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“surrounding fu u e expectatlons, including, but not limited to, the
r|sks asso ciated with: the retail automotive industry; our business;

our acqwsmon strategy; our dependence on automobile
manufacturers; and our structure. For additional information with
respect to these factors, please refer to the prospectus and other
information filed by the Company with Canadian provincial
securities commissions.

The Company disclaims any intention or obligation to update or
revise any forward-looking statements, whether as a result of
new information, future events or otherwise.




Market capitalization

52 Week High

52 Week Low
Dividend (annualized)
Yield

Average Volume




Used vehicle FINs
sales aNce parts, service and
repair
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i\ffew vehicle
~ sales

Annual consumer spending more than any
other Canadian retail segment




. New and used vehicle sales counter-cyclical
and drive higher margin business such as
finance and insurance and parts and

service

Automobile dealerships can generate
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Source: Scotia Economics - Global Auto Report, March 29, 2012




Dealer vs. OEM Profit in Canada
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m Cealer Profit = panufacturer Profit

Source: DesRosiers Automotive Consultants/CAW




VR Sales™ e
| Territories (B8 Sales
~ Incentives

Marketing

Substantial Value Attributed to Franchise Rights
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i Results of 2011 % |
¢ PwCid entif 8 a su e assion crisis amongst

adian a _to retallers

22% df dealers would like to exit in one year

58% of dealers would like to exit in five years

100% of independent dealers would like to exit in
within the next 10 years

Industry succession issues presents an




Abill tract management talent and
advancement opportunities within group

e Best practice sales, parts and service process
training and implementation

) * Expert marketing and online marketing team

e Centralized administrative and strategic
functions




1 ,O ‘ new and used
d ’in"-ﬁZ 011

. Aﬁ't.'oxirr'\ately 1 in every 82 new vehicles
sold in Canada from an AutoCanada
dealership

)  More than 300,000 service and collision

orders completed at 333 service bays in
2011




| ___-_'mbers of senior management own

42.8% of AutoCanada shares

e Corporate head office team provides
management, marketing, financial and
operational expertise




PRINCE GEORGE
PLATFORM
Northland Chrysler Jeep
Dodge Ram
Northland Hyundai
Northland Nissan

MAPLE RIDGE
PLATFORM
Maple Ridge Chrysler Jeep
Dodge Ram FIAT
Maple Ridge Volkswagen
Abbotsford Volkswagen
Chilliwack Volkswagen
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GRANDE PRAIRIE
PLATFORM
Grande Prairie Chrysler Jeep

Dodge Ram

Grande Prairie Hyundai

Grande Prairie Mitsubishi
Grande Prairie Nissan
Grande Prairie Subaru

Alberta e

% Saskatchewa, c

.

PONOKA
Ponoka Chrysler Jeep
Dodge Ram

KELOWNA
Okanagan Chrysler Jeep
Dodge Ram

Crosstown Chrysler Jeep Dodge

Manitoba

EDMONTON PLATFORM

Ram FIAT
Capital Chrysler Jeep Dodge
Ram FIAT
Sherwood Park Hyundai

THOMPSON
Thompson Chrysler Jeep
Dodge Ram

Ontario

GTAPLATFORM
401 Dixie Hyundai
Cambridge Hyundai
Newmarket Infiniti/Nissan

MONCTON
Moncton Chrysler Jeep
Dodge Ram

T/

DARTMOUTH
Dartmouth Chrysler Jeep
Dodge Ram
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Lowest Profit Margin

2011 Revenue 2
($ millions) SRR

5%

11%

New Vehicle ®m Used Vehicle B Parts, Service & Collision Repair B Fl & Other
Note: Results for the Company for the year ended December 31, 2011
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2011 Revenue |
($ millions)

5% |

New Vehicle Used Vehicle B Parts, Service & Collision Repair B Fl & Other
Note: Results for the Company for the year ended December 31, 2011




ing parts and service business

e Financing commissio




High Profit Ma

2011 Revenue
($ millions)

New Vehicle ®m Used Vehicle Parts, Service & Collision Repair B Fl & Other
Note: Results for the Company for the year ended December 31, 2011




partsa d service segment
« AutoCanada’s 2011
absorption rate = 88%
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- ng’hly specialized equipment and skilled
labour required

— Independent repair shops closing

— Number of vehicles on the road is growing,
creating more demand for available
service bays
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Highest Profit Margl_i__’%“'
2011 Revenue
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New Vehicle ®m Used Vehicle B Parts, Service & Collision Repair  Fl & Other
Note: Results for the Company for the year ended December 31, 2011
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New Vehicle @ Used Vehicle Parts, Service & Collision Repair Fl & Other




2006 2007 2008 2009 2010 2011

New Vehicle @ Used Vehicle Parts, Service & Collision Repair Fl & Other
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Revenue $ 1,008.9

~ Gross Profit $169.1
| Adjusted EPS** $0.89

Adjusted Free Cash Flow

* EBITDA does not include interest on floorplan financing

16.0% 4
12.7% $
74.0% 4
107.0% 4
97.9% 4

**Adjusted EPS is calculated using net earnings before other items (reversal of

impairment of intangible assets and its related tax effect).

Record performance in 2011



Revenue $2 20.4% t
~ Gross Profit $42.2 18.2% t
EBITDA* $7.5 117.6% %
G Adjusted EPS** $0.23  206.0% %

Adjusted Free Cash Flow 174.1%'

* EBITDA does not include interest on floorplan financing
**Adjusted EPS is calculated using net earnings before other items (reversal of
impairment of intangible assets and its related tax effect).

Record performance in Q4 2011



Current Assets

Current Liabilities

Net Working Capital

Long-term Debt

Floorplan debt of $150.8 million included in current liabilities and
netted against inventory which is included in current assets

Very liquid inventory

New and Used Vehicle Inventory Turned




Annualized Dividend Rate per Share
(in dollars)
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Dividend f Organic | | Sustainable
Policy '\ Growth Returns

Contributes to
Enhanced Shareholder

Value
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* Pursue accretive acquisitions
Allow private purchases to build relationships
with new manufacturers

OEM resistance to public ownership model
Limited growth opportunities
Low trading multiple compared to US peers




ACQIShare Performance ‘
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Improvement in share price of 124%

Average daily trading volume of approximately
27,000 since strategy change versus 13,500
over same period prior to change




4 i h\ both new and

Pot ; tial growth opportunltles exceeding

Management s expectations since June of 2011

Potential to add more dealerships

Improvement in trading multiple allows future
acquisition opportunities to be more accretive

Continued improvement in liquidity of shares
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Auto Dealership Business H o
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Clarus Securities Inc.
Kelvin Cheung, CF

N SECURITIES INC.




