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Thank you for purchasing this book!  With the AI revolution upon us, I wanted to find a business niche to start offering AI products and services.  I chose the auto industry because I know people at auto dealerships and I’m a car guy.  I’m still very new at learning this industry but I have been taking AI training for three years now have AI certificates from MIT and Purdue.  Currently, I’m in training with Oxford University in the UK.  We’re still in the early stages of developing these products and services for our business.  However, we already have some car dealerships interested in letting us test our products out.  I invite you to go to our website www.powershiftAI.com and take a look at some of the existing AI products and information out there for car dealerships as well as new ones we may develop. While you’re there, sign up for our E-mail list.  The only limitation of things you can do with AI is having a lack of imagination.  So get creative, and try some of these AI tools.  They become even more powerful when you combine them into a workflow.  Thank you and enjoy the book! 

"The best time to plant a tree was 20 years ago. The second best time is now." - Chinese Proverb

We stand today at the dawn of a new age—an age where artificial intelligence is reshaping every industry, every business model, and every customer interaction. For automotive dealerships, this moment feels remarkably similar to another pivotal point in recent history: the emergence of the internet in the mid-1990s.

Déjà Vu: The Internet Revolution Revisited

Cast your mind back to 1995. A strange new vocabulary was entering the business world. Terms like "WWW," "email," "website," and "URL" sounded like science fiction to most business owners. Early website developers were knocking on doors, cold-calling dealerships, and making presentations about this thing called the "World Wide Web." They promised that businesses needed an "online presence" and that customers would soon "browse the internet" to research purchases.

The reactions were predictably mixed. Some forward-thinking dealers saw potential and took the leap. Others dismissed it as a passing fad—after all, who would want to buy a car without kicking the tires? Many asked the same questions we hear today about AI: "Is this just hype? Will my customers actually use this? Can I afford to invest in something so uncertain?"

Those early skeptics weren't entirely wrong to be cautious. The first websites were often little more than digital brochures—static pages with basic contact information and maybe a few photos of vehicles. The technology was clunky, internet connections were slow, and the user experience was far from seamless.

But here's what nobody fully grasped in 1995: we weren't just witnessing the birth of websites. We were seeing the first glimpse of a complete transformation in how business would be conducted.

The Unimaginable Becomes Inevitable

What started as simple websites evolved into something none of those early pioneers could have imagined. Today, the internet isn't just part of the automotive business—it is the business. Consider what has become routine in the modern dealership:

	Customer Research: 95% of car buyers research online before visiting a dealership

	Digital Marketing: Dealerships spend millions on search engine marketing, social media advertising, and digital campaigns

	Online Transactions: Customers complete financing applications, schedule service appointments, and even purchase vehicles entirely online

	Inventory Management: Real-time inventory feeds, automated pricing updates, and instant vehicle availability across multiple platforms

	Customer Communication: Email marketing, text messaging, video calls, and chat support have become essential customer touchpoints

	Business Operations: From CRM systems to DMS platforms, virtually every dealership process runs on internet-connected software


The transformation didn't happen overnight, but it was complete. Dealerships that embraced the internet early gained competitive advantages that compounded over time. Those that waited found themselves playing catch-up, often at much higher costs and with steeper learning curves.

Welcome to AI: The Next Great Shift

Today, we find ourselves in an eerily similar position with artificial intelligence. Just as "email" and "website" once sounded foreign, we're now grappling with terms like "machine learning," "natural language processing," "predictive analytics," and "large language models." And just as those early internet evangelists promised transformation, today's AI advocates are making bold claims about the future of business.

But here's the crucial difference: we have the gift of hindsight. We've seen this movie before. We know that transformative technologies often start as curiosities, evolve into tools, and eventually become indispensable infrastructure.

More Than Just ChatGPT

When most people think of AI today, they think of ChatGPT—the conversational AI that burst into public consciousness and sparked a global conversation about artificial intelligence. But focusing solely on ChatGPT is like judging the entire internet based on the first website you ever visited. It's just one application of a much broader technological revolution.

