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Important Notice and Disclaimer sgfieet. ¢

A better way to buy cars

The information in this presentation is general in nature and does not purport to be complete. It has been prepared by SG Fleet Group Limited (the “Company”) with due care but no
representation or warranty, express or implied, is provided in relation to the accuracy, reliability, fairness or completeness of the information, opinions or conclusions in this presentation. The
Company has not verified any of the contents of this presentation.

Statements in this presentation are made only as of the date of this presentation unless otherwise stated and the information in this presentation remains subject to change without notice.
Neither the Company, nor any Limited Party (as defined below) is responsible for updating, nor undertakes to update, this presentation. Items depicted in photographs and diagrams are not
assets of the Company, unless stated.

This presentation is for information purposes only and is not a prospectus, product disclosure statement or other offer document under Australian law or the law of any other jurisdiction. This
presentation is not financial product or investment advice, a recommendation to acquire securities or accounting, legal or tax advice. It has been prepared without taking into account the
objectives, financial or tax situation or needs of individuals. Readers should consider the appropriateness of the information having regard to their own objectives, financial and tax situation and
needs and seek independent legal, taxation and other professional advice appropriate for their jurisdiction. This presentation is not and should not be considered as an offer or invitation of
securities. In particular, this document does not constitute an offer to sell, or a solicitation of an offer to buy, any securities in the United States.

All dollar values are in Australian dollars ($ or AS) unless stated otherwise.

A number of figures, amounts, percentages, estimates, calculations of value and fractions in this presentation are subject to the effect of rounding. Accordingly, the actual calculation of these
figures may differ from the figures set out in this presentation.

Past performance and pro-forma financial information given in this presentation is given for illustrative purposes only and should not be relied upon as (and is not) an indication of the Company’s
views on its future financial performance or condition. Past performance of the Company cannot be relied upon as an indicator of (and provides no guidance as to) future Company performance.

This presentation may contain certain ‘forward-looking statements'. Forward-looking statements include those containing words such as: 'anticipate’, 'believe’, 'expect’, 'project’, 'forecast’,
‘estimate’, 'likely', 'intend’, 'should’, ‘could’, 'may’, 'target’, 'plan’, 'consider’, ‘foresee’, 'aim’, 'will' and other similar expressions. Any forward-looking statements, opinions and estimates (including
forecast financial information) provided in this presentation are based on assumptions and contingencies which are subject to change without notice and involve known and unknown risks and
uncertainties and other factors which are beyond the control of the Company. This includes any statements about market and industry trends, which are based on interpretations of current
market conditions. Forward-looking statements may include indications, projections, forecasts and guidance on sales, earnings, dividends, distributions and other estimates.

Forward-looking statements are provided as a general guide only and should not be relied upon as an indication or guarantee of future performance. Actual results, performance or achievements
may differ materially from those expressed or implied in such statements and any projections and assumptions on which those statements are based. These statements may assume the success
of the Company’s business strategies.

The success of any of these strategies is subject to uncertainties and contingencies beyond the Company’s control, and no assurance can be given that any of the strategies will be effective or that
the anticipated benefits from the strategies will be realised in the period for which the forward-looking statement may have been prepared or otherwise. Readers are cautioned not to place
undue reliance on forward-looking statements and except as required by law or regulation, the Company assumes no obligation to update these forward-looking statements.

To the maximum extent permitted by law, the Company and its related bodies corporate, officers, employees, agents and advisers (the “Limited Parties”):
- disclaim any obligations or undertaking to release any updates or revisions to the information to reflect any change in expectations or assumptions;

- do not make any representation or warranty, express or implied, as to the accuracy, reliability, fairness or completeness of such information, or likelihood of fulfilment of any forward-looking
statement or any event or results expressed or implied in any forward-looking statement; and

- disclaim all responsibility and liability for these forward-looking statements (including, without limitation, liability for negligence).



Market-leading Fleet Management
and Salary Packaging Group

= Diversified business, with leading position across both corporate
and salary packaging sectors

= Presence in Australia, New Zealand and UK

= Two strong brands

sgﬂ}
= High quality, diverse and well-entrenched customer base across

government and corporate I _r-\
. NIC

Diverse, fee-based revenue streams
A better way to buy cars

= Growth outlook well-embedded

¥

Transparent business model, highly visible revenue streams and clear growth path




Balanced Growth

Financials

ASm FY2015 1H2016
Revenue 171.4 93.3
Total Expenses (112.6) (61.0)*
Profit Before Tax 58.8 32.3*
Net Profit After Tax 40.5 19.7
Profit Before Tax Margin 34.3% 34.6%
Dividend 10.842 cps 5.223 cps

