The Next Evolution of CSSR:

Simpler. Smarter. Stronger.



The Next Evolution of CSSR

The CSSR program is evolving to improve what matters most:

Dealer ROI User Experience Program Satisfaction

Simpler Smarter Stronger
Streamlined packages with Redesigned CSSR App with Consultative support with
digital-first messaging data at your fingertips increased accountability
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CSSR Product Enhancements
Launching Q1 2026

Dealers maintain choice of 3 packages

What’s Changing
* Reduced complexity in core & plus-ups
Expanded audience from 7 to 10 years

Evolved targeting & governance rules

More digital, less mail (-15%)

Optimized touchpoints

Custom service creative, Campaign Builder, Pre-Qual for all

Expected Outcomes

* Improved response rates & ROI
* Increased efficiencies — avg CPS/RO
*  Monthly cost-savings across 73% of network*

Enrollment begins January 19, 2026

b Simpler. Smarter. Stronger.

General Motors

Confidential

- New Packages Launch Q1 2026 -~
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Today: Coming in 2026:

Silver Package
Bronze Package

*Assumes today’s CSSR package distribution
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CSSR Packages - Launching Q1 2026

More Value in Core

The most-utilized Dealer plus-ups are now included in ALL Core CSSR packages:

make the most of your
GM Rewards points

nnnnnnnnnnnnnnn

Campaign Builder =
New & Improved!
Includes Email, Direct

Mail & Social options ——
(Previously Quick Strike & eStrike)

General Motors Confidential

Exclusive pre-qualified
offer enclosed for you

Pre-Qual Campaigns
GMF pre-qualification Email
and Direct Mail for select
in-market customers

Maintenance Reminder with
Dealer Creative

Dealer Creative

Dealer Service Creative
Customized service
communications with
Dealer-specific imagery



CSSR Packages - Launching Q1 2026

Key Program Upgrades

More impactful, better alignment, maximized ROI

New Digital Channel

* Introducing Social Media as
a Core CSSR communication
channel

* Greater customer
engagement

General Motors Confidential

Simplified Program Rules
Reducing from 6 complex
governance rules to 1
New 2-visit rule assigns
customer to a new
Servicing Dealer after 2
consecutive visits

\

Adjusted Audience Targeting
Target customers with VINs up
to 10 years old (previously 7)
Reducing from 100-mile down
to 25-mile distance from
Dealership



CSSR Packages - Launching Q1 2026

Dealers maintain choice of 3 packages

Enroliment: January 19 — March 13, 2026

Bronze Package

Email First — Direct Mail utilized
only if no usable Email on file
No Lost Customers

Social Media

Core MY 0-10

Within 25 Miles

Dealer Service Creative
Campaign Builder

Sales Touch with Pre-qual

% Silver Package

Channel Progression — Direct
Mail utilized after no response to
Social and Email/SMS

Lost Customers to 4 Years

Social Media

Core MY 0-10

Within 25 Miles

Dealer Service Creative
Campaign Builder

Sales Touch with Pre-qual

¥ Gold Package

Media Optimizer — Leverages
Machine Learning to send
communications via most
engaging channels per customer

Lost Customers to 10 Years
CSSRetail Owner Platform

Social Media

Core MY 0-10

Within 25 Miles

Dealer Service Creative
Campaign Builder

Sales Touch with Pre-qual

==—p Simpler. Smarter. Stronger.
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CSSR Packages — Channel Selections Defined

engaging channels per customer
Social Email SMS Social Direct Mail

Ge

S Email First: | customer A customer B |
CZD . T _ @ Has a usable Email on file = receives Has no Email on file or opted out of
&  Direct Mail utilized only if no i }{ RS aar e fest fians vig [Erat] Email = receives CSSR
o usable Email on file communications via Direct Mail !
Customer A Customer B |

