THE ROAD AHEAD: CANADA’S AUTOMOTIVE RETAIL TECHNOLOGY STUDY

BRITISH COLUMBIA & TERRITORIES DEALER SNAPSHOT

) Qap
552 TECH SOLUTIONS S DECISION-MAKERS

DEALER TECH SOLUTION
INDEX SCORE

STUDY AVERAGE

The Dealer Tech Solution Index score is a
weighted aggregated score of six different

satisfaction attributes using a 0-10
satisfaction scale across all dealerships:

Stability and
reliability of
. software
Integration
with other
applications

Solution that
meets your

needs
Usefulness

of new
updates and

: d Importance
innovations

Weights

Quality
of technical
support

VEHICLE

VALUATION**
DEALER
WEBSITE**

SERVICE
APPOINTMENT
SCHEDULING**

780

DIGITAL
RETAILING**

Ein

AVERAGE

CRM**

**Small sample, n=30-99

Approach to New Technologies

SHCONONON

First Among Opento Cautious Skeptical
movers the first change  but open

BC & TERR 11.3% 24.5% 39.6% 24.5% 0.0%
STUDY AVG 10.0% 19.5% 37.2% 32.6% 0.8%

Top 3 Priority Investment Areas

S

Lead management Digital advertising  Cybersecurity —
and response SEO Fraud prevention

BC & TERR 15.7% 11.8% 7.8%
STUDY AVG 16.3% 15.9%

Top 3 Tech Adoption Challenges

é?

Using the solution Integration into  Value justification /
to its full capability ~ daily operations measuring ROI

BC & TERR 56.6% 50.9% 41.5%
STUDY AVG 59.0% 54.8% 47.9%

OEM Support
Excellent Good Fair Poor Very Poor
BC & TERR 20.8% 34.0% 34.0% 9.4% 1.9%

STUDY AVG 14.9% 34.9% 34.9% 10.7% 4.6%

DEALER SNAPSHOT NAVIGATION MENU

Regional
Dealer Size
Location”

* Please note: For with multiple

ip locations, responses are recorded across multiple categories

Frequently Used Applications

ovs o1.8% NG -+

Dealer website 67.3% -_ 71.9%
crv 68.4% [N 08~

Vehicle valuation 45.9% ] 49.3%
s 43.8%

41.0%
3.1%

Digital retailing 40.8%
Service appt scheduling 38.8%

None of these 4.1%

Ease of use / Seamless data Effectiveness
user interface integration of training
BC & TERR 37.8% 35.7% 6.1%

STUDY AVG 34.7% 27.8% 9.7%

Artificial Intelligence Usage

BC & TERR

STUDY AVG

Social media marketing 7.1% 14.2%
Customer communication 22.4% 27.4%
Customer data mining 6.1% 8.3%
Vehicle descriptions (VDPs) 12.2% 17.7%
Technician write-ups 2.0% 2.8%
Business reporting 3.1% 6.6%

General research support 12.2% 17.7%
Other 4.1% 4.2%

Don’t knowingly use any Al 65.3%__ 58.0%
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DEALER SNAPSHOT NAVIGATION MENU
THE ROAD AHEAD: CANADA’S AUTOMOTIVE RETAIL TECHNOLOGY STUDY Regional’

Dealer Size
PRAIRIES DEALER SNAPSHOT peater &

* Please note: For with multiple ip locations, responses are recorded across multiple categories
oY% Qo
5% TECH SOLUTIONS S DECISION-MAKERS
DEALER TECH SOLUTION Approach to New Technologies Application Usage
e T
STUDY AVERAGE o ows o5.4% N 2%
The Dealer Tech Solution Index score is a First Among Opento Cautious Skeptical Dealer website 64.6% -_ 71.9%
weighted aggregated score of six different movers the first change  but open .
satisfaction attributes using a 0-10 PRAIRIES 69%  18.1%  347%  40.3%  0.0% cRv 63.1% [N  cos%
satisfaction scale across all dealerships: T 10.0% 19.5% 37 2% 32.6% 0.8% Vehicle valuation 33.8% -- 49.3%
ettty Top 3 Priority Investment Areas oiota retaling #1.7% e
'3‘.3?3?12? Service appt scheduling 33.8% -- 41.0%
applications None of these 4.6% [ 3.1%

