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Introduction

TM @PITAG DISTRIBUTIOREAM

TMC a p idistabutidtsamhascompleted
numerousuccessfuransactionacrossa
varietyof end marketsWe standreadyto
helpclientsand partnerscapitalizen new
opportunities
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CLIENTTESTIMONIALSDISTRIBUTION
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Joe Stephens

CEO
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Eric Bruun & Cory Hec

Ourmanagememamknewthedaywould:omeNhen\Newouldaa

haveto alignwitha capitapartnerandwe knewthatfindinghe

rightgroupto supportour visionfor growthwhilecontinuingo
nurturegheuniqudOSculturevouldhotbe aneasytask Wemet

TM Capitaleadershiphrougha referrabindfromdayonethey z=a INTEGRATED
workechardto understanthisneedof ours Asin all processes, L OPENINGS
therewerewistaandturnsyetTMCapitatlida greajobofhelping SOLUTIONS
uskeepourprioritieglignecandourteamfocusewnthemission Joe Lopez

at hand In theend,ourprocesavasa verycompetitivenewith CEO
manypotentiatapitapartnerpursuingnopportunity workwith

our businessand our people WithTM C a p i duidano&yse

workedhardto maketherightchoice

[H114
'?zw e “ TMCapitalvasa vitalpartneto ourprocessinda criticahdvisoraa

inthemostcompleyartsof thetransactiomrivinganexceptional
outcome

In selectingnadvisorourfamilysoughafirmthatwoulchotonlyaa
engineeran exceptionabutcomefor shareholdershut also
appreciatehe BellSimongulture of respect,communityand

compassionatare Thedecisiono sellourbusinessvasa very
emotionalndertakingndTMunderstoothatidentifyintheright
partneito supporburC o mp afutuyegrewthwasour primary
objectiveAs a multigenerationdamilybusinessye needeca

bankernwhounderstoodur industryrespecteaur concerrfor

confidentialityand providedhandson guidance T M 6deep
specialtgistributioaxperiencwithirtheHVACrefrigeratioand

plumbingtrades, and their strong relationshipsvith leading
consolidatomsourindustrprovedobecriticatlifferentiatars

e)BeIISimons
COMPANIES
FloranBoland
President

“ TM Capitalwasthe perfectpartnerto achievethe objective®f aa

shareholderand managemerit identifyinghe bestpartnerfor
r o S onewstagediliei andwewouldyladlyworkwiththem
thefuture

Partners, CID Capital

“ GreaRangeCapitaandFairbankhoseTMCapitabasecbntheiraa

extensivelistributioexperiencandtrackrecordof drivinggreat .
outcomesTM Capitalput together deepand highlydedicated CJE__Falfbaﬂk
seniorteamwhoshepherdethe transactiofromstartto finish,

crafting excellentmaterials providingthoughtfuladvice, and  Ryan Sprott
generatingnultiplebuyer options We deeplyappreciateheir Managing Partner,
guidancethroughouind the excellentoutcomeTM Capital Great Range Capital
generated

“ Torealize)urvision‘orCPAR:om,wesoughanadvisowithdeepaa
insightinto boththe healthcarenarketsve serveandthe DTC

Ccpap.com  eCommercenginedrivingour success As a foundeowned
Johnny & Carolyn businessye alsoneededuradvisoto be sensitivéo ourgoals
Goodman _fortheCPA_R:ornteamTMCaplta_tiellveredn aIIfrqntswlththe
CEO & CFO idealcombinationf sectorexpertiseyaluableelationshipgnd

seniopartnefocusequiredo engineeanoutstandingutcome
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A QRITICALINKIN THESUPPLYCHAIN

|. DISTRIBUTION THEMES

DISTRIBUTIOM LARGEANDESSENTIAINVESTMENIATEGORY

Nearlyeveryfacetof theeconomyat eachstageof productioandsupplyinvolvesomedegreeof distributiof-romcommoditip specialty,
wholesalgersudlirectauthorizedistributoorii v i md nuafl aticetearea widerangeof termsencapsulatinghatmakesa distribution
businesaniqueThessuancesreatdremendousgpportunitidsrbusinesswnerandinvestoralike

Oneoverwhelmirtgemes thatdistributorservea criticapurposéor bothsupplierandcustomergypicallyactingasthefi | y niothe i n o

middleof an hourglasikenetworkThedegredo whichdistributorareableto bothbe andcontrothiscriticalinkin a valuechains oftenthe

keyfactoin determininglativémportancandvaluation

ThisDistributioReportliscussesomeofthemarkestructuresenetsaandrecentrendscommoro distributorgs wellas divesintosomeof
thekeythemeshatinvestorandoperatorarefocuse@ni witha particulaemphasienwhais drivingzalueuporanM&Aevent

INHERENDYNAMICEKEYTOUNDERSTANDINGSTRIBUTION

( )

DistributorsServea CriticalRole
Companiesvork with distributorbecauset is more
efficient than making, sourcingor fulfilling items
internallyThe degreeto whicha distributois ableto
build this customerrelationshigpy solvingsourcing
challengesyalueadded servicework and/fulfillment
excellencamongtheffactorsis animportarmdriverof
valuatioandtypicallpfprofitability

Diversity& Fragmentatio@reateOpportunity
Distributorswhetherwholesaledirector B2C, exist
acrossnearlyeveryindustryand with widelyvarying
range®fproductdyrandsservicesrothercapabilities
Thisfragmentatiacreatesremendouspportunitiger
anM&Adriverroltupstrategycrosssellinga i o-stag
s h pmwducsuiteandieveragindatatodrivesuccess

\.

( )

é )
HighFreeCashFlow,VariableCostBusinessviodel

Pricing& Relationshifroweris Essential
Distributorentrenchthemselvesas essentiapartners
and gainpricingpowerby supplyinglifficulto source
items, becomingauthorizedlistributorgor important
manufacturersquickly fulfilling needitnow orders,
solvingchallengingulfillmentequiremenisnd/ or by
providingzalueaddedservicesThe extentto whicha
distributonoldsthis"lynchpinpositionandthedegree
towhicht canor cannobe easilycircumventedirectly
correlatemvaluation y

Withexception®rinhouseleliveryleetorautomation
investmentghereis typicallylittle capitalexpenditure
requiredby distributorsaand costs are often highly
variable(eg., salesexpense)resultingn a relatively
highfreecashflowbusinessnodelvithinventorgsthe
primaryvorkingapitalsageDistributorisivesicapital
into inventorywvhenrevenuesre growingand reduce
investmenn inventoryhenrevenuesre in decline,

resultingn afreecashflowgenerationedge
\ ol Wg g )
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RECENTMARKETDISLOCATION EASINGNVITHA PATHTOROBUSTM&A ATIVITY

NEARTERMHSTORYECONOMIEISLOCATIO& DSRUPTION

PreCOVID &
COVID Impact
(Pre2020 2021)

Freight Rate Spikes &
Economic Disruption
(2021 2022)

Signs of Stabilization Coupled
with Economic Malaise
(2022 2024)

Priorto 2020 one of the main topics of

discussiorand concernfacing distributors
wastheriseoftariffsi particularlyrumpera

Chinatariffsi whichincreasegricesor, if

they could not be passedon, decreased
margins These concerns were quickly
replacedby COVIDchallengesas some
supplychainsweresevereldisruptedvhile
othersi thosedeemedi e s s eonthat

supportedt home/ outdooentertainmeint

encounteredemandurges

a | aecoverjnvariousndustriepusheautlead

In 2021andinto 2022 supplychainsfaced
newchallenges mostnotablyshippingnd
freightrate spikes For examplethe costto
shipa 40footcontaineiromShanghab Los
Angelesosefrom~$1,600in Januan2020
up to ~$12500in Septembe2021(Drewry
WorldContaineindex) At the sametime,
ongoing consumerspendingsurges and

times pricesrosedueto variouscommodity
cost spikes and, in general,it became
extremeldgifficulto sourceandappropriately
stocknventorfi n o r freg donsigténwith
pre2020evels)

Supplychaindisruptiondargelyeasedby
20222023andfreightateamostlyeturnedo
normal In many industries, pricing
sustainability concerns developed as
supplieranddistributorsadpasseanprice
increasesverprioryears At the sametime
as this stabilizatiorbeganto occur, the
lingeringffectofinflatiowoupledvithrising
interestatescreatedan anchoron general
economiactivityBylate2023andinto2024
many companieseportedsaleslevelsthat
werefi b u ratbestdvithlimitedroYgrowth
beingrealized particularlin morecyclical
industriadrbuildingroductsectors

RECENTTRENDS NEWCHALLENGEBIXEDWITHSIGNSOFIMPROVEMENTS

DeStocking Caused by
Supply Chain Normalization
(2024)

Tariffs: Shefterm Pain and
LongeiTerm Uncertainty
(2025)

Signs of Life & |l
Performance; Stronger 2026 Outlook
(Q4062025 and| 202¢

mp r

In 2024 supplychainleadtimes(whichhad
been extendedin many industriessince
COVID)began to normalizeto historical
trends Whilethis is positivelongterm, this
trend createdsignificanshorterm pain for
manydistributorastheircustomersegarto
reduceinventorystockas well as orderin
smalleguantitieat shortemtervalgi.e., de
stockin@nda returrto moreof a justintime
supplydynamic)This dynamidimitedM&A
activityfor distributorgm manyindustriesis
sellerswerechallengetb explairchoppyor
poorperformancéuyershadthe challenge
of underwritingrowttstorieor of attempting
to fulfillsellervaluatiorxpectation3 oward
the end of 2024 lingeringperformance
concerngndTTMtrackrecorddimitedV&A
activity

3

Theimplementatiofbroadeachingariffsn
2025reachingshighas~15@6onChindn
June)puta chillingeffecton distributorand
M&A activitythroughoumuchof the year
Whiledealsentimenseemedstrongearlyin
theyeartheshortermpainoftariffscoupled
with longeterm uncertainty significantly
reducedactivity Distributorswith a high
degreeof internationasourcing(Chinaor
otherwise) were particularly vulnerable
Pricing adjustments, sourcing strategy
changesprsimphholdingputseemdo have
minimizedctuafinancigberformandempact
for most businesseswith orderingactivity
resumingtmutedbutmorenormallevelsn
Q32025 Resumptiorof tariff policy and
ongoing litigation continues to drive
uncertainty

Consistenfeedbackrom businessowners
and private equity firms is that financial
performancacrossheirbusinessesfi f i |n e 0
or il o khis seemsto largelyreflecttariff
drivenperformancehallengegarlierin the
yearand lingeringincertaintyAt the same
time, manyare seeingpositivesignsin Q3
and Q4'2025suchas increasedjuotingor
orderin@ctivityandmanyhavebeenableto
passon priceincreasesMostbusinessesr
investorsve speakwithindicateptimisnfior
QAR025(barrindurthetarifichangesanda
strongeputlookor 2026 We anticipatéhis
willleadto significantlyigheM&Aactivityn
2026 as there is a notablebacklogof
businessesot able to sell due to market
turmoibverthelasttwoyears




Distribution Themes

\/
Al tmcariTal

SUCCESS. REALIZED

RECENTVARKETDISLOCATION EASINGVITHA PATHTOROBUSTM&A ATIVITYCONT)

FUTUREOUTLOOKBRIGHTUGHTONTHEHORIZONFORDISTRIBUTIOM&A

Distribution is Fundamentally
Attractive

Macro & Market Trends are Likely
to Spur Deal Activity

A Backlog of REEvned Deals will
Accelerate M&A Activity

The fundamentalunderlying metrics of
distributorare highlyattractived highfree
cashflow,minimatapitabxpenditurenda
highlyvariablecostbusinessnodel These
canbefurtheenhancethrougtsupplieand
customer diversity, by serving critical,
recurringor i n eéta d wdemand and
throughthe use of valueaddedserviceso
further enhance a distributor's value
propositionFurther, distributorsfrequently|
servehighlyfragmentethdustriesandareas
wellsuitedto i b-angb u i M&A doltup
strategiesAll of these factorsmean that
distributioplatformsvillcontinu¢o be highly
soughafterassets

Improvingeconomicand macro financial
performancérends, stabilizatiorof supply
chains,abatemenof tariff concernsand
expectectontinuednterestrate decreases
are likelyto driveincreased&Aactivityin
thedistributiogectoin 2026 Distributorare
generallyableto weathenegativeeconomic
periodswellandthenrecoveiquicklyalbeit
usingcashto rebuildnventorieAs a result,
distributorsftenleaddealactivityin periods
of risingperformancétronggrowthstories
will be importantto generatingstrong
outcomesandtheuseof dataandmetricgo
outlineand explainrecenttrends will be
criticalto success i.e, matchinghe data
withthefi s t obabysidess

Privateequitydealmakingactivityin 2024
andYTD2025wvasheaviljocusednaddon
opportunitiesecurringervicesandstaples
(food, healthcaregtc), particularlyin the
middleand lower middle markets Bumpy
financiaperformancandmarkeuncertainty
drivenby tariffshaveled manyPE firmsto
delayexits As a resultthereis a significant
backlogof PEownedbusinessegoisedto
sellin the relativelynearfuture Consistent
feedbackromPEfirmsis thatthisbacklods
likelyto breakfreein 2026 assumingositive
marketand economidrendscontinue We
expect distributorsto feature prominently
amonghisdealactivityespeciallforsectors
suchasbuildingroductandindustriakhere
therehasbeencomparativeligtieactivity

PRICEVERSUY/OLUMERENDRSA MAJORFOCUSAREA

Asadirectesulofdislocatiom pricingandsourcingostin manyindustriesverthelastseverayearscoupledavithcustometlestockingone
ofthebiggestocusareadorpotentidhvestorm distributiooompanieis a priceversusrolumenalysig asmuchgranuladetaibspossible
Sustainabilibfanyrecenpricencreaseg@nd orresultingrofimargirnncreases$ a majodiligencéocusareaforbuyersparticularly
wherdherds anunderlyingpmmodityhicthastrackedh linewiththeseéncreasef\tthesamedime showingtrongzolumerowtthas
beenanimportanpositiveeheckpointfor potentiabuyersywhereagimitedsolumegrowttbecomesa majorfocusof diligencén underwriting

futuregrowtlstory

Howto Combafricevs. VolumeConcerns?

