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_________________
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(State or other jurisdiction of incorporation)
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Registrant’s telephone number, including area code (949) 225-4500
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____________________
Check the appropriate box below if the Form 8-K filing is intended to simultaneously satisfy the filing obligation of the
registrant under any of the following provisions:
 Written communications pursuant to Rule 425 under the Securities Act (17 CFR 230.425)
 Soliciting material pursuant to Rule 14a-12 under the Exchange Act (17 CFR 240.14a-12)
 Pre-commencement communications pursuant to Rule 14d-2(b) under the Exchange Act (17 CFR 240.14d-2(b))
 Pre-commencement communications pursuant to Rule 13e-4(c) under the Exchange Act (17 CFR 240.13e-4(c))

Item 2.02

Results of Operations and Financial Condition

On May 3, 2012, Autobytel Inc., a Delaware corporation (“ Autobytel ” or the “ Company ”), announced in a press release its
financial results for the quarter ended March 31, 2012. A copy of Autobytel’s press release announcing these financial results
is attached as Exhibit 99.1 to this Current Report on Form 8-K.
In connection with the press release, Autobytel held a telephone conference call that was webcast on May 3,
2012. Presentation slides referenced during the conference call were available on Autobytel’s website for viewing by call
participants. A transcript of that call together with presentation slides referenced during the conference call are attached hereto
as Exhibit 99.2 to this Current Report on Form 8-K.
The attached press release, transcript and presentation slides contain information that includes the following non-GAAP
financial measures as defined in Regulation G adopted by the Securities and Exchange Commission: “EBITDA” and “Cash
Flow.” The Company defines EBITDA as net income before (i) interest and other income, net; (ii) income tax provision; and
(iii) depreciation and amortization. The Company defines Cash Flow as EBITDA plus non-cash stock compensation related to
the Company’s grant of stock options and other equity instruments. The Company believes these non-GAAP financial
measures provide important supplemental information regarding the underlying business trends and performance of the
Company’s ongoing operations to management and investors. These non-GAAP financial measures reflect an additional way
of viewing aspects of the Company’s operations that, when viewed with the GAAP results and the accompanying
reconciliations to corresponding GAAP financial measures, provide a more complete understanding of factors and trends
affecting the Company’s business and results of operations. These non-GAAP financial measures are used in addition to and
in conjunction with results presented in accordance with GAAP and should not be relied upon to the exclusion of GAAP
financial measures. Management strongly encourages investors to review the Company’s consolidated financial statements in
their entirety and to not rely on any single financial measure. Because non-GAAP financial measures are not standardized, it
may not be possible to compare these financial measures with other companies’ non-GAAP financial measures having the
same or similar names. In addition, the Company expects to continue to incur expenses similar to the non-GAAP adjustments
described above, and exclusion of these items from the Company’s non-GAAP measures should not be construed as an
inference that these costs are unusual, infrequent or non-recurring. The reconciliation of these non-GAAP financial measures
to the GAAP financial measures that Autobytel considers most comparable is included in the press release and in the
presentation slides included with the call transcript filed as Exhibits 99.1 and 99.2, respectively, to this Current Report on Form
8-K.
The attached press release, transcript and presentation slides are incorporated herein solely for purposes of this Item 2.02
disclosure. The information furnished pursuant to this Item 2.02, including the exhibits attached hereto, shall not be deemed to
be filed for purposes of Section 18 of the Securities Exchange Act of 1934, as amended (“ Exchange Act ”), or otherwise
subject to the liabilities of that section, nor shall it be incorporated by reference into any filings under the
2

Securities Act of 1933, as amended, or the Exchange Act, regardless of any incorporation by reference language of such
filing. In addition, the press release, transcript and presentation slides furnished as exhibits to this report include “safe harbor”
language pursuant to the Private Securities Litigation Reform Act of 1995, stating that certain statements about Autobytel’s
business contained in the press release, transcript and presentation slides are “forward-looking” rather than “historic.”
Item 9.01

Financial Statements and Exhibits
(d)

Exhibits

99.1 Press release dated May 3, 2012
99.2 Transcript of Conference Call by Autobytel Inc. dated May 3, 2012 and Call Presentation Slides
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SIGNATURES
Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on
its behalf by the undersigned hereunto duly authorized.
Date: May 7, 2012
Autobytel Inc.
By: /s/ Glenn E. Fuller
Glenn E. Fuller
Executive Vice President, Chief
Legal and Administrative Officer
and Secretary
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Exhibit 99.1