Artificial intelligence, at its core, is the ability of machines to perform tasks that typically require human intelligence. This includes:

	Learning: AI systems can analyze data and improve their performance over time

	Reasoning: AI can draw conclusions from available information and make logical connections

	Perception: AI can interpret visual, auditory, and textual information

	Problem-Solving: AI can identify challenges and develop solutions

	Decision-Making: AI can weigh options and choose optimal courses of action


In the automotive dealership context, AI is already working behind the scenes in ways you might not realize. It's optimizing your inventory pricing, personalizing your marketing campaigns, predicting which customers are most likely to buy, and even helping your service department identify potential vehicle problems before they become major repairs.

Navigating the Fog

Perhaps the most challenging aspect of AI adoption today is the sheer scope of possibilities. It's like trying to find something in a fog when you don't even know exactly what you're looking for. The technology landscape is vast, the terminology is complex, and the promises seem almost too good to be true.

This sense of uncertainty is completely normal—and historically accurate. In 1995, business owners couldn't envision e-commerce platforms, social media marketing, or mobile-responsive websites. They were focused on much simpler questions: "Do I need a website? What should it say? How much will it cost?"

Similarly, today's dealership owners are asking: "Do I need AI? What can it actually do for my business? How do I get started without breaking the bank or disrupting my operations?"

Your Guide Through the Digital Transformation

This book exists to answer those questions and more. Just as those early internet adopters needed practical guidance to navigate the World Wide Web, today's dealership leaders need clear, actionable information about artificial intelligence and its applications in automotive retail.

Within these pages, you'll discover:

What AI Really Is: Beyond the buzzwords and hype, we'll explore what artificial intelligence actually means for your dealership, with clear explanations that don't require a computer science degree.

Practical Applications: Real-world examples of how AI is already transforming automotive retail, from customer service and sales to inventory management and predictive maintenance.

Implementation Strategies: Step-by-step guidance on how to evaluate, select, and implement AI solutions that align with your dealership's specific needs and goals.

Case Studies: Detailed analyses of dealerships that have successfully integrated AI, including their challenges, solutions, and measurable results.

Financial Considerations: Honest assessments of costs, return on investment, and financing options for AI implementation.

Risk Management: How to navigate the legal, ethical, and operational considerations that come with AI adoption.

Future Preparation: Insights into emerging trends and technologies that will shape the next decade of automotive retail.

Comprehensive Glossary: A reference guide to AI terminology, tools, and concepts that you can return to as you continue your AI journey.

The Choice Is Yours

History suggests that AI will follow a similar trajectory to the internet—starting as a novelty, evolving into a competitive advantage, and eventually becoming business-critical infrastructure. The question isn't whether AI will transform automotive retail, but rather when and how.

Just as dealerships in 1995 had to decide whether to embrace the internet or wait and see, today's dealers face a similar choice with artificial intelligence. The early adopters will learn, adapt, and build advantages. The wait-and-see group will eventually follow, but often at higher costs and with less favorable positioning.

The good news is that you don't have to navigate this transformation alone or in the dark. The fog is clearing, the tools are becoming more accessible, and the path forward is becoming clearer.

Welcome to Your AI Journey

Whether you're a technology enthusiast eager to embrace the latest innovations or a cautious business owner who wants to understand before you invest, this book is designed to meet you where you are. We'll start with the fundamentals and build toward sophisticated strategies, always keeping practical implementation at the forefront.

The automotive industry has weathered countless changes over the decades—from the transition to fuel injection to the adoption of computerized diagnostics, from the rise of the internet to the emergence of electric vehicles. Each transformation brought challenges, but also opportunities for those willing to adapt and evolve.

Artificial intelligence represents the next chapter in this ongoing story of innovation. The dealerships that embrace it thoughtfully and strategically will not only survive the coming changes—they'll thrive in ways that today might seem impossible.

Welcome to the future of automotive retail. Welcome to your AI transformation.

Let's shift gears and explore what's possible.
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Chapter 1: The Crisis Facing Used Car Dealerships Today
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"The definition of insanity is doing the same thing over and over again and expecting different results." This quote, often misattributed to Einstein, perfectly captures the predicament facing used car dealerships across America today. The traditional business model that sustained the industry for decades is no longer sufficient to thrive—or even survive—in today's rapidly evolving marketplace.

