EXHIBIT A



MAC TOOLS, INC.
DISTRIBUTOR AGREEMENT
AGREEMENT made as of the 10" day of _ Pugust 198 %2 by

and between Mac Tools, Inc., an Dhio corporation, with its principal place of business ot South Fayette

Street, Washinton Court House, Qhja (hereinafier cglled Mac) an bee C. Walter , with a
principal place of business at ‘ggbg (“bebo{t lﬁ!e. ﬁ..e%rook yn garli. MN 554443 (hereinafier called

Disiributor)



NOW, THEREFORE, in considerasion of the mutual agreements and acknowledgements
herein made, the parties hereto agree as follows:

1. Mac hereby appoinis the Distributor as un authorized Non-Exclusive Distributor for the territory
described below (the “Territory') to sell products manufactu ved and/ar distributed by Mac (the
“Producis”) for users in the automotive afier marke, service stations, independent garages. car and truck
dealerships and non-automotive accounts {cycle shops, lawn mower shops, airports, marinas,
dealers and other users of twols and shop equipment). A current list of potential customers or
accounts in Distributor’s Territory and the Tervitory Boundaries are set forth in Appendix A hereto. This
list may be amended and updated annually in writing by Mac.

2 Subject 10 the terms hereof, Mac shall sell the Products to The Distributor and the Distributor
shall purchase the Products from Mac. The Disiributor shatl purchase Products from Mac by placing
orders with Mac. All orders for Products shall be subject to acceptance by Mac. The Distributor agrees
that Mac shall incur no liability hereunder for rejection of any order or for any failure to fill accepted
orders which results from the lack of availabie production [facilities, the demands of other customers of
Mac, labor disputes, casualties, lack of available transponiation, acts of God, governmental regulations or
orders, or other conditions beyond Mac’s reasonable conirol,

3 The Distributor agrees agressively and actively o sell and promote the sale and service of the
Products in the Territory. The Distributor shall eack year purchase products in an amount at least 80% of
the National Distributor averoge which is determined and computed oi least annitolly by dividing the
total number of direct Mac Distributors into the total dollar amount of Products purchased by such
Distributors from Mac during the period used to determine such average. The Distribuior will be advised
in writing of the National Distributor Average each time it is determined, The Distributor shall establish
regular route schedule in the Territory, maintain the good will of its customers, and shall render prompi,
efficient and courteous service with respect to the Producis. It is the intention of the parties that the
Distributor shall dedicate its full time and resources to the conduct of its business. The Distributor.is
required to make persoral contact each week with at least 80% of the accounts listed on Appendix A as
amended and upeﬂwred. Whenever the customers in the Territary increase to such an amount that the
Distributor is unable to make personal contact weekly on at least 80% of the accounts listed on Appendix
A as amended and updated, then the Territory may be adjusted accordingly by Mac,

The Distributor shall not sell. lease or otherwise deal in any products other than the Products, if such
sale leasing or other dealing, in the opinion of Mac, would prevent due discharge by the Dealer of its sales
or service obligations under this Agreement.

The Distributor agrees 1o display the Products on and seil the Products from a truck approved by Mac
and at all times 10 mainiain such displays and truck in a manner acceptable to Mac.

4. The price 10 the Distibutor shall either be net or a percentage discouni (as determined by Mac
from time to time) from Mac's suggested resale price then in effect for the respective Products. The
Disiributor’s resale price shall be determined by the Distributor in its sole discretion. The terms of each
sale (o the Distributor shall be as set forth from time 1o time by Mac. Mac shall have the right to change

its prices, its discounts or the terms of its sales to the Distributor at any time on prior writien notice {0 the
Distributor.

S, The Distributor agrees 1o maintain such records concerning the sale of the Products as Mac may
Jrom time 10 time require. Mac's representatives any examine such records and examine Distributor’s
inveniory of Products at reasonable tines, during business hours.

6. The Distributor shall cooperate fully with Mac in dealing with customer compluinis concerning
the Products and shall take such actions to resolve such complaints as may be requested by Mac.