! Visits Dealer and generates No response, receives i

E ChannEI ProgreSS|0n: i RO, communications stop all communications i
w - | | o
=  Direct Mail utlllz.ed after no : Social Ermail #1. Ernail #2 DA birect mail |
v response to Social and Email/SMS i >
. Up to 30 days prior 2 weeks prior 5 days after 5 days after :

i to service due to service due Email #1 Email #2 i

i Customer A Customer B §

v' Opted-in for Text v" Low Email engagement score

Media Optimizer: i v' Opted-out for Direct Mail v High network score |

9 1 Machine L , v High network score v Direct Mail responder
o) everages a(.: |n.e ear'nlng to i v Active online buyer :
O  send communications via most | v High Email engagement score |



Multi-Channel Campaign Builder

New & Improved

Includes Direct Mail, Email and Social options

Overview: On-demand, targeted, Dealer ad-hoc campaigns to
drive traffic & retention

Campaign Builder — two tools in one! (formerly Quickstrike & estrike)

* One campaign, one list, multiple channels

* Build once to create multiple channel outputs

* Popular templates available at launch

* Ever-expanding library
Rapid Campaigns — recommendations based on performance
data in the CSSR App

* Turn-key campaigns built to capitalize on opportunities,

driving greater performance
e Activate audiences and creative with just a few clicks
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make the most of your
GM Rewards points
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Sales Touch Pre-Qual

Drive More Traffic & Sales

Now available in all Core packages e | == o

ywn Motors]
Straet « Anytown, US 12346
000

P.0. Box 3112 + Milwaukee, W1 53201

4% buy rate
Target:

in 2025

Select group of in-market customers (~100K) receive a
GMF Pre-Qualification Direct Mail/Email instead of a Sales
Touch communication

Exclusive pre-qualified

s offer enclosed for you
Oty g sl A gl D e

* Manifest provided to Dealers for customer follow-up with mrmossn oatee-ad vt

from GM Financial to ba used at [Hometown Motors]. You can
choosa from a wide selection of new and pre-owned in-stock

C r‘e a t I Ve vehicles. This offer is subject to the Pre-Qualified Rules on
tha raversa side of this letter.
You can combine this offerwith most o rs available,
. including most factory incentives. This | me affer
a ence . expires [Month XX, XXXX1. If you have any questions, please

ions, pl
don't hesitate to call [Homeatown Motars] ar simply stop in for
all the datails.

3x a year (Mar/Apr, June/luly, Oct/Nov)

Please visit:
I b

Objective:
Drive Sales through customer engagement: sz

AOtOrS XO000OONONCOOCORO0E]

e TeXt Pl N Find out your amount

It's sasy to find out how much you're pre-qualified for through GM Financial 1l
Simply follow these steps:

 Scan the QR code -

1. Text your PIN: [XXXXXXXX] to GM Financial at 1. Visit gmfsalestouchprequal.com/salestouch or scan

4 U Se th e U R L We bS ite B33-36-0FFER (833-366-3337). You'll receive the code above to find out your pre-qualified amount.
yourpre-qualified smount. Standard message  Or 3 Enter youremail, phone number and PIN:
and data rates apply. el

e 3. Bring your phone and the amount to [Hometown

Any action by customer to view Pre-Qual amount auto- D o s

senerates lead o Dealer though G Lead Pipe

Visit




Dealer Service Creative

Maintenance Reminder with Maintenance Reminder with
corporate service branding Dealer Creative

TEAM: |

== CHEVROLET & R

ptors>
= | Cortitiod btors>
—— ppT——
Our experts know your vehicle best 12

667

TezIaRessn"
‘mamay,

s s ey o et

gy s o4 s v
s v e

Dealer Creative

epiLuadnog

00°00¢

%)L wodnoy

Module 1 Module 2

Simpler. Smarter. Stronger.