U Clearlypresenthedatato potentidbuyersiaa
price vs volumebridge (illustrated to the
right), coupledvithannotatedommentargnd
analysis

U Supportvolumeincreasedy furtherbreaking
outsalesandgrossprofi{orEBITDAncreases
by productategoriegproductmix shifts,new
customersspecificsales initiativesor other
metrics

2024 Price
Sales Growth

Volume

U Differentiatebetweenpassthrough of input Growth

costsvs gainingricethrouglotheinitiatives

Shift Products

New Retired 2025
Products Sales
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KEYTHEMESN DISTRIBUTIO8 DSTRIBUTIOMNVESTING

THEIMPORTANGEFVALUEADDEDSERVICES

Oneofthemostevidenthemesmpactindistributoris nearlyallindustries thesteadyutsourcingfvalueaddedserviceg i V w@kiyrom
thecustomeighannepartneor supplieto thedistributoiT hisis nota newtrendbuthasacceleratedverthelastseverajearsdueto labor
shortagesradeandtarifidynamicgswellasendcustomerseekingo focusonthecoreaspecteftheibusinessProvidingy AScanbehighly
valuabléora distributdry creating deepennoreembedderklationshimcreasingwitchingostforthatcustomeforsuppliendreducing
theimportancef priceto achieving saleor maintaining sourcingpartnershiglternativelyhiscancreateneadachesor the distributoif
executiois poorlynanagedrif specialtjechnicdtnowledgis a drivingactor

BASICVALUEADDELSERVICES

BasicVASincludekitting(assemblgf multiplgoarts/ SKUsintoa kit), stagingat a customelocatioror job site,
cuttingolengthor similaractivitiesvhichresultn a i r etaud sy sofutiorfor the customefThisalsoallowsthe
supplieto specializerforthecomponentsommultiplesupplierto be combinetb createa marketeadysolution
VAScanalsoincludenoreextensivevorksuchasfinalmachiningrfabricatin(gg., ofa standarlankoa specific
size)aswellasassemblworkof subcomponentatoa largeplugandplaypiece Thiscansometimellurtheline
betweeristributoandmanufactureleadingo question®f i h onuchis toomu ¢ AHer&is no brightlineor
percentagef salesthatdefinesa distributovs manufactureas thisis typicallyin the eye of the buyey often,
businesgrofilechangesrea bettedeterminan®veralltheconsisterdnsweseemso bethatVASarea positive
driveofvalueaslongastheoperationaindcashflowpicturefthebusiness notdramaticalshangedie., if VAS
requires significanthangen the natureof workor requiredtostsin the formof capitakpendingEvenif VAS
notablychangeahebusinesgrofile VAScanstillbe strongpositive#n termsof valuatioif it correlateto stronger
growthhighemarginsrabettemarkepositioralbeitequiringdditionaliligencéo understanithebusiness

FULFILLMENSB2C

Anothefulfillmenservicene frequentlgeeis the useof a distributoor wholesaléistributoas the Busines$o
Consume(B2C) fulfillmenpartnerparticularlin relatiorto eCommercéhisis morecommorin the worldof
consumdtemgvs industriahuildingproductsste, whichtendto be Businest Businessr B2B). Inthissituation,
weobservehatretailer®noneside or (oftersmallef niche prandontheotherside struggleo servesmakticket
B2C ordersDistributo@reexpertatsourcingaggregatingultiplsupplierandcustomerandprovidingapidort
timefulfillmenit andthereforarea naturakolutionThisalsoprovides differentiateapproacifromrelyingpna
difficultoworkwithpartnesuchas AmazonWeexpecthistrendo continuevertimeasretailerersmalksuppliers
relyonexpertys attemptintpeirownfulfillment

VENDORIANAGEINVENTORANDSERVICEVORK

Last,we notethe gradualncreasef whathastraditionallpeendeemedrue serviceworkbeingperformedy
distributorsuchas installationntegrationmaintenanceégstingandinspectiorgtc Thisoftensupplementsore
commottraditionalistributagervicavorksuchas vendomanagethventoryespeciallfor smalicomponentsl
oftheseservicesancreatestrongecurringpportunitigsrdistributorghoughhisblurringfbusinessnodelines
requiresarefumanagemetdavoicchannetonflictermissteps

Valueaddedservicesireanimportaréindpositivesaluedriverin an M&AprocessVASare generallyieweds differentiatingreatingticky

customerelationshipsnhancingredictabiligndrecurringales ppeningrosssellingopportunitiendallowinghedistributadio winonmore
thansimplyprice Allofthisin turndrivegypicalljigheprofimargingswellashighewaluationwithinvestors
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KEYTHEMESN DISTRIBUTIO& DSTRIBUTIOINVESTINGCONT)

STRONAVI&A THESISCONTINUESODRIVEROBUSTPRIVATEEQUITMNTEREST

Distributoras a categonare logicaindattractivelatform$or an M&Aroltup thesisi distributiotendsto be fragmentedyithnumerous
opportunitide addadjacengeographiespmplementagpyoductategorieandvalueaddedserviceshrouglacquisitiond heabilityto clearly
demonstramactionablM&Aopportunifg directlgorrelatetb strongevaluationseeSectionl: DrivingValuen Distributionpll

Simplified Ample High Free Platform
Integration Synergies Cash Flow Plays

Basic integration is typically There are frequently synergie3 he relatively high free cash flow Private equity investors are
focused on systems, personnel, available from cresdling, nature of most distributors, aloaggressive for a strong distribution
and products with more detailedupplier consolidation enablingith the ability to reduce inventoryipl at f or m st or y 0
integration often growth focusedbetter purchasing, facility ando generate cash, also tends to balling to pay a higher multiple for
(i.e., how to unlock creslfing personnel combinations, etc.  attractive to lenders which a platform investment where there

opportunities); compared to increases leverage availability is a high likelihood of averaging
manufacturing or service down the initial investment multiple
businesses with environmental, through acquisitions

union, or other factors, distributors
are relatively easier to integrate

ECOMMERCESA GROWTHOOLVS RSKFACTOR

Theuse of eCommerceor lead generatioand orderinghas beenembracedyy manydistributoras a criticaltool (bothoffensiveland
defensivelyl strongeCommergerograncanbea valuedrivemwithpotentigbuyersaswellas a differentiatirgpportunitiprfuturenvestors
withexpertisenimplementirgisstrategy

U ManydistributonsitiallfeareceCommercasa competinghannekeekingoreducdi A m ar zi asflestngcustomerto cheapeonline
alternatives

U Thisconcermvasmostlhevidenandjustifiedordistributon®lyingpnpriceorlocakvailabilitgsa differentiatéora commodityroduct
U Fordistributoresherespecializatiotechnicaknowledgejalueaddedservice®r otherfactorsaarean importanpartof the sale(ie., a

fi h u @ mis requiredevenif automatedhrougha customizegortal) eCommerchas typicallypeena growthopportunitgr a
compellingadgeneratioengine
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KEYTHEMESN DISTRIBUTIO& DSTRIBUTIONVESTINGCONT)

KNOWINEONESELRFS IMPORTANTO SUCCESSN THEDISTRIBUTIOWORLMANDIN M&A

ToparaphrastheBoyScoutmottoi beingprepareds keyto successOperatinggrowingnd/ or sellinga distributiohusinesincreasingly
requiregccesgo extensivanddetailedlataandinformatiowhichallowsoperatorandinvestorso analyzerendsunderstansuccesse&
failureandpredicperformancBistributolis a saleprocessvillbesubjectetb extensivguestionandinformatiorequestsvhicltheyshould
bepreparedheadftimetoanswer

Concernsr questionffombuyersaboupricevs. volumeandothertrendsfurtheemphasize
theimportancef havinggood availablelatafora distributoBuyergandinvestmeriiankers)
willimmediateBskforgranuladatagoingoacka minimunaf4-5 yearsn anattempto identify
or explairunderlyingrendsmpacting businessPerformintheseanalysesip frontin a sale
procescanalsocreatepowerfuexamplesvhentellingthe i s t af a businessas wellas
identifyikelybuyediligencareasvherearesponseanbepreparethadvance

Data& metricarealsokey driversof successfor the performancef a businessin general
Importance of andcanbe leveragetb quantifyand validategrowthopportunitiesorthebusinessBuyers
Thorough Data willperfornanalysesnexistingndpotentiatrosssellingppportunitiegricingevolutionfnew
Analysis salegpersonnair newbranchocationsstc Theabilityto answethesegquestionandsuppora
stronggrowtlstorycanofterbea keyfactoin creating highlycompetitivealeprocess

Understandingherea distributorfits in its supply chainis oftendirectlycorrelatedvithits
abilityto maintaiforpushthroughpricespffe’VAS crosssellthecustomegtc Keyquestions
suchas (i) whodoeghecompangnditscustomerserve(ii)howdoesproducgietto customers
andendusersor (iif) howoftenor quicklydoesthedistributanteractviththe customeiganbe
answeredhroughdataanalysisand are importanindicator®r validatiorof the distributor's
markestrategyThesequestionarealsodirectlycorrelatedo value forexamplea relatively
fi | -to iwcakeeag@bdersizecoupledvithafi n eta d wldlimerdynamiénpliesrecurring
customeneedtogethewithopportunitipr comparativehigheprofitmarginsandtherefora
highewaluatiomultiple(SeeSectionll: DrivingValuein Distributior)

DistributionM&Aincreasinglyrelieson tellingthe story throughsupportabledatawith the abilityto both generateandanalyzethis data

beingkeydriversof a successfubutcome

10



Il. DRIVING VALUE IN DISTRIBUTION M:¢

TELLINGHESTORYOFABUSINESESS KEYTOSUCCESS

Whileall distributorsaveuniqguecompanyor markespecifiénfluencesnvaluetherearecommonalitieerosghedistributiolandscape
whichldemonstrabtyrrelatéo higheorlowewaluationsponthesaleofa businessaVemaintaimanextensiveatabasefdistributiodeal
activityjncludindpothproprietargndinformatiorcomparingariousndicator$o valuatiomultiplesThiscontinuouskvolvinglatabase
allowsus to betteranalyzehefactorghatgenerat@remiunsalemultiplesis wellas changingrendsin valuatiomndervariousmarket
conditiond hefollowingectiorfthisreportlelvesleepemtothesecomparisoracrosseverkeymetrics

SEVENVETRICIHATDRIVEVALUBIN DISTRIBUTIOM&A

BRRED ﬂﬂﬂ @
Sl L

Size ($M EBITDA) Margin Profile Organic Growth Profile Acquisition Story
— FAAN
ValueAdded / Technical Sale or Order Size eCommerce Capabilities

Sale vs. Commaodity

KEY TAKEAWAY L AYBOOKORACHIEVING PREMIUMMULTIPLE

ValueAdded
Fulfillment

Critical to the
Customer

Platform Level
Scale

Strong Organic Actionable M&A

Growth

Story

There are clear Valueadded service A smatlicket, rapid A strong organic One of the single most
breakpoints in value at elements, a fulfillment order (i.e.,  growth story (i.e., important factors in a
$5M, $10M and, toa  complicated or inet@d wo) c rgeowihged% above premium value is the
lesser extent, above  technical sale process opportunity for strong GDP or better) is an proven or perceived
$20M in EBITDA or similar dynamics margins and an indicator of a ability to achieve scale
scale is a proxy for cause customers to embedded customer company6s through acquisitions;
whether a business rely on the distributor, relationshiipoften an opportunity, this can also be the
can be a fpdridngfecurrimy&ales ce€ommerce sale or performance and / or  most easily improved
investment and growth relationships and order element can be  market importance valuation "lever" in the
higher margins a good indicator shoriterm

Other Less Quantifiable Strength of Market Leader or Nich
Factors Key to Value: Management Team Market Position

11
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CoMPANYSIZE O_LEARBREAKPOINTSUTEXCEPTIONSRECOMMON

Thesizeofa businesaneasuretly EBITDA&sa proxyforcashflow,is a keybenchmarorbuyergandendersin measurinthe(i) resilience,
or converselyisk,frombusinesshocks(ii) platforntapabilitief.e., depthof managemenprocesse& systemspperationstc) and (iii)
importanceslativeo overalnarkesize

In generalaveragevaluationtendto increasas companiegetbiggerhowevetiggeiis notalwaysetteiif thereis significantustomeor
productoncentratioBonverseltherearemanystrondutsmalplatfornbusinessabatgeneratpremiunoutcomegueto otherfactors

MEDIANSALEMULTIPLBY$M EBITDA

KEY TAKEAWAYS
10.0x 10.0x

9.5x

U Clear value brep&ints at ~$5M, $10M and ~$20M of
EBITDA

U Variations above $20M EBITDA tend to be more
compangpecific with some, but less significant,
increases in valuation solely due to size

$5M $5-10M $10-15M  $15-20M  $20-30M

Source: TM Capitalds proprietary di
very small (<$4M EBITDA) transactions

MARGINPROFILEA ®OMPANE O G P A ®ROX¥ORMARKETPOWER

Justasas t u dGPAigaprexyforhowhardtheyworkedn schoolgrossmargirandEBITDAnargircanbe usedas metricgo evaluatéiow
criticah CompanigtoitscustomersrmarketComparisoris peercanalsoindicatéowwella businesgrunorpositionedngeneralpwer
grossmargingendto correlatéo a morepricesensitiveustomeand/ or productshatare relativelynorecommoditin naturei typically
resultingnloweEBITDAnarginandvaluations

Highergrossmarginsparticularlthoseapproaching®so+, typicalljimplya specialtyor technicasale elementsourcinglifficultyfor the
customen highdegreefvalueaddedservice®r somecombinatiaereafTheresultingpreadetweeigrossandEBITDAnarginspeaks
tothesaleqandpossibljulfillmentequiremenéswellasto efficiencgfoverheathvestments

MARGINENHANCEMENTDRIVEVALUATION

(Directional illustration based on TM proprietary database)

Important
Commodity ValueAdd with Strong Mix of High Degree of
Product with Low ValueAdd or Competition & Services or Specialization or
ValueAdd Niche Product Price Sensitivity ValueAdd ValueAdd

60% -
Gross

50% - Margin

]

30% . . EBITDA

20%- . . . Margin

“ -

12
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ORGANICGROWTH THEFASTTRACKTOHIGHERVALUATION

Allbuyersywhethea PEfirmlookindo exitin 3-5 yearsor a strategior familyofficebuyerseekingo holdforeverarefocuseantheforward
growttoutloolof a businessWhilethisis notlikelyto surprisanyonestrongorganigrowtiwhichwe defineas 4-5% aboveGDP or better)
driveshighesalevaluations

Thekeydifferentiatirfgctoiin a saleprocesss oftertheabilityof a managemetganto effectiveliellitsc o mp growtlstosy(supporteby

detailecdinalysesnddata) Foran M&Aadvisorunderstandirandarticulatinthisstory anticipatiniikelybuyemuestionandworkingvith
managemetdcommunicathisstoryis akeyvalueadd

ORGANICROWTHPROFILBVALUATIOWPACT

DETAILSVIATTER

U A key focus for buyers in understanding growth is the | -
contribution of price vs. vol ume,,jpartic

sensitivity to commaodity input costs

company.

U Product mix shift and the integration of acquisitions can
muddy this picture and require experience to navigate
effectively in telling a Co

Low Growth High Growth

Source: TM Capital 6s proprietary di
defined as3% above GDP, or better

ACQUISITIONIHE PENULTIMATERIVATEEQUITYPLAYBOOKORDISTRIBUTION

OfallthemetricsvhichT MCapitatrackdordistributiobusinessesheconsisterttighestifferencen averagealuations forcompaniesho
haveanf a ¢ q usi tsovstthasewhodo not We definean acquisitiostoryas eithera provertrackrecordof successfullgpompleted
acquisitionsy alternatively managemertgany platforntapablef executinghisstrategytogethewitha clearlyactionabléstof available
targebpportunitiea criticapartofthesaleprocess$oranydistributas theabilitfo demonstramactionablsl&Astrategy

ACQUISITIOSTORYASA DETERMINANOFVALUE

HowSoONIS TOOSOON?

