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A Note Before You Begin

Power Shift Al is a consulting firm based in Columbus, Ohio that specifically specializes in Al and
automation for auto dealerships. We are not a software company. We are not an Al vendor. We
are a team of people who understand the needs and pains of the auto industry — and who spend
every day focused on one question: where can Al and technology create real, measurable value
for dealerships?

We get it.

Dealerships are out there every day fighting the fight. Slimmer margins. More competition. More
complexity. Rising costs, more demanding customers, harder-to-find technicians, evolving
compliance requirements, and an ever-growing list of tools and platforms all claiming to be the
next revolution. The last thing you have time for is sitting down to hear about the latest over-hyped
Al shiny new tool that somebody is trying to sell you.

That is exactly why Power Shift Al exists — and exactly why we approach our work differently.

Our position is simple: we listen first. We want to understand your dealership's specific challenges,
your team, your market, your current technology, and your goals. Then — and only then — do we
look at whether Al and automation can genuinely help. If a tool does not work for your situation,
we do not want to sell it to you. Every dealership is different. Every market is different. Every team
is different. There is no one-size-fits-all answer, and anyone who tells you otherwise is selling
something.

OUR COMMITMENT: Power Shift Al's goal is not to sell you Al. It is to help you
find the right solutions for your dealership — whatever those turn out to be. We
are here to help you fight the fight.

This playbook was written for dealership owners, general managers, and operations leaders who
know that something significant is happening with Al — but are not sure whether it's hype, a
genuine threat, or the biggest opportunity of their career. The honest answer is that it is all three.
How you respond in the next 12 to 24 months will have a real impact on your competitive position.

This is not a technology book. It is a business book. You will not need to understand how Al works
under the hood any more than you need to understand how a combustion engine works to drive
a car. What you need to understand is where Al creates real value in a dealership and how to get
there without disrupting what is already working.

Start with Our Free Al Readiness Tool

Before you dive in, we encourage you to visit www.powershiftai.com and explore our educational
resources, industry news, and tools. In particular, we invite you to try our Auto Dealership Al
Readiness Tool — the first tool listed in our Team GPT suite.

This tool is powered by ChatGPT. You answer a questionnaire about your dealership, and
ChatGPT produces a custom report based on your specific answers. The report gives you a
practical picture of what Al and automation solutions may be relevant to your needs, along with
cost estimates, implementation timelines, and prioritized recommendations.

The report is between ChatGPT and your dealership — completely private. If you choose to share
it with us, we would be happy to walk through the results with you, answer questions, and help
you think through next steps. There is no obligation.
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Visit www.powershiftai.com to access the Al Readiness Tool,
explore educational resources, and stay current on the latest developments in
automotive Al.

For any questions, reach out to us directly at contact@powershiftai.com. We are here to help.

Regards,
Emdw@ Barkhurst

Bradley Barkhurst
Founder & CEO, Power Shift Al
Columbus, Ohio | www.powershiftai.com | contact@powershiftai.com
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CHAPTER 1

Why Al — And Why Now?

The automotive retail industry has always been a business of margins, relationships, and speed.
The dealer who had the right inventory, the sharpest sales team, and the fastest follow-up usually
won. For decades, those rules were enough. They are still true — but the game has changed
underneath them.

Today, a customer visits an average of fewer than two dealerships before making a purchase,
down from five just fifteen years ago. They walk in already knowing the invoice price, the
competitive market price, the dealer's reviews, and often exactly which car they want. The
negotiating power has shifted. And it will keep shifting.

Meanwhile, the cost of running a dealership has never been higher. Interest rates affect flooring
costs. Labor is harder to find and more expensive to keep. Digital marketing costs continue to
rise. OEM requirements grow more complex every year. And now, tariff-driven supply chain
volatility is adding a new layer of pressure that demands faster, smarter inventory decisions.

THE SHIFT: Al doesn't change the rules of the game. It changes who has the
tools to win it.

The Lesson of the Internet — And Why 2026 Feels Like 1997

Here is a perspective that clarifies the urgency of this moment: Think back to 1995 through 2000,
when the internet was first rolling out to the masses. Businesses were confronted with a choice
— adapt or wait. Many leaders looked at websites and dismissed them. "Our customers know
where we are. We've been here for thirty years. A website is a fad."

The businesses that moved fast — that built websites, that figured out online commerce, that
invested in digital presence when it felt uncertain and unproven — are the businesses that
dominated the decade that followed. The businesses that waited found themselves playing
expensive catch-up, often against competitors who had built insurmountable digital advantages.

Artificial intelligence is having its 1997 moment right now. The technology is real, proven, and
accelerating. The early adopters are already pulling ahead. The skeptics will spend the next five
years explaining why they waited.

THE PARALLEL: In 1997, every forward-thinking business needed a website. In
2026, every forward-thinking dealership needs an Al strategy. The businesses
that ignored the internet didn't disappear overnight — they just became irrelevant
slowly. Don't let that happen to your store.

What NADA 2026 Told Us About Where the Industry Stands

The 2026 NADA Show in Las Vegas was perhaps the clearest signal yet of how seriously the
industry is taking Al. More than 600 exhibitors filled the Las Vegas Convention Center. Over 40
were focused specifically on Al solutions for dealerships. And the conversations on the floor had
fundamentally changed in character from prior years.

Gone were the speculative demonstrations and futuristic promises. In their place: practical, ROI-
focused conversations about systems already delivering results. As Cox Automotive's Chief
Product Officer stated at the show, the focus was on proven solutions delivering results today
across every aspect of the auto industry.
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NADA 2026 INSIGHT: The 2026 NADA Show conversation shifted from 'What
can Al do?' to 'What does Al cost per unit of impact?' Dealers are no longer
impressed by flashy demonstrations — they're asking pointed questions about
integration, workflow compatibility, and near-term ROI.

Three Forces Making Al Urgent in 2026

1. Consumer Expectations Have Changed

Today's car buyer expects instant answers, personalized experiences, and seamless
communication across every channel. Al-powered tools make it possible to meet those
expectations at scale — something human staff alone cannot do 24 hours a day, 7 days a week.

2. Data Has Exploded — But Insight Hasn't

A modern dealership generates enormous amounts of data: CRM activity, DMS records, web
traffic, ad performance, inventory aging, service history, CSl data, and more. Most of that data
sits in silos, never analyzed in a way that drives decisions. Al changes that. Cox Automotive, for
example, brings to market 5.1 trillion vehicle insights and 2.9 trillion consumer data points across
its platform — the kind of intelligence that was simply unavailable to dealers a decade ago.

3. Competitive Pressure Is Mounting

Large dealer groups are investing heavily in Al. Cox Automotive's NADA 2026 presence alone
featured a 21,600 square-foot exhibition village staffed by over 500 experts and more than 148
hands-on demonstration stations. Independent and regional dealers who move quickly can use
Al to compete. Those who wait may find themselves at a structural disadvantage.
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CHAPTER 2

What Is Al, Really?

Before we go further, let's ground ourselves in what artificial intelligence actually is — without the
jargon, and without the science fiction.

Artificial Intelligence is a broad term for technology that enables computers to perform
tasks that normally require human intelligence: understanding language, recognizing
images, making predictions, solving problems, and learning from experience.

You don't need to understand the mathematics behind it. You need to understand what it can and
cannot do for your business.

Al Runs on Data — and Data Quality Matters

Here is the single most important thing to understand about how Al actually works: Al does not
think. It does not reason the way humans do. What it does is analyze vast amounts of data, find
patterns in that data, and use those patterns to make predictions, generate content, or take
actions.

That means the quality of an Al system's decisions is directly tied to the quality of the data it was
trained on and the quality of the data it receives when you use it. Feed an Al bad data, incomplete
data, or biased data — and it will produce bad, incomplete, or biased results. This is often
described as garbage in, garbage out, and it is never more true than with Al.

For your dealership, this has a practical implication: before you invest in Al tools, it is worth asking
whether your data is clean. Is your CRM current? Are your deal records complete? Is your service
history captured consistently? Al amplifies whatever is in your data — the good and the bad.

CRITICAL CONCEPT: Think of Al as the world's most powerful pattern-
recognition engine. Give it great data, and it will surface insights your team could
never find manually. Give it messy data, and it will confidently make the wrong
call at scale.

Training Al: Both a Science and an Art

When an Al model is built, it does not arrive ready-made. It is trained — meaning it is exposed to
large amounts of data and learns to recognize patterns, make predictions, or generate outputs
based on what it sees. This process is called training, and it is where the quality of an Al product
is largely determined.

Training Al is both a science and an art. The science involves the mathematical models,
computing power, and statistical rigor that underpin the process. The art involves judgment: What
data do you include? What do you leave out? How do you handle edge cases? How do you correct
for bias? Two Al systems built with the same underlying technology can produce dramatically
different results depending on how they were trained.

This is why, when evaluating Al vendors for your dealership, it matters to ask: What data was this
model trained on? Is it trained on automotive retail data specifically, or is it a general-purpose tool
adapted for the industry? How often is the model retrained as market conditions change? A pricing
tool trained on pre-pandemic data may not be reliable in today's market. A fraud detection model
trained on national averages may miss regional patterns specific to your area.
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NADA 2026 INSIGHT: At NADA 2026, vendors who could answer detailed
questions about their training data and model update frequency stood out.
Dealerships that ask these questions make better technology investments.

