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 POWERING DISTRIBUTOR SUCCESS

Join us for this year’s Annual Meeting, where
outdoor power equipment distributors come
together to turn insights into action.

This year’s agenda goes beyond the
numbers with benchmarking data
from across the OPE industry—
manufacturers, distributors, and
dealers—plus best-in-class practices
from other leading distribution
verticals. You'll hear from industry
leaders, economic experts, and policy
advocates on the trends shaping your

business and the strategies that drive
(4 distributor success.
\ From economic forecasting to
inventory management best
\ practices to federal policy updates,
, every session is designed to help you

compete stronger, plan smarter, and
lead with confidence.


https://www.opeesa.com/annual-meeting/2026-annual-meeting-registration/
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FIRST TIMERS/EMERGING LEADERS RECEPTION

OPENING RECEPTION

22

SUN OPENING DINNER

OPENING KEYNOTE: SIGNALS FROM THE CHANNEL
Presented by lan Heller of Distribution Strategy Group

FEATURED PRESENTATIONS
23 Panel of OPE Industry Executives

What Sets the Outdoor Power Equipment Industry
MON Apart?

AFTERNOON ACTIVITIES
Golf

Floating Tiki Bar, Cape Coral Canal Cruise

MORNING KEYNOTE: FORECAST BY ITR ECONOMICS
Presented by Connor Lokar of ITR

FEATURED PRESENTATIONS

Integrating into the Intelligence Age

Roundtable discussions with OPE Peers

TUE Rethinking Inventory: Smarter Strategies for a Changing Market
Workplace Realities: Employment Law and Workforce Trends
Navigating Washington: What's Ahead for Wholesale Distribution

CLOSING RECEPTION AND DINNER
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Speakers

Industry Insights Panel: Perspectives Across the
Outdoor Power Equipment Channel

Back by popular demand! One of the highest-rated
sessions at past OPEESA Annual Meetings returns for
2025. This interactive panel brings together leaders
representing every key segment of the outdoor
power equip ment industry, including manufacturing,
distribution, retail, and captive dealer financing
(CDF), for a candid discussion on the state of the
market.

Hear firsthand from:

Ed Wright, Wright Manufacturing

Steven Purdy, Oscar Wilson Engines and Parts

Dave Wilson, Wells Fargo

A representative from Constellation Dealership Software

Each panelist will share a concise overview of trends, opportunities, and
challenges shaping their segment, followed by an open Q&A that invites real-
time insights from attendees.

If you are looking for a 360-d egree view of where the OPE industry stands today
and where it is heading, this is the session you will not want to miss.
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Speakers

Matthew Chaffin - What Sets the Outdoor Power
Equipment Industry Apart

This session explores what makes outd oor power
equipment and engine distributors distinct within
the broader world of distribution. Using key measures
from the OPEESA Operating Performance Report—
gross margin, op erating expenses, inventory turns,
receivable management, and profitability—we’ll
highlight how the structure and economics of this
industry differ from others.

We'll also draw insights from other distrib ution sectors such as heavy equip ment,
industrial supply, plumbing/HVAC, construction pipe and valve fittings, and
foodservice distribution (among others) to provide perspective on different cost
structures, seasonality patterns, and customer relationships. These examples
aren’'t meant to be exhaustive but rather to illustrate how outdoor power
equipment and engine distributors can gain valuable context by seeing how
other industries navigate similar op erational challenges.

The session emp hasizes learning from contrast—what makes the channel
unigue and how understanding those difference can guide better decisions.
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Connor Lokar - Importance of ITR Economics’
Outlook for 2026 and Early 2027

=

Business owners and operators stand to benefit

5 significantly from understanding ITR Economics’
— outlook for 2026 and early 2027. The insights provided
. 4 can help decision makers anticipate and navigate the

25
& A

e ]

| H

B 5

4 complex economic landscape that lies ahead. Given
that ITR has leading indicators that are already
suggesting that the mild business cycle rising trend
that will be present at the start in 2026 will potentially
fade for some industries during the second half of
the year and on into 2027, it is crucial for businesses
to stay informed and proactive.

Key reasons include:

e Anticipation of economic shifts: Businesses can adjust their strategies to align
with predicted changes in GDP and Industrial Production growth.

¢ Risk management: Early awareness allows for the implementation of
measures to mitigate potential downturns in volume and increases in cost.

Furthermore, the ability to anticipate weak periods and set plans to act
accordingly can be the deciding factor between merely surviving or thriving. As
industries face varying impacts, specific insights into which sectors are more likely
to falter will be invaluable. Additional reasons why the outlook is essential include:

e Investment planning: Businesses can make informed decisions about capital
expenditures and resource allocation.

e Competitive advantage: Early movers can gain an edge by adapting ahead of
their competitors.
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Nick Pericle - Integrating Into the Intelligence Age

We've spent three years discovering what Al can do. Now it's
time to integrate it into how we work.