General Motors Confidential 10



Social — New Digital Channel

Now available in all Core packages

Target:
Owners due for service

Cadence:
Aligns with Core service communications, creating an omni-
channel experience
* Reinforce messaging customers receive through other channels
* Message valuable service offers

Obijective:

Reach customers where they spend time on Facebook and

Instagram
* Engaging ad units include video

CSSR Communications with Social component:

First Service Reminder * Engager
Maintenance Reminder * Lost Customer*
Maintenance Reminder Follow-up e EV Connector
At Risk (We Miss You)

General Motors

Display Plus-up available for Dealers that still wish to utilize channel

*Not available in Bronze package

Confidential

, Certified Service from
J). experienced techs

LD

You can always count on us at Vanguard Buick
GMC of Sherman

‘J) EBLNCR CHTres s

Wyw. ovwnerreminders.tv
Schedule an Learn more
appointment today.




Simplified Program Rules

Better use of Dealer spend while providing customer-centric approach

SALES RULE SERVICE RULE

1. Customer remains . 2-Visit Rule
with selling Dealer*

Approach: Lean into customer behavior,
reassign customers for service

. . . X hase rate at
Benefit: Opens new audiences to Dealership 3 fEAEIEE R s e

based on customer behavior

servicing Dealer

example o ? ? ? \ ¢ \ '

2-Visit Rule: Customer Dealer A sends Customer visits Dealer B sends Customer visits Dealer B is the new
purchases vehicle customer a Dealer B for customer a Dealer B for assigned Service Dealer for
from Dealer A service reminder service Servicing Owner service customer after 2
(assigned Sales & Welcome consecutive visits (Dealer A
Service Dealer) N N J remains Sales Dealer)
General Motors Confidential 2 consecutive service visits 12

*Sales follows GM Dealerization rules.



Adjusted Targeting

Aligning model years & distance to evolving consumer behavior

/’ Target VINs up J Target VINs in
nﬂﬂﬂ to 10 years 25-mile radius

* New vehicle buying cycle and * New 25-mile radius targets

vehicle service life has extended customers 2x as likely to return
 58% percent of dealers already for service

solicit Owners beyond 7 years * Drives double the ROI vs targeting
* Expanded model years reaps high more distant owners

value ROS (14% increase RO value)  Dealers can select a broader

radius through plus-up

General Motors Confidential 13



CSSR Core Communications — COMING April 2026

Maintenance
Reminders

OPTIONAL

Refined Touchpoints

Onboarding

e Reduced overlap on Tier 1
* Greater Dealer flexibility to
select various touchpoints

consideratiop sep

Brand

Building

e on their initia/

Dealer

Sales Pre-Qual Direct
Touch
SUNSET
MODIFIED
Confidential

General Motors

NEW
Servicing Owner
Welcome
PLUS-UP
After Service Thank You
Declined Ops
PLUS-UP
One Year
MODIFIED
Serviced Elsewhere
(Protector)
Growth
Driving
= EV
& Connector
&
“e&‘-' OPTIONAL
jmize
PR At Risk (We Miss You)
Engager
Lost
Customer
MODIFIED

14



Target:

Cadence:

Obijective:

Owners who visited a Dealer other
than their assigned Servicing Dealer

7-10 days after service visit

Dealer Thank You Message

Offer to entice return for service
If owner returns to complete 2
consecutive service visits, Dealer
becomes new assigned Servicing
Dealer

b Simpler. Smarter. Stronger.

General Motors

Confidential

Servicing Owner Welcome

0. B0X BIE) - MLWALKEE. W] S3200.3850 PRESIRTED

T

/") MoToRs

Direct Mail

Dear

Thank you for bringing your-

gm rewards’

Member Mumber:
Ending in <1234>

tthe GMC Certified e B parts &t

Yaur factany-rained technicians uss thei meticulous skill with edvanced disgnostics and connected
technology to deliverthe level of service your degerves

we believe that maintainingyaur

should bea rawarding experiance.

At
“Toishow ourappraciation far your businees, weve ttschad an offer touse at yaurnext vistt.

