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SELLING PRICES

In May, pricing remained generally stable, with the wholesale channel showing mild to moderate upward movement.
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. . , 290 4 a0 2 Eo 1 Ro +12.2% (nominal) +77.7% (nominal)
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Average Auction Hammer Price: 3- to 6-Year-Old Benchmark Sleeper Tractor
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Average Retail Selling Price: 3- to 5-Year-Old Sleeper Tractors
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SALES VOLUME

Auction volume increased notably for the second month in a row. Dealership retail sales pulled back for another month, suggesting

the stronger demand environment has limitations.

Sales per Dealership Rooftop

Retail Sales per Rooftop -0.4 Truck +0.6 Trucks +1.4 Trucks
Wholesale Sales per Rooftop -0.3 Truck -0.1 Truck -0.2 Truck
Auction Volume +36.2% +3.3% -0.2%
Auction Volume of the Three Most Common Sleeper Tractors (3- to 7-Year-Old)
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RETAIL METRICS

Retail truck age moved slightly downward once again as retail demand for trucks older than five years remains limited.

Average Age -3 Months Unchanged -3 Months -15 Months
Average Mileage -3.8% -7.5% -4.5% -16.8%
Average Mileage of all Sleepers Reported Sold (Retail) Average Age of all Sleepers Reported Sold (Retail) Relative Proportion of Sleepers Retailed by Model Year
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SUMMARY

As of this writing, a de-escalation of the conflict in the Middle East looks possible in the near term. Any resulting decline
in refined fuel prices would likely put downward pressure on fuel surcharges and, in turn, spot rates. Given that much of
the recentincrease in spot rates has been driven by fuel surcharges, lower rates could create a modest headwind for
used truck demand and values.

We are also monitoring the recent decline in retail sales per dealership, which showed strong promise earlier this year. It
is logical that a spike in late-model used truck purchases coincided with a steep increase in spot rates, and we did not
assume sales activity to remain at those elevated levels indefinitely. The decline in volume over the past two months
suggests trade-in activity and drivers entering or re-entering the industry are factors with a ceiling.

All that said, the continuing tightening of capacity and utilization are the factors most meaningful to the current pricing
environment, and the used truck market has turned the corner.

This monthly update is a broad and general sample of JD Power analytical capabilities. For information about our
valuation products, residual forecasting, make and model benchmarking, raw data and other services, contact Chris
Visser at chris.visser@jdpa.com, visit our website at jdpowervalues.com or download our MarketValues app.
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