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INCOME BEFORE

TOTAL EQUITY

YEAR NET SALES INCOME TAXES INCOME TAXES NET INCOME END OF YEAR
1928 $ 75,129 $ -2,570 $ - $ -2,570 $ 38,756
1929 227,978 8,027 599 7,428 49,837
1930 339,732 15,666 1,158 14,508 60,591
1931 402,463 21,516 1,857 19,659 78,097
1932 482,525 16,839 2,787 14,052 90,187
1933 629,751 34,614 6,160 28,454 109,025
1934 904,580 52,115 10,159 41,956 149,176
1935 1,035,477 38,503 7,140 31,363 171,238
1936 1,299,185 70,234 13,187 57,047 185,119
1937 1,520,199 72,622 17,647 54,975 240,140
1938 1,858,252 78,305 18,185 60,120 358,621
1939 3,180,241 136,902 27,320 109,582 476,750
1940 3,928,342 176,301 50,505 125,796 623,521
1941 6,109,724 348,690 149,020 199,670 738,536
1942 6,592,707 337,252 204,234 133,018 859,449
1943 8,205,316 430,634 260,084 170,550 1,032,182
1944 10,084,893 489,547 310,082 179,465 1,202,955
1945 11,355,633 532,944 323,302 209,642 1,415,974
1946 19,237,291 1,621,541 650,060 971,481 2,379,001
1947 18,531,472 1,088,967 429,045 659,922 3,029,334
1948 20,729,280 1,176,590 438,498 738,092 4,005,910
1949 19,845,875 1,067,096 420,175 646,921 4,372,831
1950 24,447,042 1,454,832 636,275 818,557 4,966,086
1951 26,244,669 1,168,405 601,386 567,019 5,325,561
1952 28,468,962 1,416,235 744,330 671,905 5,647,553
1953 29,731,105 1,408,213 736,190 672,023 6,022,077
1954 30,744,504 1,642,148 864,331 777,817 6,449,894
1955 34,073,288 1,921,777 1,020,148 901,629 7,001,523
1956 41,325,377 2,473,384 1,309,667 1,163,717 7,815,241
1957 48,140,313 3,328,598 1,752,800 1,575,798 8,969,272
1958 56,504,293 4,251,175 2,261,582 1,989,593 10,807,320
1959 71,581,580 6,001,005 - 3,165,042 2,835,963 13,285,215
1960 75,010,726 5,661,551 2,988,000 2,673,551 14,967,697
1961 80,533,146 6,491,113 3,481,000 3,010,113 17,142,687
1962 90,248,450 7,107,524 3,795,000 3,312,524 19,213,273
1963 96,651,445 7,210,807 3,850,000 3,360,807 21,189,880
1964 120,313,692 9,324,827 4,620,000 4,704,827 29,268,289
1965 171,645,228 12,262,510 5,890,000 6,372,510 45,565,926
1966 175,132,785 12,409,363 6,030,000 6,379,363 47,308,163
1967 204,893,008 14,918,758 7,272,000 7,691,411 55,679,256
1968 245,443,798 19,330,334 10,362,000 8,794,941 63,649,275
1969 303,455,677 24,228,557 13,240,000 10,778,467 77,437,679
1970 340,036,395 28,163,228 14,600,000 13,290,852 85,290,945
1971 387,138,252 33,897,667 16,966,000 16,535,006 95,476,147
1972 450,500,768 36,104,767 18,200,000 17,567,931 108,053,465
1973 501,189,438 42,088,098 21,280,000 20,341,677 121,548,638
1974 572,833,282 50,234,298 25,408,000 24,005,057 137,156,965
1975 678,353,280 63,552,088 32,650,000 29,981,108 163,092,941
1976 846,192,692 79,321,897 40,538,000 37,763,166 206,861,402
1977 942,958,756 88,365,511 44,918,000 42,243,015 233,641,292
1978 1,148,632,000 105,070,000 53,429,000 50,263,000 275,127,000
1979 1,337,468,000 121,953,000 58,808,000 61,715,000 320,706,000
1980 1,431,713,000 133,996,000 64,545,000 67,833,000 359,889,000
1981 1,584,642,000 154,271,000 74,471,000 77,543,000 410,689,000
1982 1,936,524,000 193,560,000 92,552,000 100,167,000 581,915,000
1983 2,068,231,000 . 200,822,000 97,188,000 103,634,000 636,218,000
1984 2,303,594,000 234,713,000 115,046,000 119,667,000 701,113,000
1985 2,332,544,000 245,203,000 118,962,000 126,241,000 729,231,000
1986 2,394,072,000 240,565,000 119,013,000 121,552,000 758,493,000
1987 2,606,246,000 262,068,000 - 113,776,000 148,292,000 760,256,000
1988 2,941,963,000 290,445,000 109,072,000 181,373,000 863,159,000
1989 3,161,198,000 321,877,000 122,389,000 199,488,000 971,764,000
1990 3,319,394,000 333,219,000 126,623,000 206,596,000 1,033,100,000
1991 3,434,642,000 335,027,000 127,350,000 207,677,000 1,126,718,000
1992 3,668,814,000 353,998,000 134,210,000 219,788,000 1,235,366,000
1993 4,384,294,000 425,829,000 166,961,000 257,813,000 1,445,263,000
1994 4,858,415,000 474,868,000 186,320,000 288,548,000 1,526,165,000
1995 5,261,904,000 510,794,000 201,626,000 309,168,000 1,650,882,000
1996 5,697,592,000 545,233,000 215,157,000 330,076,000 1,732,054,000
1997 5,981,224,000 565,600,000 223,203,000 342,397,000 1,859,468,000
1998 6,587,576,000 589,117,000 233,323,000 355,794,000 2,053,332,000
1999 7,950,822,000 628,067,000 250,445,000 377,622,000 2,177,517,000
2000 8,369,857,000 646,750,000 261,427,000 385,323,000 2,260,806,000
2001 8,220,668,000 603,813,000* 242,289,000* 361,524,000* 2,345,123,000
2002 8,258,927,000 605,736,000 238,236,000 367,500,000** 2,130,009,000
2003 8,449,300,000 571,743,000 218,101,000 353,642,000%* 2,312,283,000
2004 9,097,267,000 635,919,000 240,367,000 395,552,000 2,544,377,000
2005 9,783,050,000 709,064,000 271,630,000 437,434,000 2,693,957,000
2006 10,457,942,000 770,916,000 295,511,000 475,405,000 2,549,991,000
2007 10,843,195,000 816,745,000 310,406,000 506,339,000 2,716,716,000
2008 11,015,263,000 768,468,000 293,051,000 475,417,000 2,324,332,000
2009 10,057,512,000 644,165,000 244,590,000 399,575,000 2,629,372,000
2010 11,207,589,000 761,783,000 286,272,000 475,511,000 2,802,714,000

Financial information as reported in the Company’s annual reports (includes discontinued operations) *Excludes facility consolidation and impairment charges **Excludes cumulative effect adjustment
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GENUINE P A C OMPANY, founded in 1928, is a service

organization engaged in the
distribution of automotive
replacement parts, industrial
replacement parts, office
products and electrical/electronic
materials. The Company serves
numerous customers from
nearly 2,000 operations and has
approximately 29,500 employees.
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GPC NET SALES BY SEGMENT

BY THE NUMBERS

SALES EARNINGS PER SHARE CASH FROM OPERATIONS
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2006 2007 2008 2009 2010 2006 2007 2008 2009 2010 2006 2007 2008 2009 2010

Net Sales $11,207,589,000 1% $10,057,512,000 -9%  $11,015,263,000
Income Before Income Taxes 761,783,000 18% 644,165,000 -16% 768,468,000
Income Taxes 286,272,000 17% 244,590,000 -17% 293,051,000
Net Income 475,511,000 19% 399,575,000 -16% 475,417,000
Total Equity 2,802,714,000 7% 2,629,372,000 10% 2,393,378,000
Rate Earned on Total Equity at 18.1% - 16.7% - 17.1%

the Beginning of the Year

Weighted Average Common Shares 158,461,000 - 159,707,000 - 162,986,000
Outstanding-Assuming Dilution

Per Common Share:
Diluted Net Income $3.00 20% $2.50 -14% $2.92

Dividends Declared $1.64 3% $1.60 3% $1.56




We are pleased to report record sales and earnings
per share for Genuine Parts Company in 2010. The
improving market conditions in the industries that
we serve, which we began te see in the latter part of
2009, continued throughout the year and they further
supported our internal growth initiatives, resulting
in the strong performance for the year.

