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Overview of NFA Group

New Focus Auto (HKEX ticker: 0360, TWSE ticker: 9106) is the leading automobile

after-sales service provider in Greater China, providing basic automobile maintenance, car wash,
professional detailing, modifications, body repairs services, and the sales of auto accessory products.
In addition to directly-owned stores, New Focus also manufactures, wholesales & distributes various
auto accessory products throughout Greater China and other North American & European markets

rEEN Wholesale Manufacturing i Total Solution |
""""""" R B o Provider: Astrace

— Operations crossing
8 cities in China,
composed of 3 major
units: all acquired
partially by NFA Group

— Core business of NFA _
— Once the major

revenue generator of
NFA Group

— Focusing on
automotive electronics
and power-related parts
& accessories

— Export accounts for
over 80% of its, mainly
to North American
customers such as
Canadian Tires, Costco,
Autozone and Walmart

— Specializing at glass
tinting films, has leading
core technology and can
ensure the best
performance of products

Group i
. —Innovative and
I
!

— 100+ retail service chain
stores in China and Taiwan:

» Stand-alone store: .
* Zhejiang

E Autoboom

package services

* Hubei Autoboom supportive to meet end-

* Detailing store

» Co-work with RT-Mart
and other hypermarket
operators, plan to open
another 100+ new stores

S customer demand
* Liaoning

Xintiancheng

—Professional service

package, able to offer
— Key customers: 4S

stores, small sized
chain stores and
moms&pops

total solution and tailor-

made design -

NEW FOCUS AUTO

providing full-scope of E




Overview of NFA Group (con’t)

Key developments and milestones since establishment in 1989

1989 @ E x ﬁ

®

Oct 2009
Issued TDR in
Taiwan

l

Nov 2012
Acquired 100%
= o
()ﬁiﬁhf@m of IPO in
i Taiwan
Jun 2010
Acquired 51% Jul 2012
of Xin Tian Acquired 51%
Cheng in of Guangda in
Liaoning Changchun

the Group AIVIHANG
established, Feb 2005
producing auto Listed on Hong March 2007
parts for Kong Stock Acquired 51%
Autozone and Exchange of Ai Yi Hang in
Autobacs Beijing
1989 19p4 2005 2006 T 2007
Sep 2006
Acquired
Autolife in
Taiwan
1994 .
Established
New Focus
Lighting &
Power
Technology
(Shanghai) Co.
Ltd

2008

2009 ?

Nov 2009
Acquired 51%
of Yong Long
Hang in
Shenzhen

@ iT(Bgﬁ RERFEARNA

2010 2011 2012

Aug _2010 Sep 2011
Acquired 51% Acquired 100%
of Autoboom in of Shandong

Zhejiang Xingzhe in

/NUT&300M @ iz

Jun 2011
Acquired 51%
of Astrace
Trade in
Shanghai

NEW FOCUS AUTO
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Overview of NFA Group (con’t)
Service business shows strong contribution to the Group’s P&L

Sales Breakdown 2006 vs.2012 Successful Transformation

China
2006 Domestic Car Parts After-Sale
R Services, Manufacturer Services Chain

10.5%

H‘EH" FCHOL S ALITO
Profit before tax Breakdown 2006 vs. 2011

(in RMB thousands)

2012 . China Domestic Services 23,261
. eYee Manufacturing

Manufactur-
ing, 89.5%

B2B
43,235
China 51% 101,822
Domestic

Manufa Services, 31,842
cturing 792% 31,926 33,882 30,576 35,153

28% 1904+ 12,311

4424 O

2006 2007 2008 2009 2010 2011 -

NEW FOCUS ASUTO



Core Competences of NFA

&3 O

MEW FONUS ALTO

Favorable Industry Outlook: China Market

Fast growth and low penetration in China Auto Market

Market Leader with Extensive Distribution Network:
The largest automobile after-sale services provider in
Greater China Region

Continuous Transformation to Build Up World-Class
Service Chain: Retail services chain provides
convenience & best quality of services

«——4

NEW FOCUS AUTO
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® Favorable Industry Outlook: China Market

Fast growth and low penetration in China Auto Market
China (mn units)

[ China’s new auto sales: 20.4% CAGR (2007-2011)