0 We frequently receive the question from potential
sellersiHow | ong do | need to wait alfter an
acquisition?06 or fAHow much i ntigguyadahon m
in order to receive Acredito EmTpamMstad e pr

U In our experience, buyers can receive full credit for
the combined business and very high credit for
clearly quantifiable synergies (even if not fully
realized) almost immediately after closing on the _
acquisition, provided there is-thoedjrbut Little-to-No M&A Story Strong M&A Story
plan for integration

Source: TM Capital ds proprietary di
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VALUEADDEDSERVICESBECOMINERITICATOTHECUSTOMER

Asdiscussedarliein thisreportthegrowtlofvalueaddedservicess oneofthemostimportarttendsn distributiooverthelastdecadeThis
hasbecomeparticularlynportards laborshortagebaveforcedcompanieto focuson theircorecompetenciesdoutsourceoncriticabr
lesscriticafunctionso distributord/alueaddedserviceganembeda distributowiththecustomeincreasingwitchingostsandsignificantly
increasinmargiropportunitigsallofwhictcorrelatéo highewaluationforthebusinessAtthesameime therds a difficulto-definegreyiine
whergheneedorcapitaéxpenditureservicgechnicianar similainvestmentanmuddyhewaterofatraditional i s t rprofilekitherr 6 s
way valueaddedervicetavea clearlypositivémpaconM&Avaluation

VALUEADDECSERVICE®RIVEA PREMIUM

REPRESENTATIMALUEADDEDSERVICES

U Lower levélkitting, cutting to length, jobsite staging,
technical support

U Higher levélvendor managed inventory, assemblies,
finishing / final machining, install & testing, maintenance
& service work

Commodity Sale Value-Added Sale

Source: TM Capital 6s proprietary di

ORDERSIZE NEEDBIT-NOWVS PROJECBASEDSALES

Averagerdersizeis a relativelgimpleyethighlyinformativenetricwhenevaluating distributiobusinesOftenthismetrids a quickwayto
tellthedifferencbetweem lowticketrapidfulfillmenteedt-nowtypeordeiversus moreprojecbasedrnewconstructiomewbuildorder
Theformetendgobemorerecurringn naturevithlesspricesensitivitgnthec u s t @artgesudirsin higheprofitmarginsAssuchjower
tickeandi n dte d averagerdersendoresulinhighewaluations

LOWTICKETRAPIDFULFILLMENS HGHLWALUABLE

MEASURINGUCCESS

U A low average order can imply lower price
sensitidanawd raapginekefdul fil |l men
and frequently a recurring or aftermarkeeind
all of which tends to result in higher margins and
valuations

U A larger average order implies longer lead times,
higher price sensitivity and possibly a more cyclical
(i.e., project based or new build) dynamic;

understanding the underlying fundamentals, Larger Average Order Low-Ticket Average Order
particularly if there is a highly technical element
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ECOMMERCEOPPORTUNITOR THREAP

Ad i st rviewnie€Commméraendgobecoloredythenatureoftheirsaleprocesandbyhowimportarriceis to making sale A highly
technicahandson saleprocesr a traditionaielationshipasedsaleprocesss lesslikelyto leverageCommercas a toolotherthanlead

generatiomrto seeit asa threatA differentiatent specialtproducbusinestikelyleveragesCommercas a powerfuiool whereag more

commodityroductiewst asa threatluetoriskof beingundercubnprice Inthisanalysisyearedeemphasizimyl Cdistributiobusinesses,
focusingnfi r e dligttibatorahouseeCommerdautarenotdefinedyit.

MeasurintheimportancefeCommerde a business oneofthemoresubjectivenetricsvhichT MCapitatracks Therds a clearcorrelation
betweetighewraluationandutilizinggCommerdgvhethein leadgeneratiomrdertakingpr otheroles) thatsaid thedifferencen average
valuatiois lowerersusthemetricsliscussednpriompagesastheopportunitg utilizecCommerdshighlymarkespecific

ECOMMERCBALESELEMENT

ECOMMERCEBUSINESJOOLORBUSINESS
STRATEGY

U For most distributors, eCommerce can be an important
tool to help drive incremental sales and market reach.
Businesses who see eCommerce as a threat tend to be
more priesensitive in terms of how they win a sale

U For eCommerce distributors, particularly in the C
world, eCommerce is often a defining strategy.

Low eCommerce Element eCommerce Enabled

Source: TM Capital s proprietary di

OTHER(LESSQUANTIFIABLEFACTOR$MPACTINSALUE

~ Market Leadership:
ERLIE

Cementing a Position

One of the most important factors in cementing a premiun Leadership in a product category or niche end market is often

is the fistrengthod of a mar correlated to higher valuation. This, however, can be a flouble

for growth, the will and desire to achieve it and the resoufcds to lged sword as it is important to understanding the sige of a

successful? As importantly, can they convince potential bpyerstheyo mpany 6s addr essabl e malr ket
are the right team to achieve this vision? continued strong growth with sufficient room to achieye it

= Franchises & Authorized Distributors:

A Sheep in Wol fds
Artificial Limits to Growth (& Value)

Measuring True Free Cash Flow

Many buyers view franchise or authorized distributor relgtionshipsor distributors with high levels ofidaled work or slow
with skepticism, and these can be limiting in value. As With dthventory turns, there can be disproportionate impacts to [cash flow
businesses, the key is in the defimilexample, in some casgs from capital expenditures, sales costs or large working [capital
this can in fact be a major barrier to entry protecting a cdmparswings, among other factors. Buyers (and especially lenflers) will
Alternatively, they can be limiting to growth and value whe want to understand these cash flow streams to ensure that EBITD;
a high dependency on a single supplier or brand (i.e., the remains a strong proxy for cash diomot

15



Ill. MARKET LANDSCAPE OBSERVATIOI

KEYNUANCE®RIVEBUSINESSUCCESSNDVALUATION

Inthissectionwewillexplorsomecommorthemesnomenclatusndobservationgegardinghedistributiolandscapdn eachcase wewill
explorémplicatiorfervaluatiom a potentiadaleprocesaswellasquestionkkelyto arisefrompotentidhvestors

WHYDISTRIBUTORSXIST THEHOURGLASASA POWERPOSITION

Distributorfsindamentalkékistfortworeason$ (1) it is moreefficientortheircustomer® buya producfromthedistributahanto sourcet
directlyand(2) suppliersire unableor unwillingo marketo, supplyto or serviceghe endcustomedirectly Thedistributoactsas the key

i mi dhd keannectingnoftenverybroaduniversef supplierso a verybroaduniversef endcustomergherebyreatingni hour gl a's
markestructurgviththedistributanthecenter

REPRESENTATNAESTRIBUTOROSITIONN THESUPPLYCHAIN

Large Number of Suppliers Highly Fragmented Number of End Customers
U Corecompetencigs designingind making U Buy many disparateproductsin small
products individuadrdeilquantities
U Typicalldonotbuildoorder U Each product may have technical or
certificatiospecifications

U Focusedn largeproductionuns notwel
suitedorsmalleordergdollar®rvolume) U Mixof A n eta d wrid longerleadtime

U Difficultyinterfacingvith large numberof futtllmeuE

customersvithdisparat@eeds particularly
inaglobaeconomy

U Oftenneedtechnicabupportyalueadded
servicesrotheradditionalustomesupport
functiongo serveend customemdemand
effectively

Distributor

Single point interf|face
(i.e., purchase in large quantities, sell in small guantities
and respond to numerous customer inquir{es)

This unique fihourglasso structure, which i s cisacmricahpartnertoma ny
both its suppliers and customers. For suppliers, the distributor providers consistent, large and prediciidetioeitebd|argdasichpl
collections process. In many cases, a distributor will also functionally serve as the sales force, techniog &ndwiadgestepiesi
service arm for suppliers. These suppl ement al gplpohansasbdaths ar
small and large manufacturers may otherwise struggle to reach and servicenshdidemalnere cultural differendespte Eme zone
differences may cause misunderstandings, delays or lead to missed opportunities.
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Market Landscape Observations 4!' TMCAPITAL

SUCCESS. REALIZED

WHYDISTRIBUTORBXIST THEHOURGLASSSA POWERPOSITIONCONT)

Forthecustomedistributorservea keyfunctiorin helpindo sourceanoftenargeandhighlyfragmentedumbeof componentsangingrom
commoditigemsto productsvithhighlyexactingechnicadpecificationghichincreasesourcingomplexityr hedistributos ableto provide
productin smalleordersizesversusbuyinglirectlfroma manufactureandwithshortefeadtimes’ forexampld-2 daysyersugpotentially
manyweeksDistributoralsoservea keyrolein bridginghe gapbetweemproducknowledgandtechnicagpecificatiorte specifienduse
applicatiorequiremeni$orexamplelocalbuildingodesin the buildingproductsectoror electricaspecificatiortsetweerNorthAmerica,
Europevs Asia) Thiscriticabervicefferinganalsocreatea pathwayo providingdditionalalueaddedservice$orthe customerEvenfor
longereadtimeorderswheresourcindroma manufacturenaybe morefeasiblethe distributoirequentlgervesa keyrolethrougtsome
combinatiosfknowledgealueaddedservicand orfulfillmerntapabilities

Asaresulbfad i s t runidugvdsiborwithgthecomplesourcingcosysterfie., atthecenteofthehourglassjhedistributdsecomesa
criticalpartnetto bothsupplier@nd customersT he strengthof theserelationshipsy lackthereofandthe levelof competitioor easeof
replacemerttavea direcimpacontheabilityof thedistributaio lockin customerelationshipspntropricinganddrivestrongprofitmargins
Thehighedegreef differentiatiandvalueaddthata distributds ableto providethemoreinsulatedndprofitablés customerelationships
tendtobecome

BROADENINGHEOPPORTUNITYHEO QESTOPSHOM

Thebroadeaclofatypicall i s t rsoubcingelation8hgzsancreateopportunitig¢e crosssellcustomeracross rangeofproductand/ or
servicessimilato theconcepbfaneCommergarovidecreatingnfi e n dali esdipsessibilitied\ consisterttendwewitnesss distributors
seekindo become singlepointof sourcindortheircustomeracrosscomparablproductategoriesr SKUstherebycreating i 0-stag

s h doptlecustomer

The abilityto createthis onestopshopunlockssignificanadvantagefor the distributowhilesimultaneousheducingcomplexitjor the
custome” onestopshopmodetanalsocreatevalueaddedservicepportunitiesychaskittingpf multipl SKUsdntoa readyto-usepackage
Forcompaniedyuildinghe onestopshopcanbe a majorgrowthopportunityfor investorsit is an importandriverof valueas wellas an
opportunifprcontinuedbovemarkegrowth

PROSANDCONSOFAN KIESTORSHOR)

® Distributor ® ® Customer ®

U Additional inventory U Increased single

investment and point of failure risk
fulfillment complexity

U Increased sales and U Significantly reduces
margin opportunities complexity of sourcing

U Reduces competition by U Opportunity to bundle
raising barriers to entry orders, utilize the

U Deepens customer distributor for kitting, etc.
relationship and U Allows the customer to
increases switching costs focus on its core

business
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UNDERSTANDINGESUPPLYCHAIN WHOLESALEDRECTVS DTC I3STRIBUTION

Thewordfi d i s t canmieandifferenthingsdependingn the contextwithvaryingmplicationfor the addressablmarketdayto day
operationgrowtlopportunitiendvaluationfthebusinessNVedefinea distributdargel\oywhoit sellsto’i i.e,, isthebusinesa wholesale
distributog directoconsumef i D @isIribytasr simplyustadistributor?

Distributor

Direct Distributor
OneStep Distributor

Sources product from suppliers ir
bulk quantities and then supplies
these products in smaller quantitieqto
another business

Variations exi st] t
bul ko funct i osiep.
or B2B distributor may, for example
source fasteners, electrical items,
specialty sensors or other niche
components that it sources from vafious
manufacturers. Alternatively, a distybutor
may sell to a contractor; for examplg,
building products where the distribdtor
orders hundreds of doors and sells Jn
much smaller quantities. Regardlesg, the
di stributor -st6ep|per
provider from the supplier to the
customer, who is using the product
component in some application,
assembly or installation.

or

Typically, orstep distributors may uge
an eCommerce portal to supplemerjt
business, but some form of direct (iyle.,
calling or meeting) sales effort is st
required. This type of distributor is glso

wellsuited to handle customized orders,

VAS or similar customer requiremefts as

eart of the "break bulk" process.

\_

Wholesale Distributgr

Master Distributor
TwaeStep Distributor

Sources product from suppliers a
then sells to other distributors or
retailers on a B2B basis

tor
br

ee

b a

In some cases, a wholesale distriby
acts ass vintual hanufacteeerife
follaveing pagpdeffectisety thqldingt
place in a supply chain equivalent t
manufacturer. In other cases, a
wholesale distributor sources product
where it simply does not make econpomic
sense for orstep distributors to sourEe

in bulk (i.e., the tatep buys thousangs,
the onestep buys hundreds, the end
customer buys tens).

Wholesalg dis&rilsutors ociupynae
important market position in contro
the flow of key products, which canjoften
generate strong profit margins. At the
same time, they often face more linited
growth from an addressable markej or
acquisition perspective due to poteftial
channel confli¢tén other words, they
likely cannot buy a-step distributor
who might compete with their other
customers but must look to other
wholesale distributors or to
manufacturers instead.

ing

J

DTC Distributor

Direct to Consumer
Distributor

Sells directly to an individual end
consumer

he
erce

DTC distributors market directly to
consumer, whether through eCom
|eortiaditional media. For consumer
goods, this model blurs the line betjveen
a distributor and retailer, and in sorpe
sectors the DTC distributor may in fact be
the manufactuiieor else controls the
technical knowledge while outsourdi
production overseas (i.e., virtual
manufacturing).

ng

wth,
br a
n

In terms of market potential and gr¢
we often see the question of wheth
onestep or even twtep distributor cg
add a DTC option. This can be quit
effective and a strong boost to both
addressable market and valuation;
however, it must be handled carefujly so
as to not create channel conflict with
existing customers. Most often, we see
stanéalone DTC distributors, unlesq a

onestep (or rarely tstep) distributor
has formed or acquired a DTC elemjent
under a separate brand name in o;];er to
minimize channel conflict.