Bin fortrusting your m
it

<HOMETOWN MOTORS>
<HOMETOWN MOTORS>

“Daalar skagan dasker shgan, doakrsingan,
33Gr BITG3N (AR BOGAN DISIET G

TBA4EE Northesst Highway 141

9 esta Main
Hometown, LS 12345

0 ooo-e3-4567

[EF] <hometownmaotors.coms

W Baepe IEA, Masran, American
Bemss, Disoover

We hope to seeyou againat yaur

COUPONTITLE
CESCAITVE DIPY MIPE DESCRETIVE
Y ANDEHEN NIRE DS BTV

$00.00

T T

RS CERTIFIED SERMCE

SITTLEEICE BFEMIIH CONDIERE
REOORK RO OB

[T

Email

T=SR/AC= CERTIFIED SERVICE

WE APPRECIATE YOUR BUSINESS

The service department at [Hometown Motors of Hometown] is
grateful for the opportunity to care for your [Model]

Your alactric vehicle requiras an attantion to detail only the GMC
Certified Servica experts can provide. With quslity parts and our
expertise, there is no better choice when it comes to maintenance.

We hope you enjoy your road ahead and we look forward to seeing
you next time

[First Name] [Last Name]

[Title]

Visit your personalized
Certified Service resource center

o] Learn MoRE (B)

SCHEDULE MAINTENANCE

15



Target:

Trigger:

Objective:

| —

Serviced Elsewhere (Protector)

PO, BOX 90520 - MILWAUKEE, Wi 53206-0850 PR RTED Ema”
e .
e uma | Direct Mail
Owners who serviced outside the GM am rewards’ -
Dealership network -
* When a VIN indicates an Qil Life Monitor
reset with no RO at any GM Dealership
* Modified — no longer targeting VINs that A
serviced at another GM Dealership
* Win back customers from Aftermarket
Repair Shops izt
* Reinforce Dealer as the best service option
* 2 “win back” Dealer offers included
=]

General Motors

Simpler. Smarter. Stronger.

Confidential 16



Lost Customer

Target:
* Inactive VINs*
* Modified
* Gold package leverages Machine Learning
to target best Lost Customers with VINs up
to 10 years
* Silver package messages all Lost
Customers, VINs up to 4 years
* Bronze package does NOT communicate
to Lost Customers
Cadence:
Sent every 6 months, beginning 18 months post
delivery
Obijective:

 Win back inactive customers
e 7 “smart” Dealer offers
* Dealers have ability to incorporate NRP offers

Hometown Motors Buick: B00-123-4567

Wi muncic certified service

Direct Mail

Email

‘pasojoLasiayoasAles
‘<SP o= dnoApuUEs
oA Buieas syeios.d de ap

<UMOIBUIOH JO SI0104] UMOIBWOH>

eeeee

BUICKD
Certified Service

gm rewards’ vl

Module 1 Module 2

TR B OGRS, VRLATE CLA ERONN  BACGORGED B el M franere

Wy BUICK Certified Service

[We appreciate your business]

[[Firstname], as a loyal owner, you know the value of Buick Certified
Service. We know you have options and appreciate your trust with

the care of your [Model].

We look forward to seeing you soon.]

E Learn ) Visit your personalized
More b Certified Service resource center

SCHEDULE SERVICE

=»=—p Simpler. Smarter. Stronger.

