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Company Information 68

» Ticker: CPRT

* Market Cap: $43.16 Bn

« Stock Price: $44.60

* Founded: 1982

* IPO: March 17, 1994 at $12 per Share
* Revenue (TTM): $4.6 Bn
 Headquarters: Dallas, Texas , 3
» Number of Employees: 11,600 ' =
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52-Week Price Performance d=b
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History 6=

1982: Founded by Entrepreneur Willis J. Johnson in Vallejo, California
1994: Johnson Took Copart Public (NASDAQ: "CPRT")

1996: Launched Official Website

2003: Became 15! Online Auto Auction with Purely Online Model (VB2)

« 2012: Relocated Headquarters from Fairfield, California, to Dallas, Texas
« 2013: Launched the Online Auto Auction Industry’s 15tiPad App

« 2016: Established International Presence in Brazil, Canada, Ireland, Spain,
United Arab Emirates, and United Kingdom

« 2018: Expanded into Finland and Skyrocketed in Germany

16-Jan-26 Copart Inc. 6



Management
& Capital
Allocation
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Jeffrey Liaw (CEO) Leah C. Stearns (CFO) Jayson Adair (Exec Ch.)
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Mr. Liaw Pay Mix for Fiscal 2024

s 5B

Performance-
Based

Copart Inc.
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Executive Compensation Table Gad

AP-B Cash Incentive Program Equity Compensation
Base Salary

Operating Income Performance Metric | 5 year monthly vestable Stock & Option Awards m
$900,000 Target- $1,100,000| Actual-$1,093400 | $0 | $1,993,400

Executive Officer

Leah Stearns $566,500 Target - $453,200 | Actual- $450,481 $3,275,415 $4,292,396
Jayson Adair % [ NA | % |  $1

16-Jan-26 Copart Inc. 10






Equity Compensation 6

» 5-Year Time-based stock options: 20% vest after 1
year, followed by the remaining 80% ratably vesting
over the remaining 48 months

* Performance-based stock options: Equal to time-
based stock options + 125% stock price hurdle to
exercise

16-Jan-26 Copart Inc. 12



Executives & Directors do have
Skin in the Game

Jayson Adair & Willis Johnson are
founding family members

Starting in 2009, Adair(then president) &
Johnson(then CEQO) agreed to work for $1
per year if shareholders approved a
special 5-year stock option plan

Adair continued this pay structure

through 2024 when he stepped down from
the CEO role

16-Jan-26

Number of Shares
Name and Address of Beneficial Owner(1 Beneficially Owned

5% or more beneficial owners, executive officers and directors:

The Vanguard Group(3) 99,099,835
BlackRock, Inc.(4) 78,680,472
Willis J. Johnson(5) 55,809,222
A. Jayson Adair(6) 30,642,824
Matt Blunt(7) 144,678
Steven D. Cohan(8) 384,774
Daniel J. Englander(9) 1,569,630
Stephen Fisher(10) 34,678
Cherylyn Harley LeBon(11) 134,678
Jeffrey Liaw(12) 2,735,509
James E. Meeks(13) 554,578
Diane M. Morefield(14) 294,678
Thomas N. Tryforos(15) 1,636,313
Carl D. Sparks(16) 134,678
Leah C. Stearns(17) 201,796

All directors and executive officers as a group (13 persons)(18) 94,278,036
Represents less than 1% of our outstanding common stock.

Copart Inc.

Percent of Total
Shares Outstanding(2)

10.29%
8.17%
5.79%
3.17%
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Free Cash Flow

-~

(Millions of USD)
$1,400
$1,231
$1,200
i $962
$839 $848
$800
$600 p-s
CAGR
$400 $320 . sa 9326 3-Year 13.6%
$200 $159 5-Year 55.7%
10 - Year 97.8%
$0

2016 2017 2018 2019 2020 2021 2022 2023 2024 2025

16-Jan-26 Copart Inc.



Threshold
>10%
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Capital Expenditures

* Primarily related to acquiring land,
opening & improving facilities & $600

other development costs
$500

* Fuels future growth & strengthens  *%

moat $300

« Capex is consistently far above =

depreciation, signaling investments g1

for long-term growth
$0

16-Jan-26 Copart Inc.