1”4

\ J

Investord a businesarealwaysocuseanthegrowttpotential boththespecifidnitiativeaswellasthebroadeaddressablmarkepicture

Whersellinga businesst is veryimportarnb clearlydefinenowthecompangoesto marketindwheret sitsin thesupplhychainasthispicture
directlynfluenceitsopportunitiésrgrowttandthusvaluation
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DISTRIBUTORSS VIRTUAIOROUTSOURCERIANUFACTURERS

Distributorisavewidelywaryingapabilitieis termsoftechnicandproducknowledgendapplicatioknowledgenateriadcienceknowledge,
etc Somdlistributorsyhichwereferto asvirtuamanufactureos outsourceshanufacturensaintaiim-housecontrobvertheproductiesign
anddevelopmemtrocessas a differentiatand corecompetencyl hesedistributordesignthe producinhouseand ownthe intellectual
propertyytilizethirdpartycontractanufacture(sfteroverseadp physicallynakethe productghenwarehousanddistributéo customers
throughvariousaleschanneld/Nereferto thesebusinesseasvirtuamanufactureos outsourcethanufacturebecauséhebusinesseare
effectivelgquivaleritbo manufactureirstheeyesof customergnfact manycustomerthinkheyarea manufacturer)

STRENGTHSFVIRTUAIOROUTSOURCEMANUFACTURERS

e Flexibilityand attractivecash flow profileof a distributomatchedwith the technicaknowledgeaind marketprotectionsf a
manufacturer

e Opportunifprrelativeliigheprofimargingnd/ or freecashflowby creating differentiateafferingpy controllintheintellectua
propertgndbyoutsourcinghysicananufacturimga contradbasis

e Morecontrobverproductandbetterableto defendigainsthangingrendsortechnologids/notbeingiedto existingnvestment:
inequipmenrfacilities

° Abilityto achieveleeperelationshipsithcustomerandcreatenewsalesopportunitidsy leveragintgechnicatnowledgm solve
customechallenges

Whileoperatingsa virtuamanufactureomesvithmanybenefitsherearealsocosts Mostnotablytheinvestmentseededn productiesign
anddevelopmerdgngineeringpurcinggndqualitycontrolWhilemanydistributoriscludex mixof "whitdabel'or proprietamgroductsogether
withthirdpartybrandegroductsyperating virtuamanufacturirgrategynayalsolimitcertairacquisitioapportunitiegichasif thetargeis
representiregmanufacturefa competingroduct

Wefindthisbusinessnodetommonvherg(i) thereis a brandingpportunitgvailabléo thedistributo(ji) thereis a highlyfragmentesupply
basewithnomarketilominatinggader(spr brand(sand/ or (iii)the producsolutioraddressea whitespacen themarketsuchas a higher
performingremiunsolutiori forexamplein thewire& cablesectortherearea numbeofproviders/hoofferproductspecificallgesignetb
perfornbetterlongeinharstenvironmentghebelowgraphiidentifiesepresentatiaeeasvherghismodels common

B

HACAN
Building Products eCommerce Consumer Industrial
Desigrfocused items, such as carpet, Highly common for eCommerce consumer Specialty items with low average order
fabrics or lighting, where virtual brands across many categories such as sizes where commodity product does not
manufacturers leverage feedback from  outdoor products, home goods, personal perform well, for example high
purchasers to inform new product design  care and a wide variety of other sectors temperature wire and cable

Foraninvestowirtuabroutsourceshanufactureemablenoredirectontrobvera producbrcategorgndthebrandstory ltalsoenablesnore
directcontrolover marginsand pricing We find this modelalso tendsto openopportunitiefor crossselling valueaddedservicesand
acquisitionsyhichpresentomplementagyowtlpaths Ontheothethandyirtuabroutsourcecha n u f alighewostdarirshbuseadesign
anddevelopmetgamsandtheneedorthesemanufacturetsmaintaidifferentiationthemarketmaypresenthallenge®rinvestorOften,
a blendcanoccumwherea distributowill sourceandsellindividuatomponentsutwill alsoprovidgechnicaéxpertisaroundlesigningnd
buildingalueaddedssembligsirgetingommoapplications
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TERMINOLOGVYATTERSNATIONAIDISTRIBUTO8 DO YOUMEANGEOGRAPH®R
FULFILLMENMODE?

Knowindhowa distributogetsproduci{and/ or servicesjo the customers a key partof understandirits valuepropositioas wellas
opportunitiésrgrowth

Wefrequentlyeethetermnationabr natioavidedistributarsedo describa businesdyutthiscanmearseverathingsintermsfgeographic
reachthetermfi n a t or eveniateriwationalnbe usedin comparisoto a regionabr localdistributoiThisspeakgo howthe distributor
actuallgervegshecustomer

Local Distributor Regional Distributor Nationwide Distributor International Distributor

Wherdiscussing distributorflfilmennodelwealsoseethetermfi n a t thoaghrecomparisoima localorfi h antds p o rkogeThis
referdohowthebusinesgetsproducto marketnothowbroadlyt sells Thefollowingraphiprovideanillustratioofthesdulfillmennodels

Hub & Spoke Fulfilment Model

A hub & spokefulfilmenimodelreliesonii h u b s 0
pointto-pointmodel)yeliesona networloflocations thatstocklargeramount®of inventoryespecially

that receive productfrom suppliersand then slowermovingitems)and who distributeso the
distributdirectlyocustomers immediatdocal marketas well as a seriesof

i s p o ke ssmaller locationsthat provide
localizedalesservicand orfulfillment)

National Fulfillment Model

A nationaffulfilmenmodel(sometimesalleda

U Nationdulfilmernodel$requentlselyona smaller
numberof locationghat can be hundred®f miles
aparttypicallyeveraginthirdpartyshippingervices

U Thefi h u may oontaincentralized/alueadded
todeliveproduct

capabilitiesuchasfinishingrassembly

U Due to the efficiencyof shippingservices rapid
fulfillmentvithin2448 hoursis possibléor mostof
thecontinent&l.S.

U Thef s p ockrbsndinimalsuchas a salesor
serviceffice)canhavelocalinventorgf quickiurn
itemsand/ ormayhavestagin@reas

U Saledorcedornationdlulfillmennhodelsanbefield
or outsidesales teamsdistributedacrossvarious
geographiespncentratadsidesaleseamsoroften

U Hub& spokemodelsfrequentlyely on company
operatedownedor leased)truckingand delivery
vehicleso servicebetweerhubs/ spokesor to

acombinatioofboth
Many distributorswith this model also provide

providélastmile'localdeliveryfulfillmeris oftena
keypartoftheinocalalueproposition

additionalalueaddedservicesvherealocakouchis ]

For these models,a local presenceis typically
lessimportant

importanto servingsmaller)ess sophisticatedr
highly diverse customerspr where incremental
valueaddedservicesanprovide keydifferentiator
(suchasvendomanageéventory)

Forinvestori a businesghetypeoffulfillmennodetioesnotbyitselfdefinea cleardemarcatidn value Insteadit provides criticaframeof
referencéo understandirggc 0 mp apesativsandgrowthprofile Forexamplea nationafulfillmentnodeimayhaveopportunitiee add
geographidensityithnewlocationsutis morelikelyto be focusean growttof thesalesforce customeacquisitioandexpandinthefi o-n e

stops h gpmducbpportunitysrowttof hub& spokefulfillmentnodelss typicallymuchmorefocusedn geographiexpansioandfi i roff i | |
territoriesis wellas opportunitie® crossselladditiongbroducteindaddvalueaddedservicesuchas vendomanagedhventoryprograms
Bothmodel®fferopportunitiesewardsindpotentiatosts
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Market Landscape Observations A!' TMCAPITAL

SUCCESS. REALIZED

AUTHORIZEDISTRIBUTQRRSKS REWARD®: COMPLICATIONS

Animportanmuancedo understandirggd i s t rplatewithimts markestructureccurswithauthorizedistributorsranchiseesr similar
situations/hereghedistributdrasa discret@roducset,saleschannednd/ orgeographierritoryn whictitis contractualétlowedo operate
By definitionthisarrangemeibiothprotectshe distributowithina discretenarkeareawhilealsolimitinggrowthopportunitiesutsideof this
protectedrea

Authorizedistributaigreement@rethemosttommoirrangemettiatoccuraithindustriatommercialindbuildingproductslistributorsn
thissituationthe manufacturersuallyhasa strongorandnameand/ or reputatioin the markewhichit is seekingo protecby asserting
additionadontrobverthechannelto marketin somecasestheserestrictionsanbeverydetailedvithsubstantiaklationshipoweremaining
inthehandfthemanufacturéiorexampleRarketHannifiproductandveryclearhstructuregathwayfommanufacturéwendcustomer
Forsomdlistributorsellingequipmertiongsidpartandcomponentt)eseelationshigsmnstartoresembla dealestructure

Otherrestrictionsanbe muchmorerelaxegforexamplein the plumbingroductsr doorhardwarsectorsthereare oftenmanyproviders
competingp sellthe samebrandsandproductén the samemarketsbutall providerare officiallyauthorizedistributor©Often thistypeof
arrangemeis in placemoreto generatenarkevisibilityandattempto prevent distributdiromsellingcompetingroduclinesi thoughwith
scaleor througlacquisitiongventheserestrictiontendto losestrengthDistributdranchiseagreementarelesscommorbutfollowsimilar
patterngntermsofpracticadffects

KEY QUESTIONSOUNDERSTANDIME THORIZEDISTRIBUTORBRFRANCHISRELATIONSHIPS

.———<° Breadth of restrictions (i.e., geographic, product, sales channel, etc.)

._ @ Length of contract and ease or difficulty of manufacturer switching

® e Availability of acquisitions and any restrictions, ROFRs or approvals
needed from the manufacturer on an M&A event

.—@Supp ier concentration and size of the ¢

I
. eDistributorﬁsrelationship with the manuf a
as a oconsolidator of choicebo

.———@Manufacturerﬁs appetite for distributor concent

Theextentowhichtheserelationshipggenefibrrestricthedistributatependsnthesituatioyoftenthereareelementsfboth Forexamplea
definedgeographiterritonjpothprotects distributoagainstompetitiotat leastforthatma n u f a praductshetal€ogotentialllimits
growthf adjaceninarkethaveexistinglistributors place Theserelationshipasotendto resultin moreregimentegricingstructuresvith
manufacturecspturingnoreoftherelativerofitmarginalbeiwithdistributors turnfrequentlilavingprotectionsuchastheabilityto return
unsoldnventory

Incontexbfa potentiadaleor capitaimarketsransactiomuthorizedistributaelationshipmancomplicatéhepicturejuicklyparticularhyhen
a businestasmultipleroducts;ategoriesr brandsvithvaryingestrictionis forexamplef a distributazansellProducK andY in StateA
butonlyProducK in StateB. Clearlynappingheseoutforinvestoralongwithapprovalequirements transferestrictionis animportarpart
of anysaleprocessBuyeramayseekto solvethe problenof potentialimitationshroughacquisitionsf distributora adjacenterritories,
distributorsf similaor evencompetingroduclinesor brandsetc Theactionabiliyfthisstrategganbe a keydeterminaif valuen a sale
process
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V. SELECTED CATEGORY HIGHLIGHTS

DIVERSRANDUNIQUENDUSTRYANDSCAPE
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—
A

% (I> MECHANICAPRODUCTS

000
—_—
07

OPENING® ACCESSCONTROL

INDUSTRIAL& COMMERCIADISTRIBUTION

éﬁﬁ ELECTRICACOMPONENTS
@? FASTENER& CGPARTS
HO)X) MOTION& FLOWCONTROL

@ PPE, SFETY& GONSUMABLES
(&7

:é}; ADDITIONABPECIALTY
B
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Category Highliglguilding Products

\/
Al tmcariTal

SUCCESS. REALIZED

CONSUMER. COMMERCIADURABLE®ISTRIBUTIOBIOVERVIEW

oy N
I

Consume& commercialurablesonsist®f productsypicallyocatednsidethe
home or commerciaspace (with the notableexceptionof those designed
specificalfiorfi o u tl d ovapplicgtionsuchas softandhardflooringlighting,
wallcoveringsas wellas decorativaccentssidetablespr occasiondurniture
Theseitemsare generallyonglasting put unlikegenerabuildingproductsare
frequentlyeplacedvellbeforeheendof theirusefulife Theoveralll.S. market
forthesecategoriesncompassegellinexces®f$40billiorinannuasaleé.

Consumeaxndcommerciaurablegxistacrossa spectrunof pricepointswithin

anygivencategory lowerpricepointitemstendto be morefi n e urtdesign, 0

withfeweffeaturesandareintendedorhighetraffiareasorlowercostbudgets
Higherpricepointitemsare typicallyheavilydesigrcentricwith pricein many
casexotbeinga topthreecriterian purchasinfbehindlesigror look,qualityof
materialandavailabilitgf coordinatingroducts)All of thesecategorietendto
havea strongaftermarkeeplacememtemandlementwithhigherendbrands
anditemdnparticulareindesssensitivéoeconomiftuctuations

Thereare a varietyof typesof distributorservinghis marketacrossdifferent
pointsnthesupplyhainincluding

A

Wholesalers Importer§ Thereare manybrandswho act as outsourced
manufacturergither designingoroductinthouseor relyingon overseas
suppliersthenimportingand distributingp showroomser othercustomers
SomeofthesehavealsodevelopedneCommergaesence

Showroom& B2C Distributoris Traditionalistributioto theendpurchases
throughocalshowroomwhoworkwitharchitect& designerdjomeowners,
propertynanagerstc Theytypicallyravelimitedn-stockinventorgndover
thelast10+ yearghisecosysterhasconsolidateahdshrunkwithremaining
group®fterfocusednhigheendcustomerandbrands

Retailer§ Massretailersuchas HomeDepotor L o w @rdasgerflooring
retaichainstypicallgervdowerendcustomerandargeorders

Installers Somefi d i s t areablaiotsaurcair@ctlfrommanufacturers
orwholesaletsutprovidelirecinstalandturnkegervices

| M

Platform Valuations PE Activity
KEYVALUEDRIVERS

. CATEGORPEVELOPMENTS

Significant overlap between direct manufacturers e
desigrdriven distributors / importers who sell to the
market channels

Outdoor living remains a key growth driver for this
reflecting sustained consumer demand

Style and design are key elements for many categ
leading to wide ranging price points; designers anc
architects are a key focus for higher end brands

ATTRACTIVEECTORANTTRIBUTES

t

Market Fragmentation

Distribution exists across multiple levels of the sup
chain, including B2B wholesalers, B2B/C fulfillmen
eCommerce, as well as service & install opportunit
Higher end products tend to be vemyristgie not
price, and frequently replacement sales, offering
insulation from market fluctuations

Distribution margins tend to be strong, particularly |
higher end products, with various national build out
product croselling opportunities

e |

Level of Valusdded Services

Discount Factors)

Premium Factors

Price Driven (Lower End, New Construction, éenand Drivers DesigiDriven, Aftermarket & Replacement Needs

Mass Retail, Commodity eCommerce (i.e., A Goto-Market Strate¢ High End Showrooms, Architect & Design, eCorr

Lower End Commercial (i.e., Officef;avhil§i EndMarket Exposul Higher End Commercial, Single Family Resident

Rely on Overseas Designers Product IP

InHouse Design & Development

Limited to NoneValueAdded Service QuickTurn Installation, Light Fabrication (Some Models)

