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Neutral Team Bear Team Bull Team

Gameplan

Joaquin Rodriguez

Junior

Michael Resendez
Sophomore

Sam Flores

Senior

Jenna Lindemann

Freshman

Logan Arciba

Sophomore - Leader

Zac Nguyen

Senior

Dylan Swanson

Junior - Leader

Pablo Samanez

Sophomore

Ethan Sanchez

Junior - Leader

William Errett

Junior - Leader

Michael Resendez
Sophomore
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Company 
Overview

Sam Flores
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Ticker: AZO

Market capitalization: $49.25 billion 

2022 revenue: $16.8 billion

Founded: 1979

Employee count:  112,000 people

Located in: Memphis TN

Our position: 20 Shares, $23,498

Current Market Value: $53,628

Unrealized Annualized Return: 40%

Portfolio weighting: 4.1%
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Click to edit Master title stylePrice History Since Purchasing

$1,173 

$2,645 
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Click to edit Master title styleValue Proposition

Leading retailer and distributor of 

aftermarket automotive products

Strong DIY (Do-it-Yourself) reputation 

through customer service

Don’t sell only products, also a service
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They have the products you need when you need them

A representative must come help you in 30 seconds

There is a store close to nearly every American
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Revenue 
Breakdown

Joaquin 
Melendez-Rodriguez
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What do they sell? How do they sell it?
Where do they sell 

it?

Failure Products Do-It-Yourself (DIY) 

customers
Stores 

Maintenance 

Products

Do-It-For-Me (DIFM)/ 

Commercial
Websites

Discretionary 

Products

Who do they sell 

to?

United States

Brazil

Mexico
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Mega Hubs Hubs
Satellite 

Locations

Store Support 

Center
Distribution 

Centers

40-50% is hard 

parts inventory

70-85% is hard 

parts inventory
Execution of 

merchandising 

and marketing

Where products 

are chosen
13 DCs

70-85% is hard 

parts inventory

90-99% selling space

78 mega hubs 194 Hubs 6,943 stores

Replenish stores 

multiple times a 

week
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49%36%

16%

Failure Maintenance Items Discretionary

2022
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Must needs Frequent changes Accessories
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$1,648,181 $1,698,062 $1,775,954 
$2,032,157 

$2,444,249 $2,491,763 

$3,774,386 $3,914,546 $4,140,987 $4,284,913 

$4,888,763 

$5,670,278 

$5,100,702 
$5,338,890 

$5,728,294 
$6,088,859 

$7,048,700 

$7,801,155 

 $-

 $1,000,000

 $2,000,000

 $3,000,000

 $4,000,000

 $5,000,000

 $6,000,000

 $7,000,000

 $8,000,000

 $9,000,000

Discretionary Maintenance Items Failure
Category 5-Year CAGR

Failure 8.8%

Maintenance 8.4%

Discretionary 8.6%

In Thousands USD 
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DIFMDIY

Do-It-Yourself Do-It-For-Me

Retail Commercial

Standalone consumer Auto and body shops
72.2%

27.8%

DIY DIFM
Chaney 

Motors Inc

14
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$2,605 $2,562 $2,781 $2,954 
$3,593 

$4,519 

$8,283 
$8,659 

$9,082 
$9,678 

$11,036 
$11,733 

 $-

 $2,000

 $4,000

 $6,000

 $8,000

 $10,000

 $12,000

 $14,000

DIFM DIY
Segment 5-Year CAGR

DIY 7.2%

DIFM 11.6%

In Millions USD 

15



Click to edit Master title styleCommercial Sales Program

Commercial Credit

Prompt delivery of parts

Easy to use app

All stores in Mexico and Brazil

ALLDATA diagnostic, repair, and 

shop management software
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4543 4712 4862 4979 5143 5309 5487
6003 6202 6411 6549 6767 6943 7144

0

1000

2000

3000

4000

5000

6000

7000

8000

Commercial Programs Total Stores

Type 5-Year CAGR

Commercial 2.4%

Total stores 2.1%
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$462 $475 
$522 