The Four Types of Machine Learning

Machine Learning is the engine underneath most Al tools dealerships use today. There are four
primary approaches to how Al models learn, and each is suited to different kinds of problems.
Understanding them helps you ask better questions when evaluating tools.

1. Supervised Learning — Learning from Labeled Examples

How it works: The Al is trained on data where the correct answer is already known and labeled.
For example, thousands of past deals where we know the outcome: sold or not sold, fraud or
legitimate, high-margin or low-margin. The Al learns to recognize the patterns that predict each
outcome.

Dealership example: Lead scoring. Your CRM has records of thousands of past leads — some
converted to sales, most did not. Supervised learning trains an Al on those labeled outcomes to
predict which new leads are most likely to convert, based on behavioral and demographic
patterns. VinSolutions and similar tools use this approach to help sales teams prioritize their time.

Supervised Learning

Trained on Historical data with known outcomes (labeled)

Good for Prediction and classification problems

Dealership uses Lead scoring, fraud detection, price optimization, churn
prediction

2. Unsupervised Learning — Finding Hidden Patterns

How it works: The Al is given data with no labels and no predefined right answers. It finds
structure, groupings, and patterns on its own — discovering things you did not know to look for.

Dealership example: Customer segmentation. Feed your CRM and purchase history data into an
unsupervised learning tool and it may discover that you have five distinct customer profiles you
never formally defined — each with different buying triggers, service patterns, and communication
preferences. This insight can inform how you market, how you staff, and how you stock your lot.

Unsupervised Learning |

Trained on Unlabeled data with no predefined outcomes
Good for Pattern discovery, clustering, anomaly detection
Dealership uses Customer segmentation, inventory pattern analysis,

unusual transaction flagging

3. Reinforcement Learning — Learning Through Trial, Error, and Reward

How it works: The Al learns by taking actions and receiving feedback — rewards for good
outcomes, penalties for bad ones. Over thousands or millions of iterations, it develops strategies
that maximize positive outcomes. Think of how you might train a dog: reward the behavior you
want, correct the behavior you do not.
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Dealership example: Dynamic pricing optimization. A reinforcement learning system can test
thousands of pricing scenarios across your inventory — adjusting prices slightly up or down,
observing the market response (views, leads, offers, days to sale) — and continuously refine its
pricing strategy to maximize both turn velocity and gross profit. It gets smarter every day.

Reinforcement Learning \

Trained on Trial-and-error interaction with environment plus
feedback signals

Good for Optimization problems with complex tradeoffs

Dealership uses Dynamic pricing, ad spend optimization, service
scheduling efficiency

4. Deep Learning — The Brain-Inspired Powerhouse

How it works: Deep learning uses layered neural networks — mathematical structures loosely
inspired by the human brain — that can learn extremely complex patterns from very large
datasets. Itis the technology behind the most powerful Al tools available today, including the large
language models that power ChatGPT and Claude.

Dealership example: Al vehicle inspection. Deep learning powers computer vision systems like
Spyne and UVeye, which analyze high-resolution vehicle images to detect paint damage, panel
imperfections, tire wear, glass damage, and other condition factors. The model has been trained
on millions of vehicle images to recognize what normal looks like — and flag anything that isn't.
No rule-based system could match the accuracy of a deep learning model trained at this scale.

Deep Learning |

Trained on Very large datasets using layered neural network
architectures

Good for Complex pattern recognition in images, language, audio,
and video
Dealership uses Vehicle condition imaging, voice Al, conversational

chatbots, fraud pattern detection

You do not need to know which type of ML powers
every tool you evaluate. But when a vendor says their Al 'learns from your data,’
it is worth asking: How? What signals does it learn from? How do you know it is
improving over time? Those are the questions that separate serious Al platforms
from polished demos.

The Al Family Tree

Natural Language Processing (NLP)

NLP is Al that understands and generates human language — spoken or written. This powers
chatbots, voice assistants, email automation, review analysis, and tools like ChatGPT and
Claude. STELLA Automotive Al, for example, uses NLP to power voice Al that handles inbound
calls and service appointment scheduling for dealerships.
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Computer Vision

Computer vision is Al that interprets images and video. In a dealership context, this is used for
automated vehicle condition assessments, lot scanning, license plate recognition, and damage
detection. Platforms like Spyne use computer vision to transform vehicle photography and power
visual inspection workflows.

Generative Al

Generative Al creates new content — text, images, code, audio, or video — based on prompts
and learned patterns. Tools like ChatGPT and Claude fall into this category. For dealerships,
generative Al can write vehicle descriptions, create ad copy, draft customer emails, build
marketing content, and help train staff.

Predictive Analytics

Predictive analytics uses historical data and statistical models to forecast future outcomes. Which
customers are most likely to buy in the next 30 days? Which vehicles will age past 60 days?
Which service customers are defection risks? Predictive tools answer these questions before the
outcome occurs, giving your team time to act. VinSolutions (Cox Automotive) uses predictive
analytics within its CRM platform to surface these insights for dealers.

What Al Is NOT

Al is not magic, and it is not sentient. It does not have opinions or feelings. It cannot run your
dealership on its own. It makes mistakes — sometimes obvious ones. And like any tool, its value
depends entirely on how it is deployed and directed.

Al also does not replace the human relationships that are the foundation of automotive retail. A
well-timed, empathetic conversation between a skilled sales associate and a nervous first-time
buyer is something Al cannot replicate. What Al can do is eliminate the administrative burden that
prevents those conversations from happening.

Al handles the tasks that consume time without requiring
human judgment — freeing your people to focus on what only humans can do:
build trust, solve problems, and close deals.

Al Does This Well \ Humans Still Do This Better

Understanding customer intent Providing genuine human empathy
Generating vehicle descriptions Final creative judgment and brand voice
Scoring and routing leads Building the customer relationship
Analyzing inventory aging Making the deal that works for both parties
Responding to inquiries 24/7 Handling complex negotiations

Detecting anomalies in data Making ethical business decisions

Forecasting demand trends Leading and motivating your team
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CHAPTER 3

Dealership Fears & The Al Readiness
Assessment

The Fear Is Real — Let's Name It

Almost every dealership leader we talk to at Power Shift Al has a version of the same fear: Will
Al replace my people? Will it break my existing systems? Will it cost a fortune and not work? Will
it make my brand feel impersonal? These fears are not irrational. They are the appropriate
response to real uncertainty. They are also — every single one of them — manageable with the
right approach. The answer is not to dismiss the fear. It is to move through it with a plan.

Fear #1: Al Will Replace My Staff

This is the most common fear, and it deserves a direct answer. Al will change the roles of many
dealership employees. It will automate repetitive, time-consuming tasks. It will not replace the
judgment, relationships, and emotional intelligence that great automotive professionals bring to
their work. Cox Automotive's tagline at NADA 2026 — "Al-Powered, People-Driven" — captured
this balance perfecily.

In fact, the dealerships that deploy Al most successfully tend to grow their teams — because Al-
enabled efficiency creates capacity to handle more business. Think of Al less as a replacement
and more as the best administrative assistant your team never had.

Fear #2: It's Too Expensive

The cost of Al tools has dropped dramatically, and the ROI from well-implemented solutions can
be significant. Reported outcomes from real dealership implementations include: inventory
carrying costs reduced 25-40%, back-end profit up 15% with Al desking tools, operational costs
reduced 20-35%, and qualified leads up 42% for early Al adopters. The real cost is not the
software. It is the time investment required to choose, implement, and train your team. Budget for
that, and you will be fine.

Fear #3: If We Connect Al to Our Existing Systems, Will It Play Havoc?

This is one of the most common and legitimate concerns we hear at Power Shift Al — and it
deserves a straight answer. The short answer is: not if it is done right. The longer answer is that
this fear is exactly why implementation planning matters as much as tool selection.

Al tools designed for automotive retail are built to integrate with the systems you already have —
your DMS, your CRM, your desking tools, your inventory platforms. Reputable vendors have done
this hundreds or thousands of times. Standard integration points, APIs, and data feeds make
connection possible without disrupting your core operations. When a tool is configured properly,
data flows between systems cleanly and the experience for your team is additive, not disruptive.

That said, poor implementation is real. Rushing an integration without proper testing, choosing a
vendor that does not have deep experience connecting to your specific DMS, or skipping the staff
training phase — these are where things go wrong. The tool itself rarely plays havoc. The process
around it can.

This is precisely where Power Shift Al earns its place in the conversation. Before recommending
any solution, we map your current technology stack and ask the integration questions that most
vendors skip: How does this connect to your DMS? What data does it read and write? What
happens if the connection drops? Who handles ongoing support? We will not recommend a tool
we are not confident can integrate cleanly into your environment.
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The right question is not 'Will this break something?' —
it is 'Who has done this integration before, and can | talk to them?' A good vendor
will connect you with reference customers on the same DMS without hesitation.

Fear #4: Will Al Tarnish Our Brand?