Autobytel Reports Increased Revenues and Profits for 2012 First Quarter
IRVINE, Calif. (May 3, 2012) – Autobytel Inc. (Nasdaq: ABTL ), a leading provider of online consumer purchase requests
and marketing resources for the automotive industry, today reported increased revenues and improved profitability for the first
quarter ended March 31, 2012, compared with last year’s first quarter.
“Our focus on helping automotive dealer and manufacturer customers generate higher levels of sales conversions by providing
them with quality purchase requests is continuing to drive improvements in our business,” said Jeffrey H. Coats, President and
Chief Executive Officer of Autobytel. “As a comprehensive resource for car buyers, and with what we believe to be the
industry’s largest combined dealer and manufacturer automotive purchase request distribution network, Autobytel is well
positioned to benefit from ongoing improvements in our core business, along with the continuing recovery in the automotive
sector.”
Revenues for the 2012 first quarter grew 4% to $16.7 million from $16.0 million a year ago. Revenues generated from
purchase requests, the company’s core product offering, rose 6% to $15.8 million for the 2012 first quarter from $15.0 million
last year, primarily reflecting stronger demand from automotive manufacturers and other wholesale channels.
Gross profit grew 11% to $6.8 million for the 2012 first quarter from $6.2 million a year ago. Gross margin improved to
40.9% of total revenues for the 2012 first quarter from 38.4% for the first quarter of 2011. The improvement in gross margin
was due, in part, to a higher level of internally generated purchase requests.
Total operating expenses declined to $6.5 million for the 2012 first quarter from $6.6 million for the same quarter last year.
Net income for the 2012 first quarter totaled $253,000, or $0.01 per diluted share, versus a net loss of $571,000, or $0.01 per
share, for the 2011 first quarter.
Cash flow provided by operations was $894,000 for the first quarter of 2012, compared with cash flow used in operations of
$1.2 million for the prior-year first quarter.
Cash and cash equivalents grew to $12.1 million at March 31, 2012, up from $11.2 million at December 31, 2011 and $7.5
million at March 31, 2011.
Conference Call
Autobytel management will host a conference call today at 5 p.m. ET/2 p.m. PT to discuss its 2012 first quarter financial
results. Interested parties may participate in the live call by dialing (877) 852-2929, passcode 73798213. An audio broadcast
will also be available through a live webcast at www.autobytel.com (click on “ Investor Relations ” and then click on “ Events
& Presentations ”). Please visit the website at least 15 minutes prior to the start of the call to register and download any
necessary software. For those unable to listen to the live broadcast, the call will be archived for one year on Autobytel’s
website. A telephone replay of the call will also be available through May 10, 2012 by
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dialing (855) 859-2056, passcode 73798213. The slides that will be referenced during the call will be available on the
company’s website at www.autobytel.com (click on “ Investor Relations ” and then click on “ Events & Presentations ”). The
slides will contain disclosures of EBITDA (earnings before interest, taxes, depreciation and amortization) and cash flow, which
are non-GAAP financial measures as defined by SEC Regulation G. Reconciliations of these non-GAAP financial measures to
the most directly comparable GAAP financial measure will be included in the slides.
About Autobytel Inc.
Autobytel Inc., an online leader offering consumer purchase requests and marketing resources to car dealers and manufacturers
and providing consumers with the information they need to purchase new and used cars, pioneered the automotive Internet
when it launched autobytel.com in 1995. Autobytel continues to offer innovative products and services to help consumers buy,
and auto dealers and manufacturers sell, more used and new cars. Autobytel has helped tens of millions of automotive
consumers research vehicles; connected thousands of dealers nationwide with motivated car buyers; and helped every major
automaker market its brand online. Through its flagship website autobytel.com , its network of automotive sites and its
respected online affiliates, Autobytel continues its dedication to innovating the industry's highest quality Internet programs to
provide consumers with a comprehensive and positive automotive research and purchasing experience, and auto dealers, dealer
groups and auto manufacturers with some of the industry's most productive and cost-effective customer referral and marketing
programs.
Investors and other interested parties can receive Autobytel news releases and invitations to special events by accessing our
online signup form at http://investor.autobytel.com/alerts.cfm
Forward-Looking Statements Disclaimer
The statements contained in this press release that are not historical facts are forward-looking statements under the federal
securities laws. These forward-looking statements, including, but not limited to, the company benefiting from ongoing
improvements to its core business and the recovery in the automotive market, are not guarantees of future performance and
involve assumptions and risks and uncertainties that are difficult to predict. Actual outcomes and results may differ materially
from what is expressed in, or implied by, these forward-looking statements. Autobytel undertakes no obligation to update
publicly any forward-looking statements, whether as a result of new information, future events or otherwise. Among the
important factors that could cause actual results to differ materially from those expressed in, or implied by, the forward-looking
statements are changes in general economic conditions; the financial condition of automobile manufacturers and dealers;
disruptions in automobile production; changes in fuel prices; the economic impact of terrorist attacks, political revolutions or
military actions; failure of our internet security measures; dealer attrition; pressure on dealer fees; increased or unexpected
competition; the failure of new products and services to meet expectations; failure to retain key employees or attract and
integrate new employees; actual costs and expenses exceeding charges taken by Autobytel; changes in laws and regulations;
costs of legal matters, including, defending lawsuits and undertaking investigations and related matters; and other matters
disclosed in Autobytel’s filings with the Securities and Exchange Commission. Investors are strongly encouraged to review
the company’s Annual Report on Form 10-K for the year ended December 31, 2011 and other filings with the Securities and
Exchange Commission for a discussion of risks and uncertainties that could affect the business, operating results, or financial
condition of Autobytel and the market price of the company’s stock. In addition, current year financial information could be
subject to change as a result of subsequent events or the finalization of the company’s financial statement close which
culminates with the filing of the company’s Annual Report on Form 10-K for the current year.
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Contacts:
Investor Relations:
PondelWilkinson Inc.
Roger Pondel/Laurie Berman
310-279-5980
investor@pondel.com
CMC Group, Inc.
Bradley Orr
303-887-4932
borr@cmc-group.us
Media Relations:
MSC-PR
Michelle Suzuki
310-444-7115
michelle@msc-pr.com
Autobytel Inc.
Jim Helberg
949-862-1395
jimh@autobytel.com
###
(Financial Tables Follow)
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AUTOBYTEL INC.
UNAUDITED CONSOLIDATED CONDENSED BALANCE SHEETS
(Amounts in thousands, except share and per-share data)
March 31,
2012