(Millions of USD)

FY 2025

$218

$569

depreciation expense

capex

17



Strategic Land Acquisition

Copart continually expands its land capacity in the
US & internationally to strengthen infrastructure

Copart owns over 200 yards across 11 countries &
more than 19,500 acres of land to store vehicles

Land acquisitions “future-proof” the business

 Defense: Protect against natural disaster volume spikes

« Offense: Allow volume growth without risk of service
bottlenecks

16-Jan-26 Copart Inc.
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Opportunistic Share Buybacks 6

* 326 million shares still available for repurchase
from current authorization

* No time limit to program

C'mon,
do something...

* Most recently repurchased $365M worth of shares
in FY2019

« Copart emphasizes reinvestment in their business
over share repurchases to fuel growth

16-Jan-26 Copart Inc. 19



Strategic Business Acquisitions Gad

Bolt-on in nature

2023

* Purple Wave, Inc. — online heavy equipment & machinery
auction company

2022
* Hills Salvage & Recycling Ltd (UK) — UK"parts recycler

2017

* National Powersport Auctions — a top powersport o lf““' OF Il
remarketing provider '

2013

« CrashedToys - a top powersport online auto auction
company

16-Jan-26 Copart Inc. 20
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Service Revenues Continued 6=

Services that apply to each step of the vehicle sales
process

Fees include:
» Listing fees
* Auction fees from sellers
* Buyer premiums
» Ancillary charges (towing, storage eftc.)
* Other value added services

Fees scale with sale type & services rendered during
process

16-Jan-26 Copart Inc. 27






Service Revenue: Percentage PR
Incentive Model |

« Consignment roles, but Copart earns a
predetermined percentage of the vehicle sale
price

* Incentivizes selling said vehicles for maximum
returns

* No transportation fees

16-Jan-26 Copart Inc. 29



Bolt-On Business’ Owned 6

-~

(Majority Owned)

" NPR B LUCAR
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Service Revenues
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(Thousands of USD) :
$4,500,000
$4,000,000 $3,968,662
o $3,561,002
$3,500,000 $3,198,128
$3,000,000 $2,853,040
$2,500,000 $2,291,867
$1,947,140
$2,000,000
$1,500,000 CAGR
$1,000,000 1 - Year 11.4%
o 3 - Year 11.6%
S 5 - Year 26.8%
$0
FY20 FY21 FY22 FY23 FY24 FY25

16-Jan-26 Copart Inc.

31



Sales Revenues L

Revenues from Copart acting as the principal & selling
vehicles they have'purchased

16-Jan-26 Copart Inc. 32






2

Y
©:
‘&

<
S\

Sales Revenues(

Thousands of USD) :
$800,000
$700,000 e $671,390 $675,821 $678,296
$600,000
$500,000
$400,644
$400,000
$300,000 $258,443 CAGR
$200,000 1 - Year 0.4%
$100,000 3 - Year 1.5%
5-Year 21.3%
$0
FY20 FY21 FY22 FY23 FY24 FY25
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Competitors 6=3
Regional Vehicle Auctioneers National Dismantler

|y sraesnos. B8 [{/AR

AUCTION SERVICES..

= LIKQ)

Corporation
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PEG Ratio ds
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Company

AV

r b RITCHIE BROS.
Auctioneers

CARVANA

IKAR

AUCTION SERVICES..

PEG Ratio
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Obligation Ratio 69

Measures how long it would

take to pay off obligations

using net income

16-Jan-26

Company | Obligation Ratio

r b RITCHIE BROS.
Auctioneers

CARVANA

e/

AUCTION SERVICES...
Copart
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Interpretation
of Financial
Statements
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Revenue 6%
(Millions of USD)
$5,000 $4,647
$4,500 $4,237
$3,870
o
$3,000 $2,693
§2,500 ~ $2042 $2,206
2,000 .
’ CAGR
§1,500 1146 $1.268 °1448
S 2 3 - Year 9.9%
‘;\500 5-Year 16.1%
3 10 - Year 15.0%

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025
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Gross Profit

-~

(Millions of USD)
$2,500
$2,100
$2,000 $1,907
$1,737
$1,606
$1,500 $1.343
$1,008
$1,000 N $898 CAGR

