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" 40 Years of Technology Innovation, M&A & Growth
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1975 -
Founding:
John Griffin

founded
Addison Lee
and worked to
establish
licensing of PH
operators

Early 2000s ~
Branding:
Added logos
onto PH
vehicles, 2,000
cars advertising
Addison Lee

Mid 2000s -
Began M&A
Rollup:
Acquisitions of
Anderson
Young /
Blueback /
Premier / Lewis
Day

Late 2000s —
Technology:
First to
introduce GPS
tracking, auto
allocator,
mobile app

2013 -
Investment:
The Carlyle
Group acquires
majority stake
in Addison Lee

2014 -

International:
Two major
international
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a
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“Addison Lee Offers a Wide Range of Vehicles and Services

Classic Galaxy Hybrids cars International car journeys L.uggage forwarding
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Executive cars
- -,

Chauffeur cars

Taxyhikes




{1 Large and Growing London Market

Large and Growing London Market
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Bl The market is Weighted Towards the B2B Segment

London Taxi Market Segmentation
£1.1bn (40%)

£1.6bn (60%)
Black Cabs
£0.9bn (35%)

(£ in bn, 2013)

0.5
0.4

Aiddng

PHV
Operators
£1.8bn (65%)

B2C |

B2B

Demand

The London B2B market is worth £1.6bn, of which ¢.70% is served by PHV operators

Source: Commercial VDD

PHV = Private Hire Vehicles
adcﬁsonllee



Bl Addison Lee is the Scale Player in a Fragmented Market...

Fragmented London Taxi Market, 2013 Addison Lee - the Scale Player(!
#000s of vehicles by operator "
oddls%@ c.4,500 @
51.9 225
Gddi% Tristar 350-500
Next 10 ®» c.10x larger than next player
PHYV players Green Tomato 250-500 » Larger than the next 10 PHV
operators combined (3.6k)
Keen Group 250-450
Brunel 200-450
Other PHV
Players
(c.2,000) Parker 300-435

Climatecars 150-330

PHVs Black Cabs GLH 265

» 70% of London vehicles are PHVs, with the remainder owner-

driven Black Cabs Carey 250
» The PHV segment remains highly fragmented, with smail

operators (with an average of 25 vehicles) representing c.85% of Cabot 250

the total London PHV fleet
» Addison Lee is the only player of scale and has been the only Black Car | .

consolidator in recent years Service

Addison Lee has 9% market share, with significant opportunity to take further market share from the ¢.2,000

smaller PHV operators which account for ¢.85%, of the London PHYV fleet

Source: Commercial VDD
Market eslimates based on publicly disclosed information 5

1
52; Excludes courier vans snd bikes
addisonjilee



El The Business is focused on the B2B segment

» Fleet of c.4,500 vehicles()
» Unique ability to meet large company service and quality requirements

Who are Our Customers? What do they Want? What Addison Lee Delivers

» Proven service capability

Ground Transport &
Procurement

Finance

CSR & HR

B2B Customer’'s Stakeholders

Secretarial / Booking
individual

End User

Price

Account management

Mi / billing systems

MI / billing systems —
compliance

Link to invoicing system for
accounts

Benefit / expense
management

Driver quality and training
Rapid response times

Environmental credentials

Ease of booking

Proven service capability

Reliability and consistency of

service

Driver knowledge and quality

>
>
>
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Largest fleet density

10 minute SLA (contracted)

99% “on-time” (at correct pick-up)

Up to 30% cheaper than black cabs

Pre-agreed fixed fares

Dedicated account manager for top ¢.270 accounts

Bespoke and timely billing and expense management reports

Ability to capture cost and project codes

Pre-agreed fixed fares

Bespoke and timely billing and expense management reports
Reporting solution installed beyond key customers firewall

Suited, professional, well-trained drivers

Uniform fleet of well-maintained and clean cars help to ensure
employee safety

“Green’” fleet (e.g. Priuses) and minimum “dead mileage”

Easy to use and rapid booking
Multiple booking channels, in particular voice

10 minute SLA (contracted)

Largest fleet density

99% “on-time” (at correct pick-up)

Uniform fieet of well-maintained and clean cars
Suited, trained drivers

AiAnisuag adld

Unique capabilities required to serve a complex B2B customer base and to meet the requirements of multiple

stakeholders, who value (first and foremost) quality of service

Source: Company information, Commercial VOD

(1) Excludes courier vans and bikes
oddi&lee



E1...And is the Preferred Supplier to a Large
Professional Services Sector in London as a Result...

