COOPER TIRE & RUBBER COMPANY

OUR BUSINESS

Cooper specializes in developing, manufacturing and marketing products
for the transportation industry.

OUR PRODUCTS

AUTOMOTIVE GROUP: TIRE GROUP:

Fluid systems Automobile, truck and motorcycle tires
NVH control systems Inner tubes

Plastic trim Tread rubber and retreading equipment

Sealing systems

OUR CUSTOMERS

AUTOMOTIVE GROUP: TIRE GROUP:

Appliance manufacturers Independent tire dealers

Aviation industry Mass merchandisers

Vehicle manufacturers Regional retail chains
Retreaders

Wholesale distributors
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FINANCIAL HIGHLIGHTS

(Dollar amounts in thousands except per-share amounts)

1997 1998 1999

Operating Results

Netsales ... $1,813,005  $1,876,125 $2,196,343
Operating profit .............................. 208,678 209,535 239,080
Income before income taxes ...................... 194,792 198,217 215,497
Netincome ..., 122,411 126,967 135,474
Basic and diluted earnings per share ............ 1.55 1.64 1.79
Dividends pershare ...................cooi .35 .39 42
Financial Position

Working capital ................................... $ 354,281 $ 376,485 $ 549,563
Long-termdebt ... 205,525 205,285 1,046,463
Stockholders’ equity ....................... 833,575 867,936 975,634
Stockholders’ equity per share ................... 10.58 11.45 12.87
Other Operating Data

Capital expenditures ............................... $ 107,523 $ 131,533 $ 149,817
Depreciation ... 94,464 101,899 120,977
Returnonsales.......................oco 6.8% 6.8% 6.2%
Return on beginning invested capital* .......... 24.4% 20.5% 22.4%
Return on beginning equity ...................... 15.6% 15.2% 15.6%
Long-term debt to capitalization ................. 19.8% 19.1% 51.8%
Currentratio ... 2.8 3.0 2.4
Number of shares outstanding (thousands) .. .. 78,760 75,791 75,810
Number of stockholders ........................... 5,281 4,809 4,801
Number of employees ............................. 10,456 10,766 21,586

*Earnings before interest and income taxes divided by long-term debt plus stockholders’ equity.
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TO OUR STOCKHOLDERS:

During 1999, Cooper Tire & Rubber Company took
bold steps to move our company forward. In the
process, we achieved record sales and earnings.
This is a tribute to the focus and determination of
the dedicated Cooper people all over the globe...
people who made our strategies work!

Net sales for 1999 reached a record-setting level

of $2.2 billion, of which our acquisitions contributed
approximately $188 million. These sales were 17.1
percent higher than 1998 and continue our tradition
of outperforming our industry in both automotive
products and tires. Our growth in the North
American replacement market for light vehicle
tires outpaced the industry by almost a two

to one margin during the year.

Net income was also a record-setting $135.5 million,
an increase of 6.7 percent over 1998. Earnings per
share also set a company record at $1.79 per share
which was an increase of 9.1 percent over the

prior year. This profitability was the result of

new products, increased sales and a continuous
focus on cost reduction. We also increased

cash flow (EBITDA) to a record $363.4 million.

We utilized our excellent balance sheet this past
year to fund acquisitions and grow our business
organically. At year end, our debt-to-total capitali-
zation ratio was 52 percent, which is very comparable
to or even lower than others in our businesses.

The Cooper 21 strategic plan set specific goals

for the growth of our company’s core products:
tires and automotive products. The events during
1999 allowed us to gather the resources necessary
to meet these goals and to be competitive around
the globe with automotive products and strengthen
our tire position in selected markets.

Net sales
- $2,196,343

Earnings per share
_ $1.79

$1,876,125
$1,813,005

1997 1998 1999 1997 1998 1999

January 1999

In January, we announced the purchase of Dean
Tire, a long-time, private label customer of the
tire group. Cooper was the sole supplier for this
distributor group. Our purchase gave us another
proprietary brand.

February 1999

In February, we entered into a strategic alliance with
Pirelli Tyres to become the exclusive aftermarket
sales agent for Pirelli Tire North America. This
agreement gave Cooper a tier-one brand to round
out our multiple brand offering in the U.S. market.
This arrangement provides revenue to Cooper
through commissions on sales of Pirelli tires and
the sharing of cost savings generated by purchasing
and manufacturing synergies, plus other benefits.
These are in addition to the expected benefit of
increased sales of Cooper-produced tires made
possible by the full multiple brand offering.