$632

3 - Year 9.4%

$483 $545
$500 5 - Year 15.8%

10 - Year 15.8%

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025
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$1,800
$1,600
$1,400
$1,200
$1,000
$800
$600
$400
$200

~
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Operating Income
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J

(Millions of USD)
$1,697
$1,572
$1,487
$1,375
$1,136
$816
$716
O CAGR
$344 $406 3 - Year 7.3%
5-Year 15.8%
10 - Year 17.3%
2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025

16-Jan-26
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(Millions of USD)

$1,800
$1,600 $1,552

$1,400 $1,363

$1,200 $1,090
$1.000 $936

$800 $700

$600 ot CAGR

$400 $220 $270
$200

$1,238

$394  $418

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025
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$1,400
$1,200
$1,000
$800
$600
$400

$200
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Free Cash Flow

-~

(Millions of USD)
$1,232
$962
$839 $848
$528
CAGR
326
$320 $247 $273 $
$186 $159
2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025
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$1.80
$1.60
$1.40
$1.20
$1.00
$0.80
$0.60
$0.40
$0.20

Earnings Per Share
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(Millions of USD)
$1.59
$1.40
$1.28
$1.13
$0.97
$0.73
$0.61 CAGR

$0.41 3-Year 12.1%

$0.21 $0.28 5-Year 16.8%

10 - Year 22.4%
2015 2016 2017 2019 2020 2021 2022 2023 2024 2025
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Shares Outstandings

-~

(In Millions)
1060 1051
1040
1020
1000 o
978
980 968 . 967 975
962 055 961
960 948
940 CAGR
3 - Year 0.4%
920
5 - Year 0.5%
A 10 - Year -0.7%
880

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025
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>40%
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>20%




Threshold

>10%




Threshold
>10%




Threshold
<30%




Threshold

>15%




Threshold

>15%




Obligation Ratio 6

Long-term debt
(+) Short-term debt

(+) Preferred stock

(+) Pension funding shortfall

(+) Annual leases x7
(-) Cash

Divided by Annual Net Income

16-Jan-26
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$0

$0

$0

$0
$139
$2,781

Obligation Ratio:

63



Economic
Moat

Logan Arciba
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Economic Moat §=b

Network Intangible Switching Cost
Effect Assets Costs Advantages

16-Jan-26 Copart Inc. 65
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The Network Effect

-~

3.5M vehicles listed annually

More
Sellers  More than 750,000 register buyers
Higher » Up from approx. 100K in 2010
Auction More
Prices Cars « Approx 200 salvage yards across 11 countries
More « First mover in Online Auctions (2003)
Buyers

Market Share of Approx. 40%

16-Jan-26 Copart Inc. 66



Insurance Claim
Filed

Proceeds Sent
Back to Insurer

Vehicle Declared
Total Loss

Online Auction
to Global Buyers

Insurer Assigns
to Copart

Title &
Paperwork
Processing




SWITCHING
COSTS

]




IntelliSeller
"
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Cost Advantages

4

Copart Inc.
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How did a $3 Mllllon

End Up at a COPART Auctmn"

Growth §
Opportunities |

Dan Foulk
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- 281 Facilities

- 11 Countries

- 49 States




Al Madina Takaful
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More Non-Insurance Sellers é»
 Banks
Percentage of Sales to Insurances
* Rentals
* Fleets
* Dealers
* Public

16-Jan-26 Copart Inc. 77



Integrate Software 69

« VB3
- Patented live bidding auction tech
- Allows more bids and further outreach

« Al Automation
- Speed in Total-Loss Decisions
- Fraud/Risk monitoring

16-Jan-26 Copart Inc. 78



Risk Factors

Logan Arciba
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Operational and Financial and
Market Risks Economic Risk

Legal, Regulatory, &
Strategic Risks










Legal, Regulatory, & Strategic
Risks

 Changing salvage laws, insurance regulation,
« Environmental & Property Compliance
* International operations & Geopolitical Instability

« Trade policies and tariffs

16-Jan-26 Copart Inc.
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Value Bands &
Intraportfolio
VAV ENWATES

Jonathan Babcock
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Overvalued - 75th
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Valuation &
Conclusion

Enrique Alvarado
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Growth Estimates Model
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Revenue By Segment
Service Revenues $2,853,040,000

Sale Revenues $647,881,000
Total $3,500,921,000
Year Over Year Growth(%)

Service Revenues
Sale Revenues

Net Margin

Shares Outstanding
Year Over Year
Growth(%)

Diluted EPS
Year Over Year Growth

16-Jan-26

$3,198,128,000
$671,390,000
$3,869,518,000

$3,561,002,000
$675,821,000
$4,236,823,000

11.3%
0.7%
32.2%

975

0.8%

$1.40
9.4%

Copart Inc.

