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Consumer trends driving aftermarket

e-commerce growth

* Digitization seen in 2020 and 2021 helped e-commerce channel sales eclipse $18 billion and suggests strong growth for years to come.

* Retailers accelerated digital solutions by bolstering e-commerce sites with improved functionality and adding new shopping options, such as curbside
pickup and faster home delivery.

* Likewise, car dealerships raced to expand their omnichannel buying options by improving their web interfaces and offering contactless home delivery.

* Though we expect traffic to continue returning to physical stores and dealership lots, it is likely that omnichannel strategies will define the coming years
driving 2022P e-commerce sales to $19B.

E-commerce Sales of Automotive Parts and Accessories (Excl. Marketplaces)

($ in billions)
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Marketplaces expected to drive total

2022 online sales to $37.6B

* Over the last decade, e-commerce sales of automotive parts (excl. marketplaces) grew at a robust CAGR of ~18%, from less than $4 billion in 2012 to more
than $19 billion in 2022.

* Inthis timeframe, major e-commerce players Amazon, eBay, Walmart and others have grown into multi-billion-dollar marketplace platforms, offering
millions of products from thousands of sellers.

* These third-party sellers must be accounted for when capturing total aftermarket online sales.

* The bridge presented below estimates that, inclusive of marketplaces, total online sales of new automotive parts and accessories in 2022 were $37.6
billion, representing $18.2 billion of incremental sales.

Total 2022 Online Sales of Automotive Parts and Accessories

($ in billions) .. . ]
Remalnlng.70% of 3P sales are accounted for here, with an Total 2022 Online Sales
estimated total eBay Motors sales of ~$13B
55% of all units sold on
Amazon were by 3P sellers S: 0 $2.3 $37.6
‘ |

30% of eBay Motors sales already T ¢
accounted for within the $19.4B
e-commerce sales $6.9 Estimated to be ~20% of
Amazon’s total

Amazon 1P is accounted

for within the $19.4B
- e-commerce sales
eCommerce Amazon 3P eBay Motors Walmart.com Total 2022
(excl. Marketplaces) Online Sales
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Total online channel driving sales to

nearly $50 billion by 2025

* The consolidated view of aftermarket e-commerce has evolved to include large and growing third-party sellers — representing key players in the online
channel that will continue to expand over the projection period.

* Strong momentum in the channel is anticipated to drive total online sales to ~$50 billion — representing an 8.4% growth CAGR from 2020 to 2025.

* Asthe online channel continues to grow and take share from traditional brick and mortar participants, it will become increasingly important for legacy
aftermarket players to adapt their market strategy and develop an e-commerce playbook.

Online Sales of Automotive Parts and Accessories

(S in billions)
S44.1 347.4
S41.1
$34.7 $37.6
531.7 . . .
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Source(s): Hedges & Company, SPS Commerce Inc., Jefferies Automotive Aftermarket
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Increased e-commerce adoption in the

aftermarket

The e-commerce channel now represents one of the fastest growing segments of the automotive aftermarket with e-commerce penetration in 2022
reaching 20.8%, with it forecasted to grow to 22.5% by 2024.

The aftermarket industry has experienced an unprecedented increase in e-commerce adoption, driven in part by COVID-19 and the corresponding shift in
consumer preferences towards shopping online.

Growing Momentum in E-commerce Penetration™

(% of parts purchased online vs. in-store)

22.5%

21.8%

20.8%
20.2%

2021 2022pP 2023P 2024p

Source(s): S&P Global; Jefferies Automotive Aftermarket
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Curating a shopper experience to drive

greater repeat purchase rate

* Known shoppers are recognized when they first arrive at a merchant’s website typically through a cookie. This recognition creates a better experience by
leveraging shopper data such as the make and model of their car, past purchases and preferred payment methods.

* For consumers who are not enthusiasts, automotive purchases can be intimidating. To create loyal customers, focus on building customer trust with
generous return policies, educational materials on your website and great customer service.

Leverage known shopper data to build personalization. For example, offering customers suggestions based on their car make and model makes

purchasing more convenient, and will inspire customers to return for future purchases.

All Merchants vs. Auto Merchants

All Merchants Auto Merchants Repeat purchase rate is
1 o,
19.0% defined as % of shoppers
16.8% who purchased at least
twice during each time
12.1% 9.6% 10.0% period.
5.8% 5.6%

Known Shoppers = 2021 = 2022 Unknown Shoppers Known Shoppers 22021 = 2022

. .