Usefulness
of new
updates and
innovations

Top 3 Most Important Improvement Areas

Importance
Weights

Solution that
meets your
needs {g @

Lead management Digital advertising Cybersecurity —
Quality and response SEO Fraud prevention
of technical
support PRAIRIES 23.2% 5.8% 7.2%

STUDY AVG 16.3% 15.9%
Ease of use / Seamless data Effectiveness
VEHICLE Top 3 Tech Adoption Challenges user interface integration of training
VALUATION** PRAIRIES 32.3% 23.1% 9.2%

STUDY AVG 34.7% 27.8% 9.7%

Artificial Intelligence Usage

Using the solution Integration into  Value justification / ) ) )
to its full capability  daily operations measuring ROI Social media marketing 9.2% [ | 14.2%
% PRAIRIES 56.9% 56.9% 48.6% Customer communication 26.2% [ ] 27.4%

SERVICE
APPOINTMENT 780
SCHEDULING**

DIGITAL
RETAILING**

o @
WEBSITE** /.../'
a0al

STUDY AVG 39.0% 34.8% el Customer data mining 7.7% [ 8.3%

AVERAGE - OEM Support Vehicle descriptions (VDPs) 13.8% [ ] 17.7%

E Technician write-ups 1.5% 2.8%

- ;737 @ @ @ @ @ Business reporting 0.0% 6.6%

R - I Excellent  Good Fair Poor  Very Poor General research support 9.2% 17.7%

; PRAIRIES 13.9%  30.6% 37.5% 13.9% 4.2% Other 4.6% 4.2%

Sl sampl, =306 STUDYAVG  14.9% 34.9% 34.9% 10.7% 4.6% Don't knowingly use any Al 60.0% [INRRRE I 550
©2025CADA + RESEARCH POWERED BY Clarify SOMNRNGITAIRE EXCLUsIF CADA




DEALER SNAPSHOT NAVIGATION MENU
THE ROAD AHEAD: CANADA’S AUTOMOTIVE RETAIL TECHNOLOGY STUDY Regional’

Dealer Size
ONTARIO DEALER SNAPSHOT Deater 1

* Please note: For with multiple ip locations, responses are recorded across multiple categories
oY% Qo
5% TECH SOLUTIONS S DECISION-MAKERS
DEALER TECH SOLUTION Approach to New Technologies Application Usage
e T
STUDY AVERAGE o ows co.% I o2.+%
The Dealer Tech Solution Index score is a First Among Opento Cautious Skeptical Dealer website 71.4% _— 71.9%
weighted aggregated score of six different movers the first change  but open .
satisfaction attributes using a 0-10 ONTARIO 43%  204%  38.7%  344%  22% crv 740% [N  cos%
satisfaction scale across all dealerships: T 10.0% 19.5% 37 2% 32.6% 0.8% Vehicle valuation 55.8% -- 49.3%
ettty Top 3 Priority Investment Areas Diota retaling 586 e
Integration Service appt scheduling 44.2% ] 41.0%
applications

None of these 2.6% I 3.1%

Usefulness
of new
updates and
innovations

Top 3 Most Important Improvement Areas

Importance
Weights

Solution that
meets your
needs {g @

Lead management Digital advertising Cybersecurity —
Quality and response SEO Fraud prevention
of technical
support ONTARIO 19.5% 16.1% 8.0%

STUDY AVG 16.3% 15.9%
Ease of use / Seamless data Effectiveness
VEHICLE Top 3 Tech Adoption Challenges user interface integration of training
VALUATION** ONTARIO 40.3% 33.8% 5.2%