For 2010, total Company sales were $11.2 billion, an
increase of 11% compared to 2009. Net earnings for
the year were $476 million, which is a 19% increase
compared to 2009, and earnings per share were $3.00
compared to $2.50 in the prior year, an increase of
20%. Entering 2010, we believed that the Company
was well positioned to show improved sales and
earnings results as the economy began to gradually
improve. Our 2010 results would serve to validate this
position and, combined with the long-term positive
fundamentals for all four of our businesses, we move
into 2011 with a sense of optimism.

FINANCIAL STRENGTH

You may recall that in our 2009 letter, we stated that our
primary areas of focus in each of our business segments
for 2010 were to produce positive sales results, improve
operating margins, generate solid cash flows and
maintain a strong balance sheet. We are pleased with
our progress in each of these key areas, and we continue
to see opportunities for additional improvements in 2011.

Our 11% sales increase for the Company was driven by
positive sales growth in all four of our businesses and
the 50 basis point improvement in total operating margin
reflects margin expansion in our automotive, industrial
and office products segments.

Genuine Parts also remains in excellent financial
condition, as we further strengthened our balance sheet
and we generated solid cash flows throughout 2010.
Our ongoing asset management and working capital
initiatives helped us improve our cash position to $530
million at December 31, 2010. For the year, cash from
operations totaled approximately $679 million and, after
dividends paid of $258 million and capital expenditures
of $85 million, our free cash flow was approximately
$335 million. At December 31, 2010, our total debt was
$500 million, which was unchanged from the prior year
and represents a modest 15% of total capitalization.

IAREHOLDERS

During the year we made three strategic bolt-on type
acquisitions, ranging from $10 miltion to $140 million

in annual revenues. These new businesses positively
impacted our Industrial and Electrical segments in 2010
and are meaningful for their future growth. Strategic
acquisitions are an important part of our ongoing growth
strategies in each of our businesses. We have made

two acquisitions thus far in 2011, and we anticipate
additional acquisition opportunities in the year ahead.

We also repurchased approximately 1.85 million shares
of our Company stock in 2010, and we continue to view
this as a good use of our cash. As of December 31, 2010,
we were authorized to repurchase up to 16.0 million
shares, and we expect to continue making opportunistic
share repurchases during 2011.

OPERATIONS

As mentioned earlier, all four of our business segments
produced positive sales results in 2010. The Automotive
Group, our largest segment, reported a 7% sales increase
for the year, and we were encouraged to see our
automotive sales momentum strengthen as the year
progressed. Revenue was up 6% in the first quarter,
followed by 7% increases in the second and third quarters,
and then a 9% increase in the final quarter. Based

upon these favorable trends and the underlying positive
fundamentals in the automotive aftermarket, we enter
the new year with a level of confidence that we can show
continued progress in our Automotive business in 2011.

The Industrial segment is our second largest business,
and they had a splendid year in 2010. Motion industries,
our industrial distribution company, generated a 22%
sales increase for the year and they benefited from the
combination of good internal growth initiatives and the
strong rebound that occurred across the manufacturing
sector of the economy this past year. This is Motion's
customer base and based upon the current level of
manufacturing activity in North America, it appears that
2011 should be another good year for our industrial
business. Staying within the manufacturing segment of
the economy, EIS, our Electrical/Electronic distribution
company, had a terrific year as well. Sales were up 30%
and, as with Motion Industries, it appears that demand
from the EIS customer base should remain strong on
into 2011.

TDENDS

2001

The ompany has paid a cash dividend to shareholders every
ear smce going publlc in 1948, and on February 21, 2011
' d of D!rectors raised the cash dividend payable

2002 2003 2004 2005 2006 ¢




Revenues at S.P. Richards, our Office Products Group,
were up just slightly over 2009. However, we were
encouraged by their 3% sales increase in the fourth
quarter. This is significant, as the industry-wide
slowdown in office products consumption has pressured
this segment for some time now, and the fourth quarter
of 2010 marks the first positive sales comparison for this
business since the second quarter of 2007. We expect to
show more steady and consistent sales growth in 2011
through the combination of well-executed sales initiatives
and the further recovery of economic conditions affecting
this industry, such as office employment.

GPC DIRECTORS

In April of 2011, Larry L. Prince will retire from our

Board. Larry's career with Genuine Parts Company
spanned 46 years and over this time he worked his way
up through our organization, handling every position
effectively, professionally and admirably. Larry has served
on our Board for 33 years, including 16 years as our

Chief Executive Officer and 15 years as Chairman of the
Board. Since February 2005, he has been Chairman of the
Executive Committee of the Board. Larry’'s service to the
Company, our employees, customers and shareholders
has truly been exemplary and his outstanding leadership
and counsel will be missed. On behalf of the entire
Genuine Parts Company organization, we extend our
sincerest gratitude and appreciation.

At the Aprit 18, 2011 Shareholders” Meeting, we are
asking the shareholders to elect two new Directors.
During our August 2010 Board meeting, Robert C. "Robin”
Loudermilk, Jr. was elected by the Board as a new
Director of the Company. Mr. Loudermilk has served as
President of Aaron’'s Inc. in Atlanta, GA since 1997 and as
Chief Executive Officer of Aaron’s since 2008. The GPC
Board, at its meeting on February 21, 2011, also elected
John R. Holder as a new Director of the Company. Mr,
Holder is Chairman and Chief Executive Officer of Holder
Properties in Atlanta, GA, and has held these positions
since 1989 and 1980, respectively. Robin and John bring
with them great leadership skills and a wealth of business
experience. They are sure to be valuable members of our
Board and we are fortunate to have them serve with us.

MANAGEMENT

During 2010, there were a few promotions at Genuine
Parts Company that we would like to share with you.

We are pleased to tell you that at our August 2010 Board
meeting, the Directors elected Eric N. Sundby to Vice
President-Information Technology, David A. Haskett to
Assistant Vice President and Corporate Controller and
Napoleon B. Rutledge to Assistant Vice President-Internal
Audit. All three of these individuals have been with the
Company for a number of years, and these well deserved
promotions serve to strengthen our corporate IT and
finance teams.

We also want to advise you that Robert J. Susor will

be retiring in 2011, after more than 42 years with the
Company. Bob has served in a number of important roles
over these years, including his most recent service as

Executive Vice President of the Company and President
of NAPA since 2003. We want to recognize Bob for his
many contributions to Genuine Parts Company and the
automotive industry, and we wish him the very best in
the years ahead.

CONCLUSION

As we reflect back on 2010, we are pleased to report a
record year in sales and earnings per share and we are
proud of the job that was done throughout our organization.

We enter 2011 with a degree of optimism in each of our
four businesses, and with a continued corporate-wide
commitment to sustaining good revenue growth, further
improving operating margins, generating solid cash flows
and maintaining a strong balance sheet. We look forward
to reporting our progress in each of these areas to you as
we move through 2011.

We want to take this opportunity to express our
appreciation to our employees, customers, vendors
and shareholders for their commitment to and ongoing
support of Genuine Parts Company.

