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● Dominant global leader in online salvage auctions 
with near-monopoly scale and network effects.

● Multiple growth engines: rising total-loss 
frequency, expansion into dealer repos, rental 
fleets, banks, and wholesale remarketing.

● Recent drawdown (~30%) driven by hurricane-
related costs and a temporary decline in collision-
insurance policyholders.

● Deep competitive moat: 300,000+ global buyers 
across 190 countries, 125,000+ vehicles listed daily, 
and a proprietary end-to-end auction platform.
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Current Price $40.73 52-Week Range $39.58 - $64.38

Mkt. Cap. ($B) 39.42 Shares Outstanding 967.83M

Enterprise Value ($B) 35.38 P/E 26.0x

25E Revenue ($B) 4.65 EV/EBITDA (LTM) 18.1x

25E Net Income ($B) 1.55 EPS $1.59

ROE (%) 18.48% Debt/Equity 0.01

ROIC (%) 12.90% EBITDA Margin (%) 42.08%

25E Gross Margin (%) 47.17% Inventory Turnover 58.94

RECOMMENDATION BUY PRICE TARGET $54

Company Description Key Metrics (Nov 21, 2025)

Revenue Breakdown

US: 3.45B
Intl.: 517.10M
Total: 3.97B

US: 403.55M
Intl.: 274.75M
Total: 678.30M

US: 3.86B
Intl.: 791.85M

Total:4.65B

Service Vehicle Revenue

U.S. International

CAGR 10Y Return 10Y ROIC

CPRT 24.70% 809.23% 12.90%

LKQ 1.14% 11.96% 6.33%

KAR 7.60% 108.11% 5.35%

RBA 15.97% 340.13% 4.68%

ACVA - - -6.59%

Average 12.35% 317.36% 4.53%

40.73

63.97

CPRT is positioned to rebound on high quality growth fundamentals

Copart (NASDAQ: CPRT); Recommendation: BUY
Target Price: $54 (32.6% Upside) | Current Price: $40.73



How CPRT Stacks Up Against Competition
Dominant vehicle salvage auction platform with clearly superior margins & multiples

Historical Performance Over 5 Years
Ticker Gross FCF EBITDA EBIT Profit

CPRT 47.17% 26.49% 42.08% 37.72% 33.41%

KAR 46.67% 12.90% 22.29% 17.47% 9.00%

RBA 46.10% 14.59% 27.45% 17.06% 9.65%

ACVA 28.98% 10.86% -6.51% -9.41% -9.89%

Average 42.23% 16.21% 21.33% 15.71% 10.54%

● CPRT generated 80%+ total returns over the last five years, far 

outperforming peers such as KAR (+20%) and ACVA (–50%), 

underscoring its superior unit economics and structural advantages.

● Current pullback creates rare entry point: CPRT now trading at early 

2023 levels while maintaining market dominance, with RBA (similar 

auction model) continuing to all-time highs demonstrating auction 

business model strength

● CPRT margins are demonstrably top of the game

Ticker Mk. Cap ($B) EV ($B) Fwd P/E P/E Fwd PS P/FCF EV/EBITDA PE (5Y) PEG Ratio EV/Earnings Fwd EV/S

CPRT 39.7 35.02 24.29 25.8 8.03 32.26 17.91 33.42 1.87 22.55 7.08

KAR 2.6 4.4 18.32 28.14 1.32 10.76 10.41 - 1.44 46.49 2.21

RBA 17.83 21.63 23.26 45.74 3.8 26.99 17.4 47.28 1.81 55.3 4.61

ACVA 1.14 1.09 42.48 - 1.36 14.32 - - - - 1.3

Average 15.32 15.54 27.09 33.23 3.63 21.08 15.24 40.35 1.71 41.45 3.80
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CPRT’s Superior Margins Pave Way for Rebound at an Attractive Entry Point



