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  FINANCIAL METRICS EARNINGS PER SHARE 

CURRENT PRICE $19.12 CASH ($MM) $178 FY (JUL) 2004A 2005E 2006E 

52 WEEK RANGE $10.57-
$28.11 

TOTAL DEBT ($MM) $0 Q1 OCT  $0.17 $0.21 $0.26 

SHARES OUT FD (MM) 92.8 NET DEBT /CAP  NA Q2 JAN $0.19 $0.21 $0.25 

FLOAT (MM) 71 RETURN ON EQUITY  14% Q3 APR $0.27 $0.30 $0.34 

AVERAGE DAILY VOL. 802K EST . 3-5 YR REV GROWTH 10% Q4 JUL $0.21 $0.24 $0.27 

MARKET CAP ($MM) $1,774 EST . 3-5 YR EPS GROWTH 15-20% YEAR $0.85 $0.97 $1.12 

ENTERPRISE VALUE 
($MM) 

$1,596 DIVIDEND YIELD NA P/E 22.5X 19.7X 17.1X 

MGMT/DIRECTOR 
OWNERSHIP  

21.2% BOOK VALUE PER SHARE $6.50 EV/ 
EBITDA 

10.2X 8.8X 7.7X 

 
Summary and Investment Conclusion 
 
We initiated coverage of Copart (CPRT:NNM) on 
10/1 with a Market Outperform rating and a 12-18 
month price target of $24, providing investors 25% 
upside potential. This is derived using an 18x multiple 
of our $1.20 calendar 2006 EPS estimate plus adding 
the $2/ share in net cash currently on the balance 
sheet. We believe there is potentially $3-5 of  

 
additional “hidden value” in an emerging technology 
software called VB2.   
 
From its start with a single facility in 1982, the 
company has become the leading salvage vehicle 
auction service company (35% market share) 
operating 107 sites, 40% more than its nearest 
competitor. The salvage auction market is a large and 
growing niche in the enormous used vehicle market, 
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with an estimated 2.5-3mm vehicles handled each 
year. Copart receives fee income for functioning as an 
intermediary between the “suppliers” (insurance 
companies) trying to sell cars that are “totaled”, and 
“buyers” (vehicle re-builders and dismantlers).  
Positive industry trends include increasing numbers of 
cars on the road (more accidents), and the greater 
percentage of cars being declared “totaled”, as the 
cost of repair for more complex vehicles skyrockets. 
 
CPRT has become the market leader through 
technological innovation.  It was the first with an 
internet solution, the first with virtual bidding and the 
first and only to abandon live bidding altogether in 
favor of only virtual/internet auctions.  Through its 
patent pending VB2 (Virtual Bidding 2nd Generation) 
technology, introduced in December 2003, CPRT 
has been able to lower its yard & fleet costs (think of 
it as COGS) and increase returns for its customers, 
while growing its margins by 500bps in the last 12 
months. We see further margin expansion going 
forward but at a more measured pace.   
 
VB2 technology offers a potential hidden value to the 
Copart story which we believe has been largely 
unnoticed by investors. With impressive internal 
results in hand, the company has recently signed 
license agreements with over 30 wholesale auction 
companies on a trial basis.  Additional licensing 
opportunities exist with rental car companies, enabling 
them to bypass the wholesale auctioneers such as 
Manheim and Adesa (KAR:NYSE), as well as with  
heavy machinery auctions, and many other industries.  
As the sales would be on a licensing basis, the profits 
would essentially flow right to the bottom line 
boosting the already impressive returns for CPRT.  
Initial trials are set to begin in January 2005 with the 
wholesale auction partners, and we will wait for 
results before building this potential into our model or 
valuation. However, if investors assume that over time 
CPRT can capture 5%-10% of the wholesale 

market, license revenue can total $25-$50 million, 
most of which would flow to the bottom line.   
 
The company has demonstrated impressive financial 
performance, with a 4-year revenue CAGR of 
20.5%, outstripping its next largest competitor whose 
comparable growth was 11.2%.  Growth has come 
from a combination of same store sales, acquisitions, 
and greenfield startups.  After explosive growth in 
units from 1994-1998 funded by investment of 
$100mm, the company has opened a more modest 8 
units per year on average for the last 4 years and 
same store sales have averaged an impressive 18%.  
We expect 6-10 new unit openings in FY05 
combined with 8% same store sales growth to 
combine for top-line growth in the 10% range. 
Barriers to new facilities include zoning restrictions 
and NIMBYism, enhancing the ongoing value of their 
current footprint.  
 
Visibility for sales out 6 months is high. The average 
growth of vehicle pooling costs and advance charges 
receivable (2 balance sheet items to be explained in 
detail later in our basic report) have a .96 correlation 
with sales 2 quarters out.  Beyond 6 months, factors 
such as weather, accident rates, used car pricing, and 
scrap steel pricing make modeling more challenging 
and are one reason the company issues no guidance.  
Recent results have benefited from higher used car 
pricing (generally helps increase salvage returns) and 
escalating scrap steel prices. Each of these variables 
has recently turned down and our model, to be 
conservative, reflects expectations lower than 
suggested by the above mentioned balance sheet 
items. 
 
CPRT has shown exceptional EBITDA margins 
which have grown to 38.8% from 30.4% 4 yrs ago 
and are more than 20 percentage points higher than 
its competition. We see continued further 



COPART, INC.                                                                                                                   CJS SECURITIES  

ROBERT LABICK, CFA                                                                               3                                                                             (914) 287-7600 

 

improvement over the next few years reflecting the 
operational leverage in the business model.    
 
The company has a strong balance sheet with nearly 
$2/ share in net cash.  Cash flows from operations 
are robust, despite the heavy working capital nature 
of the business.  Maintenance cap-ex is estimated at 
$10-15mm and all spending above that level is 
growth capital for additional expansion.  This fiscal 
year, we have modeled CFFO of $108mm and total 
cap-ex of $75mm leaving a still healthy FCF of 
$33mm.   
 
Management is entrepreneurial and forward looking.  
CEO Willis Johnson founded the company in 1982 
and remains the driving force behind its success.  Jay 
Adair, President and the son-in-law of Mr. Johnson, 
is highly enthusiastic and appears to be solidly 
executing a well-thought out business plan. CFO Will 
Franklin, who joined CPRT in March 2004, appears 
to be a strong addition to the executive team. Most 
importantly for investors, insider ownership is 21%, 
aligning management’s interests with its public 
shareholders.    
 
