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For proof that dealer service can continue to thrive in the transition to EVs, look to Scandanavia

Summary:

One of several investor concerns we often field regarding the franchise auto retailers is that related to their Service & Parts businesses
and the potential risk presented by the transition to EVs given their lower susceptibility to repair versus ICE vehicles. There are
however, factors such as higher average EV repair costs and higher dealer service retention rates (given their increased complexity
and the investment and specialized training, tools and equipment that they require) that could likely mitigate any potential headwind.
Indeed, one need only to look at the development of the Service business at Bilia, one of the largest dealer groups in Europe and the
largest in Scandinavia where EV sales penetration is the highest in the world. Throughout the last 10 years when EV sales penetration
increased rapidly, Bilia managed to both continuously grow its Service business revenue and increase its profitability as well.

We believe Bilia's experience and success in navigating the transition to EVs could serve as an important proxy for how the EV
transition plays out for other dealer groups and in other markets -- in particular, the U.S. Thus, we believe this should significantly
ease investor concern regarding risk to the franchise dealers' Service & Parts business, which, in our view, is overblown and yet
another reason why we remain broadly bullish on the group (we have Buy ratings on ABG, AN, GPI, LAD and PAG). Please refer
to the full report for details.

We plan to discuss these and other issues at upcoming meetings we are hosting with Penske Automotive Group (PAG - Buy) on June
15th and AutoNation (AN - Buy) on June 20th. Please contact your SRP sales rep to register.

Highlights

One of several investor concerns we often field regarding the franchise auto retailers is that related to their Service & Parts businesses
and the potential risk presented by the transition to EVs given their lower susceptibility to repair versus ICE vehicles. As we outlined
recently, this segment generates high margins and the group has been growing it at double-digit rates in recent years (Despite double-
digit Service & Parts revenue growth for the dealers, data suggests there's plenty more left in the tank), and has been a significant
driver of earnings growth, thus this risk is not easily dismissed:

Table 1 - Same-store yly
Service & Parts revenue growth
2021 2022 1Q23

ABG 15% 12% 12%

AN 15% 9% 8%

GPI* 15% 17% 13%

LAD 11% 10% 9%

PAG* 15% 8% 10%
SAH** 12% 10% 11%
Group Average 14% 11% 11%

* total company, incl. U.K. stores

** franchise stores only

That said, there are potential mitigating factors, such as higher average repair costs and higher dealer service retention rates
associated with EVs (given their increased complexity and the investment and specialized training, tools and equipment that they
require) that could likely offset - and potentially overwhelm -- any potential headwind. Indeed, one need only to look at the development
of the Service business at Bilia, one of the largest dealer groups in Europe and the largest in Scandinavia where EV sales penetration
is the highest in the world (~25% Sweden, ~80% Norway in 2022).

Background on Bilia

According to Automotive News, Bilia is the 13th largest dealer in Europe by revenue (SEK 35.3B in 2022), having delivered 84,890
new and used vehicles in 2022. It is the largest dealer in Scandinavia, with 151 stores in Sweden and Norway, and importantly, for
this analysis, generated 93% of its Service revenue in these two markets in 2022. Bilia's Service business includes service centres,
damage centres, new and used spare parts, stores and e-commerce, tyre centres, tyre hotel (wheel storage/rim repair), glass centres,
accessory services and car dismantling.

SEE ANALYST CERTIFICATION AND OTHER IMPORTANT DISCLOSURES ON PAGES 4 - 10 OF THIS REPORT.
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As seen in the chart below, over the last 10 years, along with the proliferation of EVs in its two primary markets Sweden and Norway,
Bilia grew its Service business revenue on an organic basis every year -- including in 2020 during the height of the pandemic:

Chart 1 - Bilia y/y Service revenue growth (organic) vs. EV sales penetration
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Organic growth over the 10 years averaged 4% annually. Similar to its U.S-based peers, a key element of Bilia's growth strategy is
M&A, and thus on a consolidated basis, the growth of its Service business was even higher over that 10-yr period, averaging 7.5%

annually:

One may note the -1% consolidated growth in 2020 -- this was due to disposition of some sizable stores in Denmark.