Respectfully submitted,

Oom g%‘aﬂuifwz/ WW. /i

Jerry W. Nix
Vice Chairman and
Chief Financial Officer

Thomas C. Gallagher
Chairman, President and
Chief Executive Officer

February 25, 2011

homas C. Gallagher

n, President and Chief Executive Officer |

ry W, Nix :
n and Chief Financial Officer
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31% OF TOTAL GPC NET SALES
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PART I

ITEM 1. BUSINESS.

Genuine Parts Company, a Georgia corporation incorporated on May 7, 1928, is a service organization
engaged in the distribution of automotive replacement parts, industrial replacement parts, office products and
electrical/electronic materials through our four operating segments, each described in more detail below. In 2010,
business was conducted throughout the United States, in Canada and in Mexico from approximately 2,000 locations.
As of December 31, 2010, the Company employed approximately 29,500 persons.

As used in this report, the “Company” refers to Genuine Parts Company and its subsidiaries, except as
otherwise indicated by the context; and the terms “automotive parts” and “industrial parts” refer to replacement
parts in each respective category.

Financial Information about Segments. For financial information regarding segments as well as our
geographic areas of operation, refer to Note 10 of Notes to Consolidated Financial Statements beginning on
page F-1. ‘

Available Information. The Company’s internet website can be found at www.genpt.com. The Company
makes available, free of charge through its internet website, access to the Company’s annual reports on Form 10-K,
quarterly reports on Form 10-Q, current reports on Form 8-K, proxy statements and other reports, and any
amendments to these documents, as soon as reasonably practicable after such material is filed with or furnished to
the Securities and Exchange Commission (“SEC”). Additionally, our corporate governance guidelines, codes of
conduct and ethics, and charters of the Audit Committee and the Compensation, Nominating and Governance
Committee of our Board of Directors, as well as information regarding our director nominating process and our
procedure for shareholders and other interested parties to communicate with our Board of Directors, are available
on our website.

In Part IIT of this Form 10-K, we incorporate certain information by reference to our proxy statement for our
2011 annual meeting of shareholders. We expect to file that proxy statement with the SEC on or about February 25,
2011, and we will make it available online at the same time at http://www.proxydocs.com/gpc. Please refer to the
proxy statement when it is available. ‘

AUTOMOTIVE PARTS GROUP

The Automotive Parts Group, the largest division of the Company, distributes automotive replacement parts
and accessory items. The Company is the largest member, with approximately 95% ownership, of the National
Automotive Parts Association (“NAPA”), a voluntary trade association formed in 1925 to provide nationwide
distribution of automotive parts. In addition to over 420,000 available part numbers, the Company, in conjunction
with NAPA, offers complete inventory, cataloging, marketing, training and other programs in the automotive
aftermarket.

During 2010, the Company’s Automotive Parts Group included NAPA automotive parts distribution centers and
automotive parts stores (“auto parts stores” or “NAPA AUTO PARTS stores”) owned and operated in the United States
by the Company; NAPA and Traction automotive parts distribution centers and auto parts stores in the United States
and Canada owned and operated by the Company and NAPA Canada/UAP Inc. (“NAPA Canada/UAP”), a
wholly-owned subsidiary of the Company; auto parts stores and distribution centers in the United States operated
by corporations in which the Company owned either a noncontrolling or controlling interest; auto parts stores in
Canada operated by corporations in which UAP owns a 50% interest; import automotive parts distribution centers in
the United States owned by the Company and operated by its Altrom America division; import automotive parts
distribution centers in Canada owned and operated by Altrom Canada Corporation (“Altrom Canada™), a
wholly-owned subsidiary of the Company; distribution centers in the United States owned by Balkamp, Inc.
(“Balkamp”), a wholly-owned subsidiary of the Company; rebuilding and distribution plants in the United States
owned by the Company and operated by its Rayloc division; and automotive parts distribution centers and automotive
parts stores in Mexico, owned and operated by Grupo Auto Todo, S.A. de C.V. (“Auto Todo”), a wholly-owned
subsidiary of the Company.



The Company has a 15% interest in Mitchell Repair Information (“MRIC”), a subsidiary of Snap-on
Incorporated. MRIC is a leading automotive diagnostic and repair information company with over 40,000 North
American subscribers linked to its services and information databases. MRIC’s core product, “Mitchell
ON-DEMAND,” is a premier electronic repair information source in the automotive aftermarket.

The Company’s NAPA automotive parts distribution centers distribute replacement parts (other than body
parts) for substantially all motor vehicle makes and models in service in the United States, including imported
vehicles, trucks, SUVs, buses, motorcycles, recreational vehicles and farm vehicles. In addition, the Company
distributes replacement parts for small engines, farm equipment and heavy duty equipment. The Company’s
inventories also include accessory items for such vehicles and equipment, and supply items used by a wide variety
of customers in the automotive aftermarket, such as repair shops, service stations, fleet operators, automobile and
truck dealers, leasing companies, bus and truck lines, mass merchandisers, farms, industrial concerns and
individuals who perform their own maintenance and parts installation. Although the Company’s domestic
automotive operations purchase from approximately 100 different suppliers, approximately 52% of 2010 auto-
motive parts inventories were purchased from 10 major suppliers. Since 1931, the Company has had return
privileges with most of its suppliers, which have protected the Company from inventory obsolescence.

Distribution System. In 2010, the Company operated 58 domestic NAPA automotive parts distribution
centers located in 39 states and approximately 1,000 domestic company-owned NAPA AUTO PARTS stores located
in 42 states. At December 31, 2010, the Company owned either a noncontrolling or controlling interest in two
corporations, which operated approximately 19 auto parts stores in three states, and a wholly-owned subsidiary
corporation operating three distribution centers in two states.

NAPA Canada/UAP, founded in 1926, is a Canadian leader in the distribution and marketing of replacement
parts and accessories for automobiles and trucks. NAPA Canada/UAP employs approximately 3,500 people and
operates a network of 12 distribution centers supplying approximately 590 NAPA stores and 98 Traction
wholesalers. Traction is a supplier of parts to small and large fleet owners and operators and, together with NAPA
stores, is a significant supplier to the mining and forestry industries. The NAPA stores and Traction in Canada
include approximately 189 company owned stores, 30 joint venture or progressive owners in which NAPA Canada/
UAP owns a 50% interest and approximately 469 independently owned stores. NAPA and Traction operations
supply bannered installers and independent installers in all provinces of Canada, as well as networks of service
station and repair shops operating under the banners of national accounts. UAP is a licensee of the NAPA® name in
Canada.

In Canada, Altrom Canada Corp. operates 15 import automotive parts distribution centers. In the United States,
Altrom America operates two import automotive parts distribution centers.

In Mexico, Auto Todo owns and operates 10 distribution centers, four auto parts stores and four tire centers.
Auto Todo is a licensee of the NAPA® name in Mexico.

The Company’s domestic distribution centers serve approximately 4,700 independently owned NAPA AUTO
PARTS stores located throughout the United States. NAPA AUTO PARTS stores, in turn, sell to a wide variety of
customers in the automotive aftermarket. Collectively, these independent automotive parts stores account for
approximately 66% of the Company’s total U.S. Automotive sales and 27% of the Company’s total sales, with no
automotive parts store or group of automotive parts stores with individual or common ownership accounting for
more than 0.25% of the total sales of the Company.

Products. Distribution centers have access to over 420,000 different parts and related supply items. Each
itern is cataloged and numbered for identification and accessibility. Significant inventories are carried to provide for
fast and frequent deliveries to customers. Most orders are filled and shipped the same day as received. The majority
of sales are on terms that require payment within 30 days of the statement date. The Company does not manufacture
any of the products it distributes. The majority of products are distributed under the NAPA® name, a mark licensed
to-the Company by NAPA, which is important to the sales and marketing of these products. Traction sales also
include products distributed under the HD Plus name, a proprietary line of automotive parts for the heavy duty truck
market.



