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Today’s Agenda

GMMDD Background
Creating a Strong Foundation

Assessment Tools & Approach
- Decision Making Process
- Results Achieved

- Looking to the Future
- Q&A
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General Motors Minority Dealer
Development Background
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GMMDD—A Brief History
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Industry Firsts
— GM Minority Dealer Program (1972)
— GM Women’s Retail Initiative (2001)

External pressures and Latham Report guided
program design

Best-in-Class approach and now serves as
benchmark for other organizations

Current Dealer Count
— Minorities = 353
— Women = 276
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GM Current Business Challenges

- Dealer profitability

- Dealer retention

. Increased global competition

- Inconsistent customer experience
. Attracting new talent

- Resource limitations
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GMMDD Objectives

- High quality and profitable dealers
- Reduce risk of costly failure
. Increased speed to productivity

- Dealers that perform equal to or better
than the general dealer population

- Increase diversity of dealer
organization that reflects customer
base
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2008 GMMDD Fellowship Candidate Selection
and Development Process

Decision Point— Decision Point (if Decision Point—GMDD,
GMDD reviews needed)—GMDD & two Dealer
results to ensure all DDI reviews results Representatives, & DDI
minimal criteria are of screening tool to participate in Talent
met. narrow pool to 50 Review to screen
Candidates for next Candidate pool for next
phase #5. phase #6.

Decision Point— Ongoing feedback, Decision Point—
GMDD, DI Team, & progress checks, and GMDD, DI Team, &
DDI conduct Talent status updates with DDI conduct Talent

Review to select final Candidate & Training Review to determine
Fellowship Class for Dealer. Ready Now status.

2008.



Creating a Strong Foundation
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Screening Interview

- Used to identify most promising candidates
with focus on:

— Leadership potential
— Dealer business drivers

- Conducted by experienced DDI executive
assessors

— Candidates and Dealer Sponsors are interviewed
- Decision point
— EXxit process
— Proceed to diagnostic leadership assessment center
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Diagnostic Leadership

Assessment Center

« Used to determine selection into
program

- Conducted by professional DDI
assessors

- Set in fictitious organization;
measures capability in general
leadership & business operations
using:

— Decision challenges / in-basket

— Strategic customer interaction

— Performance coaching interaction
— Supplier partner interaction

— Strategic business plan

- Does not assess dealership expertise
- Decision point
— EXxit process

— Accepted into program .
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Dealer Assessment Center
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Used as final gate assessment to determine
“Ready Now” status

Conducted by professional DDI assessors
and GMAC internal consultants

Measures expertise in dealership
operations, management, and general
leadership using:

— GMAC computerized dealership simulation

— In-basket

— Customer interaction -
_ Bank manager interaction Sesgdfy
— Coaching interaction
— Dealership vision meeting with key managers
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GM Dealer Interview
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Used in combination with Dealer Assessment
Center

Candidates provide examples of past
behavior that demonstrate dealer success
profile factors

Conducted by two dealers and one GM
wholesale employee

Results are integrated (consensus) among
Interviewers and forwarded to final decision
making review meeting
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Results Achieved
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In a Dealership, Leadership

Matters...

EXHIBI I
Better practices, bigger profits

Correlation of selected factors with auto dealerships’ performance, net profit before tax as % of sales

Average performers’ net profit before tax (with

S : 20
average contribution of static factors)

— Region, demographics 0.3

Most favorable
contribution of — Brand (eg. domestic or foreign) 0.9
static factors

—Size, structure of dealership 1.0
Internal dealership « Talent management
practices = Customer loyalty 23

« Performance planning

Top performers’ net profit before tax (with most
favorable contribution of static factors plus
contribution of selected practices)

6.6

Figures do not sum to 100%, because of rounding.

Source: National Automobile Dealers Association (INADA ) McKinsey analysis
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Dollars Earned in GMAC Financial
Simulation versus Actual Dealer

Performance (N=32)

80.00
60.00
40.00
- 20.00
0.00

Average DPS Composite

Top 1/3 of Candidates Bottom 1/3 of Candidates

> $179,000 < $126,000
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Business Driver Assessment Scores versus

Actual Dealer Performance (N=32)

140.00 12340
120,00
100,00
o 8000
3 60,00
(p)

40,00 |

20.00
0.00

mposite

63.11

DP

Average

Proficient or Strength on >/= 3 dealer Development need on >/=3 dealer
business drivers business drivers
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Questions?
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