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THIS MONTH: TecumsehPower Sells Engine Business to Certified Parts
Billiou’s to Continue Providing Parts, Service, “We have again sought and found a solution
TecumsehPower 1 and Warranty Support to Dealers that preserves the commitment we made to our

Company Sells Engine
Business to Certified
Parts Corporation

customers,” said TecumsehPower
Company President and CEO
Rudolf Strobl. “We are proud to

Grafton, WI (February 10, 2009)
—TecumsehPower Company,
provider of powertrain solutions
to the global outdoor power
equipment industry,
announced today it has sold
certain assets of its Engine

have found a way forward that
mn"msahpnwer ensures all warranty obligations
are met and provides long-term

parts and service support into
the future.”
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Business to Certified Parts Corporation (CPC).

Financial terms of the fransaction were not

disclosed.

TecumsehPower will contfinue to own certain

real estate and other assets, and will provide
some services to CPC under a fransition services

The transaction announced today includes the

sale of existing and unfinished engine parts
inventory, tools fo make finished product and
certain intellectual property assets. CPC will also
assume the warranty obligations of the Engine

Business.

Products.

agreement for a limited period of time.

On February 5, 2009 TecumsehPower
announced the divestiture of its Peerless
fransmissions business to Husgvarna Outdoor

Husgvarna Buys Peerless Gear and Drive Train Division

February 3, 2009 - Husgvarna
Outdoor Products has
purchased the Peerless Gear
and Drive Train division from
Platinum Equities (current owner
of Tecumseh Power Products).
Billiou's has been retained to sell
and provide service for the
Peerless product line as

we have done

previously. Currently,

Billiou's provides parts,

warranty assistance,

and technical

assistance to our

fransmission resellers (U.S. &
Canada)

From: Husqvarna Consumer
Outdoor Products N.A., Inc.

Date: February 3, 2009

Subject: Acquisition of Peerless
Gear & Transmission
Business

Dear Peerless reseller:

Husgvarna is pleased to
announce its acquisition
of the Peerless®

dealer base as well as HUSCIVEll'na fransmission/gear

providing complete
fransmissions to various small
OEMes.

Additional information was
contained in a letter from
Husgvarna to Peerless resellers:

To: Registered Peerless®

business from
TecumsehPower Company
(“TPC"), effective February 1,
2009. Husgvarna will continue to
run this business as a stand-
alone operating unit at its
current Salem, Indiana site
under the "Peerless®” trade

name.

Our goal is to ensure that the
transition of the Peerless®
business from TPC to Husgvarna
is seamless for the business’s
end-customers and for you.! We
have prepared the following
Questions and Answers to help
address some concerns and
questions you may have.

Questions and Answers

1. Is Husgvarna buying
TecumsehPower Company
itself?

No. Husgvarna has only
purchased certain assets of
TecumsehPower Company that
relate to its Peerless gear and
transmission business. Husqvarna
is not acquiring any of TPC'’s
engine related operations or
(Continued on page 2)
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Husgvarna Buys Peerless Gear and Drive Train Division (cont.)

(Continued from page 1)

assefs. (All questions regarding
such matters should continue
to be directed to TPC). All
references to Parts, Products
and Service in the following
Q&A refer solely to the Peerless
business.

2. Is Husqvarna assuming TPC's
existing warranty obligations?

Husgvarna will act as TPC's
agent to service
and process any
existing
warranty
obligations of the
fransmission/gear business. TPC
is retaining the actual legal
responsibility for such pre-
closing warranty obligations.

For new parts and products
sold, Husqvarna will be
responsible for such warranty
obligations. Unfil further notice,
it is Husgvarna's intention to
retain substantially the same
scope, terms and process for
warranty claims for such new
parts and products, as that
historically used by TPC.

3. Where will | get Peerless
service parts?

You will continue to order
service parts from your
respective Centfral Warehouse
Distributor (“CWD"). In order to
provide the best possible
fransition, Husqvarna is
enfering info new agreements

with your
existing
CWD'’s for
s such

. .\ purpose.

4. How do
| file
Peerless
warranty claims?

The answer depends on when
you file.