Chart 2 - Bilia y/y Service revenue growth (consolidated) vs. EV Sales penetration
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Bilia acknowledges the risk that the transition to EVs presents to its Service business stating in its 2022 Annual Report: "The total
value for the service market, including claims handling, is estimated to decrease in the long-term by approximately 15 per cent, but
based on a larger fleet of cars and the ongoing consolidation of service workshops, the total service market is expected to be stable
moving forward. Bilia, which is a large player on the market, has good opportunities to develop new services for car owners and to
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continue to take market share as industry conditions change." And indeed, as Bilia's track record over the past 10 years demonstrates,
despite the proliferation of EVs, it has been able to continuously organically grow its Service business. Importantly, due to the different
and more lucrative service work performed over this transition period, Bilia has managed to increase the overall profitability of its

Service segment:

Chart 3 - Bilia Service Operating Margin vs. EV Sales Penetration
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Indeed, Bilia also noted in its 2022 Annual Report: "The proportion of electric cars is increasing rapidly in the countries where
we operate, which means partly lower servicing turnover compared with cars that run on fossil fuels. New services are, however,
increasing and to date the rising stock of electric cars has not had an adverse impact on the Service Business'’s profitability".

We believe Bilia's experience and success in navigating the transition to EVs could serve as an important proxy for how the EV
transition plays out for other dealer groups and in other markets -- in particular, the U.S. And thus, we believe this should significantly
ease investor concern regarding risk to the franchise dealers' Service & Parts business, which we believe is overblown. With the
group trading at just ~6.5x 2023 EPS and inexpensive on what we view as normalized earnings, this is yet another reason we remain

broadly bullish on the group.
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As with all employees of Seaport Global Securities LLC, a portion of our analysts’ compensation is paid from the total collection of revenues from all areas of the

firm including but not limited to Investment Banking and Sales and Trading departments. In no instance are research analysts’ compensation directly derived from
Investment Banking revenues.

Risks & Considerations for Asbury Automotive Group Inc. (ABG)
Macro slowdown/deterioration. Although the auto retailers' revenue tends to be less cyclical than their OEM and supplier peers due to the somewhat counter-
cyclical nature of their Service & Parts businesses (the greatest contributor to their gross profit) and their more flexible cost structures, they are still susceptible to
economic volatility.

Accelerating shift to EVs. Despite claims to the contrary by some, we believe that the shift to EVs could prove detrimental to the auto retailers' Service & Parts
business. In fact, highly regarded Consumer Reports recently published the results of a study which showed that lifetime maintenance and repair costs for EVs and
PHEVs were 50% lower than those for ICE vehicles ($4,600 vs. $9,200):

Powertrain Vehicle Mileage Lifetime

Type 0-50k 50k-100k 100k-200k Average

$0.01 $0.03 $0.04 $0.03
PHEV $0.02 $0.03 $0.03 $0.03
ICE $0.03 $0.06 $0.08 $0.06
Powertrain Lifetime Maintenance
Type & Repair Cost
BEV $4,600
PHEV $4,600
ICE $9,200

This could impact the dealers as the Service & Parts business 1) is typically the most recession resistant of all their businesses and 2) comprises the greatest proportion
of gross profit. Thus, a decline in Service & Parts revenue could both diminish the overall profitability of these companies, and make them more cyclical. That said,
there are mitigating factors such as 1) the continued significant increase in vehicle complexity with increased electronic content and electrification, could enable the
dealers to capture an increasing proportion of total Service and Parts revenue, and 2) with EV penetration in the US and globally now in just the low single digit range,
the path to significant EV penetration is likely to be a long one, giving this group many years to adjust and adapt. Note that increased vehicle complexity has helped
drive mid-single digit revenue growth for nearly all the dealers for the past several years and it is expected to continue.