$552 

$657 

$805 
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 $900

Sales per commercial program

$365 

$270 

$219 $226 
$248 

$289 
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Alldata

In Millions USD 
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6,202

6,411
6,549

6,767

7,144

5,800

6,000

6,200

6,400

6,600

6,800

7,000

2018 2019 2020 2021 2022

Store Count

$269 $279 $288 

$325 
$349 

200

250

300

350

400

2018 2019 2020 2021 2022

Sales Per Square Foot
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0%

2%

3%

8%

14%

8%

2%
3%

6%
6%

16%

11%

0%

2%

4%

6%

8%

10%

12%

14%

16%

18%

Same store sales % total sales %

69%

31%

Average

Inorganic

Organic
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United States

Mexico

Brazil

6,226

707

81

Each dot represents a 10-mile radius

Less than 5 locations               Greater than 5 locations
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Auto Parts Locations Other

ALLDATA

E-commerce

All store locations

22

98%

2%

Auto Parts locations Other
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$365 $270 $219 $226 $248 $289 $294 

$10,523 
$10,951 

$11,645 
$12,406 

$14,382 

$15,963 $16,274 

 $-

 $2,000

 $4,000

 $6,000

 $8,000

 $10,000

 $12,000

 $14,000

 $16,000

 $18,000

2017 2018 2019 2020 2021 2022 TTM

Sales $

Other Auto Parts Locations

3% 2% 2% 2% 2% 2% 2%

97% 98% 98% 98% 98% 98% 98%

0%
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40%
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Mix %

Other Auto Parts Locations

In Millions USD 
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Click to edit Master title stylePrivate Label Brands

High availability

Cheaper
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Interpretation of 
Financial 

Statements
Michael 

Resendez
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$9,148 
$9,475 

$10,187 
$10,636 

$10,889 
$11,221 

$11,864 

$12,632 

$14,630 

$16,252 

$16,890 

CAGR

3 Year 10%

5 Year 10%

10 Year 6%

In Millions USD 
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Click to edit Master title styleSelling, General, and Admin. / Gross Profit

63% 63%
63% 63%

64%

70%

65%
64%

62%
61%

62%

<60%
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$1,773 $1,830 
$1,953 

$2,060 $2,080 

$1,811 

$2,216 

$2,418 

$2,945 

$3,271 $3,282 

CAGR

3 Year 11%

5 Year 13%

10 Year 6%

In Millions USD 
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$1,016 $1,070 
$1,160 

$1,241 $1,281 
$1,338 

$1,617 

$1,733 

$2,170 

$2,430 $2,418 

CAGR

3 Year 12%

5 Year 13%

10 Year 9%

In Millions USD 
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$2,002 
$2,083 

$2,225 

$2,360 $2,407 

$2,162 

$2,593 

$2,821 

$3,358 

$3,719 $3,754 CAGR

3 Year 10%

5 Year 12%

10 Year 6%

In Millions USD 

30



Click to edit Master title styleEarnings Per Share

$27.79
$31.57

$36.03
$40.70

$44.07
$48.77

$63.43

$71.93

$95.19

$117.19
$121.63

CAGR

3 Year 19%

5 Year 20%

10 Year 16%

In Millions USD 
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Click to edit Master title styleCash Flow from Operating Income

$1,415 
$1,341 

$1,573 
$1,641 $1,571 

$2,080 
$2,129 

$2,720 

$3,519 

$3,211 $3,219 

CAGR

3 Year 6%

5 Year 9%

10 Year 9%

In Millions USD 

32



Click to edit Master title styleFree Cash Flow

$1,001 
$892 

$1,082 $1,142 $1,017 

$1,558 
$1,632 

$2,262 

$2,897 

$2,539 $2,496 

CAGR

3 Year 3%

5 Year 10%

10 Year 10%

In Millions USD 
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51.83% 52.08% 52.29% 52.74% 52.71% 53.24% 53.65% 53.60% 52.75% 52.13% 51.43%