Wholesale distrib utors have moved beyond asking "Can Al
help us?" to "How d o we make this work at scale - with OUR
data?" The challenge isn't identifying use cases anymore - it's
now connecting Al to the systems, data, and workflows that
run your b usiness.

In this session, you'll see live demonstrations of Al working
with real ERP data, automating distrib ution workflows, and
turning proprietary information into intelligent action.

We'll show you how modern integration tools are transforming what once required extensive
custom development into accessible automation that your team can implement.

What you'll take away:
e A practical framework for building an integration strategy within your distribution business
 How to securely connect Al to your ERP systems and proprietary data
¢ Live examples of intelligent automation workflows in action
 Aroadmap for escaping "pilot purgatory" and achieving scaled implementation

The technology gap between discovery and deployment is closing fast. Join us to see how
distributors are moving from exp eriments to execution.

Nick Pericle has spent the last decad e working with manufacturers and distributors, from
branches to boardrooms. A Managing Director at the software consulting firm, ProfitOptics,
Nick is best known for architecting besp oke solutions and spearheading large-scale digital
transformation projects, which have both saved organizations tens of thousands of efficiency
hours, and added millions to their bottom line. Nick has a passion for taking the topic of Al and
making it very real in the moment for distributors - how it can improve productivity, efficiency,
and what the future of an organization in the supply chain looks like with artificial intelligence.
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p l ‘— Jay Johnson - Rethinking Inventory: Smarter Strategies
for a Changing OPE Market

i

Join Jay Johnson, Executive Professor at Texas A&M
University’s Industrial Distribution Program, for a practical
and forward-looking discussion on inventory management
in today’s dynamic outdoor power equipment market.

With decades of experience in distribution strategy, Jay
will explore how data-driven forecasting, process
discipline, and collaboration across the supply chain can
turn inventory from a cost burden into a competitive asset.

He will also highlight best practices from leading distributors and manufacturers on
managing seasonality, reducing excess stock, improving cash flow, and strengthening
dealer relationships.

Designed for senior executives, this session will help you see inventory not just as
something to control—but as something to leverage for growth, customer satisfaction,
and long-term profitability.

Jay consults, advises, teaches, and researches on issues involving corporate strategy,
business operations, profitability, financial management, sales, pricing, negotiations,
customer service, incentive systems, and performance measures within the wholesale
distribution industry. In addition, Jay owns a residential service and construction
company servicing the Texas market.

Jay has over 30 years experience in the wholesale distribution industry, including in the
general industrial, metals processing, bearing, power transmission, fluid power,
electrical, and building materials industries; including roles in sales, sales management,
branch management, general management, president, and director.
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Workplace Advisors - Workplace Realities:
Employment Law and Workforce Trends Every
Distributor Leader Should Know

In this 20-minute power session, experts from
Workplace Advisors will cut through the complexity of
today’s employment environment to highlight what
distribution leaders need to know now.

workplace

ADVISORS

This focused briefing will cover key legal and regulatory developments affecting
employers, including wage and hour compliance, evolving overtime rules, workplace
classification issues, and new federal and state employment mandates. It will also
touch on emerging workforce challenges such as managing hybrid teams, protecting
company culture, and reducing legal risk in a competitive labor market.

Designed specifically for executives, this fast-moving session delivers high-value
insights and practical takeaways in just 20 minutes—perfect for busy leaders who want
to stay ahead of the curve.

The Workplace Advisors are a national team of human-resources and compliance
specialists dedicated to helping businesses navigate the people-side of growth. With
expertise spanning HR compliance, recruiting, compensation, employee engagement
and behavioral assessments, the firm supports organizations to align workforce
strategy with business performance.

Their signature “HR Support Plan” offers unlimited consulting access for compliance
and handbook development, while their consulting arm tackles recruiting,
compensation and development initiatives. The Workplace Advisors also provide
media-rich resources including keynotes, podcasts and weekly “HR Minutes” to keep
leaders current on workforce trends.
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Brian Wild - Navigating Washington: What's Ahead for
Wholesale Distribution

Join Brian Wild, Chief Government Relations Officer at
the National Association of Wholesaler-Distributors
(NAW), for an insider’s look at the federal and regulatory
issues shaping the business environment for distributors..

Drawing on his deep experience in public policy,
legislative affairs, and pro-business advocacy, Brian will
provide a clear and practical overview of the current
political landscape in Washington, D.C., and what it
means for the wholesale distribution industry.

Topics will include the latest federal and regulatory developments, emerging legal and
compliance challenges, and how NAW's Legal Policy Center is working to advance and
defend the interests of distributors nationwide.

This session will help industry leaders understand what’'s coming next from Capitol Hill
—and how to prepare their businesses for the impact of policy and regulation.