Copart is trading at 19.4x our July ’05 estimate of 
$0.97, and 18.0x Calendar 2005 estimated EPS.  
Backing out the net cash of $2/ share multiples are 
17x & 16x respectively.  Over the last 3 years the 
company has traded at a 22x forward P/E multiple.  
As a market leader in a steady and growing business, 
with $2/ share in cash plus a hidden value of 
potentially $3-5/ share in its VB2 technology, we 
believe a price target of $24 is achievable, 
representing 25% upside from current levels.   
 
Company Description 
 
Copart, Inc. is the leading provider of salvage vehicle 
auction services in the United States. It offers services 
to vehicle suppliers, primarily insurance companies, 

and enables the processing and sales of salvage 
vehicles through auctions, principally to licensed 
vehicle dismantlers, rebuilders, repair licensees and 
used vehicle dealers. Salvage vehicles are either 
damaged and deemed a total loss for insurance or 
business purposes or are recovered stolen vehicles 
for which an insurance settlement with the vehicle 
owner has already been made. The Company offers 
vehicle suppliers a range of services, which expedite 
each stage of the salvage vehicle auction process, 
maximize proceeds and minimize costs. These 
services are online supplier access, salvage estimation 
services, transportation services, vehicle inspection 
stations, on-demand reporting, DMV processing and 
flexible vehicle processing programs. 
 
Company Background 
 
The company was started in 1982 from a single 
salvage auction yard in Vallejo, CA.  In 1994 Copart 
went public with 15 locations and a split adjusted 
share price of $2.00.  Through facility acquisitions 
and greenfield startups the company has grown to 
become the industry leader.  Copart has focused on 
innovation and technology to drive business and 
profits.   
 
The Salvage Vehicle Auction Industry Has 
Steady Growth 
 
The salvage auction industry exists to allow vehicle 
suppliers to liquidate total loss vehicles.  There are 
opposing forces at work that have combined to 
create a steady but cyclically growing supply of 
salvage vehicles.  First, there are an estimated 
225mm cars on the road in the US and this number 
continues to increase as the population grows, more 
people are of driving age, and vehicles last longer.  
Second, with the growing complexity of vehicles, the 
percent of vehicle claims where the car is declared a 
total loss has grown from 7% in 1995 to 16% in 
2003.  We see no reason why this trend would 
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reverse.  On the other side, as cars become 
increasingly safer, with anti-lock brakes, etc., more 
vehicle accidents are avoided, suppressing some 
growth for the salvage industry.  The result is the 
roughly 2.5-3mm salvage auction vehicles per year 
with slow but meaningful growth.   
 
Favorable Trends Have Recently Buoyed the 
Industry 
 
Favorable trends, such as an increase in used car 
pricing and significantly higher scrap steel prices along 
with the above mentioned increase in percent of 
vehicles declared totaled, have positively impacted 
the industry in the past year.  We can not predict with 
any accuracy these factors going forward but do note 
that recently used car pricing (according to Manheim) 
and scrap steel pricing have somewhat pulled in 
which could affect industry returns.   
 
The Salvage Vehicle Auction Market Has High 
Barriers to Entry 
 
Government regulations and NIMBYism create 
significant zoning problems for salvage vehicle yards 
and high barriers to entry.  For example, Monroe 
County, TN, passed a nuisance ordinance last fall 
banning new junk yards or automobile graveyards in 
its county and Copart fell under this restriction.  At a 
town meeting on 9/26/04 the board voted against 
permitting zoning for Copart.  Copart had invested 
$700k for the 101 acres and put and estimated 
$1.2mm into facility preparation.  The town claims it 
believed the company was going to have a wholesale 
auction yard, not a salvage auction yard.  Additionally 
the town decided a 101 acre “car park” would be an 
eye-sore and hurt any potential tourism.  This type of 
resistance adds more value to the industry leading 
107 locations Copart currently operates but may 
push up multiples on potential acquisition candidates.   
 

Copart is the Dominant Salvage Vehicle Auction 
Service Provider in the US 
 
Copart is the industry leader in size and innovation.  
With 107 locations and over $400mm in sales, 
Copart dwarfs its next largest competitor, Insurance 
Auto Auctions (IAAI:NNM, not rated), which has 77 
locations and just over $200mm in comparable sales.  
After IAAI, Adesa (KAR:NYSE, not rated), who’s 
primary business is wholesale vehicle auctions, 
operates 28 salvage auction yards and auctions just 
under 200k cars per year (vs. ~ 1mm for CPRT).   

Dominant Market Share in Salvage 
Auctions

Other, 38%

IAAI, 20%

KAR, 7%

CPRT, 
35%

Source:   CJS Securities estimates, Company Documents
 

 
Company Has 6 Public Auction Yards  
 
Copart has 6 public auction yards selling used 
drivable vehicles (not salvage vehicles).  The 
company began this division, called Motors Auction 
Group (MAG) in 2001 as an alternative growth 
vehicle.  This division is a profitable part of CPRT’s 
company but has not been the main focal point for 
management as efforts to roll out VB2 and other 
salvage enhancing opportunities have taken center 
stage.  All 6 of the current MAG locations will be in 
the 30+ wholesale auction trial of VB2 enabling 
CPRT to gather complete data on the effectiveness of 
the product.  The company does not break out sales 
of this division as it deems them “immaterial” to 
overall results.  With its current dominant share in 
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salvage and the implementation of its VB2 rollout, 
Copart could use this platform as an additional 
growth vehicle in the future.   
 
National Coverage Has Multiple Advantages 
 
Copart provides national coverage to suppliers 
reducing towing and third party storage expenses, 
offering local presence for vehicle inspection stations 
and prompt response to catastrophes and natural 
disasters.  Additionally, national coverage improves 
access to buyers throughout the country.   
 
Value Added Services Have Enabled Copart to 
Consistently Gain Share 
 
The company offers a vast array of products and 
services intended to enable the auction process to be 
completed as efficiently and profitably as possible.  
The key services revolve around convenience and 
improving results for both the sellers and buyers.  
Internet proxy bidding and VB2 are the most notable 
services.  Buyers can create a personal profile so 
Copart can “push” any cars matching the buyer’s 
goals on any auction to them.  There are also emails 
to buyers when their initial bids are exceeded.   
 
