Building Successful Channel Marketing Collaborations:

Best Practices for the Industrial Channel
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12 Consecutive Quarters of Price Increases

Price increases have slowed and returning to historical levels

Pricing Growth * Price increase wave
(Y/Y quarterly change) over 12 consecutive

quarters accounting for
+16.3% +16.3% from 3Q20-
2Q23
9.0%  8.9% « Price increase peek -
the first half of 2022
experienced the
highest y/y growth in
pricing

 Price increases from
are slowing and
returning to 2019 levels
(1-2%)

« 3Q23 negative pricing
in 4 of 20 sectors -

120 2Q20 3Q20 4Q20 1Q21 2Q21 3Q21 4Q21 1Q22 2Q22 3Q22 4Q22 1Q23 2Q23 3Q23 Electrical (-0.8%) vs
Industrial +2.0%

Source: Baird-MDM Industrial Distribution Survey
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Price Increases Fueled Revenue Growth

A large percentage of revenue growth was driven by price increases

Revenue & Pricing Growth
(Y/Y quarterly change)

Revenue Growth (3-Year) +32.4%
Pricing Growth (3.75-Year) +13.5%

2023 YTD
-5.7% +1.5% +21.5% +7% +15.6% +3.1% -25% +1.4%

1220 2Q20 3Q20 4Q20 1Q21 2Q21 3Q21 4Q21 1Q22 2Q22 3Q22 4Q22 1Q23 2Q23 3Q23

@W Monthly Wholesale Revenue (unadjusted) @88 Pricing Growth

Source: U.S. Census Bureau, Monthly Wholesale Trade, Baird-MDM Industrial Distribution Survey
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Price increases have
driven the majority of
revenue growth

Supply chain issues
made end customer
negotiation decline
(low price sensitive)

Frequency of price
increases from
manufacturers
reducing to historic
levels (i.e. 4 increase
to 1 per year)

Price increase
acceptance will
become harder to
implement (partial
acceptance)



Revenue Growth Reaches Unprecedented Levels

Average growth (across 19 major sectors) for a B2B distributor

Revenue Growth .
(Unadjusted for Inflation)

Any slowing in
market demand is
based off record
high numbers

« Market growth—
+32.4% faree .
9.8% 3-year CAGR rising tide has lifted
all boats

« 32.4% growth is
consistent with
publicly traded
companies—
Grainger (32.6%),
Fastenal (30.9%)

« Graybar, Wesco

I — demonstrated
2019 2020 higher growth %

than average

Source: U.S. Census Bureau, Monthly Wholesale Trade
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Manufacturers

Consolidation Selling Direct

Channel Shift and
Drift

Marketplaces

Self-Serve End
Customers
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Positive Trends 1in the Channel Countered By
Unprecedented Competitive Threats

TAILWINDS HEADWINDS

KX

XXX
o
O

X
XX

Nearshoring & Reshoring Marketplaces

Sustainability & ESG Talent Shortages & Retirement

Infrastructure Investment . . . ..
Disintermediation

Artificial Intelligence o
Consolidation

Labor Automation

. . . Self-Serve End Customers
Digital Transformation (industry 4.0)

Green Energy & Renewables Logistics-as-a-Service
Electrification Inflation & Deflation

24/7/365 Connectivity Slowing Market Demand
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THE CUSTOMER
IS AT THE CENTER
OF THE UNIVERSE




2019

End Customer

- Product support

- Technical support

- Lunch & learns

- Personal relationships

- Channel dependent

- Love/hate need for branches
- Face-to-face selling rules

Business Development
Influence - Account Manager

- Control of relationship

- Critical customer-facing role
for NPI, knowledge and
problem solving

- Face-to-face selling dominates

- Manufacturers, reps and
leadership must “Kiss the AM's
Ring” to get access to the
customer




e Custom &

« Capabilities PreFab * Fast - Larger

* Delivery Assemblies * Free * Local

* Inventory * Wire Services «Same/next day [| <Systematic
« Kitting




Distributors

Logistics
&
Transportation

Manufacturers

Manufacturers
Reps

Marketplaces




THE POWER
OF PARTNERSHIPS
IN ACTION
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DISTRIBUTOR SUPPLIERS
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EXPERIENCE




Market Vertical

Persona

Product-Based
Solutions

Measurable
Impact

=




Example: On-Site Assessment

A PERFORMANCE

PRO A AT WORK™

Make It e
Better ~=f.
Assessment  “UYlyva
Tool .

