisors selling versus order taking. The graph displays not only the number of ROs that each Menu
category provided but their percent of ROs to the Total Menus sold.

Report Variations: 1) Change the Date Range to Week to Date instead of Month to Date
Investigating Data: 1) Trend a Menu Category by Day of Month or change the Date Range to YTD and Trend by Month.

Report Sample (Demo Data):
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Graph Name: * Dealer CP Lines Per RO Analysis *
Dealer Setup Required: None
Suggested Review Frequency: Weekly

Report Parameters: This Graph was generated form the Dealer CP Lines/RO Analysis Power Report. The date range is set at Month to Date. Filters
were applied to show Service Only, Customer Pay Only and removing lines that have 0 parts and labor revenue. The Data Metric graphed is Number of
ROs.

Overview: This chart shows the percent of 1 line ROs as well as the percent of all other Line Count Groups. Monitor your Total Percent of One Line ROs
on a consistent basis. Print weekly to display your dealership totals.

Report Variations: 1) This graph can easily be changed to any other Drill Level instead of Lines per RO by selecting another Drill Group level from the
drop down box. You are viewing Customer Pay Service; selecting any other Drill Level will show you data accordingly for Customer Pay Service.

2) Create a Trend Graph on the 1 Line ROs by selecting 1 Line from the Trend dropdown box. Set the Frequency to Day or change the Date Range to YTD
and set the frequency to Month.

3) Select any Date Range i.e. YTD or last six months.

4) Consider filtering out low mileage vehicles or ROs that had high flagged hours or labor dollars.

Investigating Data: 1) Trend on 1 Line ROs to see if you are improving month over month.

Report Sample (Demo Data):

Focus on the % of 1 Line
ROs. Is your dealership
improving versus a base
such as the prior 3
months?
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Report Name: * MTD CP Advisor Analysis *

Dealer Setup Required: None
Suggested Review Frequency: Daily

Report Parameters: This chart has been created from the MTD CP Advisor Analysis report and is showing the total number of Customer Pay ROs by
Advisor. The Date Range is set to show Month to Date. The same filters have been applied to show Service Only, Customer Pay Only and removing any
lines where parts and labor revenue is 0.

Overview: This chart would be great to print daily and post on the board for all Advisors to review, giving them a quick overview of how many sales they
have for the month so far. We are not only showing the number of ROs, but the percentage for each advisor in comparison to the others as well.

Report Variations: Create a YTD Trend chart for one advisor by using the Trend On option, changing the Data Range and trending by Month.
Investigating Data:

Report Sample (Demo Data):
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Report Name: * MTD Dealer Retail Sales *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Retail categories.

Suggested Review Frequency: Twice a Week

Report Parameters: This chart shows the total number of Customer Pay ROs that have Retail items by category. The Date range is set to Month to Date.
A Drill Group Filter at the RO Line Level was created tracking all Retail categories. Filters were also applied to show Service Department Only, Customer
Pay Only and one removing any line where parts and labor revenue is 0.

Overview: This report was designed to track specific Retail Op Codes that you may wish to target and gives you the sales % for each category compared
to all of the retail items sold. New Retail categories can be added or deleted as necessary. See Page 80 for a list of basic categories.

It is extremely important with the reduction of Warranty work that Advisors continue to focus on selling Retail operations.
This chart will insure you are holding your Advisors accountable for these sales. Be sure to post this chart so all Advisors can review results.

Report Variations: 1) Create an incentive program and add a filter to track only those items.
Investigating Data: 1) Trend a Retail Category by Day of Month or change the Date Range to YTD and Trend by Month.

Report Sample (Demo Data):
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Report Name: * MTD Internal Advisor Analysis *
Dealer Setup Required: None
Suggested Review Frequency: Daily

Report Parameters: This chart is showing the total number of Internal ROs by Advisor. The Date Range is set to show Month to Date. Filters have been
applied to show Service Only, Internal Only and removing any lines where parts and labor revenue is 0.

Overview: This chart would be great to print daily and post on the board for all Advisors to review, giving them a quick overview of how many sales they
have for the month so far. We are not only showing the number of ROs, but the percentage for each advisor in comparison to the others as well.

Report Variations: Create a YTD Trend chart for one advisor by using the Trend On option, changing the Data Range and trending by Month.
Investigating Data:

Report Sample (Demo Data):
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Report Name: * MTD Internal Retail Sales by Advisor  *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Retail categories.