VB2 is Key Differentiator for Copart 
 
Copart has always been the industry leading 
innovator.  From being the first to allow proxy 
internet bidding in 1998 to the first to bring virtual 
bidding in 2002, the company has been at the 
forefront of innovation in its industry.  The latest 
introduction, Virtual Bidding 2nd Generation, or VB2 
was launched in December 2003 and has had 
remarkable results both for the vehicle suppliers and 
for Copart.  The success of VB2 has enabled Copart 
to become the first and ONLY salvage auction 
service company to completely abandon live auctions.  
Its major competitors, IAA and Adesa, have both 

stated they intend to only use the internet to enhance 
live auctions, not to replace them, leaving Copart to 
be the sole provider of entirely virtual auctions.   
 
For suppliers, the creation of virtual bidding has 
enabled significantly more bidders to participate in the 
auction.  In the last quarter the out of state bidders 
grew to 43%.  Furthermore, by eliminating live 
auctions Copart removes the potential for any 
collusion among buyers awarding suppliers a better 
chance to achieve full value.  The company has stated 
that VB2 has increased returns, helping the suppliers 
and Copart alike.  Additionally, by reducing Yard & 
Fleet expenses (think COGS) and only minimally 
increasing G&A, Copart significantly increased its 
operating margins.  The success this win-win product 
has demonstrated for both the suppliers and Copart 
has enabled Copart to sign 30+ licensing agreements 
with wholesale auction vehicle companies, and opens 
the door to tremendous opportunities in the future.   
 
Copart Collects a Fee from Both Seller & Buyer 
 
Copart serves as a value-added intermediary 
primarily between insurance companies and vehicle 
dismantlers/rebuilders.  The company never takes 
ownership of the car (though in the past this method 
had accounted for 1% of transactions) mitigating 
much of the pricing risk and eliminating a potentially 
asset intensive portion of the business.  The entire 
process from accident to dismantler/rebuilder follows 
a straightforward path where Copart adds value, and 
collects a fee from each side.   
 
After a car is deemed a total loss* by an insurance 
adjuster it is assigned to Copart by the insurer via 
telephone, fax, the internet, etc.  Copart dispatches its 
sub-hauler to pick up the car and bring it to the 
nearest Copart facility.  At this time Copart pays fees 
owed (by the insurer) to the body shop for storage, 
transport, repair estimates, etc. The company books 



COPART, INC.                                                                                                                   CJS SECURITIES  

ROBERT LABICK, CFA                                                                               6                                                                             (914) 287-7600 

 

these fees as receivables on the balance sheet.  
Additionally the company capitalizes the sub-hauler 
costs and expenses them upon settlement of the 
auction.  For this reason the company has excellent 6 
month visibility of sales and we will discuss this in 
detail in the financial section of this report.   
            (*a car is “totaled” when its Actual Cash Value (ACV) 
(value of the vehicle pre-accident and amount paid by the insurance 
company to the owner) is less than the cost to repair + the 
estimated salvage value) 

 
After taking the car to a Copart facility the company 
takes 10 digital pictures and stores the car until 
auction.  Working with the insurance company and 
the state DMV, Copart clears the title and readies the 
car for auction.  This process usually takes 60-90 
days.   
 
Next is the VB2 auction which is made up of a 
preliminary bidding process, and a virtual auction.  In 
the preliminary bidding, which generally is for 2 
weeks, potential buyers can go to Copart’s facility 
and view the cars and place initial bids on kiosks at 
the site.  Bidders receive subsequent emails if their 
maximum bids have been exceeded.  Next is the 
actual virtual auction where bidders can go on to 
Copart.com and enter new bids in the final auction.   
 
Once a car is sold, the buyer pays a fee (usually $20-
$100) plus the final sale price.  Copart pays the 
insurance company the sales price minus advance 
charges paid (mentioned above) and/or its sales fee 
(more details below). 
 
The Company Offers Suppliers 2 Methods of 
Payment 
 
Copart auctions vehicles on consignment from the 
insurers.  The company offers two payment plans, 
Percentage Incentive Program (PIP) and a fixed-fee 
plan. 
 

Under the PIP plan, Copart sells the vehicle and 
collects a percent of the final sale, usually 10%-15%.  
Under this plan Copart pays the transportation costs, 
storage, and DMV and title processing expenses.  
Additionally the company provides services such as 
vacuuming, window covering, etc. to enhance the final 
appearance of the vehicle and potentially its sale 
value.  65% of sales in FY2004 were under the PIP 
method. 
 
Under the fixed fee consignment method Copart 
charges a fee, usually $50-$175 for the sale of the 
vehicle and may charge additional fees for 
transportation, storage, etc. however, under this 
method, Copart does not participate in any 
incremental value it adds by getting the supplier a 
higher price for the vehicle.   
 
Interestingly CPRT’s PIP sales as a percent of total 
have risen from 55% in 2000 to 65% in 2004, and 
IAAI’s sales mix has recently moved in the opposite 
direction.  Insurers have apparently chosen CPRT as 
their auctioneer of choice for PIP cars suggesting a 
superior product offering by Copart with the most 
notable move taking place since the rollout of VB2.  
As insurers will always maintain multiple suppliers it 
appears the lower margin fixed-fee business is being 
allocated to IAAI and CPRT is maintaining the higher 
margin, more profitable PIP business.   

CPRT has Significanlty Higher PIP Sales vs 
IAAI

20%

30%

40%

50%

60%

70%

FY 2000 FY2001 FY2002 FY2003 6/30/2004

CPRT IAAISource:  Company Data, CJS Securities estimates.
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Eliminating Live Auctions Has Increased 
Margins and Returns 
 
As mentioned earlier in this report, a major change 
for Copart and the industry came with the 
introduction of VB2 and the elimination of live 
auctions for Copart in December 2003.  While 
quantifying the improvement in vehicle returns to 
suppliers is impossible due to the multitude of factors 
involved (used car pricing, scrap pricing, etc.) it is 
intuitive to say that if you can bring more bidders to 
the auction, and reduce/eliminate collusion, you 
should fetch the maximum value benefiting the 
suppliers. 
 
For Copart, the impact is more quantifiable.  Through 
eliminating auctioneers and additional staffing at the 
yards, Copart has pulled significant expenses out of 
that key line item.  Additionally, the only offset is 
incremental G&A to run the virtual auctions and 
D&A for the additional equipment required.  The net 
effect is a significant increase in EBIT margin (FY03-
FY04) as seen in the chart below.   
 

