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ForwardForward--Looking StatementsLooking Statements

Statements about future results made in this presentation constitute forward-looking 
statements within the meaning of the Private Securities Litigation Reform Act of 1995

Why are we here today?

statements within the meaning of the Private Securities Litigation Reform Act of 1995.  
Such forward-looking statements include projections. 

These statements are based on current expectations and the current economic 
environment. Forward-looking statements and projections are inherently subject to 
significant economic, competitive and other uncertainties and contingencies, many of 

hi h b d th t l f t Th C ti th t thWhy are we here today?which are beyond the control of management.  The Company cautions that these 
statements are not guarantees of future performance.  Actual results may differ materially 
from those expressed or implied in the forward-looking statements.

Important assumptions and other important factors that could cause actual results to differ 
materially from those in the forward-looking statements and projections are specified in thematerially from those in the forward looking statements and projections are specified in the 
Company's most recently filed Form 10-K and other SEC filings.

You are cautioned not to place undue reliance on these forward-looking statements, which 
speak only as of the date stated, or if no date is stated, the date of our last earnings 
conference call.

This presentation includes certain non-GAAP financial measures as defined under SEC 
rules. Important information regarding such measures is contained within this presentation, 
including in the Glossary section. 
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Investor DayInvestor Day

Why are we here today?Why are we here today?
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T H E N  A N D  N O WT H E N  A N D  N O W

Revenue Has Almost Returned to PreRevenue Has Almost Returned to Pre--Recession LevelsRecession Levels

Revenue
($ in millions)

$5,628 $5,900

2006 2011

Avis Budget EMEA

6Note: 2006 is pro forma

Avis Budget EMEA



T H E N  A N D  N O WT H E N  A N D  N O W

Significantly Improved Earnings And MarginsSignificantly Improved Earnings And Margins

Adjusted EBITDA(a)

($ in millions)
Adjusted EBITDA

Margin(a)

$610

+51%+51%
7 2%

10.3%

+310+310
pointspoints

$405
%%

7.2% pointspoints

2006 2011 2006 2011

Avis Budget EMEA

7Note: 2006 is pro forma
(a) Excluding certain items

Avis Budget EMEA



T H E N  A N D  N O WT H E N  A N D  N O W

Strong Pretax Income GrowthStrong Pretax Income Growth

Pretax Income(a)

($ in millions)
$324

+88%+88%

$324

$172

2006 2011

Avis Budget EMEA

8

Avis Budget EMEA

Note: 2006 is pro forma
(a) Excluding certain items



T H E N  A N D  N O WT H E N  A N D  N O W

Lower Leverage . . .Lower Leverage . . .

Leverage(a)

4.1x

3.4x(0.7x)(0.7x)

2006 2011

9(a) Net corporate debt divided by pro-forma Adjusted EBITDA excluding certain items



Challenging TimesChallenging Times

WarWarGlobal RecessionGlobal Recession

Supply Chain DisruptionsSupply Chain DisruptionsOEM BankruptcyOEM Bankruptcy

10



T H E N  A N D  N O WT H E N  A N D  N O W

. . . . . . And Lower Stock Price???And Lower Stock Price???

$19.68

$16.85
(14%)(14%)

September 5, 2006 May 2, 2012

11



You Have Told Us What You You Have Told Us What You ExpectExpect

1 T1. Transparency

2. Access

3. Growth

12



Why Why 
Avis BudgetAvis BudgetAvis Budget Avis Budget 

Group?Group?
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W H Y  A V I S  B U D G E T  G R O U P ?W H Y  A V I S  B U D G E T  G R O U P ?

Four Underlying Strategies Drive Our Business ChoicesFour Underlying Strategies Drive Our Business Choices

Driving Driving SustainedSustained, , Profitable GrowthProfitable Growth

Drive 
Efficiency

Throughout
the

Drive 
Efficiency

Throughout
the

Put the 
Customer 

First

Put the 
Customer 

First

Strategically 
Accelerate 

Growth

Strategically 
Accelerate 

Growth

Expand Our
Global 

Footprint

Expand Our
Global 

Footprint the 
Organization

the 
Organization

FirstFirstGrowthGrowth FootprintFootprint

14



Key Initiatives Drive Underlying StrategiesKey Initiatives Drive Underlying Strategies

Sustained                    Sustained                    
LongLong--TermTerm
I iti tiI iti ti

Sustained                    Sustained                    
LongLong--TermTerm
I iti tiI iti ti

Magnitude
of Strategic

Change

Evolutionary                     Evolutionary                     
Value                     Value                     

Evolutionary                     Evolutionary                     
Value                     Value                     

InitiativesInitiativesInitiativesInitiatives

Change

InvestmentsInvestments for for 
Growth and ProfitGrowth and Profit
InvestmentsInvestments for for 

Growth and ProfitGrowth and Profit

EnhancementEnhancementEnhancementEnhancement

Growth and ProfitGrowth and ProfitGrowth and ProfitGrowth and Profit

Performance ExcellencePerformance Excellence

15

Execution Time and Challenge



Global Travel Spend Expected To Double Over Next DecadeGlobal Travel Spend Expected To Double Over Next Decade

Global Travel & Tourism Growth(a)

($ in billions)

$3,941

22

$2,005

~2x~2x

2012E 2022E

16(a) Source: World Travel & Tourism Council



Increased RevenueIncreased Revenue

Revenue
($ in millions)

$5,900

$7,300 - $7,600

$5,185

2010 2011 2012E

17Note: Avis Europe acquisition closed on October 3, 2011



Increased EarningsIncreased Earnings

Adjusted EBITDA(a)

($ in millions)

$610

$825 - $875

$410

$610

2010 2011 2012E

18(a) Excluding certain items



W H Y  A V I S  B U D G E T  G R O U P ?W H Y  A V I S  B U D G E T  G R O U P ?