Suggested Review Frequency: Weekly

Report Parameters: This chart shows the Service Advisors number of Internal retail items sold. The Date range is set at Month to Date. A Drill Group
Filter at the RO Line Level was created tracking all Retail categories. Filters were also applied to show Service Department Only, Internal Only and one
removing any line where parts and labor revenue is 0.

Overview: This chart was designed to track specific Retail Op Codes that you wish to target for sale. New Retail categories can be added or deleted as
necessary. See Page 80 for a list of basic categories.

This chart will insure you are holding your Advisors accountable for Internal Retail sales. Be sure to post this report so all Advisors can review results.
Report Variations: Create a YTD Trend report for a problem category by using the Trend On option, changing the Data Range and trending by Month.
Investigating Data:

Report Sample (Demo Data):
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Report Name: * MTD Retail Sales by Advisor *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Retail categories.

Suggested Review Frequency: Weekly

Report Parameters: This chart shows the Service Advisors number of CP retail items sold. The Date range is set at Month to Date. A Drill Group Filter at
the RO Line Level was created tracking all Retail categories. Filters were also applied to show Service Department Only, Customer Pay Only and one
removing any line where parts and labor revenue is 0.

Overview: This chart was designed to track specific Retail Op Codes that you may wish to target. New Retail categories can be added or deleted as
necessary. See Page 80 for a list of basic categories.

This chart will insure you are holding your Advisors accountable for Retail sales. Be sure to post this report so all Advisors can review results.
Report Variations: Create a YTD Trend report for a problem category by using the Trend On option, changing the Data Range and trending by Month.
Investigating Data:

Report Sample (Demo Data):
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Report Name: * MTD Warranty Advisor Analysis *
Dealer Setup Required: None
Suggested Review Frequency: Daily

Report Parameters: This chart is showing the total number of Warranty ROs each Advisor has closed. The Date Range is set to show Month to Date.
Filters have been applied to show Service Only, Warranty Only and removing any lines where parts and labor revenue is 0.

Overview: This chart would be great to print daily and post on the board for all Advisors to review, giving them a quick overview of how many sales they
have for the month so far. We are not only showing the number of ROs, but the percentage for each advisor in comparison to the others as well.

Report Variations: Create a YTD Trend chart for one advisor by using the Trend On option, changing the Data Range and trending by Month.
Investigating Data:

Report Sample (Demo Data):
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Report Name: * MTD Warranty Retail Sales by Advisor  *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy. This report
will pull all Retail categories.

Suggested Review Frequency: Weekly

Report Parameters: This chart shows the Service Advisors number of Warranty retail items sold. The Date range is set at Month to Date. A Drill Group
Filter at the RO Line Level was created tracking all Retail categories. Filters were also applied to show Service Department Only, Warranty Only and one
removing any line where parts and labor revenue is 0.

Overview: This chart was designed to track specific Retail Op Codes that you wish to target for sale. New Retail categories can be added or deleted as
necessary. See Page 80 for a list of basic categories.

Report Variations: Create a YTD Trend report for a problem category by using the Trend On option, changing the Data Range and trending by Month.
Investigating Data:

Report Sample (Demo Data):
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Graph Name: * RO Analysis — Dealer Labor Hrs Mix *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR’s to review the op codes and ensure accuracy.

Suggested Review Frequency: Bi-Weekly

Report Parameters: This Graph was prepared from the * RO Analysis - Dealer Labor Mix * report. The Date Range is set at Month to Date. The same
filters are applied to show Service Only, Customer Pay Only and removing any line where parts and labor revenue is 0. The Date Metric Graphed is Flat
Rate Hours.

Overview: This Graph allows you to see the percentage of Hours for each of the three primary service categories, Repair, Maintenance and Competitive.
Report Variations: Change the Date Range from Month to Date to a specific Date Range or YTD.
Investigating Data: 1) Change the Date Ranges to look at the prior 6 months or YTD and compare this to your current month.

Report Sample (Demo Data):
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Graph Name: * RO Analysis — Vehicle Year Mix *
Dealer Setup Required: None
Suggested Review Frequency: Monthly

Report Parameters: This Graph was created from the Power Report called ** RO Analysis - Vehicle Year Mix **. Data is shown for Customer Pay
Service Department. The Date Range is set for Month to Date. Filters carried over to show Service Only, Customer Pay Only and removing any line where
parts and labor revenue is 0. The data metric graphed is Number of ROs.