Addison Lee Performance Against KPCs & Delta to
Score /5

Ease / speed of
booking process

Ease of payment

How well car is driven

Pre-book
guaranteed car

Transparent pricing
Telephone booking

Quality of car

Driver's attitude
and appearance

Pre-agreed price

Journeys linked
lo expense accounts

Clean car

Posl-booking
communications

App booking

Car environmental
friendliness

Source: Commercial VDD

Note: Basedona passenger / end user survey of 603 respondents
odcﬂ%e
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-Compeﬁlor outperforming Addison Lee

Addison Lee is very well rated by business users on all measures on an absolute basis and when
benchmarked against its B2B competitor set




nDifferentiated Business Model, Delivered Through a
Unique End-to-End Business Process

. Quality
Customer E Bookin c Qllocatlon . . Billing & Control &
Acquisition 9 Reporting Feedback

Dispatch

Scale Enables Investment

Dedicated
Self Employed Drivers Customer
Application Efficient Services
Brand Automated Team
Strength_, Booking System % f 4 Automated
Lealld; to l-(l;gh Web Site » o Billing & Dedicated
E: o:’r'i‘es g € § CrBorey —
SEE Prioritisation and % ® £ e Management Monitoring
Call Centre Support of B2B £l |§ 2 A
Clients = |a @ s (|5 _
¥ ~||€ = O & Dedicated
Proactive % & = Account
e —_ . , s S Management
Customer: Enables Market Leading ! a :
Marketing Investment Response Times : v
\ 4
Owned and
Mainiained | piiver | Jnsurance Corrective Action
Fleet Trainin and Claims [Training
¢.4,500 9 Management 9
Vehicles("

Addison Lee is unique in having a fully integrated end-to-end service for customers, with fulfilment executed

by self-employed and highly incentivised drivers

(1) Excludes courier vans and bikes 8
oddis%




Bl The Company is Well Placed to Meet Both Customer

Demands and Driver Needs
Addison Lee’s Business Model Optimises Supply / Demand Needs

Unique Business Model

Unique Value
Proposition for Customers

Compelling Proposition

Generates Demand -
for Drivers

Highly consistent and Stable and predictable earnings
always on time
c titi . Flexibility of hours through 7-day
Ll Al mixed B2B / B2C job profile
Ease of access: vehicle, service,
insurance all provided

Account management and Ml Provides Qua lity Supply Training and career progression

Total booking flexibility

Virtuous circle built around a business model able to match complex customer demands

with driver supply to support growth — with significant benefits derived from scale

9
addisonjlee



Bl Which Delivers Attractive Economics for All
Stakeholders

Competitive Pricing for B2B High Levels of Profitability for
Customers Attractive Drivers Economics Addison Lee

(£)
B £/Mile for 2-7 Mile Journeys I Weekly Pre-Tax Driver Take Home Pay("

(£)

N 27.2%
490 FY14
EBITDA
- margin
Example Mid-
Size Customer
UberX c.380
Example Large PHV
Average
Customer FY13
Professional EBITDA
PHV margin
(Mid-Size
Customer
. PHV ¢.300
Black Cab -
Hailed (B:Iaab(:k
Latest
Black Cab - Black Cab 540  reported
Radio Circuit EBIT
(Dialacab) margin

N Post fuel and car costs



Bl Addison Lee Delivers What Drivers Want

Who are our drivers?

What do they

want?

What Addison Lee delivers

Demographic
» ¢.99% male
» c.46 years old

» International

Tenure
» 4.4 years with Addison Lee

» >10 years in the industry

Employment
» Self employed
» Incentivised to complete a

high number of jobs each
week

o e e e e e e e e e e e S e e

Earnings
Power &
Predictability

Flexibility

Training
& support

v

v v vy

v

Potential to generate stable earnings per week throughout the year
—  Addison Lee drivers earn more than UberX drivers

Access to continuous supply of jobs across the day and week, with minimum
downtime and dead-mileage

- Mixed B2B / B2C job profile means 24/7 work
-~ Unbiased allocation with ability to pre-book jobs to / from home

Ability to enhance weekly earnings by increasing driver hours

Fully-serviced car to maximise time on road (e.g. replacement car, servicing /
MOT, insurance, claims handling, PCO license, etc)

Benefit from scale buying power of Addison Lee

—  Competitive vehicle rental scheme

- Large discount (c.20%) to market for insurance, car wash, etc.
No minimum term car lease commitment

No defined shift patterns

Ability to self-manage workflow through the portal

Ability to earn bonus free weeks and bonus points

24 hour team to support drivers with queries, directions, vehicle issues,
administration, PCO licensing etc.

Driver induction covers Customer service, Working Efficiently and
Technology Introduction

Driver knowledge school to bring new drivers into the industry (e.g. Job
Centre Plus program)

5 month Driver Diploma qualification (accredited by People First) to develop
experienced professional drivers

Highly compelling proposition to self-employed drivers who value high and predictable earnings, flexibility

and training and support

Source: Company information, Commercial VDD

cddisonllee
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Complementarity of B2B / B2C Customer
Demand ...

Jobs by Day of Week Jobs by Hour of Day
% # Journeys
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