STUDY AVG 34.7% 27.8% 9.7%

Artificial Intelligence Usage

ONTARIO STUDY AVG

SERVICE
APPOINTMENT 780
SCHEDULING**

o @
WEBSITE** /.../'
a0al

Using the solution Integration into  Value justification /
to its full capability  daily operations measuring ROI Social media marketing 10.4% 14.2%
RETAILING % ONTARIO 65.6% 62.4% 49.5% Customer communication 26.0% 27.4%
SIEBMENG 59.0% 54.8% 47.9% Customer data mining 6.5% 8.3%
AVERAGE - OEM Support Vehicle descriptions (VDPs) 16.9% 17.7%
E Technician write-ups 1.3% 2.8%
- ;737 @ @ @ @ @ Business reporting 2.6% 6.6%
R - I Excellent  Good Fair Poor  Very Poor General research support 18.2% 17.7%
E ONTARIO 17.2% 37.6% 30.1% 9.7% 5.4% Other 7.8% 4.2%
oSl samole, 1230.69 STUDYAVG  14.9% 34.9% 34.9% 10.7% 4.6% Don't knowingly use any Al 58.4% [IEE I s:0%
©2025 CADA + RESEARCH POWERED BY Clar’ify COMMANDITAIRE EXCLUSIF CADAY




DEALER SNAPSHOT NAVIGATION MENU
THE ROAD AHEAD: CANADA’S AUTOMOTIVE RETAIL TECHNOLOGY STUDY Regional’

= Dealer Size
QUEBEC & ATLANTIC DEALER SNAPSHOT coationt

* Please note: For with multiple ip locations, responses are recorded across multiple categories
oY% Qo
5% TECH SOLUTIONS S DECISION-MAKERS
DEALER TECH SOLUTION Approach to New Technologies Application Usage
e T
SIS @ @ @ owms 95.5% NI 2%
The Dealer Tech Solution Index score is a First Among Opento Cautious Skeptical Dealer website 84.5% _— 71.9%
weighted aggregated score of six different movers the first change  but open
satisfaction attributes using a 0-10 QC&ATL  184%  250%  31.6%  250%  0.0% cRv 71.8% [  cos%
satisfaction scale across all dealerships: T 10.0% 19.5% 37.2% 32.6% 0.8% Vehicle valuation 59.2% -- 49.3%
ettty Top 3 Priority Investment Areas oiota retaling 5457 e
Integration Service appt scheduling 52.1% [ 41.0%
applications

None of these 0.0% | 3.1%

Usefulness
of new
updates and
innovations

Top 3 Most Important Improvement Areas

Importance
Weights

Solution that
meets your
needs {g @

Lead management Digital advertising Cybersecurity —
Quality and response SEO Fraud prevention
of technical
support QC & ATL 10.0% 22.9% 15.7%

STUDY AVG 16.3% 15.9%
Ease of use / Seamless data Effectiveness
VEHICLE Top 3 Tech Adoption Challenges user interface integration of training
VALUATION** QC & ATL 23.9% 15.5% 19.7%

STUDY AVG 34.7% 27.8% 9.7%

Artificial Intelligence Usage

QC & ATL STUDY AVG

SERVICE
APPOINTMENT 780

SCHERUEINCH Using the solution  Integrationinto  Value justification /

o @
WEBSITE** /.../'
a0al

to its full capability  daily operations measuring ROI Social media marketing 26.8% e 14.2%
RETAILING % QC & ATL 55.3% 47.4% 44.7% Customer communication 35.2% 27.4%
SICDIANG 59.0% 54.8% 47.9% Customer data mining 15.5% [ | | 8.3%
AVERAGE - OEM Support Vehicle descriptions (VDPs) 26.8% 17.7%
E Technician write-ups 5.6% 2.8%
- ;737 @ @ @ @ @ Business reporting 19.7% 6.6%