Brian Wild is the Chief Government Relations Officer. Former U.S. Senate, House and
White House staffer, including service as advisor to House Congressional Leadership
and Vice President Dick Cheney, Brian is a “big picture” strategist, who has helped
businesses and trade associations advance their policy priorities amid the complex and
competing interests on Capitol Hill. Known as a coalition builder, Wild has a track
record of unifying third-party groups to create political momentum and achieve policy
success. Brian is a tremendous advocate for the wholesale distribution industry in
Washington D.C. advancing the causes of small, medium and large distributors to
policy makers in Congress, the White House and Federal agencies. His work to build
consensus among third-party validators, including think tanks, advocacy groups, other
trade associations and corporations helps amplify and echo the voices of NAW'’s
member companies and associations.
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Welcome to The Westin Cape Coral Resort — Coastal Bliss Reimagined
Experience the good life on the water in Cape Coral, Florida, at The Westin Cape Coral
Resort at Marina Village. From the beauty of our waterfront setting to our extensive
activities and elegant event spaces, every aspect of our luxury 4-diamond AAA hotel will
replenish your soul. Keep your body fit in the state-of-the-art Westin WORKOUT Fitness
Studio or swim laps in our pools. Relax in the Esterra Spa & Salon or take our beach taxi to
Fort Myers Beach. The adjacent Tarpon Point Marina offers direct access to the Gulf of
Mexico plus kayaking and fishing charters. If you need retail therapy, enjoy a stroll through
our Promenade Shops.

Rates: $309/night + 11.5% tax


https://book.passkey.com/e/51100112
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Activities - Monday, February 23

Golf - Shotgun Tournament

Come watch the Wood Storks, Ibis, Egrets and Herons on the fairways and preserves of the
community. Considered one of the best kept secrets in the great Fort Myers area, Cap e Royal offers
the feel of a protected enclave yet minutes away from all that Southwest Florida has to offer.

Just a short drive from the beaches, Cape Royal features 27 holes of championship golf in
Southwest Florida spread across a course design that is too good to miss! Our unique, Gordon
Lewis-designed layout features FIVE sets of tees in order to challenge players of all skill levels.

Tournament fee: $250 per player — includ es tournament fee, transportation and a boxed lunch
Rentals: Clubs - $75 per person — Pay at the course

Tiki Bar Float Trip

Why go bar hoping when you can hop on a bar! Enjoy a 2 hour cruise, pick up a couple of your
favorite beverages at the bar and relax and enjoy! This trip is BYOB.

Cost: $70.00 per person

Cape Coral Canal Cruise

Kick back and relax on a 2 hour trip which is nicknamed “Venice of America.”
Depart after lunch from the Westin Tarpon Marine at 2.00 pm and return at 4:00 pm.

Cost: $110 per person

Activities Available Directly from Hotel

Kayaking, paddle boarding, and fishing tours are available at Tarpon Point Marine located on
site at the Westin, or pre-arranged by calling 239-940-1541.

Cost: Varies
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Fees and Policies

Early Bird Registration...........ccccccceeveeiiiiiiiieieee e, $1,075
Early Bird Additional Attendee.........ccccccccoevvviiineennn, $975
Regular Registration.............cccccovviiiiiieeeiieee e, $1,195
Regular Additional Attendee.........cccccccceevvviiviieennnn, $1,095
Emerging Leader Registration.................ccccccvvvvveeeen. $945

Early Bird Registration:
Early bird registration must be received by December 23, 2025 to qualify for the
discounted registration rate.

Accommodations:
Rooms must be booked by January 23, 2026 to secure the group rate. Room
reservations made after the cutoff will be subject to a higher rate.

Cancellation:
Registration must be cancelled by February 8, 2026 to qualify for refunded fees.
Hotel room must be cancelled separately, and may be subject to penalty.

Travel Plus of NC, Inc. and their respective parent subsidiary and affiliated companies and organizations, shall not be
liable for any injury, damage, loss, exp ense, accident, delay, inconvenience, or irregularity which may be caused or
contributed to (1) act or omission on the part of any person or entity not under the direct control of Travel Plus of NC,
Inc., respectively, or (2) by any defect in or failure of any vehicle, equip ment, instrumentality, service, product or
accommod ations which is owned, operated, furnished, or otherwise used by any of these suppliers, (3) by any other
cause, condition or event whatsoever beyond the direct control of Travel Plus of NC, Inc., resp ectively.

During the trip, the participant(s) may have the opportunity to participate in various op tional activities, such as
contests, excursions, or shows. Their resp ective parent subsidiary and affiliated companies and organizations shall not
be liable for any injury, damage, loss, expense, accid ent, delay, inconvenience, or irregularity arising out of or relating to
said participation.

Travel Plus of NC, Inc.

2925 West Innes Street
Salisbury, NC 28144
704-664-5888



