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This presentation contains forward-looking statements. All statements other than statements of historical facts
contained in this presentation may be forward-looking statements. Statements regarding our future results of
operations and financial position, business strategy and plans and objectives of management for future
operations, including, among others, statements regarding the offering, liquidity, growth and profitability strategies
and factors and trends affecting our business are forward-looking statements. In some cases, you can identify
forward-looking statements by terms such as “may,” “will,” “should,” “expects,” “plans,” “anticipates,” “could,”
“intends,” “targets,” “projects,” “contemplates,” “believes,” “estimates,” “predicts,” “potential” or “continue” or the
negative of these terms or other similar expressions, although not all forward-looking statements contain these
identifying words.
The forward-looking statements in this presentation are only predictions. We have based these forward-looking
statements largely on our current expectations and projections about future events and financial trends that we
believe may affect our business, financial condition and results of operations.
Forward-looking statements involve known and unknown risks, uncertainties and other important factors that may
cause our actual results, performance or achievements to be materially different from any future results,
performance or achievements expressed or implied by the forward-looking statements, including, but not limited
to, the following: risks related to the developing situation related to, and uncertainty caused by, the COVID-19
pandemic; our history of losses and ability to maintain profitability in the future; the statement in our consolidated
financial statements regarding a substantial doubt about our ability to continue as a going concern; our ability to
generate sufficient revenue to generate positive cash flow on a sustained basis; our limited operating history; our
ability to manage our growth effectively; the operation of and concentration of our revenues and gross profit from
Texas Direct Auto®; outsourcing arrangements with a third party related to our customer experience team; the
operation of our vehicle reconditioning centers by us and our third-party service providers; our reliance on thirdparty carriers to transport our vehicle inventory throughout the United States; exposure to local and regional
downturns or severe weather or catastrophic occurrences; and cyber-attacks or other privacy or data security
incidents that result in security breaches; and the other important factors discussed under the caption “Risk
Factors” in our final prospectus filed with the U.S. Securities and Exchange Commission on June 9, 2020 and in
our other filings with the SEC.
These forward-looking statements speak only as of the date of this presentation. Except as required by applicable
law, we do not plan to publicly update or revise any forward-looking statements contained in this presentation
after we distribute this presentation, whether as a result of any new information, future events or otherwise.

This presentation includes estimates regarding market and industry data. Neither we nor our affiliates, advisors or
representatives makes any representation as to the accuracy or completeness of the data included in this
presentation or undertake to update such data after the date of this presentation. Unless otherwise indicated,
information concerning the industry and the markets in which Vroom, Inc. (the “Company”) operates, including its
general expectations, market position, market opportunity and market size, are based on management's
knowledge and experience in the markets in which we operate, together with currently available information
obtained from various sources, including publicly available information, industry reports and publications, surveys,
our customers, trade and business organizations and other contacts in the markets in which the Company
operates. Certain information is based on management estimates, which have been derived from third-party
sources, as well as data from internal research, and are based on certain assumptions that management believes
to be reasonable.
In presenting this information, management has made certain assumptions that management believes to be
reasonable based on such data and other similar sources and on the knowledge of, and experience to date in,
the markets in which the Company operates. While the Company believes the estimated market and industry
data included in this presentation are generally reliable, such information, which is derived in part from
management's estimates and beliefs, is inherently uncertain and imprecise, and you are cautioned not to give
undue weight to such estimates. Market and industry data are subject to change and may be limited by the
availability of raw data, the voluntary nature of the data gathering process and other limitations inherent in any
statistical survey of such data. In addition, projections, assumptions and estimates of the future performance of
the markets in which the Company operates are necessarily subject to uncertainty and risk due to a variety of
factors. These and other factors could cause results to differ materially from those expressed in the estimates
made by third parties and by the Company Accordingly, you are cautioned not to place undue reliance on such
market and industry data or any other such estimates. The content of, or accessibility through, the sources and
websites identified herein, except to the extent specifically set forth in this presentation, does not constitute a part
of this presentation and are not incorporated herein and any websites are an inactive textual reference only.

Certain monetary amounts, percentages and other figures included in this presentation have been subject to
rounding adjustments. Certain other amounts that appear in this presentation may not sum due to rounding.

Paul Hennessy
Chief Executive Officer

We obsess over customer service. Our service is
dedicated to creating customers for life.

We proceed as if we are ready. We fall fast to succeed
faster, always moving forward and making progress as we
learn from our experiences.

We are the pit crew. We hire for, and appreciate each
other’s diverse backgrounds and unique skills.

We are one team, working together to advance our
mission with our customers always top of mind.

We are highly engaged in all that we do. We celebrate and
encourage who we are, what we do, and how we do it.

We are developers. We develop our people, our product,
our experience, our brand, and our communities.