Market capitalisation ca. S1 billion

*: Excluding nlc acquisition costs
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Revenue Breakdown

Rental income 3% Other income
6%
32%
End of 6%\\‘ Management
. Lease and
income maintenance
income
20%
Funding
commissions 33%

Additional products
and services

Fleet size over 100,000 vehicles



What Drives Industry Innovation? sgiieet. 1€ )

Four Demand Trends

(1\5 Efficiency drive requires more sophlstlcated\
solutions

0 FIeet/transport optlmlsatlon objective is not new, but

___________________

_____________________

______________________

_________________________‘

2 S Cost vs. return remains paramount for \

customers

. IPenetratlon.of technology / telematics applications is

______________

________________

____________________

customer demands

A better way to buy cars

Key Differentiators

Wide range of relevant services

Extensive business area experience

Mature development approach

Wide range of industry expertise

Track record of achieved savings

Flexibility of solutions




What Drives Industry Innovation? sgfieet. 1€
Four Demand Trends (ctd.)

Key Differentiators
(3\5 Don’t just source and deliver the box — use \
the data

+  Telematics black box is a passive tool, not a'solutiontin High value-add
itself T
*  Applications must go lkié:y:c}b:c__l:r:e:b]é:c:e:fr:\gr__lflof manual True innovation

processes such as logbooks

e ——————————————
1
1

* iActive data use}is key to support multiple optimisation / Analysis expertise

\ ‘mobility applications

(4\ Mobility solutions and data flow / transacti%
frequency

«  Customers demand mobility alternatives:beyond Continuous solution development

__________________

Industry disruption iis creating a new landscape in terms Clear long-term strategy

______________________

Changing revenue profilesiwill include periodic fees and System flexibility

\ transactional income




SG Fleet’s Competitive Advantage S9eet nle

1. Innovation Culture

¥ ¥

Investment in scalable, efficient back- In-house development of customer-
end systems facing front-end

SG Fleet’s existing structure and innovation culture puts it in a
unique industry position to shape and profit from disruption




SG Fleet’s Competitive Advantage

2. In-house Development Capability

Ability to remain ‘on-strategy’

Not dependent on non-exclusive outside
providers

Flexible, tailor-made and ‘to spec’

Continuous evolution i.s.o. stop/start
innovation

High speed-to-market

Enhanced and protected

differentiation

T nl
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etter way to buy cars




SG Fleet’s Competitive Advantage
3. High Value-add Reputation

Built on core expertise [

Developed solution fits
real needs i.s.0. needs

created to fit sourced
solution

Quantifiable and

demonstrable
value-add

Core expertise widens in line with
innovation

~
Hands-on / in-life asset management
business model helps identify real
needs y

Feedback and business forums channel

~

customer input

continuous enhancement of value-add

In-house approach allows for

Expertise in translating data into new
solutions

SG Fleet’s fleet optimisation and
driver service track record is
unparalleled

(
“Fleetintelligence is fantastic...

& J
e N
“S10 million of savings and 67%

s_gﬂﬁt nlc )

A better way to buy cars

fleetinteligence
—

makes SG Fleet so much easier to
deal with than other lease
companies I've had to deal with.”

- Commercial bank

reduction in service overdue in 12
months, minimising WH&S risk
and operating cost.”

- Government agency

drivers _/efy

|nfeﬂrgenc:e

Penetration accelerating:
government customer sign-up for
1,000 drivers.



SG Fleet’s Competitive Advantage
4. Leading Edge with Clear Long-term View

SG Fleet is an active participant in the debate
about future mobility solutions
v’ Shared use
v" Energy source
v' Driverless
v Integrated mobility

Future-proofing current products/services

\ 4

Setting direction for product development

¥

Shaping greenfields strategy

S9eet nle

A better way to buy cars

Case Study: goget

v' Exclusive trial with
GoGet to offer
GoGet vehicles
and/or technology to
SG Fleet customers

v Natural progression

of current closed
environment offering
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Summary

Demand Trends
* Increased sophistication of available solutions

* Customers demand tangible optimisation results
* From data collection to active data use

* Mobility is here now

Industry Must-Haves
* Established presence and expertise across full range of services

e Tailor-made solutions
* High value-add, supported by innovation

» Capacity and capability to develop future solutions

SG Fleet’s Competitive Advantage
 Existing structure and culture supports disruption leadership

* In-house innovation creates permanent differentiation margin
e Track record of high-value add and customer service excellence

* First-to-market with new mobility solutions

f
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