$3,968,662,000
$678,296,000
$4,646,958,000

$799,883,710

14.5%
17.9%
33.0%

978

0.0%

$1.80
13.4%

$4,544,117,990 $5,225,735,689 $5,957,338,685
$919,866,267 $1,110,103,563

$5,344,001,700 $6,145,601,955 $7,067,442,248

15.0%
15.0%
2.0%
978
0.0%

$2.01
11.5%
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5 Year Discounted Cash Flow

rv
/
Ticker: cprt
Price: $45.08
Discount Rate: 5 Year Discounted Cash Flow
Method:
Dividend Payout Ratio P/E Price Present Value 5 YR Return Return Return + Dividends

£34.79
£38.27
£41.74

£100.16
£106.83
£113.51

16-Jan-26 Copart Inc. 104



Intrinsic Value Estimates

Present Value

Margin of Safety

16-Jan-26 Copart Inc.
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Total Rate of Return Sensitivity
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Est. EPS growth rate

12.0% 14.0%
12.0%

16.0%
17.3%

Copart Inc.
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Factoring in these assumptions and using an 8% discount rate, a 4%
growth in perpetuity based on inflation, and a decrease in valuation

multiples to 25x LTM FCF, the stock is overpriced by over 10% with a fair
value of $55 per share.

Revenues
% Change YoY

Operating Income
% Operating Margin
Het Income

D&A

Change in NWC
CapEx

FCF

FCFiShare

% Change Yo

Assumplions
Digcount Rate B.0%
FParpatual Growth 4.0%
Exit Multiple 25x
Shares Outstanding (M) a7r.0
Mat debt (5 M) -$3.680

Author

1.63

Perpatual Growih
Exit Multiple 256
Avg. Fair Value $55

9.0%

Current Share Price £61
Est. Share Price 2034
CAGR

9.0% 9.0%

Despite the attractive FCF growth, it is already priced in the stock, which
should deliver modest returns going forward.

Copart Inc.
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Capital Expenditures

Operational Facilities
Opened from August 1,
2022 to July 31, 2025

16-Jan-26

United States Locations

Anchorage, Alaska
Rapid City, South Dakota
Kansas City, Missouri
Grenada, Mississippi
Windham, New England
Las Vegas West, Nevada
Akron, Ohio

Wayland, Michigan
Rutland, Vermaont
Phoenix, Arizona
Austin, Texas

Casper, Wyoming

MNapa, California

Laurel, Maryland
Chicago, Illinois

International Locations
Brasilia. Brazil
Biidingen, Hesse
Ottawa, Ontario
Corby, England
Glasgow, Scotland
Alhendin, Granada
Gloucester, England
Barcelona, Spain
Cookstown, Ontario
5t. Helens, England
Castellon, Spain

Vitoria, Spain

Copart Inc.
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Geographic Service Area
Brazil
Germany
Canada
United Kingdom
United Kingdom
Spain
United Kingdom
Spain
Canada
United Kingdom
Spain
Spain

112
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Date
August 2022
August 2022
September 2022
January 2023
March 2023
June 2023
July 2023
July 2023
Aungust 2023
November 2023
June 2024
July 2024
October 2024
November 2024
May 2025

Diate

September 2022

January 2023
February 2023
October 2023
December 2023
January 2024
March 2024
May 2024

July 2024
October 2024
November 2024
December 2024




Services

Our Service Offerings

We offer vehicle sellers a full range of vehicle services, which expedite each stage of the vehicle sales process,
helping to maximize proceeds and minimize costs. Not all service offerings are available in all markets. Additionally, in
some cases a service offering may be applicable only to a particular subsidiary or operating segment. Qur service
offerings include the following:

