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Forward LLooking Statements

The Company claims the protection of the safeharbor for forwardlooking
statementgontainedn the PrivateSecuritiedLitigation ReformAct of 1995 The
Companyintendstheseforward-looking statementso speakonly asof the time of
the presentationand does not undertaketo update or revise them, as more
iInformation becomesavailable Thesestatementsdiscuss,among other things,
expectedgrowth, store developmentand expansionstrategy,businessstrategies,
future revenuesand future performance Theseforwardlooking statementsare
basedon estimatesprojections,beliefsandassumptiongnd are not guaranteesf
future eventsandresults Suchstatementsre subjectto risks, uncertaintiesand
assumptions,ncluding, but not limited to, competition, product demand, the
market for auto parts, the economyin general,inflation, consumerdebt levels,
governmentalpprovals,our ability to hire and retain qualified employeesyisks
associatedvith the integrationof acquiredbusinessemcluding the acquisitionof
CSK Auto Corporation,weather,terrorist activities, war and the threat of war.
Actual resultsmay materiallydiffer from anticipatedesultsdescribedr impliedin
theseforwardlooking statements Pleaserefer to the Risk Factorssectionof the
C o mp akFoymd &K for theyearendedDecembeBl, 2009 for moredetails
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INDUSTRY OVERVIEW:
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mlllﬁtﬁy‘ . @Wuniﬁl&& Top Ten Auto Parts Chains

1. AutoZone Inc. (4,521)
Fragmented Market: 2. O6Reilly Auto

35‘%28 35590 35357 35405 35,690 35,850 36,224 36,152 35,995 3. Advance Auto Parts (3,462)

40,000 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)

10,000 ~
IéO" |1° 2 49 € i 2 i i - 9. Replacement Parts Inc. (155)
l -

10. Auto-Wares Group (132)

0 ' ' Top 10 Auto Parts Stores ' Hindustry Source: AAIA Factbook or latest SEC filing
2001 2002 2003 2004 2005 2006 2007 2008 2009
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Size of Automotive Aftermarket Total U.S. Light Vehicle Registrations:
B
31% 250 20% mcrease from 1999 to 2009
0
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DIY sales. % 200 A
$42.193 -
175 -
38% 20%
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Source: AAIA Factbook 2010 forecast 1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009
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COMPANY OVERVIEW:




Company History

Aby the O6Rw®ithi13|

Founded in 1957 original team members

J

Initial public Ain 19931 listed on the NASDAQ:"  EEEEEE—
offering as ORLY

A 17 consecutive years of recor
revenue, operating income,
EBITDA and comparable storgg
sales growth

Track record of
consistent
performance J




Company Ovenview

Store Count

Distribution Centers

Team Members

Last-Twelve-Months Sales

Market Capitalization

Total Assets

N
A 3,469 stores in 38 states as of March 31, 2010
»,
N
A23 DCs
AOne existing CSK DC to relocate

AOne existing CSK DC to convert

A Over 45,000

A $5.0 billion as of March 31, 201

A $7.0billion at May 31, 2010

A $4.8 billion as of March 31, 2010 }
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Dual Market Strategy

—'
7 Established track record of serving both DIY anc
r#® DIFM customers

) ==

Greater market penetration and reduced
vulnerability to competition

‘ m
/ ’

Leverages our existing retail and distribution
infrastructure

~ye

o PA

15

=
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Can profitably operate in large and small mark

o Enhances service levels offered to our DIY
2 customers

Significant barriers to success in DIFM market
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Strategic Distribution System

. _ _ _ _ Stock an average of 118,000 SKUs
OoReilly Distributiop Ce (ST available same day or overnight
Atlanta, GA
Belleville, Ml Vi
silings, MT @ 181 Master Invent
Brooklyn Park, MN 10 pA \

Dallas, TX

Denver, CO < Advanced material and handling
Des Moines, IA equipment supported by progressive
Di xon, CA (to relocate to Stoc , Slating and picking teehrojogy

Greensboro, NC y

Houston, TX A Distribute to stores daily via
Indianapolis, IN F¥ Companyowned fleet
Knoxville, TN L

Kansas City, MO

Little Rock, AR

Lubbock, TX

Mobile, AL

Moreno Valley, CA

Nashville, TN

Oklahoma City, OK

Phoenix, AZ (to convert i
Salt Lake City, UT

Seattle, WA

@ringfield, MO &F 5 _
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15t Quarter 2010 Highlights

@ Opened 49 New Stores

' 6.9% Comparable Store Sales

*

@ Record 13.2%stQuarter Operating Margin

‘ .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
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Grow market share in existing
markets

ity
@,Bel
!
Continued expansion through | ]!

new store growth (estimated 150
openings in 2010)

|

Continued expansion of Re‘“‘
distribution reach (Greensboro, 3 T B
NC, in May 2009) '




CSKINTEGRATION UPDATE:




\

CSK Conversion Process Accomplished

@ Converted 264 CSK stores in the Midwest and New Mexicc
@Detroit DC converted to Q6
@fiHuboOo store system i mpl eme]
@ Commercial programs installed in tvtloirds of stores
@Hardpart resets in all stores

@®@,Added private | abel invent.
& NBesto selecti on

@ Retail prices adjusted to be market competitive
@® Reduced noitore/norautomotive merchandise

@ Opened DCs in Seattle, Moreno Valley, Denver and Salt
Lake City

@.Installed new computer systems and began nightly servic

\ to 601 CSK stores in the western markets
Chey W—u




'CSK Conversion Process$ To Be AaoompliisheE

@.Relocate Dixon DC to Stockton and convert surrounding
Kragen stores

@Convert Phoenix DC to OO0Rei
surrounding Checker stores

@Res et remal ni ng West coast
@.Install store décor and graphic packages

@.Complete exterior sign changes

@.Complete commercial programs rollout

@.Enhance and expand the professional sales team

@ .Continue to improve Team Member parts knowledge
@Transition to OO6Reilly 1 nce
@.Refine product mix based on markets
@ncrease Import OE coverage offerings
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Exterionr Before & Afterr




Interior Before: & Afterr
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