December 31,
2011

Assets
Current assets:
Cash and cash equivalents
$
Restricted cash
Accounts receivable (net of allowances for bad debts and customer credits of $513 and
$540, at March 31, 2012 and December 31, 2011, respectively)
Prepaid expenses and other current assets
Total current assets
Property and equipment, net
Long-term strategic investment
Intangible assets, net
Goodwill
Other assets
Total assets
$

10,586
383
23,131
1,502
194
2,551
11,677
77
39,132

Liabilities and Stockholders' Equity
Current liabilities:
Accounts payable
Accrued expenses and other current liabilities
Deferred revenues
Total current liabilities
Convertible note payable
Other non-current liabilities
Total liabilities

4,105
4,092
116
8,313
5,000
608
13,921

$

12,112
50

$

$

$

11,209
400
10,144
571
22,324
1,629
194
2,893
11,677
77
38,794

3,081
4,994
216
8,291
5,000
607
13,898

Commitments and contingencies
Stockholders' equity:
Preferred stock, $0.001 par value; 11,445,187 shares authorized; none outstanding
Common stock, $0.001 par value; 200,000,000 shares authorized; 45,899,826 and
46,121,727 shares issued and outstanding, as of March 31, 2012 and December 31,
2011, respectively
Additional paid-in capital
Accumulated deficit
Total stockholders' equity
Total liabilities and stockholders' equity

-

$

46
306,795
(281,630)
25,211
39,132 $

46
306,733
(281,883)
24,896
38,794
4

AUTOBYTEL INC.
UNAUDITED CONSOLIDATED CONDENSED STATEMENTS OF OPERATIONS AND COMPREHENSIVE
INCOME (LOSS)
(Amounts in thousands, except per-share data)

Three Months Ended
March 31,
2012
Revenues:
Purchase requests
$
Advertising
Other revenues
Total revenues
Cost of revenues (excludes depreciation of $32 and $55 for the three months ended March 31,
2012 and 2011, respectively)
Gross profit
Operating expenses:
Sales and marketing
Technology support
General and administrative
Depreciation and amortization
Litigation settlements
Total operating expenses
Operating income (loss)
Interest and other income (expense), net
Income tax provision
Net income (loss) and comprehensive income (loss)

Basic income (loss) per common share
Diluted income (loss) per common share

Shares used in computing income (loss) per common share (in thousands):
Basic
Diluted

$

$
$

2011

15,794
859
52
16,705
9,869

$

14,964
1,001
67
16,032
9,872

6,836

6,160

2,345
1,828
2,015
402
(70)
6,520
316
(1)
62
253

$

2,419
1,725
2,084
446
(67)
6,607
(447)
9
133
(571)

0.01
0.01

$
$

(0.01)
(0.01)

46,087
47,479

45,676
45,676
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Exhibit 99.2
AUTOBYTEL INC.
Moderator: Roger Pondel
05-03-12/5:00 p.m. ET
Confirmation # 73798213
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AUTOBYTEL INC.
Moderator: Roger Pondel
May 3, 2012
5:00 p.m. ET
Operator:

Good day, ladies and gentlemen, and welcome to the Autobytel announces 2012 first quarter financial
results conference call. At this time, all participants are in a listen-only mode. Later, we’ll have a question
and answer session and instructions will follow at that time. If anyone should require assistance during the
conference, please press star then zero on your touchtone telephone. As a reminder, today’s conference is
being recorded for replay purposes.
I would now like to turn the conference over to your host for today, Mr. Roger Pondel, investor
relations. Sir, you may begin.

Roger Pondel:

Thanks, Mary, and hello everyone. Welcome to Autobytel’s 2012 first quarter conference call. I’m joined
today by Jeffrey Coats, President and Chief Executive Officer, and Curt DeWalt, Senior Vice President and
Chief Financial Officer. Before we begin, I need to remind you that during today’s call, including the
question and answer session, any projections and forward-looking statements made regarding future events
or Autobytel’s future financial performance are covered by the Safe Harbor statements contained in today’s
press release, the slides accompanying this presentation, and the company’s public filings with the
SEC. Actual events and results may differ materially from those forward-looking statements. Specifically,
please refer to the company’s Form 10-Q for the quarter ended March 31, 2012, which has just been filed, as
well as other filings made by Autobytel with the SEC. These filings identify factors that could cause results
to differ materially from those forward-looking statements.
As always, slides are included with today’s presentation to help illustrate some of the points being made and
discussed during the call. You can access the slides by clicking on the link in today’s press release, or by
visiting Autobytel’s website at www.autobytel.com. When there, go to “Investor Relations” and click on
“Events & Presentations.”

AUTOBYTEL INC.
Moderator: Roger Pondel
05-03-12/5:00 p.m. ET
Confirmation # 73798213
Page 2

Also, note that during this call, we will be discussing EBITDA and cash flow, which are non-GAAP
financial measures as defined by SEC Regulation G. Reconciliations of these non-GAAP financial
measures to the most directly comparable GAAP measures are included in the slides being used on this call
and that are posted on Autobytel’s website.
With that, I will turn the call over to Jeff.
Jeff Coats:

Thanks, Roger. Good afternoon, everyone.
Today I’m pleased to report our fourth consecutive quarter of profitability, our fifth consecutive quarter of
positive cash flow, and that we have grown our cash balance to $12.1 million from $7.5 million a year ago.
As I stated in our last earnings call, we are laser focused on executing against three strategic goals: driving
improved purchase request quality and volume; developing enhancements to Autobytel.com to deliver
greater scale and relevance; and maintaining strict operating cost controls. The results of this disciplined
approach are now clearly showing, both in our purchase request quality metrics and in our financial results.
Simply put, we are upbeat about Autobytel and our market position.
A combination of demonstrated improvement and our purchase request quality, a strong SAAR forecast for
2012 that has been revised upwards several times, and exciting new Autobytel products, including a mobile
platform, bode well for our customers, consumers, employees and stockholders.
I will update you on our key initiatives and why we are feeling upbeat after Curt provides the financial
review. Curt?