Online Seller Access

Copart Access, our proprietary internet-based service for vehicle sellers, provides a comprehensive suite of tools
designed to maximize efficiency and transparency throughout the sales process. This platform empowers sellers to
seamlessly manage their inventory by assigning vehicles for sale, monitoring sales calendars, and accessing detailed
vehicle information, including high-resolution images and historical data. Furthermore, Copart Access streamlines
critical administrative functions such as viewing and reprinting body shop invoices and towing receipts, proactively
managing the title procurement process, and optimizing total loss determination and management and the handling of

unrelated/undisclosed damage. The platform also provides sellers with valuable insights into the historical performance
of vehicles sold through our auctions, enabling data-driven decision-making and improved returns.

Salvage Estimation Services

We offer Co.ai, a proprietary suite of total loss determination and valuation tools that leverage machine learning and
computer vision to assist sellers in the vehicle claims evaluation process by providing online salvage value estimates,
which helps sellers determine whether to repair a vehicle or deem it a total loss.

IntelliSeller
We offer IntelliSeller, an automated tool leveraging our vast and detailed vehicle and sales data to assist our sellers
in making vital auction decisions. Using machine learning, IntelliSeller optimizes the utilization of our vehicle and sales

data to determine when to establish minimum bid values and suggest when to re-auction a unit to ensure optimal returns
while minimizing cycle time.

16-Jan-26
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Estimating Services

Table of Contents

We offer vehicle sellers in the U.K. estimating services for vehicles taken to our facilities. Estimating services

provide our insurance company sellers repair estimates, which allow the insurance company to determine if the vehicle
is a total loss vehicle. If the vehicle is determined to be a total loss, it is generally assigned to us to sell.

End-of-Life Vehicle Processing
In the U.K., we are an authorized treatment facility for the disposal of end-of-life vehicles.
Transportation Services

In the U.S. segment, we perform transportation services through a combination of third-party vehicle transport
companies and our fleet. We maintain contracts with third-party vehicle transport companies, which enable us to pick
up most of our sellers’ vehicles within 24 hours. Our national network and transportation capabilities provide cost and
time savings to our vehicle sellers and offer timely vehicle pick up and prompt response to catastrophes and natural
disasters in the U.S. In the International segment, we perform transportation services through a combination of our fleet
and third-party vehicle transport companies. Our international network and transportation capabilities provide cost and
time savings to our vehicle sellers throughout the U.K., Europe, Canada, Brazil and Middle East market.

Vehicle Inspection Stations

We offer some of our major insurance company sellers office and facility space to house vehicle inspection stations
on-site at our facilities. We have over 100 vehicle inspection stations at our facilities. An on-site vehicle inspection
station provides our insurance company sellers with a central location to inspect potential total loss vehicles, which
reduces storage charges that otherwise may be incurred at the initial storage or repair facility.
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Services

On-Demand Reporting

‘We provide vehicle sellers with real time data for vehicles that we process for the seller. This includes vehicle
sellers” gross and net returns on each vehicle, service charges, and other data that enable our vehicle sellers to more
easily administer and monitor the vehicle disposition process. In addition, we have developed a database containing
over 300 fields of real-time and historical information accessible by our sellers allowing for their generation of custom
ad hoc reports and customer specific analysis.

Title Processing

‘We have extensive expertise in DMV document and title processing. We have developed a computer system which
provides a direct link to the DMV computer systems of multiple states, allowing us to expedite the processing of vehicle
title paperwork.

Title Express

‘We also facilitate the title transfer from the original owner or financial institutions on behalf of some of our sellers
to streamline the documentation and vehicle auction process.

Loan Payoff

‘We can obtain up-to-date loan payoff information electronically from hundreds of automotive lenders, including the
remaining balance due and per diem on a vehicle loan, to expedite the loan payoff and title transfer process.

Flexible Vehicle Processing Programs

At the election of the seller, we sell vehicles pursuant to our Percentage Incentive Program ("PIP”), Consignment
Program, or Purchase Program. Under each program we may provide merchandising services such as covering or taping
openings to protect vehicle interiors from weather, washing vehicle exteriors, vacuuming vehicle interiors, cleaning and
polishing dashboards and tires, making keys for drivable vehicles, and identifying drivable vehicles. We believe our
merchandising efforts increase the sales prices of the vehicles, thereby increasing the return on vehicles to both vehicle
sellers and us.