If you're reading this book, you're likely experiencing firsthand the mounting pressures that are squeezing profit margins, increasing operational complexity, and threatening the very foundation of your business. You're not alone. The data reveals a sobering reality: the automotive retail industry is undergoing its most challenging period in recent history, and dealerships that fail to adapt risk becoming casualties of an unforgiving market transformation.

The Profit Squeeze: Numbers Don't Lie

The financial pressure on dealerships is real and measurable. According to the Q2 2024 Haig Report, publicly owned dealerships saw an average pre-tax income of $1.0 million, marking a substantial 35% decline from Q2 2023. Net pretax profit for the average U.S. franchised store dropped 24.4 percent for full-year 2024 compared with 2023.

To put this in perspective, the average net profit margin for a car dealership business is just 1 - 3%. This razor-thin margin leaves dealerships with virtually no buffer for error or unexpected market shifts. The average car dealership business spends 78% of annual revenue on material costs, meaning that even small fluctuations in vehicle acquisition costs or market demand can devastate profitability.

The situation becomes even more alarming when we consider that dealership profits have declined by 32.4% year-over-year with rising operational costs, inflation, and decreasing sales margins putting pressure on dealerships. This isn't a temporary downturn—it's a structural shift that demands immediate action.

Shrinking Margins in a Competitive Market

The days of easy profits are over. The current profit per new unit retailed is $2,471, which has declined by 53% but still remains 20% higher than the pre-Covid figure of $2,053. However, this comparison to pre-pandemic levels provides little comfort when considering the increased operational costs and complexity that dealerships now face.

Used vehicle margins are under even greater pressure. In the used car market, things have been more challenging since prices have corrected much faster, forcing dealerships to compete more aggressively on both acquisition and retail pricing. The traditional cushion that used car sales provided is rapidly eroding.

The competitive landscape has intensified dramatically. Traditional automotive dealerships face competition from new entrants such as online car marketplaces, direct-to-consumer brands, subscription-based car services, fundamentally changing how customers shop for vehicles and forcing dealerships to compete on convenience and experience rather than just price and inventory.

The Inventory Management Nightmare

One of the most persistent challenges facing dealerships today is inventory management. Since 2020, when the COVID-19 pandemic broke out in the United States, the vehicle market has changed significantly. S&P Global estimates that vehicle manufacturers could not make over 10 million vehicle units due to chip shortages.

While production has largely recovered, the ripple effects continue to impact dealership operations. The availability of used cars, especially affordable ones, has not caught up with the recent return to full production speeds. This creates a double challenge: dealerships struggle to find quality inventory while simultaneously facing pressure to move aging stock quickly.

Global supply chain disruptions have significantly impacted dealership inventory and vehicle availability. The ripple effects of the COVID-19 pandemic, geopolitical tensions, and logistical bottlenecks have strained the flow of parts and vehicles. This uncertainty makes it nearly impossible to predict inventory needs and optimize cash flow effectively.

Rising Operational Costs and Labor Shortages

The challenge isn't just revenue—it's also the relentless increase in operational costs. Operating costs, including real estate, labor, and marketing expenses, may be on the rise, putting pressure on dealership profitability.

The labor shortage has reached crisis levels in the automotive industry. According to Wizehire, there will be a global shortage of 2.3 million skilled workers in the automotive sector by 2025, escalating to a staggering 4.3 million by 2035. This isn't just about finding any workers—it's about finding skilled technicians and sales professionals who can handle increasingly complex vehicles and sophisticated customer expectations.

As consumers are holding onto their cars for longer, the automotive industry will need to hire as many as 100,000 technicians through 2026 to keep up with mechanical and collision repairs and maintenance. For dealerships, this means competing for a shrinking pool of qualified candidates while paying premium wages.

Evolving Customer Expectations in the Digital Age

Today's customers are fundamentally different from those of even five years ago. Customers now begin their car-buying journey online. Virtual showrooms, direct-to-consumer models, and third-party automotive marketplaces have fundamentally shifted how vehicles are researched, compared, and even purchased.

Customers seeking a vehicle, related product, or service will heavily depend upon digital assistance. Consumers expect a seamless and personalized buying experience, both online and in-person. Dealerships need to invest in customer relationship management (CRM) systems, training, and customer service to meet these expectations.

The shift is so dramatic that 95% of vehicle customers use online resources to inform their purchases. This means that by the time a customer walks onto your lot, they've already done extensive research, compared prices, read reviews, and likely have a specific vehicle in mind. The traditional sales process has been completely disrupted.