1 Sarah Crashes Her Car
Full collision coverage

2 Repair Estimate
Car value: $15,000 | Repairs: $15,500

REPAIRS > CAR VALUE ⇒ TOTAL LOSS

3 Insurance Declares Total Loss
Insurance commissions CPRT to handle auction

4 Copart Picks Up Vehicle
Stores, photographs, lists online

5 Online Auction
300,000+ global buyers bid

Winning bid: $10,000

6 Copart Gets Paid!
15% commission + buyer fees

Copart Revenue: $3,000

Money Flow Summary:

Sarah receives: $15,000 | Insurance recovers: $10,000 from auction | Insurance net loss: $5,500 | CPRT profit: $3,000

How CPRT Makes Money
Total Loss → Auction → Profits
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#1

Growth stagnation form lack of 
volume, firms downgrading from 
buy to hold.

Increasing complexity of modern vehicles & 
high repair inflation structurally raises total-loss 
rates, expanding CPRT’s supply and giving long-
run visibility to volume and fee growth.

#2 Margins peaked, valuation 

unsustainable for mature business.

Tech-driven network effects & global footprint 

enable expansion into banks, fleets, dealers, 

wholesale remarketing; multiplying vehicle pool 

beyond core market and boosting LT margins.

#3
Consensus 30x P/E too rich for 

slowing growth; multiple should 

compress.

Superior moat quality justifies premium; 

multiple re-expands as growth accelerates and 

quality recognized.

Investment Thesis
Structural growth, network effects, superior moat justify margin & multiples expansion

What the Street Thinks What We Think
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Total Loss Frequency Trend, 2010 - 2030 (%)

CPI - Motor Vehicle Maintenance & Repair (% Change)

CPI - Motor Vehicle Maintenance & Repair

#1

Consensus: Growth stagnation form lack of volume, firms downgrading from buy to hold

Increasing complexity of modern vehicles & high repair inflation 
structurally raises total-loss rates, expanding CPRT’s supply and giving 
long-run visibility to volume and fee growth.

Sep, 2024
308.20

Sep, 2025
442.84

● MV Maintenance & Repair YoY inflation ~43.7%; much higher than general CPI 
~3% and auto services historical trends at ~4-8% → structural inflation shock

● Repairing modern cars is increasingly expensive (ADAS sensors, cameras, labor 
shortages, OEM parts); MV maintenance & repair up 83% since 2015

● Higher repair inflation raises insurer total-loss frequency, expanding the salvage 

pool that CPRT monetizes.

● CPRT benefits directly via higher throughput, higher service fees, and growing 

ancillary revenue (transport/storage), enabling continued growth.

Repairs are becoming uneconomic → more total losses → more CPRT volume

EVs and Rising Salvage Prices Create a Powerful Volume Tailwind
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Total Loss Frequency by Age & Category (%)

● EV adoption represents a powerful 

volume catalyst.

○ Battery damage (~$10-20K → 

automatic total loss), aluminum 

bodies, and ADAS complexity.

○ EV penetration accelerating from 10% 

today to 25-40% by 2030, contributing 

+1.5-2% annual volume growth.

● The auction average selling price (ASP) 

for insurance vehicles is rising (~5% + 

year-over-year) indicating pricing power 

in salvage/resale markets.



#2

Consensus: Margins peaked, valuation unsustainable for mature business.

Tech-driven network effects & global footprint enable expansion into 

banks, fleets, dealers, wholesale remarketing; multiplying vehicle pool 

beyond core market and boosting LT margins

● Built-in network advantage

○ VB3 digital auction platform + 300K global buyers + extensive yard footprint → 

superior liquidity, higher ASPs, self-reinforcing flywheel.

● Technology accelerates margin

○ AI/LLM tools for total-loss decisioning, buyer-matching, and logistics improve 

throughput and operating leverage.

● Expanding beyond insurance salvage

○ Growing penetration in banks, rental fleets, dealer-repos, & wholesale means a 

vehicle pool multiple times larger than insurance-only volumes.

● International runway

○ Early-stage penetration in Europe, Middle East, and Latin America provides long-term 

volume and margin expansion.

● Near-term upside optionality

○ Any uplift in salvage volumes or ASPs (e.g., storm activity, repair-cost inflation) 

provides a 12-month catalyst layered on top of structural growth.

