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Inchcape: Group overview

Our business Our differentiators Our financials

Global scale ROCE

>25%

>40 markets
6 contfinents

Technology Cash conversion
Digital & Analytics > 607
O
leader
Leading global automotive distributor Specialist in higher growth markets Strong financial position (M&A firepower)

Long-term relationships with global OEMs Leveraging technological capability Afttractive capital allocation framework
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First half 2022 headline KPIs

Topline Profitability

Revenue Operating margin

5.2%

(1H21: 3.8%)

£184m

Organic growth (YoY%) PBT

Figures are stated before adjusting items, and on the basis of continuing operations

Cash

Free Cash Flow

Net cash

Shareholders

Adjusted EPS

35.0p

7.5p

Interim +17% YoY

Dividend per share
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Considerable opportunities for an ambitious Inchcape

Distribution Excellence Vehicle Lifecycle Services
Annual new car volumes (units) Venhicle lifecycle value profit split?
20m 17m

New market

opportunities
Large markets;

typically | 75% ---» Currently
insourced @ underserved
Py OEMs by Inchcape

(3

25%
Inchcape
Global Typical distribution volumes Initial User Subsequent Users
markets' (0-4 years) (4+ years)

1: Defined as those markets with annual new car volumes of less than 1m units
2: Analysis shows the split of profit attainable over an average vehicle’s life, and assumes four different owners during that period
The analysis captures the vehicle sales, finance & insurance commission and the aftersales services (including independent aftermarket)
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Distribution deals have accelerated over the past 5 years

O e e O e e — ——

2010 2016 2017 2018 2019 2020 2021 Today
Number of 0 2 2 3 3 5 4
deals
23‘;‘2’;”9 - c.£400m c.£100m c.£250m c.£150m c.£200m c.£350m

New OEMs - 1 2 2 1 0 )
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Derco: at a glance

LA . |
-w Existing porifolio: key facts

DERCO

~4,500

colleagues

Headquarters:™
Santiago, Chile

150k

new vehicles

C ‘) G @ distributed

Chile Peru Colombia Bolivia

1: Market position by volume (2021) | 2: Remaining 70% operated by a network of independent dealers appointed by Derco

£2.0bn

revenue (2021)

11

OEM brands

329

locations;

~30% operated by Derco?
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Inchcape + Derco: a highly strategic and accretive acquisition

Strong topline

Distribution Shareholder

rowth . . .
g consolidation value creation

prospects

Increases exposure to Derco is margin accretive  Significantly increases 20+% EPS accretion from
higher growth markets for the Group Inchcape’s distribution year two

scale
Leverage combined Significant opportunity for Global automotive ROIC > Project WACC in
scale to capture more synergies distribution remains highly year three
vehicle lifetime value fragmented

Extending Inchcape’s global leadership in automotive distribution



Inchcape

Proposed acquisition of Derco: deal summary

B Derco: LatAm’s largest independent automotive distributor

= A family-founded and family-owned private company
= Derco 2021 revenue of £2.0bn; LTM! revenue: £2.2bn

B Acquisition for £1.3bn (enterprise value). c.6x? EV/EBITDA based on a normalised margin

= Mixture of cash and equity; Del Rio family to take a 9.3% stake in Inchcape
= Valued at normalised operating margin: ~7%

B Significant EPS accretion (15+% year one, 20+% from year two); >£40m recurring synergies

Subject to shareholder approval and merger control

1: LTM: last twelve months fo end June-22, based on unaudited management accounts
2: Based on indicative normalised operating margin of 7% / normalised EBITDA margin of 8% and LTM revenue of approximately CLP2.4 frillion for the 12 months to June 2022, plus recurring synergies
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Inchcape: well-positioned to deliver significant value

Aftractive

shareholder returns

Consolidation

opportunities
Margin PP

expansion Dividend payout: 40%

Strong organic

We are the leader with ¢.1% Track record of share
share of global distribution buybacks

growth

Leverage our global scale to o
improve profitability Market consolidation

Exposure to higher growth expected to accelerate
markets Actively pursuing higher
margin activities