Percentage Incentive Program. Under PIP, we agree to sell all of the vehicles of a seller in a specified market,
usually for a predetermined percentage of the vehicle sales price. Because our revenues under PIP are directly linked to
the vehicle’s sale

16-Jan-26
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price, we have an incentive to actively merchandise those vehicles to maximize the net return. We provide the vehicle
seller, at our expense, with transportation of the vehicle to our nearest facility.

Consignment Program. Under our Consignment Program, we sell vehicles for a fixed consignment fee. Although
sometimes included in the consignment fee, we may also charge additional fees for the cost of transporting the vehicle
to our nearest facility, storage of the vehicle, and other incidental costs.

Purchase Program. Under the Purchase Program, we purchase vehicles from a vehicle seller at a formula price,
based on a percentage of the vehicles’ estimated PAV, and sell the vehicles for our own account. Currently, the purchase
program is offered primarily in the U.K.

Buy It Now, Make An Offer

We offer an option to our members to purchase specific pre-qualified vehicles immediately at a set price before the
live auction process. This enables us to provide a fast, easy, transparent and comprehensive buying option on these pre-
qualified vehicles. Additionally, members have the option of submitting an offer amount on certain selected vehicles. If
an offer is accepted, the member can purchase the vehicle before the live auction process.

Sales Process

‘We offer a flexible and unique sales process designed to maximize the sale prices of the vehicles utilizing VB3.
VB3 opens our sales process to members and the general public to view auctions via our website and our mobile
application anywhere in the world where internet access is available. The VB3 technology and model employs a two-
step bidding process. The first step is an open preliminary bidding feature that allows a member to enter bids over the
internet during the preview days. To improve the effectiveness of bidding, the VB3 system lets a member see the
current high bid on the vehicle they want to purchase. The preliminary bidding step is an open bid format similar to
eBay®. Members enter the maximum price they are willing to pay for a vehicle and VB3’s BID4U feature will
incrementally bid the vehicle on their behalf during all steps of the auction. Preliminary bidding ends at a specified time
prior to the start of a second bidding step, an internet-only virtual auction. This second step allows bidders the
opportunity to bid against each other and the highest preliminary bidder. The bidders enter bids via the internet in real
time, and then BID4U submits bids for the highest preliminary bidder, up to their maximum bid. When bidding stops, a
countdown is initiated. If no bids are received during the countdown or any extensions, the vehicle sells to the highest
bidder.
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Services

BluCar

We provide financial institutions, fleet and rental car companies with an efficient method to sell their vehicles. We
have a dedicated team of employees that support the processing of BluCar vehicles which includes market specific
services such as asset recovery, comprehensive condition reports and arbitration.

Copart Dealer Services

We provide franchise and independent dealers with a convenient method to sell their trade-ins through any of our
facilities. We have a dedicated team of employees in the U.S. that target these dealers and work with them throughout
the sales process.

Cash For Cars

We provide the general public with a fast and convenient method to sell their vehicles. Anyone can go to
CashForCars.com; CashForCars.ca; CashForCars.de, CashForCars.co.uk, or Cash-for-cars.ie and arrange to obtain a
valid offer to purchase their vehicle. Upon acceptance of our offer to purchase their vehicle, we provide them payment
for their vehicle and then sell the vehicle on our own behalf.

National Powersport Auctions

In the U.S., we provide wholesale powersport vehicle remarketing services through live and online auction
platforms to dealers, financial institutions and Original Equipment Manufacturers through our subsidiary National
Powersport Auctions ("NPA”). Powersports include for example motorcycles, recreational vehicles, boats and RVs.
NPA also offers comprehensive data services including the NPA Value Guide™, which we believe is the industry’s most
accurate wholesale valuation tool. NPA corporate offices are located in San Diego, California; and they operate from
locations throughout the United States.
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Purple Wave Inc.

In the U.S., through our majority ownership of Purple Wave Inc. ("Purple Wave”) we provide wholesale
construction, agriculture, and fleet remarketing services through no-reserve online auctions at www.purplewave.com,
selling such items directly from the sellers location. Purple Wave Inc. offers a range of services including appraisals,
listings, marketing, and post auction shipping. The Purple Wave corporate office is located in Manhattan, Kansas.