Slowing of/an inhospitable M&A environment. Given their significant free cash flow generation, one of the reliable avenues for growth for Auto Retailers has been
M&A. For example, ABG recently closed on the acquisition of Park Place, its biggest in its history, growing its revenue base by nearly 25%. Thus, to the extent that
the M&A environment becomes less friendly, either via fewer/less willing sellers, higher prices, or both — this could unfavorably impact growth plans. That said, while
interest in selling amongst smaller operators was robust even pre-pandemic as many of them faced generational succession issues, interest has reportedly spiked
higher post-pandemic as many small operators have found it difficult to compete with larger dealer groups as their resources, online capabilities, etc. pale in comparison
-- very similar to the dynamics in the dining and broader retail sectors where the largest entities are thriving while smaller ones face difficulty keeping pace.

Higher U.S. tax rates. As these companies are very profitable, the auto retailers were large beneficiaries of the reduction in U.S tax rates a few years ago. Thus,
the potential for higher tax rates under a new administration could be punitive to the auto retailers given their significant profit bases and having few, if any, Deferred
Tax Assets to mitigate the impact.

Stall in Finance & Insurance revenue growth. The continued unrelenting growth of F&l revenue (well beyond what many investors believed was possible) has
essentially offset the secular compression in new and used vehicle margins such that “front-end yields” have remained relatively stable. However, ff vehicle margins
continue to compress and F&l revenue growth stalls, both revenue and earnings for the group would be impacted unfavorably.

Risks & Considerations for AutoNation Inc. (AN)

Macro slowdown/deterioration. Although the auto retailers tend to be less cyclical than their OEM and supplier peers due to the somewhat counter-cyclical nature
of their Service & Parts businesses (the greatest contributor to their Gross Profit) and their more flexible cost structures, they are still susceptible to economic volatility.

Accelerating shift to EVs. Despite claims to the contrary, we believe that the shift to EV could prove detrimental to the Auto Retailers Service & Parts business. In
fact, highly regarded Consumer Reports recently published the results of a study which showed that lifetime maintenance and repair costs for EVs and PHEVs were
50% lower than those for ICE vehicles ($4,600 vs. $9,200):

Powertrain Vehicle Mileage Lifetime

Type 0-50k  50k-100k 100k-200k Average

$0.01 $0.03 $0.04 $0.03
PHEV $0.02 $0.03 $0.03 $0.03
ICE $0.03 $0.06 $0.08 $0.06

Seaport Research Partners Equity Research Page 4



Automotive Retail Industry Update June 6, 2023

Powertrain Lifetime Maintenance
Type & Repair Cost

BEV $4,600

PHEV $4,600

ICE $9,200

This could impact the dealers as the Service & Parts business 1) is typically the most recession-resistant of all their businesses and 2) comprises the greatest proportion
of gross profit. Thus, a decline in Service & Parts revenue could both diminish the overall profitability of these companies, and make them more cyclical. That said,
there are mitigating factors such as 1) the continued significant increase in vehicle complexity with increased electronic content and electrification, could enable the
dealers to capture an increasing proportion of total Service and Parts revenue, and 2) with EV penetration in the US and globally now in just the low single digit range,
the path to significant EV penetration is likely to be a long one, giving this group many years to adjust and adapt. Note that increased vehicle complexity has helped
drive mid-single digit revenue growth for nearly all the dealers for the past several years and it is expected to continue.

Slowing of/an inhospitable M&A environment. Given their significant free cash flow generation, one of the reliable avenues for growth for Auto Retailers has been
M&A. For example, many of these companies are strong cash generators which often deploy that cash to acquire stores to generate growth. Thus, to the extent
that the M&A environment becomes less friendly, either via fewer/less willing sellers, higher prices, or both — this could unfavorably impact growth plans. That said,
while interest in selling amongst smaller operators was robust even pre-pandemic as many of them faced generational succession issues, interest has reportedly
spiked higher post-pandemic as many small operators have found it difficult to compete with larger dealer groups as their resources, online capabilities, etc. pale in
comparison -- very similar to the dynamics in the dining and broader retail sectors where the largest entities are thriving while smaller ones face difficulty keeping pace.

Higher U.S. tax rates. As these companies are very profitable, the auto retailers were large beneficiaries of the reduction in U.S tax rates a few years ago (for
examples, PAG effective tax rate declined from 32.6% in 2017 to 24.3% in 2018). Thus, the potential for higher tax rates under a new administration could be punitive
to the auto retailers given their significant profit bases and having few, if any, Deferred Tax Assets to mitigate the impact.