Non-Insurance Expansion + Technology Scale Unlock the Next Wave of Margin & Volume Growth
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Non-Insurance Segments Growing

10x Faster Than Core Business
ASP Growth: Copart vs. Manheim Index Intl. Market: Margin vs. Growth



#3

Consensus: 30x P/E too rich for slowing growth; multiple should compress.

Superior moat quality justifies premium; multiple re-expands as growth 

accelerates and quality recognized.

High-Quality Moat with Capital Flexibility Creates Asymmetric Risk-Reward
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● Exceptional moat spanning all 5 Porter forces and all 6 Morningstar moat sources; few peers achieve this.

● Network effects (10/10 moat): 300K+ buyers and ~5M annual vehicles create a self-reinforcing flywheel: disruption doesn’t erode pricing 

power (e.g., hurricane costs didn’t compress margins sustainably).

● Physical infrastructure (9/10 moat): 250+ facilities and 10K+ acres ($2–3B+ in capex) act as a “backstop for the insurance industry,” 

strengthening relationships during weather events.

● Boring but defensible niche with recurring cash flows: salvage/remarketing has high barriers to entry (land ownership, regulation, 

licensing) and predictable demand.

● Strong capital flexibility (~$4.8B liquidity) enables buybacks, strategic M&A, or investment in tech/international growth — management 

highlighted this optionality.

● Asymmetric risk–reward: near-term growth modest, but upside exists via new segments, tech, international expansion, or weather-driven 

volume; downside is protected by moat strength.



Valuation Summary
Target Price: $54 | Est. Upside: 32.6%

Perpetuity Growth

Terminal Value $ 38,051.70

PV(terminal value) $ 24,767.71

Enterprise Value $ 29,964.33

(+) Cash $5243.00

(-) Debt $99.94

Equity Value $52,519.46

(# of basic shares) 967.65

Equity Value/Share $54.28

Implied Multiple 21.454

Downside Base Upside

P/E Multiple

2026 EPS 1.65 1.75 1.71

Forward P/E 20 30 40

Target Price $ 33.00 $ 52.50 $ 68.40

EV/EBITDA Multiple

2026 EBITDA ($M) 1911 2208 2544

Forward EV/EBITDA 17.5 24 27

Total Enterprise Value ($M) 33,442.5 52,992 68,688

(-) Net Debt 0 0 0

Total Equity Value ($M) 33,442.5 52,992 68,688

(/) Shares Outstanding (M) 970 968 966

Target Price $ 34.48 $ 54.74 $ 71.11

Returns
Average Target Price $ 33.74 $ 53.62 $ 69.75

Upside/(Downside) -(17.17%) 31.65% 71.26%

Downside

● Reflects slower total-loss volumes and 

muted operating leverage.

● 20× P/E, 17.5× EV/EBITDA assume a 

temporary compression toward the low end 

of historical range.

● Shares slightly higher on continued SBC 

dilution.

Base

● Assumes normalized accident frequency and 

steady mid-single-digit growth.

● 30× P/E, 24× EV/EBITDA align with CPRT’s 

long-term premium driven by its global 

duopoly and capital-light model.

● Modest share drift consistent with historical 

trend.

Upside

● Assumes strong international growth and 

non-insurance penetration.

● 40× P/E, 27× EV/EBITDA reflect re-rating 

toward marketplace peers during periods of 

outsized buyer/seller growth.

● Slight share reduction from stronger FCF and 

buybacks.

WACC
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Risk: Premium inflation → downgrades to liability-only → fewer insured total-loss vehicles enter CPRT’s funnel.
Mitigants:

● Non-insurance diversification: rapidly growing supply from segments unaffected by insurance coverage like wholesale 
remarketing

● Insurance “re-normalization” cycle: Historically, sharp premium spikes are followed by rate stabilization and policy 
reinstatement, restoring collision coverage.

● Structural cost trend still pushes totals: Even with lower coverage rates, repair-cost inflation (ADAS, labor, OEM parts) still 
drives higher total-loss ratios on insured vehicles.

