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Executive summary

Introduction

Rapid Recon is a communication tool Irst and a tracking tool second.
It is designed to keep communication in front of the car and continuous.

People only stop reconditioning vehicles for two reasons: supplies
(parts) and information. Encouraging more people to pro-actively use
thetool willbroadenthe communication chainandincrease efficiency
throughthe consolidationand access to information.

This Playbook s speci!cally designed for the GM, so thatin 15 minutes,
he or she can set measurable objectives for establishing a time-to-
market culture that delivers a Best Practices, 3-day Average-Days-in-
Recon. Withoutthe GM’s active attention, a consistent 3-day ADR s just
notrealisticas accountability and resource decisions for the dealership
only come togetherat one desk.

Rapid Recon understands the recon process and provides the software
tools, training and experience to help any GM create and manage a
time-to-market culture.
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>
This playbook provides

the framework for you to decide
onyour level of engagement

and both basic and advanced tools
available toyou

and your Dealership.

Executive summary

A message for General Managers and Dealership Principals

Every dealership is unique. Even if you have standardized recon
processes, they are not truly standardized until there is consistent
measurement and management of every car and person who
touches your cars.

Replacing the 'nger pointing with mobile notilcations, and the
ability to con!rm a Step when it is completed, is the dynamic that
takesthefrictionoutofprocessandresults.

As General Manager, you must be hands-on to maintain a time-
to-market culture. No one likes to be held accountable unless they
themselves can control what is being reported and others are also
held tothe same standard.

Most of us will go the extra mile to demonstrate we are doing
agoodjobifgiventhe ability to demonstrate results. As GM, you
directly control the level of resources. All accountability comes
togetheratthetop, soitultimatelyfallsonyourshoulders.

If you are a hands-on manager, this Playbook will give you plenty
of metrics to measure and manage. If you delegate, but stay in
control, this will work for you as well.

Thank youfor the opportunity to have Rapid Recon on your team.

—Dennis McGinn, Rapid Recon Founder/CEO
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Executive summary

3 strategic reasons

Average-Days-in-Recon is calculated from Step 1 and de!ned as
the start of your recon process. Typically this starts atinspection
and ends at front-line ready. With Rapid Recon as your production
engine,therearethreestrategicreasonsforthe GMand/or Dealer
Principaltotakeanactiverole.

1. Holding Cost impact on gross

Holding cost is real and is easy to calculate. We have found most

$ dealerships thought they were doing a good job getting cars
through recon, but once they went to a workflow recon process
and automated their process metrics, their previous ADR was
substantially higher. For example, some believed they were at 7
or 8 days when, in fact, 14/15 days was their real number and the
expectation is 3 days.

+ === 2. Inventory turns

Velocity, time-to-market, and average-days-in-recon are all part of
the same continuum intent on accelerating inventory turns. Velocity
is a business strategy; time-to-market is a culture that values urgency
and communication; and, ADR is the metric used to evaluate the
efficiency of your recon process compared to the 3-day Best Practices
across all major brands.

3. Safety recall liability

Safety recall liability is no longer something that the GM/DP can
assume is being handled. There must be a policy in place and it must
be monitored.

In all these, the GM/DP should be able to set goals based on Best
Practicerecommendationsanddealership-specilcTTM metrics. We
do know that when the GM is setting the targets and monitoring

results, everyone’sattentiontoaccountabilitybecomescrystalclear.
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Creating a time-to-market culture

Steps to make it work

Work with your Rapid Recon Process Performance Manager
Map your processes into a workflow that makes the most of Best
Practices, resource limitations, physical constraints, vendors and
most importantly, current staff.

Learn from Best Practices
Metrics derived from“best-in-class dealers” which drive
measurement and management of recon.

Encourage change

Adealership-specilc workflow system s built with the flexibility
and the expectation that processes, people and responsibilities
are goingto fluctuate and change.

Make comprehensive training a requirement

Insist ALL recon staff train on the new system, and then launch it.

Performance metrics

Receive daily, weekly and monthly metrical and graphical
reporting to easily identify problem departments, personnel and
vehicles in both time and efficiency.

Insist on performance reviews

At 30 and 60 days, require performance reviews with all recon
personnel and dealer management. Request a quarterly
Performance Progress Report with dealer management and the
Rapid Recon Process Performance Team.

Continue to improve

Commit fully to continuous process improvement and give
workers the ability to register their own work and establish a time-
to-marketcultureforimprovementandinnovation.

Tuesday Morning Rapid Recon Meeting

Best Practice dealers have a short meeting every Tuesday morning
with the appropriate department heads using the previous week’s
performance metrics to !x and anticipate bottlenecks.
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Creating a time-to-market culture

Performance reporting

Until you identify progress, diminishment and failure, you won’t
be able to manage for improvement.

