Fleet Remarketing:
Leveraging the Power of Al

= 4

wwwiridecell.com RIDECELL




TABLE OF Introduction
CONTENTS

Maintenance
Predictive Maintenance for Fleet Vehicles

Automated Fleet Condition Assessment

Management of Inventory
Al-Driven Fleet Inventory Managements
Dynamic Pricing Models for Fleet Vehicles
EV Remarketing
Optimized Fleet Utilization

Margins
Enhanced Remarketing Strategies for Fleet Turnover
Al-Powered Customer Insights for Fleet Remarketing

Optimizing Fleet Remarketing Channels with Al

Conclusion

Fleet Remarketing: Leveraging the Power of Al

wn

O ©OW 0 N

Ll
12
12
13

14



INTRODUCTION One critical aspect of fleet management is automotive
remarketing—the process of selling off fleet vehicles when
they reach the end of their useful life within the fleet. Effective
remarketing strategies are essential for maximizing the lifetime
value of vehicles, reducing overall costs, and ensuring a seamless

transition as vehicles are defleeted.

In recent years, artificial intelligence (Al) has emerged as a
transformative force across multiple industries, and the fleet
remarketing sector is no exception. Al promises to revolutionize
how fleet managers maintain vehicles, manage inventory, and
optimize margins. By leveraging advanced algorithms and data
analytics, Al provides actionable insights and automates complex
processes, turning fleet remarketing into a data-driven science
as opposed to a gut check by the remarketing manager on any
given day.

In this eBook, we’ll explore the impact of Al on fleet remarketing,
focusing on three key areas: maintenance, management of
inventory, and margins. Through practical examples and
implementable strategies, we’ll demonstrate how Al can enhance
every aspect of fleet remarketing, encouraging fleet managers
to embrace these technological advancements. This is not the
technology you want to be slow to adopt—your competition has
already started!
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MAINTENANCE

Maintenance includes all the repairs and work
performed on a vehicle to keep it running. But

you might be wondering why we’re talking about

maintenance—something that occurs during a
vehicle’s useful life—when our topic is remarketing
vehicles at the end of their useful life. The reason is
simple: How a vehicle is maintained during its useful
life has a direct impact on the value a fleet manager
will get for the vehicle at the end of its useful life

in the fleet.

Let’s start at the top. How can we use Al to optimize
the maintenance of a vehicle while it’s still in use?
Then let’s dive deeper and discuss how Al can
transform the condition assessment of your fleet,
anywhere and at any time, while using data to
predict the best method of —disposition.




MAINTENANCE

PREDICTIVE MAINTENANCE FOR FLEET VEHICLES

How well a vehicle is maintained has a direct correlation to identifying the proper time to defleet

it, as well as its value at the end of its life cycle in a fleet. By using Al to help ensure that vehicles
are properly maintained, fleet managers can maximize disposition valuation and precisely time a
vehicle’s sale to avoid significant upcoming repair costs.

Traditional maintenance schedules often rely on fixed intervals or reactive approaches, which

can lead to unnecessary repairs or unexpected breakdowns. Predictive maintenance, powered

by Al, changes this paradigm by using a vehicle’s actual driving data to predict when it will need
servicing. Al algorithms analyze data from onboard sensors—monitoring engine performance,
brake efficiency, tire pressure, mileage, and more—in addition to historical data from other sources

on that specific vehicle type to forecast potential issues before they become critical.

For instance, an Al system can detect subtle changes in engine vibration patterns that precede
a mechanical failure. By alerting fleet managers to service the vehicle proactively, downtime is
minimized and repair costs are significantly reduced. This not only keeps the fleet operational but

also extends the lifespan of vehicles.

By implementing Al-driven predictive maintenance, fleet managers can ensure that their vehicles
are always in optimal condition, ready to meet operational demands without unexpected
interruptions. At the same time, fleet managers can proactively monitor for upcoming major

maintenance that will allow them to defleet a vehicle before it requires a major repair.

Traditional maintenance
schedules often rely on
fixed intervals or reactive

approaches, which can lead
to unnecessary repairs or
unexpected breakdowns.
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MAINTENANCE

AUTOMATED FLEET CONDITION ASSESSMENT

Accurately assessing the condition of a vehicle is the next crucial element for effective
remarketing. Traditional methods typically rely on manual inspections, which can be
time-consuming and prone to human error. Al technology automates this process, providing
consistent and objective assessments. Al also enables fleet managers to:

* Conduct condition assessments from anywhere, at any time.

» Gather the information needed to choose the best disposition channel for that asset.

Imagine not having to send a vehicle to an auction in order to get a condition assessment, or
not having to wait on a third-party company to fit you into their schedule so they can perform
an onsite condition assessment. With Al tools, a fleet manager can have a detailed and accurate

condition assessment of each vehicle before it ever leaves the driver or is defleeted.