CRM™ - Excellent ~ Good Fair Poor  Very Poor General research support 26.8%

: QC & ATL 6.6% 46.1% 34.2% 7.9% 5.3% Other 1.4%
I STUDY AVG 14.9% 34.9% 34.9% 10.7% 4.6% Don’t knowingly use any Al 47.9%

**Small sample, n=30-99

© 2025 CADA + RESEARCH POWERED BY Clar’ify COMMBN S TAINE ERCLUSE




DEALER SNAPSHOT NAVIGATION MENU
THE ROAD AHEAD: CANADA’S AUTOMOTIVE RETAIL TECHNOLOGY STUDY Regional’

Dealer Size
SINGLE-POINT FRANCHISE DEALER SNAPSHOT ~ Peers:

* Please note: For with multiple ip locations, responses are recorded across multiple categories
oY% Qo
5% TECH SOLUTIONS S DECISION-MAKERS
DEALER TECH SOLUTION Approach to New Technologies Application Usage
e T
SIS @ @ @ ows o27% | o2.+%
The Dealer Tech Solution Index score is a First Among Opento Cautious Skeptical Dealer website 66.3% -_ 71.9%
weighted aggregated score of six different movers the first change  but open
satisfaction attributes using a 0-10 SINGLE-POINT 6.9%  18.1%  41.0%  32.6%  1.4% crv 65.2% [N  cos%
satisfaction scale across all dealerships: T 10.0% 19.5% 37 2% 32.6% 0.8% Vehicle valuation 42.7% -- 49.3%
ettty Top 3 Priority Investment Areas oiota retaling 585 e
Integration Service appt scheduling 41.0% e 41.0%
applications

None of these 2.2% I 3.1%

Usefulness
of new
updates and
innovations

Top 3 Most Important Improvement Areas

Importance
Weights

Solution that
meets your
needs {g @

Lead management Digital advertising Cybersecurity —
Quality and response SEO Fraud prevention
of technical
support SINGLE-POINT 16.1% 13.1% 10.9%

STUDY AVG 16.3% 15.9%
Ease of use / Seamless data Effectiveness
VEHICLE Top 3 Tech Adoption Challenges user interface integration of training
VALUATION** SINGLE-POINT 37.1% 26.4% 6.7%

STUDY AVG 34.7% 27.8% 9.7%

Artificial Intelligence Usage

SINGLE-POINT STUDY AVG

SERVICE
APPOINTMENT 780
SCHEDULING**

o @
WEBSITE** /.../'
a0al

Using the solution Integration into  Value justification /
to its full capability  daily operations measuring ROI Social media marketing 9.0% 14.2%
RETAILING % SINGLE-POINT 59.7% 54.9% 48.6% Customer communication 25.3% 27.4%
SIEBMENG 59.0% 54.8% 47.9% Customer data mining 6.2% 8.3%
AVERAGE - OEM Support Vehicle descriptions (VDPs) 12.4% 17.7%
E Technician write-ups 3.9% 2.8%
- ;737 @ @ @ @ @ Business reporting 3.9% 6.6%
R - I Excellent  Good Fair Poor  Very Poor General research support 12.4% 17.7%
SINGLE-POINT 17.4% 32.6% 33.3% 11.8% 4.9% Other 2.8% 4.2%
oSl samole, 1230.69 STUDYAVG  14.9% 34.9% 34.9% 10.7% 4.6% Don't knowingly use any Al 63.5% R s:0%
©2025 CADA + RESEARCH POWERED BY Clar’ify COMMANDITAIRE EXCLUSIF CADAY




DEALER SNAPSHOT NAVIGATION MENU
THE ROAD AHEAD: CANADA’S AUTOMOTIVE RETAIL TECHNOLOGY STUDY Regional’