7. Mac herby grants to the Distributor the right 1o use all of the irade names and trademarks
associated with the Products, provided that such trade names and trademarks shall not by used by the
Distributor except in connection with the advertising, promotion and sale of the Products. The word
“Mac" or “Mac Tools" shall not by used on Distributor’s letierhead. card or literature, except to descrbe
the Product being distributed,

8 The Distributor shall not, in the advertising. promotion or sale of the Products. violate any
.ﬂal’l:le._ f’aw_. regulation or order. and shall indemnify Mac for any loss or liability which may result from
such violation.
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9. No Products shall be returned to Mac without ilts prior written consent except broken or defective
tools which may be returned in accordance with the terms of Mac s policy dealing therewith,

10.  This Agreement shall nol constitute the Distributor as the agent or legal representative of Mac.
The relationship between mac and the Distributor shall at all times by thar of independent contraciors.
The Disiributor shall have no authority 1o contract for or bind Mac in any manner whatsoever. This
Agreement shall confer no rights upon the Disiribuior other than those expressly granted herein.

11.  This Agreement may be terminated as follows: TheS L2 d‘r&

A By Mac upon thirty (30) days prior writien novice and failure 1o cure same within such thirty
(30) day period, for the following causes: failure of the Distributor to pay any invoice when due: failure to
buy at least 80% of the National Distributor Average; Jailure to abide by any term of this Agreement,
ingfficient or ina ejuare service in the Territory; if inventary drops below the level of a starier inventory;
impropriety in conduct affecting either the Distributor’s or Mac's reputation or good will, or failure to
maintain its truck or display Products on the truck in an attractive and effective manner.

B. By the Distributor, upon rhir?w (30) days prior written notice and failure to cure same within
such thirty (30) days period, for the following causes; failure of Mac to abide by any term of this Agreement;
inadequate delivery of product. impropriety in conduct afffecting either porty’s reputation or good will

C.  In the event that ownership ar control of the Distributor shall change or in the event that either
pany is ordered or adjudged bankrupt or placed in the hands of a receiver. or otherwise enters into any
scheme or compostition with its creditors or executes an assignment for the benefit of creditors, the other
party may immediasely terminate this Agreement without Notice.

D.  The Disiributar shall pay Mac all amounis due on daie of terminarion within thirty (30 days
afier termination including any balance due on any purchase Order and Security Agreement for the
purchase of hnitial Inventory as defined in such Agreement. Should the Distributor fail to pay all such
amounts within this period, Mac may take any and ail actions authorized by law to collect such amounts.

E. Upon termination for any reason, resalable Producis in new condition purchased from Mac
which are still part of Mac's current products line and appear on its current order blanks may be
returned for credit within sixty (60) days of receipt of termination notice. Credit will be computed at the
Distributor's original cost less 10% handling charge. No handling charge will be made if termination i
due 10 Distributor’s death or disabitity or qualified retirement. Final settlemens with Distributor will be
made only afier all outstanding invoices of Mac are satisfied. Mac may apply the repurchase price
against any amouni owed to it by the Distributor /or inventary purchases. Upon termination. Disiributor
will immediately remove from his truck or van, clothing and any other property. all markings, legends,
decals and other insignia indicating that he is @ Mac Disiributor and shall cease using the Mac and Mac
Tools trade name and trademarks in any manner or capacity and shall not in any way represent thai he
is a Distributor of tools, shop equipment, and other products manufactured, sold or distributed by Mac or

bearing the Mac name or mark.
F.  Termination as herein provided shall not be the basis of any claim for damage or cause of action.

12, The Distributor shall at all times maintain fire and theft insurance or acceptable financial
resources covering the Producis sold to it by Mac in an amount which shall ar all times exceed the
amount of the indebtedness from fime 10 1ime outstanding for the purchase price of Products sold 1o the
Distributor hereunder. Any such insurance will name Mac as loss payee, and will require a 30-day notice
of cancellation by the carvier. The Disiributor will provide Mac with certification of such insurance.

13.  Any notice provided Jor in this Agreement shall be in writing and shall be deemed 10 have been

properly given if sent by Certified or Registered mail, with proper postage prepaid. to Mac and to the
Distributor at the respective addresses stated ai the head of this Agreement. The date of mailing shall be
deomed 1o be the date on which such notice was given. Either party nay change its address for purposes

of notice hereunder by giving the other party written rolice of its new address.

14, This Agreement has been accepted and executed by Mac in the State of Ohio. The parties,
therefore, intend that this Agreement be decmed 1o be an Ohio Agrecment and that it be consirued and
enforced in accordance with the laws of the State of Ohio.