Stall in Finance & Insurance revenue growth. The continued unrelenting growth of F&l revenue (well beyond what many investors believed was possible) has
essentially offset the secular compression in new and used vehicle margins such that “front-end yields” have remained relatively stable. However, ff vehicle margins
continue to compress and F&I revenue growth stalls, both revenue and earnings for the group would be impacted unfavorably.

Risks & Considerations for Group 1 Automotive Inc. (GPI)

Macro slowdown/deterioration. Although the auto retailers' revenue tends to be less cyclical than their OEM and supplier peers due to the somewhat counter-
cyclical nature of their Service & Parts businesses (the greatest contributor to their gross profit) and their more flexible cost structures, they are still susceptible to
economic volatility.

Accelerating shift to EVs. Despite claims to the contrary by some, we believe that the shift to EVs could prove detrimental to the auto retailers' Service & Parts
business. In fact, highly regarded Consumer Reports recently published the results of a study which showed that lifetime maintenance and repair costs for EVs and
PHEVs were 50% lower than those for ICE vehicles ($4,600 vs. $9,200):

Powertrain Vehicle Mileage Lifetime

Type 0-50k  50k-100k 100k-200k Average

$0.01 $0.03 $0.04 $0.03
PHEV $0.02 $0.03 $0.03 $0.03
ICE $0.03 $0.06 $0.08 $0.06
Powertrain Lifetime Maintenance
Type & Repair Cost
BEV $4,600
PHEV $4,600
ICE $9,200

This could impact the dealers as the Service & Parts business 1) is typically the most recession-resistant of all their businesses and 2) comprises the greatest proportion
of gross profit. Thus, a decline in Service & Parts revenue could both diminish the overall profitability of these companies, and make them more cyclical. That said,
there are mitigating factors such as 1) the continued significant increase in vehicle complexity with increased electronic content and electrification, could enable the
dealers to capture an increasing proportion of total Service and Parts revenue, and 2) with EV penetration in the US and globally now in just the low single digit range,
the path to significant EV penetration is likely to be a long one, giving this group many years to adjust and adapt. Note that increased vehicle complexity has helped
drive mid-single digit revenue growth for nearly all the dealers for the past several years and it is expected to continue.

Slowing of/an inhospitable M&A environment. Given their significant free cash flow generation, one of the reliable avenues for growth for Auto Retailers has been
M&A. For example Lithia has been a chronic and successful acquiror and plans to acquire an additional $20B in revenue over the next five years (in addition to
other growth initiatives). Thus, to the extent that the M&A environment becomes less friendly, either via fewer/less willing sellers, higher prices, or both — this could
unfavorably impact growth plans. That said, while interest in selling amongst smaller operators was robust even pre-pandemic as many of them faced generational
succession issues, interest has reportedly spiked higher post-pandemic as many small operators have found it difficult to compete with larger dealer groups as their
resources, online capabilities, etc. pale in comparison -- very similar to the dynamics in the dining and broader retail sectors where the largest entities are thriving
while smaller ones face difficulty keeping pace.

Higher U.S. tax rates. As these companies are very profitable, the auto retailers were large beneficiaries of the reduction in U.S tax rates a few years ago (for
examples, PAG effective tax rate declined from 32.6% in 2017 to 24.3% in 2018). Thus, the potential for higher tax rates under a new administration could be punitive
to the auto retailers given their significant profit bases and having few, if any, Deferred Tax Assets to mitigate the impact.
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Stall in Finance & Insurance revenue growth. The continued unrelenting growth of F&l revenue (well beyond what many investors believed was possible) has
essentially offset the secular compression in new and used vehicle margins such that “front-end yields” have remained relatively stable. However, ff vehicle margins
continue to compress and F&I revenue growth stalls, both revenue and earnings for the group would be impacted unfavorably.

Risks & Considerations for Lithia Motors Inc. Cl A (LAD)

Macro slowdown/deterioration. Although the auto retailers' revenue tends to be less cyclical than their OEM and supplier peers due to the somewhat counter-
cyclical nature of their Service & Parts businesses (the greatest contributor to their gross profit) and their more flexible cost structures, they are still susceptible to
economic volatility.

