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Confinued Strong Strong cash Scale
earnings Emerging Markets generation Distribution
growth performance FY DPS +14% acquisition in

South America

Growing from a strong, diversified base




DELIVERING ON OUR IGNITE STRATEGY

Lead in

e © Robust profit growth for Aftersales
and Used Vehicles

Invest to First scale Distribution acquisition in
accelerate
growth

To be the () > 20 years, and entry into Thailand

world’s most . .
trusted - stronger OEM relationships

automotive

Disiribqior & .
Retailer Good start to the multi-year

@ objective of leveraging our scale

Leverage Deliver full

our global potential on all

I . .
SCAie R @ Customer journey mc.pplng .
completed and new innovations
across the Group




TRACK RECORD OF EARNINGS GROWTH
SUPPORTING TOTAL SHAREHOLDER RETURNS
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EPS* +11% CAGR DPS +13% CAGR
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2012 2013 2014 2015 2016 2012 2013 2014 2015 2016

Note: * adjusted EPS, pre exceptional items



SUMMARY INCOME STATEMENT

2016 2015 CHANGE CHANGE
£M £M ACR CCR
Sales 7,838 6,836 14.7% 7.6%
Operating profit* 359 325 10.6% 0.2%
Profit before tax* 349 312 12.0% 1.3%
Tax rate (%)** 25.2 24.0 -120 bps
Basic adjusted EPS (p) 59.6 52.1 14.4%
Dividend per share (p) 23.8 20.9 13.9%

Fixed cost review

. Goodwill and iPower
exceptional

impairment £48m

Acquisition costs £9m
charge £25m

* Pre exceptional items ** Effective tax rate



FINANCIAL DISCLOSURE CHANGES
TO ALIGN WITH IGNITE STRATEGY

Gross profit by Four geographic regions
value driver Asia, Australasiaq,
Vehicles and Aftersales UK & Europe, Emerging Mkis
Reporting aligned with the Ignite Leveraging our
strategy: ‘Deliver full potential on scale in Asia and

all our revenue streams’ clarity of reporting




DISTRIBUTION

2016 2015 CHANGE CHANGE

£M £M ACR CCR
Revenue 3.398 2,897 17.3% 51%
Trading profit 283 267 6.0% (5.0%)

Trading margin%  8.3% 9.2% -90 bps

/3% of Group

43% of Group
Trading profit

Revenue

Note: All numbers at actual exchange rates

SUZUKI

TRADING PROFIT MIX




RETAIL

2015 CHANGE CHANGE
£M ACR CCR

2016

£M

Revenue 4,441
Trading profit 106

Trading margin %  2.4%

3.939 12.7% 9.6%

88 20.4% 16.4%

2.2% +20 bps

57% of Group

Revenue

Note: All numbers at actual exchange rates

27% of Group

Trading profit

TRADING PROFIT MIX




NEW VALUE DRIVER DISCLOSURE
AFTERSALES AND VEHICLES

GROSS PROFIT MIX

GROSS PROFIT YoY

(EM) CHANGE
2016 CCR
Vehicles 679 0.2%
@e®
L Aftersales 400 4.0%
GROUP Total 1,079 1.5%

( Vehicles 62.9% (-1.0% YoY)

@ Aftersales 37.1% (+1.0% YoY)

Aftersales leading growth in 2016




GROUP OPERATING PROFIT

(+13%)
360 -
(+25%)
350 -
(YoY +9%
c 340 - profit (+9%)
330 -
320
310
8.6% 2.4% 6.9% 7.2% 4.6%
Margin
-70 bps -10 bps +50 bps -20 bps -10 bps

Note: All numbers at actual exchange rates



AUSTRALASIA
RESILIENT PERFORMANCE DESPITE CURRENCY HEADWINDS

NEW MARKET SHARE RECORD SUCCESSFUL LAUNCH TRANSACTIONAL FX
for new generation
Subaru Impreza

Subaru Volume +8% H1 16: Yen GM neutral

MarketShare +20 bps (4.0%) W December 2016 72 1EE i (E0%) CerEie

REVENUE
+5%

TRADING PROFIT
+1%
7.2% Margin (-20 bps)