History of market
outperformance

Medium-term Distribution Excellence: Vehicle Lifecycle Services:
financial outlook mid-to-high single digit profit CAGR plus M&A >£50m incremental profit contribution
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Capital allocation policy: highly atiractive and disciplined

01 Invest in the 02 Dividends 03 Value 04 Share
business accretive M&A buybacks

Capex for organic Policy: Disciplined Consider

growth and 40% annual payout approach to appropriateness of
technological of basic EPS valuation share buybacks
investment (pre- exceptionals)

Cumulative

PRIl £400m capexspend § £470m of £620m of distribution | £370m of
Il (<1% of sales) dividends acquisitions share buybacks

Strong balance sheet
Net debt to EBITDA of max 1x (pre IFRS16)



Inchcape

Accelerate strategic framework

Our Growth Drivers

Our Enablers

Culture and Digital, Data &
Capabilities Analytics

o
y /N

Responsible Business

Efficient Scale
Operations

14



Inchcape

Inchcape: the leading automotive distributor

\WeHEC AR,

! ‘
=]
Digital Customer Data
Experience Analytics

AN\
5
R\ | /4

Connected
Global
Plaiforms

Our competitive advantages:

» The global leading distributor:
>40 markets across six continents

= Long-term relationships, and several
new exciting partnerships, with global
OEM brands

= A plug-and-play distribution platform:
unique digital and data analytics
capabilities

15
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Capturing more of the lifetime value of a vehicle

Vehicle Lifecycle Value Three opportunities in focus

Timeline

New vehicle import

b 1. bravo

Digital first, multi-brand,

Life;{:ne 1st 50'; = B2C used car platform
profits =
255 =)
25% oo ~
* o - I ° .
e ————— 2. Digital Parts Platform
75% 2nd sale = - .
= Digital platform connecting

T

parts distributors with workshops

B2B

>
fn)
@’

’—_-----4-------I_——

= 3. Used car listing platform
=

>
=

3rd sale

7o

RS

Build the leading aggregator
in less developed markets

B2B

<117~

% . = > :
\@/ Finance & Insurance —= Aftermarket (@) Trade-in Currently underserved by Inchcape

Note: Analysis shows the split of profit attainable over an average vehicle's life, and assumes four different owners during that period
The analysis captures the vehicle sales, finance & insurance commission and the aftersales services (including independent aftermarket)
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A strategic Responsible Business framework

*

People Aia

Planet

Mapping the risks and
opportunities of
climate change

Setting GHG targets
Reducing waste

» Prioritising safety
and wellbeing

» Creating an inclusive and
diverse colleague base

Key milestones achieved in FY21
= Board approval of our ESG strategy
» Global workstreams established for each pillar

= Science-based targets set: reducing scope 1 and 2 emissions
by 46% by 2030, in line with a 1.5°C target

= Climate-related risks and opportunities identified
= Workstreams started on Inclusion & Diversity and wellbeing

Places :é, Practices =X

= Positively impacting
local communities

= Supporting safer roads

» Facilitating mobility solutions
for people with disabilities

= Strengthening our
governance policies,
reflecting our standing
as an international plc

Next steps
= TCFD-aligned reporting in our 2021 ARA

= 2022 priorities towards our science-based targets:

= Swifch to renewable tariffs TC

» |nvestin solar PV
= Scope 3 emissions to be published in 2022

TASK FORCE on
CLIMATE-RELATED
FINANCIAL
DISCLOSURES

= Reduce base energy usage

We work responsibly and impact the world for the better,
to the benefit of our stakeholders
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Extending Inchcape’s global leadership in automotive distribution

' A
¢ + -‘ Accelerale strategy in action

Inchcape DERCO

Inchcape acquires LatAm'’s largest independent

automotive distributor = Step-up in scale of distribution business

= Invest in higher growth markets

Combines two best-in-class operators with
complementary market footprints and
OEM brand portfolios

= Add new and complementary automotive brands

Significant value creation through enhanced
growth prospects and delivery of meaningful
synergies (>£40m recurring + revenue)

Distribution Excellence e.g. digital and data, FIP
Opportunity to capture more of a vehicle’s lifetime value

Culturally aligned with Inchcape
Strengthening culture and capabilities

NNV VNV N

Family to take a significant stake in Inchcape
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A strong and growing plaiform + deep OEM relationships

Derco aggregate market share!