>40%
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19.38% 19.32%
19.17%

19.37%
19.10%

16.14%

18.68%

19.14%

20.13% 20.12%

19.43%

>20%
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11.11%
11.29% 11.39%

11.67% 11.76%
11.92%

13.63%
13.72%

14.84% 14.95%

14.32%

>10%
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>15%

28.88%
27.13% 27.54%

29.08% 29.24% 30.10%

35.10%

28.39%

27.15%
28.21%

29.31%
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(+) Long Term Debt     $7042

(+) Short Term Debt                                                      0

(+) Leases*7       $2854

(+) Pension Shortfall     0

(+) Preferred Stock      0

(-) Cash       $2496

Net Income       $2418

Obligation Ratio

Obligation Ratio = 3.06 years 

In Millions USD 
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Spread out
$2,496 million in free 

cash flow in 2022
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= Net Income       X       Assets        X        Sales

        Sales                       Equity                  Assets
ROE

11.11
14.32

-4.1 -3.7

1.3

1.1

0.0

0.2

0.4

0.6

0.8

1.0

1.2

1.4

-20

-15

-10

-5

0

5

10

15

20

2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 TTM

Net Margin Equity Multiplier Asset Turnover
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Management & 
Capital Allocation

Michael 
Resendez
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William C. Rhodes, III
President and CEO

Tenure: 18 years

Thomas B. Newbern
Executive VP, Store 

Operations, International, 
Information Systems, Loss 

Prevention

Tenure: 8 years 

Philip B. Daniele
CFO, Executive VP, 
Supply Chain and 

Marketing, 
Merchandising 

Tenure: 2 years

Jamere Jackson
Executive VP, Finance 

and Store Development

Tenure: 3 years
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Annual Incentives 

Long-Term Incentives

Vest in long term

Long-Term stock options

7- 10 year performance
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35.9

33.3
31.6

29.9
28.4

27
25

23.5
22.2

20.1
18.7

CAGR

3 Year -7%

5 Year -7%

10 Year -6%

In Millions USD 
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$1,387 

$1,099 
$1,271 

$1,452 

$1,072 

$1,592 

$2,005 

$931 

$3,378 

$4,360 

$3,700 

In Millions USD 
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Value Bands &
Intraportfolio 

Analysis
Joaquin 

Rodriguez
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1x
2x 2x 2x 2x

3x 3x 3x
4x 4x

5x 5x

8x

9x
9x 10x

10x
11x

16x
16x
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11x

18x
21x 21x 23x 22x

22x 24x
25x

29x
33x 35x 37x

36x
39x

41x

43x
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16x 19x 21x 21x 22x 23x
23x 28x 30x 33x 35x

36x
37x

37x
43x

47x

52x
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Click to edit Master title styleFree Cash Flow Yield

0.8%
1.1%

1.5% 1.7% 1.7%
1.9%

2.2%
2.2%

2.5% 2.5%
2.8%

2.8%

2.8% 3.0%

3.3%
3.8%

3.7%

4.4%
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34.4x

32.2x

37.8x

49.3x

15x

33x

51x

69x

87x
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16.1x

17.9x

19.4x

10x

16x

22x

28x

Apr-13 Apr-14 Apr-15 Apr-16 Apr-17 Apr-18 Apr-19 Apr-20 Apr-21 Apr-22 Apr-23
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1.9x

2.2x

2.5x

1.0x

1.5x

2.0x

2.5x

3.0x

3.5x

Apr-13 Apr-14 Apr-15 Apr-16 Apr-17 Apr-18 Apr-19 Apr-20 Apr-21 Apr-22 Apr-23
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15.4x

17.4x

19.6x

10x

20x

30x

Apr-13 Apr-14 Apr-15 Apr-16 Apr-17 Apr-18 Apr-19 Apr-20 Apr-21 Apr-22 Apr-23
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5.8%

3.0%

4.0%

5.0%

6.0%

7.0%

8.0%

9.0%

10.0%

Apr-13 Apr-14 Apr-15 Apr-16 Apr-17 Apr-18 Apr-19 Apr-20 Apr-21 Apr-22 Apr-23
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Bear 