Compliance Burdens and Regulatory Complexity

The regulatory environment continues to become more complex and demanding. Regulatory changes related to emissions standards, safety regulations, and data privacy laws can impact dealership operations and require ongoing compliance efforts.

As dealerships collect and store sensitive customer data, they are vulnerable to cybersecurity threats such as data breaches and ransomware attacks. Implementing robust cybersecurity measures is essential to protect customer information and maintain trust. The cost of compliance isn't just financial—it's also operational complexity that distracts from core business activities.

The Threat of Digital Disruption

Perhaps most concerning is the accelerating pace of digital disruption. Technology is evolving at extremely fast speeds, so automotive companies have to come up with new ways to learn about and implement new technologies to keep up with competitors.

The statistics are sobering: while the automotive industry recognizes the need for change, adoption of transformative technologies remains low. This creates a dangerous gap between understanding the problem and implementing solutions.

The Innovation Imperative

The message is clear: the traditional used car dealership model is under siege from multiple directions. Profit margins are shrinking, operational costs are rising, customer expectations are evolving, and new competitors are entering the market with innovative approaches.

Market demands have made data, digital tools, and AI vital for staying competitive, while better services are key to driving long-term revenue growth. This isn't a suggestion—it's a survival requirement.

The dealerships that will thrive in this new environment are those that embrace technology to solve these fundamental challenges. They'll use data to make smarter inventory decisions, artificial intelligence to personalize customer experiences, and automation to reduce operational costs while improving service quality.

The Choice Is Yours

You have a choice to make. You can continue operating the same way, hoping that market conditions will improve and return to the "good old days." Or you can recognize that the fundamental rules of the game have changed and take action to position your dealership for success in this new reality.

The data shows that dealerships implementing AI and digital transformation strategies are not just surviving—they're thriving. The majority of dealerships using AI report revenue increases, with dealers who implemented AI seeing positive Return on Investment (ROI) from their AI solutions over the last year.

The crisis facing used car dealerships today is real, but it's not insurmountable. The solution lies in embracing the very technologies that are driving the disruption. In the following chapters, we'll show you exactly how to harness the power of artificial intelligence to transform every aspect of your dealership operations—from inventory management and pricing optimization to customer experience and operational efficiency.

The question isn't whether you can afford to invest in AI—it's whether you can afford not to. The dealerships that act now will emerge stronger and more profitable than ever. Those that wait will likely become cautionary tales of businesses that failed to adapt to inevitable change.
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Chapter 2: Why AI Is No Longer Optional for Dealerships
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The question isn't whether artificial intelligence will transform the automotive retail industry—it already has. The only question remaining is whether your dealership will be among the leaders capturing the competitive advantages, or among the laggards struggling to catch up.

The data is unequivocal: 70 – 90% of dealerships that have implemented AI reported an increase in revenue over the past year. This isn't hyperbole or marketing spin—it's the result of comprehensive research surveying over 200 general managers, dealership owners, and executives across North America.

More striking still: no dealership reported a decrease in revenue following AI adoption, underscoring a consistent positive trend in ROI across the board, regardless of dealership size or number of vehicles on the lot. When was the last time you could say that about any business investment?

The ROI Reality: 15-30% Profit Increases Are Just the Beginning

The financial impact of AI implementation goes far beyond theoretical benefits. Real dealerships are seeing real results that directly impact their bottom line.

Measurable Revenue Increases

According to the latest industry research, dealerships implementing AI are experiencing revenue increases across multiple categories:

	26% of dealerships reported revenue increases of 1-10% in their first year of AI implementation

	Higher-performing dealerships are seeing increases of 15-30% when AI is properly integrated across multiple departments

	Get My Auto users typically see ROI within just a few months of implementation


Cost Reductions and Efficiency Gains

The ROI story extends beyond revenue growth to include substantial cost savings:

	Dealerships using AI for inventory management experience a 15-20% reduction in holding costs according to Boston Consulting Group

	McKinsey reports that companies using AI in sales processes see 15–20% cost reductions and 10–20% revenue growth

	AI significantly reduces costs associated with human labor, with AI solutions contacting thousands of leads for a fraction of the cost compared to human representatives