General Motors Confidential

*Received 2 Maintenance Reminder cycles and At-Risk communication with no response

17




Sales Touch Pre-Qual

Direct Mail

Email

.I il FINANCIAL | =— = You're pre-qualified for auto financing at
[Hometown Motors] om| rinanciaL | SRAS

US12348

4% buy rate
in 2025

R0, Box 3112 + Milwaukes, W1 53201

YOU'RE PRE-QUALIFIED FOR
AUTD FINANCING AT:
[HOMETOWN MOTORS OF HOMETOWN]

Target:

Exclusive pre-qualified
offer enclosed for you

Select group of in-market customers
(~100K) receive a GMF Pre-qualification
Direct Mail &/or email instead of a Sales

from GM Financial to be used at [Homatown Matars]. You can
choosa from a wide selection of naw and pra-ownad in-stock
. . vehicles. This offer is subject to the Pre-Qualified Rules on
the reverse side of this letter.
O u C CO l I I I I I u n Ica I O n You can combine this offer with mest other offers available,

including most factory incentives. This limited-time offer

axpiras [Month XX, XXXX1. If you hava any questions, plaase
don‘t hesitate to call [Homatown Motors] or simply stop in for

* Modified — now available in all Core

Come chack out our dependable lineup of Chevrolat
vehicles today.

Ploasa visit:
packages i R
. ametow r.oom] FIND OUT YOUR PRE-QUALIFIED AMOUNT
Ca e n C e . +Enter your email, pheoe number and PIN ([XXXXXXXX])

[XXX-XXX-XXXK] -] VISIT US ONLINE

ONLINE
Find out your amount -8 o e qualified amaunt fo [Homatawn Motors of
Q jometown
3X a e a r ( IVI a r/ r J u n/_] u I O Ct/ N OV) It's easy to find out how much you're pre-qualified for through GM Financial § ) )
’ I simply follow these steps: .w::f: ;:-J-;m to heiping you gat Into @ stylish and capadle GMG

Text

O bj e Ct i Ve : 1. Text your PIN: [XXXXXXXX] to GM Financial at

833-36-OFFER (833-366-3337). You'll receive
your pre-qualified amount. Standard message or
and data rates apply.

Generate leads and sales through

[Hometown Motors].

Visit
1. Visit gmfsalestouchprequal.com/salestouch or scan
the code above to find out your pre-qualified amount.

2. Enteryour email, phone number and PIN:
[DOOOKXXX]

st | cnc

3. Bring your phene and the amount to [Hometown
Motors],

customer engagement — when they text
the PIN, scan the QR code or use the URL,
it auto-generates lead to Dealer through

GM Lead Pipe e

m=p—p Simpler. Smarter. Stronger.

General Motors Confidential 18



Target:

Cadence:

Obijective:

ol ap(e)\I:\8 Onboarding

New Owners, MY 25 and
newer

CPO

Small Business/Business Elite
CarBravo

EV

15 days after purchase

Thank you from Dealer for
recent vehicle purchase
Educate on ancillary products

and services
Loyalty
OnStar
First Service Visit Covered
My Brand App
Accessories

==—p Simpler. Smarter. Stronger.

General Motors

Confidential

(o B

Don’t miss out:
Get up to 3 months of
OnStar Guardian® on us.!

Activats your OnStar Guardian tral and get
key safety services on your smartphone.

Visit onstar.com/guardian for
detals and fimitations.

oo and ez o fr o sa famwin 30 doys
Sfachng fos o (S it i o
e o i chuor Al he et o et 2 menhe f your
Blan, O«su Tastcmaealy il h e
Bt ey Gt i prearing O o Commhcd

i e o o Py ity g

Soener g s 7 N e bt e,
°"“'°“”o‘.‘(. bt "’L”‘&""m,".‘.‘."xm.mﬁ.‘hsm&?"

oyl 1
Congratulations
Dear <FirstName>,
Thank you for choosing <Homatown Motors> and
congratulations on your <Year> <Make> <Modsl>, We're your

slactric vehicle specialists and we want you to be happy with
your <Model> for all the miles to come.

for choosing
hera to anewer any quastions about your <Modsl>.

Download the
myChevrolet Mobile App'

190671 KIIODES4 12-31-24 0ODO026 1228762

For EVs, the available spp Wwvdwtooh tohelp you

Scott Ball
2, >

Vice Presidert e A, Sample etations and more.