18%
17% 17%

12%

2014 2016 2018 2020 2021

OEM brands 8 10 10

Current markets o o o o o

1: Market share in 2021 by total number of units distributed across four markets (Chile, Colombia, Peru and Bolivia)

SUZUKI

CHEVROLET

¢ y RENAULT
Passion for life

Great Wall

CHANGAN

MMMMMM

A AR

o~
=

CITROEN
DS AUTOMOBILES

s

JOYLONG

Years of distribution relationship

19

Current
markets
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Complementary market footprint and brand portfolio

Markets

Derco

Colombia

Bolivia

&
SUZUKI mazoa

é RENAULT 9)
'y ’ Passion for life -

Great Wall

HA VAL
cHanean JAC

$ _@);’4,47;;:#
SUZUKI Great wall

-.!A CHANGAN

T O R S

MNE&ZoD&l cITROEN
SUZUKI
o~
CITROEN '}ﬁ
ps AUTI’JI";I[]BILES
ﬁgﬁ ==
z KI s CHEVROLET
SUZUKl 1D cuev

; S
Q RENAULT
Passian for life

JOYLONG

:.!AC CHANGAN

T O R S

Inchcape

Typical brand structure

20
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‘@;‘* & SUBARU

DEsK_2mne
~mE @D

@ BMW
MOTORRAD

Inchcape presentin 8

additional countries across

Latin America

Passenger vehicles

Luxury brands  /

Niche brands /

Mainstream brands \/

Entry-level brands ‘/

‘/ Enlarged Inchcape
presence

n
)
L
L

o

>
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o

o

£

£
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Strategic acquisition with attractive recurring synergies...

N

Proven track record of integration
» Indumotorain 2016

Rudelman in 2018

Mercedes-Benz in 2019/20

Ditec in 2022

Simpson Motors/ ITC in 2022

\
Organisation = Efficiencies of combined organisation
= Back office (leveraging Inchcape’s
global and regional platforms)
\
Operqﬁons = Rationalise service contracts
= Consolidation of infrastructure
(footprint and warehousing)
\

Technology

= Harmonise systems, and implement
best practices and processes

Recurring synergies
= >£40m recurring synergies
= 30% realised in year one

= Significant majority achieved by
the end of year two
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...and significant revenue synergy opportunities

Enhancing Distribution Excellence :é. VLS opportunity (@iB@

Network benefits _ Digital & data Venhicles in operation? ~1.4m

¢ Vo 7 DP /

5x
(o)

>
~0.25m /
Y € \@L D P
Inchcape Inchcape

Americas Americas

+ Derco
» Leverage broader » Leverage » Leverage » Leverage combined scale to capture
network (new cities partnerships with Inchcape’s digital more of a vehicle's lifetime value
and countries) financiers and GFV! and data
product knowledge capabilities

1: GFV = guaranteed future value (also commonly referred to as “PCP") | 2: total vehicles distributed over the past 10 years
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Impact on Inchcape Group revenue

Regional mix Business mix

+ y [ +

-y,

' 19% |

Inchcape Derco Inchcape Inchcape Derco Inchcape
2021A" 2021A2 Enlarged 2021A 2021A2 Enlarged
M Europe + UK [ Asia [ Australasia Americas & Africa B Distribution I Refail

1:2021 revenue pro-forma adjusted for portfolio changes (retail disposals and new distribution businesses) | 2: Derco revenue classified as distribution
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Consolidation: plotting the landscape of opportunity

Typical distribution markets!

17m 17m

OEM Other

operated OEMs
(NSCs) (potential)

Inchcape
Independent OEM
distributors Partners
(existing)
Inchcape
volumes

Huge growth ...with new &

potential... existing OEM:s...

1: Defined as those markets with annual new car volumes of less than 1m units

17m

Middle East

Latam &
Africa

APAC

...across all

regions...

Number of
independent distributors

>170

>500

>250

>220

...in a highly
fragmented industry

24