Copart Recycling

In the U.K., we have two facilities for U-Pull It from which the public can purchase parts from salvaged and end-of-
life vehicles. In general, the buyer is responsible for detaching the parts from the vehicle and any associated hauling or
transportation of the parts after detachment. After the valuable parts have been removed by the buyer, the remaining
parts and car body are sold for their scrap value. We also operate GPS which dismantles vehicles and sells used parts.

Copart 360

We pioneered posting vehicle images online for buyers in 2001, and we have been improving the technology to
provide top quality photos since then. In July 2020, we enhanced online images and videos by launching Copart 360
("C360™), our proprietary technology that captures clear 360-degree views of interiors and exteriors of cars, trucks, and
vans across U.S. Copart locations. This capability was expanded to the U.K. in fiscal 2021. Interested buyers can view
everything from the backseat to the dashboard to the tires by clicking the 360° icon under vehicle images on select lot
details pages on Copart.com. Buyers can also zoom in and out or expand to full screen on computers or mobile devices.

Copart Inc.




Membership

Members

We maintain a database of approximately 1 million registered members ("buyers”) in the vehicle dismantling and
recycling, rebuilding, used vehicle dealer and export industries, as well as members that are a part of the general public,
where applicable. We believe that we have established a broad international and domestic buyer base by providing
members with a variety of programs and services. To become a registered member, a person or business must complete
a basic application either online or through our mobile application. Before any member may purchase a vehicle, they
must provide copies of current government issued photo identification. Additionally, business members must provide
current business information, including copies of licenses, which may include vehicle dismantler, dealer, resale, repair
or export licenses, and as needed, completed sales tax exemption certificates. Registration entitles a member to transact
business at any of our auctions, subject to local licensing and permitting requirements. We may sell to the general
public either directly or members may purchase a vehicle offered at Copart through a registered broker who meets local
licensing and permitting requirements. Strict admission procedures are intended to prevent frivolous bids that will not
result in a completed sale. We market to members online and via email notifications, sales notices, telemarketing, direct
mail, in-location marketing, search engines, social media, radio, television, trade publications, and participation in trade
show events.
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Membership Tiers

We now offer three tiers of membership Guest, Basic, and Premier, except for Copart U.K. where we offer only
Guest, and Basic.

Guest Member Benefits

Guest members can sign up for free to add their favorite vehicles to their Watchlist, set up Vehicle Alerts to get
notified when we add specific vehicles they’re looking for and view our inventory from their desktop computer or
mobile device via our mobile application.

Basic Member Benefits

Basic member benefits include:
view multiple online auctions in real-time (live);
bid on one vehicle at a time without a deposit, or up to five with a deposit;
save favorite searches; and

get access to member appreciation events.
Premier Member Benefits

Premier member benefits include all basic member benefits, as well as, the following:
bid on multiple vehicles at the same time;
get priority placement in phone and chat support;
access the Virtual Queue which provides expedited service at our locations; and

get a complimentary safety vest (one per membership year) and water bottle at our locations.
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Intangible Assets

Velicle Inspection Stations
We offer some of our major insurance company sellers office and facility space to house vehicle inspection stations on-gite at our facilities. We have over 100 vehicle

inspection stations at our faciities. An on-sité vehicle inspection station provides our insurance company sellers with a central location to inspect potential total loss vehicles,
which reduces storage charges that otherwise may be incumred at the initial storage or repair facility.

We provide vehicle sellers with real time data for vehicles that we process for the seller. This includes vehicle sellers” gross and net retums on each vehicle, service charges,
and other data that enable our vehicle sellers to more easily administer and monitor the vehicle disposition process. In addition, we have developed a database containing over 300
fields of realtime and historical information accessible by our sellers allowing for their generation of customad hoc reports and customer specific analysis.

We have exensive expenise in DMV document and title processing. We have developed a computer system which provides a direct link to the DMV computer systems of
multiple states, allowing us to expedite the processing of vehicle title paperwork.

Tirle Express
We also facilitate the title trans fer from the original owner or financial institutions on behalf of some of our sellers to streamline the documentation and vehicle auction process.