Copart Has Consistently Grown its EBIT Margin
(EBIT Margins - 2000-2006E)

34.9%

33.2%
31.1%

26.1%
28.4%

26.8%

24.3%

20%

25%

30%

35%

40%

FY 2000 FY2001 FY2002 FY2003 FY2004 FY2005e FY2006e

Source:  Company Data, CJS Securities estimates.
 

 
The decline in FY03 was the result of a sharp 
increase in D&A (from $16mm to $25mm) as the 
company heavily invested to expand and improve its 
existing facilities in preparation for the potential 
increased volume from VB2.   
 

Exit from Fleet Operations Eliminates Labor 
Issues and Lowers Asset Base 
 
An additional significant change in the past 12 months 
is the transition from an owned truck fleet, used to 
transport vehicles to and from Copart facilities, to an 
outsourced sub-hauler model.  This transition has 
freed up capital (sales of the fleet netted nearly 
$20mm), and eliminated potential labor issues as 
some of the locations had been approached to join 
the teamster union.   
 
Industry Trends Appear to be Slowing From 
Robust Levels 
 
The company issues no guidance and there are limited 
industry sources available making forecasting difficult.  
According to its public competitors, (IAAI, KAR) 
salvage vehicle supply could be down slightly in the 
2nd half of 2004, potentially pressuring sales in FQ2 
and FQ3 (of FY05) for Copart. Copart’s annual 
same store sales growth has ranged from 30% to 8% 
over the last 4 years with a quarterly low in April ’03 
of minus 2%.  The weaker periods were primarily the 
result of Copart’s own “overbuilding” cannibalizing 
exiting locations and likely slower industry trends.  
The stronger periods are a combination of better 
throughput, share gains, and used car pricing, among 
other things.   
 
The company has recently demonstrated improved 
returns from its VB2 technology and has continually 
grown share.  As such we expect comp store gains at 
least at the low end of this recent range to be 
achievable.  We are forecasting 10% first half comps 
declining to 6% in the fiscal 2H for annual comps of 
8% in FY05.   
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Balance Sheet Items Drive 2 Qtr Forward Sales 
 
Analyzing 4 year’s data we are comfortable with the 
amazingly high correlation between these balance 
sheet items and the forward sales as seen in the chart 
below.  Before we expand on this point, here are the 
definitions and why these items have had such 
predictive powers.  Vehicle pooling costs consist of 
labor, towing, outside services and other costs 
directly attributable to the gathering and processing of 
vehicles prior to sale.  They are capitalized and 
recognized as expenses when the vehicles are sold.  
Advance charges receivable are amounts paid to third 
parties (body shops) on behalf of insurers for which 
the company is reimbursed upon sale of the vehicle.  
(A/R is roughly 70% advance charges receivable, and 
as the company does not break out this item 
quarterly, we are forced to use A/R and understand 
that “ordinary” receivables could affect this number as 
well)  Due to the somewhat lengthy processing time 
described earlier in this report, it turns out that the 
year over year change in the average of the current 
and prior quarter VPC and A/R statistically explains 
93% (r2)of the 2 qtr out sales. 
 

Average of Pooling Costs and Receivables Excellent 
Predictor of Future Sales
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We have modeled 12% and 10% growth in FQ1 and 
Q2 respectively vs the 21% and 16% forecasted by 
the balance sheet items.  We did this for 3 reasons; 1) 

FQ3 A/R was up 34% (a seeming anomaly to us) 
and we have adjusted accordingly, 2) used car 
pricing and scrap pricing may weaken from current 
levels, 3) to hopefully be conservative.   
 
Expanding Margins Have Room to Grow 
 
Copart has shown impressive top line growth with a 4 
year CAGR of 20.5%.  Yard and Fleet costs are 
highly fixed with the exception of transportation costs 
and salvage certification which are entirely related to 
volume.  While the company does not disclose the 
percent of total for these items we estimate sub-
hauling could be 20-40% of this entire line item.  The 
remaining costs, roughly 50%, are largely fixed and 
therefore offer leverage as the company increases 
throughput.  Through VB2 (elimination of auctioneers 
and additional personnel) and outsourcing sub-
hauling, CPRT has shown significant leverage in the 
past year.  While increases of this magnitude may not 
be repeated, we believe margins should still continue 
to rise unless pricing were changed (we are not aware 
of any intention for a pricing change at CPRT).   
 
G&A has shown significant growth as the company 
has designed and built out VB2.  We expect to see 
continued increases in this expense line, but believe 
there is room for leverage as much of the heavy lifting 
has been complete. 
 
Company Produces Strong Cash Flows and 
Should Continue to Grow Cash Balance 
 
As discussed earlier, the company prepays costs for 
insurers and also capitalizes “pooling” costs.  Both of 
these items therefore are uses of cash as the company 
grows.  Despite these uses, the company consistently 
reports CFFO well ahead of net income.  
Additionally, with roughly $10-15mm in maintenance 
cap-ex, cash available for expansion is robust.  
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Assuming expansion capital of $60mm we are 
forecasting a still strong FCF of $33mm in FY05.    
 
Hidden Value Exists From Software Licensing 
Potential 
 
The company’s initial foray into licensing its VB2 
technology is in a related but significantly larger 
industry, the vehicle wholesale market.  With an 
estimated 10-11mm cars sold via wholesale auctions, 
the opportunity for Copart is significant.  The top two 
players in the wholesale auction market are Manheim 
(division of Cox Enterprises, COX:NYSE, not rated) 
and Adesa who auction ~5mm and just under 2mm 
cars per year, respectively.  The remaining 35-40% 
share is in the hands of smaller, mom-and-pop type 
operators.  We believe Copart will license its 
technology for a seller and buyer fee.  If total license 
fees equaled $50 per car (paid $30 by the seller, $20 
by the buyer), and Copart can capture 5%-10% 
market share over time, sales would equate to $25-
50mm.  Assuming an 85% margin on this pure license 
fee, and tax effecting at Copart’s 39.5% rate, this 
would equate to $0.15-$0.29 in EPS.  Simply 
assuming CPRT’s forward P/E of 19x this would 
equate to $3-$5 per share in value.   
 