Accelerating shift to EVs. Despite claims to the contrary by some, we believe that the shift to EVs could prove detrimental to the auto retailers' Service & Parts
business. In fact, highly regarded Consumer Reports recently published the results of a study which showed that lifetime maintenance and repair costs for EVs and
PHEVs were 50% lower than those for ICE vehicles ($4,600 vs. $9,200):

Powertrain Vehicle Mileage Lifetime

Type 0-50k 50k-100k 100k-200k Average

$0.01 $0.03 $0.04 $0.03
PHEV $0.02 $0.03 $0.03 $0.03
ICE $0.03 $0.06 $0.08 $0.06
Powertrain Lifetime Maintenance
Type & Repair Cost
BEV $4,600
PHEV $4,600
ICE $9,200

This could impact the dealers as the Service & Parts business 1) is typically the most recession-resistant of all their businesses and 2) comprises the greatest proportion
of gross profit. Thus, a decline in Service & Parts revenue could both diminish the overall profitability of these companies, and make them more cyclical. That said,
there are mitigating factors such as 1) the continued significant increase in vehicle complexity with increased electronic content and electrification, could enable the
dealers to capture an increasing proportion of total Service and Parts revenue, and 2) with EV penetration in the US and globally now in just the low single digit range,
the path to significant EV penetration is likely to be a long one, giving this group many years to adjust and adapt. Note that increased vehicle complexity has helped
drive mid-single digit revenue growth for nearly all the dealers for the past several years and it is expected to continue.

Slowing of/an inhospitable M&A environment. Given their significant free cash flow generation, one of the reliable avenues for growth for Auto Retailers has been
M&A. For example Lithia has been a chronic and successful acquiror and plans to acquire an additional $20B in revenue over the next five years (in addition to
other growth initiatives). Thus, to the extent that the M&A environment becomes less friendly, either via fewer/less willing sellers, higher prices, or both — this could
unfavorably impact growth plans. That said, while interest in selling amongst smaller operators was robust even pre-pandemic as many of them faced generational
succession issues, interest has reportedly spiked higher post-pandemic as many small operators have found it difficult to compete with larger dealer groups as their
resources, online capabilities, etc. pale in comparison -- very similar to the dynamics in the dining and broader retail sectors where the largest entities are thriving
while smaller ones face difficulty keeping pace.

Higher U.S. tax rates. As these companies are very profitable, the auto retailers were large beneficiaries of the reduction in U.S tax rates a few years ago (for
examples, PAG effective tax rate declined from 32.6% in 2017 to 24.3% in 2018). Thus, the potential for higher tax rates under a new administration could be punitive
to the auto retailers given their significant profit bases and having few, if any, Deferred Tax Assets to mitigate the impact.

Stall in Finance & Insurance revenue growth. The continued unrelenting growth of F&I revenue (well beyond what many investors believed was possible) has
essentially offset the secular compression in new and used vehicle margins such that “front-end yields” have remained relatively stable. However, ff vehicle margins
continue to compress and F&I revenue growth stalls, both revenue and earnings for the group would be impacted unfavorably.

Risks & Considerations for Penske Automotive Group Inc. (PAG)

Macro slowdown/deterioration. Although the auto retailers' revenue tends to be less cyclical than their OEM and supplier peers due to the somewhat counter-
cyclical nature of their Service & Parts businesses (the greatest contributor to their gross profit) and their more flexible cost structures, they are still susceptible to
economic volatility.

Accelerating shift to EVs. Despite claims to the contrary by some, we believe that the shift to EV could prove detrimental to the auto retailers' Service & Parts
business. In fact, highly regarded Consumer Reports recently published the results of a study which showed that lifetime maintenance and repair costs for EVs and
PHEVs were 50% lower than those for ICE vehicles ($4,600 vs. $9,200):

Powertrain Vehicle Mileage Lifetime

Type 0-50k 50k-100k 100k-200k Average
BEV $0.01 $0.03 $0.04 $0.03
PHEV $0.02 $0.03 $0.03 $0.03
ICE $0.03 $0.06 $0.08 $0.06
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Powertrain Lifetime Maintenance
Type & Repair Cost

