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Forward Looking Statements

The Company claims the protection of the safe-harbor for forward-looking
statementscontainedin thePrivateSecuritiesLitigation ReformAct of 1995. The
Companyintendstheseforward-looking statementsto speakonly asof the time of
the presentationand does not undertaketo update or revise them, as more
information becomesavailable. Thesestatementsdiscuss,amongother things,
expectedgrowth, store developmentand expansionstrategy,businessstrategies,
future revenuesand future performance. Theseforward-looking statementsare
basedon estimates,projections,beliefsandassumptionsandarenot guaranteesof
future eventsand results. Suchstatementsare subjectto risks, uncertaintiesand
assumptions,including, but not limited to, competition, product demand,the
market for auto parts, the economyin general,inflation, consumerdebt levels,
governmentalapprovals,our ability to hire and retain qualified employees,risks
associatedwith the integrationof acquiredbusinessesincluding the acquisitionof
CSK Auto Corporation,weather,terrorist activities, war and the threat of war.
Actual resultsmaymateriallydiffer from anticipatedresultsdescribedor implied in
theseforward-looking statements. Pleaserefer to the Risk Factorssectionof the
CompanyôsForm10-K for theyearendedDecember31, 2009, for moredetails.
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Industry Drivers

Source:  

2010 Digital Aftermarket Factbook - AAIA 4

Source:  AAIA Factbook

U.S. Miles Driven and Gas Prices:
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92% increase in miles driven from 1979 to 2009

$2.73 - average gas price as of May 24, 2010

Continued Aging of U.S. Vehicle 
Population:

Falling new car sales ï2005 @ 17.5 million and 
2009 @ 10.7 million

Tight consumer spending leads to investing in 
currently owned automobiles
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Top 10 Auto Parts Stores Industry

Industry Opportunities

30%
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Source:  AAIA Factbook or latest SEC filing

Source:  AAIA  Factbook

Top Ten Auto Parts Chains

1.   AutoZone Inc. (4,521)

2.  OôReilly Auto Parts (3,469)

3.  Advance Auto Parts (3,462)

4.  General Parts Inc./CARQUEST 
(1,500)

5.  Genuine Parts/NAPA (1,047)

6.  Pep Boys (587) 

7. Fisher Auto Parts (300)

8.  Uni-Select (281)

9.  Replacement Parts Inc. (155)

10.  Auto-Wares Group (132)

Fragmented Market:

31% 32% 36%34% 38% 42% 42% 43%
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Total U.S. Light Vehicle Registrations:Size of Automotive Aftermarket

Source:  AAIA Factbook ï2010 forecast
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Company History

Åby the OôReilly family ïwith 13 
original team members

Founded in 1957

Åin 1993 ïlisted on the NASDAQ 
as ORLY

Initial public 
offering

Å17 consecutive years of record 
revenue, operating income, 
EBITDA and comparable store 
sales growth

Track record of 
consistent 

performance
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Company Overview

Å3,469 stores in 38 states as of March 31, 2010Store Count

Å23 DCs

ÅOne existing CSK DC to relocate

ÅOne existing CSK DC to convert

Distribution Centers

ÅOver 45,000Team Members

Å$5.0 billion as of March 31, 2010Last-Twelve-Months Sales

Å$7.0 billion at May 31, 2010Market Capitalization

Å$4.8 billion as of March 31, 2010Total Assets
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Dual Market Strategy
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Established track record of serving both DIY and 
DIFM customers

Greater market penetration and reduced 
vulnerability to competition

Leverages our existing retail and distribution 
infrastructure

Can profitably operate in large and small markets

Enhances service levels offered to our DIY 
customers

Significant barriers to success in DIFM market



Strategic Distribution System

Distribute to stores daily via 
Company-owned fleet

Stock an average of 118,000 SKUs 
ïavailable same day or overnight

181 Master Inventory ñHubò stores

Advanced material and handling 
equipment supported by progressive 
slotting and picking technology

OôReilly Distribution Centers

Atlanta, GA

Belleville, MI

Billings, MT

Brooklyn Park, MN

Dallas, TX

Denver, CO

Des Moines, IA

Dixon, CA (to relocate to Stockton, CA in Sept. ó10)

Greensboro, NC

Houston, TX

Indianapolis, IN

Knoxville, TN

Kansas City, MO

Little Rock, AR

Lubbock, TX

Mobile, AL

Moreno Valley, CA

Nashville, TN

Oklahoma City, OK

Phoenix, AZ (to convert in Nov. ó10)

Salt Lake City, UT

Seattle, WA

Springfield, MO

10



1st Quarter 2010 Highlights
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Opened 49 New Stores

6.9% Comparable Store Sales

Record 13.2% 1st Quarter Operating Margin 

$0.70 Diluted Earnings Per Share versus $0.46 for 
the same period in 2009

$80 million in Free Cash Flow

Raised 2010 Full Year Comparable Store Sales 
Guidance to 4% to 6%

2nd Quarter EPS Guidance of $0.70 to $0.74

Raised 2010 EPS Guidance to $2.65 to $2.75



Core OôReilly Focus
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Grow market share in existing 
markets

Continued expansion through 
new store growth (estimated 150 
openings in 2010)

Continued expansion of 
distribution reach (Greensboro, 
NC, in May 2009)
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ÅConverted 264 CSK stores in the Midwest and New Mexico

ÅDetroit DC converted to OôReilly systems

ÅñHubò store system implemented in Western states

ÅCommercial programs installed in two-thirds of stores

ÅHard-part resets in all stores

ÅAdded private label inventory providing ñGoodò, ñBetterò 
& ñBestò selection

ÅRetail prices adjusted to be market competitive

ÅReduced non-core/non-automotive merchandise

ÅOpened DCs in Seattle, Moreno Valley, Denver and Salt 
Lake City

ÅInstalled new computer systems and began nightly service 
to 601 CSK stores in the western markets

CSK Conversion Process - Accomplished
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ÅRelocate Dixon DC to Stockton and convert surrounding 
Kragen stores

ÅConvert Phoenix DC to OôReilly systems and convert 
surrounding Checker stores

ÅReset remaining West coast stores to OôReilly retail format

ÅInstall store décor and graphic packages

ÅComplete exterior sign changes

ÅComplete commercial programs rollout

ÅEnhance and expand the professional sales team

ÅContinue to improve Team Member parts knowledge

ÅTransition to OôReilly Incentive Pay and Commission Plans

ÅRefine product mix based on markets

ÅIncrease import OE coverage offerings

CSK Conversion Process ïTo Be Accomplished
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Exterior Before & After
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Interior Before & After
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Distribution Projects Timeline
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