This fear is more nuanced than it might appear — and it is one we respect. Your dealership's
brand is built on something real: your reputation in the community, the relationships your team
has cultivated, the experience customers associate with your name. The concern that Al might
make your store feel impersonal, robotic, or cold is not paranoia. It is good brand instinct.

The risk is real when Al is deployed carelessly. A chatbot that gives wrong information about your
inventory. An automated email that addresses a customer by the wrong name. A pricing tool that
surfaces offers that feel out of touch with your market. Any of these can damage trust. And in
automotive retail, trust is everything.

But the opposite is also true. Well-deployed Al enhances your brand by making every customer
interaction faster, more consistent, and more personalized. Al does not replace your brand — it
amplifies it. The question is whether you are intentional about how.

The dealerships winning on brand in the Al era are treating Al as infrastructure, not identity. The
Al handles the logistics — the instant response, the appointment confirmation, the follow-up
sequence, the pricing update. Your people handle the moments that define the relationship. When
those two things work in harmony, customers do not experience Al. They just experience a
dealership that always gets back to them quickly, always knows who they are, and always has
the right vehicle information ready.

Al should be invisible to your customers. They should
simply experience a dealership that runs better. If your Al is making noise — if
customers notice it in a negative way — that is a signal to recalibrate, not a
reason to abandon the strategy.

Fear #5: My Team Won't Adopt It

Change management is real. But dealership employees are pragmatic — they want tools that
make their jobs easier and help them earn more. When Al is introduced with proper training and
a clear story about how it helps rather than threatens, adoption tends to be faster than expected.

Fear #6: We'll Choose the Wrong Tool

You might. That's okay. Treat early Al implementations as experiments with defined success
criteria. Not every tool will work in every dealership. The key is to move with intention, measure
results, and iterate — rather than either doing nothing or betting everything on one solution.

The dealerships that are not afraid to experiment — and
willing to learn from failure — will move fastest. Perfection is the enemy of
progress in the Al era.

The Three Tiers of Al Adoption — As Revealed at NADA 2026

One of the most important frameworks to emerge from conversations at the 2026 NADA Show
was a clear picture of where dealerships currently stand in their Al journey. Think of it as three
distinct tiers — and understand that the gap between them is growing wider every month.
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Adoption Tier \ Where They Are \ What to Do Next

Tier 1: Experimenters  Testing individual Al tools in isolated Start connecting tools. Move
departments. Seeing results but from experimentation to
struggling with integration and workflow integration.
continuity. This is where most dealerships
are today.

Tier 2: Integrators Building connected Al workflows across Standardize across rooftops.
departments, from lead capture through Build Al into every key workflow.

F&l. Experiencing measurable efficiency
gains and better customer experiences.

Tier 3: Re- Treating Al as their new operating Maintain the lead. Document,
Platformers system. Standardizing workflows with Al- scale, and continuously
driven decision-making at every step. improve.

Pulling ahead on efficiency, consistency,
and profitability.

As one industry observer noted at NADA 2026: "2026 won't be won by dealerships that 'try Al." It
will be won by dealerships that re-platform how the store runs — from lead-to-sale to inventory-
to-listing, desking-to-F&l, and service retention — so that execution becomes consistent,
measurable, and scalable."

The gap between Tier 1 and Tier 3 isn't just technological — it's strategic. Power Shift Al works
with dealers at all three tiers, helping Experimenters become Integrators and helping Integrators
become Re-Platformers.

The Al Dealership Readiness Assessment

Rate your dealership on each of the following dimensions on a scale of 1 (not started) to 5
(excellent). Be honest — this is a tool for your benefit, not a report card.

Assessment Area ' Score (1-5) ' Notes

Is your CRM and DMS
data clean and current?

Are your CRM, DMS, and
digital tools integrated?

Data Quality & Accessibility

Digital Infrastructure

Staff Technology Comfort Is your team adaptable to

new digital tools?

Leadership Al Awareness Do leaders understand
the Al opportunity?

Budget for Innovation Do you have a dedicated

budget for tech?

Process Documentation Are your key workflows
written down?

Customer Data Capture Are you collecting email,

behavior, and history?

Vendor Relationships Are your partners open to

Al integration?
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Assessment Area ' Score (1-5) ' Notes

Measurement Culture Are you tracking KPIs
consistently?

Change Management History Have you successfully

adopted new tools
before?

TOTAL SCORE (out of 50)

Scoring Guide

Score Range | What It Means

40-50 Tier 3 Ready — Move aggressively to enterprise-level Al
implementation and re-platforming.

30-39 Tier 2 Ready — Solid foundation. Focus on integration
across departments immediately.

20-29 Tier 1 — Address foundational gaps first, then layer in Al
tools methodically.

10-19 Pre-Al — Focus on data and process before Al. Power
Shift Al can help build the foundation.
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CHAPTER 4

Al in Inventory Management

Inventory is the lifeblood of a dealership. A vehicle sitting on the lot for 90 days is not just a missed
sale — itis a cash flow drain, a floor plan expense, and a lost opportunity cost. Al is transforming
how the best dealers buy, price, and turn their inventory.

Intelligent Acquisition & Al-Powered Appraisals

Al-powered appraisal and market tools analyze thousands of data points — current local market
supply, demand trends, days-to-turn by model and trim, auction pricing, consumer search volume,
and regional preferences — and deliver a recommended acquisition price or trade value in
seconds.

Tools like vAuto Stockwave (Cox Automotive) give dealers access to live data from over 300
wholesale marketplaces, enabling smarter buying decisions at auction and in the trade lane.
Kelley Blue Book's Instant Cash Offer (KBB ICO) and Black Book both incorporate Al to deliver
accurate, market-aware valuations.

Dynamic Pricing

Static pricing — setting a price and waiting — is rapidly being replaced by Al-driven dynamic
pricing. These tools continuously monitor the market and recommend price adjustments based
on competitive positioning, days in inventory, market demand, and consumer engagement
signals. vAuto's Provision and ProfitTime GPS are among the most widely used platforms for this
purpose.

DATA POINT: Dealers using Al-driven pricing tools report average improvement
in front-end gross of 8-12% while also reducing average days in inventory by 15-
20%.

Al-Powered Inventory Syndication & Lot Management

Keeping your inventory accurately listed across every digital channel — your website, third-party
listing sites, and social platforms — is a constant operational challenge. LotSync Al specializes in
automated inventory syndication and lot management, using Al to ensure that every vehicle
update, price change, and status change propagates instantly and accurately across all your
digital touchpoints. In a market where a customer may be cross-shopping your listing and your
competitor's listing simultaneously, listing accuracy and speed of update is a genuine competitive
advantage.

EV Inventory: A Special Challenge for 2026

The EV inventory challenge dominated many conversations at NADA 2026. Dealers are sitting on
EV inventory in some markets while scrambling for it in others, and tariff-driven policy uncertainty
is making traditional demand signals unreliable. Al tools specifically designed for EV inventory —
such as Recurrent (which analyzes battery health and EV-specific demand factors) and Cox
Automotive's predictive EV demand forecasting — are becoming essential for dealers managing
mixed-fuel inventories.
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Inventory Mix Optimization & Aging Management

Al can analyze your historical sales data, local market trends, and forward-looking demand
signals to recommend your optimal inventory mix. How many trucks versus SUVs? Which trim
levels move fastest? Which colors historically sit longest in your market?

Al systems can also monitor inventory aging and trigger automated alerts and recommended
actions when a vehicle reaches key aging thresholds. At 30 days: adjust pricing. At 45 days: shift

marketing budget. At 60 days: consider auction or wholesale. Al makes this systematic rather
than reactive.

Application / Platform | What Al Does

Acquisition Pricing (vAuto Stockwave) Al-driven buy recommendations vs. live market data
Trade Appraisals (KBB ICO, Black Book) Instant market-based trade valuations

Dynamic Retail Pricing (vAuto Provision) Continuous price optimization vs. competition

EV Demand Forecasting (Recurrent) EV-specific pricing, battery health, demand trends
Inventory Mix Planning Data-driven stocking recommendations by market

Aging Management Automated alerts and action triggers at key thresholds
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CHAPTER 5

Al in Vehicle Inspections & Service

The service lane is one of the most profitable and most complex operations in a dealership.
According to the Presidio Group's Year-End 2025 Dealer Direction Survey cited at NADA 2026,
85% of dealers expect parts and service to be the biggest driver of their business in 2026. Al is
creating dramatic efficiency gains here — reducing inspection time, improving repair order
accuracy, increasing customer trust, and capturing additional revenue.

The Technician Shortage: A Crisis Al Can Help Manage

NADA estimates dealerships need to replace approximately 76,000 technicians per year to keep
pace with retirements and new demand, but only about 39,000 graduate from U.S. technical
schools annually — an annual shortfall of roughly 37,000. Al-powered diagnostic tools, workflow
automation, and intelligent scheduling systems help existing technicians work more efficiently,
partially bridging this gap.

Bosch Automotive Service Solutions offers Al diagnostic software that helps technicians diagnose
faster. Workflow 360 uses Al to coordinate service department workflows, replacing paper and
sticky notes with intelligent routing and tracking.