Rapid Recon provides you with a variety of reports that help you
keepreconontimeand drive accountability with your team.

Regularly scheduled meetings to review key metrics is a vital part
of establishing a time-to-market culture within your store.

It’s important to distribute your metrics to your entire team. From
the lot tech to the GM, personal inspiration comes from feedback.
By knowing their performance, they will adjust to make the
necessary changes.

For the GM, distributing metrics to
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Dealership group - average days in recon

Creating a time-to-market culture

Group level reporting

How we measure is equally important as to what we measure.
The new Rapid Recon Group Reports allow you to compare your
stores’ performance with other stores in your Group or with the
industry’s best--even by brand.

10 —e— SCHOMP BMW MINI
—+— SHAHEEN CHEY BUICK GMC
UL —e— GREENWAY DODGE CHRYL...
—s— GREENWAY FORD
5 —»— FREEDOM HONDA
i e —s— Rudy Luther Toyota
3 —»— MERCEDES BENZ FARMING...
—s— RUDY LUTHER TOYOTA
0
Apr May Jun Jul Sep Oct Nov Dec Jan Feb Mar
2016 2016 2016 2016 2016 2016 2016 2016 2017 2017 2017
Average days in recon
Dealerships Apr2016 May Jun 2016 Jul 2016 Aug Sep Oct2016  Nov Dec Jan 2017 Feb 2017 Mar2017 Yearly
2016 2016 2016 2016 2016
SCHOMP BMW MIN 1.43 191 225 340 3.43 3.24 3.54 3.03 217 210 220 2.27 2.58
SHAHEEN CHEY BUICK GMC 5.43 6.48 578 7.39 5.79 1.713 6.43 597 3.83 5.85 3.48 3.93 5.67
GREENWAY DODGE 4,66 3.20 3.51 4.20 4.27 5.28 4.79 3.18 3.03 2,69 2,35 2.73 3.66
CHRYLSER JEEP RAM
GREENWAY FORD 4.06 279 3.50 3.61 360 4.48 492 3.27 27 29 285 3.18 347
FREEDOM HONDA 2,05 282 3.58 3.36 3,69 431 2,62 3.08 3.0 1,86 248 250 2.95
Rudy Luther Toyota 29 2.60 257 3.10 2.80 3n 3.49 3.05 3.21 3.26 270 2.57 2.95
MERCEDES BENZ 0.00 0.00 0.00 0.00 0.00 0.00 7.78 3.67 3.82 264 240 2.94 3.88
FARMINGTON
RUDY LUTHER TOYOTA 2.9 2.60 257 3.10 2.80 3.1 3.49 3.05 3.21 3.26 2.70 2.57 2.95
Monthly averages for group 3.35 3.20 3.39 4.02 377 447 463 354 3.13 3.07 262 284

The report above shows actual average days in recon (ADR)
for Rapid Recon dealers over the last 12 months.
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Creating a time-to-market culture

Color triggers

Areal-time color trigger reportis available under the reporting
tab. Use this report to identify vehicles that are outside your
specilctime parametersforindividual Stepsand/or parameters
setfortotal reconditioning. Atyour request, Rapid Reconcan
setup this report to auto-run and
auto-email to your department

Rapid Recon Realtime Report | Friday, March 17, 2017 03:20 AM
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Weekly recon ops meeting

Hold a weekly recon ops meeting, headed up by your Rapid Recon
“champion.” In attendance, should be your department heads and
thoseresponsibleformanagingyourworkflow.

Review your current metrics, and use them for discussion to make
improvements orchangestoyourcurrent process. It’'simportant that
you decide what metric you’re going to use to measure your process
change before you change it. Moving forward, this will allow you to
determine if your change had a positive impact on your business.

Review your past metrics and use them to determine if the changes
you’ve made are making progress or diminishing progress.
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Creating a time-to-market culture

Process performance meetings

At your request, your assigned Rapid Recon Process Performance
Manager will perform a review of your metrics and assist you in
Inding opportunities and solutions in your current processes.

Please don’t underestimate this opportunity!
We have a lot of knowledge about how you can improve your
time-to-market numbers and we are ready to help.

_AN

>
Everyone involved in recon takes
an active part in getting vehicles
to the front-line as quickly

as possible.
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Getting started —for new Rapid Recon users

Welcome to Rapid Recon. What’s Next?

Here is what to expect as far as setup at your dealership if you are
a new Rapid Recon user. Your Rapid Recon Process Performance
Manager will review the following processes with you in detail.
For now, this overview helps you get the big picture along with
someimportant details for getting started.

Information collection

Lookforthe New User Documentsemailedtoyourdesignated
manager. Complete and returnthemto RRas soonasyoucan.
The information you provide us is vital in order for us to lay out
your server. Also, read and sign the important Business Agreement
Documents between your store and Rapid Recon.