Team

57



Click to edit Master title style

Jenna 
Lindemann

Competitor 
Analysis
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$11,155 

$14,410 

$16,252 

$22,096 

 $-

 $5,000

 $10,000

 $15,000

 $20,000

 $25,000

 $30,000

AAP ORLY AZO GPC

In Millions USD 
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Click to edit Master title styleDIY vs Commercial/ Professional

80%

44% 41%
28%

20%

56% 59%
72%

0%
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20%
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60%

70%
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90%
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DIFM DIY
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35%

44%

51% 51%

0%

10%

20%

30%

40%

50%

60%

GPC AAP AZO ORLY
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6%

8%

19%

21%

0%

5%

10%

15%

20%

25%

AAP GPC AZO ORLY
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4%

5%

14%

15%

0%

2%

4%

6%

8%

10%

12%

14%

16%

AAP GPC AZO ORLY
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10%

19%

50%
53%

0%
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20%
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40%

50%

60%

AAP GPC AZO ORLY
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$262 

$321 

$349 
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 $500

AAP ORLY AZO
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Click to edit Master title styleSales Per Square Foot

$2.19 $2.20 

$2.33 

$2.42 

 $1.75

 $1.85

 $1.95

 $2.05

 $2.15

 $2.25

 $2.35

 $2.45

 $2.55

 $2.65

 $2.75

AAP GPC AZO ORLY
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5086

5971

6943

10,500
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58000

67000

87745

112000

0

20000

40000
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80000

100000

120000

GPC AAP ORLY AZO
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$153,323 
$165,255 $168,162 

$401,745 

 $-
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AZO AAP ORLY GPC
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2.31

3.09

3.60

5.17

0

1

2

3

4

5

6

AAP AZO ORLY GPC
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Click to edit Master title styleMarket Share - 2023

11.2%

13.0%

14.4%

16.3%

22.1%

23.1%

2023

Total Addressable 

Market ~ $100 billion
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Risk Factors
Zac Nguyen
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Click to edit Master title styleRisk Factors

Mass retail

Increasing complexity of cars

Electric Vehicles
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“Overall, Ford expects 

40% to 50% of its global 

vehicle volume to be 

fully electric by 2030.” - 

Ford

“Climate change is 

real, and we want to 

be part of the solution 

by putting everyone in 

an electric vehicle” – 

General Motors

“We are setting the 

course for 100% of 

sales in Europe and 

50% of sales in the 

United States to be 

battery electric 

vehicles (BEVs) by 

the end of this 

decade.” - 

Stellantis

“Toyota plans to 

invest 

approximately $70 

billion globally in 

electrified vehicles 

including HEVs, 

PHEVs, FCEVs and 

BEVs.” - Toyota
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Click to edit Master title styleUnited States Car Manufacturers

15.50%

14.70%

12.60%

11.80%

45.40%

Toyota

General

Motors
Ford

Stellantis

Other
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More Complex = Less DIYers

Less frequent repairs

Too complex for most mechanics
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$21 
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Projected Automotive Sensor Market (In billions)
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Courtesy of
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Click to edit Master title styleElectric Vehicles Expected Production %

Courtesy of
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Amazon

$1.9 billion in OEM sales 2020

If AutoZone doesn’t have the part, 

there is a good chance Amazon 

does

Easy to use
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Click to edit Master title styleAmazon Auto Parts Sales Growth

$10.3 

$12.6 $13.0 

$16.3 

$0.00

$2.00

$4.00

$6.00

$8.00

$10.00

$12.00

$14.00

$16.00

$18.00

Amazon AutoZone

Total Auto Parts and Accessories

2020 2022

+26.2%

+29.4%
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Valuation
Logan 
Arciba
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5 YEARS

4% 4%

6% 8% 10%

2% 4% 6%

BEAR BASE BULL

REVENUE GROWTH

SHARE BUYBACKS

EPS Growth

4%
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Discount 

rate:

10%

Ticker: AZO

Price: $2,661.24

P/E

Total 

Return 

Price PV

5 YR 

Return

Annual 

Return

Current 2023 2024 2025 2026 2027 11.0x $1,756.67 $1,090.75 (34.0)% (8.0)%

EPS $121.63 $128.93 $136.66 $144.86 $153.56 $159.70
16.0x

$2,555.16 $1,586.55 (4.0)% (0.8)%

6% 6% 6% 6% 4% 21.0x $3,353.64 $2,082.35 26.0% 4.7%

Current 2023 2024 2025 2026 2027 11.0x $1,965.69 $1,220.54 (26.1)% (5.9)%

EPS $121.63 $132.58 $143.18 $154.64 $167.01 $178.70 16.0x $2,859.18 $1,775.33 7.4% 1.4%

9% 8% 8% 8% 7% 21.0x $3,752.68 $2,330.12 41.0% 7.1%

Current 2023 2024 2025 2026 2027 11.0x $2,135.16 $1,325.77 (19.8)% (4.3)%

EPS $121.63 $133.79 $147.17 $161.89 $178.08 $194.11 16.0x $3,105.69 $1,928.39 16.7% 3.1%

10% 10% 10% 10% 9% 21.0x $4,076.22 $2,531.01 53.2% 8.9%

5 Year EPS Forecast

Bear

Base

Bull
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Click to edit Master title styleSensitivity Analysis

$121.63

6% 8% 10%

11.0x (8.0)% (5.9)% (4.3)%

16.0x (0.8)% 1.4% 3.1%

21.0x 4.7% 7.1% 8.9%

Total RoR Sensitivity
P

 /
 E

Est. EPS growth rate
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Bear Base Bull

Present Value $1,587 $1,775 $1,928

Margin of Safety -40% -33% -27%
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Conclusion
Dylan 

Swanson
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Click to edit Master title styleConcluding Thoughts

The Compounding Crew

Have the fundamentals changed?

Is there a value gap?

LogicDiscipline

Is the moat eroding?

Emotions
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Sell

Strong downside

Slowing growth

Value gap
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Bull 

Team
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Michael Resendez 
and 

Ethan Sanchez

Economic Moat
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Intangible Assets

Loyalty

Mega HubsRecognition
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Logo

Trustworthy Reputation

Company Slogan

Nobody
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Value Specifics

Vehicle Servicing/ 

Technical Training  

Drop/Stop/30/30

Tool Lending, Diagnostics 

95% Population < 10 

Miles

Employee Expertise

Customer Service  

Free Services

Location
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Product Availability

Mechanics 

First to Call

Fast Delivery

Customer 

Relationships
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Cost Advantages

Mega Hubs

EfficiencyDistribution
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Strategically located

Saves time and money

90% of stores have access 
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DIY vs DIFM

<24 hours

80,000 – 110,000 SKU
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Pablo 
Samanez

Growth 
Opportunities
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Market Growth

Commercial Growth

Expansion in International Markets

Growth Opportunities
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Growth in the Auto Parts 
Market

Average Miles Driven 
Annually

Percent of Cars Over 7 
Years Old
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7750

15000 15250

12000

7750

13500

0

2000

4000

6000

8000

10000

12000

14000

16000

18000

16-19 20-34 35-54 55-64 65+ Average

More Miles 

Driven

More 

Breakdowns

More Customers
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11.4 11.4 11.5 11.6 11.7 11.7 11.8 11.9
12.1 12.2 12.3

In Years

7 Years

The 
AutoZone

Zone
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63% of cars are > 9 years old

26% are 4-8 years old

A Majority of U.S cars are 
possible AutoZone customers
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Commercial Segment 
Growth

Availability Delivery Customer Relationships
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Suppliers:

1. Competitor

2. AutoZone

3. Competitor

4. Competitor

5. Competitor

Most 

Used

Least 

Used

The higher on the list, 

the more revenue you 

get from the customer
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“How do we get/stay at the top 
of our customer’s list?” - AZO