Risks & Mitigants
How is CPRT’s downside protected?

Risk: Lower discretionary driving (10–20%) lowers accidents → fewer salvage inflows.
Mitigants:

● Accidents correlate more with congestion than miles driven: Empirical data shows collisions remain sticky because 
commuting and delivery traffic persist even during downturns.

● Recessions increase repos & bank/financial inventory: Higher delinquencies → more repossessions, a major growth pool 
for CPRT’s non-insurance segment.

● Global footprint reduces cyclicality: International regions (LATAM, Middle East, UK, Germany, India) offset U.S. demand 
cycles.

Risk: Long-term accident reduction could structurally reduce salvage volumes.
Mitigants:

● ADAS makes accidents more expensive even if less frequent: raises total-loss frequency because repairs are uneconomic 
(sensors, cameras, calibration → $5k–$15k+).

● EV adoption accelerates total losses: Battery damage turns even moderate accidents into automatic totals, boosting 
volumes.

● AV penetration is extremely slow: U.S. fleet turnover takes 15–20 years, and real-world AV deployment remains limited → 
no medium-term impact (next decade+ minimal).

● Higher vehicle complexity = higher salvage value: CPRT benefits from higher ASPs, offsetting any decline in unit volume.
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Appendix
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1.1 - Valuation Details
Trading History
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Max (Since 1994) 5-Year (Since Nov, 2020)

3-Year (Since Nov, 2023) 1-Year (Since Nov, 2024)



1.2 - Valuation Details
Historical Financials (2015 - 2025)

Large ΔNWC consistent with:

Huge expansion in yards and salvage volumes

Growth in receivables and inventories

Large increases in contract assets

Big pre-funding of land acquisition and facilities

CapEx spikes in 2020–2025 also drag UFCF: New yards, 

international expansion, technology upgrades

True economic FCF is usually stronger than GAAP ΔNWC 

due to growth-heavy expansions.

EBIT growth → strong underlying fundamentals.
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1.3 - Valuation Details
Downside, Base, Upside

UFCF in each scenario is calculated as NOPAT + D&A – CapEx –

Change in NWC.

Revenue, margins, tax rate, CapEx intensity, and NWC are 

adjusted across scenarios to reflect different salvage-volume 

environments and operational leverage.

This produces downside/base/upside UFCF 

consistent with CPRT’s historical economics 

and long-term capital-light business model.

Fair Value/Share

Perpetuity Model $ 35.0

Exit Multiple Model $ 33.74

Fair Value/Share

Perpetuity Model $ 54.3

Exit Multiple Model $ 53.62

Fair Value/Share

Perpetuity Model $ 61.4

Exit Multiple Model $ 71.11

Downside Base Upside

14



1.4 - Valuation Details
WACC Calculation & Justification

Risk-Free Rate: U.S. 10-year treasury yield.

Beta: We use a normalized beta of 0.90 based on CPRT’s low leverage, stable cash flows, and bottom -

up peer-implied risk profile; the current 1.11 raw beta is inflated by short-term macro volatility and 

does not reflect CPRT’s long-term, fundamental risk.

Expected Market Return: Long-run U.S. equity return ~6%, Long-term inflation ~2.5%

Interest expense data shows a stable effective rate: normalized pre-tax cost of debt: 3.6-5.1%

2022 outlier of 14% is due to tiny debt denominator, not economic

Chosen pre-tax rate of 4.0% matches 4-year historical average & reflects investment grade credit 

profile

Cost of Equity (CAPM) Inputs: Standard and Transparent

Cost of Debt: Empirically Derived

Capital Structure Weights are Market-Based

Effectively 100% equity financed, consistent with:

● Its historical funding model

● Lack of long-term debt

● Cash-rich operations

● Asset-light, high-ROIC structure

Final WACC

Built from transparent, observable market data

Uses long-term expected market return (8.5%)

Uses historical interest expense to anchor cost of debt

Uses market value weights, as required by CAPM, CFA, and 

all valuation standards

Aligned with real-world CPRT leverage (≈0%)