Globsl Chevrulet <General Monsger

" i on the ape home screen

fap the Energy icon at the bottom of the screen to find
EVfeaturss

for your EV and manage vi
withyour prefarrad dealer

Seanfor

SNl it bk iy prenTe g

H
]

gm rewards”
make the most
of your
GM Rewards points

Use your GM Rewards points across GM or share your points with
friends ] Your pol

toward C: rts? and
Dealer>,

scan to learn more

2 Must e a pukd servic or garts. Posnts may ot be redssed tomward ax snd hipping costs.
oot Mombart M sowirst i ipen deirs ik gneewscasdeirscom

e acepores prchacadthcouth s o S weSRD 3 g 8 O
Rara aracstng oo o oy SAEe ech e xmmm!’n‘?"“‘mmn

Em

ail

Direct Mail

Welcome to
the family

| sommtn

Make your EV your
Chevrolet A

Visit <Home Town Motors> to ses the)
sccessorize your EV.

T chaw s rosche
o t are dosignod,angineerd,tested
Chavrols b eroud 0 siocfar Avsocied Acoss

i s v S WAy

o

Thank you for choosing [Hometown
Motors of Hometown]

Congratulations on your [Year] [Model] purchase! Taking care of you
and your electric vehicle is important to us and we want you
completely satisfied with your [Model] for all the miles to come. Here
are a few ways [Hometown Motors of Hometown] will help to
enhance your ownership experience

@ OFFERS
We will send you maintenance offers, coupons, dealership
news and more.

When you schedule appointments for maintenance or

=) APPOINTMENT REMINDERS
LN
we will send you as your

dato approachas

If you ever have any questions, needs or concerns, please let us
know. Our team at [Hometown Motors of Homelown] is always here
for you

Visit your personalized

w
ER Cartified Sorvice rosource contor

CouponTitle e

‘oY G e

o

19




oo\ [:\E" EV Connector

S gm rewards’ vt

2-YEAR ANNIVERSARY

Target: Direct Mail
New EV owners, in the first 2 years of e
ownership . o

Cadence: Quick Tips == cerTrieo
Quarterly —

Objective: N

e e, Module 2

* Ongoing Certified Service content to fill
the gaps between Maintenance
Reminders due to longer EV service
intervals

e Continue conversation and stay
connected with Dealer’s customers,
featuring Dealer as the EV expert = _ ___.‘,'

* EV education via Lifecycle, Quick Tips N =
and Seasonal messaging

Moadule 3

any large
= ge per hour-]

R S

LEARN MORE &
Visit your personalized Cerlified Service resource center

[LEARN MORE]

b Simpler. Smarter. Stronger.
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Target:

Trigger:

Objective:

Owners who visited the Dealer for

service

e Sent upon receipt of Customer
Pay RO data from Dealer DMS
e 7-14 days after service visit

Thank the owner for service
completed at the Dealership

mpler. Smarter. Stronger.

HIVLHV N After Service Thank You

90, BOX 90620 - MILWALIKEE. W1 63209-9950

CSMICT CERTIFIED SERVICE

s

BRE
b
E

PRESOATED
US. POSTAGE

miD
s

HOVETOWN
J MOTORS

AT <BOB SMITHJONES & SONS
GMC>, WE APPRECIATE SEEING
YOU AND YOUR <VEHICLE>

CSMVICS CERTIFIED SERVICE

Dear <Customer>,
We'd like to thank you for bringing your
Year><Make><Model> to <Hometown Motors> for service

Your factory-trained GMC Certified Service experts take pride
in helping to keep your <Model> performing at its best.

We're pleased to be your choice forvehicle maintenance and
service. Your GMC Certified Service technicians look forward
to seeing you and your <Model> atyour next service visit.

