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ldentifying the



KPI's

1. Utilization

2. Daily Dollar Average

» T&M per day
» Incremental SalesYield

3. Revenue per Unit
4. Fleet Costs
5. Personnel Costs

Bonus — Reservation Analytics




Utilization
* Measures number of vehicles on rent versus total
rentable fleet

* Should be measured at same time of day for
consistency and best historical significance

* Should include all units that could be rented - In
maintenance, managers’ cars, etc.



By Car Class

Fleet Utilization Report Sample

Fleet Utilization From : 02/01/2011 To : 02/28/2011 Car Count Time = 02:00 PM

T3D-174 S CAMRY | 39679
T5D-175 CAMRY | 38354
150-176 CPFTIMA | 37192
T5D-196 CAMRY | 27093
TaD-195 ] CAMRY | 19341
T5D-239 CAMRY | 34736
T3D-189 3 CAMRY | 24136
T50-191 CAMRY | 23026
T50-1%4 CAMRY 35597
T5D-237 CAMRY | 27402
TaD-186 ) CAMRY | 21373
T5D-235 CAMRY | 29316
T3D-236 CAMRY | 33654
T50-120 CAMRY | 22379
150-192 CAMRY 21785

0 0,00% 0 0.00% 0 0.00%
0 0.00% 0 0.00% 0 0.00%
0 0,00% 0 0,00% 0 0,00%
S0, 00% 14 50.00% 15| 53.57%
67.56% 21 75.00% 200 71.45%
70,37% 22 | Bl 468% 21| 77.76%
B2, 14% 23 82, 14% 23 82.14%
64, 29% 23 82.19% 200 71.45%
78,57 % 24 83.71% 23 82,14%
82,14% 2% | 82.71% 23 82, 14%
B2, 14% 23 89.25% 24 85.71%
85.71% 25 89.29% 24 85.71%
85, 71% 29 89.29% 24 85.71%
89.29% 7 98.43% 26 92.80%
B9, 29% 27 96, 43% 26 | 92,86%:
T3D-193 EMRY | 19334 72,86% 7 | 90.43% £6 | 92.86%
TD-185 ] CMRY | 29130 96, 43% 29 103.57% 26 100.00%
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Class
Saubkotal

78, 00% B4, 00%: J23 B0, 75% | 9268 64 0.00 | 9268,64 7. 10077.8
(17
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(=] Fleet Utilization

All Car Classes

Clazs Submots
(3 units)
Class Subsotal
{1 units)
Cla=s Subtots
{4 units)
Class Subtotal
(11 wnits])
Clazs Submots
(3 units)
Class Subsotal
(1 wnits)
Clazs Submots
(15 unitz)
Class Subtotal
{4 units)
Clazs Subwots
(1 units)
Class Subsotal
(1 wnits)
Clazs Submots
(& units)
Class Subsotal
{1 units)
Cation
Subtots

48.39%
48.39%
a7.74%
79.77%
23.65%
80.65%
59.76%
58.06%
58.06%
96.77%
54.15%

74.19%

51.88%

79.54%

91.20%

33.33%

100.00%

65.78%

70.16%

100.00%

&4.52%

96.77%




Daily Dollar Average

* Time & Mileage and Incremental Sales both
divided by number of days

» Combined is usually referred to as Daily Dollar
Average (DDA)

 All optional coverages, upgrades, underage driver,
additional driver, pre-paid fuel, revenue
generating items such as GPS units, baby seats,
ski racks, chains, toll passes etc.



Daily Dollar Average

Vehicle Infarmation Contract Information Revenus Infarmation

& o LR p e P S &, an (L o =L el e = 7 L} LS e

7905713 14BeR.S0| 42471347 13. : 42.29 3al.7 4.4 42,23
8104651 | 1059041 43520 24,58 0 41.6¢ 3.1a 25,58 4164
877445 4431 . : 41.29 305,63 41.23

8374712 &0 45004570 23.12 : 40.9 926.18 1337 41.91

8085243 1155602 & 2 £k 923.36 40.2 15,22 40,35

T1B6.79 | 4 ] 20,4 3BT 939,57 968.8 1.1 19,91
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Revenue per Unit

Total Monthly Revenue Divided by "
number of Rentable Units in the Month

L



Sample

UNIT REVENUE - DETAIL - BY CLASS

*Contract includes AR adjustment(s)

COMPANY NAME TSD RENT A CAR Faun at: TiD

EUN DATE 02/01/2011 4:07:09 PM Run by: SARA BURGESS
FROM: 01/01/2011 TO: 01/31/2011 Page#: 1