Showroom & WatkBased of‘®Party Reps Sales Model

Value or VolumBased Trade Brands Branding

Grandview Research

(1)

Architect & Designer Focuséthuse Sales Teams
Higher End, Desigocused & Consumer Brands
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Category Highliglguilding Products A!' TMCAPITAL

SUCCESS. REALIZED

CONSUMER. COMMERCIADURABLE®ISTRIBUTIORISECTORSPOTLIGHTS

oy N
I

FLOORIN®ISTRIBUTION

TheU.S. Flooringnarketepresents$22 billionin annuabale$), of which
~4M% is carpet& rugs,~20% is woodflooringandthe remaindencludes
LVT,cerami@ndporcelaitile,andothematerialsApproximatebs60/
of thismarkets forresidentiapplicationsyiththe remaindecommercial
Themarkeincludes widerangeof manufactureaswellasimportersyho
in turnsell throughshowroomsarchitec& designesales,andretailers
Theraarealsoa varietyof i d i s t whiopboviderstallsevicessuchas
forquickurnmultifamilyorofficeurnovers

REPRESENTATIVAEOWNEOPLATFORMS REPRESENTATINAEIBLIG& FRIVATEPLAYERS
3 N
EXPRESS : S A
a FLODRING @Ga"eher HAPPY FLOORS _ @;@ N '
(N> LL Flooring'
Valesco Transom Capital Platinum Equity

NWR PARAMOUNT e rugs direcl m Nebraska ProSource

NORTH WEST RUBBER FurnitureMart ——WioLesaLe

TorquedPartners Platinum Equity L2 Capital
RUGSUSA  croup :

GROUP STANTON RITERUG

STUDIO FLOORING UTTERMOST
Francisco Partners  Keystone Capital Dunes Point

WALLCOVERINGBISTRIBUTION

Theglobalallcoveringndwallpapemarkegenerateapproximatefi2

billionin annualsales,with NorthAmericaand Europeas the largest
componeri® The marketis highlydecorativand desigrorientedand
includes widerangeof manufacturees wellasdistributorerhobothsell

onlinethroughshowroomsand to designersConsumesentimenhas
largelshiftedsuchthatwallcoveringseusedselectivelfforexamplén a

bathroomys througholdrgesegmentsfthehome

REPRESENTATIVAEAYERS
Carnegie . B 8kkvos
Blue g 5 A R kravet

Fonds d&olidarite Calera Capital Dunes Point Capital

Norwall ® mMomMenTUM MDC o sorsrions Stinson
Privat The Riverside Company Keystone Capital

THIBAUT YORK

American Pacific Group Industrial Opportunity Partners
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(1) Grandview Research, US Flooring Market
2) Grandview Research, Wallpaper Market



Category Highliglguilding Products A!' TMCAPITAL

SUCCESS. REALIZED

() CONSUMER: GOMMERCIADURABLEDISTRIBUTION SECTORSPOTLIGHTS

o0
i

DECORATIVEGHTIN®ISTRIBUTION

The marketfor decorativdightingincludeslamps, pendantssconces,
chandeliergndsimilacategorietypicallylesignedorthehomeor higher
endcommerciapplicationsheredesignstyle,andlookareimportanto
thepurchaseiTheNorthAmericamarketepresents$15 billionn annual
salesgrowingat a 2-3% rate,withwidelyaryingricerangesandsteadily,
growingeCommercasél. Thereis somewhatf a grey areabetween
manufacturesschasAcuityorHubbeknddistributors

REPRESENTATIVAEOWNEOPLATFORMS REPRESENTATINAEIBLIG& FRIVATEPLAYERS

FLOS
o CURREY #FERGUSON HINKLEY

A © o M F A N Y Bath, Kitchen & Lighting Gallery

ARTERIORS Circa LIGHTING

Northwest Equity Leonard Green &

Partners Partners The Carlyle Group

PATEY) e p—

e eaMLY DIMORA
ig)ILLumus.  kravet st ] 3 BT ZHUDSON VALLEY mc LITEZX
Harbour Group Dunes Point Capital Clearlake Capital

ROGRESS Rl . .
ifSAive . wapimy tigkts Il [lupninii

Kingswood Capital ~ Freeman Spogli

CEILINGFANS TABLESACCENTS&DECORATIVEURNITURBISTRIBUTION

Ceilingans,decorativendtablesmirrorsfurnitureandotheraccentsare
usedto accentuatdesigrelement®ftenfoundwithlightingcarpetand
othercategoriesThissegmenis notto be confusedavithmoretraditiona
furnitureamanufacturiranddistributiorthoughis oftensoldthrougtthose
channelss wellas by lightingorovidersT hiscategorys oftencombined
withhomegoodgi.e., decorativgillowsandsimilaraswell

REPRESENTATNAEOWNEDPLATFORMS REPRESENTATINAEIBLIG& FRIVATEPLAYERS
BSBITALIA k 1
ARTERIORS \ 1 B os
|Gl kL CRAFTMADE CURREY  #FERGUSON
NS 27 The Carlyle Group Dunes Point Capital
Partners
ROGRESS Rl S . :
ullivans w -
HeHTING L 1T E X LUtDITY LIGHTS
Kingswood Capital ~ Freeman Spogli ICV Partners
UTTERMOST
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(1) Grandview Research; North American Decorative Lighting Market
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SUCCESS. REALIZED

27 GENERAIBUILDINGPRODUCT®ISTRIBUTIOBIOVERVIEW

TheU.S. markefor buildingproduct&ncompassedensof billionsof dollarsn

annuakpendingcrossa widerangeof categoriemcludingxteriorinteriorand
landscapapplication&enerabuildinggroductsanincludéumberframingtrim
andsidingroofingnaterialgjeckingndrailingdrywall gypsummoldingstone,
paversandmanyotheproductypes

Inadditiontherearea widerangeof specialtproductsr productsvhicmeedto
be semicustomizetb the individuahomeor commerciapace For example
guttersand cabinetsthat are typicallycustomizear customcut to fit the

CATEGORDEVELOPMENTS

measurementsreachindividugiome specialtynaterialsuchasterracottaor
materialorpoolsornichalistributorsfferingpardwaresabineknobsor similar
productg bothmanufactureaswellastotheaftermarket i

The marketfor generalbuildingproductsincludesthousandsof individual
distributoratthelocalorregiondevelogethewithlargenationadlistributorand
massretailerswith hundredsf locationsThis dichotomys enabledby the .
diversifiechatureof the customeibeingserved,rangingfrom large national u
homebuildersr contractorgp smalleror highlyspecializethstallersto single

truck contractorsto homeownergperformingDIlY projects Ultimatelyeach
installatiofis highlffocalandtheonsitecrewneeddobeableto easilysourcehe U
productandtoolsneededo completéheirwork

There has been notable recent consolidation amor
national distributors (Home Depot / SRS and QXO
Beacon, for example)

Tariffs have caused swings in product availability
pricing, for example lumber varying from ~$560 to
$700 per 1,000 board¥eet

Political support for increased new home construct
been vocal, though tangible results remain mixed

Distributorendto focuson the professionahstalleandcontractothannelsas ATTRACTIVEECTORNTTRIBUTES

they offer repeatand recurringousinesswith massretailerssupportindpoth
contractorand the DIY customerDistributorassistin stagingmultiproduct
ordersfor jobson an asheededdasis,enablinghe contractoto focuson the Q
installprocessand minimizedowntime Despitethis, digitaltoolsremainfairly
limitecandsalesarehighlyrelationshigriven e

Therearesignificareconomiesf scaleandcrosssellingppportunitigsombeing

ableto offera onestopshopto customersyhichhasdriverongoingonsolidation
acrosghemarketTherearealsostrondongtermtailwindsupportingemandor e
bothnewconstructioandrepait& remodehctivitydespiteneartermuncertainty
causedbyinterestatesortariffpolicies

2 ) A AN

The U.S. remains substantially underbuilt in terms
home construction, with a shortage of up to 4 millio
needed new horffés

The repair & remodel market remains consistently
particularly in expensive housing markets where th
limited prbuilt options

Significant opportunities remain to digitize and ado
eCommerce tools, mobile ordering, etc. to different
and boost sales

Platform Valuations PE Activity Market Fragmentation  Level of Valu&dded Services

KEYVALUEDRIVERS

Discount Factors( Premium Factors

New Construction (Particularly Tract Hom&®mand Drivers Repair & Remodel / Aftermarket

Mass Retail or DIY Customer Focus Pro / Contractor Channel

Highly Local or Limited Regional Scdpeographic Reach Large Regional or National Scope

Highly Regulated with Lengthy Review ProResgdatory Environn Permissive Environment with Streamlined Proce:

Commodity  Product Type  Niche & Higbnd Categories

Minimal Beyond Order StagMalueAdded Service Finishing & Customization Services; Occasionall

Traditional Orderin@oto-Market Strate¢ Digitized Ordering, Tracking & Inventory Manage

Limited History or Highly Niche, Small Markeguisition Story Proven Platform with Roll Up Opportunity

(1)  Trading Economics; Commodity Lumber
2) Realtor.com
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SUCCESS. REALIZED

&7 GENERAIBUILDINGPRODUCT®ISTRIBUTIOBIREPRESENTATIVEANDSCAPE

LARGENATIONADISTRIBUTORS

@wmBeR SEC  mmmmmanun  Q\Bulders  (>comensrone &
upply Co. inc. 4Fl urce i Toundiwion Bellding Malerials
Doman
Im%m nwm:mmtw%m BLILDING PRODUCTS, INC. Ro N m _ @
Clearlake Sycamore Partne Platinum Equity
REGIONADISTRIBUTORS ROOFINGQUTTER® EXTERIORS
ACCENT @ oo I s
Boise Cascade’ F q R .
Apollo Pacific Avenue Fonds deolidarité CID Capital
entral
C—AHT&,E,,,E uilders ﬁ ﬁ @ /iy
Supply Company GOODFELLOW GOODFELLOW
Great Range
FI I:,II'.\,LQLM,AR 5&12!&!5 Bulldlnag Products @ LANSING on
Court Square Boyne Capital Markel Ventures
CABINETS
MBS () PACIFIC COAST
McKILLICAN Modorn Bullders Suppiy, ne. et covpans
ey rias Kitch rE A
?"aswum EF T STORE
. SMEDE-SON STEEL Valesco Ninth Street Boston Harbor
%;{&}gb&as&g&; & Supply Compmnm;
tag velatiiechips sies
Strength Capital Credo Capital SPECIALTHARDWARE
[ <
= S350 T E.B.BRADLEY CO. Qkichelieu
= Ch SPECIALTY BUILDING PRODUCTS® — pecialy Hndtare & S e -
& ResTs T . HARDWARE COMPANY
Building Industry TIC T PSP Capital
MASSRETAIL

The helpful place.

EREome

Desjardins Capital

. SN

COMPONENT& HARDWARE

My cEwcee @emey

&= ABC STONE

Chicago Capital

OUTDOOR
LIVING

Trilanti€apital

$BostonValley
“5 TerraCotta GRSTERN METAL SUPPLY
NewSpring Capil CCMP Growth Wynnchurch
. = THE MERIT
g PDOLCORP a §!EEE!1§ DisTriBUTION GROUP

Whars Dusdoar Livog Cons o LR
Stane Center

Center Rock

B

Equicapitéhcome

il
U.S. FENCE SOLUTIONS

Building Industry
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Category Highliglguilding Products

s
I{:é;}| MECHANICAPRODUCTE®ISTRIBUTIONOVERVIEW
FE0 —

Distributorof mechanicabuildingproducts(HVAC, plumbingrefrigeration,
electricalyerveas the criticalink betweermanufactureiend the contractors,
buildersprenduserdnstallingheproductsT hismarkeencompassélousands
of SKUsacrosshundredsf brandnameghatservebotha newconstructioas
wellassteadyepai& replacememnarkeheed

Mechanicglroducts: componentare criticako the properfunctioningf both
commerciandresidentiduildingsindarea highlyvisiblepointof failure This
necessitatesapidrepairscreatinga distributioneedwhichis highlylocalized,
oftensmalticketin natureandfrequentlgamedayor nextdayfor aftermarket
applicationdNewconstructiois moreprojectbased but the individuaimix of
SKUsneededs oftenspecifi¢o theindividuadtructurevhichlimitsthe abilityof
contractor® buyin bulkthoughthereare a numbeiof industnbuyinggroups
whichdistributorsustnavigateAs a resultdistributorservea criticafunction
acrossllaspect®fthebuildingroductindustrandhaveenjoyed longtrack
recorabfexpansiobyprovidingssentiagervicesuchas

A Broadnixofreadyto-useinventorfortimelyandmissioscriticabpplications

A Reliablgproductexpertisdor constantlgvolvingproductechnologylpcal
buildingoderegulationandbuildespecifications
A Samernexidaydeliverysupportingarts& servicerextendedrediterms

Giverthelocalizeahatureof fulfillmenthisindustrys highlyfragmentedndthe
majorityof distributorare dedicatedo discretesubsectorgfocusingn HVAC,
plumbingsefrigeratioor electricallargemationaplayersuchas Fergusoior
Wastcooffera widerrangeof productsand increasinglthereare acquisitive
regionabr privateequitypackeglatformseekingo crossselladditiongdroduct
categoriegrleveragexistingontractefiocusedistributiofootprints

Lastlyprandelationshipsattei particulariyn HVAGandplumbingyherehere
are bothconsumeand professiondirands Mostmechanicgiroductsequire
authorizedistributaelationshipgithOEMsandthereremairsomdimitationsn

providingompetingrandsThisis mosimportarfornewconstructicasa robust
nonbrandedftermarkegiersists

a n

\/
A},TMCAPITAL

SUCCESS. REALIZED.