Potential "Hidden" Value in VB2

5% share 10% share
# of cars auctioned with VB2 software 525K 1.05mm
Total Fees Per Car $50 $50
Potential License Revenue in (mms) 26.3$        52.5$        
assuming 85% margin flows through 22.31$      44.63$      
Taxes at 39.5% 8.81$        17.63$      
Net Income 13.5$        27.0$        
Shares (mm) 92.8 92.8
EPS impact 0.15$        0.29$        

Incremental Value to CPRT 
assuming current 19x Multiple 2.76$     5.53$     
Source: CJS Securities estimates  
 
An even bigger potential exists for Copart, in our 
opinion, if they go directly to the suppliers (rental car 
companies, large auto groups, and OEMs) and 

enable direct sales.  Currently only 3-5% of 
wholesale auctions occur direct from suppliers 
(according to Adesa).  VB2 could enable suppliers to 
increase their returns (as evidenced by Copart’s 
results) and capture more of it.  Assuming the average 
used car price is roughly $8,000 and VB2 can yield 
2-5% higher returns (the company reported returns 
up 17% y/y in FQ3, though used car pricing and 
scrap pricing favorably impacted this as well), the 
incremental dollar value added would be $160-$400.  
A seller fee of $30 per car seems reasonable on this 
incremental gain.  
 
The Company Has a History of Making 
Profitable Facility Acquisitions 
 
Since 1994 when the company went public with 15 
locations, Copart has acquired 55 yards and 
integrated them seamlessly into its infrastructure.  The 
remaining growth of 47 yards were greenfield 
startups.  We look for continued expansion via either 
of these methods.   
 
Entrepreneurial Management Team is Aligned 
with Public Shareholders 
 
CEO Willis Johnson, 56, co-founded the company in 
1982 and has been its leader ever since.  He has built 
a strong team around him and is clearly aligned with 
shareholders owning 14% of the stock.   
 
Jayson Adair, 34, has served as President of the 
company since November, 1996.  Mr. Adair has 
been involved with Copart since 1989 when he 
served as VP of Sales and Operations.  Mr. Adair is 
the son-in-law of Mr. Johnson.   
 
Will Franklin, 48, has served as CFO since March 
2004.  He came to Copart from Ptek Holdings, Inc.  
(PTEK, rated Market Outperform) and has been a 
valuable addition to the management team.   
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Simon Rote, 33, VP of Finance and served as interim 
CFO before Will’s arrival.  He has a good handle on 
operations and financials and also serves as the initial 
investor relations contact with the street.   
 
Valuation 
 
Over the past 3 years Copart has traded at an 
average forward P/E multiple of 22x.  Its average 
forward EV/EBITDA has been 10.5x.  The stock is 
currently trading at 19.7x, and 8.8x our forward P/E 
and EV/EBITDA estimates respectively.  Assuming a 
forward P/E of 18x, which is conservative vs.  its 
historic mean, and giving the company the benefit of 
its current $2/ share in cash (we are not adding in the 
expected cash generation) we arrive at a 1 year price 
target of $24.   
 
Copart trades in line with its closest peer, IAAI, on a 
P/E basis, and at a slight premium on an EV/EBITDA 
basis.  Due to its superior margins (39% EBITDA 
margin vs. 13%, most recent qtr for each) and 
stronger record for growth we believe a premium is 
warranted.   
 

CPRT Price to Forward Earnings
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Risks: 
 
Weather and accident rates: Both have a 
meaningful impact on availability of salvage vehicles 
over any given period of time.  As written earlier, 
trend for the general supply are favorable, but 
quarterly volatility should be expected. 
 
Used car pricing: ~25% of salvage vehicles are 
rebuilt and sold as used cars.  Additionally the 
salvage value of parts, etc. is related to used-car 
pricing which fluctuates.  As the company has 65% of 
its contracts which pay under the PIP plan 
fluctuations in used car pricing will effect results as 
higher/lower used car pricing results in higher/lower 
average salvage pricing.   
 
Scrap steel pricing: Roughly 20-25% of salvage 
volumes go directly to scrap.  Clearly the fluctuation 
in this pricing will have an effect on these sales and 
therefore CPRT’s results.   
 
Customer concentration is a byproduct of the 
industry: Copart’s largest supplier is State Farm who 
accounts for 13% of vehicles auctioned at CPRT.  Its 
top 2 suppliers account for 21% of supply.  A loss of 
either would meaningfully impact results.    
 
Industry contract mix: It appears Copart’s success 
with VB2 is causing IAAI to seek lower cost fixed 
fee contracts.  If industry trends were to shift to fixed-
fee contracts, this could affect CPRT.  However, we 
believe that the industry suppliers are choosing CPRT 
for PIP programs and IAAI for the lower cost fixed 
fee business.  
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Company Name
Market 

Cap TEV
TEV/LTM 
Total Rev

TEV/LTM 
EBITDA

TEV/LTM 
EBIT

P/Diluted 
EPS Before 

Extra P/TangBV
TEV/ NTM 
Total Rev

TEV/NTM 
EBITDA P/NTM EPS

ADESA Inc. 1,564.1 1,848.8 2.0x 7.5x 8.7x 12.2x 3.2x 2.0x 7.4x 13.8x

Insurance Auto Auctions Inc. 197.9 204.2 0.9x 9.0x 19.5x 49.3x 3.5x 0.9x 7.0x 20.5x