Four Underlying Strategies Drive Our Business ChoicesFour Underlying Strategies Drive Our Business Choices

Driving Driving SustainedSustained, , Profitable GrowthProfitable Growth

Drive 
Efficiency

Throughout
th

Drive 
Efficiency

Throughout
th

Put the 
Customer 

Fi t

Put the 
Customer 

Fi t

Strategically 
Accelerate 

G th

Strategically 
Accelerate 

G th

Expand Our
Global 

F t i t

Expand Our
Global 

F t i t the 
Organization

the 
Organization

FirstFirstGrowthGrowth FootprintFootprint

19



Expand OurExpand Our Global FootprintGlobal Footprint

Locations in More Than 175 Countries
Owned and Joint Venture Territories Licensed Territories

20



Acquisition of Avis Europe Is An Exciting OpportunityAcquisition of Avis Europe Is An Exciting Opportunity

Controlling the brand proposition globally

Increases presence in faster-growing markets

Meaningful growth and synergy opportunities

Expected to be earnings accretive in 2012(a)Expected to be earnings accretive in 2012

21(a) Excluding purchase-accounting effects, transaction costs and restructuring / integration costs, and including $35 million of expected synergies



W H Y  A V I S  B U D G E T  G R O U P ?W H Y  A V I S  B U D G E T  G R O U P ?

Four Underlying Strategies Drive Our Business ChoicesFour Underlying Strategies Drive Our Business Choices

Driving Driving SustainedSustained, , Profitable GrowthProfitable Growth

Drive 
Efficiency

Throughout
th

Drive 
Efficiency

Throughout
th

Put the 
Customer 

Fi t

Put the 
Customer 

Fi t

Strategically 
Accelerate 

G th

Strategically 
Accelerate 

G th

Expand Our
Global 

F t i t

Expand Our
Global 

F t i t the 
Organization

the 
Organization

FirstFirstGrowthGrowth FootprintFootprint
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Becoming A Customer Led, Service Driven OrganizationBecoming A Customer Led, Service Driven Organization

23



Using SelfUsing Self--Service Technology to Empower Our CustomersService Technology to Empower Our Customers

Li tListen

InnovateInnovate

Convenience

ImprovedImproved
CustomerCustomer

Convenience

Customer touchpoints

SatisfactionSatisfaction

p

24



W H Y  A V I S  B U D G E T  G R O U P ?W H Y  A V I S  B U D G E T  G R O U P ?

Four Underlying Strategies Drive Our Business ChoicesFour Underlying Strategies Drive Our Business Choices

Driving Driving SustainedSustained, , Profitable GrowthProfitable Growth

Drive 
Efficiency

Throughout
th

Drive 
Efficiency

Throughout
th

Put the 
Customer 

Fi t

Put the 
Customer 

Fi t

Strategically 
Accelerate 

G th

Strategically 
Accelerate 

G th

Expand Our
Global 

F t i t

Expand Our
Global 

F t i t the 
Organization

the 
Organization

FirstFirstGrowthGrowth FootprintFootprint
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Driving Process ImprovementDriving Process Improvement

Performance Excellence Benefits
($ in millions)

$258

$186

$39

$112

2008 2009 2010 2011

26



Challenging Every AssumptionChallenging Every Assumption

“All demand is similar and good”“All demand is similar and good”

“A Budget transaction is a lost Avis transaction”

“Higher utilization always maximizes profits”

“Decisions should be made at the local level”

27



Investor DayInvestor Day

Why are we here today?Why are we here today?
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Key Messages TodayKey Messages Today

Industry leader with two global brands

Expanding our global footprint

Strong financial performance

Strategic initiatives focused on profitable growth

Generating significant earnings and cash flow

29
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Key MessagesKey Messages

Integration proceeding well

Significant synergiesSignificant synergies

Long-term profit opportunities

Focused on margin expansion

Well-positioned for a recovery in demand

31
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Integration & growth drivers
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The European Business Today The European Business Today –– In NumbersIn Numbers

Annual revenue $1 7 billionAnnual revenue

Rental days

$1.7 billion

25 million

Vehicles 100,000

Market share(a) 18%

33(a) Euromonitor



Diversified Revenue Sources Diversified Revenue Sources Stable EarningsStable Earnings

Avis vs. BudgetAvis vs. Budget Commercial vs. Commercial vs. 
LeisureLeisure

OnOn--Airport vs. Airport vs. 
OffOff--AirportAirport

Revenue by Revenue by 
CountryCountrypp yy

17%17%

FranceOther

4%4%96%96% 52%52%48%48% 50%50%50%50%

23%23%
17%17%

19%19%

15%15%
14%14%

13%13%
Spain

15%15%
Germany

Italy

UK

34Note: 2011 results



Diversified Fleet Across Europe Mitigates RiskDiversified Fleet Across Europe Mitigates Risk

By ManufacturerBy Manufacturer By TypeBy Type

BMW

Other
16%

Volkswagen Audi
20%

RiskRisk
20%20%

ProgramProgram
80%80%Peugeot

17%

Daimler
5%

5%

17%

Renault
GM
9%

Ford
8%

Renault
10%Fiat

10%
9%

35Note: Based on 2012 expected purchases.  Other includes unidentified vehicles.



A Substantial Margin OpportunityA Substantial Margin Opportunity

Adjusted EBITDA Margin 
Excluding Licensee Revenue(a)

+400+400

10.2%

+400  +400  
pointspoints

6.2%

Avis Budget EMEA Avis Budget Group(b)

36
(a) 2011 results excluding certain items.  
(b) Excluding EMEA



Strong and Experienced Management TeamStrong and Experienced Management Team

Position Nationality 
Avis Budget
Experiencey p

EMEA Chief Financial Officer British 10 years

Italy Managing Director Italian 25 years

F d B lFrance and Benelux
Managing Director Italian 15 years

UK Managing Director American 20 years

Spain Managing Director Italian 9 years

Germany and Central Region 
Managing Director German 13 years

VP, Licensee Development British 24 years

EMEA Chief Information Officer British <1 year  

37



How We’re Dealing with Economic HeadwindsHow We’re Dealing with Economic Headwinds

Maintaining fleet and staff flexibilityMaintaining fleet and staff flexibility

Promoting the Budget brand across 
the region WellWell--positionedpositionedg

Ensuring tight cost controls

WellWell positionedpositioned
in today’sin today’s

environmentenvironment

Seeking dislocations that provide 
compelling opportunities

38
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Profile of European Car Rental IndustryProfile of European Car Rental Industry