Related Operations. Balkamp, a wholly-owned subsidiary of the Company, distributes a wide variety of
replacement parts and accessory items for passenger cars, heavy-duty vehicles, motorcycles and farm equipment. In
addition, Balkamp distributes service items such as testing equipment, lubricating equipment, gauges, cleaning
supplies, chemicals and supply items used by repair shops, fleets, farms and institutions. Balkamp packages many
of the 45,000 products, which constitute the “Balkamp” line of products that are distributed to the members of
NAPA. These products are categorized into over 250 different product groups purchased from approximately 600
domestic suppliers and 100 foreign manufacturers. In addition, Balkamp operates two Redistribution Centers that
provide NAPA with over 1,900 SKUs of oils, chemicals and procurement items. BALKAMP®, a federally registered
trademark, is important to the sales and marketing promotions of the Balkamp organization. Balkamp has three
distribution centers located in Indianapolis and Plainfield, Indiana, and West Jordan, Utah.

The Company, through its Rayloc division, operates four facilities where certain small automotive parts are
rebuilt or distributed to the members of NAPA under the NAPA® brand name. Rayloc® is a mark licensed to the
Company by NAPA.

The Company’s Heavy Vehicle Parts Group operates as TW Distribution, with one warehouse location in
Atlanta, Georgia, which serves 23 Traction Heavy Duty parts stores in the United States, of which 15 are company-
owned and eight are independently owned. This group distributes heavy vehicle parts through the NAPA system and
direct to small fleet owners and operators.

Segment Data. In the year ended December 31, 2010, sales from the Automotive Parts Group were
approximately 50% of the Company’s net sales, as compared to 52% in 2009 and 48% in 2008. For additional
segment information, see Note 10 of Notes to Consolidated Financial Statements set forth beginning on page F-1.

Service to NAPA AUTO PARTS Stores. The Company believes that the quality and the range of services
provided to its automotive parts customers constitute a significant advantage for its automotive parts distribution
system. Such services include fast and frequent delivery, obsolescence protection, parts cataloging (including the
use of electronic NAPA AUTO PARTS catalogs) and stock adjustment through a continuing parts classification
system which, as initiated by the Company from time to time, allows independent retailers (“jobbers™) to return
certain merchandise on a scheduled basis. The Company offers its NAPA AUTO PARTS store customers various
management aids, marketing aids and service on topics such as inventory control, cost analysis, accounting
procedures, group insurance and retirement benefit plans, as well as marketing conferences and seminars, sales and
advertising manuals and training programs. Point of sale/inventory management is available through TAMS® (Total
Automotive Management Systems), a computer system designed and developed by the Company for the NAPA
AUTO PARTS stores.

In association with NAPA, the Company has developed and refined an inventory classification system to
determine optimum distribution center and auto parts store inventory levels for automotive parts stocking based on
automotive registrations, usage rates, production statistics, technological advances and other similar factors. This
system, which undergoes continuous analytical review, is an integral part of the Company’s inventory control
procedures and comprises an important feature of the inventory management services that the Company makes
available to its NAPA AUTO PARTS store customers. Over the last 10 years, losses to the Company from
obsolescence have been insignificant and the Company attributes this to the successful operation of its classification
system, which involves product return privileges with most of its suppliers.

Competition. The automotive parts distribution business is highly competitive. The Company competes with
automobile manufacturers (some of which sell replacement parts for vehicles built by other manufacturers as well
as those that they build themselves), automobile dealers, warehouse clubs and large automotive parts retail chains.
In addition, the Company competes with the distributing outlets of parts manufacturers, oil companies, mass
merchandisers, including national retail chains, and with other parts distributors and retailers. The Automotive Parts
Group competes primarily on product offering, service, brand recognition and price. Further information regarding
competition in the industry is set forth in “Item 1A. Risk Factors — We Face Substantial Competition in the
Industries in Which We Do Business.”

NAPA. The Company is a member of the National Automotive Parts Association, a voluntary association
formed in 1925 to provide nationwide distribution of automotive replacement parts. NAPA, which neither buys nor
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sells automotive parts, functions as a trade association whose members in 2010 operated 64 distribution centers
located throughout the United States, 58 of which were owned and operated by the Company. NAPA develops
marketing concepts and programs that may be used by its members. It is not involved in the chain of distribution.

Among the automotive lines that each NAPA member purchases and distributes are certain lines designated,
cataloged, advertised and promoted as “NAPA” lines. The members are not required to purchase any specific
quantity of parts so designated and may, and do, purchase competitive lines from other supply sources.

The Company and the other NAPA members use the federally registered trademark NAPA® as part of the trade
name of their distribution centers and parts stores. The Company contributes to NAPA’s national advertising
program, which is designed to increase public recognition of the NAPA name and to promote NAPA product lines.

The Company is a party, together with other members of NAPA and NAPA itself, to a consent decree entered
by the Federal District Court in Detroit, Michigan, on May 4, 1954. The consent decree enjoins certain practices
under the federal antitrust laws, including the use of exclusive agreements with manufacturers of automotive parts,
allocation or division of territories among several NAPA members, fixing of prices or terms of sale for such parts
among such members, and agreements to adhere to any uniform policy in selecting parts customers or determining
the number and location of, or arrangements with, auto parts customers.

INDUSTRIAL PARTS GROUP

The Industrial Parts Group is operated as Motion Industries, Inc. (“Motion”), a wholly-owned subsidiary of the
Company headquartered in Birmingham, Alabama. Motion distributes industrial replacement parts and related
supplies such as bearings, mechanical and electrical power transmission, industrial automation, hose, hydraulic and
pneumatic components, industrial supplies and material handling products to MRO (maintenance, repair and
operation) and OEM (original equipment manufacturer) customers throughout the United States, Canada and
Mexico.

In Canada, industrial parts are distributed by Motion Industries (Canada), Inc. (“Motion Canada™) and BC
Bearing Engineers Limited. The Mexican market is served by Motion Mexico S de RL de CV (“Motion Mexico™).
These organizations operate in the Company’s North American structure.

In March 2010, the Company acquired BC Bearing Engineers Limited and its wholly-owned subsidiary, US
Bearings & Things, Inc., a long-established bearing and power transmission distributor. BC Bearing Engineers
joined Motion Industries with 22 locations throughout western Canada, and U.S. Bearings & Things with
21 branches in the western United States. In 2010, the Company also acquired TechCan Services, a full-service
asset repair, fabrication and engineering business located in Alberta, Canada.

As of December 31, 2010, the Industrial Parts Group served more than 140,000 customers in all types of
industries located throughout North America, including the food, forest products, primary metal, paper, mining,
automotive, petrochemical and pharmaceutical industries; as well as strategically targeted specialty industries such
as power generation, wastewater treatment facilities, wind power generation, solar power, government projects,
pipelines, railroad, ports, and others. Motion services all manufacturing and processing industries with access to a
database of 4.3 million parts. Additionally, late in 2010, Motion Industries was awarded a Government Services
Administration (GSA) schedule becoming a supplier to provide government agencies in the U.S. access to more
than 985,000 product and replacement parts.

This group provides customers with supply chain efficiencies, achieved through inventory management and
logistical solutions coupled with Motion Industries’ vast product knowledge and system capabilities. The Company
meets the MRO demand of a large and fragmented market with high levels of service in the areas of asset
management, inventory and logistics management, product application and utilization management processes. A
highly developed supply chain with vendor partnerships and customer connectivity are enhanced by Motion’s
leading e-business capabilities, such as MiSupplierConnect, which provides integration between the Company’s
information technology network and suppliers’ systems, creating numerous benefits for both the supplier and
customer.