CATEGORDEVELOPMENTS

. Distributors are increasingly diversifying into adjac
U  major categories (i.e., both HYAC and plumbing), |
trend is still early with opportunity for consolidators

Longterm under construction in new housing builds
creates pressure and growth tailwinds

Aging housing stock and mixed existing home sale
trends are driving ongoing R&R spending

ATTRACTIVBECTORATTRIBUTES

e Highly visible point of failure drives R&R demand a
provides insulation against market fluctuations

AHourmsdhlaped o di stributi
e fragmented industry providearulyuild opportunities
and subsequent exit opportunity to large strategics

e Highly localized distribution is difficult to replace vi
eCommerce, significant/l

T D

Platform Valuations PE Activity Market Fragmentation  Level of Valsedded Services

KEYVALUEDRIVERS

Discount Factorg)
Primarily New Install Demand Drivers
Large Orders / MSlistem Revenue Mix
Lower End & New Build Residenti@@ustomer Focus

Local or Small Regional Geography

Premium Factors

Parts & Service Focused

Single System / Small Orders
Commercial and Premium Residential

Diversified

Minimal or Builder StagingalueAdded Service Install & Service Work

Single Brand Brand RelationshipsMultBrands or Price Points

Single Category  Product Mix

Diversified Oi8top Shop
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SUCCESS. REALIZED

S
%{@(I) MECHANICAPRODUCTEISTRIBUTION SECTORSPOTLIGHTS

HVAC BTRIBUTION

The U.S. HVACmarketis estimatedo be $30+ billiof and has grown
steadilydueto populatiogrowthyisingglobaltemperaturesand changing
technologialrivingeplacemespendini favorofenergyefficiensystems
HVACdistributoraretiedto welknowrbrandsandseekto buildlongterm

contractorelationshipsupportingothnewandaftermarketales Thishas

resultedn strongM&Aandprivateequityactivitythoughtthemarketemains
fragmentefloma productlistributioperspective

REPRESENTATNAEOWNEDPLATFORMS REPRESENTATIVAEBLIGX FRIVATEDISTRIBUTORS
TigertaiCapital Madison Dearborn  Fonds dsolidarité
" THE - FW WEBB COMPANY 25 FERGUSON | LAl
(G) (ﬂ o i m ‘ marcone oLt
Platinum Equi BBH Genstar Capital
i P HABEGGE] A Hercules JEN JoHmSTONE
—“(v E EF COMFLETE HVAC SOLUTIONS INDUSTRIES B
Master e <rEAGER
Novacap IOP Tenex Capital MKOCH g?ggm MICHEL idHarvey:
T ereaman il

SURPLUS CITY

watsco Winsupply

Investcorp Kian Capital Foxhole Group I — @IRETENERS

PLUMBINGKITCHEN: BATHDISTRIBUTION

The~$30billionU.S. plumbindixturesnarke? is splitapproximate0/ 40
betweerbathroonand kitchenapplicationsStrongR&Rspendingoupled
withwaterconservaticandenergyefficienchavedriverattractivgrowthin
this market Brandnamesare importanfor visiblecomponentsuch as
faucetsthougla strongprivatdabelaftermarkeixists Theplumbingxtures
markets highlyfragmentedithhundredsflocaldistributorandgrowindput
undeipenetrateprivatequitynvestment

REPRESENTATIVAE=OWNEDPLATFORMS REPRESENTATIVAEBLIG& FRIVATEDISTRIBUTORS
[ |
£ THE c ) -7# Tl nsds -
EM:D CORPORATION \ﬂ E%HEE . Ch%wgn’ %’r E gEﬁgENRY, INC
Great poople. Great products. DESCHENES
Blackfriars Capital BBH Fonds d&olidarité
f M marcone
HOMEWERKS
H.l.G. Capital Blackstone GenstaCapital 25 FERGUSON | FIRST SUPPLY H Ajoc A
PA
> S RF,
€3 PRO fm
> reece GRAINGER Winsupply
CID Capital Blue Sea Capital Tenex Capital group pm— e
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(1) Grandview Research, U.S. HVAC Systems Market
2) Grandview Research, North America Plumbing Fixtures Market
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MECHANICAPRODUCTBISTRIBUTION SECTOFRSPOTLIGHTS

REFRIGERATIARRODUCTOISTRIBUTION

Therefrigeratiomarkets oftenhighlyanalogout the HVAQmarketwith
manydistributorservingooth Refrigeratiomoweveris highlycommercial
focusedndas suchtherearea numbenof industngpecifidistributorarho
providevalueadded applicatiorand technicalknowledgeRefrigeration
focusedlistributorsendto havea higherconcentratioof equipmergales,
thougltheyarehighlymotivatetb capturéucrativaftermarkgartssales

REPRESENTATIVAEOWNEOPLATFORMS REPRESENTATINADBLIG& FRIVATEDISTRIBUTORS
N9 EMPIRE mumsso~  idrson  Auesican  Chagal
/ EQUIPMENT SR T T REFRIGERATION sumPLY

Shilling Group PNC Riverarch Redwood Holdings

~ EW. WEBB COMPANY
i e W2, i oW e
Master Partstiown s wsmermsamess 9‘“‘45

nnnnnnnnnnnnnnn

Berkshire Svoboda Graycliff
Novacap Partners Capital Partners Y RSD @
REFRIGERATION SUPPLIES DISTRIBUTOR

ELECTRICAPRODUCT®ISTRIBUTION

Electricaproductdocusedon the commerciahnd residentiainarketss

primarilgriverby newhomeconstructioor repait& remodeirendspothof

whichhavestronglongtermtailwindsThis marketis subjectto a higher
degreeof certificatioandregulatoryequirementsyithevolvindechnology
and a focus on energy efficiency smart technologyand connectivity
acceleratingrowthThismarkets moreconsolidatetthanothermechanical
productghougimanysmallelocabndregionaduppliereemain

REPRESENTATIVAEOWNEDPLATFORMS REPRESENTATIVAEIBLIGE FRIVATEDISTRIBUTORS
| | A el %;*
Colonial, c.> ms) chﬂe'u‘fﬁy B @ED
et
DESCHEMNES
Main Street Capital Fonds d&olidarité Sentinel Capital CRESCENT
.%%%Fw % . RESAGER € TEAMAIR r @ ®
{ | e %f‘“‘ [ o AN L) N ow GraybaR.
CID Capital el Tenex Capital Kian Capital
Partners Lce. osonepar WY
m;m [Giie o a— Powered by Difference wesco
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7z OPENING® ACCESLONTRODISTRIBUTIOBIOVERVIEW

Openingandaccesxontroencompasseaorsdoorthardwarémechanicand
electroni@accesscontrol) windowsand other perimeteicontroland security
productsTheseproducthavea rangeof variationsn desigrvs functionality,
commoditys specialtytechnologyevel (i.e., mechanicals electronicand
qualityrpricepoiniie, i b u g I dvd gr&mium)

Fordistributorhesevariationsreatesignificardpportunigsvirtuallgveryend
applicatioaropenings semicustonto someexteni whethespecifisizingmix
of componentsr hardwarehow it is beinginstalledor buildingcode and
regulatorgriven Thisis especiallyruein the aftermarketyhichcanincludea
singleopeningup to a majorrenovatiorEvenin the newconstructiomarket,
distributorservea criticafolein stagingroductorthejobsitandinmanycases ~ ;  Electronic access control is driving substantial gro
doindinishingpreassemblygr kitbuildingvork Distributorservea vitalroleas across the industry that is expected to continue
manufactureasenotequippetb provide¢hislevelbfsuppororservice

At the supplieflevel, there has beensignificantonsolidatiowithinthe door ~ j  OEM consolidation increases importance of brand
hardwareand windowmanufacturinigdustriesn particularAs a result,brand relationships as well as private label opportunities
relationshipeatteandmostistributof®cugurchasewitha smallenumbeof
suppliergrordettomaximizpurchasinigverageNeweandsmallebrandgend
to be regionabr offerspecialtyapplicationg/hichcan createopportunitfor a
distributawhounderstand®wto sellandsupportheseproducts

Keydriversof abovemarkegrowthare (i) electroniaccessontro( i E Au@o ) AT TRACTIVEECTORNITRIBUTES

CATEGORDEVELOPMENTS

Distributors are creating differentiation between thq
U  serving larger new construction projects, smaller a
aftermarket sales, and specialty applications

(i) specialtppplicationd hevastmajorityfdoorsandnonrwindovepeningstill Highly fragmented industry with continued-M&A rol
relysolelyona mechanicdbck,andthe potentialor EACremainsubstantiah opportunity, particularly in the aftermarket and spec
the commerciainarketin particularEAC requiresdifferentiategroductand applications

applicatioknowledg® sellandsupportvhichmanydistributorare seekingo
buildoracquireSimilarlythesteadygrowttofelectronidevicesinddatasecurity Critical need requiring a high touch service elemen
requirementsgeneratingtronggrowthin specialtgpplications creates strong reoccurring sales

Lastlytheras significantalueaddedservicavorkavailabléo distributorsuchas i ) . .

cuttingto size,addingframesjnstallindhardwareinstallation% programming Opportunities to introduce recurring service elemer
Someare also beginningo expandinto recurringvorksuchas serviceand the aftermarket, such as repair and install

maintenandetheaftermarkethichtendd¢obehighmargin

7 ‘ A >

Platform Valuations PE Activity Market Fragmentation  Level of Valu&dded Services
KEYVALUEDRIVERS

Discount Factors( Premium Factors
New Construction FocusedDemand Drivers Aftermarket / Repair & Remodel Focused
Larger, ProjeBased Orders Revenue Profile Recurring and Smallaket Orders
Cyclical or Seasonal ExposutedMarket Exposul Highly Resilient or Mis€ldtical (e.g., healthcare)
Single Location or Smaller Regional Geography Larger Regional or National Players
Inventory FocusedvalueAdded Service Logistics and Technical or Application Knowledg
Price Based Sales Orientation Knowledge and Service Based
Low Product Cost; Discretionary ItenCost of Failure = Highly Visible Point of Failure

Single Brand or Lower Quality Bramitand RelationshipsMix of Welnown Brand Names
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Category Highliglguilding Products
OPENING®. ACCESSCONTRODISTRIBUTIONSECTORSPOTLIGHTS

-1-1-]
E$3
P
o7

COMMERCIA% ARCHITECTURRIOORS HARDWAREXELECTRONIBCCESSCONTRODISTRIBUTION
Theglobamarkefordoorsdoorhardwareandelectroniaccessontrols

wellin excessof $100 billionand growingsteadilywith electroni@access
contro A E Adgmonkstratinge strongesyrowthratéd. Residentialoors
areprimarilyvoodor compositeyithhardwaréocusingn styleas muchas
functionand EACto datefairlylimited The largercommerciadoor,door
hardwargndEACmarkeincludes widerangeof specialtgpplicatiorend
is thetargefforalmostll EACsales Thiscommerciaharkets alsoseeing
stronggrowthas a resultof energyefficiencgemandanincreasedfbcused
on securityand evolvinguuildingcoderegulationsThe commerciaharket
alsogeneratesubstantialftermarkeiemandndservic@pportunities

NATIONADOOR& HARRDWARBISTRIBUTOROLLEUPS
H THECOOK . —
(N Builders oxe . JBP osmersee LAFORCE ShPACE
CD&R DNS Capital

4 FirstSource
Platinum Equity

REPRESENTATNREGIONALMD-SIZED ANDSPECIALTDISTRIBUTORS
REPRESENTATINAEBLIG& FRIVATEDISTRIBUTORS

REPRESENTATIVAH=OWNEPLATFORMS
IMAC -B- 5 £
AS?‘??.SSMT s JOHNSON DeER mm‘goup %@%&m
Speyside Equity  North Branch CapitalDyson, Dyson & Dunn
Hammond HIMMEL'S
=] INTEGRATED . D ot naeniien e er Compan,
I KENDELL L] oPEniNGS LOCKMASTERS
SOLUTIONS
Keystone Capital Frontenac Dominus Capital ﬁrﬁb KELLEY 1
%00 (|} GUARDIAN
‘ 9 Regional Brands ACCESS SOLUTIONS WALSH
CenterOak Partners PDHGroup ITRUDOOR e

CID Capital Ancora\dvisors
REPRESENTATIVMARDWARBMASTERDISTRIBUTORS

TOP NOTCH' US LOCK SUPPLY

|eee[SECURITY
/LOCK DISTRIBUTORS DISTRIBUTORS

it banner® ©SECLOCK
Tailwind Capital

REPRESENTATIAEECTRONIACCESSCONTROEFOCUSEMISTRIBUTORS

ACCESS

Birect) AHS | gt

Grandview Research, Doors Market

ADI  AXR

(1)
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Category Highliglguilding Products A& TMCAPITAL

SUCCESS. REALIZED

The$12+ billionU.S. windowindustry includesa mixof wood vinyl,and

aluminumproductsvhicharecustonit to themeasurementéeachspecific
opening Distributions traditionallyhroughlocal lumberyardsr building
productslistributorshoughherehasbeena growingnarkesharedriverby

directoconsumemarketingpcusedwindowplatformsThereis also a

smalletutattractivaetworkfspecializedindovdistributors

REPRESENTATIVEMBERYARR BJILDINGPRODUCTE®ISTRIBUTORSFFERINGMNDOWS

E == Bui ) TN

ST ilders 9 CORNERSTONE WX KODIAK LANSING
gu_p-pr_Com AALL&LAS k“ FirstSource (/ BUILDING BRANDS Q‘:\j& ................ @ bl

Huron Capital Cross Rapids Capital CD&R Court Square Markel Ventures
"~
My wese @ T . eumsmm A woodgrain
N THOMPSON CREEK ()
Regional Brands WINDOW COMPANY

AEA Investors Ancoradvisors

REPRESENTATNARECITO-CONSUMERMNDOWDISTRIBUTORS

EWAL " ]
‘Ch' Great Day @ &7 ANDERSEN Ad §|NDOWS& DoSoE & E8 WEST SHORE “A, WINDOW%=
‘mpmvements The Difference is Clear!. HEMNE WINDOW NATION =USA="\.
Littlejohn & Co.  Harvest Partners Koch Equity Leonard Green AEA Investors H.l.G. Capital

GARAGEOVERHEADS $ECIALTDOORIDISTRIBUTION

Garage,overheadand other specialtycommerciatioors have unique
requiremengdbuildingodesrersudraditionantryorinteriodoorsThey
alsotypicallyequire highedegreefservicevorkoinstalandmaintainAs
aresultthedistributioof thesedoorss highlycorrelatetb thedock& door
serviceindustrywhich generatesubstantiatecurringrevenueand has
attractedignificangrivatequityattention

REPRESENTATIVAEAYERS
AvLmarkDooR il DE K EMS)
ad ANy (e ERSTERN HETRLSUPPLY )
LLR Partners Guardian Capital Desjardins Capital Wynnchurch Capital
< i P /___\‘\
\@nico LOCKMASTERS | Sez=tineoch ]
Trivest Partners Dominus Capital
. \

Clearlake Capital Soundcor€apital Warren Equity
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Category Highlighhdustrials & Commercial 4! TMCAPITAL

SUCCESS. REALIZED

ﬁ ELECTRICACOMPONENTRISTRIBUTIOBIOVERVIEW

Electricatomponerdistributiois a largeandfragmentetharketepresenting
diverseangeof productincludinglectricahssemblie®oxesgircuitsconduits,
fittingsfuses,harnessegackingrelaysand switchgeamyire& cable lighting,
control®k automatioand batteriesThesecomponentare commonlinstalled
acroszommercidhdustriatesidentia@ndutilityendmarkets

Threeeydriversupportingustainablgrowtlinclude

A Criticaheedto providgpowernr communicatiativingpothOEMandMRO
applicatiorecroswirtuallgverysectooftheeconomy CATEGORDEVELOPMENTS

A Growingopularitgfinterconnecteévicesndnewelectroniapplications
90p i PP U Ri sing connectofit \nii thyg san

A Infrastructuiavestment® upgradendmodernizéhe UnitedS t a agimg € ever increasing demand for electrical components

electricahfrastructuesnd/otointegrateenewablenergyolutions _ o _
There is a divide between large, valivere

distributors (who are often diversified with wide prc
sets) and smaller niche or séndased distributors