Competitive Market-Based Price

Real-Time Offer

Transparency

No High-Pressure Sales Tactics

Thousands of Units of Inventory
High Quality, Vroom-Conditioned
Vehicles
Frictionless Ecommerce

Contact-Less at Home Delivery
7-Day / 250 Mile Return Policy

On-Demand Appraisals on Every
Vehicle
Ease of Use
Fast Vehicle Information Input
Convenient, Contact-Less at Home
Vehicle Pick-Ups

Open to Buying a Car Online

Using personal
vehicles more

Note: Personal vehicle preference data based on Cars.com survey conducted on 25-Mar-2020. Consumer preference of ecommerce per CarGurus COVID-19 Sentiment Survey conducted in April 2020.

Considering
buying a car

Massive and Ripe for Disruption, Supports Multiple Winners
Frictionless Ecommerce, Data Obsessed, National Scale
Scalable, Asset-light, and Flexible
Experienced and Culture Builders
Difficult to Replicate at Scale
Significant Runway for Growth and A Clear Path to Profitability

$841B
16.0%
$683B

$636B

$385B

$359B
$267B
$118B
0.9%

Used Auto

Grocery

New Auto

Home
Improvement

Personal
Care

Apparel

Furniture

Source: U.S. Census, Edmunds, Digital360. New and Used auto industry size calculated from 2019 total units sold and average selling price according to Edmunds.
Note: Market size as of 2019. Used auto ecommerce penetration as of 2018 and total retail ecommerce penetration as of 2019.

Total Retail

Used Auto

CarMax
<2%

Peer-toPeer
50%

Top 100 Dealers
9%

Remaining
~42K
Dealers
41%

Source: Cox Automotive, Automotive News, Borrell Associates, Dealersocket and Gallup poll.
Note: Fragmentation data as of 2018.

High Dissatisfaction

Low Trust

Dissatisfaction in
the Car Buying
Process

Trust the
Profession of Car
Salespeople

Thousands

100-230 per lot

1

National

Localized

Localized

•
•
•
•

•
•
•
•

•
•
•
•

Frictionless Ecommerce
Personalized and intuitive
Enormous inventory selection
Accessible at any time

Limited selection
Lack of transparency
High pressure sales tactics
Inconvenient hours

Home visits by strangers
Lack of security (payments and identity)
Difficulty researching available vehicles
Lack of verified vehicle condition

7-day / 250 mile at home test-drive

Brief test-drive around dealership

Brief test-drive with the seller

Asset-light approach with third-party
partnerships and a sole physical location

Only physical presence

Only physical presence

Personalized

Scalable

Fine-tuned Supply

Intuitive Interface

Integrated

Operating Leverage

Nationwide Delivery

Asset-light

Drives Optimization

Streamline the
Transaction Process
Choose
Your Car

Choose How
to Pay

Value-Added
Products

Meet Your
New Car

Invest in Mobile
Experiences
Strengthen Customer
Engagement

Tell Us About
Your Vehicle

Get Your
Guaranteed Offer

Accept
Your
Offer

Look Out for
Your Check

Of Data Points
Added Daily

Data Scientists

National price based
on traits of the VIN
and comparables

Create model for
sales velocity based
on national price

Algorithms forecast
sales out 60 days to
within 2% margin
of error

Consumer Traffic to Vroom.com

Continues to expand and generate higher margins as
well as lower inventory days to sale
Note: % of retail sales acquired from consumers as of Q1 2020

Vroom’s strong national brand presence has resulted in strong geographic distribution of sales

Total Deliveries

Note: Total deliveries shown for deliveries made in 2019

We are focused on brand development to drive awareness and trust with the consumer,
while at the same time reducing our CPAs through a fine-tuned performance marketing and sales funnel

Data-driven approach

A/B testing
Scalable Technology
architecture

Increase in brand leads
between Q1 2019 and Q1 2020

A distributed reconditioning network has shown valuable efficiency gains made possible by a
multi-node factory network strategy, supporting growth with efficient logistics and last mile solutions

326 units /
326 units
day / day
235 units /
235 units
day / day
Third-Party
VRC

95

Vroom
VRC

140

Mar-2019
Jan-19

Note: VRC network shown as of April 30, 2020. Total Dealership Industry Sales represent all dealership sales (auto and commercial) as of 2018.

186

140

Jan-20
Mar-2020

Arranges Vehicle
Financing Through
Leading Auto Financial
Services Providers
Preferred Lending
Relationships Provide
Improved Economics and
Customer Experience

Extended
Warranty
Guaranteed
Asset Protection
Wheel and Tire
Coverage

Ecommerce model with sole physical location

Partnership / Owned

Partnership / Owned

Curate optimal
inventory that matches
market demand
signals and expands
our offerings

Invest in brand and
performance marketing
to identify, attract and
convert new customers
at lower cost

Improve the consumer
experience through
developments in the
ecommerce platform

Sales conversion, an
output of the
acceleration of every
point on the growth
flywheel, drives
revenue growth

Improve our ability to
acquire the right
vehicle at the right
price across all our
sourcing channels

Combine the use of
Vroom VRCs with
dispersed third-party
VRCs to meet growing
reconditioning needs

Increase attachment
rates on existing
value-added products
and add new products

Optimize our logistics
network and
strategically expand
our proprietary
logistics operations