Delned in the New User Documents are:

t 8PSLgPX 4UFQT
Workflow “Steps” describe how recon work will flow through
your process. Your RR Process Performance Manager will help
you map them to the best possible starting point; but note,
they can be modiled, added to, or removed at any time you
choose. Just contact us.

t 6TFS MITU
Provide the names, cell phone numbers and emails of everyone
who will be actively using Rapid Recon and/or receiving push
notilcations through Step movements.

t 7FOEPS MITU
Provide your list of vendors that work on-site. They will be
appended to your “Work Items” layout.

You will also Ind the License-Agreement and Billing & Product
Agreement in our package of New User Documents.
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The design phase includes
tVIFSTFUVQt
JOWFOUPSZ GFFE t

WFOEPS MBZPVU t

TFSWFS UFTUJOH

Getting started —for new Rapid Recon users

Design and build

Upon receipt of these documents, your Rapid Recon design team
will build your server where your recon data will be housed.

This phase includes the initial design, user set up, inventory feed,
vendor layout, and server testing. Allow and plan for 2 to 4 days
forthis process depending onyourinventoryfeed source.

Please provide Rapid Recon a contact person for our design team
so we can con!rminventory count priorto your launch date.

System launch

After system testing, your Process Performance Manager will
contact you to schedule your launch date.

For remote launches, a Go-To-Meeting link and calendar reminder
will be sent to you. Forward this to as many people within your
organization who should also attend this meeting.

Remote launches run 45 minutes to one hour. However, we will
be available aslong as needed. Attendance in this remote launch
meeting shouldinclude:

t General Manager

t General Sales Manager

t Used Car Manager

t Inventory Manager (if applicable)

t Service Manager

t Service Writer

t Parts Manager

t Body Shop Manager (if applicable)
t Comptroller

t Recon Tech or Lead Tech

pagel0
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Your team will be instructed
how to use Rapid Recon
and be provided instruction

pertaining to your custom layout,

Getting started —for new Rapid Recon users

After testing the system, your store will be contacted by one of our
Process Performance Managers to schedule a launch date.

On launch day, please have your team assembled. At this time, your
Rapid Recon Process Performance Manager will conduct a Inal
review of your Step list. This is critical so your staff understands all
the responsibilities within the process.

This is time to identify potential issues that were missed earlier in the
process. Be assured, your Process Performance Manager is able to
help you make Step modi!cations on the fly during the launch.

Your team will be instructed on how to best use Rapid Recon and will
also be provided with instructions pertaining to your custom layout.
We encourage all trainees to ask questions along the way.

Training post launch

Weekly Training for weeks 2 through 4.

Your Rapid Recon Process Performance Manager will perform a pre-
scheduled weekly training for three weeks following the launch. This
is to ensure that your custom Step layout is working as expected
and to offer support for any questions or changes you would like to
make. In addition, you will be given anintroductioninto reporting.

© 2017 Rapid Recon™, Inc. All right reserved.
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Getting started —for new Rapid Recon users

Industry benchmark comparisons and reviews

60-day industry benchmark comparison
A 60-day benchmark comparison is optional and included in the
onboarding at no extra charge.

90-day executive review

A 90-day executive review is also optional and included in

the onboarding at no extra charge. Your Rapid Recon Process
Performance Manager will perform a deep dive into your system,
provide a written report highlighting areas of opportunity, and
written recommendations based on the industries Best Practices.

Executive reviews upon request

At any time, you may request an industry benchmark comparison
and executive review at no extra charge. Your Rapid Recon Process
Performance Manager will combine an industry benchmark
comparison and executive report to be discussed in a remote Go-
To-Meeting session.

Support/Process Performance Managers

Rapid Recon’s Process Performance Managers are industry trained
individuals with many years of experience working in dealerships.
We are not computer people with an eye for automotive, we are
automotive people with an eye for process management. And,

through workflow management with real-time feedback, comes
accountability.
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Summary

Rapid Recon is not simply a process workflow management tool.
It is a vital business tool for one of any dealership’s largest !scal
inventory investments —its recon department. In real time, a
workflow management tool provides instantaneous feedback in
order to stop and make the necessary business decision to correct
any bottleneck which ordinarily costs a dealership both time and
money.

Your Rapid Recon installation is more than access to our software,
it's also access all our knowledge and experience and is available
to help you create a time-to-market culture in your dealership(s).

R RAPIDRECON

>
Rapid Recon gives you
everything you need
to create and manage
a time-to-market culture

at your dealership.
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For more information about how you can use Rapid Recon
to create a time-to-market culture at your dealership,
please contact us.

1.650.322.0600

info@rapidrecon.com

www.rapidrecon.com

Rapid Recon, Inc.
855 El Camino Real Suite 13A-420
Palo Alto, CA 94301

$IRRAPIDRECON
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