Top four rental companies have roughly 65% share 
in aggregatein aggregate

Approximately half of the business is cross-border

Brokers and other intermediaries are important 
distribution channels

Excess capacity among European OEMs

40Note: Share data from Euromonitor



Competitive StrengthsCompetitive Strengths

BrandsBrands

Only car rental company with a premium and

TechnologyTechnology

leisure brand in Europe

ServiceService

Leveraging technology to deliver 
mobility solutions

ServiceService

Avis Preferred / 3 minute promise

PartnershipsPartnerships

Strong partnership relationships

41



Strong Consistent Share in the $13 Billion European MarketStrong Consistent Share in the $13 Billion European Market

18%18% 18%18% 18%18%

23%23% 24%24% 24%24%

18%18% 18%18% 18%18%

Europcar

8% 9% 9%

15% 16% 16%

Sixt

Hertz

36%36% 35%35% 34%34% Other

2009 2010 2011

“Other” segment primarily composed of large 

42Source: Euromonitor (Eastern and Western Europe)

number of smaller leisure competitors



Our Revenue is Balanced Across Key MarketsOur Revenue is Balanced Across Key Markets

9%9% 6%6% 18%18% 7%7% 24%24% 7%7% Insurance

32%32% 34%34% 41%41% 29%29%
28%28%

39%39%

9%9% 6%6% 18%18% 7%7% 24%24% 7%7%

Corporate

Insurance 
Replacement

28%28%
p

59%59% 60%60% 41%41% 64%64% 48%48% 54%54% Leisure

Italy France Germany Spain UK Other

43Note: 2011 results



Strong Industry Partnerships Drive Incremental RevenuesStrong Industry Partnerships Drive Incremental Revenues

Long-Standing Relationships with Leading Travel Participants

Travel Air/RailTravel Air/Rail

44



Highly Resilient, Diversified Licensee CashHighly Resilient, Diversified Licensee Cash--Flow StreamFlow Stream

EMEA Licensee Revenue(a)

($ in millions)

$84 $82 $82 $84

Middle EastMiddle East 
and Africa

Europe

2008 2009 2010 2011

45(a) € converted to $ at the average 2011 exchange rate of 1.38
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Four Underlying Strategies Drive Our Business ChoicesFour Underlying Strategies Drive Our Business Choices

Driving Driving SustainedSustained, , Profitable GrowthProfitable Growth

Expand Our
Global 

Drive 
Efficiency

Throughout 
Put the 

Customer 
Strategically 
Accelerate 

Footprint
g

the 
Organization

FirstGrowth

47



Key Initiatives Drive Underlying StrategiesKey Initiatives Drive Underlying Strategies

PHASE IIIPHASE III
Drive Budget growthDrive Budget growth
Fleet optimizationFleet optimization

Magnitude
of Strategic

Change

PHASE IIPHASE II
Ancillary salesAncillary sales
Cost savingsCost savings

Cost  savingsCost  savings

Change
PHASE IPHASE I

Cost savingsCost savings
Grow inbound  Grow inbound  

Expand Budget brandExpand Budget brand

volumevolume

Performance ExcellencePerformance Excellence

48

Execution Time and Challenge



P H A S E  IP H A S E  I

Grow HigherGrow Higher--Margin Inbound VolumeMargin Inbound Volume

+6%+6%+6%+6%

+5%+5%+5%+5%

+9%+9%+9%+9%

Plan to Drive Incremental Inbound Revenue

Employ strategies proven in North America and EMEA
Increase outbound focus from licensee territories

49

Increase outbound focus from licensee territories
Enhance global sales infrastructure

Note: Percentages represent 2011 inbound volume growth



P H A S E  IP H A S E  I

Integration Ahead of PlanIntegration Ahead of Plan

$$ S iS i

Synergies to Provide $35 Million of Annual Benefits

($ in millions)($ in millions)

Leverage shared service infrastructure, etc. $13

Reduced senior management costs 6

SavingsSavings

Reduced senior management costs 6

Process improvement initiatives 7

Centralized procurement 3p

IT consolidation (Phase I) 3

Elimination of public-company expenses 2

Lease renegotiations 1

$35

50



P H A S E  I IP H A S E  I I

Drive Ancillary SalesDrive Ancillary Sales

Apply best practices developed in North America
– Recruit
– Train
– Incent
– AccountabilityAccountability

Increase penetration rates of existing products: 
– Supplemental coverage

GPS– GPS
– Other insurance
– Fuel options

Expand product offering

Ancillary products can double the profitability of a rental 
f

51

transaction and improve customer satisfaction



P H A S E  I IP H A S E  I I

Expanding Budget Expanding Budget –– A Substantial Growth OpportunityA Substantial Growth Opportunity

23%

Market Share
2011

23%

19%

15%15%

10%
Each 1% 

share equals

2%

New Zealand Canada Australia U S Europe

share equals 
~$100 million 

of revenue

New Zealand Canada Australia U.S. Europe

Sales teams now focused on dual-brand strategy
Launched in Spain and expanding network across Europe

52Source: Airport authorities, Euromonitor data for Canada, Europe and the Middle East

Budget Italy scheduled to become corporate-owned on June 1 



P H A S E  I I  P H A S E  I I  

Cumulative $90 Cumulative $90 -- $110 Million Profit Opportunity by 2015 $110 Million Profit Opportunity by 2015 

Annual Benefit
($ in millions)

$90 - $110M

Phase II
(2012 15)

Ancillary sales
Expand Budget
C t i$55$55 -- $75$75(2012-15)

C t i

Cost savings
PEx

$55 $55 $75$75

$35$35
Phase I

(2012)

Cost savings
Inbound volume
PEx

53

Annual Savings



P H A S E  I I IP H A S E  I I I

Drive Performance ExcellenceDrive Performance Excellence

$1.7$5.5

Avis Budget 
Group(a)

Avis Budget 
EMEA

$1.7
billion

$5.5
billion

RevenueRevenue

$258
million

$40 - $60
million

$7
illi

Performance 
Excellence

Benefits

54

million

(a) Excluding EMEA



P H A S E  I I IP H A S E  I I I

LongerLonger--Term Profit Growth OpportunitiesTerm Profit Growth Opportunities

Global efficiency opportunities

Demand/fleet/yield optimization

Drive Performance ExcellenceDrive Performance Excellence

Further Budget brand expansion

55



P H A S E  I I IP H A S E  I I I

LongerLonger--Term Opportunity Beyond 2015Term Opportunity Beyond 2015

Annual Benefit
($ in millions)