July 1999

In July, we signed an agreement to acquire

The Standard Products Company with total
annualized sales of about $1.1 billion. The combined
strength of the two companies makes Cooper the
largest manufacturer of automotive sealing systems
in North America. Standard also brings a significant
global presence to Cooper with its 38 manufacturing
plants in nine countries. With Standard also came
Oliver Rubber Company, a retreading business,
which was a positive addition for the tire group.
This acquisition was finalized in October 1999.

November 1999

In November, we announced our intention to
purchase Siebe Automotive, the fluid handling
division of Invensys plc, with annualized sales
of approximately $400 million. This division

Stockholders' equity

Net income per share

I $135,474 r $12.87

$126,967
$122,411

1997 1998 1999 1997 1998 1999



Tom Dattilo and Pat Rooney

specializes in manufacturing fluid handling
automotive components, modules and sub-systems
and will provide strong synergies when combined
with Cooper’s already successful hose operations.
We closed this acquisition on January 28, 2000.

To better manage and integrate these businesses,
we reorganized the company. In 1999, we created
a new, decentralized corporate structure to allow
each core product group to set targets consistent
with our strategic and financial goals, and
empowered each to use the company’s resources
in achieving those goals.

There are two operating groups within the company:
Cooper Tire, a manufacturer and marketer of tires,
inner tubes and retread products in the replacement
market; and Cooper-Standard Automotive, a manu-
facturer of sealing systems, NVH control systems
and fluid systems for original equipment automotive
manufacturers. Also included under this group is
a plastics division with annualized sales of about
$215 million. We are currently evaluating whether
the plastics division fits into the company’s long-term
strategic objectives.

We believe this new structure will enhance our ability
to manage our businesses more effectively and will
increase the value of our stockholders’ investment.

Both operating groups had strong financial results
in 1999 and set records in revenue and profits.
Cooper Tire achieved $1.6 billion in sales, an
increase of 7.8 percent over 1998. This included
two months of operations for Oliver Rubber.
Segment profits for the tire group for the year were
$176.4 million, an increase of 13.6 percent over 1998.

Cooper-Standard Automotive reported sales of
$643.6 million, an increase of 49.1 percent over 1998.
Included were two months of sales for Standard
Products. Segment profits for this group were
$62.7 million, an increase of 15.5 percent over

the prior year.

During the year we invested almost $150 million
in capital expenditures to improve operations.
Our tire group’s process improvement program,
Operational Excellence, continues to provide cost
savings and improvements in tire quality. The
implementation of Six Sigma strategy for our
automotive group minimizes waste and resources
while improving overall customer satisfaction
with our products and services.

In our tire group, we introduced several new

tires during 1999 targeted toward the fast-growing
SUV and light truck market. We launched our
multiple brand strategy during the year in which
we “package” our seven proprietary brands and
the Pirelli brand to meet the needs of all channels
and tiers in the replacement tire market. We
transitioned the Texarkana plant to a seven-day
operation during 1999 in order to meet our
customers’ demands for tires.

In our automotive group, we won the business for
several high-volume platforms for seals, hose systems
and NVH control systems. We also marketed our
first application for our ENVIsys noise cancellation
technology in the aviation industry.

During our reorganization process, we defined
Cooper’s commitment to the development of our
people with the creation of the Cooper Learning
Center, an in-house resource for education and
learning for Cooper people worldwide. This new
learning center will help advance us as a learning
organization--one continuously moving forward
for the benefit of all our people and customers.



We believe this new addition speaks volumes about
our future. We must continue to be ready for change
in products, markets and environments and learning
is a critical aspect of our ability to capitalize on
opportunities that change will bring.

During the year several people were promoted.

Bill Klein was named to the position of senior vice
president of global manufacturing. Bruce Smith
was named vice president of manufacturing services
and assigned to lead the Cooper team assisting
with Pirelli’s Hanford, California plant activities.
Jim Kovac was promoted to the position of vice
president of Tupelo, Mississippi operations.

Jim Geers was named vice president of human
resources for the corporation.

In the reorganization structure announcement
made in late October, these division heads were
identified: Rod Millhof, president, global sealing;
Frank Burnside, president, North American sealing;
Brian Batey, president, European sealing; Paul Gilbert,
president, NVH control systems; Ted McQuade,
president, plastics division; John Fahl, president tire
group and president North American tire division;
Larry Enders, president, Oliver Rubber; Rod Pottow,
vice president of European tire operations.

At year end, Bill Hattendorf, our treasurer, retired
after 36 years of distinguished service to the company
and was replaced by Steve Schroeder, formerly
assistant treasurer for the company. Chuck Nagy
was appointed as assistant treasurer. Two additional
corporate appointments were made. Kathy Diller
and Dick Jacobson were named to the newly
created positions of assistant corporate
secretary/assistant general counsel.