- Distribution System. In North America, the Industrial Parts Group operated 488 branches, 9 distribution
centers and 46 service centers as of December 31, 2010. The distribution centers stock and distribute more than
92,000 different items purchased from more than 468 different suppliers. The service centers provide hydraulic,
hose and mechanical repairs for customers. Approximately 37% of 2010 total industrial product purchases were
made from 10 major suppliers. Sales are generated from the Industrial Parts Group’s branches located in 47 states,
Puerto Rico, nine provinces in Canada, and Mexico. Each branch has warehouse facilities that stock significant
amounts of inventory representative of the products used by customers in the respective market area served.

Products. The Industrial Parts Group distributes a wide variety of parts and products to its customers,
primarily industrial concerns. Products include such items as hoses, belts, bearings, pulleys, pumps, valves, chains,
gears, sprockets, speed reducers, electric motors, and industrial supplies. In recent years, Motion expanded its
offering to include systems and automation products in response to the increasing sophistication of motion control
and process automation for full systems integration of plant equipment. Manufacturing trends and government
policies have led to opportunities in the “green” and energy-efficient product markets, leading to product offerings
such as energy-efficient motors and drives, recyclable and environmentally friendly parts and supplies. The nature
of this group’s business demands the maintenance of adequate inventories and the ability to promptly meet
demanding delivery requirements. Virtually all of the products distributed are installed by the customer or used in
plant and facility maintenance activities. Most orders are filled immediately from existing stock and deliveries are
normally made within 24 hours of receipt of order. The majority of all sales are on open account. Motion has
ongoing purchase agreements with existing customers that represent approximately 40% of the annual sales
volume.

Supply Agreements. Non-exclusive distributor agreements are in effect with most of the Industrial Parts
Group’s suppliers. The terms of these agreements vary; however, it has been the experience of the Industrial Parts
Group that the custom of the trade is to treat such agreements as continuing until breached by one party or until
terminated by mutual consent. The Company has return privileges with most of its suppliers, which has protected
the Company from inventory obsolescence.

Segment Data. In the year ended December 31, 2010, sales from the Company’s Industrial Parts Group
approximated 31% of the Company’s net sales, as compared to 29% in 2009 and 32% in 2008. For additional
segment information, see Note 10 of Notes to Consolidated Financial Statements set forth beginning on page F-1.

Competition. The industrial parts distribution business is highly competitive. The Industrial Parts Group
competes with other distributors specializing in the distribution of such items, general line distributors and others
who provide similar services. To a lesser extent, the Industrial Parts Group competes with manufacturers that sell
directly to the customer. The Industrial Parts Group competes primarily on the breadth of product offerings, service
and price. Further information regarding competition in the industry is set forth in “Item 1A. Risk Factors — We
Face Substantial Competition in the Industries in Which We Do Business.”

OFFICE PRODUCTS GROUP

The Office Products Group, operated through S. P. Richards Company (“S. P. Richards”), a wholly owned
-subsidiary of the Company, is headquartered in Atlanta, Georgia. S. P. Richards is engaged in the wholesale
distribution of a broad line of office and other business related products to business product resellers that are used in
the daily operation of businesses, schools, offices and other institutions. Office products fall into the general
categories of computer supplies, imaging products, office furniture, office machines, general office products, school
supplies, cleaning and breakroom supplies, and healthcare products.

The Office Products Group is represented in Canada through S. P. Richards Canada, a wholly-owned
subsidiary of the Company headquartered near Toronto, Ontario. S. P. Richards Canada services office product
resellers throughout Canada from locations in Vancouver, Toronto, Calgary, Edmonton and Winnipeg.

Distribution System. The Office Products Group distributes more than 50,000 items to nearly 4,000 business
product resellers throughout the United States and Canada from a network of 43 distribution centers. In 2010, the
Company completed the installation of new pick to voice technology in all U.S. distribution centers. In addition,
new conveyors with inline scales and automated sortation were installed in four distribution centers and energy
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conservation projects creating better lighting, lower energy usage and usage of motion sensitive lighting were
completed in 12 distribution centers. This network of strategically located distribution centers provides overnight
delivery of the Company’s comprehensive product offering. Approximately 50% of the Company’s 2010 total office
products purchases were made from 10 major suppliers.

The Office Products Group sells strictly to resellers of office products. These resellers include independently
owned office product dealers, national office product superstores and mass merchants, large contract stationers,
mail order companies, Internet resellers and college bookstores. Resellers are offered comprehensive marketing
programs, which include print and electronic catalogs and flyers, electronic content for reseller websites, and
education and training resources.

Products. The Office Products Group distributes computer supplies including storage media, printer supplies
and computer accessories; office furniture including desks, credenzas, chairs, chair mats, partitions, files and
computer furniture; office machines including telephones, answering machines, calculators, fax machines, multi-
function copiers, printers, digital cameras, laminators and shredders; general office supplies including desk
accessories, business forms, accounting supplies, binders, filing supplies, report covers, writing instruments,
envelopes, note pads, copy paper, mailroom supplies, drafting supplies and audiovisual supplies; school supplies
including bulletin boards, teaching aids and art supplies; healthcare products; janitorial supplies including cleaning
supplies, paper towels and trash can liners; and breakroom supplies including napkins, utensils, snacks and
beverages. S. P. Richards has return privileges with most of its suppliers, which have protected the Company from
inventory obsolescence.

While the Company’s inventory includes products from over 400 of the industry’s leading manufacturers
worldwide, S. P. Richards also markets products under its eight proprietary brands. These brands include:
SPARCO™, an economical line of office supply basics; Compucessory®, a line of computer accessories; Lorell™,
a line of office furniture; NATURE SAVERG®, an offering of recycled products; Elite Image®, a line of new and
remanufactured toner cartridges, premium papers and labels; Integra™, a line of writing instruments; Genuine J oe®,
a line of cleaning and breakroom products; and Business Source™, a line of basic office supplies available only to
independent resellers. The Company launched its FurnitureAdvantage™ program in 2010 which provides resellers
with an additional 6,000 furniture items made available to consumers in 7 to 10 days. The Company also introduced

PrintSmart™, a fully featured managed print solution allowing resellers to serve this growing segment of the market.

Segment Data. In the year ended December 31, 2010, sales from the Company’s Office Products Group
approximated 15% of the Company’s net sales, as compared to 16% in 2009 and 2008. For additional segment
information, see Note 10 of Notes to Consolidated Financial Statements set forth beginning on page F-1.

Competition. The office products distribution business is highly competitive. In the distribution of its product
offering to resellers, S. P. Richards competes with many other wholesale distributors, as well as with certain
manufacturers of office products. S. P. Richards competes primarily on price, product offerings, service, marketing
programs and brand recognition. Further information regarding competition in the industry is set forth in “Item 1A.
Risk Factors — We Face Substantial Competition in the Industries in Which We Do Business.”

ELECTRICAL/ELECTRONIC MATERIALS GROUP

The Electrical/Electronic Materials Group was formed on July 1, 1998 through the acquisition of EIS, Inc.
(“EIS”), a wholly-owned subsidiary of the Company headquartered in Atlanta, Georgia. This Group distributes
materials to more than 20,000 electrical and electronic manufacturers in North America. With 33 branch locations
in the United States, Puerto Rico, the Dominican Republic, Mexico and Canada, this Group distributes over
100,000 items including wire and cable, insulating and conductive materials, assembly tools and test equipment.

EIS also has three manufacturing facilities that provide custom fabricated parts.

Distribution System. The Electrical/Electronic Materials Group provides distribution services to OEM’s,
motor repair shops and a broad variety of industrial assembly markets. EIS actively utilizes its e-commerce Internet
site to present its products to customers while allowing these on-line visitors to conveniently purchase from a large
product assortment.