Drive Budget growthDrive Budget growth
Fleet optimization
Cost savings
PEx

Phase III
(>2015)

Ancillary sales
Cost savingsPhase II $55$55--$75$75
Expand Budget
PEx

(2012-15)
$55$55 $75$75

Cost savings
Inbound volume
PEx

Phase I
(2012) $35$35

56

Annual Savings



2012 Outlook2012 Outlook

GDP expected to be down slightly

Good summer reservation-build on early bookings

Expect full-year revenue growth of 3-5%(a)Expect full year revenue growth of 3 5%
– Budget expansion 
– Ancillary sales

Synergies ahead of plan

57(a) Excluding currency



Key MessagesKey Messages

Integration proceeding well

Significant synergiesSignificant synergies

Long-term profit opportunities

Focused on margin expansion

Well-positioned for a recovery in demand

58
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4040--Years With Avis Budget GroupYears With Avis Budget Group

My wife asked, “What are 
you doing?”

I said, “Nothing.”

M if th k d “Did ’tMy wife then asked, “Didn’t 
you do that yesterday?”

I replied, “I wasn’t 
finished yet.”

60



Key MessagesKey Messages

Leading market positions

Strong margins

High customer satisfaction levels

Extensive relationships with leading 
travel partners

Emerging market growth opportunities

61
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The Business TodayThe Business Today

A l $670 illiAnnual revenue $670 million

Adjusted EBITDA(a) $125 million

Rental days 8 million

Adjusted EBITDA $125 million

Vehicles 33,000

Locations(b) 1,600

63
(a) Excluding certain items
(b) Including licensee locations



Diversified Revenue SourcesDiversified Revenue Sources

Avis vs. BudgetAvis vs. Budget Commercial vs. Commercial vs. 
LeisureLeisure

OnOn--Airport vs. Airport vs. 
OffOff--AirportAirport

Locations by Locations by 
RegionRegion(a)(a)pp gg

Latin
America Pacific

27%27%73%73% 58%58%42%42% 29%29%71%71% 43%43% 34%34%

23%
Asia

64(a) Includes licensees



Diversified Fleet Mitigates RiskDiversified Fleet Mitigates Risk

By Car ClassBy Car Class By TypeBy TypeBy ManufacturerBy Manufacturer

Mid
8%

Van
5%

Full SUV
2% Trucks

1%
Toyota

26%
Kia

Nissan
5%

Other
9%

Full
42%

Mid SUV

Premium
10%

RiskRisk
80%80%

ProgramProgram
20%20%

6%

Mitsubishi
8%

Small
22%

Mid SUV
10%GM

18%

Ford
14%

Hyundai
14%

65



Strong Revenue Growth . . . Strong Revenue Growth . . . 

Revenue
($ in millions)

$555

$672

$478
$

2009 2010 2011

66



Consistently High MarginsConsistently High Margins

19%

+10pts+10pts

9%

Avis Budget Group Latin America / Asia-Pacific
E l diExcluding                                 

Latin America / Asia-Pacific

67Note: 2011 results, excluding certain items



AgendaAgenda

The business today

Competitive strengths

Growth drivers

Summary

68



Competitive StrengthsCompetitive Strengths

PositionPosition

Strong leadership position in corporate-operatedStrong leadership position in corporate operated 
countries

NetworkNetwork

Well developed licensee and joint venture network 
throughout 74 countries

BrandBrandBrandBrand
Brand recognition, excellent customer service 
and industry partnerships driving growth

AncillaryAncillary

High ancillary revenue penetration drives above 
average margins

69

average margins



Leading Market Shares in Australia and New ZealandLeading Market Shares in Australia and New Zealand

45%45%
55%55%

29%
24% Hertz

11%11% 11%11%

13%13% 10%10%

24% Hertz

Europcar

Dollar Thrifty11%11%

Australia New Zealand

Dollar Thrifty

G t h i t i h t i 2011

70Source: Airport authorities

Grew two share points in each country in 2011



Highly Resilient, Diversified Licensee CashHighly Resilient, Diversified Licensee Cash--Flow StreamFlow Stream

$30

$12$12 $12$12
$13 $13 

$26 $27
$30

$17$17

$12 $12 $12 $12 

$14 $14 $15 $15 $17 $17 

2009 2010 2011

Asia-Pacific Latin America

71Note: Converted to US$ at the average 2011 exchange rate of Australia 1.033, New Zealand 0.787 and Argentina  0.242



Strong Industry Partnerships Drive Incremental RevenuesStrong Industry Partnerships Drive Incremental Revenues

AirAirTravelTravel

Long-Standing Relationships with Leading Industry Participants

CorporateCorporateAirAirTravelTravel pp

72



Significant Significant Revenue Derived from Ancillary SalesRevenue Derived from Ancillary Sales

13%

Ancillary Revenue as a % of Total Revenue

11% +2 +2 
pointspoints

North America Latin America /     
Asia-Pacific

Ancillary revenues have significantly higher margins

73Note: Ancillary revenues excludes gas and customer recoveries



High High Customer Satisfaction Customer Satisfaction Drives Drives Incremental Incremental SalesSales

2011Completely 

“Voice of The Customer” Scores

Satisfied

Neutral

Australia New Zealand

74

Approximately 85% of Australian customers say they will 
likely or probably choose Avis again(a) 

(a) ACA Research 2011
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Four Underlying Strategies Drive Our Business ChoicesFour Underlying Strategies Drive Our Business Choices

Driving Driving SustainedSustained, , Profitable GrowthProfitable Growth

Drive 
Efficiency

Throughout 
Put the 

Customer 
Strategically 
Accelerate 

Expand Our
Global g

the 
Organization

FirstGrowth Footprint

76



Key Initiatives Drive Underlying StrategiesKey Initiatives Drive Underlying Strategies

Expand Budget in Expand Budget in 
AsiaAsia--PacificPacific
Leverage high customer Leverage high customer 