Al-Powered Vehicle Condition Assessments

Computer vision technology has made it possible to assess a vehicle's condition in minutes. Al
inspection platforms use cameras and imaging to detect paint damage, panel issues, tire wear,
glass damage, and other condition factors automatically, then generate structured inspection
reports for reconditioning estimates or trade appraisals.

* Platforms like UVeye, Monk Al, and Spyne integrate Al inspection into service
workflows.

* Alinspection data can automatically populate the DMS and create reconditioning work
orders.

* Photographic condition reports build customer trust and reduce post-sale disputes.

Al Video Inspections — The Trust Builder

One of the most effective uses of Al in service is the video inspection workflow — technicians
record video of findings that is automatically tagged, organized, and sent to the customer via text
or email. Al can transcribe the technician's narration, generate a written summary, and present
recommended services with pricing. Customers who see video evidence approve additional work
at significantly higher rates than those who receive verbal recommendations alone.

RESULT: Service appointment conversion averages 56% for dealerships using
STELLA Automotive Al's automated follow-up and communication tools —
compared to industry averages well below that benchmark.

Predictive Service Marketing

Al can analyze a vehicle's service history, mileage, and OEM maintenance schedules to generate
personalized service recommendations for each customer. Rather than generic reminders, Al-
powered service marketing from platforms like Get My Auto, Xtime (Cox Automotive), and
IntellaVoice (STELLA + Client Command) sends the right message, at the right time, for the right
service — based on actual data about that specific vehicle and customer.
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CHAPTER 6

Al in Sales & Marketing

Sales and marketing are where Al touches customers most directly — and where the opportunity
to create competitive advantage is greatest. From the moment a prospect searches for a vehicle
online to the moment they sign the purchase agreement, Al can enhance every touchpoint.

Al-Powered Lead Management & Scoring

The biggest challenge in dealership sales is not generating leads — it's working them effectively.
Al-powered lead management tools score every inbound lead based on behavioral signals,
engagement data, and predictive models, then route the highest-value opportunities to the right
salesperson immediately.

VinSolutions (Cox Automotive) uses predictive analytics within its CRM to identify which
customers in your database are currently in a buying window — and which are at risk of going to
a competitor. Autocorp Al's AVA Credit platform enables real-time soft credit pulls that help qualify
leads before a human conversation begins.

Conversational Al & 24/7 Chatbots

Engaged Al — named Automotive Al Sales Agents Company of the Year at the 2025 awards —
demonstrated at NADA 2026 how far conversational Al has come. Modern Al chatbots can
engage website visitors in natural conversation, answer inventory questions, generate leads,
schedule appointments, and handle basic service inquiries around the clock.

Other platforms leading this space include Spyne's VINI (24/7 conversational Al with visual
merchandising integration), STELLA Automotive Al (with call transcription and Al virtual
receptionist), Impel Al (specializing in Al-powered customer engagement across the vehicle
ownership lifecycle, from initial inquiry through post-purchase retention), and Warmly and Drift
(general conversational Al with dealership applications).

EFFICIENCY WIN: Dealerships with well-deployed Al chat tools report
answering 40-60% of all website inquiries automatically — freeing BDC teams to
focus on high-value conversations.

Al-Generated Marketing Content

Generative Al tools — including ChatGPT, Claude, and specialized automotive marketing
platforms — can produce vehicle description copy, social media posts, email campaigns, blog
content, and ad copy in minutes. The best approach is to use Al as a first draft generator, then
have a human editor review and personalize. Al handles the volume; your team handles the voice
and accuracy.

CRM Intelligence & Equity Mining

Your CRM database contains one of your most valuable assets: relationships with thousands of
past customers. Al can analyze that database to identify customers most likely to be in a buying
window, customers at risk of service defection, and customers who are candidates for an equity
mining conversation.

Al-powered equity mining tools scan your database for customers whose current vehicle
payments may qualify them for a newer vehicle at the same or lower payment — and automatically
surface those opportunities for your sales team. VinSolutions and CDK Global both offer equity
mining intelligence within their platforms.
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Sales/Marketing Application | Platform Examples

Lead Scoring (VinSolutions)

Al Chat (Engaged Al, Spyne VINI)
Content Generation (Claude, ChatGPT)
Credit Pre-Qualification (Autocorp AVA)
Equity Mining (VinSolutions, CDK)
Service Retention (Get My Auto, Xtime)

Prioritize high-intent leads automatically

24/7 inquiry handling and appointment setting
Vehicle descriptions, ads, email, social posts
Real-time soft pulls to qualify leads faster

Find upgrade-ready customers in your database

Automated, personalized owner lifecycle marketing
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CHAPTER 7

Al in Dealership Analysis & Operations

Data is the raw material of every great business decision. Most dealerships have more data than
they know what to do with — and less insight than they need. Al-powered analysis tools bridge
that gap, turning the data your systems already generate into actionable intelligence.

From Reporting to Intelligence

Traditional reporting tells you what happened. Al-powered reporting tells you what happened, why
it happened, and what is likely to happen next. CDK Global's Customer Data Platform (CDP) —
highlighted prominently at NADA 2026 — brings all dealership data into one clean, connected,
and actionable view, solving the fragmentation problem that has plagued dealers for years.

Al reporting tools can monitor hundreds of KPIs simultaneously, surface anomalies, and send
proactive alerts when metrics move outside of expected ranges — before a small problem
becomes a large one.

Financial Analysis & Scenario Modeling

Al can analyze your financial data to model scenarios and forecast performance. How would a
shift in your used vehicle mix affect floor plan costs? What is the projected impact of adding a
second F&l manager? Deal Central (Cox Automotive) uses Al to assist with deal structuring and
has been associated with 15% higher back-end profit in documented implementations.

Employee Performance Analytics & Al Coaching

Al can help managers coach their teams more effectively by analyzing performance data across
the sales process. Which salespeople close at higher rates on specific vehicle types? Where in
the process is a specific team member losing deals? Dealertrack Performance Management and
tools from the Predictive Index use Al to surface coaching opportunities based on data rather than
opinion.

COACHING IMPACT: Al-powered coaching shifts the conversation from 'l think
you need to work on closing' to '"Your data shows you're losing 30% of deals at
the trade evaluation stage — let's fix that.' Evidence-based coaching is more
effective and less personal.

Customer Satisfaction Intelligence

Al tools can analyze CSI scores, review text, service survey data, and communication patterns to
surface satisfaction trends before they become reputation problems. Natural language processing
can read thousands of customer reviews and categorize the sentiment, themes, and specific
issues mentioned — giving leadership a clear picture faster than manual review ever could.

Competitive Intelligence

Al-powered competitive tools like MarketCheck's Market Trends APl monitor competitor
inventory, pricing, and market positioning continuously. Rather than manually checking
competitor websites, you receive automated intelligence that highlights shifts in competitor
positioning and identifies opportunities to differentiate.
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CHAPTER 8

Al in Security & Compliance

Dealerships are high-value targets for cybercriminals, and the regulatory environment governing
automotive retail grows more complex every year. The 2024 CDK Global cyberattack served as
a stark industry wake-up call. Al is becoming an essential tool for protecting dealerships and
ensuring compliance.

Cybersecurity: Al as Your 24/7 Security Team

Al-powered cybersecurity tools monitor your network, systems, and user behavior continuously
— far more comprehensively than any human IT team could. CrowdStrike, which has developed
a purpose-built FTC Safeguards compliance solution for dealerships, uses Al-powered endpoint
protection and threat detection. IDS-Astra focuses specifically on Al-driven cybersecurity for auto
dealerships. Kelser Corp provides managed security services with Al monitoring.

» Al security tools monitor all network traffic for suspicious patterns in real time.
+ Automated threat response can isolate compromised systems before an attack spreads.

RISK CONTEXT: The average cost of a dealership cyberattack — including
downtime, data recovery, regulatory penalties, and reputation damage — can
exceed $1 million. Al security tools typically cost a fraction of that annually.

Fraud Detection: The $9.2 Billion Problem

Point Predictive, one of the most recognized names in automotive fraud detection, reported
preventing $9.2 billion in fraud losses across the industry in 2024. Their BorrowerCheck platform
— integrated with Dealertrack — uses Al to detect synthetic identity fraud, income
misrepresentation, and employment fraud during the deal process. Autocorp Al's AVA ID provides
compliant digital identity verification that meets FTC standards.

FTC Safeguards Rule Compliance

The FTC's Safeguards Rule requires dealerships to maintain comprehensive information security
programs. Al tools help manage compliance by monitoring access controls, auditing data handling
practices, generating required security reports, and detecting potential compliance gaps.
Dealertrack Compliance Suite provides automated OFAC, GLBA, and CCPA compliance
workflows. OneTrust offers broader privacy and data governance automation.

HR & Employment Compliance

Al tools help dealerships manage HR compliance — monitoring for potential wage and hour
issues, flagging training requirement gaps, and ensuring employee documentation meets
requirements. Netchex provides HR analytics that identify compliance patterns and turnover risks
before they become costly problems.

Warranty & Recall Management

Al can monitor OEM recall and warranty bulletins and automatically flag affected vehicles in your
inventory and service history. MarketCheck's Recall Lookup APl aggregates open recall
information from multiple OEM microsites for any VIN — reducing the risk of selling a vehicle with
an open recall and helping ensure warranty claim compliance.
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CHAPTER 9

Al in the Parts Department

The parts department is often one of the least technology-enabled areas of a dealership — and
therefore one of the areas with the most to gain from Al. In 2026, with tariff-driven parts cost
volatility adding new pressure, intelligent parts management is more important than it has ever
been.