BEV $4,600

PHEV $4,600

ICE $9,200

This could impact the dealers as the Service & Parts business 1) is typically the most recession-resistant of all their businesses and 2) comprises the greatest proportion
of gross profit. Thus, a decline in Service & Parts revenue could both diminish the overall profitability of these companies, as well as make them more cyclical. That
said, there are mitigating factors such as 1) the continued significant increase in vehicle complexity with increased electronic content and electrification, could enable
the dealers to capture an increasing proportion of total Service and Parts revenue, and 2) with EV penetration in the US and globally now in just the low single digit
range, the path to significant EV penetration is likely to be a fairly long one, giving this group many years to adjust and adapt. Note that increased vehicle complexity
has helped drive mid-single digit revenue growth for nearly all the dealers for the past several years

Slowing of/an inhospitable M&A environment. Given their significant free cash flow generation, one of the reliable avenues for growth for Auto Retailers has been
M&A. For example:
Asbury Automotive (ABG) recently closed on the biggest acquisition in its history, growing its revenue base by nearly 25%,
Penske Automotive (PAG) entered the standalone used vehicle market via acquisition and is consolidating the commercial vehicle market,
Lithia Automotive (LAD) has been a chronic and successful acquiror and plans to acquire an additional $20B in revenue over the next five years (in addition to
other growth initiatives).

Thus, to the extent that the M&A environment becomes less friendly, either via fewer/less willing sellers, higher prices, or both — this could unfavorably impact growth
plans. That said, while interest in selling amongst smaller operators was robust even pre-pandemic as many of them faced generational succession issues, interest
has reportedly spiked higher post-pandemic as many small operators have found it difficult to compete with larger dealer groups as their resources, online capabilities,
etc. pale in comparison -- very similar to the dynamics in the dining and broader retail sectors where the largest entities are thriving while smaller ones are suffering.
Companies Mentioned in This Report

« Asbury Automotive Group Inc. (ABG: $220.16, Buy, PT $275) * AutoNation Inc. (AN: $140.06, Buy, PT $180)

« Group 1 Automotive Inc. (GPI: $238.29, Buy, PT $300) « Lithia Motors Inc. Cl A (LAD: $249.35, Buy, PT $315)

« Penske Automotive Group Inc. (PAG: $147.03, Buy, PT $150)

Price Target Metrics for Asbury Automotive Group Inc. (ABG)

10x our estimate of normalized earnings
Price Target Metrics for AutoNation Inc. (AN)

10x normalized earnings

Price Target Metrics for Group 1 Automotive Inc. (GPI)
7.5x projected 2023 EPS / 10x normalized earnings

Price Target Metrics for Lithia Motors Inc. CI A (LAD)

8x our 2024 EPS estimate
Price Target Metrics for Penske Automotive Group Inc. (PAG)

10x our estimate of normalized earnings

Rating and Price Target History for: Asbury Automotive Group Inc. (ABG) as of 06-06-2023
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Rating and Price Target History for: AutoNation Inc. (AN) as of 06-06-2023
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Rating and Price Target History for: Group 1 Automotive Inc. (GPI) as of 06-06-2023
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Rating and Price Target History for: Lithia Motors Inc. Cl A (LAD) as of 06-06-2023
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Rating and Price Target History for: Penske Automotive Group Inc. (PAG) as of 06-06-2023
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Please contact Seaport Global Securities LLC, for important disclosure information for covered companies. Contact the Director of Equity Research at (949) 274-8052
or write to Seaport Global Securities LLC, 100 Bayview Circle, Suite 100, Newport Beach, CA 92660.
Clients should also refer to https://sgsecurities.bluematrix.com/sellside/Disclosures.action for price charts, as well as specific disclosures for covered companies.

Explanation of Ratings

Seaport Global Securities analyst ratings include (effective Feb. 1, 2017):
Buy - The investment outlook and risk/reward over the following 12 months are favorable on an absolute basis and relative to the peer group.
Neutral - The investment outlook and risk/reward over the following 12 months are neutral on an absolute basis and relative to the peer group.
Sell - The investment outlook and risk/reward over the following 12 months are unfavorable on an absolute basis and relative to the peer group.
NA - A rating is not assigned.