1S Neoither this Aereement nor may right hereunder or interest herein any be assigned by the



6. Except as expressly provided in this Agreement, the waiver by either party o{ or the failure by
either party 10 claim, a breach, of any provision of this Agreement shall not be, or be held to be a waiver
of any subseguent breach, or as affecting in any way the effectiveness of such provision.

17 In the event either panty has any business relations with the other pany afler termination of
this Agreemeni, such relations shall not be construed as a renewal af this Agreemeni or as a waiver of
such termination. but all such transactions shall be governed by terms identical with the provisions of this
Agreement relating thereto unless the parties hereto execute a new agrecment superseding this Agreement.

18.  Notwithstanding the first paragraph of this Agreement Mac reserves the right to sell Products to
Indusirial users, Governmental Installations, Original Equipment Manufacturers, Exporter, Foreign
Accounts and other customers or potential customers in similar categories within or without the Territory
which in Mae's sole judgement require technical data or special assisiance as prerequisite to servicing
and selling the account.

19.  Any determination 10 be made, opinioh to be formed, or discretion to be exercised by Mac in
connection with any provision of this Agreement shall be made, formed or exercised by Mac alone and
shall be final, conclusive, and binding upon the parties hereto,

20.  This Agreement shall not be modified, aliered or amended except in a writing subscribed by
both of the parties hereto.

21, This Agreement supersedes any prior or existing distributorship agreement berween the
Parties.

IN WITNESS WHEREQF, the parties hereto have duly executed this Agreement in duplicate
as of the day and year first above written,

Witness; DF&T [«./QLTEZK
{Distributor's Trade Name)

.' : &//0/¢ 2 By

(Titl

Witness: Mac Tools, In

7—%@4 By :

/- P

(Title)

“SAL-1 REV. /5



Purchase record MAC TOOLS

2003 45982
2004 51884
2005 30723
2006 39864
2007 43399
2008 42085
2009 38468
2010 40100
2011 19094 July 2011 {1 had heard that my distributorship was in front of the termination

board in Jun 2011, so | started to purchase the bulk of my goods from independent sources rather than
MAC TOOLS. Up unitil Jun 1 was on track to meet my normal purchase level)

| have been under the 80% of nationai average rule for most of my career with MAC TOOLS. | have had
one writien response from MAC TQOLS concerning my failure to purchase at the 80% tevel, in May of
2007. The letter stated what the District Manager for Mac Toois would do to help me reach the B0%
purchase level and what | would need to change to accomplish this goal. There was no follow up done
on this communication by Mac Tools or the District Manager and | did not change my way of doing
business. | have had numerous verbal conversations with various district managers of MACTOOLS
concerning my purchase performance also with no follow up. This has led me to believe that my
purchase record, while low, was acceptable to MAC TGOLS corporate and the District Managers were
trying to increase their personal performance and income levels.

On September 13, 2011 | received a letter from MAC TOOLS stating that | was in vioiation of my contract
{paragraph 11, must purchase 80% of national average from MAC TOOLS) and my distributorship would
be terminated on October 17, 2011 unless | krought my purchase (evel up to the 80% level. This would
require purchasing at a minimum of $2242.54 per week fram MAC TOOLS, starting on the week of
September 12, 2011 and continued purchases to exceed $120,000.00 per vear in the future (my current
sales per week, at retail, have been gveraging about $1800.00, which at my current expense level,
makes my business profitable ). To meet this requirement would require an immediate increase of over

200% in my business.

In the 19+ years | have been with MAC TOOLS | have never missed a payment to MAC TOOLS and have
never been on Credit Hold with MAC TQOLS.

The main difference in my situation now is that | am 60 years old and MAC TOOLS has realized that, with
my planned retirement less than 2 years away and my distributorship currently profitabie, | will probably
not be expanding my business nor increasing my purchase levels. | did offer, to the Regional Manager of
MAC TOOLS, to begin purchasing all of my inventery from MAC TOOLS {I currently do a percentage of my
purchases from local independent warehouses) which would have brought my yearly purchases to
about 3 $60,000.00 fevel. This offer was flatly refused.