Unknown Shoppers
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One-click checkouts drive conversion

* The key to getting shoppers to complete checkout isn’t just offering them a wide selection of payment options as retailers are adopting more simple
check-out processes to drive conversion.

* Alternative Payment Methods (APMs) are an important trend in e-commerce, and shoppers want payment options, but APMs by themselves have limited
impact on checkout rates, customer satisfaction and loyalty.

* To increase checkout rates and customer long-term value, merchants should take a holistic approach to their checkout. Optimizing the entire user
experience, not just one part of the process, will give consumers a bigger bang for their buck.

One-Click Checkout v. APMs
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Source(s): Bolt Financial, Inc.

autocare’

ASSOCIATION

Independence drives us.
The 2022 Joint E-commerce Trends and Outlook Forecast is copyright © 2022 Auto Care Association, Automotive Aftermarket Suppliers Association (AASA) and/or its licensor. All other rights reserved. Use of the Forecast is subject to compliance with the Legal Terms and Conditions found on page 26 of this report.




Increased auto checkout rate

* All merchants, including the standalone auto merchants’ segment, experienced a decline in the checkout rate from 2021 to 2022.
*  For merchants whose data are available for both periods, 48.6% of auto industry participants experienced an increase in their checkout rate.

* The checkout rate for auto merchants in 2022 for those merchants whose data was available in both periods was 48.3%. This represents a slightly higher
than average checkout rate relative to the average of 46.7% of all merchants in that same time period.

* Despite e-commerce trends, investing in one-click checkout does tend to deliver improvements in key metrics, like checkout rate.

Checkout Rate: All Merchants vs. Auto Merchants

54.1% ® All Merchants = Auto Merchants Checkout rate is defined

as the percentage of

shoppers with at least

one item in their cart
48.3% who complete a
purchase.

2021 2022

Source(s): Bolt Financial, Inc.
1) Checkout Rate for 2021 is for the period April 25 — September 1
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E-commerce channel breakdown by part

category

There has been significant growth in the internet channel share from 2019 through 1H 2022 — a trend that supports the notion that consumers who did

make the switch to the online channel are remaining steadfast in their future purchasing decisions.
Exhaust system, braking system and filtration all experienced continued growth in internet channel share, a trend further exemplifying that

consumers are actively turning to the online channel.
Temperature control experienced a small decline in online share relative to 2021; however, this reduction is represented by less than 2% and

represents a more complex part category for DIY consumers.

Internet Channel Share by Part Category

23.9%
21.9% ° 23.6% 2019 ®2020 ®2021 = 1H 2022
i 21.1%
19.3%
17.8%
16.5% .
15.1% ° 15.49% 16.1% 15.4% 160% oo )
13.1% 13.7% 14.0% 1339
I 12.1% 11.6% I 11.9%

Filtration Temperature Control
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DIFM strength leads the way in 2021,

while DIY remains resilient

* Recent channel commentary suggests that Do-It-For-Me (“DIFM”) demand continues to outpace Do-It-Yourself (“DIY”), while DIY demand remains resilient.

e Consumers have shown a clear preference for the convenience of DIFM and select aftermarket participants have transformed their business models to serve
customers wherever they are (e.g., home delivery services and on-demand repair/maintenance services).

— Strength in the DIFM channel throughout 2022 suggests that consumers have continued to prefer this outlet even as COVID-related restrictions were
loosened.

Total U.S. Automotive Aftermarket Services DIY & DIFM Breakdown

(S in billions) .
DIFM CAGR: 4.2%

DIY CAGR: 8.5% $357
$329

mDlY mDIFM

311
$295 > $296

$279

2017 2018 2019 2020 2021 2022pP

Source(s): AASA/Auto Care Association Joint Channel Forecast Model, S&P Global, Jefferies Automotive Aftermarket
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Consumer pre-purchase research

* Inline with expectations, those consumers purchasing online are more than likely to start their purchase journey by visiting a website, with almost half of
online purchasers beginning their research online.

* Alternatively, those consumers purchasing in store are overwhelmingly beginning their purchase journey by first visiting a store.

— Thereis a possible trend among this consumer cohort shifting to visiting a website first — further emphasizing that a brand’s online presence is a
critical factor, regardless of end purchase behavior.

Pre-Purchase Research — What Consumers Do First

Online In-store

2019 2020 2021 2022 2019 2020 2021 2022

M Visited Website  m Visited Store Called Store M Visited Store W Visited Website Called Store

Source(s): IMR Inc. t ®
ocare  £22)

Independence drives us.