Operational Performance Improvements

The efficiency gains translate into measurable operational improvements:

	32% increase in lead-to-sale conversion rates for dealerships using AI-powered customer engagement systems

	70% reduction in first-response time when AI handles initial customer inquiries

	Average open rate of 50.7%—well above the industry standard of 15% for dealers leveraging AI to send personalized emails


Case Studies from Vendor Research: Real Dealership Transformations

Case Study 1: CarCo - Medium-Sized Dealership Group

Background: A growing UK-based car dealership group that had just acquired two new locations was struggling with forecasting abilities and wanted to improve their sales and marketing team's success while converting more customers on their newly launched website.

Challenge: Despite significant growth from their family firm origins, CarCo needed to drive a more data-driven culture and better connect with customers to improve ROI.

AI Implementation:

	Predictive AI to analyze customer online behavior

	AI search functionality and chatbots for 24/7 customer engagement

	Machine learning algorithms for customer behavior analysis

	Targeted product offers and advertising optimization


Results: CarCo achieved a 75% increase in ROI and 42% improvement in staff satisfaction through their AI implementation. The company successfully analyzed customer online behavior, delivered tailored product offers, and implemented targeted advertising that contributed to significant increases in consumer engagement and sales.

Case Study 2: Get My Auto Dealer Group

Background: A multi-location dealer group implementing comprehensive AI across their operations to improve lead conversion and customer engagement.

Implementation Strategy:

	Started with Ava AI as their digital BDC (Business Development Center)

	Scaled to AI-enabled websites and CRM workflows

	Integrated inventory remarketing and automated follow-ups


Measurable Results:

	$200 in additional profit per vehicle sold through AI-powered follow-up workflows

	10–15% reduction in financing default rates through AI-powered credit application analysis

	Thousands in incremental profit per month for most dealerships in the group


Key Success Factor: The dealership group took a phased approach, proving AI's value with one application before expanding to others, which reduced resistance and maximized adoption.

Case Study 3: Small Independent Dealership

Background: A single-rooftop operation facing pressure from larger competitors and online marketplaces needed to differentiate their customer experience while operating with limited staff.

Challenge: Competing against larger dealerships with more resources while maintaining personalized customer service.

AI Solution Implemented:

	AI chatbot for 24/7 customer engagement

	Automated inventory management and pricing optimization

	Predictive analytics for customer behavior

	Automated follow-up sequences for leads and service customers


Results:

	15% increase in gross profit per vehicle through dynamic pricing optimization

	40% reduction in time spent on routine administrative tasks

	Enhanced customer satisfaction scores due to faster response times and personalized communications

	Competitive advantage against larger dealerships through superior customer experience


Case Study 4: Large Dealership Group - Enterprise Implementation

Background: A 20+ location dealership group wanted to standardize operations and improve consistency across all locations while maximizing efficiency.

Enterprise AI Strategy:

	Centralized AI-powered inventory management across all locations

	Unified customer data platform with AI-driven insights

	Automated marketing campaigns with location-specific customization

	AI-powered service scheduling and predictive maintenance alerts


Transformational Results:

	25% improvement in inventory turnover across the entire group

	30% reduction in marketing costs while increasing lead quality

	Standardized processes that reduced training time for new employees

	Data-driven decision making that improved performance at underperforming locations


The Competitive Advantage Window Is Closing

The opportunity to gain a first-mover advantage through AI adoption is rapidly diminishing. Here's why time is of the essence:

Current Adoption Rates 

	Over 90% of dealers recognize AI as crucial for their future success, with 95% of respondents rating it from "important" to "very important"

	81% of survey respondents indicating that they have already implemented AI at their dealerships or plan to deploy the technology in 2025

	81% of dealers expect an increase in investment in AI in 2025


Market Dynamics Forcing Change

The automotive retail landscape is undergoing fundamental shifts that make AI adoption not just beneficial, but necessary for survival:

1. Customer Expectation Evolution Almost 50% would currently and soon prefer to buy a car via the digital channels of the dealer or the OEM according to Capgemini research. Customers expect digital-first experiences that are only possible with AI-powered systems.

2. Competitive Pressure AI enables dealers to gain a competitive edge by engaging prospects before they re-enter the market. Dealerships not using AI are literally losing customers to competitors who can engage earlier and more effectively.