I have heard, but cannot confirm, that upon my leaving MAC TOOLS my current route will be dissolved
and given, in partials, to the surrounding distributors, In the past 19 years | have lost just under 50% of
my original client base due 1o shop closings and the movement of the downtown husiness to the
suburbs, with little in the way of new business starting up, The current District Manager believes that
my downtown route will not support a new startup distributorship. :
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Dlstnbutor To-Do List

1. Pnnt Route St:hedule and Customer Need’
list. Check for needs that have been received

1. Do final cash reconciliation for the week,

2. Check voice mail

2. Make final bank deposit for the week and
record on MBA.

3. Conduct n_orma! fruck ins ectlon!walk-around
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1. Exit MBA (running your zlp” baGKUP). restart
Windows
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3. Process any outstanding Mac Card sales.

Record your Pay by Phone and Direct Debit
paymenis on MBA.

5. Pay Yourself and post on MBA.

2. Check voice mail

#2107 Exit MBA (running your “zip” backup).

1. Reconcile cash. If possible, make bank
deposit and record on MBA. Nofe: you
should try and make a minimum of 2 bank
deposits each week.

6. Post checks not previously recorded for any
" Expense or invoice payments made.

Transmit o Mac. When finished resnter MBA
and check "Tranamission Resulis”.

8. Close the week on MBA. Print and review
Weekly Report. Mail or fax a copy of your
Weekly to your DM,

2. Review, edit and validate Master Order.

9. Exit MBA and run your “zip” backup.

3. Check in Involces on MBA for product
received; stock truck.

10. Do Nightly Backup.

4. Record checks on MBA for any Expense or
Invoice payments made.

11. Plan for next week (pick your Mag 7 and study
features and benefits for each).

5. Print disposition sheets from MBA, then pack
and ship any items for repair.

6. Exit MBA and run “zip” backup.

1. Major cleaning of truck inside and outside

7. Transmit to Mac Tools; when finished reenter
MBA and check “Transmission Results”.

2. Reorder supplies, (Repair Tags, Mac Adv
forms, shipping labels, atc.) as needed.

8. Print and review Daily Report.

9. Exit MBA; do Nightly Backup.

| .
10. Sweep out truck/straighten stock; check VM.

A-1
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Operations Checklist

Use the following checklist to assist you in daily operations:

[T Check in invoices for all shipments received (MBA Users Manual page 134)

[] Post any NSF check received into MBA (MBA Users Manual page 59)

[l Reconcile cash (Page 166) — This should be a DAILY occurrence

[] Prepare bank deposit (if applicable) (Page 123)

[[] Review Master Order and Validate (Page 137)

[] If necessary, prepare any repair or broken tools for shipping (Pages 157-160)

[0 Complete MBA Transmission (Page 168) — This must be done a minimum of twice a week

[] Review Transmission Results in MBA: be sure to check for repair estimates and skipped
customers

] Perform MBA Nightly Backup
[ ] Check Voice Mail (Morning, Lunch, Evening)

(] Print Tomorrow's Route Schadule and Customer Needs list. Also print foday’s Route
Schedule and Customer Needs list as a backup for next week

] Print and Review DAILY REPORT
[ Mail Mac Card applications.
[] Process any Mac Card transactions on Web Portal (only if you don't have Mobile Merchant).

Use the following checkiist to assist you in weekly operations:

[] Make final Bank Deposit of week

[] Close the Week and Print two (2) copies of Weekly Report. One should be mailed or faxed to
your District Manager

[] Review broken tools - prepare return if over $600.00 or if it has been mare than four weeks
since your iast return shipment

[C] PAY YOURSELF

A3
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MBA Start-up Procedures

Use to foliowing checklist to assist you In setting up MBA:

Distributor Setup (Users Manyal pg 6);

L1 Fill in all distributor information {User's Manual page 6)

Conﬁgurgtigg (User's Manua} pg 7-9):

] Verify and/or change your settings in the General tab for “Use Automatic Reordering”, ‘Accept
Extended Billing®, "Quote Expiration”, “New Mac Inventory ltems”, and “Use Advanced Tax
System” (if required) .