Note: All numbers at constant exchange rates



ASIA
CHALLENGING HK, PARTIALLY OFFSET BY STRONG SINGAPORE

STRONG CHALLENGING MARKET ASIA
PERFORMANCE ENVIRONMENT IN HONG KONG COMBINATION

IN SINGAPORE .
Gross profit growth Mkt volume -21% — Leveraging our

. regional scale
across all value drivers Market share leadership

= Sacp’

REVENUE
-1%

TRADING PROFIT

-9% =

8.6% Margin (-80 bps) =
S) e

AT
Note: All numbers at constant exchange rates e



UK & EUROPE
STRONG TOP-LINE GROWTH

IMPROVED UK PERFORMANCE STRONG PROFIT GROWTH
IN EUROPE

Growth across all value drivers
Good profit growth for Used and Aftersales Broad based 2016

UK (ex IFS) profit +4% YoY performance

REVENUE
+12%

TRADING PROFIT
+6% e L
2.4% Margin (-10bps) =

Note: All numbers at constant exchange rates



EMERGING MARKETS
STRONG BROAD-BASED PERFORMANCE

PROFIT GROWTH ACROSS IMPROVING TREND IMPROVING RUSSIA
ALL EM REGIONS IN SOUTH AMERICA PERFORMANCE

Chile & Peru Luxury Vol* 2015 trading loss £2.0m

SOLID PROFIT GROWTH HI 1% YoY

2016 tradi fit £0.4
IN ETHIOPIA HO 121% Yo rading profi m

REVENUE
+10%

TRADING PROFIT
+17%
6.9% Margin (+40 bps)

Note: All numbers at constant exchange rates. * BMW, Mercedes & Audi



OVERHEADS AND GROSS MARGIN
GOOD FIXED COST LEVERAGE

OVERHEADS 9.2% Fixed cost Site / IT
OF SALES, -50 bps YoY leverage investments

Gross Margin Bridge

15.0%
14.5%
(40 bps)
14.0% +10 bps
20 bps
13.5% 13.8%
13.0%

2015 Australia FX Vehicles Mix ~ New Car Margin Aftersales Margin 2016
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FIXED COST REVIEW UPDATE

Leveraging our global scale
Eliminating cost duplication

Consolidating support functions

« Addressing uneconomic sites

£35m fotal cost
£25m 2016 cost

Cash phased
2017 & 2018

Pay back
expected
over 2 years

16



INCOME STATEMENT REVIEW
o 2016 2015 \/\/O\/é/ XSS

£M £M
Trading profit 388.6 354.7
Cenfral costs (29.5) (30.0) Inferest cost
Operating profit 359.1 324.7 up to £‘I 9 m
Operating margin 4.6% 4.7% (excl. mark to market)
Finance charges / JVs (9.7) (12.6)
Profit before tax 349.4 312.1
Tax (88.0) (74.9)
Tax % 25.2 24.0 Tax rate
Minority interest (Ml) (6.9) (7.1)
Profipf’rer Ml 254.5 230.1

Refinanced USPP £210m

(7,10, 12 year tenors)

Note: All numbers oqfuol exchange rates and pre exceptional items




OPERATING & FREE CASH FLOW ~ “*

OPERATING CASH FLOW 2016 2015 FREE CASH FLOW 2016 2015 2017
£M £M £M £M GUIDANCE

Operating profit 359.1 324.7 Operating cash flow 386.0 328.4 U nder|Ying
capital

Depreciation / amortisation 52.9 48.5 Net interest (11.7) (17.4) .
expenditure

Working capital (21.9) (32.8) Taxation (99.5) (69.6) £75 m

Pension 1.9 2.7 Non controlling interest (12.2) (10.2) £25 m
additional

Other* (6.0) (14.7) Net Capex (72.1) (53.6) Spend

Operating cash flow Free cash flow

2016 YE
Net Cash

£27m

Conversion Conversion

FX Gain / (Loss)

Note: All numbers at actual exchange rates. * Excludes payments (£3.2m) in respect of exceptional items
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STRATEGIC UPDATE
GOOD PROGRESS IN YEAR ONE

