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These foundational achievements further enabled us to meaningfully scale our business in 2020. Ecommerce units were up 82% year-
over-year and Ecommerce gross profit was up 89% year-over-year.

I could not be prouder or more appreciative of our employees, our Pit Crew, without whom we 
could not have accomplished what we did. By remaining focused, working as one team, and 
keeping Vroom on track, they enabled Vroom to achieve these milestones despite the many 
personal and professional challenges brought on by the global pandemic. 

I would be remiss if I failed to acknowledge that the global pandemic was not the only challenge 
we faced in 2020. Our nation also experienced wide-spread social unrest after reeling from 
events that underscored the systemic racism and socio-economic inequalities that exist in our 
country. Our company and our employees were not immune to the pain and suffering caused by 
these events. At Vroom, we strive to create a workplace culture in which employees can bring 
their whole selves to work every day and we acknowledge and appreciate each other’s diverse 
backgrounds and experiences. Informed by these values, we conducted listening sessions to enable employees to share, reflect and 
discuss personal experiences, and we established a cross-functional Diversity, Equity and Inclusion (DEI) Committee to work with our 
Senior Leadership Team on improving DEI experiences and outcomes for our employees. With the leadership of the DEI Committee, 
we have undertaken a number of additional initiatives designed to help Vroom further live up to our values. While I am proud of the 
progress we have made to date, this is the beginning of a longer journey as we work toward achieving a truly diverse, equitable and 
inclusive workplace.

In addition to these work-force initiatives, we are committed to building a Board of Directors that mirrors the diversity of our 
customers and our communities. As we pursue this goal, I am pleased that we now have three female Board members, representing 
approximately one-third of our independent directors, and two racially diverse Board members, representing approximately one-
quarter of our independent directors. These highly accomplished and talented directors bring not only gender and racial diversity to 
our Board, but also diversity of backgrounds and experiences. They are critical to our goal of creating a highly effective Board with a 
robust mix of industry experience, financial acumen, objectivity, integrity and diversity of experience and perspectives.

• A highly successful initial public offering that added 
capital to our balance sheet, raised our visibility in the 
marketplace and opened up the public markets as an 
additional source of capital going forward 

• A well-received follow-on offering that enabled us to 
further strengthen our balance sheet and fuel our growth, 
as well as an enlarged floor plan financing facility with Ally 
Financial that enables us to scale our supply to meet our 
increasing demand

• The acquisition of CarStory, which brought industry-
leading technology and an incredibly talented group of 
individuals who will enhance our ability to buy better, price 
better, and optimize better

• The introduction of attractive lending alternatives for our 
customers across the credit spectrum via new preferred 
lending agreements with JPMorgan Chase Bank, Ally 
Financial and Santander Consumer USA

• The geographic expansion of our asset-light reconditioning 
network and the addition of a new third-party partner to 
diversify our resources, providing Vroom with high quality, 
distributed reconditioning capacity as we scale

• The accelerated roll-out of our last mile delivery services 
to enhance our customer experience, while also laying the 
groundwork to develop our own long-haul operation in 
2021 to drive quality, speed, and efficiency throughout our 
national logistics network

• Continued deployment of technology and data science 
to enhance our customer experience by improving 
our ecommerce platform and removing friction for our 
customers

• The growth of our workforce across all areas of the 
company while also expanding our third-party providers to 
add critical resources to service our customers 

LETTER TO OUR VALUED STOCKHOLDERS

I could not be prouder 
or more appreciative 
of our employees, 
our Pit Crew, without 
whom we could not 
have accomplished 
what we did.

Dear Fellow Stockholders,

2020 was an unprecedented year for Vroom and marked a pivotal turning point for our company and our investors. In the face of 
a global pandemic that disrupted all aspects of our lives and created disquieting uncertainty, we acted quickly and decisively to 
advance the safety and well-being of our employees, our customers, and our communities. While doing so, we also achieved major 
milestones that secured our financial strength and positioned us for long-term success. Among Vroom’s many achievements in 2020, 
I am particularly proud of the following:
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While we celebrate the many accomplishments realized in 2020, we acknowledge that there still is much left to do. As I discussed 
on our fourth quarter earnings call, we have four key operational priorities as we continue to scale our business and pursue our 
path to profitability. 

4

1

I believe that our continued focus on these four operational priorities will lead to improved unit economics and ultimately long-term 
profitability. As our throughput increases as the result of our investments, and the Vroom flywheel spins with increased velocity,  
I am confident we will turn our inventory faster, increase our operating efficiencies and improve our unit economics. 

I greatly appreciate the leadership and support of our Board of Directors, as well as the contributions of our Senior Leadership Team 
and all of our employees, as we build our customer-centric public company. I also am grateful for the continued confidence of our 
investors as we pursue our vision to build the world’s premier platform to research, discover, buy, and sell vehicles.

EXPAND AND AUTOMATE SALES OPERATIONS 

Over the past two quarters, we have invested heavily 
in both our sales and sales support organizations, 
nearly tripling the amount of staffing in those areas. 
We will continue to invest in and scale these teams 
proportionally to our growth trajectory to ensure that 
we are delivering a smooth and frictionless buying or 
selling experience to our customers.  At the same time, 
we are investing in technology and automation and 
committing the resources necessary to build an end-
to-end ecommerce check-out experience, which will 
reduce the need for incremental human capital going 
forward and result in better unit economics over time.