Using computer vision and machine learning, Al systems can evaluate vehicle conditions based on
images and sensor data. For example, an Al-powered inspection tool can scan a vehicle’s exterior
for dents, scratches, and other damage, while also assessing the interior for wear and tear. This
automated approach ensures that every vehicle is evaluated with the same criteria, eliminating
subjective biases, improving the accuracy of condition reports, and allowing reports to be done by

anyone, anywhere, at any time—saving the company transportation costs and the cost of time.
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MAINTENANCE

AUTOMATED FLEET CONDITION ASSESSMENT

Once that information has been gathered, Al systems can aid in determining the most profitable
disposition channel for the vehicle. Does it have some major mechanical issues and should be
sold “as is” at the local night sale? Is it practically new and could profitability be maximized by
selling it retail? Perhaps it’s mechanically OK but has a few cosmetic flaws, Al could assist in
determining which wholesale channel has historically performed the best with similar assets

that have similar issues.

Automated condition assessment speeds up the remarketing process, allowing fleet managers
to quickly identify which vehicles are ready for which method of disposition and which vehicles
need further attention. Imagine having the driver use automated condition assessment to do a
walk-around of the vehicle before they turn it in, noticing damage that you, as the fleet manager,
want to fix before remarketing the unit. You can get that lined up before the unit ever leaves the
driver so you can minimize your time to sale—regardless of the remarketing path selected. This
efficiency translates to faster turnaround times and better-prepared vehicles entering the market,

ultimately maximizing resale values.
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MANAGEMENT OF INVENTORY

You can’t manage what you don’t measure. That
general rule also applies to your fleet inventory. To
effectively and profitably manage your inventory,
you must be able to measure the things that have
the greatest impact on its value and provide insights
into the most opportune timing and location of
vehicle disposition.




MANAGEMENT OF INVENTORY

AI-DRIVEN FLEET INVENTORY MANAGEMENT

Effective inventory management is essential for maintaining the right mix of vehicles to
meet operational needs while minimizing holding costs. Al optimizes fleet inventory by
analyzing utilization patterns, market demand, and maintenance schedules and expenses

to make data-driven decisions.

Al systems can predict which vehicles are likely to be in high demand based on historical data and
market trends—factoring in both regionality and seasonality. For example, during certain seasons,
demand for specific types of vehicles—like delivery vans or SUVs—may increase. Al can help fleet
managers adjust their inventory accordingly, so they have the right vehicles available at the right

time.

Additionally, Al can assist in determining the optimal time to retire and sell fleet vehicles. By
analyzing factors such as vehicle age, mileage, and maintenance history, Al provides insights into
the best timing for remarketing in order to maximize residual value and minimize depreciation.
An Al-driven approach to inventory management ensures that fleet managers are not left with
surplus vehicles that depreciate in value while sitting idle. Instead, they can maintain a lean,
high-performing fleet that meets current operational needs and market demand. This strategic

approach leads to more efficient operations and better financial outcomes.
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MANAGEMENT OF INVENTORY

DYNAMIC PRICING MODELS FOR FLEET VEHICLES

Setting the right price for fleet vehicles is crucial for successful remarketing. Traditional pricing
models often rely on static factors, but Al enables dynamic pricing that adjusts based on real-time

market conditions and vehicle specifics.

Al algorithms analyze a wide variety of data points, including market demand, competitor pricing,
and vehicle condition, to determine optimal pricing. For instance, if the market shows high demand
for a particular model, the Al algorithm can suggest a higher price point. Conversely, if demand is

low, it can recommend a more competitive price to attract buyers.

Dynamic pricing ensures that fleet vehicles are competitively priced, maximizing sales potential
and profitability. This approach also allows for quick adjustments to pricing strategies based on
changing market conditions, giving fleet managers a significant advantage in the remarketing
process. By continually refining prices to reflect real-time data, fleet managers can stay ahead of

market trends and maximize their return on each vehicle sold.

EV REMARKETING

So much of the value of a used EV is dependent on the condition of the
battery. Al solutions are now in place to assess the current remaining life
of a battery based on charging conditions, use rates, and

individual battery condition. A deep knowledge of a
vehicle’s battery health—including capacity, efficiency,
and range—will provide the needed information so the
fleet manager knows exactly how long to keep a
vehicle in service before the battery becomes a
liability. With the effective lifespan of many EVs
exceeding the traditional internal combustion
engine lifespan, keeping EVs in service for an
appropriate length of time before remarketing
can make the difference between a profitable
vehicle in your fleet and one that loses money.
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MANAGEMENT OF INVENTORY

OPTIMIZED FLEET UTILIZATION

Optimizing fleet utilization involves ensuring that vehicles are used efficiently and not sitting
idle, which ties directly into inventory management and, ultimately, remarketing. Al helps in

analyzing usage patterns and operational needs to optimize fleet deployment and defleeting.