Electricatomponentgrovidewo primanfunctionispowerand communication
Interrelateid theabilityto controlmonitoradjustandreporbntheuseof power
or of the end systento whichthe componeris appliedAs a result,electrical
componentendto be highlyengineeredretypicallyspecifiedhtoapplications . Energy efficiency and the desire for tangible saving
withexactingtandardsindarea criticafailurepointrequiringapidreplacement Y increasing differentiator in many applications

in theeventof damager wear Technicaadvancemeandobsolescencasing

interconnectedneswthefi i n tofé th m eytgvan@lectrificatioapdvarious
othefactoraredrivingonsisterdemandndgrowttiorelectricalomponents AT TRACTIVEECTORATTRIBUTES

Multiple demand drivers suppotelongrganic growtt

Distributorare a criticalinkin thissupplychainas theyrepresena largeand
e opportunities

diversifieduppliebaseservingelativelgmallhighlyspecifiendusecasesAs
a result,electricadistributorsypicallyserveas a criticalresourceproviding
technicalapplicationand regulatorjknowledgen behalfof OEMsto end
customerd_argerdistributorseceivevolumediscountshatallowthemto offer
lowermpricesand serveasa onestopshopfora widerangeof componentSmall
and mediunsizeddistributorservelocaland regionademandor nicheend - » )
markets)and frequentlycompetethrougha servicalrivenmodelsuchas by e Significant opportunities for-aaled services to
offeringnicheexpertiseyalueaddedwork(assemblyuttingthe length kitting, enhance customer stickiness and margin opportun
etg, andtechnicadxpertise

D TS B D

Platform Valuations PE Activity Market Fragmentation  Level of Valsedded Services
KEYVALUEDRIVERS

Highly fragmented competitive landscape ripe for
consolidation and cresbing

Discount Factorg) Premium Factors

ProjecBased, Or€ime, or Higher Volume OrderRevenue Profile Recurring, Smalcket, NeetdNow Orders
Lower Margins (s3@ Gross; sil8%+ EBITDA) Margins Higher Margins (35%+ Gross; 10%+ EBITDA)

Cyclical ErRdlarkets (e.g., constructioBpdMarket Exposui Highly Resilient (e.g., healthcare, MRO uses)

Higher Volume, Commonly Ava Product Type = Lower Volume, Highly Specified, or Customized
OffTheShelf Products ValueAdded Service Assemblies, Kitting, etc.
Bulk Stock Items; i.e., Low Price, High Timxentory Practices Supports Targeted Customer Needs
Low Cost of Failure, No Testing RequiredApplication High Cost of Failure, Certifications Required
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éﬁﬁ EL ECTRICACOMPONENTRISTRIBUTIOBI SECTORSPOTLIGHTS

BROADLINBIVERSIFIEDISTRIBUTORS

U7

Thereare a numbeiof largedistributorservinghe electricatomponent
markethothaspartofa broadediversifiedfferindi.e., Wescoandspecialty
distributorspecifi¢o theelectricadectol(i.e., GraybarSonepaetg. These
distributorsfferbroadproductinesacrossmostmajorcategorieshough
typicallyocuson highewolumeordersandcustomerthattendto be more
commoditin naturewithlimitedvalueaddedserviceofferingeomparetb
smallenicheproviders

REPRESENTATIVERGESTRATEGIOISTRIBUTORS WRE& Q\BLE

NNGW /\VNET  <»BCRDER
e TROE s

I As
E i

SUPPLY COMPANY s eae—

E GROUP < sonepar ‘” LIGHTING

Powered by Difference Wesco ch PONEN-I

REPRESENTATIWWED-SIZEDSTRATEGIDISTRIBUTORS

McNAUGHTON-McKAY M

AUTOMATIO&

CONTROL
> KENDALL

ELECTRIC

A MEMBER OF THE KENDALL GROUP.

STANDARD BATTERIE& ROWEF

ELECTRIC SUPPLY CO.

ELECTRIC COMPANY

Electric

®m!u§EmAm! %LF COMMUNICATIONSS

SECURIT
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Category Highlighhdustrials & Commercial 4!' TMCAPITAL

SUCCESS. REALIZED

ﬁ ELECTRICACOMPONENTRISTRIBUTIOBI SECTOFRSPOTLIGHTS

WRE& Q\BLEDISTRIBUTION

Wire& cablentheU.S. alonds a ~$30billiormarke? characterizdaylarge
OEMswhofocuson volumeproductiomnd a highlyfragmentedroupof
distributorservingsmallerOEMand MROapplicationgVianydistributors
servecriticalvalueaddedfunctionsuch as integratingssemblydesign,
developmenandtesting Therehasbeenconsistentlgtrongprivateequity
interesinthissectorthought remaingighlffragmented

o

REPRESENTATIVAEOWNEDPLATFORMS REPRESENTATINAEBLIG& FRIVATEDISTRIBUTORS

M E I Sé @AWG DIPLOMA PLC niq“(eq

AMERIGAN WIRE GROUR

WIRE & CABLE
MFG Partners Crossplane Capital Sun Capital

‘PDH  [GCG] ew==m=  wewwo  GEwe  INTESWD

Audax Group Audax Group Kinderhook Capital
OMMICARIE RESLPOW=R ' u.s. WiRE
Berkshire

Dott Family Tonka Bay DubirClark Hathaway

CONNECTORELECTROECHANICA& ASSEMBLIEBISTRIBUTION

Connectoraind assembliesre criticalsubcomponentand subsystems
within larger applicationsprovidingcritical power and communicatioj
functionsThesecanbe standardize(ie., thelinecardof largedistributors
suchas ArrowElectronicer Avnet)or highlycustomized hereis oftena
somewhdilurredinewithotherelectricadlistributiosectorssuchas wire&
cableandmanydistributogzroviddéightfabricatioworkor services

-

REPRESENTATIVAEOWNEOPLATFORMS REPRESENTATINADBLIG& FRIVATEDISTRIBUTORS

N
GLOBAL @gﬁg Cablecraft n N e = =
A2 GLOBAL C EEEEEEEEEEEEEEEEEEEEEEEE Bls > Chin1l qull(eq

EXCHANGE

Wynnchurch Capital  Benford Capital Torque Capital

| EUTURE HEILIND = MAST
ELECTRONICS Performance. Trust. Innovation. ElEcTRoNICS
Audax Group Monomoy Capital Sentinel Capital
m Qrercenesis [ RUTRONIH TREXON
Berkshire Hathaway
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Category Highlighhdustrials & Commercial A! TMCAPITAL

SUCCESS. REALIZED

éﬁﬁ ELECTRICACOMPONENTRISTRIBUTIOBI SECTOFRSPOTLIGHTS

LIGHTING COMPONENTRISTRIBUTION

Lightingand relatedcomponentare viewedas an adjacencyor other
electricatiomponemategorieastheyareoftenintegratethtothemachine
buildingyehicleetc Thiscategorgloesnotincludedecorativéghtingi.e.,
tablelampsor similar)Lightings a mostl}commoditgroductategorgeen
asa crosssellingppportunitiprdistributorsf otheproductghougtseveral
specialtplayerexist

REPRESENTATIVAEAYERS

Lolonia) EiK@' FUTURE

~ | ELECTRONICS

Main Street Capital Inverness Graham

AUTOMATIO& CONTROLPISTRIBUTION

Automatioand controldgs a broadcategoryencompassirg $40+ billion
marke? whicthasexperiencesignificargrowtioverthelastdecadeandis
expectetb continugeneratingtronggrowthTheongoingligitizatioaf the
U.S. manufacturirsggctoitogethewithlingeringaborchallengekasdriven
steadyinvestmerihtoautomatioandconnectivityistributorservea key
functionpftenprovidingechnicaandapplicatioaxpertiséorendcustomers
whictOEMsstruggléo providéo smalleaccounts particular

REPRESENTATIYAEAYERS
W
R—F - TURTLE&
(2ss Digikey Kele’ CIIAR ttj HUGHES
Benford Capital The Stephens Group  Shorehill Capital ~ Berkshire Hathaway
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Category Highlighhdustrials & Commercial A!' TMCAPITAL

SUCCESS. REALIZED

ﬁ ELECTRICACOMPONENTRISTRIBUTIOBI SECTOFRSPOTLIGHTS

BATTERIE& POWERDISTRIBUTION

The ~$17 billionU.S. batterymarké? servesa varietyof automotivand
vehicula(EVas wellas combustioangine)packugpower powerstorage
aviationmateriahandlindi.e., forkliftsand otherapplicationd herise of

electrificatiagontinues drivestrongyrowttin thismarketDistributorserve
a keyfunctiomn thismarkeasvaryinggndusespecificatiomequireéechnica
knowledgéo achievenptimakolutionss wellas to supporbongoingoften
smakhickeneedt-nowaftermarkeéplacemedemand

REPRESENTATIYAEAYERS
o° . — = F
@ Continental Eagle Batrery <
iz BATTERIES . EXEI(:I]‘gI]tIal
HIG Capital Cardinal Equity High Road
ORTHEAST RESA ) POWER
BATTERY
Colville Group Tonka Bay Kohlberg & Company

COMMUNICATIOSSSECURITHISTRIBUTION

Theadventof the i | n tofel thn eltglsstdyd.0, and similardigitization
trends have and will continueto drive strongdemandfor connectivity
communicati@ndreportingas wellas associatedecurityneedsacrossa
wide varietyof sectors Distributor®ften blur the lines with integrators
providingupporandtechnicnowledgmendcustomers

REPRESENTATIYAEAYERS
VS
LLIANCE™ - 1 FUTURE
Agfﬂmmo@ doubleradius F s lﬂs/'l
Lee Equity Sentinel Capital
resideo ==| RUTRONIRK &S scansource
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Category Highlighhdustrials & Commercial

©

C-partsreferto lowvalue typicallysmallitemssuchas clips,gasketsfasteners,
nuts screwssealsspringandwashershatareessentidbra machinepieceof
equipmertr systentofunctioproperlyCommofeaturesfC-parts

A Highvariatioinsize materialyveightandtolerancasa categoryettypically
engineerear specifietbanapplicatiowithlimitedabilityto substitute

A Lowcostand oftenrepresentsessthanone percenpf the totalmachine,
equipmeratr systentost

A Complicatetb sourcewithindirecexpensegqualifyinguppliersordering,
deliveryhandlingndinventorgnanagemenmgpresenting®o+ ofthecost

A Typicallpurchasedndheldin bulkduetotheirsmalkizeandlowcost

C-partmanufacturersjanyof whichare internationadre resourcedo directly
serveonlythelargestvolumeébuyerqeg., automotiv®EM)andrelyheavilyon
distributorso serveall othercustomersConsumersf C-partsalso rely on
distributorsinsteadfocusingon largercost componentsvith lower sourcing
complexityDemandor c-partsis influencedby end marketi tighttolerance
industriesuchas aerospacandautomotiveequirdestingandcertificatioprior
to usewhichcreateshighswitchingosts Lowertolerancéndustriehavemore
switchingptionsbutfrequentlgo notdueto the complexitgf sourcingindlow
potentiahateriatostsavingselativeootheiareas

Thevarietyandmusthave missiorriticahatureof C-partsequiresonsumerts
balancecosteffectivenessind availabilityas supply chain interruptiorcan
negativelynpacbreverhaltproductiomsa resultthiscategoris wellsuitedo
distributiomftenwithrelativelyow averageordersizesand quickurn orders

Manyendusersalsorelyondistributor® providehirdpartyvendomanagement

inventory f V Mdndingyalueaddedkitting,and otherservicesvhichfurther
embedselationshigmdcreatesnargiropportunifprdistributors

The importanceof webbased order placementind managemerngolutions,
supportethy knowledgeabndtechnicastaff,continueso growas customers
increasingleekto placeandupdateheirorderonlinerathethanby phonefax

oremail
T T

Platform Valuations PE Activity
KEYVALUEDRIVERS

FASTENER& GPARTSDISTRIBUTIOBIOVERVIEW

\/
Al tmcariTal

SUCCESS. REALIZED

=)

CATEGORDEVELOPMENTS

Steady rise of vahded services such as VMI,
vending, kitting, etc.

Competition among spcehaoked platforms for
meaningful agh acquisitions is driving valuation
multiples higher

Teckenablement and crssfling opportunities
continue to drive market share to consolidators

ATTRACTIVBECTORATTRIBUTES

l

Market Fragmentation

Hightouch, lowost, mudiave critical nature-pacs
results in sustainable high margins

Highly fragmented competitive landscape ripe for
consolidation; meaningful margin benefits to scale

Valueadded services beyond bulk breaking are con
and moderately difficult to navigate independently

B

Level of Valusdded Services

Discount Factors

Premium Factors

Cyclical Industries Such As AutomotiZemand Drivers = Diversified Industrial OEM or MRO Demand

High Volume, Large Annual Dollar Ord&svenue Profile = Recurring, Ne&dNow, Smallicket Orders

Limited in Scope or Addressable Markebduct Offering = Varied with High Ability to Sels

High Volume, Commonly Avai Product Type

Low Volume, Difficult to Source

Limited Services, Largely Order TaalseAdded Service Kitting, Packaging, Heat / Coating Treatment

Customer Manages Inventoiiyventory Practices Distributor Provides VMI or Similar Services

Low Product Cost; Discretionary Item (e.g., t6gst of Failure
No Testing Required  Application

High Value & Cost of Failure (e.g., engineered in

Certifications Required (e.g., automotive)
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FASTENER& GPARTSDISTRIBUTIOBICOMPETITIMEANDSCAPE

LARGENATIONADISTRIBUTORS

SUCCESS. REALIZED

EBS UPPLYCD

© ENDRIES

0TC»

INDUSTRIAL TECHNOLOGIES

AFC Industries
Bertram Capital

"FDH
Audax Group

UINETED

Fasteners

LNX Equity

_ Powerfa jons

TruArc

LING -

MILITARY
* FASTENERS

Center Rock Capital Montage Partners

Shoreview Capital

MASTERDISTRIBUTORS

INTERNATIONAL

Frontenac

VAN

MONROE
AEA Investors

N

MW Components

American Securities

OPTIMAS
AIP

=\ BRIGHTON-BEST
INTERNATIONAL

KANEBRIDGE
CORPORATION

Solutions Group

%} LINDFAST

Nautic Partners

& Metric & Multistandard
“#2") Components Corp.

VERTEX
FASTENERS

LARGEPUBLIG& RRIVATEDISTRIBUTORS

o
XL SCREW CORPORATION

€ APPLIED

Industrial Technologies

McMASTER-CARR.

BOSSARD

Proven Productivity

msc

BUMB DIPLOMAPIC  [EAGTENAL HILLMAN

%'. ParkOhio

we

wesCco

SELECTEBREGIONAE O'HERDISTRIBUTORS

v WURTH

/
ALL-PRO FASTENERS INC

Centu
<.§ F:gte;grs

Corp.

: @deﬂ-ﬂatco

®
e e T | . T -2
FASTENERS

adin

STAINLESS FASTENERS

¢

DESCOURS & CABAUD

IS<

INVENTORY SALES COMPANY

Frontenac

mid-states
bolt & screw

MPE Partners

||
L
-

bBamal
FASTENER

N
FastenorSupply
g

FASTENERS, INC.

