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Forward-Looking Information

This presentation contains “forward-looking information” within the meaning of applicable Canadian securities laws. Forward-looking information may relate to future plans, expectations and intentions, results, levels of activity, performance, goals or 
achievements, future events or developments and may include information regarding our financial position, business strategy, growth strategy, budgets, operations, financial results, taxes, dividends, plans and objectives. Particularly, information regarding 
our future results, performance, achievements, prospects or opportunities or the markets in which we operate, including “Pro Forma H1 2021 Annualized Revenues” and information regarding our preliminary estimates of financial results for the three ended 
September 30, 2021, is forward-looking information. In some cases, forward-looking information can be identified by the use of forward-looking terminology such as “will”, “expect”, “increase” or “addressable”, or the negative or other variations of these 
words or other comparable words or phrases. In addition, any statements that refer to expectations, intentions, projections or other characterizations of future events or circumstances contain forward-looking information. Statements containing 
forward-looking information are not facts but instead represent management’s expectations, estimates and projections regarding future events or circumstances.

The forward-looking information in this presentation is based on our opinions, estimates and assumptions in light of our experience and perception of historical trends, current conditions and expected future developments, and other factors that we currently 
believe are appropriate and reasonable in the circumstances. These opinions, estimates and assumptions include, but are not limited to, the following: an assumption that revenues earned during the first half of 2021 can be replicated in the second half; 
our ability to capitalize on growth opportunities and implement our growth strategy; our ability to build our market share and enter new geographies; our actual results for the three ended September 30, 2021 being generally consistent with our historical 
results and the preliminary estimates presented in this presentation; our third quarter end financial closing procedures not resulting in significant adjustments to our preliminary estimated financial results; the total addressable market for our products; our 
ability to retain key personnel; our ability to maintain existing customer relationships and to continue to expand our platform; our ability to execute on our expansion plans; our ability to continue investing in infrastructure to support our growth; our ability to 
obtain financing on acceptable terms or at all; the impact of competition; the successful integration of future acquisitions; the changes and trends in our industry or the global economy; and changes in laws, rules, regulations and global standards.

Non-IFRS Measures and Key Performance Indicators

This presentation makes reference to certain non-International Financial Reporting Standards (“IFRS”) measures, and key performance indicators, including gross transaction value, unique dealers transacting, vehicles transacted and number of 
transactions. These measures are not recognized measures under IFRS and do not have a standardized meaning prescribed by IFRS and are therefore unlikely to be comparable to similar measures presented by other companies. Rather, these measures 
are provided as additional information to complement IFRS measures by providing further understanding of our results of operations from management’s perspective. Accordingly, these measures should not be considered in isolation or as a substitute for 
analysis of our financial information reported under IFRS.

The forward-looking information contained in this presentation is also subject to known and unknown risks, uncertainties, assumptions and other factors that may cause our actual results, level of activity, performance or achievements to be materially 
different from those expressed or implied by such forward-looking information. If any of these risks or uncertainties materialize, or if the opinions, estimates or assumptions underlying the forward-looking information prove incorrect, actual results or future 
events might vary materially from those anticipated in the forward-looking information.

There can be no assurance that such information will prove to be accurate, as actual results and future events could differ materially from those anticipated in such information. Accordingly, readers should not place undue reliance on forward-looking 
information, which speaks only to opinions, estimates and assumptions as of the date made. The forward-looking information contained in this presentation represents our expectations as of the date of the prospectus (or as of the date they are otherwise 
stated to be made), and are subject to change after such date. We disclaim any intention or obligation or undertaking to update or revise any forward-looking information whether as a result of new information, future events or otherwise, except as required 
under applicable securities laws in Canada.

Market and Industry Data

Market and industry data presented throughout this presentation was obtained from third-party sources, industry reports and publications, and other publicly available information. We believe that the market and economic data presented throughout this 
presentation is accurate, but there can be no assurance as to the accuracy or completeness thereof. Market and economic data is subject to variations and cannot be verified due to limits on the availability and reliability of data inputs, the voluntary nature 
of the data gathering process and other limitations and uncertainties inherent in any statistical survey.

Certain Other Matters

Any graphs, tables or other information demonstrating our historical performance or that of any other entity contained in this presentation are intended only to illustrate past performance and are not necessarily indicative of our or such entities’ future 
performance. The information contained in this presentation is accurate only as of the date of the prospectus. The information contained in this presentation and any other information provided to you (in writing or otherwise) in connection with the Company 
and its business is subject to updating, completion, revision, verification and amendment without notice which may result immaterial changes.