The Graph was set to show only 10 Slices of information. All other Vehicle Years are combined into the Other slice.

Overview: This graph shows the percentages to the total that each Vehicle Year visited your dealership for the specified date range. See the RO Analysis
Vehicle Year Mix Power Report.

1) 40% should be the most current 4 model years - 2009, 2008, 2007, 2006 (Cycle each January)

2) 40% should be the next 4 model years - 2005, 2004, 2003, 2002

3) 20% should be remaining years

Report Variations: 1) Change the Power Slice count from 10 to 15 to include more Vehicle years
2) Change the date range to analyze your traffic over a longer time period such as YTD or the last 6 or 12 months.

Investigating Data:

Report Sample (Demo Data):
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Graph Name: * Tech Hrs/RO *
Dealer Setup Required: None
Suggested Review Frequency: Monthly

Report Parameters: This Graph was created from the Power Report called ** MTD Technician Performance **. The Date Range is set to Month to Date.
The filters have carried over to show only the Service Department and to exclude any lines where parts and labor revenue was O.

Overview: This chart provides information for Technicians on their work performed and closed. This chart would be great to print daily and post on a
community board for all Technicians’ to review, giving them a quick overview of how many Hours/RO they are running for the month so far.

Report Variations: 1) Make the chart Date Range Week to Date versus Month to Date 2) Create a YTD Trend chart for one advisor by using the Trend
On option, changing the Data Range and trending by Month

Investigating Data:

Report Sample (Demo Data):
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Report Name: * Wheel Alignment Sales % by Advisor *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE'’s or RZR’s to review the op codes and ensure accuracy. This report is
pulling only the Alignment category.

Suggested Review Frequency: Weekly

Report Parameters: This chart shows the Advisors Sales % Penetration of alignment sales. The Date range is set to Month to Date. A Drill Group Filter
at the RO Line Level was created to track the Alignment category. Filters were also applied to show Service Department Only, Customer Pay Only and one
removing any line where parts and labor revenue is 0. We have provided the Industry Average Goal as well.

Overview: We designed this chart to show the sales % of Alignments your advisors have sold (compared to the total customer pay ROs) at a quick glance.
We are constantly hearing where we should be, now we have a tool to measure where we are that can easily show us opportunities to help us get there.

Report Variations: 1) Change the Date Ranges to look at the prior 6 months or YTD and compare this to your current month 2) Create a YTD Trend
report for one Advisor by using the Trend On option, changing the Data Range and trending by Month.

Investigating Data:

Report Sample (Demo Data):
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Graph Name: * YTD CP Traffic by Zip Code *
Dealer Setup Required: None
Suggested Review Frequency: As Required

Report Parameters: This Graph was prepared form the ** YTD CP Traffic by Zip Code ** Power Report. A Filter was applied to only show Zip Codes with
more than 20 VINs. Filters were also applied to show Service Department Only, Customer Pay Only and to remove any ROs that had $0 Parts and Labor
Revenue. The Number of ROs is the Data Metric tracked.

Overview: This data may be beneficial to review before speaking with your AE or RZR regarding your marketing plan. Decisions can be made to increase
advertising by zip code.

Report Variations: 1) Change your Data Metric from Number of Repair Orders to Number of VINs. 2) Modify your Date Range to cover the last 6 or 12
months of data. 3) Modify the Slice count to show more Zip Codes and reduce the Other category. 4) Change your Data Metric to show Labor Revenue

Investigating Data: Trend on any one Zip Code to see if the traffic is declining or improving over time. Set the date range to 6 months or longer and the
frequency to month.

Report Sample (Demo Data):
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Graph Name: * YTD Dealer Retail Sales Trend *

Dealer Setup Required: Op Code Groups must be set up. Dealers must review the Op Code Group Verification reports to ensure accuracy (in many
cases, our best judgment was used to assign your op codes). Work with Dynatron AE’s or RZR'’s to review the op codes and ensure accuracy. This report
will pull all Retail categories.

Suggested Review Frequency: Monthly

Report Parameters: This Graph was prepared from the * YTD Dealer Retail Sales Trend * report. The Date Range is set to show Year to Date. The
same filters were applied to show all Retail categories, Service Only, Customer Pay Only and removing all lines where parts and labor revenue is 0.

