- N-TAE(F

National Auto Body Council
Strategic Plan

January 17, 2022

Vision Statement:

Automotive Collision Repairers are admired professionals

Mission Statement:

To develop, implement, and promote community-based initiatives that exemplify the
professionalism and integrity of the collision repair industry

Mantra:
Changing and Saving Lives Every Day

Core Values:

The NABC® culture starts at the top of the organization and is embodied by the

members of the staff, board and committee volunteers. Now in its 27% year, it continues

to be the face and vehicle of an industry to share their hearts. NABC® is:

e Laser focused on the diversity and commitment to be actively engaged within our
industry, board and committees

e Non-political on all issues within the collision industry

e Committed to do the right things for the right reasons

e Dedicated to providing initiatives and support that deliver heroic status to the
NABC® constituent base in the communities where they live and work

e Making every decision to fulfill the NABC® Vision, Mission and Mantra

e Built upon a culture of inclusiveness for all stakeholders across the collision industry

SWOT Analysis: (Strengths/Weakness/Opportunity/Threats)

Strengths:

e Positive reputation as honest, fair, focused on giving back to members and
community

e Strong engagement level from NABC® staff, Executive Committee, and Board
members

e Strong brand recognition within the collision repair industry
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NABC® mission is easily explained and very relatable

NABC Recycled Rides® and NABC F.R.E.E.™ programs have wide industry acceptance
and respect

Solid financial position reflects investment in membership growth, fundraising,
conservative spending

Strong membership support among level one and level two members

Weaknesses:

Changing industry from single shop owners to MSOs, buying groups threatens
current revenue model

Bandwidth to deliver programs limited by availability of cars, labor-intensive
process for events

NABC® operating model can be replicated (i.e. DIY approach)

Financial dependency on fundraising to meet annual budget

Fund raising efforts have historically revolved around golf

Programs like NABC Recycled Rides® can lose relevance due to over-exposure
Programs like NABC® DOD need overhaul to have industry engagement
Engagement from large MSOs in programs has potential to overwhelm NABC®
brand on events

Opportunities:

Expand program offerings to encompass new initiatives — education, training, other
driver safety programs, other community assistance programs

Reduce the number of NABC® initiatives focusing all efforts on the one or two that
matter the most

Expand fundraising efforts (crowd funding, auctions, etc.)

Create new membership levels that allow broader participation

Partner with other industry associations to unite initiatives and donor base

Offer new levels of sponsorship to engage new member categories — national and
regional distributors, auto dealerships, glass companies

Leverage level one sponsors for more national visibility for key current programs —
sponsored editorial opportunities, events at national sports and consumer events,
celebrity involvement
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Threats:

NABC® members could create their own benevolence programs rather than fund
NABC® initiatives

Consolidation among shops and acquisition of manufacturers/service providers by
equity partners could limit membership revenue without new membership
structure/levels

Role of 1-800 Charity Cars far too controlling of NABC Recycled Rides® process,
could grind program to a halt if they pull out or demand alternative financial
arrangements

NABC® Members may perceive there is a risk to their brand associating with certain
insurers, repairers, charities, and/or with recipients and exit the program

State titling laws may further restrict ability to repair vehicles with a salvage title
Degree of activity from members has a link to the US economy. Economic up swings
and down turns can impact NABC® activity.

Long-Term Goals:

Be flexible and always monitoring the shifting tides of our industry and be able to

adjust quickly to remain relevant and provide value beyond dollars and cents. Grow
the NABC® Brand equity/value and vigorously protect the assts of NABC® that the
industry has invested in collectively. Maintain and deliver true value to the NABC®
constituent base as well as the collision industry at large. Remain the premier collision

industry trade organization for industry stakeholders to invest their resources in.

Maintain financial stability maintaining a reserve account that can fund the NABC® in

uncertain times. Maintain and expand our partner base to include key additional

stakeholders among all key segments of our industry:

1. Insurers

Repairers

Rental Cars
Information Providers
Parts and Equipment
PB&E/ distributors
Auto Dealers

Equity Partners
OEMs
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Yearly Objectives:
Through the unified activity of the various committees, maintain and grow our

constituent base anticipating changing dynamics in various categories of our
partnerships. Always be selling and closing on the value delivered through properly
executed NABC® initiatives. Continuous improvement with our constituent support,
the value and ease of NABC® initiatives as well as the ease of membership. Identify
KPIs for each committee that supports and drives the strategic plan and be held
accountable to collectively meet those goals.

Action Plans:

NABC® Website

NABC® Membership Management
NABC® Member Engagement
NABC® DOD

NABC Recycled Rides®

NABC F.REE™

NABC® Golf Fundraisers

NABC® Fundraising Events/Programs

NABC® Awards
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