Dealer Size
MULTI-POINT FRANCHISE DEALER SNAPSHOT

* Please note: For with multiple ip locations, responses are recorded across multiple categories
oY% Qo
5% TECH SOLUTIONS S DECISION-MAKERS
DEALER TECH SOLUTION Approach to New Technologies Application Usage
e T
SIS @ @ @ ows o1.c% | 2%
The Dealer Tech Solution Index score is a First Among Opento Cautious Skeptical Dealer website 80.9% _— 71.9%
weighted aggregated score of six different movers the first change  but open
satisfaction attributes using a 0-10 MULTI-POINT  13.7% 21.4% 32.5% 32.5% 0.0% CRM 77.3% [ B
satisfaction scale across all dealerships: T 10.0% 19.5% 37.2% 32.6% 0.8% Vehicle valuation 60.0% -- 49.3%
ettty Top 3 Priority Investment Areas oiota retaling 1.8 e
Integration Service appt scheduling 40.9% e 41.0%
applications

None of these 4.5% II 3.1%

Usefulness
of new
updates and
innovations

Top 3 Most Important Improvement Areas

Importance
Weights

Solution that
meets your
needs {g @

Lead management Digital advertising Cybersecurity —
Quality and response SEO Fraud prevention
of technical
support MULTI-POINT 16.5% 19.3% 8.3%

STUDY AVG 16.3% 15.9%
Ease of use / Seamless data Effectiveness
VEHICLE Top 3 Tech Adoption Challenges user interface integration of training
VALUATION** MULTI-POINT 30.9% 30.0% 14.5%

STUDY AVG 34.7% 27.8% 9.7%

Artificial Intelligence Usage

MULTI-POINT STUDY AVG

SERVICE
APPOINTMENT 780

SCHERUEINCH Using the solution  Integrationinto  Value justification /

o @
WEBSITE** /.../'
a0al

to its full capability  daily operations measuring ROI Social media marketing 22.7% e 14.2%
RETAILING % MULTI-POINT 58.1% 54.7% 47.0% Customer communication 30.9% 27.4%
SIEDGAYe 59.0% 54.8% 47.9% Customer data mining 11.8% 8.3%
AVERAGE - OEM Support Vehicle descriptions (VDPs) 26.4% 17.7%
E Technician write-ups 0.9% 2.8%
- ;737 @ @ @ @ @ Business reporting 10.9% 6.6%

CRU - Excellent  Good Fair Poor  Very Poor General research support 26.4%

: MULTI-POINT  12.0% 37.6% 36.8% 9.4% 4.3% Other 6.4%
I STUDY AVG 14.9% 34.9% 34.9% 10.7% 4.6% Don’t knowingly use any Al 49.1%

**Small sample, n=30-99

© 2025 CADA + RESEARCH POWERED BY Clar’ify COMMBN S TAINE ERCLUSE




DEALER SNAPSHOT NAVIGATION MENU
THE ROAD AHEAD: CANADA’S AUTOMOTIVE RETAIL TECHNOLOGY STUDY Regional’

Dealer Size
RURAL DEALER SNAPSHOT eater S

* Please note: For with multiple ip locations, responses are recorded across multiple categories
] Qo
5% TECH SOLUTIONS S DECISION-MAKERS
DEALER TECH SOLUTION Approach to New Technologies Application Usage
INDEX SCORE
e RURAL
STUDY AVERAGE o ows o1.0% [ 2%
The Dealer Tech Solution Index score is a First Among Opento Cautious Skeptical Dealer website 80.8% _— 71.9%
weighted aggregated score of six different movers the first change  but open .
satisfaction attributes using a 0-10 RURAL 56%  15.6%  38.9%  40.0%  0.0% cRv 71.8% [  cos%
satisfaction scale across all dealerships: T 10.0% 19.5% 37 2% 32.6% 0.8% Vehicle valuation 52.6% -- 49.3%
ettty Top 3 Priority Investment Areas oiota retaling S9.0% e
Integration Service appt scheduling 43.6% s 41.0%
applications