Overview: This graph displays the number of ROs written for each of the Retail Sales Categories. This is a great way to graphically see the frequency that
each item is sold. New Retail categories can be added or deleted as necessary. See Page 80 for a list of basic categories.

Report Variations: 1) Modify the Graph Format to display the Percent of Total as well as the Name and Data for each Pie Slice
Investigating Data: Create a Trend graph for any Retail category to review a trend of the sales frequency.

Report Sample (Demo Data):
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Other Reporting Suite Power Settings

**Op Code Groupings: We have categorized all of your op codes in two groups; Competitive Maintenance and Repair OR Retail Categories. Some
Host sites have the Competitive, Maintenance and Repair categories in Group 1 with the Retail Categories in Group 2 and vice versa.

Op Code Group (1 or 2):

By default we have created Op Code Categories for: 44K, 4X4 Service, Air Filter, Alignment, Batteries, Battery Service, Brake Service, Brakes, Cabin Filter,
Climate Control Service, Coolant Service, Diesel Service, Engine Service, Fuel Filter, Fuel/Air Induction Service, Intermediate Menu, LOF, Major Menu,
MI3000, Minor Menu, MOA, Nitro Fill, Power Steering Service, Repair & Other Maintenance, Rotate/R&B, State Inspection, Tires, Transmission Service,
Unknown and Wipers. Operation Codes must be assigned to these categories. Dynatron will try to assign categories based on visual description. If there is
not a category for a specific op code or we are unsure of its description, we will assign it to Repair & Other Maintenance. Dealers should review accuracy
and ensure changes are made if necessary. If there is ever anything in the Unknown category, please let your AE/RZR know and we will assign it ASAP.

Op Code Group (1 or 2):

By default we have created Op Code Categories for Repair, Maintenance, and Competitive Op Codes. Operation Codes must be assigned to these
categories. Dynatron will try to assign based on visual descriptions however each dealer should review accuracy and insure changes are made if necessary.
Op Codes assigned to the Competitive category are Lube Olil Filter operations, all regularly scheduled maintenance items will be included in the
Maintenance Category and all other op codes will be assigned to the Repair category. If there is ever anything in the Unknown category, please let your
AE/RZR know and we will assign it ASAP.

Mileage Groups:
Mileage Groups are generally created in 1000 mile/kilometer increments. Our experience shows that this allows the most flexibility when reporting on
mileage based missed opportunities. Some host sites have strayed from this; any change would affect every dealer on the host site.

Data History Loaded to EBIS:
Dealers are brought live on our Reporting Suite with the 18 Months of history. Additional history can be purchased at very reasonable rates. Please contact
your Dynatron AE if you would like more information.

Drill Groups: Our Reporting Suite provides users with over 30 drill down levels to make “data mining” reports very quick and easy. Users can Drill Into any
report line by any of the Drill levels listed below at any time. A brief description of each drill level follows:

Company: Referred to as the HOME position this shows the total of all stores

Division, Regions & Dealer Groups (1 and 2): Dealerships can be organized into Divisions, Regions and two different Dealer Groups on the Administrative
Settings table

Dealer: Drilling into Dealer splits dealer groups by dealership

Department: Dealerships can be separated by Departments such as Service, Body Shop and PDI
Vehicle Type: Currently Not Used

Sold/Not Sold: The Vehicle Stock Number is used to separate all service data into Dealership Sold Vehicle or Not Sold groups
Franchise: Currently Not Used

Make: Vehicles Make

Model: Vehicles Model

Vehicle Year: The Year of the Vehicle

Pay Type: Pay Types typically include Customer, Internal and Warranty

Long Pay Type Group: Administrative tables allow you to group ADP Labor Types into customized groups
Long Pay Type: For ADP dealers this is the full labor type code i.e. CNT, CXL, etc

Service Advisor: Advisor or Consultant that writes the Repair Order

Mileage Group: By default, groups are generally created in 1000 mile/kilometer increments

Tech: Technician that worked on repairs

Customer State: State the Customer lives in

Customer Zip Code: Zip Code for the Customer

Lines Per RO: Dirill level organizes all ROs by the number of Lines on each

Repair Orders: Dirills into the actual RO number

RO Number Days Open: Groups every RO into aging buckets by the number of days the RO was open
VIN: Drills into the VIN number of the vehicle serviced

Op Code Group 1: Admin tables enable dealers to create customized grouping of operation codes

Op code Group 2: Admin tables enable dealers to create customized grouping of operation codes