Resulting WACC (~9%) matches sell-side estimates (8.5–

9.5%)

WACC
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1.5 - Valuation Details
Income Statement Trends (2016-2025)

Income statement trends reflect strong operating leverage, with 

steady revenue growth translating into expanding EBIT margins 

across all scenarios. Continued scale benefits, disciplined cost 

control, and rising international contribution drive consistent 

improvements in profitability.
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1.6 - Valuation Details
Balance Sheet Trends (2016-2025)

Balance sheet stays exceptionally 

strong, with zero net debt and 

disciplined working-capital 

execution. The company’s asset-light 

structure and robust liquidity 

position reinforce financial flexibility 

across all scenarios.
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1.7 - Valuation Details
Cash Flow Statement Trends (2016-2025)

Cash flow statement highlights a 

capital-light model that consistently 

converts earnings into expanding 

free cash flow, funded almost 

entirely through operations rather 

than debt.
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1.8 - Valuation Details
Analyst Sentiment
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2.1 - Comparative Analysis
Additional Comparables

Profile

Financials

Debt Ratios

Shareholders & Returns

Margins

Comps Highlights:
Superior profitability: CPRT leads the peer set across 

EBIT (38%), EBITDA (43%), net margin (34%), and FCF 

margin (30%), far ahead of KAR, RBA, and ACVA.

Stronger returns on capital: CPRT posts the highest 

ROE, ROA, ROIC, and ROCE, reflecting more efficient 

use of assets and a more scalable operating model.

Demonstrated long-term compounding: CPRT’s 10-yr 

CAGR of 24% and 15-yr CAGR of 22% significantly 

outpace peers, highlighting durable, multi-cycle 

growth.

Exceptionally clean balance sheet: With Debt/EBITDA 

of 0.05x and $5.1B net cash, CPRT operates with 

dramatically less leverage than KAR/RBA, reducing 

risk and increasing optionality.

Consistent fundamentals: CPRT delivers steady mid-

single-digit revenue growth with double-digit EPS 

growth, maintaining margin leadership despite scale.

Scale & platform advantage: CPRT’s larger buyer 

base, technology stack (VB3), and 11,600-employee 

footprint contribute to materially higher operating 

income for a similar revenue base vs. RBA.
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2.2 - Comparative Analysis
Additional Comparables

Average Returns

RB Global (RBA) OPENLANE (KAR) ACV Auctions (ACVA) Copart (CPRT)

2023 2024 2025E 2023 2024 2025E 2023 2024 2025E 2023 2024 2025E

Revenue ($M) $3,680 $4,284 $4,678 $1,696 $1,788 $1,975 $481 $637 $824 $3,870 $4,237 $4,647

Revenue Growth 

%
- 16.4% 9.2% - 5.5% 10.4% - 32.4% 29.4%

10.50% 9.50% 9.70%

EBITDA ($M) $425 $1,006 $1,440 $247 $267 $343 ($59) ($21) $67 1646 1845 1938

EBITDA Margin 

%
11.6% 23.5% 30.8% 14.6% 14.9% 17.3% N/M N/M 8.2%

42.50% 43.60% 41.70%

EBIT ($M) $682 $786 $1,200 $253 $286 $363 ($88) ($79) ($8) $1,487 $1,572 $1,697

EBIT Margin % 18.5% 18.4% 25.7% 14.9% 16.0% 18.4% N/M N/M N/M 38.40% 37.10% 36.50%

EPS $2.83 $3.31 $4.13 $0.68 $0.85 $1.34 $-0.12 $0.06 $0.16 $1.26 $1.40 $1.59

P/E 34.6x 29.5x 23.7x 37.3x 29.8x 18.9x N/M 109.0x 40.9x 39.4x 35.8x 34.6x
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2.3 - Comparative Analysis
CPRT vs. IAA/RBA Direct Comparison