All references in this presentation to dollars, “$” or “US$” are to United States dollars, and all references to “C$” are to Canadian dollars.

Certain totals, subtotals and percentages may not reconcile due to rounding.

“LTM” refers to the last twelve month period ending June 30, 2021.
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DMITRY VODIANSKY 
FOUNDER & CTO
Entrepreneur, CTO, and 
Co-founder of  
AutoCatch.com and 
SoHungry.com

JILL MURRAY 
CHIEF PEOPLE OFFICER
Held the Vice President, HR 
Business partners at Cox 
Automotive, Dealertrack 
Technologies & Dealer.com
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EXECUTIVE TEAM OF 
AUTOTECH EXPERTS

JASON MCCLENAHAN
CEO
Joined E INC in 2017, 
17 years with KAR Global where 
he held the General Manager 
position at ADESA & Regional 
Sales Director of TradeRev USA

JOHN BRASHER
COO
Decades-long automotive 
expert who served as  
Executive Director of ServNet 
Auction Group, General 
Manager at ADESA & President 
at West Coast Auto Auctions

JAI MACKER 
CHIEF PRODUCT OFFICER
19 years in Automotive 
Technology, including SVP, 
Product & Engineering, at Cox 
Automotive, Dealer.com 
Autotrader & Kelley Blue Book

ANDY BOHLIN
CFO
Joined E INC in 2019. 8 years with 
Cox Automotive where he was the 
Senior Director of Finance across 
Cox Automotive, Dealertrack 
Technologies & Dealer.com

The E INC management team has built some of the largest dealer 
software platforms in North America

Held executive and senior management roles 
at KAR Global, Dealer.com, Dealertrack 
Technologies, Cox Automotive, and other 
leading automotive software brands 

Managed and integrated Dealer.com and 
Dealertrack products and go to market 
strategies. Sold to Cox Automotive for $4.5B

Built and scaled Dealer.com; 
Sold to Dealertrack Technologies for $1.1B 



Note: All figures in US$M, unless otherwise stated. See “Disclaimers” regarding historical information being illustrative only.
1 Consists of $74M in revenue from E Inc. and Auto Buyline Systems (“ABS”), Does not include Les Encheres D’Automobiles St-Piere, Ltee (“ESP”) and Gestion Malyka, Inc. (“TradeHelper”). ESP and TradeHelper were acquired by E Inc. in Q3 2021.
2 LTM refers to last twelve months ending June 30, 2021. 
3 Marketplace Participants include parties that have listed a vehicle or placed a bid on the Company’s wholesale marketplace. Does include not include data for ESP and TradeHelper. Includes ABS data for the full 12-month period which is 1,515 unique 
dealers. The Company is in process of integrating ABS and there is potential for overlap between the dealer base of E Inc. and ABS which would bring the count of 8,410 lower.
4 GTV refers to “Gross Transaction Value” and represents the total value of vehicles transacted on the E Inc. wholesale marketplace. Includes H1 2021 Annualized GTV for ABS. Does include not include GTV for ESP and TradeHelper.
5 National Independent Automobile Dealers Association, 2020 Used Car Industry Report.

4

E INC: ESTABLISHED MARKET LEADER
GROWTH

$74M
H1 2021 Annualized Revenue1

SCALE

8,410
LTM Marketplace 

Participants2,3

~$1.9B
H1 2021 Annualized GTV4

OPPORTUNITY

~$16B
Total Addressable Market 

in North America

CAGR - 2018A to H1 2021 Annualized 
Revenue

600+
Full Time Employees (FTE)

As of June 30, 2021

14
OEM Certifications

6497 % %
Of Used Car Dealers 

Currently Buy Vehicles Offline5



5

THE WHOLESALE AUCTION MARKET
A vital component of a dealership’s inventory 
management ecosystem

TRADE IN VEHICLE

RETAIL LOT

TRANSPORT PHYSICAL AUCTION

5-7 + DAYS

–   Costly

–   Inefficient

–   Exposed to price risk

–   Dangerous

–   Carbon Emission-Intensive

PHYSICAL AUCTIONS

–   Low Cost & Efficient

–   Less Pricing Risk

–   Greater Reach and Exposure

–   Better Inventory Management

–   Complete Dealer Control

DIGITAL AUCTIONS

1 Cox Automotive Industry Insights (2021) and E Inc. management estimates.
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#1 CHALLENGE 
DECLINING 
DEALER PROFITS