Electrical and electronic products are distributed from warehouse locations in major user markets throughout
the United States, as well as in Mexico and Canada. The Company has return privileges with some of its suppliers,
which have protected the Company from inventory obsolescence.

Products. The Electrical/Electronic Materials Group distributes a wide variety of products to customers from
over 350 vendors. These products include custom fabricated flexible materials that are used as components within a
customer’s manufactured finished product in a variety of market segments. Among the products distributed and
fabricated are such items as magnet wire, conductive materials, electrical wire and cable, insulating and shielding
materials, assembly tools, test equipment, adhesives and chemicals, pressure sensitive tapes, solder, anti-static
products and thermal management products. To meet the prompt delivery demands of its customers, this Group
maintains large inventories. The majority of sales are on open account. Approximately 45% of 2010 total Electrical/
Electronic Materials Group purchases were made from 10 major suppliers.

Integrated Supply. The Electrical/Electronic Materials Group’s integrated supply programs are a part of the
marketing strategy, as a greater number of customers — especially national accounts — are given the opportunity
to participate in this low-cost, high-service capability. The Group developed AIMS (Advanced Inventory Man-
agement System), a totally integrated, highly automated solution for inventory management. The Group’s
Integrated Supply offering also includes SupplyPro, an electronic vending dispenser used to eliminate costly tool
cribs, or in-house stores, at customer warehouse facilities.

Segment Data. In the year ended December 31, 2010, sales from the Company’s Electrical/Electronic
Materials Group approximated 4% of the Company’s net sales, as compared to 3% in 2009 and 4% in 2008. For
additional segment information, see Note 10 of Notes to Consolidated Financial Statements set forth beginning on
page F-1.

Competition. The electrical and electronics distribution business is highly competitive. The Electrical/
Electronic Materials Group competes with other distributors specializing in the distribution of electrical and
electronic products, general line distributors and, to a lesser extent, manufacturers that sell directly to customers.
EIS competes primarily on factors of price, product offerings and service. Further information regarding com-
petition in the industry is set forth in “Item 1A. Risk Factors — We Face Substantial Competition in the Industries in
Which We Do Business.”

ITEM 1A. RISK FACTORS.

FORWARD-LOOKING STATEMENTS

Some statements in this report, as well as in other materials we file with the SEC or otherwise release to the
public and in materials that we make available on our website, constitute forward-looking statements that are
subject to the safe harbor provisions of the Private Securities Litigation Reform Act of 1995. Senior officers may
also make verbal statements to analysts, investors, the media and others that are forward-looking. Forward-looking
statements may relate, for example, to future operations, prospects, strategies, financial condition, economic
performance (including growth and earnings), industry conditions and demand for our products and services. The
Company cautions that its forward-looking statements involve risks and uncertainties, and while we believe that our
expectations for the future are reasonable in view of currently available information, you are cautioned not to place
undue reliance on our forward-looking statements. Actual results or events may differ materially from those
indicated in our forward-looking statements as a result of various important factors. Such factors include, but are not
limited to, those discussed below.

Forward-looking statements are only as of the date they are made, and the Company undertakes no duty to
update its forward-looking statements except as required by law. You are advised, however, to review any further
disclosures we make on related subjects in our subsequent Forms 10-Q, Form 8-K and other reports to the SEC.

Set forth below are the material risks and uncertainties that, if they were to occur, could materially and
adversely affect our business or could cause our actual results to differ materially from the results contemplated by
the forward-looking statements in this report and in the other public statements we make. Please be aware that these
risks may change over time and other risks may prove to be important in the future. New risks may emerge at any
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time, and we cannot predict such risks or estimate the extent to which they may affect our business, financial
condition, results of operations or the trading price of our securities.

Our business will be adversely affected if demand for our products slows.

Our business depends on customer demand for the products that we distribute. Demand for these products
depends on many factors.

With respect to our automotive group, the primary factors are:

the number of miles vehicles are driven annually, as higher vehicle mileage increases the need for
maintenance and repair;

the quality of the vehicles manufactured by the original vehicle manufacturers and the length of the warranty
or maintenance offered on new vehicles;

the number of vehicles in current service that are six years old and older, as these vehicles are typically no
longer under the original vehicle manufacturers’ warranty and will need more maintenance and repair than
newer vehicles;

gas prices, as increases in gas prices may deter consumers from using their vehicles;
changes in travel patterns which may cause consumers to rely more on other transportation;

restrictions on access to diagnostic tools and repair information imposed by the original vehicle manufac-
turers or by governmental regulation, as consumers may be forced to have all diagnostic work, repairs and
maintenance performed by the vehicle manufacturers’ dealer networks; and

the economy generally, which in declining conditions may cause consumers to defer vehicle maintenance
and repair and defer discretionary spending.

With respect to our industrial parts group, the primary factors are:

the level of industrial production and manufacturing capacity utilization, as these indices reflect the need for
industrial replacement parts;

changes in manufacturing reflected in the level of the Institute for Supply Management’s Purchasing
Managers Index, as an index reading of 50 or more implies an expanding manufacturing economy, while a
reading below 50 implies contracting manufacturing economy;

the consolidation of certain of our manufacturing customers and the trend of manufacturing operations being
moved overseas; and '

the economy in general.

With respect to our office products group, the primary factors are:

the level of unemployment, especially as it relates to white collar and service jobs, as this impacts the need
for business products; and

the economy in general.

With respect to our electrical/electronic materials group, the primary factors are:

.

changes in manufacturing reflected in the level of the Institute for Supply Management’s Purchasing
Managers Index, as an index reading of 50 or more implies an expanding manufacturing economy, while a
reading below 50 implies contracting manufacturing economy; and

the economy in general.



Uncertainty and/or deterioration in general macro-economic conditions, including unemployment,
inflation or deflation, high energy costs, uncertain credit markets, or other economic conditions, could
have a negative impact on our business, financial condition, results of operations and cash flows.

Our business and operating results may in the future be adversely affected by uncertain global economic
conditions, including instability in credit markets, declining consumer and business confidence, fluctuating
commodity prices, volatile exchange rates, and other challenges that could affect the global economy. Both our
commercial and retail customers may experience deterioration of their financial resources, which could result in
existing or potential customers delaying or canceling plans to purchase our products. Our vendors could experience
similar conditions, which could impact their ability to fulfill their obligations to us. Future weakness in the global
economy could adversely affect our results of operations, financial condition and cash flows in future periods.

We depend on our relationships with our vendors, and a disruption of our vendor relationships or a
disruption in our vendors’ operations could harm our business.

As a distributor of automotive replacement parts, industrial parts, office products and electrical/electronic
materials, our business depends on developing and maintaining close and productive relationships with our vendors.
We depend on our vendors to sell us quality products at favorable prices. Many factors outside our control,
including, without limitation, raw material shortages, inadequate manufacturing capacity, labor disputes, trans-
portation disruptions or weather conditions, could adversely affect our vendors’ ability to deliver to us quality
merchandise at favorable prices in a timely manner. Furthermore, financial or operational difficulties with a
particular vendor could cause that vendor to increase the cost of the products or decrease the quality of the products
we purchase from it. Vendor consolidation could also limit the number of suppliers from which we may purchase
products and could materially affect the prices we pay for these products. In our automotive business, the number of
vendors could decrease considerably, and the prices charged to us by the remaining vendors could increase, to the
extent that vehicle production slows due to a decline in consumer spending and, possibly, the failure of one or more
of the large automobile manufacturers. We would suffer an adverse impact if our vendors limit or cancel the return
privileges that currently protect us from inventory obsolescence.

We face substantial competition in the industries in which we do business.