Mean 1.5x 8.2x 14.1x 30.8x 3.3x 1.5x 7.2x 17.1x

Copart Inc. 1,747.2 1,569.2 3.7x 10.1x 12.0x 21.3x 3.4x 3.3x 8.8x 19.5x

Copart Comparative Valuation Versus Peers
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Copart, Inc
Income Statement ($mm) FY 2000a FY2001a FY2002a FY2003a 10/03a 01/04a 04/04a 07/04a FY2004a 10/04 01/05 04/05 07/05 FY2005 FY2006
  Revenues 190.0 253.9 316.5 347.4 91.5 92.6 116.6 100.1 400.8 102.4 101.9 125.9 108.1 438.4 482.2
y/y growth 33.6% 24.6% 9.8% 9.5% 11.9% 24.2% 14.7% 15.4% 12.0% 10.0% 8.0% 8.0% 9.4% 10.0%
  Yard and Fleet 116.7 152.1 187.0 202.4 51.7 50.1 58.1 49.1 209.0 51.2 50.9 59.2 51.9 213.2 228.8
% of Rev's 61.4% 59.9% 59.1% 58.3% 56.5% 54.1% 49.8% 49.1% 52.1% 50.0% 50.0% 47.0% 48.0% 48.6% 47.4%
y/y growth 30.3% 23.0% 8.3% 7.9% 4.0% 5.5% -4.4% 3.2% -0.9% 1.6% 2.0% 5.7% 2.1% 7.3%
Gross Margin 73.3 101.8 129.5 145.0 39.8 42.5 58.6 51.0 191.8 51.2 50.9 66.8 56.2 225.1 253.4
% of Rev's 38.6% 40.1% 40.9% 41.7% 43.5% 45.9% 50.2% 50.9% 47.9% 50.0% 50.0% 53.0% 52.0% 51.4% 52.6%
y/y growth 38.8% 27.2% 12.0% 11.8% 22.9% 50.5% 42.1% 32.3% 28.7% 19.9% 14.0% 10.2% 17.3% 12.6%
  General and Administrative 15.7 19.4 23.3 28.7 8.1 8.6 10.5 9.2 36.5 10.7 10.7 12.6 11.1 45.2 49.7
% of Rev's 8.2% 7.6% 7.3% 8.3% 8.9% 9.3% 9.0% 9.2% 9.1% 10.5% 10.5% 10.0% 10.3% 10.3% 10.3%
y/y growth 23.8% 20.1% 23.4% 23.0% 32.7% 32.9% 19.8% 27.1% 32.0% 25.0% 20.0% 20.0% 23.8% 10.0%
EBITDA 57.7 82.5 106.2 116.3 31.7 33.9 48.1 41.7 155.4 40.5 40.2 54.1 45.1 180.0 203.7
% of Rev's 30.4% 32.5% 33.6% 33.5% 34.6% 36.6% 41.2% 41.7% 38.8% 39.5% 39.5% 43.0% 41.7% 41.1% 42.3%
y/y growth 42.9% 28.8% 9.5% 9.2% 20.6% 55.0% 48.2% 33.6% 27.8% 18.6% 12.7% 8.1% 15.8% 13.2%
  Depreciation and Amortization 11.5 14.4 16.3 25.5 7.4 8.1 7.7 7.7 30.8 8.4 8.4 8.5 8.5 33.8 35.5
% of Rev's 6.0% 5.7% 5.2% 7.4% 8.1% 8.7% 6.6% 7.7% 7.7% 8.2% 8.2% 6.7% 7.9% 7.7% 7.4%
y/y growth 25.0% 13.6% 56.6% 31.4% 27.0% 19.6% 7.3% 20.6% 13.5% 3.9% 11.1% 10.7% 9.7% 5.0%
EBIT 46.2 68.1 89.9 90.8 24.3 25.8 40.4 34.1 124.6 32.1 31.8 45.6 36.6 146.2 168.2
% of Rev's 24.3% 26.8% 28.4% 26.1% 26.6% 27.9% 34.6% 34.0% 31.1% 31.3% 31.2% 36.2% 33.9% 33.3% 34.9%
y/y growth 47.4% 32.0% 0.9% 3.8% 18.7% 64.2% 62.1% 37.3% 32.2% 23.2% 13.0% 7.5% 17.3% 15.1%
  Interest Expense -0.4 -0.4 0.0 0.0 0.0 0.0 0.0 0.0
  Interest Income 1.5 1.4 1.9 1.6 0.3 0.3 0.3 0.6 1.5
Net interest income/(exp) 1.1 1.0 1.8 1.6 0.3 0.3 0.3 0.6 1.5 0.4 0.4 0.5 0.5 1.9 2.5
% of Rev's 0.6% 0.4% 0.6% 0.5% 0.3% 0.3% 0.3% 0.6% 0.4% 0.4% 0.4% 0.4% 0.5% 0.4% 0.5%
y/y growth -8.0% 82.3% -10.9% -35.4% -39.3% 1.0% 62.1% -7.6% 47.7% 52.4% 49.4% -7.9% 27.5% 27.7%
  Other Income 0.7 1.9 1.9 1.7 0.6 0.6 0.6 0.8 2.7 0.5 0.5 0.5 0.5 2.0 2.0
% of Rev's 0.4% 0.8% 0.6% 0.5% 0.7% 0.7% 0.5% 0.8% 0.7% 0.5% 0.5% 0.4% 0.5% 0.5% 0.4%
y/y growth 188.2% -1.8% -12.4% 31.1% 167.7% 18.7% 85.7% 62.1% -18.2% -22.7% -15.4% -39.9% -25.4% 0.0%
  Gain/loss on Sale of Fleet Equipment0.0 0.0 0.0 0.1 1.9 -0.8 0.2 1.3 0.0 0.0 0.0 0.0 0.0 0.0
% of Rev's 0.0% 2.1% -0.7% 0.2% 0.3% 0.0% 0.0%
y/y growth 4277.5% -2066.9% 275.6% 943.5% -100.0% #DIV/0!
  Earnings before Taxes 48.0 71.0 93.7 94.2 25.2 28.7 40.6 35.6 130.1 33.0 32.8 46.6 37.6 150.1 172.7
% of Rev's 25.2% 28.0% 29.6% 27.1% 27.5% 31.0% 34.8% 35.6% 32.5% 32.3% 32.1% 37.0% 34.8% 34.2% 35.8%
y/y growth 48.1% 31.8% 0.5% 3.6% 27.5% 59.2% 63.0% 38.2% 31.2% 14.1% 15.0% 5.6% 15.4% 15.1%
  Provision for Income Tax 18.5 28.4 36.3 36.9 10.0 11.3 15.6 14.2 51.1 13.1 12.9 18.4 14.9 59.3 68.2
Tax Rate 38.7% 39.9% 38.7% 39.2% 39.5% 39.5% 38.4% 39.8% 39.3% 39.5% 39.5% 39.5% 39.5% 39.5%

  Net Income (Loss) 29.4 42.7 57.4 57.2 15.2 17.4 25.0 21.4 79.0 20.0 19.8 28.2 22.8 90.8 104.5
% of Rev's 15.5% 16.8% 18.1% 16.5% 16.7% 18.7% 21.4% 21.4% 19.7% 19.5% 19.4% 22.4% 21.1% 20.7% 21.7%
y/y growth 45.0% 34.4% -0.3% 3.6% 26.3% 61.9% 60.8% 38.1% 31.2% 14.1% 13.0% 6.2% 14.9% 15.1%

EPS  $    0.35  $    0.50  $       0.63  $       0.62  $       0.17  $       0.19  $       0.27  $       0.23  $       0.86  $       0.21  $       0.21  $       0.30  $       0.24  $       0.97  $          1.12 
44.5% 24.2% -1.8% 6.9% 29.8% 63.0% 58.2% 39.8% 28.6% 12.1% 11.5% 5.6% 13.3% 14.5%