$
SOLUTION 
BETTER 
INVENTORY 
MANAGEMENT

$

$
MORE 

INFORMED 
CONSUMERS

MORE 
SOPHISTICATED 

DEALERS

NEW 
DIGITAL 

DISRUPTORS

SELL
EFFICIENTLY

INCREASE
PROFITABILITY

SAVE
TIME
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Technology disruption in the auto market
THE SHIFT TO DIGITAL



WHOLESALE 
EXPERIENCE 
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E INC PRODUCT LINE

RETAIL 
EXPERIENCE 

CONDITION REPORTS RECOMMENDATION ENGINE POST SALE SERVICESLIVE AUCTIONS

DATA 
ADVANTAGE

Effective allocation of R&D spend that will propel E INC to long-term success

WEBSITES ADVERTISING & SEO INVENTORY SOLUTIONS

- Includes dealer, transaction,  
market, vehicle condition, 
consumer interest and other 
data from various sources

- Data collection over many 
years acts as competitive 
moat driving platform 
improvement, efficiencies 
and enhancements in user 
experience

- Differentiated ability to 
connect wholesale and retail 
experiences using inventory 
and other data
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SELF-REINFORCING NETWORK EFFECTS
Our scale helps dealers achieve greater inventory selection, liquidity, and efficiency

Better Experience

Greater Liquidity 
& Inventory 
Selection

SCALED DIGITAL 
WHOLESALE

MARKETPLACE

More Products

More Marketplace 
Participants

More Vehicle And 
Market Data

WHOLESALE AND 
RETAIL DATA

GREATER 
SCALE Greater

Efficiency
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Set auction times, live virtual 

lanes with cars bought and sold 

in 60 seconds

Note: Visual above highlights key competitors, and does not present an exhaustive list.

Driving confidence with a 

transparent digital marketplace 

Planned experience centers 

with integrated digital wholesale 

technology

Inventory platform connected 

across wholesale and retail

BEST-IN-CLASS PLATFORM WHY WE WIN THE DIGITAL 
AUTOMOTIVE MARKETPLACE

DIGITAL WHOLESALE

DIGITAL RETAIL

The right offering with market-leading technology



TAM Expansion Opportunities 
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TOTAL ADDRESSABLE MARKET

PENETRATION TO DATE

REMAINING MARKET 
OPPORTUNITY

RETAIL MARKET
US$4 Billion1

WHOLESALE MARKET
US$12 Billion2

US$16B
TOTAL ADDRESSABLE MARKET

- International Expansion

- Automotive Financing

- Expand Product Suite and 
Additional Service Offerings

1. National Automobile Dealers Association, National Independent Automobile Dealers Association, Desrosiers Automotive Consultants, and Statistics Canada.
2. Cox Automotive Industry Insights, 2021, and supported by management estimates.
Note: Addressable market calculations are based on the estimated total transactional fees earned by E Inc. from digital auction transactions, and the monthly 
subscription fees earned by E Inc. for dealership software solutions.
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CASE STUDY: 
DRIVING DEALERSHIP PERFORMANCE

Myers Kanata Hyundai
Implemented E INC 2017

Transitioning to the digital platform not 

only increased our profit margins, it also 

freed up time to focus on other revenue 

streams of the business. 

We’ve never been more profitable.

“ 
~C$200 

SAVINGS IN COST PER CAR

~C$700  
ADDITIONAL WHOLESALE 

PROFIT PER CAR

~7 HR / WEEK
= 52 DAYS PER YEAR SAVED

ADDITIONAL WHOLESALE PROFIT ANNUALLY

Results represent dealership estimates. This case study is a historical example and is not indicative of future results.



Note: Charts on this page exclude data from ESP and TradeHelper. GTV refers to “Gross Transaction Value” and represents the sum of the purchase (or sale) price of vehicles transacted on the Company platform. See “Disclaimers” regarding historical information being illustrative only.
1 H12021 Annualized GTV includes $287.5M for ABS for the H12021 Annualized period. H12021 Annualized Vehicles Transacted Per Year includes 44,784 vehicles for ABS for the H12021 Annualized period.  
2 LTM includes the full twelve months of data on ABS which is 1,515 unique dealers. The Company is in process of integrating ABS and there is potential for overlap between the dealer base of E Inc. and ABS which would bring the count of 8,410 lower. 
3 Does not include transactions that were rolled back after initial transaction completion. Does not include data on ABS.
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CONSISTENT CUSTOMER EXPANSION AND ENGAGEMENT 
ON THE WHOLESALE MARKETPLACE
GROSS TRANSACTION VALUE PER YEAR1