The sale of automotive and industrial parts, office products and electrical materials is highly competitive and
impacted by many factors, including name recognition, product availability, customer service, anticipating
changing customer preferences, store location, and pricing pressures. Because we seek to offer competitive prices,
if our competitors reduce their prices, we may be forced to reduce our prices, which could result in a material
decline in our revenues and earnings. Increased competition among distributors of automotive and industrial parts,
office products and electronic materials, including internet-related initiatives, could cause a material adverse effect
on our results of operations. The Company anticipates no decline in competition in any of its four business segments
in the foreseeable future.

In particular, the market for replacement automotive parts is highly competitive and subjects us to a wide
variety of competitors. We compete primarily with national and regional auto parts chains, independently owned
regional and local automotive parts and accessories stores, automobile dealers that supply manufacturer replace-
ment parts and accessories, mass merchandisers and wholesale clubs that sell automotive products and regional and
local full service automotive repair shops. Furthermore, the automotive aftermarket has experienced consolidation
in recent years. Consolidation among our competitors could further enhance their financial position, provide them
with the ability to provide more competitive prices to customers for whom we compete, and allow them to achieve
increased efficiencies in their consolidated operations that enable them to more effectively compete for customers.
If we are unable to continue to develop successful competitive strategies or if our competitors develop more
effective strategies, we could lose customers and our sales and profits may decline.
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We may not be able to successfully implement our business initiatives in each of our four business
segments to grow our sales and earnings, which could adversely affect our business, financial condition,
results of operations and cash flows.

We have implemented numerous initiatives in each of our four business segments to grow sales and earnings,
including the introduction of new and expanded product lines, geographic expansion (including acquisitions), sales
to new markets, enhanced customer marketing programs and a variety of gross margin and cost savings initiatives. If
we are unable to implement these initiatives efficiently and effectively, or if these initiatives are unsuccessful, our
business, financial condition, results of operations and cash flows could be adversely affected.

Successful implementation of these initiatives also depends on factors specific to the automotive parts industry
and the other industries in which we operate and numerous other factors that may be beyond our control. In addition
to the other risk factors contained in this “Item 1A. Risk Factors,” adverse changes in the following factors could
undermine our business initiatives and have a material adverse affect on our business, financial condition, results of
operations and cash flows:

o the competitive environment in our end markets may force us to reduce prices below our desired pricing
level or increase promotional spending;

» our ability to anticipate changes in consumer preferences and to meet customers’ needs for our products in a
timely manner;

* our ability to successfully enter new markets;
« our ability to effectively manage our costs;

« our ability to continue to grow through acquisitions and successfully integrate acquiréd businesses in our
existing operations; and

« the economy in general.

Because we are involved in litigation from time to time and are subject to numerous laws and
governmental regulations, we could incur substantial judgments, fines, legal fees and other costs.

We are sometimes the subject of complaints or litigation from customers, employees or other third parties for
various actions. The damages sought against us in some of these litigation proceedings are substantial. Although we
maintain liability insurance for some litigation claims, if one or more of the claims were to greatly exceed our
insurance coverage limits or if our insurance policies do not cover a claim, this could have a material adverse affect
on our business, financial condition, results of operations and cash flows.

Additionally, we are subject to numerous federal, state and local laws and governmental regulations relating to
environmental protection, product quality standards, building and zoning requirements, as well as employment law
matters. If we fail to comply with existing or future laws or regulations, we may be subject to governmental or
judicial fines or sanctions, while incurring substantial legal fees and costs. In addition, our capital expenses could
increase due to remediation measures that may be required if we are found to be noncompliant with any existing or
future laws or regulations.

ITEM 1B. UNRESOLVED STAFF COMMENTS.

Not applicable.

ITEM 2.. PROPERTIES.

The Company’s headquarters and Automotive Parts Group beadquarters are located in two adjacent office
buildings owned by the Company in Atlanta, Georgia.

The Company’s Automotive Parts Group currently operates 58 NAPA Distribution Centers in the United States
distributed among eight geographic divisions. Approximately 90% of the distribution center properties are owned
by the Company. At December 31, 2010, the Company operated approximately 1,000 NAPA AUTO PARTS stores
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located in 42 states, and the Company owned either a noncontrolling or controlling interest in approximately
19 additional auto parts stores located in three states. Other than NAPA AUTO PARTS stores located within
Company owned distribution centers, the majority of the automotive parts stores in which the Company has an
ownership interest were operated in leased facilities. In addition, NAPA Canada/UAP operates 12 distribution
centers and approximately 189 automotive parts and Traction stores in Canada, and Auto Todo operates ten
distribution centers and eight stores and tire centers in Mexico. These operations are conducted in leased facilities.

The Company’s Automotive Parts Group also operates three Balkamp distribution centers, four Rayloc
rebuilding and distribution facilities and two transfer and shipping facilities. Finally, Altrom Canada operates
15 import parts distribution centers, Altrom America operates two import parts distribution centers and the Heavy
Vehicle Parts Group operates one TW distribution center, which serves 23 Traction stores of which 15 are company
owned and located in the US. These operations are operated in leased facilities.

The Company’s Industrial Parts Group, operating through Motion and Motion Canada, operates nine
distribution centers, 46 service centers and 488 branches. Approximately 90% of these branches are operated
in leased facilities.

The Company’s Office Products Group operates 38 facilities in the United States and five facilities in Canada
distributed among the Group’s five geographic divisions. Approximately 75% of these facilities are operated in
leased buildings.

The Company’s Electrical/Electronic Materials Group operates in 30 locations in the United States, one
location in Puerto Rico, one location in the Dominican Republic, three locations in Mexico and one location in
Canada. All of this Group’s 36 facilities are operated in leased buildings except one facility, which is owned.

We believe that our facilities on the whole are in good condition, are adequately insured, are fully utilized and
are suitable and adequate for the conduct of our current operations.

For additional information regarding rental expense on leased properties, see Note 4 of Notes to Consolidated
Financial Statements set forth beginning on page F-1.

ITEM 3. LEGAL PROCEEDINGS.

The Company is subject to various legal and governmental proceedings, many involving routine litigation
incidental to the businesses, including approximately 1,900 product liability lawsuits resulting from its national
distribution of automotive parts and supplies. Many of these involve claims of personal injury allegedly resulting
from the use of automotive parts distributed by the Company. While litigation of any type contains an element of
uncertainty, the Company believes that its defense and ultimate resolution of pending and reasonably anticipated
claims will continue to occur within the ordinary course of the Company’s business and that resolution of these
claims will not have a material adverse effect on the Company’s business, results of operations or financial
condition.

ITEM 4. [Removed and Reserved.]
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PART II.

ITEM 5. MARKET FOR REGISTRANT’S COMMON EQUITY, RELATED STOCKHOLDER MATTERS

AND ISSUER PURCHASES OF EQUITY SECURITIES.

Market Information Regarding Common Stock

The Company’s common stock is traded on the New York Stock Exchange under the ticker symbol “GPC”.
The following table sets forth the high and low sales prices for the common stock as repo
Exchange and dividends per share of common stock paid during the last two fiscal years:

rted on the New York Stock

Sales Price of Common Shares

2010 2009
High Low High Low
Quarter
FAESE & oo oo oo et e oottt ettt e $43.63 $36.94 $39.82  $24.93
SECONA & v vttt 4542 38.00 36.18 29.18
THIEA. © ot e e 45.32 38.81 39.75 32.36
2 1a 1« W 51.61 4413 39.00 3491
Dividends
Declared per
Share
2010 2009
Quarter
T TR O $0.41  $0.40
SECOMA .« o v s et e et et e e e 041 0.40
Nt s I O 0.41 0.40
FOUR © o v e e et e e 0.41 0.40
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Stock Performance Graph

Set forth below is a line graph comparing the yearly dollar change in the cumulative total shareholder return on
the Company’s Common Stock against the cumulative total shareholder return of the Standard and Poor’s 500 Stock
Index and a peer group composite index structured by the Company as set forth below for the five year period that
commenced December 31, 2005 and ended December 31, 2010. This graph assumes that $100 was invested on
December 31, 2005 in Genuine Parts Company Common Stock, the S&P 500 Stock Index (the Company is a
member of the S&P 500, and its cumulative total shareholder return went into calculating the S&P 500 results set
forth in the graph) and the peer group composite index as set forth below and assumes reinvestment of all dividends.