Prior to Feb 1., 2017, Seaport Global Securities analyst ratings included:
Buy - The investment outlook and risk/reward over the following 12 months are very favorable on an absolute basis and relative to the peer group.
Speculative Buy - The investment outlook over the following 12 months is very favorable on an absolute basis and relative to the peer group, however, there
is higher than average risk associated with the investment that could result in material loss.
Accumulate - The investment outlook and risk/reward over the following 12 months are favorable on an absolute basis and relative to the peer group.
Neutral - The investment outlook and risk/reward over the following 12 months are neutral on an absolute basis and relative to the peer group.
Reduce - The investment outlook and risk/reward over the following 12 months are unfavorable on an absolute basis and relative to the peer group.
Sell - The investment outlook and risk/reward over the following 12 months are very unfavorable on an absolute basis and relative to the peer group.
NA - A rating is not assigned.

Ratings Distribution

Research Coverage Investment Banking Clients*
Rating Count % of Total Count % of Total % of Rating
Category
Buy 146 66.1% 6 100.0% 4.1%
Neutral 75 33.9% 0 0.0% 0.0%
Sell 1 0.5% 0 0.0% 0.0%
Total 221 100.0% 6 100.0% 2.7%

*Investment banking clients are companies for which Seaport Global Securities LLC provided investment banking services to in
the last 12 months.
Note: Ratings Distribution as of March 31, 2023

Seaport Global Securities LLC is a U.S. registered broker-dealer, member FINRA and SiPC. Seaport Research Partners LLC is a registered investment advisor. This
material has been prepared by Seaport Research Partners, which provides brokerage services as a division (dba Seaport Research Partners) of Seaport Global
Securities LLC, and provides investment advisory services through Seaport Research Partners LLC. Seaport Global Securities LLC and Seaport Research Partners
LLC are subsidiaries of Seaport Global Holdings LLC. Seaport Global Securities LLC and Seaport Research Partners LLC employ appropriate expertise, and in the
belief that it is fair and not misleading. Seaport Global is the global brand name for Seaport Global Securities LLC (“SPGS”) and its affiliates worldwide. Information,
opinions or recommendations contained in the reports and updates are submitted solely for advisory and information purposes. The information upon which this
material is based was obtained from sources believed to be reliable, but has not been independently verified. Therefore, we cannot guarantee its accuracy. Additional
and supporting information is available upon request. This is neither an offer nor solicitation of an offer to buy or sell any security or investment. Any opinions or
estimates constitute our best judgment as of this date, and are subject to change without notice. Not all products and services are available outside of the US or in
all US states. © 2023. Seaport Global Securities LLC. All rights reserved. No part of this report may be reproduced or distributed in any manner without the written
permission of SPGS. SPGS specifically prohibits the re-distribution of this report, via the Internet or otherwise, and accepts no liability whatsoever for the actions of
third parties in this respect.

For Canadian Investors:

Seaport Global Securities LLC, is not registered in Canada, but relies on the International Dealer Exemption in each province. This report was not prepared in
accordance with Canadian research disclosure requirements. The information contained herein is not, and under no circumstances is to be construed as, a prospectus,
an advertisement, a public offering, an offer to sell securities described herein, solicitation of an offer to buy securities described herein, in Canada or any province or
territory thereof. Any offer or sale of the securities described herein in Canada will be made only under an exemption from the requirements to file a prospectus with the
relevant Canadian securities regulators and only by a dealer properly registered under applicable securities laws or, alternatively, pursuant to an exemption from the
dealer registration requirement in the relevant province or territory of Canada in which such offer or sale is made. Under no circumstances is the information contained
herein to be construed as investment advice in any province or territory of Canada and is not tailored to the needs of the recipient. To the extent that the information
contained herein references securities of an issuer incorporated, formed or created under the laws of Canada or a province or territory of Canada, any trades in such
securities must be conducted through a dealer registered in Canada. No securities commission or similar regulatory authority in Canada has reviewed or in any way
passed upon these materials, the information contained herein or the merits of the securities described herein and any representation to the contrary is an offence.