450

—  China’s new auto sales: expected to grow at a CAGR of 9.4% in the 12th

Five-Year-Plan and to reach 27mn units in 2015
[ Low auto penetration ratio in China

—  The # of cars to population ratio is only 8% in China >100
(vs. 90% in US and 63% in Japan) -

—  China’s penetration gap compared with developed countries: expected to ' 2011 ' 20 Years '
narrow due to increasing per-capita GDP Later (F)

China Auto Sales China Total Number of Cars

(Million units) (Million units) 197

27

14
76

65

2007 2008 2009 2010 2011 2012E 2013E 2014E 2015E 2007 2008 2009 2010 2011 2012E 2013E 2014E 2015E

jon Center, NBS, CAAM, Ivory Capital Analysis ‘

NEW FOCUS AUTO
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@ Favorable Industry Outlook: China Market (con’t)

China Auto After-Sales Market*:

Reached RMB840 bn with a CAGR (2007-2011) of 24.5%

Auto Accessory
B Auto Repair and Mainenance

Auto Insurance @

1,424
(RMB in billions) 1,206
1,002

2007 2008 2009 2010 2011 2012E 2013E 2014E 2015E

*China’s auto after-sales market includes auto accessories, repair and
maintenance, and insurance

m Auto accessories, repair and maintenance, and
insurance posted a CAGR of 30.8%, 15.9%, and
27.5%, respectively from 2007 to 2011

[ Compared with the US market of US$186bn as of
2010, China’s auto after-sales market has huge
growth potential: expected to grow at a CAGR of
19.2% in the 12! Five-Year-Plan and to reach RMB
1,697bn in 2015

vory Capital Analysis

China Auto Repair and Maintenance Market
/4'73

 21.1%4

399
341
274

-
/@ 220 [
174 .
150
190 136 B

(RMB in billions)

2007 2008 2009 2010 2011 2012E 2013E 2014E 2015E

China Auto Accessory Market
/5'50

(RMB in billions)

439

2007 2008 2009 2010 2011 2012E 2013E 201

NEW FOCUS AUTO
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@ Favorable Industry Outlook (con’t)

After-sales market demonstrates significant potential

Auto After-Sales Market Share Comparison: China, Taiwan and US

China Taiwan USA
Chain

stores
10%

4Sstores 4Sstores
20% 30% -
’ 4Sstores Chain
0 stores
40% Mom & Pop 60%
stores
Mom & Pop 10% \
stores
70% 25%
China and Taiwan Most developed countries
u In China, the brand recognition of the one-stop chain stores is not yet = More matured auto after-sales market: large
established: sized, one-stop chain stores are the market

leaders — providing cost efficiency, brand

- 4S stores: most market shares are captured by 4S stores — which bear high value and standardized services

cost but guarantee low quality
- Chain stores captured ~60% market share,
and Mom & Pop stores get 10%

Chain stores (only capture 10% of the current market share) is expected to - Buyer types of mass merchant channels can
grow rapidly in an increasingly matured auto after-sales market be separated into 25% of DIFM (“Do It For

Me”) and 75% of DIY (“Do it Yourself”)

- Random Mom & Pop stores: relatively low-end, non-standardized services

ory Capital Analysis

NEW FOCUS AUTO
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® Favorable Industry Outlook (con’t)

Consumer & shoppers: Consumer’s mindset

Annual Expenditures and Average Age of Automobiles in Selected Countries

§700 - R
1
@
5 $600 1 M//"."‘ — :
= I =~ :
E $500 ™= i Ei \‘ E
gl N
= $300 - | | .
£ A |
<§[ $200 - ! i R
! I
$100 1 _o 2005 2011 | i :
0 1 L :
2019 18 17 16 15 14 13 12 110 ¢V 8 7 6 5 413 2 1

In US, Spending curve peaks at $633 for an 11 year old vehicle...