D 800-123-4567

=

CONTACT <HOMETOWN MOTORS >

Email

5RAICE CERTIFIED SERVICE

WE APPRECIATE YOUR BUSINESS

Thank you for choosing us for your [Model]'s service needs. Your GMC
Certified Service experts take pride in maintaining your [Model]

Your vehicle requires an attention to detail only your GMC Certified
Senvice experts can provide. With quality parts and our expertise,
there is no better place when it comes to service.

If there 1s anything we can do to enhance your ownership experence,
please let us know.

5] LearN MoRE @ | Visttyour personalized

Certified Service resource center

General Motors

Confidential
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ARV One Year

Target:

Owners on one-year

anniversary of purchase
Timing:

12 months post delivery
Objective:

* Designed to celebrate
ownership and encourage
engagement

e Thank customer for
servicing at the Dealership

* Includes one Dealer offer —
“Surprise & Delight”

COMMEMORATING 3
DAYS OF PREST

nything we can do o enhance your ownership expenence. please
Hay

SCHEDULE SERVICE

b Simpler. Smarter. Stronger.

General Motors Confidential



Focused Dealer Support Based on
Performance and Opportunities

Consultative Approach

b Simpler. Smarter. Stronger.

General Motors

Confidential

Clear Responsibilities

Educate on core CSSR capabilities
and how to maximize
features/tools/data

Review program performance,
wins and opportunities
monthly/quarterly

Document meeting details with
action plan and next steps,
providing to dealership,
management, field

v
v
v
v
v
v

Team KPIs

Retail Sales

First Service Visit Utilization
Sales & Service Retention
Training Completion

Dealer Satisfaction

GM Team Engagement

et

23



CSSR Package Comparison

Expected Outcomes

* Improved response rates & ROI
* Increased efficiencies — avg CPS/RO
* Monthly cost-savings across 73% of

network*

Enrollment for the next evolution of CSSR is
January 19 — March 13, 2026

Program enhancements will go into effect

on April 1, 2026

Questions? Your Dealer Marketing Consultant is
here to help! Contact your DMC at 800.292.9220

b Simpler. Smarter. Stronger.

Audiences

Channels

Channel Optimization

Media

Video and Landing Pages

SMS

Multi-Channel Campaign Builder

Distance (miles)

Core Years

Audiences

« Onboarding

+« Maintenance Reminder &
Follow Up

« Servicing Owner Welcome

» After Service Thank You

* Declined Services

* At Risk (We Miss You)

+ Serviced Elsewhere (Protector)

« Engager

» EV Connector

* |ost Customer

e One Year

* Mover

e GM Card/Sales Touch w/
Pre-Qual

Dealer Service Creative

CSSRetail Owner Platform

— New element

Media Optimized: Targets customers through the channel they’re most likely to engage with.

Display
W
v
n/a
100
0-7

v

v

8+ optional

Elite Package
Only
v
Elite Package
Only

Email
Primary
Social
v
v
v
25
0-10

Optional

n/a

Optional
n/a

Plus-Up
n/a

v
v

n/a

Channel
Progression
Social

v
v
v
25
0-10

Optional

Optional
04

Plus-Up
nia

n/a

Channel Progression: Starts with digital, email and SMS._ If no response, direct mail sent.
Email Primary: Email sent if a valid email address is on file. If not, direct mail sent.

Media
Optimized
Social
v
v
v
25
0-10

Optional

Optional
Audience
Optimizer

Plus-Up

n/a

v

v
v

General Motors

Confidential

*Assumes today’s CSSR package distribution 24



The Next Evolution of CSSR: Timeline

GlobalConnect letter: New Enrollment continues Full Program
Packages & Enroliment
coming soon NADA Launch 4.1.2026

LN J
L] ..

[ ]
LY X]

* Enrollment ends mid-March
New App Enroliment

Dealer Business Conferences:

Launched 11.7 Begins 1.19.2026 Chevy, Buick, GMC

==p=—p Simpler. Smarter. Stronger.

General Motors Confidential 25
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