The 2022 Joint E-commerce Trends and Outlook Forecast is copyright © 2022 Auto Care Association, Automotive Aftermarket Suppliers Association (AASA) and/or its licensor. All other rights reserved. Use of the Forecast is subject to compliance with the Legal Terms and Conditions found on page 25 of this report. A‘;“’mrﬁ"eAAﬂe'ma’ke' 14
uppliers Association




The online aftermarket consumer

demographic

* The online aftermarket purchaser in-store skews younger with millennial/Gen Z representing roughly 50% of this cohort.

— Comparatively, in-store purchasers skew older, with only 30% being millennial/Gen Z and 41% representing Gen X/boomers.

*  Further, the online purchaser tends to be higher income relative to their in-store counterpart, with ~¥62% of online purchasers making S75K or more
compared to only 42% of in-store shoppers.

* The younger, more affluent consumer is increasingly focused on the online channel, further exemplifying the channel’s importance and a brand’s
corresponding digital presence.

Online Consumer Demographic Breakdown — Age and Income

Age Household Income
$100,000 and over

27.9% ) $75,000 to $99,999
m Silent $50,000 to $74,999

Boomers M $30,000 to $49,000
Gen X m $25,000 to $29,000
5 ~50% ) ) $20,000 to $24,999
38.4% Gen Z and o ~30% = Millennials Lo 17.1% $15,000 to $19,,999
Millennials e } G?” 4 a.nd mGen?Z _ = $10,000 to $14,999

11.5% 7.6% Millennials e

: M Under $10,000
Online In-store Online In-store

Source(s): IMR Inc.
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Substantial E-commerce
White Space in Medium and
Heavy Duty Segment
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Medium and heavy duty parts

channel trends

*  While surveyed fleets in 2021 indicate that placing parts orders over the phone continues to be the most common parts purchasing method, online
aftermarket parts orders account for 13%, increasing one point since 2019.

e The total medium and heavy duty parts aftermarket (tire and lubricants not included) equates to $36.7B; of this, $4.8B is purchased through online
channels and varies greatly across component groups.

* For those fleets utilizing an online parts purchasing source, the truck/trailer manufacturer holds nearly 40% share when combining sales through the
dealer, direct from the OE and through their respective value line sites.

* The percentage of online parts ordering is expected to increase to 15% over the next 2-3 years.

Increasing Medium and Heavy Duty Online Parts Purchasing

Parts Purchasing by Channel Online/Website Purchasing

40%

W Trk/Trlr OE

2% ® Natl HDD
____________ ; 3% \\ Amazon
' ' Trk/Trlr Dealer
| 3% —
: 13% i o 17% ® Auto Parts
: : L '~ mComp Manuf
0% : ! Trk/Trlr Value Line
: ’ ; : ! 149 Engine Dist
Fax Salesperson Vist to Supplier Email Over-the-Counter ~ Over Phone i Online/Website | Indep HDD
|

Shop Managed/Contract e e e e e
Source(s): MacKay & Company
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Truck and trailer parts orders current

channels: rural vs. urban

* Given the location of the parts distributor and the customer, it is important to consider their ordering preferences.

— Both rural and urban fleets equally order parts over the phone.
— Rural fleets are more likely to visit the parts counter than urban fleets.
— Urban fleets are more likely to order online and through email.

Rural And Urban Fleets’ Parts Purchasing Differ

m Urban m Rural 41% 40%

22%

15% 16%

12%

10%

8%

7%

4%

3%
— [ .
Fax Salesperson Vist to Shop  Supplier Managed/Contract Email Online/Website Over-the-Counter Over Phone

Source(s): MacKay & Company
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U.S. VIO growth

The U.S. car parc has steadily risen over the last decade as vehicle needs and household incomes have increased.
Personal vehicle ownership and usage has also increased due to continued hesitancy regarding use of public transportation.

Many industry participants have seen relatively strong market performance, driven by greater used vehicle demand and a lack of new vehicle
availability — the decline in new vehicle production and sales from COVID-19 will continue to propagate through the car parc over the coming years.

Increasing U.S. VIO Supporting Continued Aftermarket Growth

(vehicles in millions)

284 284
279
272
268
263
257
249 249 249 252 I

2010 2011 2012 2013 2014 2015 2016 2017 2018 2019

2020 2021 2022P

Source(s): S&P Global Mobility, Jefferies Automotive Aftermarket
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Aging U.S. car parc supporting robust

aftermarket growth

The average vehicle age has increased steadily over the last decade, which has driven the number of serviceable vehicles to significantly increase,
positively and directly impacting the aftermarket.

Post-recession wave of new vehicle sales are further driving this expansion of older-aged vehicles.