Improvements Are
A Few Questions Away

Answer yes/no questions based on what you see in your
manufacturing or industrial facility. Get a report instantly
that identifies simple ways to help improve efficiency,
hygiene, and sustainability while helping reduce your total
cost of ownership. Learn more.

Start Your Free Assessment

Or Request an Asseessment

Ways to Make
It Better In Your
Facility:

Ways to Make

It Better In Your
Facility:

Health and Safety

GP PRO solutions contribute to a clean and safe
work environment by promoting hygiene and helping
reduce cross contamination.

a

Productivity

GP PRO solutions help reduce the labor needed for
some tasks while also increasing how quickly they can
be accomplished--helping improve the efficiency and

effectiveness of your workforce.

Total Cost of Ownership

GP PRO solutions can help reduce your overall costs by

PERFORMANCE
PRO A AT WORK

©@e o

Details Facility Report Download Email Revise
Areas

Make it Better Assessment Report
Georgia-Pacific Manufacturing
3/22/16

Converter Plant
Nick Jones

Key for understanding how each GP PRO
product recommendation helps Make It Better:

©O © @ ©

Health Productivity Total Cost of Sustainability
& Safety Ownership

{ilff Washroom

Towels Observation:
Broken Dispenser
Aquae Sulis plane comiter amputat vix quinquennalis

matrimonii, et chirographi corrumperet utilitas matrimonii.
Lascivius catelli praemuniet zothecas.

’ s

{8 washroom

Towels Observation:
Broken Dispenser

Aquae Sulis plane comiter amputat vix quinguennalis
matrimonii, et chirographi corrumperet utilitas matrimonii.
Lascivius catelli praemuniet zothecas.

’ —

Recomendation:
C-Fold Paper Dispenser
Aquae Sulis plane comiter amputat vix quinquennalis

matrimonii, et chirographi corrumperet utilitas
matrimonii. Lascivius catelli praemuniet zothecas.

How this product helps Make It Better

© @ @

Health Productivity Total Cost of Sustainability
& Safety Ownership




Supplier # 1 - Strategic

Sales $1.30M
Margin XX.X%
SG&A/CTS XXX%
Best T&C’'s and Support

Other Suppliers #3
Sales $400K
Margin XX.X%
SG&A/CTS XXX%
Minimal T&C’s and support

Improved
Man. Rep
Support




Customer &
Product
Profitability




TAM
$50B

Total Addressable Market

SAM
$30B

Served Available Market

SOM
$14B

Serviceable & Obtainable Market

HEE EEE
HEE FEE
| NEA |
L IN |




Bartow
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Competition
with Local
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Account-Level Gap Analysis

Product A

Product B Product C
JOHN DEERE
12345 Belle Ave.
Smyrna, GA 30082
(404) 555-1234
Penetration Penetration Penetration
26% Opportunity Opportunity Opportunity
Penetration $9,000 $21 ,OOO $67,000
Opportunity Actual Actual Actual

$3.7M $78,530 $18,210 $9,750
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Customer
Gap Analysis

Distributor identifies a
segment of customers
that are not buying key
product categories from
key suppliers based on
look-alike and market
demand data

Supplier
Gap Analysis

Supplier provides data on
what look-alike
customers are buying
from them in the local
market

Customer
Scorecard

Distributor develops a
scorecard based on
historic success with
customer (needs,
projects, won/lost, stock
sales support)

Customer
Playbook

Distributor and supplier
develop new solutions
through joint planning
(playbook and plan, joint
selling, training, SPAs)




The Disruption DIST > MFG > IMR

End Customer = Partner
is in Control Opportunity in New Ways




\)

© 2023 Dorn Group, Inc. Reproduction and distribution without Dorn Group’s prior consent is prohibited.

25



) DORN Consulting > Marketing > Technology > Public Speaking

ALLIES IN GROWTH™