Before March 27. Claims filed
on or prior to March 27,2009
will continue to be processed
by TPC at its Grafton facility
(i.e., as it is currently done
today) through
tecumsehwarranty.com or by
paper.

After March 27. Following
March 27, 2009, warranty

claims for transmission product
that is within warranty will be
will be submitted through
Servicebench.com. Paper
claims will be sent direct to the
Salem facility at the address
below.

Peerless Transmission Co.
1555 S. Jackson Street
Salem, IN 47167

5. Will | need to sign a new
dealer agreement?

Yes. Husqvarna will require that
all resellers of Peerless products
sign a standard form reseller
agreement. Husqvarna (or
your CWD) will be contacting
you over the next several
weeks regarding this new form.
In the meantime, the intent is
to operate under the same
processes, terms and
conditions as previously in
existence for the Peerless
business.

6. Who can answer additional
questions | may have?

Most issues can and should be
resolved by your CWD.
However, if necessary you can

also contact the Peerless facility in
Salem, IN directly at 812-883-3575.

1 Disclaimer. This letter is neither a
contract, nor an offer to enterinto a
contract, and is subject to change
upon notice by Husgvarna.

ServiceBench

Need to get setup with
ServiceBench?

Just fill out the form at:

http://servicebench.com/module/
morelnfo

And they will e-mail your login
information. If you don't have an e-
mail address, please call:

877.4.SBENCH (877.472.3624)
Monday through Friday
from 8 a.m. fill 7 p.m., ET

Or send an e-mail inquiry to
help@ServiceBench.com. A
ServiceBench Customer Service
Representative will get back to you
within one business day.

TecumsehPower Company Sells Peerless Transmissions Business to Husgvarna

Company Restructuring Efforts
Continue As Planned

Grafton, WI (February 5, 2009)
- TecumsehPower Company,
provider of powertrain
solutions to the global
outdoor power equipment
industry, announced today it
has sold its Peerless
fransmissions business to
Husgvarna Outdoor Products.
Financial terms of the
fransaction were not
disclosed.

The Peerless transmissions
business, located primarily in

Salem, IN, with limited
operations in Grafton, WI,
designs, manufactures, and
sells fransmissions to outdoor
power equipment OEM
customers, and aftermarket
service parts to OEMs and
central warehouse
distributors.

The transaction announced
today represents the latest in
a series of initiatives
TecumsehPower's
management feam is taking
in response to significant
declines in customer volume.

“In response to a very difficult
situation we are executing an
orderly plan that protects our
customers, creates value for
our investors and preserves as
many jobs as possible,”
explained TecumsehPower
Company President and CEO
Rudolf Strobl. “The successful
divestiture of the Peerless
fransmissions business was a
critical step in that process
and is good news for
everyone involved.”

In October 2008
TecumsehPower informed its
customers that the company

would shut down manufacturing
operations related to its engine
business, a process that was largely
completed by the end of 2008. And
while engine production lines have
stopped, the company has
maintained its commitment to existing
customers with full support for engine
parts and services.

“"We have sought and found solutions
that preserve the commitment we
made to our customers,” said Strobl.
“"We have kept them informed every
step of the way and will confinue to
evaluate every alternative with their
long-term interest in mind.”
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2009 Reality Check: Focus on Profitability

- ‘m I highly recommend John s Equipment dealers should concern themselves with
PSS wWa |l ker6s great pi epdfitabiity. t he

March 2009 issue of Power
Equipment Trade Magazine
. as being required reading.
- The following is excerpted
from his article: & Bigis not always betterl How many branches can you
afford? It is not always easy to grow sales by buying
someone out. Survive profitably by covering a tferritory and
getting all the business possible out of it.

* When equipment dealers fail to provide a service in the
chain of distribution they will either be replaced or dropped
by the manufacturer.

During the past 20-30 years |
¥ have written numerous
articles that have dealt with
the issue of reality within the » Change is inevitable! Be optimistic, do what you have to do
equipment industry. Reality as to survive!