Owners of older vehicles perform a higher percentage of maintenance, supported by the broader trend of consumers purchasing more products for their
vehicles — both to personalize and/or extend vehicle lifespan.

Average Age of Vehicle Continues to Trend Older

(vehicles in millions)

249 249 249 252 257 263 268 272 279 284 284 283 285

123 123 114 107 104 103

B B E

2010 2011 2012 2013 2014 2015 2016 2017 2018
M O0-3 Years M 4-11Years 12+ Years

105

122

2019 2020 2021 2022pP

Source(s): S&P Global Mobility

, N\
autocare”  Zryy

ASSOCIATION

Independence drives us.
The 2022 Joint E-commerce Trends and Outlook Forecast is copyright © 2022 Auto Care Association, Automotive Aftermarket Suppliers Association (AASA) and/or its licensor. All other rights reserved. Use of the Forecast is subject to compliance with the Legal Terms and Conditions found on page 25 of this report.

Automotive Aftermarket 2 ]
Suppliers Association



Growing and sustained aftermarket sales

e Aftermarket sales have a track record of impressive annual growth in any economic environment.

* Asthe broader economy faced macro-level headwinds and trended into recession territory, the automotive aftermarket saw microcosmic tailwinds due to
the non-discretionary nature of aftermarket demand, allowing the industry to successfully weather the initial impacts of COVID-19.

* Throughout the aftermarket, industry participants have seen the amount of seasonality in the sales curve reduced — a trend likely induced by pent-up
demand in the face of constrained supply.

Aftermarket’s Unmatched Combination of Growth and Resiliency

(S in billions)
357 6.0%

4.0%
2.0%
0.0%

(2.0%)

(4.0%)
2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021  2022P

Aftermarket Sales (5Bs) ~ =——Real GDP Growth (U.S.)

Source(s): AASA/Auto Care Association Joint Channel Forecast Model, S&P Global
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Key findings/takeaways

v'  E-commerce sales of automotive parts have grown to an estimated $37.6 billion in 2022 and are forecast to continue growing at a robust 5-year CAGR of
8.4% to $47.4 billion in 2025.

v' The attractive growth rate behooves retailers to enhance their websites with options to “make it easier” for the consumer, including curbside pickup,
faster home delivery, customer recognition and a one-click checkout process.

v" Online automotive parts purchasers tend to begin their purchase journey online, underscoring the need for accurate product content.

v" While fleet owners of medium and heavy duty vehicles continue to favor purchasing by phone, the online channel is a considerable one, accounting for
13% of parts sales in 2021.

v' Expectations regarding e-commerce performance in the automotive aftermarket vary. One e-commerce task force leader expects “to see modest growth in
sales fueled by receding supply chain issues by Q1 2023. When operators can ship and fill the orders they are getting, they will feel free to invest in
technology that supports their growth. And, despite the recent decision in California about the future of gas-powered vehicles, the ICE population will
continue to grow and age, driving increased demand for automotive service parts.” One executive from a leading online retailer has a more cautious
outlook — while “Our comps for 2022 are strong double-digits...we are focused on being lean and mean to prepare for a downturn starting in first quarter
2023

Source(s): Hedges & Company, SPS Commerce Inc., IMR Inc., S&P Global Mobility, MacKay & Company, Bolt Financial, Inc., and Jefferies Automotive Aftermarket aUt are@ “
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Legal terms and conditions

IMPORTANT - PLEASE READ

THE FOLLOWING LEGAL TERMS AND CONDITIONS (referenced collectively as the “Agreement”)
GOVERN ANY USE BY AN END USER (WITH ANY END USER IDENTIFIED BELOW AS “You” OR THE
“User”) OF THE 2022 JOINT E-COMMERCE FORECAST (REFERENCED BELOW AS THE “Report”)
JOINTLY PROVIDED BY THE AUTO CARE ASSOCIATION AND THE MOTOR & EQUIPMENT
MANUFACTURERS ASSOCIATION/AUTOMOTIVE AFTERMARKET SUPPLIERS ASSOCIATION (THE
“ASSOCIATIONS”).

LICENSE GRANT. This Agreement provides You with a limited, revocable, non-exclusive, and
nontransferable license to access and use the Report and its contents for Your individual and
noncommercial use only. You may not modify, copy, distribute, display, reproduce, publish, transmit,
license, create derivative works from, transfer, sell or in any way exploit any content, including
statistical data, provided in the Report, nor may You offer for sale any data or information, or
variation thereof, based on the information provided in the Report. All rights not expressly granted
to You herein are hereby reserved by the ASSOCIATIONS.