Curt DeWalt:

Thank you, Jeff.
As shown on Slide 3, total revenues for the 2012 first quarter rose 4% to $16.7 million, up from $16.0
million for the prior year quarter, reflecting an increase
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in wholesale, or manufacturer, purchase requests. $16.7 million represents our highest quarterly revenues
since Q3 of 2008, and our highest first quarter revenues also since 2008. On a sequential basis, revenue
grew approximately 3%.
On Slide 4, you can see our quarterly revenues by source for the 2012 first quarter. Total automotive
purchase request revenue increased by approximately 7% over the prior year, which included a 13%
increase in wholesale channels compared with last year’s first quarter. Finance request revenue declined 4%
compared with the prior year as a result of a decision to eliminate lower quality purchase
requests. Advertising revenue declined 14% over last year’s first quarter due primarily to timing delays of
certain OEM direct marketing campaigns.
We delivered approximately 1.1 million automotive purchase requests for the 2012 first quarter, compared
with 995,000 for the prior year period. 73% of the automotive purchase requests we delivered were in the
wholesale channel. The remainder, 27%, was delivered in the retail, or dealer, channel, where we have
continued to strengthen the business by essentially eliminating costly incentive programs previously offered
to new dealer customers.
We also delivered approximately 100,000 finance requests for the first quarter versus 112,000 a year ago.
On Slide 5, you’ll see gross profit increased 11% to $6.8 million for the 2012 first quarter, up from $6.2
million for the first quarter of 2011. Gross margin improved to 40.9% versus 38.4% for last year’s first
quarter. The improvement was principally related to the increase in number of the internally-generated
purchase requests as well as improved efficiencies related to our search engine marketing initiatives.
Total operating expenses declined slightly for the 2012 first quarter to $6.5 million, from $6.6 million for
last year’s first quarter, principally as a result of lower professional fees.
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As you’ll see on Slide 6, non-cash stock-based compensation for 2012 first quarter was $281,000 versus
$227,000 for the 2011 first quarter.
Amortization and depreciation totaled $508,000 for the most recent first quarter, compared with $510,000
for the prior year first quarter.
This brings EBITDA to $896,000 for the first quarter of 2012, versus $144,000 for last year’s first quarter.
We generated net income of $253,000, or $0.01 per diluted share, for the first quarter of 2012, compared
with a net loss of $571,000 for the prior year first quarter.
Cash provided by operations was $894,000 for the most recent first quarter, compared with cash used in
operations of $1.2 million last year.
At the end of March our cash and cash equivalents balance had grown to $12.1 million, up from $11.2
million at the end of last year, and $7.5 million at the end of last year’s first quarter.
From the commencement of our stock repurchase program on March 7 th through April, we’ve purchased a
total of 333,463 shares of our common stock at a range of $0.92 to $1.00 with an average price of $0.96 per
share. Approximately $1.2 million remains available under the authorized $1.5 million program. The
timing and the extent of future purchases will depend on market conditions, legal constraints and other
considerations at Autobytel’s sole discretion.
Before I turn the call back to Jeff, I’d like to briefly comment on the status of our NASDAQ $1 minimum
bid closing price deficiency. On April 15 th , NASDAQ granted us our request for an additional 180 days in
which to satisfy this continued listing requirement after the initial grace period expired on March 13 th . The
new grace period will expire on September 10 th . As noted in our recently filed proxy statement, our board
of directors is proposing a reverse stock split as a potential remedy to the deficiency. If approved and
implemented, the reverse stock split would be within a range of one share of
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our common stock for every three to five shares of common stock, with the exact ratio to be decided by the
board prior to the effective time of the reverse stock split amendment.
With that, I’ll turn the call back to Jeff.
Jeff Coats:

Thanks, Curt.
It’s an exciting time to be part of the automotive industry and its strong recovery. As you can see on Slide
7, most experts are forecasting ongoing industry growth for 2015, the strongest of which should occur over
the next two years.
The fundamental reasons for projected growth are a generally improving economy, reductions in
unemployment rates, better vehicle financing options, an aging car fleet that is being replaced, and a steady
stream of exciting new model launches. With positive economic trends in the auto industry and migration of
automotive ad dollars online, we are continuing to align our product development efforts to capture the
opportunities these trends are creating.
More immediately, our core business of providing high quality purchase requests continues to perform
well. Total automotive purchase requests were up 6% versus the prior year’s first quarter and 4%
sequentially, despite U.S. Light Vehicle Retail unit sales being down 1% for the first quarter, as you can see
on Slide 8.
Our continued growth is a direct result of our ability to directly generate high quality purchase requests that
convert to vehicle sales for our customers. As you know, we have been focused on internal purchase request
generation because those purchase requests convert into vehicle sales at a higher rate than those purchased
from third party providers while also reducing associated costs and growing margins. We are seeing the
impact of the improved performance of our purchase requests with retail dealers as they continue to sign
onto our programs despite the fact that we have nearly eliminated all incentive programs previously offered.
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Through our work with R.L. Polk and information provided by our manufacturer and dealer customers, we
know from experience that the conversion rates of Autobytel’s internally generated purchase requests
significantly outperform, by as much as 150%, what we believe represents an industry average closing rate
of between 6% and 8%. This is the number one reason OEMs and dealers buy our purchase requests –
because they convert at a significantly higher rate.
As we mentioned last quarter, the quality improvements we have made are driving increased budget
allocations from our OEM and large dealer group customers, which is driving a significant increase in
purchase requests.
Autobytel’s competitive advantages, which form the basis of our optimism, include what we believe to be
the industry’s largest combined wholesale and retail automotive purchase request distribution network. This
gives us ample opportunity to deliver our high quality purchase requests to an increasing number of
customers. At the same time, we are rebuilding a premier brand that is a comprehensive consumer
destination, offering original content that should allow us to generate increased consumer interaction and an
increasing number of internally generated purchase requests.
As we continue to elevate Autobytel.com’s appeal by incorporating new and ever-evolving features, and by
producing highly useful, interesting and authoritative content on the site, we believe consumer traffic and
engagement will increase. For example, daily average viewership of our exclusive videos has grown nearly
tenfold since we relaunched Autobytel’s YouTube channel at the beginning of the calendar year. Since that
time we have amassed more than 1.8 million video views, helping further enhance our brand recognition.
As we mentioned on our last call, we recently teamed with AutoNation, America’s largest auto retailer, to
offer consumers an easier way to sell their used cars. Our “Sell Your Car” program is a hassle-free way to
sell a vehicle online in just three easy steps. Currently available in 13 states, we are working with
AutoNation to take the program nationwide.
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Also in partnership with AutoNation, we recently rolled out our “Ultimate Test Drive” program, which
allows consumers in certain states to test drive used rental vehicles from Avis and Budget and obtain hasslefree pricing if the consumer is interested in purchasing a vehicle.
Our new “What Car is Right For Me” shopping tool eliminates the guesswork during the car shopping
process by allowing consumers to choose from a wide range of options, then filter for those options that best
suit their needs. We think this tool is a great way for consumers to navigate through the nearly 400 2012
vehicle models and countless older models.
Our MyGarage feature continues to offer consumers highly differentiated content, allowing the creation of a
customized “garage” that contains information about all vehicles in a given household. In addition, this area
of the site contains a suite of tools that allows consumers to diagnose car problems, get repair estimates and
receive information from local mechanics. We will also be adding additional functionality to this area
throughout the year.
We are also on track to launch the mobile version of Autobytel.com later this quarter. The mobileoptimized website will give consumers the opportunity to view photos and videos and read car reviews from
their personal mobile devices. In addition, the mobile site will offer shopping tools that allow consumers to
find a dealer, browse dealer inventories and request price quotes. It will also feature useful calculators that
will allow consumers to estimate payments, calculate fuel savings and evaluate the advantages of a purchase
vs. lease for the vehicles they are considering.
A key part of enhancing the automotive consumer experience is connecting consumers with dealers in their
areas. Given this, we will be launching a newly expanded dealer directory on Autobytel.com during the
third quarter of this year. This comprehensive directory will show every franchised automobile dealer in the
United States. As with our mobile site, consumers will be able to browse a dealer’s inventory, request price
quotes and utilize mapping tools to aid in the shopping process.
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With the industry moving along an encouraging path, Autobytel.com driving enhanced consumer traffic and
engagement, and our strategy to continually improve purchase request quality and volume, our outlook for
2012 is bullish. We expect strong single digit revenue growth and to more than double net income from
2011 levels. I am confident in our ability to generate positive future performance.
With that, Mary, we’ll now take questions.
Operator:

Certainly. Ladies and gentlemen, if you have a question at this time, please press star then one on your
touch tone telephone. If your question has been answered or you wish to remove yourself from the queue at
any time, please press the pound key. Once again, if you have a question, please press star then one. And
our first question comes from Steve Dyer from Craig Hallum. Your line is open.

Steve Dyer:

Thanks. Good afternoon.

Jeff Coats:

Hi, Steve.

Steve Dyer:

You know, you talked about, I think, sequentially you guys outperformed overall retail sales. Year over
year you lagged a little bit. What’s sort of the root of that?

Jeff Coats:

I think it’s just timing. You know, we’re not going to track, on a one-to-one basis, exactly what’s going on
with SAAR with unit sales, so it’s just a timing issue, I think.

Steve Dyer:

OK. Wondering if you could expand a little bit more on some of the data capabilities – data mining, I guess,
so to speak – which you’ve talked about before with Aperture and when we may see something along those
lines contribute.

Jeff Coats:

We are still working on that. We really have not made as much progress on it as we had hoped to by
now. We are in fact reviewing our partnerships and trying to determine what’s the best way forward for
this. There are some interesting opportunities which we would expect to achieve this year, but it
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just has not come to fruition on the timeframe we had thought we would be able to get it.
Steve Dyer:

OK, and then I think I heard right at the end of the prepared remarks, strong single digit revenue growth,
which seems like it lags, you know, certainly what people are talking about for auto sales, which, you know,
seems like every day SAAR estimates get hiked. So where’s the disconnect there? Where do you
anticipate, you know, that you’re going to lag the industry?