Op Code: Defines the Operation code and description of the repair completed

Year: The calendar year of the close date on the RO

Quarter: The calendar quarter of the close date on the RO

Month: The calendar month of the close date on the repair order

Day of Week: Breaks out Sunday through Saturday, according to when they were closed

Day of Month: Shows the day of month the RO closed, 1 through 31
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Data Metrics:
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Dynatron Power Report and Graph Suggested Print/Rev  iew Frequency:

Suggested
Dynatron Power Reports Frequency |Page Filters Used
Daily Comeback Analysis Daily 9 Comebacks, Service Only
Dealer CP Lines/RO Analysis Monthly 10 Customer Pay, Pts & Lbr Rev Not Zero, Service Only
Key Performance Indicators Monthly 11 Customer Pay, Pts & Lbr Rev Not Zero, Service Only
MTD Coupon Advisor Performance Weekly 12 Customer Pay, Pts & Lbr Rev Not Zero, Service Only
MTD CP Advisor Analysis Daily 13 Customer Pay, Pts & Lbr Rev Not Zero, Service Only
MTD CP Op Code Analysis Bi-weekly 14 Customer Pay, Pts & Lbr Rev Not Zero, Service Only
MTD Dealer Performance Weekly 15 Pts & Lbr Rev Not Zero
Twice a
MTD Technician Performance Week 16 Pts & Lbr Rev Not Zero, Service Only
MTD vs YTD Key Performance Indicators Weekly 17 Pts & Lbr Rev Not Zero
RO Analysis - Dealer Pay Type Mix Weekly 18 Pts & Lbr Rev Not Zero, Service Only
RO Analysis - Vehicle Year Mix Monthly 19 Customer Pay, Pts & Lbr Rev Not Zero, Service Only
Service Repair Order Mix Daily 20 Pts & Lbr Rev Not Zero, Service Only
YTD CP Op Code Analysis Monthly 21 Customer Pay, Pts & Lbr Rev Not Zero, Service Only
As # VINs Over 20(Rpt View), Customer Pay, Pts & Lbr Rev Not Zero,
YTD CP Traffic by Zip Code Required 22 Service Only
YTD RO Cycle Time Monthly 23 Pts & Lbr Rev Not Zero
YTD Trend Key Performance Indicators Bi-weekly 24 Pts & Lbr Rev Not Zero
YTD Warranty Op Code Analysis Monthly 25 Pts & Lbr Rev Not Zero, Service Only, Warranty Only
Dynatron Power Charts E?gfue;:is Page Filters Used
YTD CP Labor & Labor GP Trend Monthly 26 Pts & Lbr Rev Not Zero, Service Only

Dynatron Additional Report Suggested Print/Review F

requency :

. Suggested
Additional Dynatron Reports Frequency |Page Filters Used
Customer Pay, Excl Less than 10K Miles, Pts & Lbr Rev Not Zero,
Daily Missed Sales Opportunities Daily 27 Ros < .5 Hrs, Service Only
DealerMenus Model ELR Review Monthly 28 Customer Pay, Pts & Lbr Rev Not Zero, Service Only, Menus Only
ESP Op Code Verification Monthly 29 Customer Pay, Service Only, ESP Categories
MTD Tech Labor Mix Review Weekly 30 Pts & Lbr Rev Not Zero
Retail Report Monthly 31 Customer Pay, Pts & Lbr Rev Not Zero, Service Only
RO Analysis - Advisor Labor Mix Weekly 32 Customer Pay, Pts & Lbr Rev Not Zero, Service Only
RO Analysis - Dealer Labor Mix Weekly 33 Customer Pay, Pts & Lbr Rev Not Zero, Service Only
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Samples of Additional Reports/Graphs  Suggested Print/Review Frequency:

Suggested
Reports Frequency [Page Filters Used
Twice a
1 Line Combined Advisor Sales Summary Week 35 1 Line Ros, Pts & Lbr Rev Not Zero, Retail Sales, Service Only
Advisor 1 Line Internal ROs Weekly 36 Internal Only, Pts & Lbr Rev Not Zero, Service Only
Advisor 1 Line ROs Weekly 37 Customer Pay, Pts & Lbr Rev Not Zero, Service Only
Advisor 1 Line Warranty ROs Weekly 38 Pts & Lbr Rev Not Zero, Service Only, Warranty Only
Advisor Menu Sales Daily 39 Customer Pay, Menu Sales, Pts & Lbr Rev Not Zero, Service Only
Dealer Menu Sales Weekly 40 Menu Sales, Pts & Lbr Rev Not Zero
MTD Internal Retail Sales by Advisor Weekly 41 Internal Only, Pts & Lbr Rev Not Zero, Retail, Service Only
MTD Retail Sales by Advisor Tvv\\%::ka 42 Customer Pay, Pts & Lbr Rev Not Zero, Retail Sales, Service Only
MTD Warranty Retail Sales by Advisor Weekly 43 Pts & Lbr Rev Not Zero, Retail Sales, Service Only, Warranty Only
Sales % - Advisor Menu Sales Daily 44 Customer Pay, Menu Sales, Pts & Lbr Rev Not Zero, Service Only
Sales % - Advisor Retail Sales Tvv\\%::ka 45 Customer Pay, Retail Sales, Pts & Lbr Rev Not Zero, Service Only
Sales % - Dealer Menu Sales Weekly 46 Customer Pay, Menu Sales, Pts & Lbr Rev Not Zero, Service Only
Sales % - Retail Sales Tvv\\%::ka 47 Customer Pay, Retail Sales, Pts & Lbr Rev Not Zero, Service Only
Customer Pay, Pts & Lbr Rev Not Zero, Selected Retail Sales, Service
Selected Retail Advisor Sales Analysis Weekly 48 Only
WTD 1 Line CP ROs by Day Daily 49 1 Line Ros, Customer Pay, Pts & Lbr Rev Not Zero, Service Only
Customer Pay, Excl Less than 10K Miles, Pts & Lbr Rev Not Zero, Ros <
WTD Missed Sales Opportunities Daily 50 .5 Hrs, Service Only
YTD Dealer Retail Sales Trend Weekly 51 Customer Pay, Retail Sales, Pts & Lbr Rev Not Zero, Service Only
Suggested
Charts Frequency Page Filters Used
Advisor % of 1 Line CP ROs Weekly 52 1 Line Ros, Customer Pay, Pts & Lbr Rev Not Zero, Service Only
Advisor % of 1 Line Internal ROs Weekly 53 1 Line Ros, Internal Only, Pts & Lbr Rev Not Zero, Service Only
Advisor % of 1 Line Warranty ROs Weekly 54 1 Line Ros, Pts & Lbr Rev Not Zero, Service Only, Warranty Only
Advisor Internal Menu Sales Weekly 55 Internal, Menu Sales, Pts & Lbr Rev Not Zero
Advisor Menu Sales Weekly 56 Customer Pay, Menu Sales, Pts & Lbr Rev Not Zero
Advisor Warranty Menu Sales Weekly 57 Menu Sales, Pts & Lbr Rev Not Zero
Dealer Menu Sales Weekly 58 Menu Sales, Pts & Lbr Rev Not Zero
Dealer CP Lines/RO Analysis Weekly 59 Customer Pay, Pts & Lbr Rev Not Zero, Service Only
MTD CP Advisor Analysis Weekly 60 Customer Pay, Pts & Lbr Rev Not Zero, Service Only
Twice a

MTD Dealer Retail Sales Week 61 Customer Pay, Pts & Lbr Rev Not Zero, Retail Sales, Service Only
MTD Internal Advisor Analysis Daily 62 Internal Only, Pts & Lbr Rev Not Zero, Service Only
MTD Internal Retail Sales by Advisor Weekly 63 Internal, Pts & Lbr Rev Not Zero, Retail Sales, Service Only
MTD Retail Sales by Advisor Weekly 64 Customer Pay, Pts & Lbr Rev Not Zero, Retail Sales, Service Only
MTD Warranty Advisor Analysis Daily 65 Pts & Lbr Rev Not Zero, Service Only, Warranty Only
MTD Warranty Retail Sales by Advisor Weekly 66 Pts & Lbr Rev Not Zero, Retail Sales, Warranty Only
RO Analysis - Dealer Labor Hrs Mix Bi-weekly 67 Customer Pay, Pts & Lbr Rev Not Zero, Service Only
RO Analysis - Vehicle Year Mix Monthly 68 Customer Pay, Pts & Lbr Rev Not Zero, Service Only
Tech Hrs/RO Monthly 69 Pts & Lbr Rev Not Zero, Service Only
Wheel Alignment Sales % by Advisor Weekly 70 Align Only, Customer Pay, Pts & Lbr 