Demand Forecasting & Inventory Optimization

Al-powered parts inventory tools analyze historical usage patterns, seasonal demand, repair
order trends, and local market data to recommend optimal stock levels for every part number.
CDK Parts Management uses Al-powered ordering logic to reduce emergency sourcing at
premium cost. Cox Automotive's Supply Chain Intelligence platform provides real-time parts
availability tracking.

* Al models predict demand spikes based on seasonal patterns, weather data, and model-
specific failure trends.

+ Automated reorder triggers reduce the manual work of parts ordering while improving fill
rates.

* Obsolescence alerts flag slow-moving parts before they become a write-off problem.

2026 CONTEXT: Tariff volatility in 2026 is creating unprecedented parts cost
instability. Al demand forecasting helps dealers strategically stock parts before
price increases hit — a genuine competitive advantage in this environment.

Parts Pricing Intelligence

Al tools can monitor competitive parts pricing, analyze your margin performance by part category,
and recommend pricing adjustments that optimize profitability without sacrificing volume. Many
dealers leave significant margin on the table in parts because pricing is managed manually and
infrequently. Al-optimized parts pricing can improve parts department gross by 8-15% without
reducing customer satisfaction.

Technician Productivity & Pre-Staging

One of the most frustrating and expensive inefficiencies in service is technician wait time for parts.
Al can analyze service scheduling, repair order data, and parts availability to pre-pick and stage
parts for scheduled repair orders before the vehicle arrives — reducing technician downtime and
improving bay efficiency. This directly addresses the technician shortage by making every
available tech hour more productive.

Lost Sales Tracking

Al can analyze parts order rejections, emergency dealer-to-dealer transfers, and repair order
delays to identify consistent gaps in your inventory coverage. This lost sales data, systematically
captured and analyzed, becomes the input for inventory mix improvements that directly improve
service throughput and customer satisfaction.
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Automated Workflows & APIs: The Engine Under
the Hood

One of the most powerful — and most misunderstood — elements of an Al-forward dealership is
the automated workflow. Al gets most of the attention, but it's automated workflows that actually
connect your systems, eliminate manual steps, and make Al-driven insights actionable.
Understanding both concepts is essential to building a truly intelligent dealership operation.

What Is an Automated Workflow?

An automated workflow is a set of predefined tasks that execute automatically when a specific
trigger or condition is met — without requiring a human to initiate each step. Think of it as a digital
assembly line for information and action.

A simple example: a customer submits a trade-in inquiry on your website. An automated workflow
can immediately capture that lead in your CRM, assign it to the right salesperson based on
availability, send the customer a personalized acknowledgment text, pull the vehicle's market
value from a valuation service, and notify the used car manager — all within seconds, and all
without anyone touching a keyboard.

Without automation, that same sequence might take 30 minutes and involve three different people
— if it happens at all.

Automated workflows are the operational foundation that
makes Al useful at scale. Al finds the insight; the workflow acts on it —
automatically, consistently, and immediately.

Why Automated Workflows Matter to Your Dealership

The case for workflow automation in a dealership is straightforward: your processes are repetitive,
your data lives in multiple systems, and your staff's time is your most expensive and scarce
resource. Every manual handoff, every copy-paste between systems, every reminder that has to
be set by a human is an opportunity for error, delay, or omission.

Consider the scale of a busy dealership: hundreds of leads per month, dozens of repair orders
per day, thousands of service reminders, ongoing inventory updates, compliance documentation
requirements, and customer follow-up sequences. Manual management of these processes is not
just inefficient — it's impossible to do consistently. Workflow 360 built their entire platform on this
insight, replacing the paper, sticky notes, and phone tags of the traditional service department
with intelligent, automated coordination.

The Business Case: What Automation Actually Delivers

Benefit \ What It Means in Practice

Speed Triggers fire in seconds. No waiting for a person to notice
and act.

Consistency Every customer gets the same quality process, every
time.

Capacity Your team handles more volume without adding

headcount.
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Benefit \ What It Means in Practice

Accuracy Data moves between systems without manual
transcription errors.

Accountability Every automated action is logged, tracked, and
auditable.

Cost Reduces manual labor cost for repetitive, low-judgment
tasks.

What Is an APl — And Why Does It Matter?

If automated workflows are the assembly line, APIs (Application Programming Interfaces) are the
conveyor belts that connect all the machines. An APl is essentially a standardized way for two
software systems to talk to each other and share data automatically.

Here's a non-technical way to think about it: Imagine you're at a restaurant. You (the customer)
don't go into the kitchen to make your food. You tell the waiter what you want (your request), the
waiter takes it to the kitchen (the API), and the kitchen sends back your food (the response). You
don't need to know how the kitchen works — you just need to know the waiter is reliable.

In a dealership context, APIs allow your CRM to automatically receive new lead data from your
website. They allow your DMS to pull current pricing from a market intelligence platform. They
allow your service scheduler to automatically check a vehicle's recall status from the NHTSA
government database. They allow your inventory management system to push updated pricing to
your third-party listing sites. None of this requires a human to log in and transfer data manually.

The Automotive APl Ecosystem

The automotive industry has a rich ecosystem of APIs across every function area. Here is a
practical snapshot of what's available and what dealerships are using:

API Category | Key Platforms & What They Provide

Vehicle Data & Specs CarAPI, CarQuery, Vehicle Databases — makes,
models, trims, specifications

VIN Decoding & History NHTSA vPIC (free government), CarsXE, VinAudit,
Detailed Vehicle History

Pricing & Valuation KBB B2B API, Black Book, Vehicle Databases Market
Value, Auto.dev

Marketplace & Inventory MarketCheck, Carketa Dealer Data, CarGurus, Auto.dev
listings

Safety & Recalls NHTSA Recalls API (free), IIHS Ratings, MarketCheck

Recall Lookup

Market Analytics MarketCheck Market Trends, Carketa Velocity Metrics,
Market Days Supply

Images & Media Spyne Al Image API (Al-enhanced), Auto.dev Vehicle
Photos, MarketCheck Cached Images

Maintenance & Service Vehicle Databases Maintenance API, Vehicle Warranty
API, CarMD
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ategory ey Platforms at They Provide
API Cat \ Key Platfi & What They Provid

Finance & Insurance Auto.dev Interest Rates API, NICB Vehicle Theft
Database
Connected Vehicles Smartcar API — real-time telematics, odometer, location

for newer vehicles

The NHTSA vPIC API, NHTSA Recalls API, and IIHS Vehicle Ratings API are completely free
government sources — an excellent starting point for any dealership building automated
workflows around vehicle data and compliance. Kelley Blue Book's API, while requiring a B2B
relationship, provides the industry-standard valuation data that customers already trust.

RESOURCE: POWERSHIFTAIL.COM: Power Shift Al maintains a
comprehensive listing of automotive API providers and a detailed description of
each at www.powershiftai.com. Look for the Automotive API and Automation
page for a regularly updated directory of the platforms available to your
dealership.

APIs Are Not Just for Automotive — Powerful Tools from Other
Industries

One of the most underutilized opportunities for dealerships is connecting to APIs that were not
built specifically for automotive — but can add real value to your marketing, sales, and customer
experience operations. The APl ecosystem extends far beyond vehicle data, and forward-thinking
dealerships are starting to take advantage of it.

Non-Automotive API \ Dealership Application

Google Maps API Embed directions, dealership location maps, and
calculate driving distance for customers — enhancing
both your website and your automated communication
workflows.

Twilio (SMS & Voice API) Send automated, personalized SMS messages and
make outbound voice calls from your workflow
automation — the backbone of many dealership
communication platforms.

SendGrid / Mailchimp API Trigger automated, personalized email sequences from
your CRM or workflow engine — from lead follow-up to
service reminders to loyalty campaigns.

Meta (Facebook/Instagram) Ads API Programmatically update your social ad campaigns
based on inventory changes — automatically pausing
ads for sold vehicles and launching ads for new arrivals.

Google Ads API Automate bid adjustments, ad copy updates, and
campaign management based on real-time inventory and
market conditions.

Stripe / PayPal API Process online payments for deposits, service pre-
payments, or accessories purchases directly from your
digital retail flow.

DocuSign / HelloSign API Automate the routing and execution of digital documents
— purchase agreements, service authorizations, credit
applications — reducing paper and closing loops faster.
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Non-Automotive API \ Dealership Application

Zapier / Make (Automation Hubs) Connect thousands of apps without writing custom code
— ideal for dealerships that need to bridge tools that
don't natively integrate.

OpenAl / Anthropic (Claude) API Connect directly to large language model Al to power
custom chatbots, automated content generation, or
intelligent document summarization inside your own
systems.

Salesforce / HubSpot API If your dealership uses a general-purpose CRM
alongside your DMS, these APlIs allow deep integration
with automotive-specific data flows.