Jeff Coats:

I don’t really think that we’re necessarily going to lag the industry. I think that kind of puts us in line with
what we think the analysts are now looking at for car sales this year. Remember, if you look at the macro
SAAR estimates it includes fleet, and we don’t benefit from or participate at all in what happens with fleet
sales, so we’re really looking at more just the pure retail end of it.

Steve Dyer:

OK. How should we think about gross margins going forward, you know, sort of vis-à-vis recent levels?

Jeff Coats:

We do think there are still some margin expansion opportunity available to us.

Steve Dyer:

OK. That’s all I have. Thanks.

Jeff Coats:

Thank you, Steve.

Operator:

Thank you. Our next question comes from Jared Schramm from Roth Capital. Your line is open.

Koji:

Thanks for taking my questions. This is Koji for Jared.

Jeff Coats:

Hi, Koji.

Koji:

Hey, how are you doing? Your advertising revenue came in lower than what we’re modeling. Can you talk
a bit more about how we should think about this going forward and maybe your overall outlook on the auto
industry advertising spend?

Jeff Coats:

It’s not that our advertising revenue per se was off. It’s really the direct marketing component of that
category. There were some OEM direct
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marketing campaigns that were delayed that we would have expected to generate revenue for us in the first
quarter, and they did not bring those programs through, so that’s really the primary issue there.
Koji:

Are you seeing any ad spend strengths or weaknesses from any particular manufacturer?

Jeff Coats:

No, not really. You know, pretty much everybody is back in the market. I mean, you know, General
Motors is not doing a lot of incentives these days. In fact, you know, that’s part of their explanation for why
their sales were down during the month of April, that you know, they decided to try to maintain margin at
the expense of market share.
But for the most part, we see pretty much everybody.

Koji:

Great, last question. Since the launch of the new website, we’ve actually noticed a pretty significant uptick
in the traffic to your website. Is there a particular section of the website that is performing better than
others?

Jeff Coats:

One of the areas that’s performing the best are the top 10 lists, where people come in and they go look at,
you know, the different kind of vehicles by whatever the top 10 category is. That’s actually been a very
well received section of the site. Otherwise, it’s, you know, usually the make model pages as people are
researching and comparing vehicles.

Koji:

Great. Thanks guys.

Jeff Coats:

Thank you.

Operator:

Thank you. Your next question comes from George Santana from Ascendiant. Your line is open.

George Santana: Thanks for taking my question. Just to verify a couple of numbers – you had the purchase requests
delivered – was that 1,100 in automotive, 100 in finance?
Curt DeWalt:

Yes. 1.1 million in automotive and 100,000 in finance. Correct.
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George Santana: OK. And in terms of the R.L. Polk, was there anything that came out in terms of that study? I know it’s an
ongoing study, as you spoke last quarter, but it seemed pretty powerful.
Jeff Coats:

I’m sorry, George, I didn’t understand you.

George Santana: Well, you had spoken quite a bit about the R.L. Polk ongoing study.
Jeff Coats:

Right.

George Santana: Was there any data that’s come out of that, that we can reference?
Jeff Coats:

Well, there’s actually a lot of data that’s come out of it, which, you know, we’re using to make some
decisions about some things that we’re currently doing. I had hoped to be in a position to start talking about
some of the details publicly this quarter, but we only have a couple of months of data, and we’ve decided to
work with the data for another few months before we really start putting it out there publicly.

George Santana: OK, fair enough.
Jeff Coats:

But, it is fair to say that the data that we see has reconfirmed our belief in the information that we’ve been
getting back from the manufacturers and some of the larger dealer groups, that our purchase requests are
indeed closing above the industry average and for many people at the high end of their range.

George Santana: And the data you have suggests it’s statistically significant?
Jeff Coats:

Oh, yes.

George Santana: OK. Well, that’s great to hear. Switching to another subject. Sorry, go ahead.
Jeff Coats:

Let me clarify this for you. What we’re doing is statistically significant because we’re not just doing sample
studies. We’re actually running every lead that we generate and sell through this program in order to
ultimately determine whether it results in a car being sold or not, so it’s across all of our automotive leads
that we’re running this new program.
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George Santana: OK. So we’ll hear more perhaps next quarter then.
Jeff Coats:

Yes.

George Santana: OK, thanks. Noticing also, on a different subject, your wholesale request volume as a percentage of the total
going up, which is great, that seems to imply that the auto manufacturers are really buying into this. They’re
seeing the value in the leads, but I guess on the other side, when you go to the dealers, my due diligence call
suggests that they don’t really know that it’s Autobytel because it’s coming in as Toyota third party or what
have you – GM third party. So how do you maintain your brand identity when you switch to 73% being
wholesale?
Jeff Coats:

Because we still have 2,500 dealer customers that are directly on our program, and they see this
information. We are preparing the information packaging for how we’re going to talk to the dealers about
the close rate data that we get back through Polk, and you know, through the ongoing training and support
that we give to them and our other dealer products like iControl.

George Santana: OK, but it’s not like there’s some kind of flexibility to say, you know, Toyota third party ABTL inside the
lead so that the dealer will recognize that it’s an Autobytel lead.
Jeff Coats:

You can rest assured that we push wherever we can related to those programs to have our purchase requests
identified so dealers know. You know, the different manufacturers have different rules, and candidly, in
some cases, they have outside third parties running their programs for them, so it’s something that we are
aware of. It’s something that we are trying to improve, in terms of the branding aspect. Yes.