Balance Sheet: $5.2B AdvantageHurricane Exposure: Similar Risk



2.4 - Comparative Analysis
CPRT vs. IAA 
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2.5 - Comparative Analysis
CPRT vs. IAA - EBITDA Gap
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2.6 - Comparative Analysis
CPRT vs. IAA - Web Traffic
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2.7 - Comparative Analysis
CPRT vs. IAA - Insurance Volume
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Jeffrey Liaw | CEO
Joined Copart 2016 as CFO | 

President 2019 | Sole CEO April 

2024 | Former CFO at FleetPride & 

Principal at TPG Capital | Harvard 

MBA, UT Austin BBA

Rama Prasad | CTO
Joined Copart 2016 as CFO | 

President 2019 | Sole CEO April 

2024 | Former CFO at FleetPride & 

Principal at TPG Capital | Harvard 

MBA, UT Austin BBA

Leah Sterns | CFO
Joined Dec 2022 | Former CFO at 

CBRE | 17 years at American Tower 

(CFO US Division, CEO EMEA) | 

Boston College MBA, Boston Univ. 

BS Finance

Hessel Verhage | COO
Appointed Jan 2024 | Leads 200+ 

facility operations globally | Former 

Executive at DB Schenker |East 

Carolina Univ. Economics | 

Optimizes processes & technology

27
3.1 - Company Details
Management Overview

Steve Powers| CBDO
Appointed as CBDO | Leads real 

estate acquisition and facility 

development| Lead in catastrophic 

event response |Copars former 

COO  | Coopart former VP of 

Operations for the eastern division

David Kang| CMO
Joined Copart 2024 as CMO| Leads 

Marketing, analytics and data 

science initiatives | Former SVP atr 

Capital One where he was the head 

of consumer product and consumer 

auto finance | Harvard MBA 

Rob Vannuccini| CSO
Appointed CSO in 2010 | Joined 

Copart in 1994; held positions of VP 

of National Accounts and Midwest 

Regional Account Manager | Former 

Midwest Manager of NER Auction 

System (Acquired by Copart)

Paul Krikpatrick| CLO
Appointed Dec 2022 | Leads in legal 

matters such as corporate law, 

commercial contracts, real estate, 

compliance and government affairs 

| Former general counsel at 

BayoTech and Omnitracs.
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3.2 - Company Details
CEO Compensation Alignment (Includes Previous CEO)



3.3 - Company Details
CEO Compensation Structure
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3.4 - Company Details
Copart Brands (Pt. 1)
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3.5 - Company Details
Copart Brands (Pt. 2)
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3.6 - Company Details
Global Footprint in 200+ Locations Across 19 Countries

UK

● 21 locations

Ireland

● 1 location

Germany

● 9 locations

Spain

● 10 locations

Finland

● 34 locations

USA

● 177 locations

Canada

● 9 locations

Brazil

● 12 locations

● 11 affiliated 

locations

United Arab Emirates

● 1 location

Bahrain

● 1 location

Oman

● 1 location

Ukraine

● 4 locations

Bulgaria

● 1 location

El Salvador

● 1 location

Georgia

● 3 locations

Nigeria

● 1 location

Honduras

● 1 location

Azerbaijan

● 1 location

Armenia

● 1 location

South America

North America Europe Middle East Copart Lounges
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4.1 - User Interface
Website Landing Page



34
4.2 - User Interface
Website Site Map
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4.3 - User Interface
Website Knowledge Base
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4.4 - User Interface
Mobile Apps Overview

Features
● Just ask for the vehicles you want with our Voice Search 

feature.

● Set up push notifications to alert you when a car on your 

Watchlist becomes available, when you get outbid, and when 

you win an auction.

● Access all your payment methods and add new ones.

● Review up to two years of your purchase history.

● Order & Examine vehicle history & condition reports.