Comparison of five year cumulative total shareholder return

250

—{  Genuine Parts Company
—O— Peer Index

&
| 150
-
S| 100 _ -
Q
50
0

1 I ! 1 1 I
2005 2006 2007 2008 2009 2010

Genuine Parts Company, S&P 500 Index and peer group composite index

Cumulative Total Shareholder Return

$ at Fiscal Year End 2005 2006 2007 2008 2009 2010
Genuine Parts Company 100.00 | 111.40 | 112.03 95.20 100.16 | 140.73
S&P 500 100.00 | 115.79 | 122.15 76.95 97.31 | 111.97
Peer Index 100.00 | 107.58 | 116.74 | 56.79 143.06 | 144.85

In constructing the peer group composite index (“Peer Index”) for use in the stock performance graph above,
the Company used the shareholder returns of various publicly held companies (weighted in accordance with each
company’s stock market capitalization at December 31, 2005 and including reinvestment of dividends) that
compete with the Company in three industry segments: automotive parts, industrial parts and office products (each
group of companies included in the Peer Index as competing with the Company in a separate industry segment is
hereinafter referred to as a “Peer Group”). Included in the automotive parts Peer Group are those companies making
up the Dow Jones U.S. Auto Parts Index (the Company is a member of such industry group, and its individual
shareholder return was included when calculating the Peer Index results set forth in the performance graph).
Included in the industrial parts Peer Group are Applied Industrial Technologies, Inc. and Kaman Corporation and
included in the office products Peer Group is United Stationers Inc. The Peer Index does not break out a separate
electrical/electronic peer group due to the fact that there is currently no true market comparative to EIS. The
electrical/electronic component of sales is redistributed to the Company’s other segments on a pro rata basis to
calculate the final Peer Index.
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In determining the Peer Index, each Peer Group was wei ghted to reflect the Company’s annual net sales in each
industry segment. Each industry segment of the Company comprised the following percentages of the Company’s
net sales for the fiscal years shown:

Industry Segment 2005 2006 2007 2008 2009 2010
AULOMOLIVE Parts . .. oot e et i e 51% 49% 49% 48% 52% 50%
InAUSEHAl PATtS « . o o v vt et e e e e e 29% 30% 31% 32% 29% 31%
Office ProdUCES. -« v o oottt eaee e e 17% 17% 16% 16% 16% 15%
Electrical/Electronic MaterialS. . ... ... ccovii v 3% 4% 4% 4% 3% 4%
Holders

As of December 31, 2010, there were 5,483 holders of record of the Company’s common stock. The number of
holders of record does not include beneficial owners of the common stock whose shares are held in the names of
various dealers, clearing agencies, banks, brokers and other fiduciaries.

Sales of Unregistered Securities

All of our sales of securities in 2010 were registered under the Securities Act of 1933, as amended.

Issuer Purchases of Equity Securities

The following table provides information about the purchases of shares of the Company’s common stock
during the three month period ended December 31, 2010:

Total Number of Maximum Number of
Total Shares Purchased as Shares That May Yet
Number of Average Part of Publicly be Purchased Under
Shares Price Paid Announced Plans or the Plans or
Period Purchased(1) per Share Programs(2) Programs
October 1, 2010 through October 31, .
2010 ... e 98,149 $46.53 33,393 16,063,252
November 1, 2010 through November 30,
2010 . .o e 146,866 $47.32 85,900 15,977,352
December 1, 2010 through December 31,
2010 . e 173,278 $50.69 875 15,976,477

Totals . v oo ve e 418,293 $48.53 120,168 15,976,477

(1) Includes shares surrendered by employees to the Company to satisfy tax withholding obligations in connection
with the vesting of shares of restricted stock, the exercise of stock options and/or tax withholding obligations.

(2) On August 21, 2006 and November 17, 2008, the Board of Directors authorized and announced the repurchase
of 15 million shares and 15 million shares, respectively. The authorization for these repurchase plans continues
until all such shares have been repurchased or the repurchase plan is terminated by action of the Board of
Directors. Approximately 1.0 million shares authorized in the repurchase plan announced in 2006 and all
15 million shares authorized in 2008 remain to be repurchased by the Company. There were no other publicly
announced plans outstanding as of December 31, 2010.
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ITEM 6. SELECTED FINANCIAL DATA.

The following table sets forth certain selected historical financial and operating data of the Company as of the
dates and for the periods indicated. The following selected financial data are qualified by reference to, and should be
read in conjunction with, the consolidated financial statements, related notes and other financial information set
forth beginning on page F-1, as well as in “Item 7. Management’s Discussion and Analysis of Financial Condition
and Results of Operations” of this report.

Year Ended December 31, 2010 2009 2008 2007 2006
(In thousands, except per share data)

Netsales .......................... $11,207,589 $10,057,512 $11,015,263 $10,843,195 $10,457,942
Costof goodssold . . ................. 7,954,645 7,047,750 7,742,773 7,625,972 7,353,447
Operating and non-operating expenses, net.. 2,491,161 2,365,597 2,504,022 2,400,478 2,333,579
Income before taxes . .. ............... 761,783 644,165 768,468 816,745 770,916
Income taxes .. ..................... 286,272 244,590 293,051 310,406 295,511
Netincome ........................ $ 475511 $ 399,575 $ 475417 $ 506,339 $ 475,405

Weighted average common shares
outstanding during year — assuming

dilution ......................... 158,461 159,707 162,986 170,135 172,486
Per common share:

Diluted net income . ................ $ 3.00 $ 250 $ 292 % 298 $ 2.76

Dividends declared ... .............. 1.64 1.60 1.56 1.46 1.35

December 31 closing stock price. . . . . . . 51.34 37.96 37.86 46.30 47.43
Long-term debt, less current maturities . . . . 250,000 500,000 500,000 250,000 500,000
Total equity .. ...................... 2,802,714 2,629,372 2,393,378 2,782,946 2,610,707
Total assets . ....................... $ 5,465,044 $ 5,004,689 $ 4,786,350 $ 4,774,069 $ 4,496,984

ITEM 7. MANAGEMENT’S DISCUSSION AND ANALYSIS OF FINANCIAL CONDITION AND
RESULTS OF OPERATIONS.

OVERVIEW

Genuine Parts Company is a service organization engaged in the distribution of automotive replacement parts,
industrial replacement parts, office products and electrical/electronic materials. The Company has a long tradition
of growth dating back to 1928, the year we were founded in Atlanta, Georgia. In 2010, the Company conducted
business throughout the United States, Canada, Mexico and Puerto Rico from approximately 2,000 locations.

We recorded consolidated net sales of $11.2 billion for the year ended December 31, 2010, an increase of 11%
compared to $10.1 billion in 2009. Consolidated net income for the year ended December 31, 2010 was
$476 million, up 19% from $400 million in 2009. The improving market conditions in the industries that we
serve combined with our internal growth initiatives drove the Company’s strong performance in 2010.

The 11% sales growth in 2010 follows a 9% decrease in revenues in 2009 and a 2% increase in revenues in
2008. Our 19% increase in net income follows a 16% and 6% decrease in net income in 2009 and 2008, respectively.
Throughout this three year period, the Co