(') FASTENER
< We Digtenute Vaius.

» PROSPECT

Z
Beacon

FIELD

MORE THAN PARTS. A PARTNER®

IEI‘BJJBALL
IDWEST

=18 s.W. ANDERSON CO.

THE FASTENER SOLUITICKS U HEED THE EXPERT SERACE V01

SCO

E bisco indusTries

BEIE SUET

ﬁ}&wthm Fosteners & Supply, LLC
SEF ar e thing ke by e

ml.ahigh-nrmstrong Inc,

]
=2
=l
=

BLUE RIBBON FASTENER

—dHCPacifi

@ LoneStar

Group

Vah "N
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Category Highlighhdustrials & Commercial A! TMCAPITAL

SUCCESS. REALIZED

|-@.| MOTION& H.OWCONTRODISTRIBUTIOBOVERVIEW

Motior& flowcontrolmeteringandrelategroductareubiquitouacross broad
rangeof end marketsncludingnanufacturirend generalndustrialwaterand
wastewateinfrastructurehemicalpowergenerationagricultureand food &
beverag@rocessinggmongothers Motion& flowcontroencompasseswide
rangeof relatedproductd suchas actuatorscompressorsylindersfilters,
fittingshosesmetersmotorspumpsyalvespipe& tubei withdemandyriverby
a steadymaintenanc& replacemertycleas wellas newfacilityconstruction,
capacityexpansiorinvestmentsand changingtechnologiegie., when new
equipmeris installedn a facilityor processthe supportingnotior& flowcontrol ~ CATEGORDEVELOPMENTS
componentetypicallgisposedfandreplaceéverif theyretairusefulife)

Reshoring, investments in manufacturing, and

Growthin this marketis being acceleratedby reshoringof manufacturing, (j ! - e
infrastructure spending, are driving market growth

replacemermf aginginfrastructurehangesn energygeneratioandincreased
adoptionfautomatioor otherefficiencgnhancingechnologieSteadydemand
formetering monitoringquipmeralsodrivegrowttandservicepportunities The industrial internet of things, automation and ar
U intelligence is driving increased focus on metering

Commofeaturesfflowcontropartsandequipmermclude monitoring, and analysis

A Missioreriticahpplicationsitbhighcostsoffailureanddowntime

A Frequenteedtnowreplacemedemandssociateditha willingnes® pay i Service and customization opportunities are incree
apremiunforhighqualityandfastdelivery for distributors as customers seek to maximize effi

A Partsandequipmerdre subjecto unavoidableearandtearand mustbe

replaceditheaspartofschedulethaintenanag afterafailure ATTRACTIVBECTORTTRIBUTES

Highly fragmented competitive landscape ripe for
a consolidation; meaningful benefits to scale and
opportunities to cresdl product categories

Manufactures flowcontrocomponentpartsandequipmertypicallfocuson
servingheneedflargescalenewbuildprojectsDEMsandotherhighvolume
customersleavingdistributordgo meetthe needsof the large and diverse

aftermarkeDistributosequentlgmploya technicadalesandcustomeservice Strong aftermarket replacement and repair &

staff trainedto assist customersn quicklydeterminingvhich replacement maintenance demand, which is served almost excl
componeirpartis needed;ustomizirigasneedednddeliveringuickly through distributors

Many distributorffer testing,repair, remanufacturand overhaulservices Evolving landscape and technology trends creates
Increasinglyheyoffermonitoring. meteringlifecyclecostanalysisand other opportunity to displace incumbent distributors

valueaddedservicesosupportheseproducts

Platform Valuations PE Activity Market Fragmentation  Level of Valsedded Services
KEYVALUEDRIVERS
Discount Factors( Premium Factors

Larger New Construe@uiented Projects Revenue Profile Lower ASP Recurring / BF@alorders
Cyclical EAdlarkets (e.g., energyindMarket Exposul Highly Resilient (e.g., food & beverage)
Commodity Products (i.e., generic [ Product Type = Technical & Engineered Applications
Product OnlyValueAdded Service Product and ServiRelated Valudd Opportunities
Customers Stock Excess Inve Inventory PracticesCu st omer s Re | y-itNoorw 0V eDnedma n d
Low Product Cost; Lower Cost of Failur@ost of Failure =~ High Value Product; High Cost of Failure
High Touch; Minimal Size Ber Scale Economies of Scale Improve Margins and Reduc

No Certifications or Testing Required Testing Must Meet Strict Requirements; Certifications Re
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Category Highlighhdustrials & Commercial

|-@.| MOTION& H.OWCONTROIDISTRIBUTION SECTORSPOTLIGHTS

F.owHANDLING PUMPS& COMPRESSOHISTRIBUTION

Pumpsandcompressomre a ~$60 billionglobaimarké? andare usedto
moveliquidsandgassedromonelocatiorto anothethroughheincreasé
decreasef pressuresuctionprthermomechanidheseremissioreritical
productgrequiringegularmaintenancependingDistributoréorm highly
recurring, consultativecustomer relationshipswhere service, product
knowledgandavailabilitgrehighlyalued

REPRESENTATIVAEOWNEDPLATFORMS REPRESENTATIVARIVATER RUBLIADISTRIBUTOF

=B _\ SUPPLY - 32
[ i WO
LS GROUP d’ MEOYglsugR'T%ﬂ lvui)\:g ((In\l'r RoL %é‘gl}‘)&}“gg DNOW DXP
Trive Capital Platte River KKR
r P aTion. L Ow Bl
!,-gh @ F!oworks @ S MOTION & CONTROL ENTERPRISES leg. M‘MASTE R{ARR e mi mgﬂsqrumss
Wynnchurch Colville
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FLOWMANAGEMENT\ALVESX FITTINGDISTRIBUTION

Theglobamarkeforvalve fittingss ~$80billiof?, encompassimgoducts
thatregulatendmanageheflowof liguidsandgasegaswellas pressure
throughowa systemDistributorservea criticaffunctiorin thismarketas

valves fittinggypicalljhavea highreplacememategeneratingignificant
i n data d aftérmarksupporatrelativelgmallyolumeanddollatevels
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(1) Grandview Research; Pumps Market
2) Grandview Research; Industrial Valves Market
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|-@.| MOTION& H.OWCONTROIDISTRIBUTION SECTORSPOTLIGHTS

FLOWMETERING CONTROL®ISTRIBUTION

Flowmetersaandcontrolgredesignetb measuréowmuchof andtherate
at whicha liquidor gasflowsthrougha pipe,tube,dispenseispraytip, or
othervectar Thesedatapointsare usedto controfor precisionefficiency
certificatioly otheruses Thismarketepresentapproximate$t 1 billiorin
annualglobalsale$ and has seen stronggrowthin recentyears as
companieseek to improveefficiencythroughbetterdata analysiswith
distributorsfterserving keytechnicdnowledgiinction

REPRESENTATIVAEOWNEDPLATFORMS REPRESENTATIVARIVATER RUBLIADISTRIBUTOF
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MOTIONCONTRODISTRIBUTION

The ~$18 billionglobalmarké? for motioncontrolproductencompasse
technologiassedo providerecisiooontrobvemachinengquipmenand
industrigbrocessewiththegoalof increasingfficiencgs wellas reducing
errorsExamplemcludanotorsactuatordyydraulicsnotiorcontrollergnd
variousothercomponentsThe natureof theseproductsensuresregular
technologicalhangedrivingreplacemer& upgradedemandas well as
ongoingftermarkgarts& servic®pportunities
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(1) Grandview Research; Flow Meter Market
2) Grandview Research; Motion Control Market
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PIPE& TUBEDISTRIBUTION

Theglobalpipe & tube marketis massivewith steelpipes& tubesalone
representings140billiorin salesandcoppernother$25billiof. Pipeand
tubeare oftenlowermmargircommoditgroductsoldon a perfootbasisfor
newconstructioor replacemerapplicationsyithloweraftermarketemand
Distributorservea projectsupport& stagingole,thoughthereare higher
margirbutusuallyjowerinventoryurnspecialtapplicationsuchas heavy
walltubefor high pressurepplicationspistributorgypicallymakehigher
marginghrougladdonvalvefittingandotheproducsales

REPRESENTATIVAEOWNEOPLATFORMS REPRESENTATIARIVATES: RUBLICDISTRIBUTOF

B AMERICAN

A S ot DNOW DXP
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SPECIALTCOMPONENTRISTRIBUTIONGASKETSSEALS HDSESFILTERSETC

Associatedithmotior& flowcontroproductarea widerangeof specialty,
componenwichasgasketssealsOringshosesfilters& filtrationswitches
& relaysclampsshockabsorbersandothersmallparts Thesewearparts
typicallyhavea regulareplacemeimtclegeneratingtrongaftermarkesales
demandTheseproductsare oftenhigh margintechnicaln nature,and
distributoref largemrmotion& flowcontrocomponentypicallyalsosupply
theseaccessorighougtsomespecialtprovidersxist
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(1) Grandview Research; Steel Pipes & Tubes Market




Category Highlighhdustrials & Commercial

@ PPE, SFETY& GONSUMABLEBISTRIBUTIOBIOVERVIEW

Persongbrotectivequipmerft i P 8nBwbikplacsafetyencompassesrange
of productategorieghichareusedandregularlyeplaceécrossvirtuallyevery
jobsiteor facility Thismarkets highlyinfluencetly governmemegulatioand
insurancesquirementdesignedb preveninjuryin theworkplacthatcanresult

insignificardosts|osttime and/ofacilityandequipmermtamagéo theemployer ,\‘

Producexamplegan includepersonahpparel(hand,knee,eye, hearingand
otherprotectionfighvisibilityests fall protectionyorksitesafetysuchas eye
waslstationsspecialtgquipmerstuchasweldingrrespiratorgeargtc

This markethas consistentlgeneratedstronggrowthdue to pressurefrom

governmerand regulatoragencieso reduceincident®f workplacaccidents

andinjuriesOSHAN the U.S. andsimilaiagencie# othercountriearesteadily
introducingstricter standardsand workplacerequirementsCompaniesare

investingn safetyequipmera@ndprocedureasthecostoffailuras highjncluding

\/
Al tmcariTal

SUCCESS. REALIZED

CATEGORDEVELOPMENTS

High organic growth driven by steady government

regulatory oversite seeking to reduce workplace in

legal costs, fines, increasednsurancerates, and damageto a ¢ o mp a n Growing adoption of Asi
reputatiarManycategorieareexperiencingrowthCAGRsn the highsingleto

doubleligiteveP.

CommofeaturesfPPEandsafetyequipmemclude
Strongegulatorpfluencendesignmaterialgndcapabilities
Highdegre®finnovatioandintroductioofnewproducts
Highlyconsumablendregularlyeplacediueto wearor regulatorgnandated ATTRACTIVBECTORTTRIBUTES

A
A
A

A

usagdevels

Mixofloweicostcommoditgndexpensiveighlyspecializepgroducts

Themanufacturingiverséor PPEandsafetyproductss highlydiversifieditha
widerangeof brandscompaniesandinternationals wellas domesticupply
chainsDistributorservea keyrolein this marketpfferinga onestopshopfor
companiesrhoneedaccesgo a widerangeof productsManydistributorswn
theirownbrandsrelyingon outsourcegdroductionverseasndactingas virtual
manufacturerd/hilehelevelofvalueaddedvorkavailablé distributoris lower

thanothercategorie$; PE& Safetyarewelsuitedo onsitevendin@pplications

whicttanoftereadto crosssellingntoothercategories

%

Platform Valuations PE Activity Market Fragmentation  Level of Valsedded Services

T

KEYVALUEDRIVERS

U that can integrate with workplace automation and t
Al nternet of -timéamanipsnd t

Ongoing technical development focused on lightwe

l durable, breathable equipment driving steady inno

a Highly regulatory driven, creating steady replacem
demand

e Diverse product categories creates significant cros
selling opportunities

e Strong organic growth category as employers seek
reduce incidents and liability

2 TS,

(1)

Discount Factors)

Lower Replacement Need or UsagBevenue Profile

Basic Workplace and-lrapact SectorsEndMarket Exposul

Commodity Products (i.e., High Visibility Ves®joduct Type

Minimal; Product Focusé&thlueAdded Service
AddOn Sale with Amazon Risk eCommerce

Low (i.e., Workplace Signage) Cost of Failure

Limited or Commodity Products at Loca Scale

Commodity Products with Lower Regulatory Bediication & Testi

Grandview Research, Workplace Safety Market

Premium Factors

Highly Recurring Need with Regular Replacemer
Highly Regulated Industries (Food, Chetgcals,

Highly Specialized Equipment (i.e., Welding Gea
Vending, Selfwned Brands, Etc.

Specialized Products Requiring Education & Trai

High (i.e., Fall Protection)

National Scope with Broad Product Category Off
SelfOwned Brands & Testing/Certification Management
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SUCCESS. REALIZED.

@ PPE, S8FETY& GONSUMABLERISTRIBUTIOBNSECTORSPOTLIGHTS

PPE APPAREK WORKWEARISTRIBUTION

TheNorthPAmericamarkeforPPErepresent®5t+ billionnannuasalespf
whichappareandworkwearepresents7 . Thelargestndividuapparel
& workweacategorys handprotectiorfpllowedy protectivelothingand
footwearThiscategorysawa spikein demandelatingo COVIDpefore
droppingn 2023andresumingrowthn 2024 Longtermgrowths expected
toberobustuetoregulatorfpcu$).

REPRESENTATINAEOWNEDPLATFORMS REPRESENTATINAEIBLIG& FRIVATEDISTRIBUTORS
American Securities  Trivest Partners TruArc Partners rwwmcomm ms]ml_
McMASTER-CARR.
Halélgplitg?/ate One Equity Odyssey
I/ [ RHG S MSLC  GRAINGER
. ‘” &= WURTH
Partners Group Nautic Partners wesco w WU

PPE FALLPROTECTIONISTRIBUTION

Theglobalfall protectiomarketrepresent$3-4 billionin annuakales,of
whichthe US. represents-30%. This marketis highlyregulatoryand
insurancealriven,as well as a highlyvisiblesafetycategorygenerating
significardttentiom recenyearswhichs drivingstrongorojectedrowtlat
a 7%+ CAGRoverthenextseverayears Severagarlyadopterbavestrong
marketplacérands,with selecttechnologyadvantagesuch as smart
harnessesrselfretractingafetyinescreatinglifferentiati@h

REPRESENTATINAEOWNEDPLATFORMS REPRESENTATINAEIBLIG& FRIVATEDISTRIBUTORS
American Securities  Trivest Partners TruArc Partners
McMASTER-CARR.

Halkin Private

North Branch Capital . Centerfield / TZP MOT " GRAINGER
Catphizl I’li mnulsmnas Msc T —
| e —
Odyssey Partners Group Nautic Partners wesco w WURTH
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(1) Grandview Research, North America Personal Protective Equipment Market
2) Grandview Research, Fall Protection Equipment Mairi&32D25