Loan Payaff

—

Flexible Vehicle Processing Prograns

At the election of the seller, we sell vehicles pursuant to our Percentage Incentive Program ("PIP”), Consignment Program, or Purchase Progmm Under each program we may
provide merchandising services such as covering or taping openings to protect vehicle interiors from weather, washing vehicle exteriors, vacuuming vehicle interiors, cleaning and
polishing dashboands and tires, making keys for devable vehicles, and identifying divable vehicles. We believe our merchandising effons inerease the sales prices of the vehicles,
thereby increasing the return on vehicles to both vehick sellers and us.

Percentage Incentive Program. Under PIP, we agree to sell all of the vehicles of a seller in a specified matket, usually for a predetermined percentage of the vehicle sales price.
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Intangible Assets

Uhline Seller Access

Copart Access, our proprietary intermet-based service for vehicle sellers, provides a comprehensive suite of tools designed to maximze efficiency and trainsparency throughout
the sales process. This platform empowers sellers to seamlessly manage their inventory by assigning vehicles for sale, monitoring sales calendars, and accessing detailed vehicle
information, including high-resolution images and historical data. Furthermore, Copart Access streamlines critical administrative functions such as viewing and reprinting body
shop imvoices and towing receipts, proactively managing the title procurement process, and optingang total loss determination and management and the handling of
unrelated undisclosed damage. The platformalso provides sellers with valuable insights into the historical performance of vehicles sold through our auctions, enabling data-driven
decision-making and improved retums.

Salvage Estimation Services

We offer Co.ai, a proprietary suite of total loss determination and valuation tools that leverage machine leaming and computer vision to assist sellers in the vehicle chims
evaluation process by providing online salvage value estimates, which helps sellers determine whether to repair a vehicle or deemit a total loss.

Tmelliseller

We offer IntelliSeller, an automated tool leveraging our vast and detailed vehicle and sales data to assist our sellers in making vital auction decisions. Using machine leaming,
IntelliSeller optimizes the utilization of our vehicle and sales data to determine when to establish minimum bid values and suggest when to re-auction a unit to ensure optinal
retumns while minimizing cyvele time.
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Growith

IAA was acquired in 2023 by RB Global (REA), previously known as
Ritchie Bros. Auctioneers. While RB Global doesn't disclose the exact
revenues generated by IAA, for 2025 the expecied revenue growth of the
company is 2.2%, compared to the expected double-digit growth for

Copart.

Overall, the industry is expected to grow at a CAGR of 13.7% in the U.S5.
during the next 5 years, where Copart generates 82% of its revenues, and

even faster in international markeits.
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Total Lossi Frequency Raites

Total Loss Frequency Has Increased

CCC National Industry Total Loss Share of Claim Count
CY 2013-CY 2021

= Non-Comprehensive Losses ® All Loss Categories
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Tarift Impacts
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The 25% tariff on imported cars will cause higher prices for new cars, since
20% of the vehicles sold in the U.S. are produced abroad, and even for the
ones produced in the U.S., a substantial amount of components is
imported.

The situation could force car owners to postpone the purchase of new cars,
driving the average vehicle age even higher.

Since owning a car is a necessity for many Americans, consumers could
prioritize affordability, increasing the amount of second-hand vehicles
sold.

In addition, Copart will benefit from the price increases in second-hand
vehicles sold due to its fee-linked revenues. After the recent normalization
following an abnormal spike during the pandemic, prices are starting to rise
again.
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Total facilities: ~281 worldwide (FY2025 10-K summary). Stock Titan

Countries: 11 (U.S., Canada, U.K., Germany, Ireland, Brazil, Spain, UAE, Oman, Bahrain, Finland). Copart+|

U.S. states: 49 (Copart’s site most recently said “more than 250 locations across North America in 49 states”);

their live directory now shows yards even in the typically “edge” states (AK, HI, VT, WY, RI), so coverage is effectively naionwide.



https://www.stocktitan.net/sec-filings/CPRT/10-k-copart-inc-files-annual-report-648641fd9329.html?utm_source=chatgpt.com
https://www.copart.com/content/cprt-07-31-2025-earnings-release.pdf?utm_source=chatgpt.com
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