Shares outstanding 84.3 84.6 91.6 93.0 91.2 91.5 92.0 92.8 91.9 93.0 93.1 93.2 93.3 93.2 93.7

Source: Company Data and CJS Securities Estimates  
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Copart, Inc
Balance Sheet ($mm) FY 2000 FY2001 FY2002 FY2003 10/03 01/04 04/04 07/04 FY2004 10/04 01/05 04/05 07/05 FY2005 FY2006
Current Assets
  Cash and Cash Equivalents 12.2 15.2 132.7 116.7 119.5 105.6 165.6 178.3 178.3 173.7 178.5 202.4 214.7 214.7 274.2
  Accounts Receivable, Net 52.5 64.9 64.1 71.6 78.9 94.9 84.4 81.6 81.6 86.9 88.8 90.8 92.5 92.5 101.7
  Vehicle Pooling Costs 15.3 19.8 20.0 23.4 25.1 28.7 24.5 24.0 24.0 27.1 31.0 26.9 26.4 26.4 29.0
  Refundable and Deferred Income Taxes 3.3 0.0 0.0 4.0 0.0 0.0 0.0
  Deferred Income Taxes 1.7 0.0 0.0 0.0 0.0 0.0 0.0
  Prepaid Expenses and Other Current Assets 6.4 7.9 9.2 10.1 10.5 10.7 10.9 5.4 5.4 5.4 5.4 5.4 5.4 5.4 5.4
  Other Assets 0.0 0.0 0.0 0.0 10.0 6.6 3.8 3.8 3.8 3.8 3.8 3.8 3.8 3.8
  Total Current Assets 91.4 107.9 226.0 225.8 234.0 249.9 292.0 293.1 293.1 296.9 307.5 329.3 342.7 342.7 414.1
Non Current Assets
  Property and Equipment, net 0.0 115.0 197.8 244.4 248.5 253.8 251.6 257.7 257.7 267.3 276.9 286.4 295.9 295.9 332.4
  Deferred Income Taxes 0.0 1.1 0.0 0.0 0.0 0.0 0.0
  Intangibles, Net 0.0 0.0 0.0 0.0 2.9 2.9 2.9 2.9 2.9 2.9 2.9 2.9
  Goodwill and Other Intangibles 92.0 82.8 102.9 109.1 109.7 109.7 109.7 112.7 112.7 112.7 112.7 112.7 112.7 112.7 112.7
  Intangible and Other Assets, Net 125.1 8.4 9.2 7.9 6.3 5.9 5.5 6.6 6.6 6.6 6.6 6.6 6.6 6.6 6.6

  Total Assets 262.3 315.1 535.8 587.1 598.6 619.4 658.8 673.0 673.0 686.4 706.6 737.9 760.8 760.8 868.7

Current Liabilities
  Current Portion of Longterm Debt 7.8 0.3 0.3 0.1 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0
  Accounts Payable and Accrued Liabilities 20.0 26.8 31.9 38.3 38.8 39.9 47.3 44.1 44.1 37.1 37.3 40.4 41.1 41.1 43.9
  Deferred Revenue 7.7 8.9 8.4 9.7 10.7 11.9 9.9 9.7 9.7 9.7 9.7 9.7 9.7 9.7 9.7
  Income Taxes Payable 0.0 5.0 2.6 0.0 3.8 0.7 9.7 3.8 3.8 3.8 3.8 3.8 3.8 3.8 3.8
  Deferred Income Taxes 0.0 3.0 3.6 5.9 5.2 8.0 6.3 5.4 5.4 5.4 5.4 5.4 5.4 5.4 5.4
  Other Current Liabilities 1.9 0.2 0.2 0.2 0.2 0.2 0.2 0.2 0.2 0.2 0.2 0.2 0.2 0.2 0.2

  Total Current Liabilities 37.4 44.1 47.0 54.2 58.7 60.6 73.4 63.2 63.2 56.3 56.4 59.5 60.2 60.2 63.0

  Deferred Income Taxes 2.8 0.0 1.1 6.0 8.0 8.0 8.0 6.4 6.4 6.4 6.4 6.4 6.4 6.4 6.4
  Longterm Debtless Current Portion 0.7 0.4 0.1 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0
  Other Liabilities 1.5 1.4 1.4 1.2 1.2 1.2 1.2 1.2 1.2 1.2 1.2 1.2 1.2 1.2 1.2
Total Non Current Liabilities 5.1 0.0 0.0 0.0 0.0 7.5 7.5 7.5 7.5 7.5 7.5

  Common Stockpar Value 121.5 128.1 287.8 270.0 259.6 261.3 262.7 267.3 267.3 267.3 267.3 267.3 267.3 267.3 267.3

  Retained Earnings (Accumulated Deficit) 98.4 141.1 198.4 255.7 270.9 288.3 313.4 334.9 334.9 355.2 375.3 403.5 425.6 425.6 530.8
  Accumulated Other Comprehensive Income 0.1 0.0 0.0 0.1 0.1 0.1 0.0 0.1 0.0
  Total Shareholders Equity 219.9 269.2 486.2 525.6 530.6 549.6 576.2 602.3 602.3 622.6 642.6 670.9 692.9 692.9 798.1

  Total Liabilities & Shareholders Equity 262.3 315.1 535.8 587.1 598.6 619.4 658.8 673.0 673.0 686.4 706.5 737.9 760.7 760.7 868.6

Source: Company Data and CJS Securities Estimates  
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Copart, Inc
Statement of Cash Flows ($mm) FY 2000 FY2001 FY2002 FY2003 10/03 01/04 04/04 07/04 FY2004 10/04 01/05 04/05 07/05 FY2005 FY2006

  Net Income 29.4 42.7 57.4 57.2 15.2 17.4 25.2 21.4 79.2 20.0 19.8 28.2 22.8 90.8 104.5

  Depreciation and Amortization 11.5 14.4 16.3 25.5 7.4 8.1 7.7 7.7 30.8 8.4 8.4 8.5 8.5 33.8 35.5

  Deferred Rents -0.2 -0.1 0.0 -0.2 0.0 0.0 0.0 0.0 -0.1 0.0 0.0

  Gain/loss on Sale of Assets 0.0 -0.2 -0.7 -0.2 0.0 -1.9 0.8 -0.2 -1.2 0.0 0.0

  Deferred Income Taxes 1.3 0.8 2.8 7.2 -0.7 4.7 -1.6 -2.6 -0.1 0.0 0.0

  Provision for (Recovery of) Doubtful A/R -1.1 0.1 -0.4 -0.2 0.0 0.0 0.6 0.6 0.0 0.0