Magnitude
of Strategic

Change
Grow Avis in China Grow Avis in China 
and Indiaand India

g gg g
satisfactionsatisfaction

Change

Expand into fasterExpand into faster--
growing segmentsgrowing segments
Grow licensee networkGrow licensee networkGrow licensee networkGrow licensee network
in developing nationsin developing nations

Performance ExcellencePerformance Excellence

77

Execution Time and Challenge



WellWell Positioned in Growth MarketsPositioned in Growth Markets

10-Year Average Annual Travel and Tourism 
Growth Rate Projection(a)

17%

21% 21%

17%

Latin America India China

78(a) Source: World Travel & Tourism Council



Leading International Car Rental Company in ChinaLeading International Car Rental Company in China

51% of population, 64% of GDP
44% of population, 32% of GDP

First-mover advantage 
with 10 years of operation y p
in China

70 locations, targeting 110 
by end of 2012

Beijing

by end of 2012

Annual revenues of 
$88 million

Shanghai

Joint venture with Shanghai 
Automotive Group

Guangzhou

79Source: Revenue data from audited financial statements
Note: USD to CNY exchange rate of 0.1545 



Fast Growing China MarketFast Growing China Market

Growth drivers
– Expanding middle class

Strong Growth in 
Car Rental MarketExpanding middle class

– Increased urbanization
– Government policies curbing 

private car usage

$8.0

16%16%

($ in billions)

p g

Consolidation opportunities
– Highly fragmented market

$4.5
16%16%
CAGRCAGR

– More than 40,000 car rental 
companies; 75% operate with 
five cars or less 2012 2016

80Source: Auto Rental News



Well Positioned in ChinaWell Positioned in China

Revenue
($ in millions)

Revenue per Car 
per Month(a)

$102China Auto Rental $340

p

$88 $1,220

$56eHi $550

Avis China has been profitable 
for the past 6 years

81
Source: China Auto Rental data from its IPO documents
Note: USD to CNY exchange rate of 0.1545 
(a) Approximate

for the past 6 years



Well Well Positioned in Positioned in IndiaIndia

12th Year of Operation in India

600,000 transactions

30 locations in 16 cities

1,100 vehicles

90% chauffeur driven

82



Fast Growing India MarketFast Growing India Market

Growth drivers
– Increasing local and international 

tourism
– Business growth

I t t i d i f t t– Investment in road infrastructure

Consolidation opportunity
Highly fragmented market– Highly fragmented market

– Organized car rental companies are 
3% of the total car rental market

$1.5 Billion Car Rental Market

83Source: Auto Rental News.



Substantial Budget Expansion Opportunity in AsiaSubstantial Budget Expansion Opportunity in Asia

1,025,

296

Avis has >3x the Number of Locations than Budget

84



2012 Outlook2012 Outlook

Revenue expected to grow 6% to 9%Revenue expected to grow 6% to 9%

Strong growth in corporate countries

Licensees continue to drive high-margin revenue

Further expansion in China

85



Key MessagesKey Messages

Leading market positions

Strong margins

High customer satisfaction levels

Extensive relationships with leading 
travel partners

Emerging market growth opportunities

86
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Key MessagesKey Messages

Well-positioned in the North American 
hi l t l k tvehicle rental market

Strategic initiatives driving accelerated profit 
growth

Investing to drive sustainable long-termInvesting to drive sustainable long term 
growth

Focused on improving the customerFocused on improving the customer 
experience

89
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The Business TodayThe Business Today

TruckTruck

$375 million annual revenue

CarCar

$4 5 billion annual revenue $375 million annual revenue

4 million rental days

Approximately 2,200 locations

$4.5 billion annual revenue

81 million rental days

Approximately 2,600 locations(a)

Airport share:  27%

91(a) Including licensee locations



Diversified Revenue SourcesDiversified Revenue Sources

Avis vs. BudgetAvis vs. Budget Commercial vs. Commercial vs. 
LeisureLeisure

OnOn--Airport vs. Airport vs. 
OffOff--AirportAirport

Time & MileageTime & Mileage
vs. Ancillaryvs. Ancillarypp yy

75%75%

Rental 
(T&M)

34%34%66%66% 54%54%46%46% 23%23%77%77%

11%11%14%14%

75%75%

11%11%14%14%
AncillaryOther(a)

92(a) Other includes gasoline, pass-through and licensee revenue



ServingServing Both Commercial and Leisure TravelersBoth Commercial and Leisure Travelers

Commercial
$2.1 Billion

Leisure
$2.4 Billion

Unaffiliated
21%Small Business

18%

Marketing & 
Partnerships 

54%
Inbound

Unaffiliated
8%

Contracted
60%

Inbound
14%

Opaque

Replacement
4%

Inbound
2%

Government
7%Tour

4%

Other
4%

4%

93



Industry Industry RevenueRevenue Has Rebounded Faster Has Rebounded Faster 
Than Enplanements .  .  . Than Enplanements .  .  . 

120 +18%

1105 
= 

10
0)

Car Rental Industry Revenue(a) 

100ex
ed

 (2
00

5

-1%

90

100

In
de

-1%

Enplanements(b)

90
2005 2006 2007 2008 2009 2010 2011

94(a) Source: Auto Rental News
(b) Source: Airline Transport Association



.  .  . and Our Profitability Has Improved Substantially.  .  . and Our Profitability Has Improved Substantially

Adjusted EBITDA Margins Exceed Pre-Recession 
Levels Despite Lower Revenue(a)

9.8%

5.5%

3.6%

6.5%

1.2%

200 2008 2009 2010 20112007 2008 2009 2010 2011

Revenue

$5.0 $5.1 $4.3 $4.3 $4.5

95(a) Excluding certain items

Revenue
($ in billions)
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Competitive StrengthsCompetitive Strengths

BrandsBrands

Two leading brands sharing one cost structureg g

PartnershipsPartnerships

Strong partnerships and customer relationships g p p p
drive revenue

FleetFleet

Diversifed fleet to meet range of customer needs

FocusFocus

Sales force segmentation and channel focus

TeamTeam

97

Dedicated Customer Experience team



Strong Industry Partnerships Drive Incremental RevenuesStrong Industry Partnerships Drive Incremental Revenues