For example, Al can identify underutilized vehicles and suggest reallocating them to areas with
higher demand or removing them from the fleet altogether. It can also predict future needs based
on historical data, allowing fleet managers to proactively adjust their inventory. By understanding
usage trends, Al can help fleet managers decide when to rotate vehicles between different
locations or functions, as well as when to extend a vehicle’s life or cut it short, ensuring that every

asset is used to its fullest potential.

Optimized fleet utilization reduces holding costs, enhances operational efficiency, and ensures
that the fleet is always aligned with business needs. This proactive approach helps fleet managers

maintain a balanced inventory that’s ready to meet any demand.
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MARGINS
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Remarketing fleet vehicles effectively is f

crucial for maximizing margins. By analyzing
market trends and buyer behavior, Al provides
insights into the most effective marketing
channels and tactics. Keep in mind that many
fleet vehicles are not your standard type of
unit and have specialized equipment and/

or upfits. Utilizing Al allows you, as the fleet
manager, to ensure that those specifications
are taken into account when determining a

specific unit’s remarketing strategy.
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MARGINS

ENHANCED REMARKETING STRATEGIES FOR FLEET TURNOVER

Al plays a pivotal role in developing and executing enhanced remarketing strategies. For instance,
Al can identify the best time to list particular vehicles for sale, the most appealing features to

highlight, and the optimal platforms for reaching potential buyers.

Al-driven marketing automation tools can personalize marketing campaigns, targeting specific
buyer segments with tailored messages. This personalized approach increases engagement and

conversion rates, ensuring that fleet vehicles sell quickly and at higher prices. Marketing strategies
can also be adjusted in real time based on the performance of campaigns, allowing for dynamic

optimization of marketing efforts to suit current needs.

AI-POWERED CUSTOMER INSIGHTS FOR FLEET REMARKETING

Understanding customer preferences and behavior is key to successful remarketing preferences
and behavior is the golden ticket. Al provides deep insights into what buyers are looking for,

enabling fleet managers to tailor their remarketing efforts accordingly.

Al systems analyze data from various sources, including previous sales, online searches, and social
media interactions, to identify trends and preferences. For example, Al can determine which
vehicle features are most sought after or which price ranges are most appealing to specific buyer

demographics.

Armed with this information, fleet managers can optimize their remarketing strategies to meet
customer demands more effectively. This customer-centric approach enhances buyer satisfaction
and drives higher sales. By catering to the specific needs and preferences of different buyer
segments, fleet managers can create a more compelling sales proposition, resulting in quicker

sales and higher margins.
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MARGINS

OPTIMIZING FLEET REMARKETING CHANNELS WITH Al

Auctions are a popular method for remarketing fleet vehicles, but they can be complex and

time-consuming. Al streamlines auction processes, making them more efficient and effective.

Al can analyze past auction data to predict which vehicles are likely to perform well at auction, and
can suggest optimal starting bids. Al can also provide real-time insights during the auction, helping

fleet managers make informed decisions on the spot.

By optimizing auction processes with Al, fleet managers can achieve better outcomes,

such as higher bids and faster sales, and ultimately improve their margins. Al can also identify
the most effective auction platforms and times, ensuring that each vehicle reaches the right
audience. This strategic approach to auctions maximizes exposure and competitive bidding,

driving up final sale prices.
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CONCLUSION

The integration of Al into fleet remarketing offers transformative benefits, from predictive
maintenance and optimized inventory management to enhanced margins through strategic
remarketing. Al provides fleet managers with the tools and insights needed to make data-driven
decisions, streamline operations, and maximize profitability.

Consider the benefits of having the ability to utilize Al from acquisition through disposition, and
the impact that could have on your bottom line. Imagine the possibilities of being able to factor
in components you’ve never been able to before, such as:

* The increase of hybrid units by rideshare drivers.

» Specific color combination pros/cons based on regionality.

* ROl on high-trim versus low-trim units.

And with Al, you can utilize these factors in your decision tree from the onset—when the asset is
first acquired—so the result at disposition and defleet can be the most profitable outcome.

As the fleet industry continues to evolve, embracing Al is no longer optional but essential. Fleet
managers who leverage Al in their remarketing efforts will gain a competitive edge, ensuring that
their fleets are well maintained, efficiently utilized, and profitably sold.

Now is the time to take action for your fleet. Contact Ridecell to understand how you
can maximize your remarketing initiatives with the inclusion of Al, automation, and

orchestration solutions.
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