(In US$ Millions)

2019 2020

1,899

217

674

H12021
Annualized

379

2018

VEHICLES TRANSACTED PER YEAR1

(# of Transactions)

2020

67,237

152,022

H12021
Annualized

2019

42,493
23,974

2018

5,888

3,331

8,410

DEALERS USING SUBSCRIPTION 
RETAIL FEATURES
(# of Unique Dealers, as 
at the end of the period)

2019 2020

1,041

661

928

H12021

857

2018

2,063

2019 2020 LTM2018

MARKETPLACE PARTICIPANTS2

(# of Unique Dealers)

2019 2020

38
29

40

20182017

13

27

17

44
30 29

13
PRE-2018 COHORT

2018 COHORT

2019 COHORT

2020 COHORT

AVERAGE NUMBER OF TRANSACTIONS3

((BUY + SELL) By Dealer Cohort)
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ATTRACTIVE ECONOMICS OF OUR DIGITAL PLATFORM

TRANSACTION BASED
Fee Per Transaction

SUBSCRIPTION
Monthly Recurring

VEHICLE
SALE PRICE

Note: Dollar amounts above are averages for the the last twelve month period ending June 30, 2021.

WHOLESALE MARKETPLACE RETAIL FEATURES

Selling 
Price Per 

Transaction

~$12,900
Ancillary 
Fees Per 

Transaction

$112
Monthly 

Subscription Fee

$609
Base 

Fee Per 
Transaction

$250

- Transportation Services

- Vehicle Inspection 
  Services

- Lien Search 
  Services

- Assurance 
  Services

- Data Capture

- Title Processing

- Guaranteed Trade

ANCILLARY SERVICES
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2020

74.3

19.0

9.7

97%
2018A – H1 2021 
Annualized CAGR

H12021 
ANNUALIZED

30.3

20192018

REVENUE PROFILE

DIGITAL DISRUPTION DELIVERING OUTSIZED GROWTH
Favorable business prospects underpinned by sustainable top line growth and manageable cost profile

2020

(1.2)

(5.9)
(3.6)

H12021 
ANNUALIZED20192018

(4.1)

ADJUSTED EBITDA ADJUSTED EBITDA MARGIN

(2%)

(13%)
(31%)

(37%)2020

42.6

14.1
9.0

H12021 
ANNUALIZED

20192018

19.1

SG&A R&D % OF REV

57%63%

74%

93%

Notes:
• All figures in US$M, unless otherwise stated.
• 2018A – 2020A represents E Inc standalone performance; H1 2021A Annualized incorporates ABS performance; Financial results exclude the ESP and TH acquisitions.
• See “Disclaimers” regarding historical information being illustrative only. Investors are cautioned that forward-looking statements are not guarantees of future performance. Actual results could differ materially from those currently anticipated due to a number of factors 

and risks. See “Disclaimers” regarding future oriented financial information.
• For definition of “Adjusted EBITDA” refer to the “SELECTED CONSOLIDATED FINANCIAL INFORMATION” section of the prospectus.

ADJUSTED EBITDA & MARGIN OPERATING EXPENSE BREAKDOWN
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E INC IS A LEADER IN THE CANADIAN MARKET AND 
IS RAPIDLY EXPANDING ITS U.S. OPERATIONS 
Expanding E INC’s leadership throughout North America

CURRENT OPERATIONS 2021/2022 EXPANSION – NATIONAL ROLL OUT (ANTICIPATED)

The U.S. market is more fragmented than Canada, 

offering a more lucrative market opportunity for E INC

U.S. and Canadian dealers have similar 

needs and pain points 

E INC superior platform and brand awareness offer 

a compelling value proposition for U.S. dealers

West Coast marketplace established
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MULTI-PHASED GROWTH 
STRATEGY

ACQUIRE LEADING CANADIAN 
MARKET SHARE
- Developed leading wholesale & retail 

platform capabilities

- Built products and processes to deliver 
best-in-class customer experience 

- Establish and continue to grow user base in 
major geographies across Canada

PHASE 1
PHASE 2

PHASE 3

Acquire Leading Canadian 
Market Share

U.S. Integration and Roll Out

2020

U.S. INTEGRATION 
AND ROLL OUT
- West Coast marketplace already 

established; nationwide rollout over 
next 18 to 24 months

- Combination of organic growth and 
acquisitions (online & offline)