The key insight is that your dealership's technology stack does not have to be limited to what your
DMS or CRM vendor offers out of the box. With the right integration strategy, you can connect
best-in-class tools from any industry to create a dealership operation that runs faster, smarter,
and more consistently than anything a single-vendor solution could deliver.

Al-Powered Workflows vs. Traditional Automation — An Important
Distinction

Here is something that surprises many dealership leaders: not every automated workflow requires
or benefits from Al. And understanding the difference is critical to making smart technology
investments.

Traditional automation follows rigid, predetermined rules. IF alead comes in from source X, THEN
assign it to salesperson Y and send template Z. The rules are fixed. The workflow does exactly
what it's told, every time. This is powerful, reliable, and appropriate for many tasks.

Al-powered automation adds a layer of intelligence and judgment. Instead of fixed rules, Al can
evaluate the lead's intent score, the salesperson's current workload and close rate on similar
vehicles, the customer's history, and the time of day — and make a dynamic routing decision that
is different for every lead. The workflow still executes automatically, but the decision inside the
workflow is made by Al rather than a static rule.

Think of it this way: traditional automation is a stoplight — it follows a fixed schedule. Al
automation is a smart traffic system — it adapts to real-time conditions and optimizes outcomes
dynamically.

Use traditional automation for tasks with fixed, predictable
logic. Use Al automation for tasks that require judgment, pattern recognition, or
personalization at scale. Many of the best dealership workflows combine both.

Examples: When to Use Traditional vs. Al Automation

Workflow Task Al or Traditional? | Why

Send lead confirmation text Traditional Simple trigger, fixed message — no Al
needed.

Route lead to salesperson Al-Powered Al weighs intent, availability, and match
quality.

Update inventory listing prices  Traditional Schedule-driven, rule-based —

nightly straightforward automation.
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Workflow Task Al or Traditional? \ Why

Recommend price adjustment  Al-Powered
for aging vehicle

Send 30-day service reminder  Traditional

Personalize service offer by Al-Powered

customer profile

Log repair order completion in  Traditional
DMS

Flag fraud risk on a deal Al-Powered

application

Post inventory to third-party Traditional
listing sites

Generate vehicle description Al-Powered
for listing

Al analyzes market, competition, and demand
signals.

Date-triggered, templated — no Al needed.

Al customizes message based on history and
preferences.

Data transfer between systems — pure
automation.

Al detects patterns across millions of data
points.

Data push on a schedule — straightforward
API workflow.

Generative Al creates unique, compelling
copy per vehicle.

Custom Workflows: Where Power Shift Al Comes In

One of the most common challenges dealerships face is the gap between what off-the-shelf tools
offer and what their specific operation actually needs. Major platforms like Cox Automotive, CDK
Global, and VinSolutions provide excellent foundational workflows — but no packaged solution
can anticipate every dealership's unique process, market, team structure, or vendor ecosystem.

This is where Power Shift Al specializes. As an automotive Al consulting firm, Power Shift Al
designs and builds custom automated workflows that connect your specific systems, fill the gaps
in your existing technology stack, and address the operational pain points that generic solutions

don't solve.

What a Custom Workflow Engagement Looks Like

1. Process Discovery — We map your current workflows: what happens, in what order,
who touches it, and where the breakdowns occur. Most dealerships discover three to
five significant process failures in this phase alone.

2. Gap Analysis — We identify which parts of the workflow can be addressed by existing
tools you already own (often underutilized), which require integration between systems
via APls, and which require custom-built solutions.

3. Workflow Architecture — We design the automated workflow, specifying every trigger,
decision point, action, and data exchange. We determine where traditional automation is

sufficient and where Al adds genuine value.

4. Build & Integration — We connect the required systems using APIs, configure the
workflow logic, and test thoroughly against real dealership scenarios. This may involve
connecting your DMS, CRM, inventory management platform, marketing tools,
compliance systems, and third-party data providers.

5. Training & Handoff — We train your team on how the workflow operates, how to monitor
it, and how to flag issues. We provide documentation and ongoing support.

The result is a dealership operation where the right information reaches the right person at the
right moment — automatically, consistently, and without the delays and errors of manual

processes.
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Power Shift Al has helped dealerships build custom
workflows that reduced lead response time from hours to seconds, eliminated
manual data entry between systems, automated compliance documentation, and
connected inventory pricing to real-time market data — all tailored to the specific
technology stack and processes of each dealership.

Real Workflow Examples That Power Shift Al Has Designed

The Instant Lead Intelligence Workflow

Trigger: New lead arrives from any source. The workflow automatically decodes the customer's
VIN (if provided) using the NHTSA vPIC API, checks for open recalls, pulls a market valuation via
the KBB or Vehicle Databases API, retrieves the customer's history from the CRM, scores the
lead using Al, routes to the optimal salesperson, and sends the salesperson a briefing — all
before they pick up the phone. The entire sequence takes under 90 seconds.

The Inventory Intelligence Loop

Daily at 6 AM: The workflow pulls current market pricing data via the MarketCheck APl and
Carketa Dealer Data API, compares every vehicle in inventory against current competitive market
position, identifies vehicles outside the optimal pricing window, flags vehicles approaching aging
thresholds, and generates a prioritized action list for the used car manager — ready when they
arrive at the store.

The Compliance Audit Trail Workflow

Trigger: Deal marked complete in DMS. The workflow automatically audits the deal jacket against
FTC Safeguards and state compliance requirements, verifies all required signatures and
disclosures are present, checks the customer identity against fraud detection databases (Point
Predictive integration), archives all documentation, and generates a compliance summary —
reducing audit risk without adding staff time.

The Service Retention Engine

Trigger: Vehicle service complete. The workflow records the service, updates the customer's
service history, schedules the next maintenance reminder based on OEM maintenance data from
the Vehicle Maintenance API, sends a satisfaction survey, monitors the survey response, routes
negative responses to a manager for immediate follow-up, and adjusts the customer's churn risk
score in the CRM. One service event, eight automated actions, zero manual steps.
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Your 90-Day Al Implementation Plan

Important note: there is no hard 90-day rule.
The roadmap in this chapter is a starting framework — an example of how a
phased implementation might unfold. Every dealership is different: different size,
different team, different technology stack, different pain points, different starting
point. Use this as a launching pad, not a rigid schedule. Your job is to define your
own map, set your own milestones, and move at the pace that is right for your
operation. Power Shift Al can help you design a plan tailored specifically to your
dealership.

Readiness assessments and inspiring chapters are only valuable if they lead to action. This
chapter gives you a practical, phased roadmap for your first 90 days of Al implementation —
designed to be adapted based on your readiness score from Chapter 3 and your position in the
three adoption tiers.

Before Day 1: Set the Foundation

6. Appoint an Al Champion — identify one leader (or engage Power Shift Al as your
external partner) who is responsible for your Al initiative. This person needs to be
organized, curious, and credible with your team.

7. Conduct a Data Audit — assess the quality and accessibility of your core data: CRM
records, DMS data, customer contact information, service history, and inventory history.
Note gaps and assign ownership for cleanup.

8. Define Your Top 3 Pain Points — identify the three operational challenges that cost you
the most money, time, or customer satisfaction. Your first Al implementations should
address these directly.

Days 1-30: Quick Wins & Momentum

The first 30 days are about building momentum and demonstrating value. Choose
implementations that can show results quickly and build team confidence.

* Deploy a generative Al writing tool (ChatGPT or Claude) for marketing content — vehicle
descriptions, email templates, social posts. Low cost, immediate value, high adoption
likelihood.

* Implement an Al-powered chatbot on your website if you don't already have one. Many
CRM platforms include this as a feature. Platforms like Engaged Al, Spyne VINI, and
STELLA offer dedicated automotive solutions.

* Begin using Al pricing tools for your used inventory if not already in place (vAuto
Provision, etc.).

* Conduct an Al Awareness Session with department heads — 90-minute session
covering Al basics and your dealership's Al vision. Power Shift Al can facilitate this
session.

Quick wins in Month 1 create advocates. When your
sales manager sees that Al-generated vehicle descriptions perform better than
handwritten ones, they become an Al champion — not a resistor.
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Days 31-60: Departmental Depth

Month 2 is about going deeper in your highest-priority departments. Select two to three
departments for more substantial Al implementation.
For Tier 2 & Tier 3 Dealerships (Score 30-50):

* Implement Al-powered lead scoring and routing in your CRM.

* Deploy Al inspection tools in the service lane.

* Begin building an automated workflow for lead intelligence or inventory pricing (engage
Power Shift Al for custom workflow design).

* Launch Al-powered service retention campaigns through platforms like Get My Auto or
Xtime.
For Tier 1 Dealerships (Score 10-29):
* Focus on data quality — clean and consolidate your CRM and DMS data.
« Standardize your process documentation for sales, service, and F&l workflows.
* Implement basic Al reporting dashboards from your existing DMS platform.
* Investin team training on using generative Al for daily tasks.

Days 61-90: Measure, Optimize & Plan Phase 2

The final 30 days are dedicated to evaluation and planning. Al implementations that are not
measured are improvements that cannot be proven.

