NADA oo

Cason Nobles ATDA47 S —
Name: Class #:
Cumberland International Tennessee, Florida
Dealership: Location(s):
3

How many people participated in this meeting?

What is your vision?

Customer for life Gross prafit domination | Both Other

[]

Explain:
We are focused on taking care of our customers first, and we believe that it will lead to gross profit domination but it isn't
our main focus.

Identify a minimum of three strengths, weaknesses, opportunities, and threats.

Strengths Weaknesses

leadership 95% of customers for 9 clients

reputation need more sales for retail, primarliy focused on fleets
culture need more fleet sales talent, we currently have 2 main
AMAthese are some of the main components of our sales people who account for roughly 95% of truck sales
company's culture and what our Owner instills in all of his | for Cumberland

employees.

largest customers have deep pockets for hard times
lots of freedom to do the right thing or take care of the
customer

Opportunities Threats

scaling production and being able to reach customers first | Other OEMs to have better production scaling

before other OEMs. While this isn't exactly an element we | lack of trucks to sell

can control, customers are just looking for trucks whever | hard to find labor to work on our trucks, still have a major
they get them so being first to market or having availability | need for techs and can't always promise great service

is key times to fleets which would attract sales

getting more customers that fit our culture, we don't need |energy needs for newer trucks, we don't have the

to take crappy customers in the state of our business infrastructure to support a large amount of EVs (could do
taking a lead on electrification with dedicated EV service |a few)

bays for the electric vehicles we sell supply chain
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How will you improve or solidify your strengths?

One of our main strength is consistancy; customers always get the same experience when dealing with any of our sales
people. We put a big emphasis on teaching the culture to new hires to continue to give great experiences to our
customers. We are an open, honest, and transparent dealership. Our customers say we typically tell them more than
other dealerships, even when that news isn't good news. We communicate as soon as possible with customers and they
always feel up to date. To service our large fleets, we have built the infrastructure to support the products we currently
sell. We just opened the biggest commerical truck dealership in North America with over 50 indoor service bays. This
was built to continue to give great and fast service to our customers.

How will you address and improve any weaknesses?

We are developing the next generations of sales people, we must instill in them our core values or our success will soon
go away. We are focusing on bringing in quality talent and crafting the culture around them. Our goal is to diversify our
customer base to make sure we aren't too concentrated with few customers providing all the sales. Our Florida
acquisition has a lot of potential for new smaller fleets peppered throughout the state. Though we are always open and
transparent, our inability to provide confidence that we will deliver on our delivery promises is hurting us. We have no
options with allocation, so we are trying to give more of a buffer in our timelines when we promise customers when a
truck will be ready for pick up. We'd rather be more acurate with our promised deadlines than to over promise and under
deliver.
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How will you maximize or improve your opportunities?

We will take care of our current customers first before new customers once production has scaled and more trucks are
available to sell. We have economies of scale that we do not need to take on lower quality customers that won't be good
for business long term. We are focused on crafting relationships with Fleets and retail customers that will do business
with us long term, and are consistantly paying when they are suppose to. We installed a few EV dedicated bays in our
new Dealership in Nashville. If we can demonstrate on our ability and timeliness of repairs on the new generation of
trucks, we will gain some new long term customers that are focused on electrified fleets.

How will you address and overcome any threats?

We must be able to react with the tools that we have. We can't control how other OEMs, or even our own, scale
production, so we have to work with the hand delt to us. We will always stay ahead on communication with our
customers on any production delays. Our ability to service trucks quickly will help on our pitfalls with truck sales
availability. We hired a corporate recruiter full time to address labor needs, both looking for exec level hires and service
techs. We are putting a focus on service and selling EVs right now to gain knowledge on how the industry may look in a

few years. We've built dedicated bays and installed charging infrastructure for the vehicles.
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What is your expected time frame to achieve desired results? Months? By what date?

We believe by the end of 2023 we will be in a new landscape with our industry. Truck should be easier to get from the
manufacturer as they will work through much of the back log this next year. Our electric truck goals won't be realized
for 3-7 years as EV trucks are just now making it to market to both sell and service.

What performance metric will you track to determine successful change? PVR? Products per? CSI?
Market share of trucks in our AORs

Who participated in this SWOT?

Name Title
Name Title
Name Title
Name Title
Name Title
Signed Date
Signed by dealer Management Date
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