- Focused on building brand awareness 
and demonstrating value proposition

2021-2022

U.S. ACCELERATION AND 
PRODUCT EXPANSION
- Improve wallet share through increased 

platform usage and promotion of 
ancillary services

- Extend product offering (auto finance, 
digital retailing, data-driven products and 
more)

- Offer support for additional marketplace 
participants (rental vehicle companies, 
fleet lease companies and others)

2023 +

U.S. Acceleration and Product 
Expansion 
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FOCUSED 
M&A APPROACH
We have completed three key strategic acquisitions 
and other minor transactions in the past twelve months

KEY RECENT ACQUISITIONS

Auto Buyline Systems (“ABS”), a digital 
auction provider with additional physical 
facilities, has allowed us to expand our 
footprint in the West Coast of the US

ESP and TradeHelper, a leading offline 
auction provider and a growing online auction 
platform, supports our strategy of expanding 
into the Quebec wholesale market

With acquired targets we aim to upgrade to E INC 
technology and bring their auctions online, improve 
unit economics and enhance the user experience

M&A STRATEGY
We operate in a large and fragmented market with opportunities to 
acquire various smaller regional online and offline auction 
providers, and other ecosystem players

Expand our offerings & capabilities

Provide other strategic benefits

Expand into new markets / accelerate user growth

WE LOOK FOR ACQUISITIONS THAT ALLOW US TO:
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$19.8 M

Balance Sheet Summary
As of June 30, 2021

None1
1

1

Cash & Cash Equivalents

Debt

BALANCE SHEET & 
SUMMARY CAPITALIZATION
Lengthy lock-up provisions underscore strength 
and support of existing shareholder base

LOCK-UP  
PROVISIONS 

Intercap and other company 

shareholders: 1/3 for 6 

months, 1/3 for 12 months, 

1/3 for 18 months

Ownership Summary
(fully diluted, post warrant execution, excluding option pool)

1 Excludes the promissory note issued to Cars 4 Cost Plus 499 Inc. that will be repaid in full on or prior to December 31, 2021 through different potential alternatives, none of which will result in a financial obligation to the Company.
2 Post IPO ownership is calculated at an IPO issuance price of C$21/share.

HOLDER

Post-IPO Ownership Summary2

(fully diluted, post warrant execution, excluding option pool)

SHARE PERCENTAGE

E Inc Management & Employees 8,378,675 15.4%

Other Strategic Investors 1,117,815 2.1%

E Inc Board Members 1.8%952,015

McConkey Real Estate Holdings 12.0%6,529,250

Intercap Equity Inc 57.8%31,375,115

New IPO Shareholders2 11.0%5,952,381
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BOARD COMPRISING OF AUTOMOTIVE AND SOFTWARE EXPERTS
Focused on a well-defined strategy to drive value with support from our senior leadership team….

JASON MCCLENAHAN
CEO & BOARD MEMBER
Previously with ADESA, KAR Auction 
Services, and TradeRev; 2018 Automotive 
Remarketing’s top 40 under 40

STEVE SPOONER
BOARD MEMBER
Former executive roles at Mitel and other 
tech companies; Audit Committee Chair at 
Docebo and Jamieson Wellness

JASON CHAPNIK
CHAIRMAN
Founder, CEO, and Chair of Intercap Inc.; 
Chairman of Docebo and prior board roles 
at Dealer.Com and Dealertrack

MIKE LANE
BOARD MEMBER
Co-founder of Fluency and Dealer.com

JAMES MERKUR
BOARD MEMBER
President of Intercap Inc.; Board 
member at Docebo and other 
companies

BOB MCCONKEY
BOARD MEMBER
President and CEO of McConkey 
Auction Group (MAG)

RICK GIBBS
BOARD MEMBER
Co-founder, CTO, and CEO of 
Dealer.com; Former Co-President at 
Dealertrack & CPO at Cox Automotive

ERIN ELOFSON
BOARD MEMBER
Head of Canada and APAC 
region at Pinterest
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DIGITAL WHOLESALE & RETAIL PLATFORM
MOVING METAL FASTER in the digital economy

INVESTMENT HIGHLIGHTS

Large addressable market undergoing digital disruption

Proprietary tech platform with an accompanying efficient and 
transparent marketplace that delivers a differentiated auction 
experience with speed, scale, and transparency

High revenue growth, robust unit economics and 
significant operating leverage 

Experienced team with proven ability to create dealer 
technology companies that have multi-billion dollar valuations