  Accounts Receivable -12.9 -11.8 2.1 -7.4 -7.2 -16.0 10.5 2.2 -10.5 -5.2 -2.0 -2.0 -1.7 -10.8 -9.2

  Vehicle Pooling Costs -3.9 -4.1 0.8 -3.3 -1.7 -3.6 4.2 0.7 -0.4 -3.2 -3.9 4.1 0.6 -2.4 -2.6

  Prepaid Expenses and Other -3.4 -1.4 -1.3 -1.1 -0.4 -0.2 -0.4 1.9 0.8 0.0 0.0 0.0 0.0 0.0 0.0

  Accounts Payable and Accrued Liabilities 3.8 5.1 5.1 6.5 0.5 1.1 7.4 -3.3 5.8 -6.9 0.1 3.1 0.5 -3.2 3.0

  Deferred Revenue 1.8 1.2 -0.5 1.4 1.0 1.2 -2.0 -0.2 0.0 0.0 0.0 0.0 0.0 0.0 0.0

  Income Taxes -0.2 10.3 0.5 -6.3 10.0 -4.5 8.4 -4.5 9.4 0.0 0.0

  Other 0.0 0.0 0.0 0.0 0.0 0.0 0.0 -0.3 -0.3 0.0 0.0 0.0 0.0 0.0 0.0

  Cash Flow from Operating Activities 26.2 56.9 82.0 79.1 24.1 6.3 60.1 23.5 114.1 13.0 22.6 41.9 30.7 108.2 131.1

  Purchases of Premises, Eq & Pur. Technology -34.8 -45.9 -85.9 -70.7 -11.3 -30.3 -9.5 -13.5 -64.6 -18.0 -18.0 -18.0 -18.0 -72.0 -72.0

  Proceeds from Sale of PPE & Intangibles 0.5 1.5 1.7 0.8 0.1 9.1 7.4 3.3 19.9 0.0 0.0

  Purchase of PE in Connection With Acqs -2.2 -0.4 -3.4 -0.3 0.0 0.0 -0.7 -0.7 0.0 0.0

  Purchase of Net Cur Assets in ConnWith Acq -2.0 -1.0 -1.4 -0.1 -0.2 0.0 0.0 0.0 -0.2 0.0 0.0

  Purchase of Goodwill &Intangible in Conn With Acqs -16.2 -3.7 -3.8 -6.2 -0.7 0.0 0.0 -3.1 -3.8 0.0 0.0

  Other Net Intangible Asset Changes 0.0 -0.2 -0.3 0.0 1.2 0.0 0.0 0.1 1.2 0.0 0.0 0.0 0.0 0.0 0.0

  Cash Flow from Investing Activities -54.7 -49.7 -93.1 -76.5 -10.8 -21.2 -2.1 -14.1 -48.2 -18.0 -18.0 -18.0 -18.0 -72.0 -72.0

  Proceeds from Issuance of Note Payable 1.0

  Principal Payment on Notes Payable -0.3 -7.8 -0.3 -0.3 -0.1 0.0 0.0 0.0 -0.1 0.0 0.0

  Proceeds from (Payment of) Long-term Debt 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0 0.0

  Proceeds from Issuance of Common Stock 0.0 0.0 126.1 0.0 0.0 0.0 0.0 0.0 0.0

  Proceeds from the Exercise of Stock Options/warrants2.1 2.3 1.1 0.4 0.2 0.4 2.0 2.5 5.1 0.0 0.0

  Proceeds from the Issuance of Employee Stock Purchase Plan Shares0.8 1.4 1.7 1.9 0.7 0.0 0.6 1.3 0.0 0.0

  Repurchase of Common Stock 0.0 0.0 0.0 -20.4 -10.7 0.0 0.0 -10.7 0.0 0.0

  Cash Flow from Financing Activities 3.7 -4.2 128.6 -18.5 -10.6 1.1 2.0 3.1 -4.4 0.0 0.0 0.0 0.0 0.0 0.0

Other Adjustements

  FX Effect on Cash and Cash Equivalents 0.1 -0.1 0.0 0.1 0.1 0.0 0.0

  Cash Flow Net Changes in Cash -24.9 3.1 117.4 -15.9 2.7 -13.9 60.1 12.7 61.6 -5.0 4.6 23.9 12.7 36.2 59.1

Cash at beginning of Period 37.0 12.2 15.2 132.7 116.7 119.5 105.6 165.6 116.7 178.3 173.3 177.9 201.8 178.3 214.5

Cash at end of Period 12.2 15.2 132.7 116.7 119.5 105.6 165.6 178.3 178.3 173.3 177.9 201.8 214.5 214.5 273.6
Source: Company Data and CJS Securities Estimates  
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IMPORTANT DISCLOSURES 
 
Valuation Methodology: 18x 2006 EPS plus the $2/ share in cash on hand  
 
Investment Risks: fluctuations in accident rates, used car pricing, scrap steel pricing, and several other factors can swing results and are difficult to forecast.  The company gets it supply from several insurers the loss of any of these suppliers could disrupt 
profits.    
 
CJS Securities, Inc.  Equity Research rating system 
 
Market Outperform (MO): a stock that should perform at least 15% better than the Russell 2000 index over the next 6-18 months  
 
Market Perform (MP): a stock that should perform in line with or slightly better than the Russell 2000 index 
 
Market Under-Perform (MU): a stock expected to under-perform the Russell 2000 index  
 
We will continue to have some stocks on a Monitor List, where we are indicating to clients not to expect a similar level of research coverage as companies on our active coverage list. Hence, we do not have 
investment opinions, nor do we intend to publish estimates, on Monitor list names.  
 
As of 9/20/04, CJS Securities provides active research on 76 companies, of which 43 (57 %) are rated MO(buy) and 32 (42 %) are rated MP(hold ) and 1 (1 %) are rated MU(sell), with an additional 2 companies on 
our Monitor List.  
 
The information and statistics in this report have been obtained from sources we believe are reliable but we do not warrant their accuracy or completeness. Prices and opinions concerning the composition of 
market sectors included in this report reflect the judgments as of this date and are subject to change without notice.  This material is for your information only and does not constitute an offer to buy or sell, or the 
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