[ Inthe General tab verify and/or change “Take-In Cost (% of Book) to 100
[ Verify and/or change your setfings in the Time Payment tab

[1 In the Ticket tab create your own ticket message

[ In the Ticket tab, set “Blank Lines at Bottom of Ticket"to 7

Tax Codes (User's Manuai pg 10):

L1 Enter all appropriata tax codes into MBA (see page 12 if ysj

State Tax and interest Options {User's Manual pg 16):

] Verify and change (if necessary) “Tax Trade-in” settings for all applicable states

Printer Setup (User’s WManual pg 23):

1 Designate appropriate printer defaults on MBA for receipts and reports

g the Advanced Tax System)

Bank Accounts (User's Manual pg 141);
[J Set up your Mac Tools account
ense Categories/Sub-Catoqori User: hual pg 154):

L] Customize expense categories/sub-categories to

Wﬁtin@Pos{ing Checks (User's Manuaf pg 142);

. [ Enter checks already written from you Mac Account into MBA

your needs (note: you can do this anytime)

Cash on Hand Recon tap (User's Manual pg 166):

l:] In the “Cash For Tomorrow” fisld enter how much cash You are going to have in your till the:
day on the route and save it.

first
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WARRANTY

'.;War_rantyi Prefix Codes

R ... Replace Product
- D ... Distributor Repair
M-... Mac Repair / Replace
V ... Vendor Repair / Replace
C ... Components
N ... No Warranty
Suffixes
L = Lifetime
1=1Year
3 =3 Years

0 = No Warranty

Examples: (Prefix Suffix) RL = Replace Lifetime
M1 = Mac Repair / Raplage 1 Year

e Al warranties‘for broken icols shouid be honored unless the tool has been bent,
burt, ground, or altered '

» Warranty does not cover normal wear and tear.

Customer Care Labels
* Onlyto be used on Code RL items
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1. In the Route Management module select the appropriate
customer, then point and click on-the Broken/Repair (F6) button

In the Broken/Repair window and click on the Repair radio button

/27 IMPACT AR WRENCH

h F

Tab into the Item Number field and enter the item the customer is sending- in for repair.
~ Tab though each field and enter in the appropriate information (the Description field
.+ should fill in for you automatically). ‘

tes tq rememt_wen

» Max Repair Amount: if the item does not have a flat (fixed) repair rate, there may
be a limit that the customer is willing to spend to have the item repalred. If so,
enter that amount here. Ifthe repair is going to cost more Mac will notify you so
you can find out from your customer whether they want the item repaired or not. -
If the item has a flat rate it's a good practice to enter that amount here.

« Estimate Only:. if the item Is not under watranty and does not have a fixed repair
rate the customer may want an estimate before deciding to go ahead with the
tepair. If so, click this checkbox on. Mac wilt determine how much it will cost to
rapair the tool; the estimate will be transmitted down to you electronically.

« Under Warranty: if the item is still under warranty when you send it in for repair
click this checkbox on.

« Repair Tag: use the number on the repair tag you attach to the broken ltem

o Comments: be as specific as possible. General statements like “it's broken”
doesn't help the Repair Department identify the problem. '

4. When you are ﬁnisﬁéd éntering all the information point and click
on Save. The fields will clear and you can enter in another.repair

¢ for this customer. -
Even if the customer : ‘ .
doesn't want a receipt When finished with this customer, click on Cancel to return to the
you should print one for ‘Route Management module.

57
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8. ADDITIONAL WARRANTY ISSUES

a. Peeling Chrome - replace immediately
b. Hand ratchets

¢ Replace everything
o Enter in MBA as a broken tool
» Do not return old paris to Mac

1. WARRANTY CARD

a. Warranty card will be transmitted to Mac Tools via MBA A

&nl‘.l'ﬂ..ﬂ!mﬁtulll 2 b, 5-5&??
TR LY

if you enter the serial number at the time of the transaction

b. Fill out the manual warranty card and maintain
in your files for backup

2. REPAIR TAG

a. Fillouta Repa|r Tag and attach to the too! belng
sent in for repair

3. REPAIRS - SENDING TO MAC
a. Print a disposition sheet and include in box with the - | "=ZR(==
e Make sure a repair tag is attached to each tool
b. Ship to Mac with a label

e It is recommended that the box({es) be insured for your replacement

cost. Lost, stolen, or damaged goods will be your responsibility and
any claims that would result will be your responsibility to file

¢. All repairs carry a 90-day warranty on parts and {abor from date of
shipment from the repair center -

4. REPAIRS - ENTERING IN MBA
a. Estimates transmitted via MBA
b. Repair vs. Replacement

o Rather than being repaired, item is replaced with a reconditioned unit

o Procedures for entering into MBA and charging the customer are
the same as for a standard repair

67
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2. Click on the Repalr radio
button. All items that
you have taken

" from customers fo send
to Mac for repair will be
listed

4 Point and cllck on the item(s) that you are gomg to put in one bo
(this will htghllght the Imes), then click on the Complete butl:on

5. You should get the following
dialog box.

If you are ready to send thes
items in for repair click on Yes

e 6. MBA will assign a number to this particula
disposition sheet and ask if you want to-
print the report now. Since you don't nea
an MRA number to send in items for repal
you should go ahead and print the report

Note: You can reprint the Disposition sheet ~ NOW.
any time from the Reporis module.