● Receive customized recommendations for vehicles based on 

your location, preferences, and past purchases.
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4.5 - User Interface
iOS Mobile App User Reviews (Screenshots Taken 11/23/25)
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4.6 - User Interface
Competitor (IAA/RGA) Android App User Reviews (Screenshots Taken 11/23/25)
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4.7 - User Interface
Android Mobile App User Reviews (Screenshot Taken 11/23/25)
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4.8 - User Interface
Competitor (IAA/RGA) Android App User Reviews (Screenshot Taken 11/23/25)
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5.1 - Online Auction Process
Step 1: Find a location near you
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5.2 - Online Auction Process
Step 2.1: Screen for a Vehicle (Vehicle Finder)
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5.3 - Online Auction Process
Step 2.2: Screen for a Vehicle (Sale List)
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5.4 - Online Auction Process
Step 3: Check Details of Desired Vehicle
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5.5 - Online Auction Process
Step 4: Bid or Buy It Now (Account Registration Needed)
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6.1 - Licensing and Registration
Business License
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6.2 - Licensing and Registration
State Licensing Overview

This listing is meant as a general guideline of what 
type of items each Member may be able to 
purchase. It is by no means a comprehensive or 
complete listing of eligibility rules. CPRT websites 
will determine bid eligibility in real time based 
upon the licenses and documents you have on file.

Only Title Document of Public Bill of Sale Parts, 
Reconstructed Permit to Sell, Permit to Sell, Parts 
Only w/ NoTitle, or CO-Public -Salvage Title

Copart Anchorage South location is no longer open 
to the public. You must have at least a General 
Business license on file in order to bid.

NC Public eligible for Clean Title Documents, some 
restrictions may apply
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6.3 - Licensing and Registration
No Business License
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7.1 - Additional Considerations
Moat Scoring Methodology

Porter's Five Forces (1979)
Industry Attractiveness Analysis

Evaluates competitive dynamics:

• Threat of New Entrants
Barriers to market entry

• Supplier Power
Supplier negotiating leverage

• Buyer Power
Customer negotiating leverage

• Threat of Substitutes
Alternative solutions

• Competitive Rivalry
Intensity of competition

Morningstar Economic Moat (2002)
Sustainable Competitive Advantage

Identifies sources of durable advantages:

• Network Effects
Value increases with more users

• Intangible Assets
Brands, patents, licenses

• Cost Advantages
Scale economies, processes

• Switching Costs
Penalty for customers to leave

• Efficient Scale
Market supports limited players

How Copart Meets Each Criterion

Criterion Score How Copart Meets This

Threat of New Entrants VERY LOW $3B capital need, environmental permits, network chicken-and-egg

Supplier Power VERY LOW Fragmented insurers (Copart has 58% market share)

Buyer Power LOW 300K+ fragmented buyers, no buyer concentration

Threat of Substitutes LOW No viable alternative for salvage vehicle disposal

Competitive Rivalry MODERATE Rational duopoly with IAA - no destructive competition

Network Effects 10/10 300K+ buyers × insurance sellers = self-reinforcing flywheel

Intangible Assets 8/10 Brand reputation, environmental permits, proprietary data

Cost Advantages 9/10 33% net margins vs 21% industry average from scale

Switching Costs 9/10 5-10% revenue penalty for insurers who switch providers

Efficient Scale 9/10 Natural oligopoly - 58% market share, market supports 2-3 players
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7.2 - Additional Considerations
FY25 Hurricane

● FY 2025 Hurricates Helene and Milton caused $56 million in facility and operating expenses, was disclosed as a catastrophic e vent. 
● Proves operating leverage is intact: Normalized facility costs grew 13.0% vs. service revenue growth of 12.9%, demonstrating the 

business model's efficiency remains strong despite $570M in new facility investments—the slight outpacing is entirely explained by the 
$56M hurricane spike

● Validates the "facilities reaching maturity" catalyst: The chart shows facility ops returning to 47.6% of revenue (normalized) vs. 47.5% 
baseline in FY2023, indicating the 15 new locations are already approaching optimal utilization faster than expected

● Downside protection through operational excellence: Even if volume recovery disappoints, the demonstrated cost discipline (13.0% vs 

12.9% growth when normalized) means Copart maintains pricing power and efficiency—providing a quality floor at current 28-30x P/E 

multiples while peers trade at similar multiples with inferior margins



7.3 - Additional Considerations
Industry Margins
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