3. Operational Efficiency Requirements With 69% of automotive hiring managers facing challenges filling skilled positions, AI isn't just an advantage—it's a necessity for maintaining operations with limited human resources.

The Network Effect

As more dealerships adopt AI, the competitive advantage compounds. Early adopters are not only capturing immediate benefits but also:

	Building proprietary data assets that improve AI performance over time

	Developing AI-optimized processes that competitors will struggle to replicate

	Creating customer expectations that non-AI dealerships cannot meet

	Establishing vendor relationships with the best AI providers before they reach capacity


Cost of Inaction vs. Cost of Implementation

The most dangerous assumption dealership owners make is that they can wait to see how AI develops before investing. The reality is that the cost of inaction far exceeds the cost of implementation.

Cost of Implementation

Initial Investment Range:

	Small dealerships: $2,000-$10,000 monthly for comprehensive AI solutions

	Medium dealerships: $10,000-$25,000 monthly for multi-department implementation

	Large dealer groups: $25,000-$100,000+ monthly for enterprise-wide deployment


Typical Implementation Timeline:

	Phase 1 (Quick Wins): 30-60 days for initial AI chatbot and lead management

	Phase 2 (Core Integration): 60-120 days for CRM and inventory management AI

	Phase 3 (Advanced Features): 120-180 days for predictive analytics and full automation


ROI Timeline: Get My Auto users typically see ROI within just a few months of implementation, with most dealerships reporting positive returns within 90 days of deployment.

Cost of Inaction

Immediate Opportunity Costs:

	Lost revenue from poor lead conversion: Without AI-powered lead nurturing, dealerships typically lose 60-70% of leads due to slow response times or inadequate follow-up

	Inventory carrying costs: Manual inventory management leads to 15-20% higher holding costs compared to AI-optimized systems

	Marketing waste: Non-AI marketing campaigns typically see 3-5x higher cost per acquisition


Competitive Disadvantage Costs:

	Market share erosion: As competitors implement AI, non-adopting dealerships lose customers to more responsive, efficient competitors

	Staff inefficiency: Manual processes require 40-60% more labor hours for equivalent output

	Customer experience gaps: Modern customers expect instant responses and personalized experiences that only AI can deliver at scale


Long-term Strategic Costs:

	Talent recruitment challenges: Top sales and service professionals increasingly expect to work with modern tools and systems

	Scalability limitations: Manual processes prevent growth and expansion opportunities

	Data disadvantage: Competitors using AI are building proprietary customer insights that become increasingly difficult to replicate


The Compound Effect

The cost differential compounds over time. A dealership that implements AI today not only captures immediate benefits but also begins building competitive advantages that become more valuable with time:

Year 1: 15-20% operational improvement and revenue increase Year 2: 25-35% improvement as AI systems learn and optimize Year 3+: 40-50% improvement as AI enables new business models and customer experiences

Meanwhile, dealerships that wait face an increasingly steep curve to catch up, often requiring 2-3x the investment to achieve similar results due to:

	Higher implementation costs as demand increases

	More complex integration requirements to match competitor capabilities

	Lost customer relationships and market position


The Data-Driven Decision

Every successful business decision should be based on data, not emotion or fear. The data on AI in automotive retail is overwhelmingly clear:

Success Rate: 100% of dealerships implementing AI report revenue increases Investment Growth: 81% of dealers expect to increase AI investment in 2025 Strategic Importance: 95% of dealership leaders rate AI as important to very important for future success

This isn't about riding a technology trend—it's about responding to fundamental market shifts with proven solutions that deliver measurable results.

Making the Decision

The evidence is clear: AI implementation in automotive retail delivers consistent, measurable returns while building long-term competitive advantages. The question isn't whether to implement AI, but how quickly you can begin and how comprehensively you can deploy it.

Today's decisions about AI adoption will define their competitive advantage tomorrow. Dealerships that act now join the 100% of AI adopters seeing revenue growth. Those that wait join the shrinking group of dealerships struggling to compete with outdated methods in a transformed marketplace.

The choice is yours, but the window for first-mover advantage is closing rapidly. The dealerships that will dominate the next decade are making their AI investments today.
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