Part 

Availability

Delivery 

Times

Mechanic 

/ Repair 

Shop

Turnover 

Cars

Get Parts 

Fast

Have 

Specific 

Parts
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Delivery 
Times

Supply 
Chain Costs

Product 
Availability

Large Scale

Implementation of More Mega Hubs

• Product can 

be moved for 

a lower unit 

cost

• More access to 

new customers 

• Improved 

access to 

existing 

customers

• Customers stay 

with AutoZone

• AutoZone 

becomes a 

store’s main 

provider

• More reliable for 

mechanics

• Faster turnover 

for customers
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Mega 
Hubs

Hubs Satellites

Commercial Supply Chain

Inventory

Customer Service
• Increased Availability

• Decreased Delivery Times

• Faster Turnover for Car Repair
• 80,000 – 110,000 SKUs • 50,000 SKUs • 25,000 SKUs

SKU (Stock Keeping Unit)

• The number of unique products in the store
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58 Mega 
Hubs

78 Mega 
Hubs

500 Hubs 
and Mega 

Hubs

FY 2022FY 2021 Future
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Car 
Complexity

Do-It-For-Me 
Customers

Commercial 
Orders

• Become the #1 Spot 

for Customers now

• Continue to build 

relationships and 

provide value in the 

future

• Consumers cannot 

repair their own cars 

anymore

• More Specific 

Models

• Computers in Cars

• Electric Vehicles
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Mexico Brazil

~50% of Population 

Own a Car

Average Car Age:

 13 Years

Average Car Age: 

12 Years

~50% of Population 

Own a Car

114



Click to edit Master title styleInternational Market

Mexico Brazil

200 New Stores

~700 Current Stores ~70 Current Stores

Multi-Year Store 

Growth Plan 
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Fix CarCar Problems
12 to13 

Year-Old 

Cars

Lower disposable income forces 
people to fix cars rather than buy 

new ones
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App Capabilities

Self Checkout

Z-Net

Diagrams Pictures Instructions
Automotive 

System Views
Part Images Repair Directions

Tools Needed for 
Job

All Available 
Brands

Vehicle Specific
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Valuation

Ethan 
Sanchez
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10% Discount Rate
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Stock Price: $2661.24
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Conclusion

William Errett
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IOFS

>15% ROIC

>10% Net 
Margin

Growth

International 
Markets

Commercial 
Market Share

Economic 
Moat

Widespread 
Supply Chain

Customer 
Loyalty & Brand 

Recognition

Valuation

Consistent 
Growth

Strong Capital 
Returns

Concluding Thoughts
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Hold
Steady Moat

Predictability

Long-Term 

Focus

• Cost Advantages – Supply Chain

• Intangible Assets – Customer Relations

• Car Age – 7-year gap for new models

• Simple – Straight-forward Business

• Capital – Strong Buybacks

• Management – Tenured CEO

125



Click to edit Master title styleThanks for a Great Year!

The Profit ProphetsThe Compounding Crew
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ConGRADulations!
Brandon Chaney

Zac Nguyen

Luis Green

Q&A
Braeden Jenschke
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Cross-functional employee development 

Part-time 
sales

Full-time 
sales

Store 
manager

District 
manager

Regional 
manager

Vice 
President

Leadership training
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130



Click to edit Master title styleCapital Allocation Philosophy

 $-

 $500

 $1,000

 $1,500

 $2,000

 $2,500

 $3,000

 $3,500

 $4,000

 $4,500

 $5,000

CapEx Share Repurchases Free Cash Flow

Nearly 30% of Free Cash Flow towards capital 

expenditures at 28% return
110% of Free Cash Flow towards share 

repurchases

Strong & consistent shareholder returns
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Part-time 
sales

Full-time 
sales

Store 
manager

District 
manager

Regional 
manager

Vice 
President
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Net Margin Asset Turnover Equity Multiplier

14.3% 1.06 -4.32

15.1% 1.14 -11.90

4.5% 1.04 4.49

5.5% 1.34 4.35
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