7. The Disposition shest wil list
all the repair items you
selected (step 2 above) and

& ‘MAC TOOLS INC, , ! will include the following
£OLUMBUS DISTRIBUTION CENTER - «
] - ¢ information for each item:
Isiributor ame: e Taols Oistibuar . stets Numberl 27862 Paget !
Addrosss 120 Muinst ‘ atr ovosasus « Customer name

Tooltowr. GH 13348

o ltem number, description
and serial number

¢ Repair tag number

s Warranty/Estimate (Y/N)
o Max repair amount

o Description of problem

168



‘a copy of the Disposition sheet in the box with the items being sent in for repair and
d to the Mac Tools Distribution Center with a Blue label

8. Back at the Refurn Tools tab, the
items on the disposition sheet you
just printed have been removed
from the Select ltems... list.

Repeat steps 1-7 for each box of
repairs you are sending to Mac

iember: you must genérate a separate Disposition sheet for each box you
inding to Mac. Each sheet should only list the Items that are in that particular box.

ol LrT
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1. Stari the by selecting
Route Management, then do one of the,
" togo to the sales grid: .
~ 1) double click on the customer’s [ini
2) press the F8 key, or '
3) click on the SALES/COLLECTIOR

2. in the sales gﬁd make sure Transéct_lé'n Type is®
should be done as a TP transaction since you are fa
items back to reduce or clear the customer’s balanc

Point.and click in.the Type field in the sales grid. Giip’lg‘ ‘
drop down arrow and select Repo.

3.

-i.e. Used tools; Repo'd tools, etc. I you are taking back only one or two items, yo

] { T — i

Tab into the ITEM NUMBER field and assign a unigue part number to the repo.
Recommend you start the item number with REPO- then whatever else you want.-
idea is to use the customer’s last name, that way you'll be able to track where the it

came from. -
Tab into the DESCRIPTION field and type In a general description of the reposs

use a description like Used ECD650K. ,
~ Tab into the Price field and a box with three dots appears.
click on that box. ' :

oy i :
In the Margin Calculator window, tab into the Amount Given for Take-In field and en
how much you are giving the customer for the fools. If you are taking back the item(s)
because the customer is delinquent in their account you would normally repo the item_(

whatever it will take to clear the customer’s balance.
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S o [
'd product will be added
oir tradelns/repos Inventory
st percentage of the book
You set this percertage in
e drop down under
auration.  (If, for example,
it at 1%, the ifem above
'he added fo your inventory
of $1.08)

i

8. If you cleared the customer's entire balance with the repo, click on
OK to print the customer’s receipt.

5. Tab into the Book Value of Take-In field. Since the repo

itemns are not listed in the Mac blue book, enter an
amount that you think you can sell the repo'd items for.
Normally you should just use the same amount you
entered in the Amount Given for Take-In field. Lateron
you can split the repo’d items into individual pieces and
assign a price fo each piece. :

When finished, point and click on OK.
takes you back to the sales grid.

TR

If you only cieared a portion of the customer’s balance, ciick on the
Collections tab and do what you need to do to complete the
transaction (i.e. take a payment, restae terms, etc.). When you
are finished click on OK to print the customer’s receipt.

ATtk

“1USED TOOLS -

7. After completing the transaction if you go to
the sales grid and select Trade-Ins/Repos
from the View drop down list, you'll see the
repo you just completed. !f you want to sell all
the items as one unit you can sell it right from
here. If, however, you want to sell each item

Flimmm 1 or memm ) st deepe

separately you have to split the repo.

1. Point and click on the Inventory Module buiton,
then point and click on the Trade-Ins tab

"he repo will be listed in the Take-Ins field as Type R (R=repo; T=Trade-In).

— Status A indicates the
item is Active and in your
inventory available for
sale
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