George Santana: OK, thank you. I’ll jump back in the queue.
Operator:

Thank you. Once again, if you have a question please press star then one. Your next question comes from
Patrick Lin from Primarius Capital. Your line is open.
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Patrick Lin:

Hi, guys. Congrats on the quarter, particularly the strong cash flow generation. I want to just ask you real
quickly if you could give us, just refresh my memory, on what your business looks like sequentially from,
you know, March on through the year in terms of if there are seasonalities in what we should try to
anticipate, you know, to try to model out the year. Thank you.

Curt DeWalt:

There is seasonality. Traditionally, the second and third quarters are the strongest of the year – first and
fourth being the weakest. However, as we may recall from our call last year, because of what took place in
Japan there was really kind of a pushing forward by quarter, so fourth quarter, although still somewhat
weak, was stronger than what you would have expected to see, so, we came into the year with a very strong
first quarter in January and February, so Q1 is probably a little stronger than we might have thought as well,
but right now certainly the second half of the year will be very strong for us as well.

Patrick Lin:

Is there any reason to expect that cash flow generation would be less, just in terms of the way your business
cycles run, during the next couple of quarters then, because it’s stronger on the top line?

Curt DeWalt:

No, I mean the only thing where you get caught on that, obviously, is if you have a very strong finish in a
given month that the receivables jump ahead before you’re able to actually make the collections, so a
working capital adjustment, but overall at this point, I’m not expecting anything that would cause us to see a
major departure from what we’re seeing currently.

Patrick Lin:

Great. And then just one last final question. Can you just give a quick update in terms of any upcoming
conferences you might be at in the next couple of months.

Jeff Coats:

Sure. I think the next conference we’re participating in is the B. Riley conference out here in Los Angeles
on the 22 nd . We’re presenting on the 22 nd of May. I’m participating in a Stifel Nicolaus panel at their
conference, I believe on June 19 th in New York, and we’re participating in the Craig Hallum
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conference in Minneapolis the week of Memorial Day. I can’t remember the exact day off the top of my
head.
Patrick Lin:

Terrific. Thank you very much, and congrats again.

Jeff Coats:

Thank you.

Curt DeWalt:

Thank you.

Operator:

Once again, if you have a question please press star then one. And we have a followup from George
Santana from Ascendiant. Your line is open.

George Santana: OK, thanks again. Leading from this previous question, when you’re talking about seasonality, so last year
we had that kind of dip in the second quarter and then the previous two years were a little difficult to judge,
but can we expect sequential quarter increases in revenues from the first quarter?
Jeff Coats:

We have noticed a little bit of online traffic slowing down in April. It’s possible that revenue in the second
quarter might be down a little bit from the first quarter, but it’ll be, you know, much stronger than our
second quarter revenue a year ago because we only did about $15.2 as a result of the Japanese earthquake
and tsunami. So, I would expect we might be a little below the $16.7 this quarter, but not a lot I wouldn’t
think.

George Santana: OK, and from here on out your comps are pretty easy. I think the first quarter was the most difficult that we
see in the near future, correct?
Jeff Coats:

Probably, yes.

George Santana: OK. And then looking at operating expenses, I think there was some mention of conferences or of some
special expenditures in the first quarter. What should we expect as far as G&A for sales and marketing
going forward?
Curt DeWalt:

Actually, at this point, you know a lot of the big expenses for the quarter are behind us. The balance of the
year should pretty much smooth out. We’re not expecting to see any large increases, so at this point, I think
what you’re seeing in the way of operating expenses, we’re well on track to maintain.
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George Santana: OK, thanks, and great quarter guys.
Jeff Coats:

Thank you, George.

Operator:

Thank you. I show no further questions in the queue and would like to turn the conference back to Mr.
Jeffrey Coats for closing remarks.

Jeff Coats:

Thanks, Mary. Hey, the Craig Hallum conference is Wednesday, May 30 th , related to that earlier question,
and it’ll be in Minneapolis. Thanks again, everybody, for joining us today. We appreciate your patience
and support and assure you that our objectives are completely aligned with those of our stockholders,
namely, to enhance shareholder value. We look forward to reporting further progress as the year
unfolds. Thank you.

Operator:

Ladies and gentlemen, thank you for your participation in today’s conference. This does conclude the
program, and you may all disconnect at this time.
END