Long-Standing Relationships with Leading Industry Participants

Travel Air CorporateTravel Air Corporate

Over $1 billion of revenue from travel and air partnerships

98

Over $1 billion of revenue from travel and air partnerships



Diversified Fleet Mitigates RiskDiversified Fleet Mitigates Risk

By Manufacturer By Car Class By Type

Ford
26%Hyundai

6%

Mazda
4%

Other
5%

Full
27%

Premium

Full SUV
7%

Van
6%

Kia
6%

Toyota
6%

Small
12%

Premium
10%

RiskRisk
60%60%

ProgramProgram
40%40%

GM
20%

Chrysler
17%

Nissan
10% Mid

19%Mid SUV
18%

12%

99Note: As of March 30, 2012; risk/program mix is full-year 2012E



Segment Focus: Highly Profitable Truck Rental BusinessSegment Focus: Highly Profitable Truck Rental Business

Adjusted EBITDA  
Increased

Substantially(a)…
(i illi )

…Reflecting
Significantly Higher 

Margins(a)

Despite Stable
Revenues…

(in millions)

$49 13%$416 $376

(in millions)

$

+900 +900 
bpsbps+190%+190%

$17 4%

2007 2011 2007 20112007 2011

100(a) Excluding certain items



Customer Experience Team: Drives Brand Customer Experience Team: Drives Brand 
Awareness and Customer LoyaltyAwareness and Customer Loyalty

Improved Customer Satisfaction Scores

+6%+6% +4%+4%+6%+6% +4%+4%

101

2009 20112009 2011
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Four Underlying Strategies Drive Our Business ChoicesFour Underlying Strategies Drive Our Business Choices

Driving Driving SustainedSustained, , Profitable GrowthProfitable Growth

Expand Our
Global 

Drive 
Efficiency

Throughout 
Put the 

Customer 
Strategically 
Accelerate 

Footprint
g

the 
Organization

FirstGrowth

103



Key Initiatives Drive Underlying StrategiesKey Initiatives Drive Underlying Strategies

Customer experienceCustomer experience
Connected carConnected car

Magnitude
of Strategic

Change
CRMCRM
Fleet dispositionFleet dispositionChange

Small businessSmall business
International inboundInternational inbound
Brand marketingBrand marketing
L l k tL l k t

pp

Local marketLocal market
OtherOther

Performance ExcellencePerformance Excellence

104

Execution Time and Challenge



Grow Small BusinessGrow Small Business

Average 
Daily Rate

Ancillary Revenue 
per Day

+$4+$4

++77%77%++77%77%

+

Corporate Small BusinessCorporate Small Business

105

13% higher revenue per transaction



Expand International InboundExpand International Inbound

Average Length of
Ancillary 
Revenue Revenue

+12%+12%

Average 
Daily Rate

Length of 
Rental

Revenue
per Day

Revenue
per Transaction

%%

+37%+37%

+202%+202%
+83%+83%

+ + =

North Inbound North Inbound North Inbound North Inbound

106

o t
America

bou d o t
America

bou d North
America

Inbound North
America

Inbound

Note: North America excludes Inbound



CoCo--Branding Local Market Locations Increases ProfitsBranding Local Market Locations Increases Profits

Revenue Growth Multi-Branded 
Locations

600+
+7%+7%

Locations

+28%+28%+13%+13%

469
+7%+7%

5353

2010 2011 20122011 2011Overall Co-Branded 
Stores

107



Growing Revenues in Other Strategically Growing Revenues in Other Strategically 
Targeted SegmentsTargeted Segments

Revenue Margin(a)

$450 $470

+15+15--20%20% +14pts+14pts

$450-$470

+17%+17%

2010 2011 2012E North America 
Overall

Targeted 
Segments

108(a) 2011 data



Driving Increased Profits Through Ancillary SalesDriving Increased Profits Through Ancillary Sales

T&M Revenue
( )

T&M + Ancillary Revenue 
(b)

Generate $6 per Rental Day in Ancillary Revenue

per Rental Day(a) per Rental Day(b)

+3%+3% +7%+7%

2007 2011 2007 2011

109(a) T&M revenue is time and mileage revenue
(b) Ancillary revenue excludes gas and customer recoveries



Brand Investments Drive Revenue and Improve LoyaltyBrand Investments Drive Revenue and Improve Loyalty

110



Improve the Customer Experience to Drive ProfitsImprove the Customer Experience to Drive Profits

Trusted Trusted 
Customer Customer 

RelationshipRelationship
Listen OwnListen Own

ResolveResolve

LoyaltyLoyalty CRMCRM
IncreaseIncrease

ProfitableProfitable
GrowthGrowth

SimplifySimplify
EmpowerEmpower

thethe
CustomerCustomerCustomerCustomer

111

Our customers spend
$2 billion annually with our competitors



Example Example –– New Rental AgreementNew Rental Agreement

Old Rental Agreement New Rental Agreement

Customer-friendly language

112

Customer-friendly language
Transparency
Branding



Introducing Introducing “Select & Go”“Select & Go”

Available from Avis at 50 Major U.S. and Canadian 
Airports by Year-End

Vehicle choice increases customer satisfaction

113



2012 Outlook 2012 Outlook 

Volume expected to increase mid-single-digits

Increased penetration of high-margin ancillary products

Continued used car market strength

L f d ti it ti dLaser focus on productivity, revenue generation and 
sustained profitability

114



Key MessagesKey Messages

Well-positioned in the North American 
hi l t l k tvehicle rental market

Strategic initiatives driving accelerated profit 
growth

Investing to drive sustainable long-termInvesting to drive sustainable long term 
growth

Focused on improving the customerFocused on improving the customer 
experience

115
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Four Underlying Strategies Drive Our Business ChoicesFour Underlying Strategies Drive Our Business Choices

Driving Driving SustainedSustained, , Profitable GrowthProfitable Growth

Drive 
Efficiency

Throughout
the

Drive 
Efficiency

Throughout
the

Put the 
Customer 

First

Put the 
Customer 

First

Strategically 
Accelerate 

Growth

Strategically 
Accelerate 

Growth

Expand Our
Global 

Footprint

Expand Our
Global 

Footprint the 
Organization

the 
Organization

FirstFirstGrowthGrowth FootprintFootprint
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Key MessagesKey Messages

Our industry is at an inflection point enabled 
by technologyby technology

We are investing to capitalize on this global 
opportunity

New systems will drive efficiencies and 
customer value

Mobility and “virtual” rental capabilities will 
vastly expand our addressable market

118
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Leveraging technology to optimize efficiency

Maximizing customer value

Capitalizing on the “virtual” 
rental opportunityrental opportunity

119



Building the Industry’s First Fully Integrated System . . .Building the Industry’s First Fully Integrated System . . .