V. described by Webster is: “The
quality or state of being
actual or true.” Here in early
2009 is a reality check for the lawn and garden industry:

There are several redlities for equipment dealers that should
also be pointed out: Manufacturers need the equipment
dealer to make equipment ready to sell. Manufacturers need
the equipment dealer to provide warranty and to make
necessary changes and modifications in the equipment
following the sale. Manufacturers cannof survive in the market
s Strong equipment sales will eventually return. Whether itisin 6 without financially strong dealer organizations!

months, 12 months, 18 months or in 2 or 3 years is anybody's guess. |

am a complete optimist.

Reality. . .

Manufacturers also need the dealer to provide service on an
ongoing basis after the sale. This is a key factorin the

s Some dealers will survive, others will noft. customer’s decision to purchase from one dealer versus
. . . . ther.
« Manufacturers will continue to seek new ways to increase their another
market share and their dealers’ market share. http://poweret.com/Content/Article.aspx2Uid=8105

Billiou’s Shows Dealer’s Stuff at 42nd Annual World Ag Expo

For more than a decade,
Billiou's has been promoting its
product lines and making
customer referrals to dealers at
the annual World Ag Expo held
in Tulare, CA.

The largest show of its kind in the
world, visitors from around the
globe as well as from all over
our regional frade area visit the
Expo to see the latest in
equipment and accessories
that will allow them to work
more productively.

“The best part about this show,”
says Terry Lambert, “is that we
can display our dealer’s
products, services, and
equipment to an interested
audience of farmers -- also
known as serious, potential
buyers. And that’s powerful.”
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Apply Some Extra Cash with Solo Backpacks!

Special Pricing on Sprayers Earns Discounts on Repair Kits

Mix -n-Match 6 Sprayers

$118.95

Retail s, $76.99 ea.

* % % % % EREE SHIPPING * * * * *

- PLUS -
10% off Repair Kits
&
Add Top-Selling Wand

425 -Piston

®
00 061040K
$25.54 List
@ $19.15 Deale
$17.24 SPECIAL

* Limited to stock on hand. Order must be placed with Sales Department. Special pricing and free/reduced shipping during Marc

sge— %

Universal Wand (fits most brand spraye
4900170N522.99 List, $16.64 Dealer

o

061040& ©
$19.14 List
$14.35 Dealer{ O
$12.92 SPECIA S

$118.95
Retail

?}5 -Diaphragm

h 2009 only.

Free shipping available to contiguous U.S. only, other areas receive 5% freight allowance.

The

The US has made a new weapon that car. So |l plan to get a double tax break
destroys people but keeps the building by buying a new Chevy van and living in it.

standing. Its called the stock market. . .
The way things are going the only people

who will have jobs are those in

Do you have any idea how cheap stocks
y Y P the unemployment office.

are? Wall Street is now being
called Wal-Mart Street.

According fo the NY Times, it
seems that Verizon will likely

receive over a billion

dollars of stimulus

money fo bring fast
infernet connections fo
rural and low-income
areas. Soon, people living

in Newark and Georgia will be able to go
online at 128 kilobits per second to see that
they have no money in their savings
account.

| want to warn people
from Nigeria. if you get
any emails from
Washington asking for
money, it's a scam. Don't
fall for it.

What worries me most about the credit
crunch, is that if one of my checks is
returned stamped ‘insufficient funds’. |
won't know whether that refers fo mine or

the banks. Toyota, riding the demand for fuel-efficient

cars, has officially ended General Motors
77-year reign as the world's largest
automaker. As a result, GM now assumes
the title of world’s largest former employer.

The current stimulus package before
Congress contains tax breaks for
purchasing a home and buying a new

Last

Laughé(about

The poor economy is even affecting the
NFL, who will be cutting 150 employees.
We're hoping most of them will be the
Detroit Lions.

Members of Congress have complained
that the Big Three automakers are too
inefficient to be competitive. And if there is
anyone who knows about being
inefficient, it's the US Congress.

Liguidity: that gushing feeling in your pants
when you look at your 401k statement.

The Labor Department reports that the
number of laid-off workers currently
receiving unemployment benefits is at an
all-fime high of 4.99 million. Last year only
2.77 million people were on
unemployment.

In other news:

Since February of 2008, workplace
violence has decreased by 45 percent.
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