Lead in
customer
experience

Performing well against each objective

Invest fo Confident in the long-term potential to

accelerate

growth To be the drive value creation from each one

world’s most

trusted
automotive

Distributor & Strategic objectives link and
Retailer strengthen each other

Lo o e Improved disclosure to gauge

scale our revenue

sheams performance against

20



50 YEARS OF PARTNERSHIP
WITH TOYOTA GROUP IN 2017/

Relationships
in 16 markets and
across four continents

] - \ b Delivering long-term
T : o sustainable growth

21



)|

BECOME THE OEM’S
PARTNER OF CHOICE

i\7 RELATIONSHIP
@D QUALITY
Increasing the quality

of relationships we have
across our OEMs

ra\ PERFORMANCE

Consistently delivering

our OEMs targets

2016

Mapped relationships by market by brand

Established development teams to
coordinate our global and local
relationships

Understanding OEM targets
regionally and globally

Aligning our performance tracking
to OEM standards

Understanding the OEM strategy
and reflecting this in our actions

Driving mutual value creation

22
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STRONG OEM RELATIONSHIPS
A STRATEGIC ENABLER
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INVEST TO ACCELERATE GROWTH
SCALE DISTRIBUTION ACQUISITION

Owned Sales & Service sites (independent)

Aftractive business, creating P -
a scale Distribution presence Q sﬁu 11 (6) @ 16 (7)

. ) COLOMBIA
in South America for long-
standing partners

. . ©) &2 44
Accretive to earnings in PERU i
Year 1 and enhances
Group operating margin

& 2 32 € 4o

Committed to ensuring @ CHILE
smooth transition process
with a continued focus on N ,

. — <) $
operational success & 1014 sufua 107

ARGENTINA




STRUCTURAL GROWTH POTENTIAL
GOOD TIMING FOR SOUTH AMERICAN EXPANSION

CHILE
+3.3%

7% CoLOMBIA
W +6.2%

L ARGENTINA
‘ +2.3%

2016E - 2021E TIV CAGR

New Automotive consumers
as middle classes expand

Stabilising / improving
commodity price environment

Greater political stability -
supportive of investment
and growing consumption

Pent up demand from
weakness in recent years

25



Mercedes-Benz of Warrington
Express Servicing
| Double the attention, half the time.

H1 Aftersales H2 Aftersales
Gross Profit Gross Profit

+7% YoY +15% YoY

Express services implemented July 2016
at Mercedes-Benz Warrington
- Detailed mapping of site processes

to optimise efficiency
- Two technicians per vehicle while customer waits

Opportunities

- Roll out across more UK sites and brands

- Global: remove more capacity constraints
and increase utilisation

- Leverage skills across countries and brands
for this high margin revenue stream

Success with customers
Aftersales mystery shopper score +7% YoY

26



P USED VEHICLES SUCCESS IN THE UK

+26% YoY

RANGE ROVER 4.4 SDV8 VOGUE
4DR AUTO £48,000

2016 UK Used Gross Profit '
-ll‘

£879.05:~ -
Adjust your pay

Call 01603 943771

2016 OPPORTUNITIES
- Dedicated Used - Improving pricing
sales teams models
- Reduced UK stock - Improving digital
"""" s —— position presence
°°°°°°° - Retailing high quality - Continuation of
PCP returns high-quality PCP

returns to sell

27



< LEVERAGE GLOBAL SCALE

Annualised procurement savings

@ DRIVING of £7m identified in 2016
EFFICIENCY FROM (IT, Mediaq, Property, Consumables)
COST BASE OUR 29 MARKETS Leveraging our scale in Asia and

Europe, fixed cost review

g Bonus structure change
BETTER 70:10:20, local : one-up : Ignite
REVENUE AND SHARING OF

GROSS MARGIN KNOWLEDGE Digital platforms created fo
support knowledge sharing

28



LEAD IN CUSTOMER EXPERIENCE

MAPPING THE CUSTOMER JOURNEY...
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DIGITAL SHOWROOM OWNERSHIP
EXPERIENCE | EXPERIENCE EXPERIENCE
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{:} ldentifying areas to improve (systems, processes, people)
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. ENHANCING OUR