None of these 2.6% I 3.1%

Usefulness
of new
updates and
innovations

Top 3 Most Important Improvement Areas

Importance
Weights

Solution that
meets your
needs {g @

Lead management Digital advertising Cybersecurity —
Quality and response SEO Fraud prevention
of technical
support RURAL 18.1% 13.3% 10.8%

STUDY AVG 16.3% 15.9%
Ease of use / Seamless data Effectiveness
VEHICLE Top 3 Tech Adoption Challenges user interface integration of training
VALUATION** RURAL 30.8% 19.2% 16.7%

STUDY AVG 34.7% 27.8% 9.7%

Artificial Intelligence Usage

RURAL STUDY AVG

SERVICE
APPOINTMENT 780

SCHERUEINCH Using the solution  Integrationinto  Value justification /

o @
WEBSITE** /.../'
a0al

to its full capability  daily operations measuring ROI Social media marketing 24.4% [ | ] 14.2%
RETAILING % RURAL 57.8% 53.3% 54.4% Customer communication 33.3% 27.4%
STUDY AVG 59.0% 54.8% 47.9% Customer data mining 11.5% 8.3%
AVERAGE - OEM Support Vehicle descriptions (VDPs) 21.8% 17.7%
E Technician write-ups 5.1% 2.8%
- ;737 @ @ @ @ @ Business reporting 15.4% 6.6%

CRM* - Excellent ~ Good Fair Poor  Very Poor General research support 21.8%

: RURAL 13.3% 32.2% 40.0% 10.0% 4.4% Other 3.8%
I STUDY AVG 14.9% 34.9% 34.9% 10.7% 4.6% Don’t knowingly use any Al 51.3%

**Small sample, n=30-99

© 2025 CADA + RESEARCH POWERED BY Clar’ify COMMBN S TAINE ERCLUSE




DEALER SNAPSHOT NAVIGATION MENU
THE ROAD AHEAD: CANADA’S AUTOMOTIVE RETAIL TECHNOLOGY STUDY Regional’

Dealer Size
URBAN DEALER SNAPSHOT eater S

* Please note: For with multiple ip locations, responses are recorded across multiple categories
oY% Qo
5% TECH SOLUTIONS S DECISION-MAKERS
DEALER TECH SOLUTION Approach to New Technologies Application Usage
e T
STUDY AVERAGE o ows o3.1% | o2.%
The Dealer Tech Solution Index score is a First Among Opento Cautious Skeptical Dealer website 73.6% _— 71.9%
weighted aggregated score of six different movers the first change  but open .
satisfaction attributes using a 0-10 URBAN 11%  21.4%  381%  27.8%  1.6% cRv 72.0% [  cos%
satisfaction scale across all dealerships: T 10.0% 19.5% 37.2% 32.6% 0.8% Vehicle valuation 50.7% -- 49.3%
ettty Top 3 Priority Investment Areas oiota retaling 5.5 e
l;gggzggp Service appt scheduling 36.8% s 41.0%
applications None of these 1.4% | 3.1%

Usefulness
of new
updates and
innovations

Top 3 Most Important Improvement Areas

Importance
Weights

Solution that
meets your
needs {g @

Lead management Digital advertising Cybersecurity —
Quality and response SEO Fraud prevention
of technical
support URBAN 12.5% 20.8% 7.5%

STUDY AVG 16.3% 15.9%
Ease of use / Seamless data Effectiveness
VEHICLE Top 3 Tech Adoption Challenges user interface integration of training
VALUATION** URBAN 32.6% 29.9% 11.8%

STUDY AVG 34.7% 27.8% 9.7%

Artificial Intelligence Usage

URBAN STUDY AVG

SERVICE
APPOINTMENT 780

SCHERUEINCH Using the solution  Integrationinto  Value justification /

o @
WEBSITE** /.../'
a0al

to its full capability  daily operations measuring ROI Social media marketing 18.8% e 14.2%