Vehicle age continues to go up: the tipping point is coming

B The aging of passenger vehicles in China is expected to contribute further to the growth of the after-sales market because
the frequency and overall cost of repair and maintenance generally increases with vehicle age

B Average vehicle age (as of 2011): US @ 10.8 years, Canada @ 8.5 years, Taiwan @ 8.1 years, Japan @ 8.0 year and
China @ 3.2 years

Car Care Trac Consumer Research December 2010 / NPD Data Center March 2012 and newsrun -

NEW FOCUS AUTO
10



Core Competences of NFA

G Favorable Industry Outlook: China Market
Fast growth and low penetration in China Auto Market

. Market Leader with Extensive Distribution Network:
F % F
@ FhEES ©

The largest automobile after-sale services provider in
Greater China Region

MEW FONUS ALTO

Continuous Transformation to Build Up World-Class
e Service Chain: Retail services chain provides
convenience & best quality of services

«—-‘
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©® Market Leader with Extensive Distribution Network
We are undoubtedly the largest player in China & Taiwan market

Competition

@» 7lube- HOY

CheLiWu,

10.5%

MeiCheShi,
3.3%

ywell T
2N

NS¥veliowHat,

(Currently owns: 6 stores
in China)

(Currently owns: 4 stores

in China)
One-stop
service
Source: NFA forecast
Wholesale

AutoBacs,
2.6%

—_—

-

YueFu,
7.

8%
XinQiTe,
15.7%

85 storesin
Beijing,
Shanghai,
Jinan,
Shenzhen,
Chengdu and
Taiwan

17 storesin
Zhejiang,
Jiangsu,
Anhui, Hubei,
Liaoning,
Jiangxi and
Jilin

Others,

One-Stop Service Market Breakdown by # of stores

in China and Taiwan (as of Sep. 2012)

YellowHat,
3.9%

15.0%

®

hEg

MEW FONUS ALTO

China

* XinQiTe: 24 stores in Fujian,
Jiangsu and Zhejiang

* YueFu: 12 stores in Beijing

* MeiCheShi: 5 stores in

Shanghai

* ChelLiWu 16 stores in Taiwan
* Millions of Mom & Pop stores

Hundreds of smaller regional

competitors

12
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Core Competences of NFA

G Favorable Industry Outlook: China Market
Fast growth and low penetration in China Auto Market

. Market Leader with Extensive Distribution Network:
F % F
@ FhEES ©

The largest automobile after-sale services provider in
Greater China Region

MEW FONUS ALTO

Continuous Transformation to Build Up World-Class
e Service Chain: Retail services chain provides

convenience & best quality of services

«—-‘

NEW FOCUS AUTO
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© Continuous Transformation to Build Up World-Class Service
Chain

Store Revamping: Old Store vs. New Store Layouts

~,

i Machine wash
i (no inside area
\ required)

Professional
detailing
Maintenance &
Body Repair =

Segment Area Alteration

GO

Ideal Revenue Mix:

m  Machine wash: 11%
Detailing: 17%
Tinting: 10%

M&R: 55%
Accessories: 7%

Store Area
Adjustment

Financial

Old Store Avg. New Store Avg. A%
Sg.m Total Area: 1,482 sq.m Improvements

1600 -

1400

Rev per sq.m per day 11.9 17.0 143%

1200 +

1000

Break-even period

0,
(month) 18 6 167%

Cash-back period
(month)

42 25 140%

NEW FOCUS AUTO
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® Continuous Transformation to Build Up World-Class

Service Chain
Retail services chain provides convenience & best quality of services

Avg. Total Daily Machine and Modification Maintenance Accessories
Traffic in Dec. Hand Wash and Body Repair
2012: 388 car,

Avg.
Daily 163 35 20 130 40
Traffic

- — T — ——— —

Renovated layout of Wuzhong Store
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©® Continuous Transformation to Build Up World-Class
Service Chain

Store Renovation Results

Number of Daily Customers in 2012* Average Daily Sales in 2012
Jan @ I
Feb l
| i
Mar I
- |
Apr Jan Feb Mar Apr May Jun Jul JAug Sep Oct Nov Dec
1 i
May
. Before vs. After
Jun —
1 I
Jul |
1 ]
Aug Jan Feb Mar Apr May Jun Jul lJAug Sep Oct Nov Dec
1 i
Sep | i
Oct c !
| IS i
% /-l\/\/
Nov | g — — i
Dec > 1

Jan Feb Mar Apr May Jun JuI:Aug Sep Oct Nov Dec

ding Wuzhong, Xinsong and Yunshan stores 1 -
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2013 — 2015 Strategic Visions
New Focus Auto, the market leader and pioneer

Superior financial

: Fully integrated service performance with
Leading : :
- chain under one brand, strong emphasis on
market position & path : :
L one management and bottom-line earnings
to great profitability _
one system: and cash flow
(300 stores by 2015) =h T
ﬁﬁl“l‘“

\‘ﬂ_av"- MEW FODUS ALITO
| “Same store format,
S look & feel”

4__——
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Five major challenges
Maintain the 1st-mover advantages

How to scale from 100 to 300
stores?