During the November, 1999 board meeting,

Ron Roudebush, former vice chairman and chief
executive officer of The Standard Products Company,
was elected to the board of directors for a term
expiring in May 2000.

We revised our executive compensation systems
to establish an even greater link to drivers of
shareholder value. In 2000, significant amounts
of incentive compensation are dependent upon
achieving target returns on invested capital and
cash flow generation.

The year 1999 was the beginning of new opportunity
for Cooper Tire & Rubber Company. We are

25,000 people strong today with 77 facilities in

13 countries, and we should exceed $3.5 billion in
sales in the year 2000. The Cooper 21 strategic plan
provides a clear course for our future and we will
continue to execute the plan. We have the right
management team in place to integrate acquisitions
and we have core products to continue growth.
These are exciting times.

We know there is a great deal of competition these
days for investors’ dollars, so we appreciate your
investment. We are working very hard to fulfill our
purpose—to increase the value of your investment.
Our plans have resulted in record sales and earnings
in the past, and we are confident of a bright future.
Thank you for your support.

ot

Patrick W. Rpéney

Chairman of the board and chief executive officer
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Thomas A. Dattilo

President and chief operating officer

At the February 8,
2000 board meeting,
| announced my
intention to retire on
my 42nd anniversary with the company and
I also intend to resign from the board of directors.
Tom Dattilo will succeed me as chairman of the
board, president and chief executive officer as
of April 28, 2000.

I sincerely believe the future is bright for Cooper
Tire & Rubber Company as our people enter the
new millennium with our successful past
guiding our future promise.

P

Pat Rooney



Who We Are

For the past two years we have been communicating
our corporate strategic plan, known as Cooper 21.
While specific goals may be modified over time,
our purpose stays the same: to earn money for
shareholders and increase the value of their
investment. Our strategic intent is to:

= Strengthen our position in North America

= Become a premier global supplier

= Meet or exceed customers’ expectations

= Be a low cost manufacturer

* Maintain a high level of trust

= Enhance stockholder value

A commitment to these goals permeates the entire
organization, even as the number of people at Cooper

SEELNE

more than doubled in 1999. Although the Cooper
team now speaks eight native languages, we are
unified in the understanding of our responsibilities
to our customers and our shareholders. As a team
we know we must:

= Increase shareholder value

= Grow the company

= Control costs, improve margins

= Provide freedom to learn and develop

= Plan effectively

= Encourage creativity

= Delight our customers

= Buy from the best suppliers

= Communicate regularly and effectively

= Be good citizens

= Meet financial targets
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CORPORATE OVERVIEW (continued)

These principles have evolved from the simple Other significant accomplishments include:

creed established by our namesake, 1.J. Cooper: = moving toward integrating Cooper and

good merchandise, fair play and a square deal. The Standard Products Company. Initial

We are not abandoning these concepts, rather we activities included a formal restructuring of the
are using them as the foundation for our future company into two groups — Cooper-Standard
success. We pledge to our stockholders that we will Automotive and Cooper Tire — and announcing
continue to explore new opportunities, continue to the leadership within each group. Integration
improve our operations and manage our business efforts and identification of best practices continue
so we all benefit as we proceed thrOL_Jgh the next throughout the ranks of both companies.
century. Recent acquisitions have adjusted our - earning the ranking as one of the world’s top 10

business to an almost 50-50 balance between . . .
. . most respected engineering companies by the
the automotive and tire groups. . U , .
Financial Times, the world’s business newspaper,
New Structure in its December 1999 issue.

Automotive
Tire Group Group
Tires 49% 51% Sealing Systems
Tubes NVH Control Systems
Tread Rubber Fluid Systems
Plastics
- A
How We Are Doin - )

. . . 9 o . A product and technology agreement with the MacNeal-Schwendler
Setting goals is one thing, achieving them is another. Corporation was signed to create an advanced tire design and
In 1999, the Cooper team made significant strides modeling system to shorten the product design cycle, improve
in meeting many of the goals we set for ourselves product quality and lower costs. Tire designer Dave DeMars
in the Cooper 21 strategic plan. demonstrates a more widely-used tire design technology.