3 DEVELOP OUR LOGISTICS AND LAST MILE  
NETWORK CAPABILITIES  

Logistics is an area of increased investment for Vroom, 
as we continue to expand our logistics infrastructure 
and optimize our hybrid model. Our initial focus has 
been on improving the customer experience by rolling 
out our Last Mile delivery operations. The investments 
we are making in our transportation fleet and in the 
talent required to execute our bold initiatives are 
designed to not only enhance the customer experience, 
but also increase operating leverage as we scale our 
logistics infrastructure in relation to our cost structure. 

FUEL DEMAND AND BUILD A NATIONAL BRAND  

Demand for the Vroom model remains strong 
nationwide, as evidenced by our continued record-
breaking ecommerce unit sales. Fueling that demand 
is our increasing brand awareness. We are continuing 
to invest in our national brand marketing to ensure 
consumers think of Vroom when they are in the market 
to buy or sell their next vehicle. Through our marketing 
efforts, we strive to engage consumers, bring them 
onto the Vroom platform, convert them into buyers and 
sellers and inspire them to become repeat customers 
and advocates for our brand. 

2 SCALE VEHICLE SUPPLY AND RECONDITIONING 
CAPACITY  

As we have developed integrated buying algorithms, 
enhanced by AI-powered analytics provided by 
CarStory, we are evaluating, pricing and buying 
significantly more cars in real time as we grow our 
inventory.  Similarly, reconditioning throughput is scaling 
well as we continue to expand capacity through our 
asset-light model which enables us to offer high quality 
used vehicles, while responding quickly and agilely to 
increases in demand and avoiding constraints on our 
inventory supply. Through our distributed network, 
we also are working to put our vehicles closer to our 
customers, thus enabling faster and more predictable 
delivery times and lower transportation costs.

Paul  j.  Hennessy
CHIEF EXECUTIVE OFFICER
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2020 BUSINESS
RESULTS

ECOMMERCE GROSS PROFIT ($000)  
& YOY GROWTH %

$22,425

$32,127

$60,861

2018 2019 2020

89%

43%

10,006

18,945

34,488

2018 2019 2020

82%

89%

$301,172

$588,114

2018 2019

$915,451

2020

56%

95%

VEHICLE RECONDITIONING 
CENTERS

ECOMMERCE UNITS & 
YOY GROWTH %

ECOMMERCE REVENUE ($000) 
& YOY GROWTH %

2
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% OF DELIVERIES 
VIA LAST MILE

EXPANDING LOGISTICS
BY END OF 2021, 30 LAST MILE HUBS EXPECTED TO SERVICE 50% OF DELIVERIES
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Paul  j.  Hennessy
CHIEF EXECUTIVE OFFICER

Scott  A.  Dahnke
CO-CHIEF EXECUTIVE OFFICER, L CATTERTON 
FORMER MANAGING DIRECTOR, DEUTSCHE BANK 
CAPITAL PARTNERS

Laura  W.  Lang
MANAGING DIRECTOR, NARRAGANSETT VENTURES, LLC
FORMER CHIEF EXECUTIVE OFFICER, TIME INC. 

Frederick  O.  Terrell
SENIOR ADVISOR, CENTERBRIDGE PARTNERS, L.P. 
FORMER EXECUTIVE VICE CHAIRMAN OF INVESTMENT 
BANKING AND CAPITAL MARKETS, CREDIT SUISSE

Robert  J.  Mylod,  Jr.
CHAIRPERSON OF THE BOARD
MANAGING PARTNER AND FOUNDER, 
ANNOX CAPITAL MANAGEMENT

Laura  G.  O’Shaughnessy
FORMER CHIEF EXECUTIVE OFFICER, SOCIALCODE, LLC

Adam  Valkin
MANAGING DIRECTOR, GENERAL CATALYST 

Michael  J.  Farello
MANAGING PARTNER, L CATTERTON 
FORMER EXECUTIVE, DELL TECHNOLOGIES, INC. 

Paula  B.  Pretlow
FORMER SENIOR VICE PRESIDENT, THE CAPITAL GROUP

CORPORATE 
INFORMATION
BOARD OF DIRECTORS MANAGEMENT

Paul  j.  Hennessy
CHIEF EXECUTIVE OFFICER

Steven Gropler
SVP GROWTH OPERATIONS

Dave  Jones
CHIEF FINANCIAL OFFICER

C.  Denise  Stott
CHIEF PEOPLE AND CULTURE OFFICER

John  Caine
CHIEF CONVERSION OFFICER

Peter  Scherr
CHIEF MARKETING OFFICER

Patricia  Moran
CHIEF LEGAL OFFICER

Mary  Kay  Wegner
CHIEF LOGISTICS OFFICER

Mark  E.  Roszkowski
CHIEF REVENUE OFFICER

Dennis  Looney
CHIEF SUPPLY CHAIN OFFICER

Jenny  Watson
CHIEF EXPERIENCE OFFICER

Investor  Relations
investors@vroom.com

Stock  Listing 
NASDAQ Global Select Market: VRM
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