For UK and European Investors:
MARKETING COMMUNICATION

The Seaport Group Europe LLP (“SGE”") is authorized and regulated by the Financial Conduct Authority. Due to its size and structure, its analysts may represent the
interests of the firm or of companies referred to in its research. As a result, SGE does not hold its research out as being impartial. This research is non-independent and
is classified as a Marketing Communication under the FCA'’s rule COBS 12.2.18. As such it has not been prepared in accordance with legal requirements designed
to promote the independence of investment research and it is not subject to the prohibition on dealing ahead of the dissemination of investment research in COBS
12.2.21. However, SGE has adopted internal procedures which prohibit employees from dealing ahead of the publication of non-independent research, except for
legitimate market making and fulfilling clients’ unsolicited orders.
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Analysts may forward a draft copy of the non-independent research, prior to publication, to the subject company in order to verify facts. Where such verification is
sought, the analyst must remove any rating or investment summary from the non-independent research prior to forwarding it to the subject company. Any subsequent
amendments to the non-independent research are to correct factual inaccuracies only. Any matters of judgment are the author's own and our analysts will not amend
the non-independent research on the basis of an issuer's contrary view.

Price targets or Projections

Price targets or projections, if discussed, reflect in part the analyst's estimates for the company's earnings. The achievement of any price target or projection may be
impeded by general market and macroeconomic trends, and by other risks related to the company or the market, and may not occur if the company's earnings fall
short of estimate. Past performance is not indicative of future performance.

DISCLAIMERS

This material is: (i) for your private information, and we are not soliciting any action based upon it; (ii) not to be construed as an offer to sell or a solicitation of an offer
to buy any investments or other related financial instruments in any jurisdiction where such offer or solicitation would be illegal; and (iii) is based upon information that
we consider reliable, but we do not represent that it is accurate or complete, and it should not be relied upon as such.

Opinions expressed are current opinions as of the original publication date appearing on this material only and the information, including the opinions contained herein,
are subject to change without notice. Members of Seaport Global may from time to time perform investment banking or other services (including acting as advisor,
manager or lender) for, or solicit investment banking or other business from, companies mentioned herein. Further, members of Seaport Global, and / or its officers,
directors and employees, may, from time to time, have long or short positions in, and buy or sell, the investments, securities, derivatives (including options) or other
related financial instruments thereof, of companies mentioned herein, or related investments, securities, derivatives or other related financial instruments. In addition,
members of Seaport Global may act as a market maker and principal, willing to buy and sell certain of the investments, securities or other related financial instruments
of companies mentioned herein. Further, members of Seaport Global may buy and sell certain of the investments, securities or other related financial instruments of
companies mentioned herein, as agent for its clients.

Investors should consider this report as only a single factor in making their investment decision and, as such, the report should not be viewed as identifying or suggesting
all risks, direct or indirect, that may be associated with any investment decision. SGE and other non-US members of Seaport Global, their officers, directors and
employees may, to the extent it relates to non-US issuers and is permitted by applicable law, have acted upon or used this material immediately following, its publication.

The securities described herein may not have been registered under the U.S. Securities Act of 1933 (“ACT") , and, in such case, may not be offered or sold in the United
States or to U.S. persons unless they have been registered under such Act, or except in compliance with an exemption from the registration requirements of such Act.

Unless governing law permits otherwise, you must contact a Seaport Global entity in your home jurisdiction if you want to use our services in effecting a transaction
in the investments, securities or other related financial instruments mentioned in this material.

This publication has been approved for distribution in the United Kingdom by The Seaport Group Europe LLP, which is authorized and regulated by the Financial
Conduct Authority (FCA). It is intended only for investors who are professional clients and eligible counterparties as defined by the FCA, and may not, therefore, be
redistributed to other classes of investors.

The Seaport Group Europe LLP and other Seaport Global entities manage conflicts identified through the following: their Information Barrier Wall, confidentiality and
conflicts of interest policies, maintenance of a Restricted List and a Watch List, personal account dealing rules, policies and procedures for managing conflicts of
interest arising from the allocation and pricing of investments, securities or other related financial instruments and disclosure to clients via client documentation.
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