RA# CUSTOMER CLASS # # # AVG., CDW BENTAL MILEAGE TAX]1 TAXI T&M TOTAL AVGDAILY

MILES RAS DAY LOR RATE

UNIT: 65K CCAR 2011 CIVIC

002781 FOSDICK, WENDY 728 6 0.00 205.70 0.00 1349 2832 20970 333.51 34935
002874 CAULDWELL, CHRIS 638 2 27.90 85.90 0.00 430 G44 85.90 145 85 4483
(02800 BOUDEEAU, VICTORIA 624 10 0.00 280.00 0.00 1400 2840 280.00 32340 28.00
TOTALS : 1,990 3 18 6.00 27.90 £79.60 0.00  31.9% 6716 ST9.60 3220
DAILY DOLLAR AVEREAGE : 155 32.20 0.00 178 373 3220 44.82

UNIT: 408K CCAR 2011 CIVIC

(02821 OLSEN, MICHAEL 786 3 41.83 13485 27.90 814 17.09 162.73 257.06 4485
002873 HARFRINGTON, TAMES 1,364 10 135.50 44830 0.00 2248 4720 448350 74545 4453
TOTALS : 2,150 2 13 6.50 181.38 £84.35 2790 3062 6428 6LLIE 1,006.51 47.10
DAILY DOLLAR AVERAGE : 13.95 44.95 215 236 498 47.10 7742

UNIT: 431K CCAR 2011 CIVIC

002780 MACNEIL, DARLENE 1,220 23 0.00 656.90 0.00 3483 7318 69650 883.68 30.30
TOTALS : 1,220 1 23 2300 000 696.90 0,00 3485 7318 69690 883.68 30.30
DAILY DOLLAR AVERAGE : 0.00 30,30 0.00 152 318 330 3842
CLASSTOTAL : CCAR £.360 .3 54 L.00 20925 1,860.85 2790 9746 10463 1,888.7%  1,696.90 3498
DAILY DOLLAR AVERAGE : 3.88 34,46 0.52 180 379 3498 49.94

UNIT: 346R MVAN 2011 CARAVAN

(02783 MILLER, CAROLINE 334 g 0.00 385.60 0.00 1998 4196 380.60 48.95
002839 MATTSON, BRIAN 3,175 7 0.00 359.95 319.50 3397 7134 67945 5142
TOTALS : 3,719 2 15 TE0 000 TED.55 319,80 £3.95 113.30 1,079.0% 7194
DAILY DOLLAR AVERAGE : 0.00 £0.64 2130 3.60 T.58 71.94
UNIT: 433R MVAN 2011 CARAVAN

002788 HILL, JANE 1 3 0.00 1458 85 0.00 748 1373 14885 27778 4895
TOTALS : 1 1 3 300 000 149.85 0.00 749 1573 149.85 277.79 4995
DAILY DOLLAR AVERAGE : 0.00 49.95 0.00  LE0 £24 49,95 91.60
CLASSTOTAL : MVAN 3,730 3 18 600 0.00 209,40 319,50 6144 119,03 1.218.90 1,853.66 68.27
DAILY DOLLAR AVERAGE : 0.00 £0.52 1778 341 7.17 68.27 102.98
GRAND TOTAL : 9,090 9 72 8.00 20825  21,770.25 34740 158.90 333.66 311765  4,550.65 3848
DAILY DOLLAR AVERAGE : .91 38,48 4.83 21 4.63 43.30 63.20

NOTE : T&M does not include Late charges

NOTE : Eevenue for contracts opened, swapped and closed on the same day will be credited to the last vehicle rented

;



Daily Activity Report (first 2 pages — Summary)

Utilization
Month to
Date




Revenue

per Unit

Month to
Date
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Revenue
Month to
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Daily
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Month to
Date




Fleet Costs

* Average Cost per Unit = Total Cost of Owning
the Unit Divided by Total Number of Units

* Depreciation + Interest or Lease Cost
* License Plate/Sticker
* Excise Tax if applicable

* Gain or Loss on the Sale of the Unit



Personnel Costs

» Salary and Wages of all Employees
* Bonus and Incentive Plans .
* Payroll related costs
* Taxes

* Benefits



Metrics you Should Look at Every Day

Utilization
What is it Today?

Projected Utilization = Reservation Flow,
Due Back Units, Fleet Additions/Deletions,
Vehicles Due/Coming out of Maintenance

Etc



Metrics you Should Look at Every Day

Daily Dollar Average
Time & Mileage Revenue per Day
Incremental SalesYield per Day

Are your Counter Agents Properly
Motivated? DoYou Need to Have a Daily
Staff Meeting to Fire up the Troops?