3

How to recruit, train, upgrade
How to integrate and provide and retain sufficient workforce
same look and feel while improve overall
throughout all 300 stores? productivity and control

escalating HR costs?

NEW FOCUS AUTO
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® How to scale from 100 to 300 stores?
Entering into strategic alliance and Strong organic growth

New Store Opening Plan

80+
60+
60
220+
102 102 160+
Current 2013 2014 2015

Existing Incremental

9
FES - @iz

MEW FOOUS ALNTO

RT-Mowt

B We plan to provide high maintenance and professional detailing services at RT-Mart supermarkets, initially starting
with at least 14 stores located in East China and then spreading to RT-Mart’s 200+ operation sites through out China

B Stable customer source:
v" Roughly 8,000+ daily customers, 1/3 vehicle traffic
v" Aim to transfer the existing RT-Mart membership to NFA membership

4__——

NEW FOCUS AUTO
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©® How to have more transparency on store level and

reduce dependency on store managers?
Comprehensive customer data base and in-depth store analysis

Full-scope data base to provide detailed

Maintain customer data on a timely basis :
store performance for further analysis

Step 1: Capture the car plate number
Step 2: Customer profile build-up, automobile
check-up status and customer shopping
preference

Step 3: Keep the record to support future up-
sales and to conduct detailed analysis

Machine
Wash
Complete

-
- -
e N o

NEW FOCUS AUTO
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® How to recruit, train, upgrade and retain sufficient
workforce while improve overall productivity and

control escalating HR costs?
Professional skillset and corporate value recognition

m  Numbers of training centers all over China
m Customized training programs for different types of workers
m Continuous and sustainable training programs to enhance skill sets and emphasize the corporate

culture of NFA

NEW FOCUS AUTO
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©® How to integrate and provide same look and feel

throughout all 300 stores?
Create brand synergy with leading industry brands

Portray brand leadership +

Exclusive partnership

— Strengthen partnership

REF—

— Enhance professionalism / =Castrol SAEETY FIRSTI
— Maximize profitability P
»D = I

NEW FOCUS AUTO
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©® How to integrate and provide same look and feel

throughout all 300 stores? (con’t)
Renovation plan to be implemented

Shanghai Shenzhen Taiwan Be_ulng Northeast
+Jinan China

Brand V V V Mar. 2013 Mar. 2013

(Dec. 2012) (Nov. 2012)

System V V Dec. 2012 -
Upgrade V Jun. 2013 Feb. 2013
(Nov. 2012) (Oct. 2012)
Storefront V V V 30% of the stores  30% of the stores
Seirsei o (All stores in (3 largest storesin (10 major stores by 1H 2013;the by 1H 2013; the
Shanghai: by end  Shenzhen: by end  in Taiwan: by end remaining 70% remaining 70%
of 2012) of 2012; all stores  of 2012; all stores by end of 2013 by end of 2013

by 1H 2013) by 1H 2013)

Same Look & Feel
of all NFA stores

NEW FOCUS AUTO
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© How to sustain competitive advantage via improved
guality & services?

Technology Improvements Add Professional Detailing Services in Taiwan

Proprietary car detailing chemical solutions

Currently wholesaling products to Malaysia, HK,

Japan, Indonesia, Australia and US

Sole distribution agents of:

v" American polish brand “Fire Glaze” in Greater
China and Malaysia

v" German brand “AR MARKETING GROUP”

Established car beauty center and car care system

with 26 franchise stores in Taiwan & 9 in China (directly

operating 3 wash and detailing stores in Taipei, Taiwan)

Image enhancement, especially among high-end

Benefits:
B Expand service scope
B Higher gross profit
|
customers
|

Improve overall financial and operational
performances of stores

NEW FOCUS AUTO
25