CONFIDENTIALITY. You acknowledge and agree that the Report contains certain proprietary trade
secrets and other non-public, confidential information of the ASSOCIATIONS and/or their licensors
(the “Confidential Information”). You agree to secure and protect the confidentiality of this
Confidential Information in a manner consistent with the maintenance of the ASSOCIATIONS’ rights
therein, but in no event using less than reasonable efforts. You shall not, nor shall You permit any
third party to, sell, transfer, publish, disclose, or otherwise make available any portion of the
Confidential Information to unauthorized third parties. Moreover, You shall not, nor shall You permit
any third party to, disable, circumvent, or otherwise avoid any security device, mechanism, protocol,
or procedure established by the ASSOCIATIONS for use of the Report.

PROPRIETARY RIGHTS. The Report is Copyright © 2022 the ASSOCIATIONS and/or their licensors.
The respective marks of AUTO CARE ASSOCIATION and the MOTOR & EQUIPMENT
MANUFACTURERS ASSOCIATION/AUTOMOTIVE AFTERMARKET SUPPLIERS ASSOCIATION, together
with all other names, logos, and icons identifying each and their respective programs, products, or
services are proprietary trademarks of the relevant ASSOCIATION and/or its licensors, as applicable,
and any use of such marks without the express written permission of the relevant ASSOCIATION is
strictly prohibited. Except as expressly provided herein, the ASSOCIATIONS do not grant any express
or implied right to You or any other person under any intellectual or proprietary rights. Accordingly,
unauthorized use of the Report may violate intellectual property or other proprietary rights laws as
well as other domestic and international laws, regulations, and statutes, including, but not limited to,
United States copyright, trade secret, patent, and trademark law.

WARRANTY DISCLAIMER AND LIMITATION OF LIABILITY. THE REPORT IS PROVIDED “AS IS” AND “AS
AVAILABLE,” AND THE ASSOCIATIONS HEREBY DISCLAIMS ANY AND ALL WARRANTIES, EXPRESS OR
IMPLIED, INCLUDING, WITHOUT LIMITATION, ANY IMPLIED WARRANTIES OF TITLE, NON-
INFRINGEMENT, MERCHANTABILITY, OR FITNESS FOR A PARTICULAR PURPOSE. MOREOVER, YOU
AGREE THAT IN NO EVENT SHALL EITHER OF THE ASSOCIATIONS BE LIABLE FOR ANY INDIRECT,
PUNITIVE, INCIDENTAL, SPECIAL, OR CONSEQUENTIAL DAMAGES, INCLUDING, WITHOUT
LIMITATION, FOR LOST PROFITS ARISING OUT OF OR IN ANY WAY CONNECTED WITH USE OF THE
REPORT OR FOR ANY INFORMATION OR MATERIALS AVAILABLE THROUGH THE REPORT.

ENFORCEMENT. The ASSOCIATIONS reserve the right to view, monitor, and/or record activity on the
Report (in accordance with applicable law) and to comply with government or court appointed
authorities when necessary to protect the Report or its other rights or interest. Actual or attempted
unauthorized use of the Report may also result in criminal and/or civil prosecution, including,
without limitation, punishment under the Computer Fraud and Abuse Act of 1986 under U.S. federal
law. Moreover, the ASSOCIATIONS reserve the right to suspend or terminate immediately access to
the Report or seek injunctive relief if You fail to comply with.
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More information
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ASSOCIATION

Independence drives us.

The Auto Care Association is the voice of the auto care industry, a $400

billion plus industry comprised of more than 4.5 million American workers.

Providing advocacy, educational, networking, technology, market
intelligence and data resources to serve the collective interests of
members, the Auto Care Association serves the entire supply chain of the
automotive aftermarket: businesses that manufacture, distribute and sell
motor vehicle parts, accessories, tools, equipment, materials and supplies,
and perform vehicle service, maintenance and repair. To learn more, visit
www.autocare.org.
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Automotive Aftermarket
Suppliers Association

AASA exclusively serves manufacturers of aftermarket components, tools
and equipment, and related products, an important part of the automotive
parts manufacturing industry which supports 907,000 American jobs. AASA
is a recognized industry change agent — promoting a collaborative industry
environment, providing a forum to address issues, and serving as a valued
resource for members. AASA is the light vehicle aftermarket division of the
Motor & Equipment Manufacturers Association (MEMA). “AASA, The Voice
for the Automotive Aftermarket Supplier Industry.” To learn more, visit
www.aftermarketsuppliers.org.
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