Implementation \ Key Metrics to Measure

Al Chatbot Lead capture rate, response time, appointment set rate

Lead Scoring Contact rate improvement, appointment-to-show rate

Al Pricing Days in inventory, front-end gross, turn rate

Content Al Time saved, content volume produced, engagement
metrics

Service Al Inspection completion rate, additional service approval
rate

Automated Workflows Manual steps eliminated, response time reduction, error
rate

At the end of 90 days, hold a formal Al Review with your leadership team. What worked? What
didn't? Use these answers to design your Phase 2 plan — your path to becoming a Tier 2 or Tier
3 dealership.
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CHAPTER 12

The Future of Al in Auto Retail

The 2026 NADA Show made one thing clear: Al in automotive retail is not approaching a peak —
it is approaching an inflection point. The next phase of Al will not just be smarter tools. It will be
an entirely different way of operating a dealership.

Autonomous Al Agents: Beyond Assistance

The next evolution is not just tools that assist humans — it is Al agents that act on behalf of
humans with minimal supervision. Al agents can execute multi-step workflows autonomously:
monitor inventory, identify aging vehicles, adjust pricing, shift ad spend, alert the manager, and
follow up with interested prospects — all in response to a single triggering condition, without
anyone pushing a button. Early versions of agentic Al are already appearing in dealership
platforms. Within three to five years, sophisticated Al agents will be managing significant portions
of dealership operations.

Voice Al & Conversational Commerce

Voice Al is advancing rapidly. STELLA Automotive Al is already deploying voice Al that handles
inbound service calls, schedules appointments, and handles routine inquiries without a human
operator. Within two to three years, this technology will be sophisticated enough to handle
complex trade discussions and walk a customer through the early stages of a purchase — setting
a new standard for what after-hours customer service means.

NADA 2026: NADA 2026 highlighted voice Al as one of the most immediately
deployable technologies with measurable ROl — not a future concept but a
present reality with documented results.

Al & Electric Vehicles: A Growing Partnership

EV customers tend to be more technology-forward and expect digital-first experiences. At the
same time, EV service requirements are different — with Al playing a growing role in remote
diagnostics, over-the-air update management, and battery health monitoring. Recurrent is already
providing EV-specific Al analytics for battery health and pricing. Dealers who build Al capabilities
now will be better positioned to serve the EV customer base of the near future.

Al-Enhanced F&I

Finance and Insurance is one of the most profitable and highly regulated areas of a dealership —
and Al is beginning to transform it. Deal Central (Cox Automotive) uses Al to assist with deal
structuring and has documented 15% higher back-end profit results. The F&l manager of the next
five years will have Al tools that present the right products to the right customer at the right
moment — maximizing both customer satisfaction and dealership profitability.

Market Consolidation & What It Means for Dealers

The NADA 2026 exhibitor floor featured more than 40 Al vendors. As one industry analyst
observed at the show, this market is headed toward significant consolidation. Vendors who cannot
clearly answer 'What measurable outcomes does this deliver in 90 days?' and 'What is the cost
per unit of impact?' will struggle. Dealers evaluating Al solutions in the next 12-18 months should
hold every vendor to these standards.
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The Human + Al Dealership

The dealership of the future is not a robotic, automated transaction machine. It is a high-
performing human organization, supercharged by Al. The best people in the industry — the
empathetic salesperson, the gifted F& manager, the master technician, the inspiring general
manager — will be more valuable than ever, because Al will eliminate the friction and
administrative burden that prevents them from operating at their best.

Build that organization. Invest in your people and in the Al tools and workflows that set them free.
That is the path to winning the next decade of automotive retail.
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A Final Word

The dealerships that will thrive in the Al era are not necessarily the ones with the biggest budgets.
They are the ones led by people who are curious, adaptable, and willing to act before every
answer is certain.

You have just read a comprehensive overview of how Al is transforming every corner of the
automotive retail business. You have a framework for understanding where your dealership
stands in the three adoption tiers. You have a practical readiness assessment, an Al
implementation roadmap, and a vocabulary to lead the conversation with your team, your
vendors, and your OEM partners.

The internet analogy we shared early in this book is worth returning to as you close these pages.
In 1997, most dealers thought a website was a nice-to-have at best and a waste of money at
worst. The dealers who moved decisively — who treated the internet as a strategic imperative
rather than a curiosity — built advantages that lasted decades. Their competitors spent years
playing catch-up.

This is that moment again. The technology is different. The speed is faster. The stakes are higher.
But the fundamental dynamic is the same: early movers will win, and the window to be an early
mover is still open — but it is not open indefinitely.

Power Shift Al exists to help you move. Whether you are a Tier 1 dealership just beginning to
explore Al, a Tier 2 dealership ready to integrate across departments, or a Tier 3 leader looking
to build the Al operating system of the future — we have the expertise, the passion, and the
commitment to guide you.

POWER SHIFT Al: This is your moment. The Al era is not a threat to great
dealerships. It is a multiplier for them. Take the power shift.
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Glossary: Key Al & Technology Vocabulary for

Dealers

This comprehensive glossary contains the terms you are most likely to encounter as you explore
Al for your dealership. Use it as a reference when evaluating vendors, reading industry content,
or training your team. Terms are listed alphabetically.

Term \ Definition

Al Agent

Algorithm

API (Application Programming Interface)

Artificial Intelligence (Al)

Attribution Modeling

Augmented Reality (AR) / Virtual Reality
(VR)

Automated Valuation Models (AVM)

Automated Workflow

An autonomous Al system that can take multi-step
actions on your behalf with minimal supervision —
browsing, analyzing, and executing tasks across multiple
systems. Example: an Al agent that monitors inventory
aging, adjusts pricing, shifts ad spend, and alerts your
manager all from a single triggering condition. The next
major frontier in dealership Al.

A set of rules or instructions that tell a computer how to
solve a problem. Think of it as a recipe that helps Al
systems make decisions — such as determining which
customers should receive specific marketing offers or
how to price a vehicle for fastest turn.

A standardized way for two software systems to
communicate and share data automatically. APIs allow
your dealership's DMS, CRM, inventory tools, and
marketing platforms to exchange information seamlessly
— the 'conveyor belt' that connects your technology
stack.

Computer systems that can perform tasks typically
requiring human intelligence, such as answering
customer questions, analyzing which vehicles sell best,
predicting which customers are most likely to buy, or
detecting fraud in a deal application.

Al that tracks and analyzes which marketing channels
and touchpoints contribute most to vehicle sales, helping
you allocate advertising budget more effectively across
digital, social, and traditional channels.

Technologies that create immersive experiences,
allowing customers to virtually explore vehicles, visualize
customizations, or receive guided service explanations
— increasingly used in digital retailing and showroom
experiences.

Al systems that instantly estimate trade-in values or used
car prices based on market data, vehicle condition, and
local demand patterns. The technology behind tools like
KBB Instant Cash Offer.

A set of predefined tasks that execute automatically
when a specific trigger or condition occurs — without
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Term | Definition

requiring a human to initiate each step. The foundation of
operational efficiency in an Al-forward dealership.

Autonomous Vehicles / Self-Driving Cars Vehicles that use Al to navigate and operate without
human input. Understanding levels of autonomy (Level 1-
5) is increasingly important as these technologies affect
vehicle value, sales conversations, and service
requirements.

Behavioral Targeting Using Al to analyze customer online behavior and serve
them relevant ads for vehicles they are most likely to be
interested in purchasing, based on browsing history and
digital signals.

Big Data Extremely large datasets that require Al tools to analyze
effectively. In dealerships, this includes customer
interactions, vehicle performance data, market trends,
and social media activity that together provide insights
impossible to gain manually.

Business Intelligence (BI) Al-powered tools that transform your dealership data into
actionable insights through automated reports,
dashboards, and performance metrics — turning raw
numbers into decisions.

Chatbot An Al-powered program that can have conversations
with customers on your website or social media,
answering questions about vehicle features, financing, or
service appointments 24/7. Modern chatbots use NLP to
understand natural language.

Churn Prediction Al that identifies customers likely to switch to a
competitor or stop using your services, allowing proactive
retention efforts through targeted offers or improved
customer outreach before they leave.

Cloud Computing Storing and accessing Al tools and data over the internet
rather than on local computers, providing scalability and
reducing IT infrastructure costs. Most modern dealership
Al platforms are cloud-based.

Computer Vision Al that can 'see' and interpret images or video. Useful for
automated vehicle condition assessments, license plate
recognition, damage detection, and analyzing lot traffic
patterns.

Conversion Rate Optimization (CRO) Using Al to analyze your website and digital marketing to
identify what changes will turn more visitors into leads,
and more leads into sales appointments and purchases.

Customer Lifetime Value (CLV) Prediction Al that calculates how much revenue each customer is
likely to generate over their entire relationship with your
dealership — helping prioritize retention efforts and
identify your most valuable customer segments.

Customer Relationship Management Al tools that enhance your existing CRM by predicting

(CRM) Al which leads are most likely to convert, suggesting the
best time to follow up, identifying customers due for
service, and surfacing equity mining opportunities.
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Term | Definition

Dashboard / Analytics Dashboard Visual displays powered by Al that present key
dealership metrics in real-time — sales performance,
inventory turnover, customer satisfaction scores, and
marketing ROl — in charts and graphs that enable fast
decisions.