Integrate fleet 
4

Dynamic 
1

Improved 
2

Targeted 
3

Integrate fleet 
and revenue 
management

Dynamic 
revenue 

management
+

Improved 
forecasting +

Targeted 
pricing 

strategies
+

Optimize pricing and fleet levels

120

Optimize pricing and fleet levels



. . . To Improve Profitability. . . To Improve Profitability

Expect to Generate More Than $50$50 million
of Incremental EBITDA by 2014

Harvest

Profit
Improvement

Implement and 
Refine

North America 
in 2014

I t ti l iImprovement

Define

Processes

Pricing module

Fleet optimization

Review, analyze   

International in 
2015

Processes

Input variables

Constraints

, y
and adjust

121Time
2012 2013 2014/15
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Leveraging technology to optimize efficiency

Maximizing customer value

Capitalizing on the “virtual” 
rental opportunityrental opportunity

122



Mobile Applications Enhance Customer Value . . .Mobile Applications Enhance Customer Value . . .

Smart applications for reservation
– Websites and smart phone applications 

for reservations anytime, anywhere in 
35 languages

Mobile check-in
– Allow customers to complete rental 

t d h th i i bagreement and choose their car via web 
or mobile

Future rental experience
– New services and products delivered on 

mobile devices 

123



. . . Continuing to Lead the Industry . . . Continuing to Lead the Industry in Mobile Capabilitiesin Mobile Capabilities

Avis Budget Mobile Revenue(a)

1Q10 2Q10 3Q10 4Q10 1Q11 2Q11 3Q11 4Q11

Avis is only supplier with apps on all four major mobile platforms

124(a) North America



New Counter Interface to Maximize Profit per CustomerNew Counter Interface to Maximize Profit per Customer

Before After

125
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Leveraging technology to optimize efficiency

Maximizing customer value

Capitalizing on the “virtual” 
rental opportunityrental opportunity

126



“Virtual” Rental Technologies “Virtual” Rental Technologies –– Capitalize on a Capitalize on a 
Significant Global OpportunitySignificant Global Opportunity

Customer firstCustomer firstCustomer firstCustomer firstLow-cost technology solutions being developed

Customer firstCustomer firstCustomer firstCustomer first

EfficiencyEfficiencyEfficiencyEfficiency

Automated check-out and check-in anywhere

Lowers our costs

Accelerate growthAccelerate growthAccelerate growthAccelerate growth

Gl b l f iGl b l f iGl b l f iGl b l f i

Expands our addressable market

Varying business models will be required to Global footprintGlobal footprintGlobal footprintGlobal footprintVarying business models will be required to 
serve customers globally

127



Key MessagesKey Messages

Our industry is at an inflection point enabled 
by technologyby technology

We are investing to capitalize on this global 
opportunity

New systems will drive efficiencies and 
customer value

Mobility and “virtual” rental capabilities will 
vastly expand our addressable market

128
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A Global Leader in the Car Rental IndustryA Global Leader in the Car Rental Industry

Locations in More Than 175 Countries

#2

#1 #2

#2

#1
#1

#1
#1

#1

Share position

132

Owned and Joint Venture Territories
Licensed Territories

(a) Source: airport authorities, Euromonitor



Avis Budget Group TodayAvis Budget Group Today

10,000 10,000 
locationslocations

10,000 10,000 
locationslocations

120 million            120 million            
rental daysrental days
120 million            120 million            
rental daysrental days

$7 billion $7 billion 
annual annual 

450,000                 450,000                 
vehiclesvehicles
450,000                 450,000                 
vehiclesvehicles

28 million 28 million 
transactionstransactions

28 million 28 million 
transactionstransactions

revenuerevenue

133Note: Pro forma for the acquisition of Avis Europe



Diversified Revenue SourcesDiversified Revenue Sources

Avis vs. BudgetAvis vs. Budget Commercial vs. Commercial vs. 
LeisureLeisure

OnOn--Airport vs. Airport vs. 
OffOff--AirportAirport

U.S. vs. U.S. vs. 
InternationalInternationalpp

30%30%70%70% 50%50%50%50% 30%30%70%70% 40%40%60%60%

134Note: Pro forma for the acquisition of Avis Europe



Flexible Cost Structure Enables Us to Manage Our Flexible Cost Structure Enables Us to Manage Our 
Expenses Relative to DemandExpenses Relative to Demand

Cost Structure is Approximately 75% Variable

SG&A
5%

Fleet CostsFleet Costs
30%30%

Variable Costs Fixed Costs

SG&ASG&A
10%10%

30%30%

Variable Costs Fixed Costs
Direct Direct 

OperatingOperating
15%15%

DirectDirect
OperatingOperating

40%40%

135



Optimized Capital Structure Drives Higher ReturnsOptimized Capital Structure Drives Higher Returns

Maximizing Our Use of Lower-Cost Vehicle-Backed Financing

14%14% Equity(a)High

25%25% Corporate Debt (net)

Cost of

61%61% Vehicle-Backed Debt

Capital

Low

136

3-Tier Capital Structure

(a) Market value, as of March 31, 2012



No Corporate Debt Maturities Until 2014No Corporate Debt Maturities Until 2014

$1,225

($ in millions)

$725

$450
$495

$395

$720

$270270
$500

$250
$375

$245
$395

$250

2012 2013 2014 2015 2016 2017 2018 2019 2020

Term loan Senior notes Convertible note

(a)

137(a) Pro forma for the May 2012 redemption of $200 million of senior notes



WellWell--Laddered ABS MaturitiesLaddered ABS Maturities

($ in millions)

$1,540,

$

$960 $950

$630
$510 $570

2012 2013 2014 2015 2016 2017

138Note: Data are U.S. only as of March 31, 2012
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Solid PostSolid Post--Recession Revenue RecoveryRecession Revenue Recovery