Spiffs
Tracking Rental Sales Agent Activity
Dollars & Penetration Percentage



What You Should Look at Every Week

Personnel
* Staffing Levels

- Upcoming busy periods — potential
INCrease

* Upcoming slow periods — potential s
decrease

e Excessive overtime



WhatYou Should Look at Every Week

* Reservation Flow
Look at Reservation Count every day

But you should look at your Reservation Flow on a weekly
basis

Airport operation — 3 or 4 weeks out
Local Operation — 1 to 2 weeks out

Depends a lot on the business

* Much in the Way of Reservation Analytics — could spend
entire presentation on this area

* Here are some reports which | will display very quickly

[FSb)



Average Rate by Pickup Date

The Average rate by Pickup Date report shows the assigned rate, total rate and
average rate per day for each reservation having a pickup date within the date
range that you select. The total number of rental days, sum of the total rates and
overall average rate per rental day are included at the bottom of the report




Average Rate by Pickup Date Sample

Thisis a sample of the Average Rate (Pickup Date)reportrun for September 24= and 25= for

all branches, classes and rate codes.

oty 8

WEVOOOCIe
WCVOOOCA0S
WOVYDOOCIDS

WEVOODCA2A

WCVDOOCASE

WOVDDDC4A14

WOVODOOCHF7

WCVD0OCA2C

Report Tt 16

Rows:23

CMIFVYAR

GH2FVAR

GH2FYAR

OH FVAR

GH2-FVAR

GHRTVAR

GHO.FVAR

GHOFVAR

OHR . FYAR

FVAR

Totels

OH2IVAR

GHI1IVAR

GHTIVAR

VAR Totas

GHIY.XVAR
GPRLXVAR
GH2.XVAR
OH2.XVAR

XVAR
Totals

1155500y O Free
1198500y 0 Free
1198500y O Free
1159500y 0 Free
11959500y 0 Free
105 9500y O Free
119 8500y 0 Free

1188500y O Free

1195500y O Free

AVG Totsl Rete
207 69

1195500y O Free

TED F5ANoeh(
Free

1195500y O Free

AVG Tols Rate
498 55

75 2000y O Free
333 FSW\voekD
Free

69 2500y 0 Free
333 S5AeclD
Free

AVG Totsl Rete

AVG Tolal Rete

.

03 .30

P

200909/24 0730
200908724 0300
20090924 1000
20090624 1000
0009025 1000

200909251500

200303251600

200000925 18600

20090925 1200
20090524 1200

200908724 1600

2009/0/25 07 30

200900925 0900

200908251500

Bocked

S00900N 4 1153

20090922 0318

21754

2000023 20 51

20090017 1624

200909722 1600

200800724 2008

200009724 2012

20000822 2330

20090821 17.03

20090924 1132

200000150723

200009723 1626

200860923 2220

Total Rte | Avg Rete/Oay

457

48




Booking System Report

The Booking System report breaks down reservations booked through each
Selected booking system, including totals for bookings and cancellations,
average length of rental, and average lead time between booking and pickup
date.

Booking System Report Sample
Thisis a sample of the Booking System reportrun for September 1=through 25= for all
branches, classes and rate codes.

Trgng Counk [Med Booked | Avg Laen fvgllead  [Fickuns Rpdurng
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Turn Down Report

The Turn Down Report can be used to track the reasons why referral
requests are not fulfilled. Report selection options will only include
reasons and systems for which there are events on the day(s) displayed.
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Turn Down Analysis Report

Thisis a sample of the default Turnd

chup dete

ped on piokup dete
wChup dete

Cosed on pichup date
Cosod on pechup b
Cosed 0o pichup cobs
od on return dete

od on retum dale

sod 00 refurn date
Oe0d On refurn dele
Closed on refurn dale
Cosed on retun dele

Closed on return date

MindMac days vickton VW1,

MMM 3yys

No rades arvaloble

No rades arvalabie
No rstes avniabile
No rades found
No retes found

No retes found

One way not oo
One way not slowed
One way not alowed
Q0o wiry not alkreved

Piup tme ha

A0a 113
D005 0013

1142 o0

20100102 4200

A0AS 04 38 DAY 1024 OO

AN 1248 0

200612180 1400

W0ARS 10

DA0ANS 01:26
20000005 0151
2000026 02 42

5 0142
0GRS 08 44

20001 230 1200
20400104 1210
20008227 12

200811726 11.00

209000104 9200 §

SABRE
Sabee
Sekve
Sebee
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FVAR, CAR, IVAR,
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FYAR AR VAR,
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X SF AR R
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S0543474
543474
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S2542243
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Amadeus




What You Should Be Looking at Every
Week

Fleet

> Cars to Pull (based on mileage, in service da

* How many cars do you need to pull basedon
demand/seasonality?