Q1 2012 Results
May 3, 2012

Safe Harbor Statement
and Non-GAAP Disclosures
The statements made in the accompanying conference call or contained in this presentation that are not historical facts are forward-looking statements under
the federal securities laws. These forward-looking statements, including, but not limited to future growth opportunities being created by our sharp focus on
business fundamentals, combined with a recovering automotive market, being on track to deliver top and bottom line growth in 2012, confidence in our ability
to generate positive future performance, our outlook for 2012 being bullish and anticipation for strong single-digit revenue growth and to more than double net
income, are not guarantees of future performance and involve assumptions and risks and uncertainties that are difficult to predict. Actual outcomes and
results may differ materially from what is expressed in, or implied by, these forward-looking statements. Autobytel undertakes no obligation to update publicly
any forward-looking statements, whether as a result of new information, future events or otherwise. Among the important factors that could cause actual
results to differ materially from those expressed in, or implied by, the forward-looking statements are changes in general economic conditions; the financial
condition of automobile manufacturers and dealers; disruptions in automobile production resulting from any disasters; changes in fuel prices; the economic
impact of terrorist attacks, political revolutions or military actions; failure of our internet security measures; dealer attrition; pressure on dealer fees; increased
or unexpected competition; the failure of new products and services to meet expectations; failure to retain key employees or attract and integrate new
employees; actual costs and expenses exceeding charges taken by Autobytel; changes in laws and regulations; costs of legal matters, including, defending
lawsuits and undertaking investigations and related matters; and other matters disclosed in Autobytel’s filings with the Securities and Exchange Commission.
Investors are strongly encouraged to review the company’s Annual Report on Form 10-K for the year ended December 31, 2011, and other filings with the
Securities and Exchange Commission for a discussion of risks and uncertainties that could affect the business, operating results, or financial condition of
Autobytel and the market price of the company’s stock. In addition, current year financial information could be subject to change as a result of subsequent
events or the finalization of the company’s financial statement close which culminates with the filing of the company’s Annual Report on Form 10-K for the
current year.
This presentation includes a discussion of "EBITDA" and “Cash Flow,” which are non-GAAP financial measures. The company defines EBITDA as net
income before (i) interest income (expense); (ii) income tax provision (benefit); and (iii) depreciation and amortization. The company defines non-GAAP Cash
Flow as EBITDA plus non-cash stock compensation related to the company's grant of stock options and other equity instruments. The company believes
these non-GAAP financial measures provide important supplemental information to management and investors. These non-GAAP financial measures reflect
an additional way of viewing aspects of the company's operations that, when viewed with the GAAP results and the accompanying reconciliations to
corresponding GAAP financial measures, provide a more complete understanding of factors and trends affecting the company's business and results of
operations. These non-GAAP financial measures are used in addition to and in conjunction with results presented in accordance with GAAP and should not
be relied upon to the exclusion of GAAP financial measures. Management strongly encourages investors to review the company's consolidated financial
statements in their entirety and to not rely on any single financial measure. Because non-GAAP financial measures are not standardized, it may not be
possible to compare these financial measures with other companies' non-GAAP financial measures having the same or similar names. In addition, the
company expects to continue to incur expenses similar to the non-GAAP adjustments described above, and exclusion of these items from the company's nonGAAP measures should not be construed as an inference that these costs are unusual, infrequent or non-recurring.
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Overview


Q1 2012 revenue grew 4% over prior year to $16.7M



Q1 2012 gross margin expanded 250bp Y-O-Y to 40.9%



Q1 2012 net income improved $824k over prior year to $253k



Cash improved by $0.9M over Q4 2011 and $4.6M over Q1 2011



Balance sheet continues to strengthen; $12.1M cash balance



On track to deliver top and bottom line growth in 2012
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2012 Q1 Results
+ $0.7M
+ 4%

+ 250bps

+ $0.8M
+ 144%
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+ $0.8M
+ 522%
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Revenue Results

Comments





OEM and other wholesale purchase request revenue up 13% Y-O-Y and up 1% sequentially
Dealer revenue flat Y-O-Y, but up 10% sequentially as a result of increased demand
Specialty finance purchase request revenue down 4% Y-O-Y, but up 8% sequentially both due to seasonality
and a recovery from the Q4 reduction of lower quality supply
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Financial Overview

1
2

EBITDA is equal to Net Income plus Interest, Taxes, and Depreciation and Amortization; See slide 6 for reconciliation
Cash Flow is equal to EBITDA plus Non-Cash Stock Compensation; See slide 6 for reconciliation
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EBITDA and Cash Flow

1
2
3

EBITDA is equal to Net Income plus Interest, Taxes, and Depreciation and Amortization
Cash Flow is equal to EBITDA plus Non-Cash Stock Compensation
Above financials are impacted by rounding to the nearest $0.1M
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Auto Industry Sales Forecast
US Light Vehicle History and Forecast by Retail, Fleet and Total Sales
Total Sales
Fleet Sales

Retail Sales

Source: J.D. Power and Associates unless otherwise noted

Comments

 In April, IHS increased its US Light Vehicle Sales Forecast for 2012 to 14.2M from 13.5M; AutoNation issued
a forecast of “mid 14M units” for 2012


Also in April, J.D. Power increased its 2012 US Light Vehicle Sales Forecast to 14.3M due to improving economic variables
and the replacement rate of aging vehicles
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Historical Auto Industry Sales

Source: J.D. Power and Associates and Automotive News for April 2012

Comments



SAAR US Light Vehicle sales hit 15M in February 2012, the highest in four years, on 1.1M vehicles sold



Total US Light Vehicle sales were up 13% in Q1 2012 vs. prior year and up 6% sequentially due to fleet sales.
Retail sales, however, were down 1% sequentially from Q4 2011 to Q1 2012



Earlier this week, Automotive News released April 2012 US Light Vehicle sales at 1.2M, up 2% over prior year, and
April 2012 US Light Vehicle SAAR at 14.4M, up 9% over prior year
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Autobytel.com
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Unique consumer proposition “Your
Lifetime Automotive Advisor”™



Distinctive consumer content,
engagement and social dialogue
•

What Car is Right for Me?

•

MyGarage®

•

Used Car Finder

•

What’s Hot Now SM

•

Sell Your Car

•

Intuitive Navigation to Make and Model
Pages

•

Detail page features Overviews, Expert
Reviews, Pricing and Specs along with
Consumer Ratings

•

Car Comparison Tools

•

Incentives & Rebates Information

•

Car and Truck of the Year Awards

•

Mobile Site launching in Q2