Data Mining The process of using Al to discover useful patterns and
insights from large amounts of customer and sales data
that would be impossible to analyze manually.

Deep Learning The most powerful form of machine learning, using
layered neural network architectures loosely inspired by
the human brain. Deep learning models learn from very
large datasets and can recognize extremely complex
patterns in images, language, audio, and video. It powers
computer vision tools like Spyne and UVeye (vehicle
condition imaging), large language models like ChatGPT
and Claude, and voice Al platforms like STELLA. Deep
learning requires significant data and computing power
but delivers accuracy that simpler models cannot match.

Digital Retailing Platform Online tools powered by Al that allow customers to
complete much of the car-buying process digitally —
including payment calculations, trade-in valuations, and
financing applications — before arriving at the
dealership.

Dynamic Pricing Al-driven pricing that adjusts vehicle prices based on
market demand, inventory levels, competitor pricing, and
days on lot in real-time to optimize both profitability and
inventory velocity.

Edge Computing Processing data locally (in vehicle systems or dealership
kiosks) rather than sending it to distant servers, enabling
faster Al responses for applications like instant trade-in
valuations or real-time vehicle diagnostics.

Equity Mining Al analysis of your customer database to identify vehicle
owners whose current vehicle payments may qualify
them for a newer vehicle at the same or lower monthly
payment — surfacing upgrade opportunities
automatically.

eXplainable Al (XAl) Al systems that can explain their decision-making
process in understandable terms — important for
regulatory compliance and building trust when Al makes
recommendations about pricing, lending, or customer
treatment.

Facial Recognition Al technology that can identify individuals from images or
video — potentially useful for VIP customer recognition,
security systems, or personalizing the showroom
experience for returning customers. Use with appropriate
privacy disclosures.

Generative Al Al that creates new content — text, images, videos, or
code. Useful for generating vehicle descriptions, creating
marketing materials, writing personalized email
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Term | Definition

Geofencing

Hyper-Personalization

Integration

Internet of Things (loT)

Inventory Optimization

Journey Mapping

Key Performance Indicators (KPIs)

Large Language Model (LLM)

Lead Scoring

Machine Learning (ML)

Multi-Touch Attribution

campaigns, or producing social media content.
Examples: ChatGPT, Claude, DALL-E.

Using location data to trigger automated marketing
messages or actions when customers enter specific
geographic areas — such as sending a service reminder
when a customer drives near your dealership.

Using Al to create extremely customized experiences for
each customer based on their complete digital footprint,
purchase history, and stated preferences — going
beyond basic demographic targeting to true individual-
level relevance.

Connecting separate software systems so they share
data automatically via APIs. Al tools work best when fully
integrated with your CRM, DMS, and other dealership
platforms.

Connected devices that communicate with each other
and Al systems. In dealerships, this includes smart
inventory tracking tags, connected vehicle diagnostics,
service bay sensors, and customer flow monitoring
systems.

Al that analyzes sales patterns, market trends, and local
demand to recommend which vehicles to stock and when
— reducing carrying costs, improving turnover, and
ensuring your lot reflects what your market actually
wants.

Al analysis of every touchpoint a customer has with your
dealership — from first website visit through purchase
and service history — identifying opportunities to improve
the experience and increase sales and retention.

Metrics that Al systems track and analyze to measure
dealership success, such as conversion rates, customer
acquisition costs, inventory turnover, days to sale, and
customer satisfaction scores.

Advanced Al systems trained on vast amounts of text
that can understand and generate human-like language
— powering sophisticated chatbots, email automation,
content creation, and customer service applications.
Examples: GPT-4, Claude.

Al system that ranks potential customers based on how
likely they are to make a purchase, helping your sales
team prioritize time and focus on the most promising
prospects rather than working every lead equally.

A type of Al that learns patterns from data without being
explicitly programmed for each scenario. For example,
ML analyzes your past sales data to predict which
inventory will move fastest next month.

Al that tracks and assigns value to every customer
interaction across multiple channels — website, social
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Term | Definition

media, phone calls, in-person visits — to understand
which marketing efforts actually drive sales.

Natural Language Processing (NLP) Al's ability to understand and respond to human
language. This powers voice assistants, website
chatbots, systems that analyze customer reviews for
themes, and tools that transcribe and summarize service
calls.

Neural Network Al systems modeled after the human brain, capable of
learning extremely complex patterns. Used in advanced
applications like vehicle damage image recognition or
predicting subtle customer behavior signals.

OBD / Diagnostic Codes On-Board Diagnostic codes that a vehicle's computer
generates when something is wrong. APIs can look up
and interpret all 9,000+ standard codes — enabling
automated diagnostic workflows in the service
department.

Omnichannel Al Al systems that provide consistent, intelligent customer
experiences across all touchpoints — your website,
social media, phone calls, and in-person visits — so the
customer experience is seamless regardless of channel.

Optimization Engine Al that continuously improves processes like pricing
strategies, inventory allocation, staff scheduling, or
marketing spend to maximize efficiency and profitability
based on real-time data.

Personalization Engine Al that customizes the shopping experience for each
customer based on their browsing history, preferences,
and behavior — showing them the most relevant vehicles
and offers at every touchpoint.

Predictive Analytics Using historical data to forecast future outcomes. In your
dealership, this might predict which customers are likely
to trade in their vehicles, when parts will need reordering,
or what seasonal demand will look like.

Predictive Maintenance Al that analyzes vehicle data to predict when parts will
fail or service will be needed before the customer even
knows there is an issue — enabling proactive scheduling
and improving customer satisfaction and retention.

Prompt The instruction or question given to a generative Al tool
like ChatGPT or Claude. Learning to write clear, specific
prompts is a core skill for getting high-quality output from
Al tools.

Quality Assurance (QA) Al Systems that automatically monitor and evaluate
customer interactions, sales processes, or service quality
— identifying areas for improvement and ensuring
consistency across your team.

Real-Time Analytics Al systems that analyze data as it is generated, providing
instant insights into website traffic, lead generation,
inventory movement, pricing position, or customer
satisfaction without waiting for a report.
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Term | Definition

Recommendation Engine Al system that suggests products or services to
customers based on their preferences and behavior —
like recommending extended warranties, accessories, or
specific vehicle models based on what similar customers
have valued.

Re-Platforming The process of rebuilding how a dealership operates with
Al as the foundation — treating Al as an operating
system rather than a collection of individual tools. The
Tier 3 adoption level identified at NADA 2026.

Reinforcement Learning Al that learns through trial and error to optimize
outcomes — such as determining the best pricing
strategies or the most effective timing for customer
communications by continuously testing and adjusting.

Robotic Process Automation (RPA) Software robots that handle repetitive tasks like
processing paperwork, updating inventory systems, or
sending follow-up emails — freeing up staff for customer-
facing activities that require human judgment.

Sentiment Analysis Al that analyzes customer feedback, reviews, and social
media mentions to understand how customers feel about
your dealership, specific vehicles, or services —
surfacing issues before they become reputation
problems.

Structured Data Organized information (customer databases, inventory
records, sales transactions) that Al can easily process,
as opposed to unstructured data like reviews or call
recordings.

Supervised Learning A type of machine learning where the Al is trained on
historical data that has known, labeled outcomes — such
as past deals marked as sold or not sold, or leads
marked as converted or lost. The Al learns to recognize
the patterns that predicted each outcome and applies
them to new data. Commonly used for lead scoring,
fraud detection, and pricing optimization at dealerships.

Unsupervised Learning A type of machine learning where the Al is given data
with no labels or predefined answers and finds hidden
patterns or groupings on its own. Used in dealerships for
customer segmentation, discovering unknown buying
behavior clusters, and surfacing anomalies in transaction
data that no one thought to look for.

Telematics Technology that combines GPS tracking with vehicle
diagnostics, providing Al systems with data about driving
patterns, vehicle health, and usage that can inform
service reminders, warranty claims, and resale value
assessments.

Training Data The historical information used to teach Al systems how
to make decisions. For dealerships, this includes past
sales records, customer interactions, and market data.
Better training data produces more accurate Al.

Trigger The event or condition that initiates an automated
workflow — such as a new lead arriving, a vehicle
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Term | Definition

reaching 45 days in inventory, a repair order being
completed, or a customer opening a service reminder
email.

Unstructured Data Information that does not fit neatly into databases —
customer reviews, social media comments, call
recordings, photos — which Al can now analyze for
insights that structured data alone cannot provide.

VIN (Vehicle Identification Number) The unique 17-character identifier for every vehicle. VIN
decoding APIs (including the free NHTSA vPIC API)
unlock full vehicle specifications, history, recall status,
and ownership records.

Workflow Automation Al-driven or rule-based systems that automatically
handle routine business processes like lead assignment,
follow-up scheduling, document processing, and
inventory updates — reducing manual work and errors at
scale.

Yield Management Al that optimizes pricing and inventory allocation to
maximize revenue — similar to how airlines adjust ticket
prices based on demand and competition — applied to
vehicle pricing and F&I product mix.

Zero-Party Data Information customers voluntarily share about
themselves through surveys, preference centers, or
direct interactions. Al can use this to provide highly
personalized experiences while respecting privacy —
increasingly important under FTC and state privacy
regulations.
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POWER SHIFT Al
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