 Scheduled New Deliveries



What You Should Be Looking at Every
Month — as soon as the month is

Revenue Per Unit
* Qverall

* Break it Down into T&M per Unit and
Incremental Sales per Unit

* By CarClass
* Upgrade Revenue by Car Class



From P&L Reporting

Fleet Costs

Fleet Costs expressed on P&L as $ per Unit

However if you combine RPU with Fleet Costs then the metric is
expressed as Fleet Cost as a % of Revenue

This metric, in a study conducted by a well known analyst and
presented at the Car Rental Show of over 100 P&L's found that
fleet costs expressed as a % of revenue was the best predictor of
profitability of all the metrics

Analyze by Dollar & by Percentage of Revenue

Percentage of Revenue should not exceed 40% for a traditional
rental operation (most profitable operations run in the low 30's)

A dealership rental operation typically has much lower overhead
costs and can afford to have higher percentage

[FSb)



From P&L Reporting

Personnel Costs

* Should be at 20% or less of Total Revenue

* However operations with a generous counter sales and/or
management bonus plan will see a higher % of revenue and are
often very profitable

*  Personnel Costs in the study referred to earlier were found to be a
very poor predictor of profitability

* Infact, some of the most profitable operations had very high
personnel costs —slight inverse correlation



Samples

Main Body of Report

Estimated Profit and L.oss Analvsis - Detail

Total Income does not include Taxes, Surcharge, Interest, Fuel and Breakout
T&M Income does not include Late Charges

Company MName : TSD CAR RENTALS Fun at TsiD
Run Date : 07/07/2014 04:54 PM Run by SARA KENMEALLY
Date Range : From: 06/01/2014 To: DG30Z014

Location: TSD - TSD CARRENTALS

# DAYS DAYS I Time & Mileage Other Finance [msurance Depn Maint. Disposal
™ £y =
UNIT # YEAR MODEL RAS AVAIL RENTED LHil%s Income Income Total Income Expense Expense Expense Expense Gain/Loss

CLASS: [ICAR
1160 2014/ CAMRY
TSD-49048 ETLL))
T5D.40051 44792
TSD-49057 559.90
1160 3 } 143574 2034 2, 200.00
1161
T5D.-40046 27993 68_80
TSD-48032 559.90 79.75
TSD-49058 335.04 69.70
1163 2014
TSD-40059 527.02 5425
TSD-49060 659.90 85.90
e o Tetal= 201 SN N © S 1 b S
1169 10147 SONATA
TSD-49031 ] 32995 £5.80
TSD-49063 395.94 76.90
T5D-49070 46193 83.10
TSD-49074 46193 71.00
1169 : 3 164073 30180
1175
TSD-49040 79193 68.84
TSD-45068 £359.90 59.00
Total= 2 30 3, 145178 12784 2100
CLASS: iCAR Total= 14 7467 693088 101151 10900
Location: TSD - TSD CAR RENTALS

UNITS ANALYZED : s T4.67% 692088 1,011.51 93L. 109.00

NOTE: Depreciation Expense is calculated by using the most recent depreciation date range




Report Summary

Report Summary:

ADDED FXPENSES

ESTIMATED ".11 MNTHLY EZ EE‘ ..'IE 10

OTHER ESTIMATED MONTHLY EXPENSES

TOTAL ADDED EXPENSE :
TOTAL FINANCE, IN5, DEPN & MAINT EXPENSE :

TOTAL ESTIMATED EXPENSE :

ESTIMATFD PROFITABILITY

TOTAL INCOME :
TOTAL ESTIMATED EXPENSE :
SOLD PROCEEDS/LOSS ;

ESTIMATED P &L :

703139
6.643.58
(.00

1.288.81




In Summary...

As we all know, a car rental operation does not run itself
so you can’t go into auto pilot mode

You must be on top of the business on a Dai
Monthly Basis

Fortunately, technology has made it easi
even 10 years ago

Thanks for your Attention!



TSD Contact Information

Nick DiPrima

Senior Strategic Account Manager
Office: (978) 794-1400 ext. 8017
Mobile: (978) 807-1237

ndiprima@tsdweb.com

Lori Tennant
Director of Strategic Alliances
Office: (978) 794-1400 ext. 8012

Mobile: (954) 592-7950
ltennant@tsdweb.com
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