RETAILING % URBAN 61.1% 52.4% 46.8% Customer communication 31.3% 27.4%

SICDIANG 59.0% 54.8% 47.9% Customer data mining 10.4% 8.3%

AVERAGE - OEM Support Vehicle descriptions (VDPs) 20.1% 17.7%

E Technician write-ups 2.1% 2.8%

- ;737 @ @ @ @ @ Business reporting 9.7% 6.6%

R - I Excellent  Good Fair Poor  Very Poor General research support 21.5% 17.7%

E URBAN 15.9% 34.9% 35.7% 9.5% 4.0% Other 4.2% 4.2%

oSl samole, 1230.69 STUDYAVG  14.9% 34.9% 34.9% 10.7% 4.6% Don't knowingly use any Al 55.6% [IDRREE s:.0%
©2025CADA + RESEARCH POWERED BY Clarify SOMNRNGITAIRE EXCLUsIF CADA




DEALER SNAPSHOT NAVIGATION MENU
THE ROAD AHEAD: CANADA’S AUTOMOTIVE RETAIL TECHNOLOGY STUDY Regional’

Dealer Size
METRO DEALER SNAPSHOT eater S

* Please note: For with multiple ip locations, responses are recorded across multiple categories
oY% Qo
5% TECH SOLUTIONS S DECISION-MAKERS
DEALER TECH SOLUTION Approach to New Technologies Application Usage
e T
STUDY AVERAGE o ows o4.7% I o2.+%
The Dealer Tech Solution Index score is a First Among Opento Cautious Skeptical Dealer website 68.4% -_ 71.9%
weighted aggregated score of six different movers the first change  but open .
satisfaction attributes using a 0-10 METRO 16.8%  27.4%  27.4%  284%  0.0% cRv 640% [N  cos%
satisfaction scale across all dealerships: T 10.0% 19.5% 37.2% 32.6% 0.8% Vehicle valuation 42.1% -- 49.3%
ettty Top 3 Priority Investment Areas oiota retaling 5957 e
Integration Service appt scheduling 45.6% ] 41.0%
applications

None of these 4.4% [ 3.1%

Usefulness
of new
updates and
innovations

Top 3 Most Important Improvement Areas

Importance
Weights

Solution that
meets your
needs {g @

Lead management Digital advertising Cybersecurity —
Quality and response SEO Fraud prevention
of technical
support METRO 17.6% 8.8% 11.0%

STUDY AVG 16.3% 15.9%
Ease of use / Seamless data Effectiveness
VEHICLE Top 3 Tech Adoption Challenges user interface integration of training
VALUATION** METRO 35.1% 29.8% 11.4%

STUDY AVG 34.7% 27.8% 9.7%

Artificial Intelligence Usage

METRO STUDY AVG

SERVICE
APPOINTMENT 780
SCHEDULING**

o @
WEBSITE** /.../'
a0al

Using the solution Integration into  Value justification /
to its full capability  daily operations measuring ROI Social media marketing 13.2% 14.2%
RETAILING % METRO 58.9% 60.0% 43.2% Customer communication 32.5% 27.4%
Hrdlehyiae 59.0% 54.8% 47.9% Customer data mining 13.2% 8.3%
AVERAGE - OEM Support Vehicle descriptions (VDPs) 19.3% 17.7%
E Technician write-ups 1.8% 2.8%
- ;737 @ @ @ @ @ Business reporting 8.8% 6.6%
R - I Excellent  Good Fair Poor  Very Poor General research support 21.1% 17.7%
E METRO 17.9% 32.6% 34.7% 11.6% 3.2% Other 5.3% 4.2%
Sl sampl, =306 STUDYAVG  14.9% 34.9% 34.9% 10.7% 4.6% Don't knowingly use any Al 54.4% [NRR I s:.0%
©2025CADA + RESEARCH POWERED BY Clarify SOMNRNGITAIRE EXCLUsIF CADA