& suBaRU Vehicles  Why Subaru  Offers  Owners~  Buyers Tools+  Used Cars

Confidence in Motion

1

Create Account

M r
Buy online? It's easy. Impreza 2.0i Sedan
Lineartronic CVT | Crystal White Pearl
Black Cloth

d new Subaru entirely online, in your own time. It's just

we're helping Australians do more and get more out of life. Enjoy. $28 493
r RDP

In just three easy steps, you can complete your order and soon be a proud Subaru owne;

rder your

Step 1. Create your account and choose your delivering Subaru Retailer sza.590
$3.397

Step 2. Pay your deposit. Minimum deposit is $1000. We accept Visa, AMEX, and
o STI Front Under Spoiler $755

Mastercard ”

Front Grille $544
Step 3. Review and approve your contract, plus add any special requests jer Spoiler $440
Spoiler (black) $741
You'll then be able to log into your account any time and track the progress of your Luggage Pod Motion 200 $807

order, download your contract and more

y Government Charges
Already have an account? Login r ! -

. © Get Used Car
Enter your details " Valuation

Which ane are you?

© 2person

() Acompany

MOTORSHOW SPECIAL

Mctcrsiem Sracoumt

230% SPECUL MTEREST RATE i ven

DIGITAL CAPABILITIES

New digital offers for vehicles in
Australia and Singapore

Successful trial for service reminder
automation with Salesforce.com

. Service

Reminder
Next Tuesday

[15Minutes _________|

Dismiss

30
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LOOKING AHEA
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2017 OUTLOOK

Portfolio of markets support growth opportunity
- Increased Emerging Markets presence
- Slower New Vehicle trend expected in some markets

Leveraging scale & cost review to enhance profitability

Continued growth in Aftersales and Used Vehicles
- Expansionin 1-5 year Car Parc
- Focus under Ignite strategy

YEN: AUS $ to act as a transactional FX headwind

RESILIENT
CONSTANT
CURRENCY
PERFORMANCE
EXPECTED

IN 2017

32



CONCLUSION

¢

Predominantly

Distribution in

Asia Pacific &
Emerging Markets

Strongly cash
generative
business model

Driving performance
for our partners and Significant growth
creating value for opportunities from
shareholders our Ignite strategy

T
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NEW GEOGRAPHICAL BREAKDOWN

AUSTRALASIA

(NO CHANGE)

Australia

New Zealand

ASIA

Brunei
China
Guam
Hong Kong
Macau
Saipan
Singapore
Thailand

UK &
EUROPE

Belgium
Bulgaria
Estonia
Finland
Greece
Latvia
Lithuania

Luxembourg
Macedonia

Poland
Romania
UK

EMERGING
MARKETS

Argentina
Chile
Colombia
Dijibouti
Ethiopia
Peru
Russia

Previously EM




DISCLAIMER

The information and opinions contained in this presentation are provided as at the date of the document.

Certain statements in this presentation, particularly those regarding the future prospects of Inchcape plc
(“Inchcape”), returns, pricing, acquisitions, divestments, industry growth or other tfrend projections are or may
be forward-looking statements. These forward-looking statements are not historical facts, nor are they
guarantees of future performance. Such statements are based on current expectations and belief and, by
their nature, are subject to a number of known and unknown risks and uncertainties which may cause the
actual results, prospects and developments of Inchcape to differ materially from those expressed or implied by
these forward-looking statements.

Except as required by any applicable law or regulation, Inchcape expressly disclaims any obligation or
undertaking to release publicly any updates or revisions to any forward-looking statements contained in this
presentation to reflect any change in Inchcape’s expectations with regard thereto or any change in events,
conditions or circumstances on which any such statement is based.

All information in the presentation is the property of Inchcape plc and may not be reproduced or recorded
without the written permission of the company. Nothing contained in the presentation constitutes or shall be
deemed to constitute an offer or invitation to invest in or otherwise deal in any shares or other securities of
Inchcape plc.

e N
© Inchcape 2017. All rights reserved. Proprietary and confidential information. No unauthorised copying or

reproduction. Inchcape and the Inchcape logo are the registered tfrademarks of the Inchcape Group.

The information contained in this presentation has been obtained from company sources and from sources
which Inchcape believes to be reliable but it has not independently verified such information and does not
L guarantee that it is accurate or complete.

J
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