Some of these achievements made headlines:
» Cooper Finalizes Dean Tire Purchase
= Cooper Tire and Pirelli Tyres Form Strategic Alliance D - i [e—
= Cooper Tire & Rubber Company Completes
Acquisition of The Standard Products Company

= Cooper Tire & Rubber Company to Acquire Siebe
Automotive

CODDEERA TAE B FURRER COMPSMNY

The new corporate web site — www.coopertire.com — was

launched in August. The number of people visiting the Cooper
web site increased 62 percent after the new site was launched

in August. During the last five months of 1999 more than
26,000 visitors used the site’s dealer locator system to find their
nearest Cooper dealer.



e earning the Forbes ranking of fourth on its
Platinum List of consumer durables companies
in America. The ranking was a part of the
magazine’s Platinum 400 which appeared
in the January 10, 2000 issue.

e earning a second place ranking among the
rubber and plastics industries in Fortune’s list
of America’s Most Admired Companies, which
appeared in the February 21, 2000 issue.
Cooper moved up one place over last year.

= creating the Fluid Systems Division within
Cooper-Standard Automotive to accommodate
the acquisition of Siebe Automotive in January
2000. This group combines the Siebe organization
with Cooper’s existing hose and hose assembly
operations. Integration activities related to this
acquisition will continue throughout the year.

While publicity is great, we recognize that being
successful requires strong “behind the scenes”
activities to provide the substance for the headlines.
We realize that smart management, hard work and
team commitment will enable us to successfully
integrate our organization into a model company.

Where We Are Going

The Cooper 21 strategic plan was designed to direct
Cooper through the early years of the new century.
The Cooper team is keenly aware of the specific
actions it needs to take to ensure the company’s
growth and success. As we start the next century
we will strive to meet the following goals:

The Cooper culture will be fully implemented globally
= 40 hours per year education and training

= Continuous operating improvement through
Kaizen, Operational Excellence and Six Sigma

= People development through cross-fertilization
= Teamwork across the organization
= The customer is king

Cooper will be the best supplier to its customers in the
markets served

* >05% fill rate to replacement markets and
on time, every time to O.E.M.

= Benchmark for best practices
< Modularize for customer value

= Earn their business every day through
total satisfaction and new products

Cooper will be a leading supplier in its core businesses
and key regions

= Cooper will provide valued products regionally
and export to serve the customer

= Cooper will have critical mass in its chosen
markets

= Cooper people will be experienced globally

Cooper will concentrate on increasing the value of its
shareholders’ investment through meeting financial targets

= Sales growth >10% C.A.G.R. — 7% organic,
3% acquisition
= Return on invested capital >20% pre-tax
= EBITDA per share — continuous improvement
= Earnings per share — continuous improvement



Tl RE OPERAT' ONS (continued)

In the tire group, we are into our third successful
year of Operational Excellence, a structured “six
sigma” approach for continuous improvement.

By reducing process variation, we can reduce costs,
enhance quality and maximize efficiency. More than
200 employees have been trained to use statistical
tools and innovative thinking to enhance day-to-day
operations. One key benefit to this approach is the
ability to “transfer excellence” between manufacturing
facilities. Last year the Findlay plant had success
with a gum calender project that reduced the variation
in material gauge and on statistical-based centering
resulting in faster changeovers. This single project
yielded the tire group an annual savings of more
than $1.3 million. While short-term benefits include
project savings and product improvements, we
believe just as important are the long-term benefits
achieved through education, teamwork and a focus
on continuous improvement.

Randy Alge in the Findlay plant conducts a final inspection
of a passenger tire before it is taken to the warehouse for
distribution.
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Bruce Alexander, at the Athens technical center,
demonstrates Oliver’s latest tread builder which applies
precure tread rubber and bonding gum in one step to

a professionally-prepared and inspected radial

truck tire casing.

Oliver Retreading

The similar cultures between Cooper and Oliver
will help us expand the company’s presence in
the commercial truck tire arena — encompassing
both the retread and the radial medium truck
tire markets.

Our synergies include:

= both companies are known for quality
products and strong support of the
independent tire dealer

= Cooper’s technical expertise and mold-making
capabilities, along with those at Oliver, will
enhance the company’s speed-to-market
for the retreading applications

= Oliver’s long-term involvement in the
commercial truck tire industry, with its
capabilities for conducting field product
evaluations and marketing directly to end
users, will benefit the expansion in the radial
medium truck tire market

Oliver Rubber is among the leading providers

of retread materials and services in North America.
Oliver produces retread materials and process
systems, custom rubber processing and equipment
and molds. Primary customers include Oliver’s
distribution dealer network, trucking fleets,
Off-the-Road and other retreaders and original
equipment manufacturers of rubber products.

Oliver will continue to be headquartered in
Athens, Georgia, and be a part of the commercial
tire operation which is being led in Findlay.