LTM Revenue
($ in billions)

$6.0

$5.5

$5.0

$4.5
4Q08 3Q09 2Q10 1Q11 4Q11

140

4Q08 3Q09 2Q10 1Q11 4Q11

Note: Results exclude Avis Europe



Intense Focus on Cost Reduction…Intense Focus on Cost Reduction…

120%

LTM Revenue per Employee

115%

120%

+17%

105%

110%

100%

105%

95%
4Q08 3Q09 2Q10 1Q11 4Q11

141Note: Results exclude Avis Europe



… And Productivity Enhancements… And Productivity Enhancements

Expect Performance Excellence (PEx) to Generate                            
More Than $300 Million of Benefits in 2012

($ in millions)

$300+

($ in millions)

$186

$258

$112

$186

$39

2008 2009 2010 2011 2012E

142

2008 2009 2010 2011 2012E



Drives Substantial Margin ImprovementDrives Substantial Margin Improvement

11 6%12%

LTM Adjusted EBITDA Margin(a)

11.6%

10%

12%

Margins have 
improved 
> 400 bps

7.1%

6%

8%

> 400 bps
since 2006

4%

2.3%

0%

2%

4Q06 4Q07 4Q08 4Q09 4Q10 1Q12

2.3%

143

4Q06 4Q07 4Q08 4Q09 4Q10 1Q12

Note: Excluding the acquisition of Avis Europe
(a) Excluding certain items



Free Cash Flow of More Than $900 Million Since 2007Free Cash Flow of More Than $900 Million Since 2007

($ in millions)

$1,181

$922

$342

$83

Cash Flow       
From            

Operations

Capital 
Expenditures

Vehicle       
Programs

Free Cash     
Flow- =+

(a)

(b)

144

Operations

Note: Data is cumulative for years 2007-2011
(a) Excluding vehicle depreciation
(b) Including vehicle depreciation



Has Driven a Decline in LeverageHas Driven a Decline in Leverage

Adjusted EBITDA Leverage(a)

3 9x

Pre-RecessionPre-Recession Post-RecessionPost-Recession

3.9x
3.4x--13%13%

2007 2011         

145

Pro Forma

(a) Net corporate debt divided by Adjusted EBITDA excluding certain items
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Four Underlying Strategies Drive Our Business ChoicesFour Underlying Strategies Drive Our Business Choices

Driving Driving SustainedSustained, , Profitable GrowthProfitable Growth

Drive 
Efficiency

Throughout 
Put the 

Customer 
Strategically 
Accelerate 

Expand Our
Global g

the 
Organization

FirstGrowth Footprint

147



Key Initiatives Drive Underlying StrategiesKey Initiatives Drive Underlying Strategies

Effective deployment Effective deployment 
f h flf h fl

Magnitude
of Strategic

Change Optimizing fleet costsOptimizing fleet costs

of cash flowof cash flow
Performance Performance 
ExcellenceExcellence

Change

Focus on highFocus on high--

Optimizing fleet costsOptimizing fleet costs
Performance Performance 
ExcellenceExcellence

margin segmentsmargin segments
Performance Performance 
ExcellenceExcellence

148

Execution Time and Challenge



Grow in Grow in tthe Highesthe Highest--Margin SegmentsMargin Segments

Area of focusArea of focusArea of focusArea of focus

Average

fit
ab

ilit
y

fit
ab

ilit
y

fit
ab

ilit
y

fit
ab

ilit
y

Pr
of

Pr
of

Pr
of

Pr
of

A B C D E F G H I J K L

S t

149

Segment



Focus Focus oon Cost Control and Increasing Productivityn Cost Control and Increasing Productivity

Cumulative Benefits of $600 Million Since Launch of 
Performance Excellence (PEx) Initiative in 2007

GrowGrow
Revenue Revenue 

andand
ProfitsProfits

Replication

ProfitsProfits

Analysis

Replication

Assessment

150



Leverage Technology Leverage Technology –– Optimize Fleet CostsOptimize Fleet Costs

AcquisitionAcquisition DeploymentDeployment DispositionDispositionqq p yp y pp

Program 
versus risk

Geographic 
allocation

Timing

Seasonal 
needs

Car class mix

Mileage and
usage

On- versus

Location

Channel
Car class mix

Customer     
preferences

On versus 
off-airport

“Cascading”
Vendor / 
selling partner

151



Utilizing Alternative Channels for Vehicle DispositionUtilizing Alternative Channels for Vehicle Disposition

Wholesale

Online 
Auction

24%Wholesale 
Auction

67%

Alternative 
Channels

9%

152



These Strategic Initiatives Really MatterThese Strategic Initiatives Really Matter

$180+

Annual Earnings Opportunity
($ in millions)

$180+

$40+

$100+

$10+ $10+ $20+
$40+

Growth in Ancillary Fleet Performance Avis Europe Total
Key Segments Revenue Optimization Excellence Synergies

153
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2012 Outlook2012 Outlook
Revenue to Increase by Approximately 25Revenue to Increase by Approximately 25--30%30%

Revenue
($ in millions)

EMEA

$7,300 - $7,600

$5,900$ ,

$5,541$5,541

2011 2012E

155

Combination of organic growth and acquisition of Avis Europe



2012 Outlook2012 Outlook
Expect the Used Car Market to Remain Strong . . .Expect the Used Car Market to Remain Strong . . .

4 0

Off-Lease Vehicles
(in millions)

3 0

3.5

4.0

2.0

2.5

3.0
Average

1.0

1.5

1995 2000 2005 2010 2015E

Reduced Supply of Off-Lease Vehicles
S t R id l

156

Supports Residuals

Source: Manheim Consulting



2012 Outlook2012 Outlook
. . . North American Per. . . North American Per--Unit Fleet Costs to Decline 3Unit Fleet Costs to Decline 3--8%8%

LTM Monthly Per-Unit Fleet Costs
North America

$347
$361

$350

$400

$283
$312

$324

$300

$350

Average

$260 $262

$250 2012E
$240-$255

$200
2005 2006 2007 2008 2009 2010 2011 2012E

$240 $255

157

1% 8% 26% 55% 65% 53% 52% 60%Risk %



2012 2012 OutlookOutlook
Lower Vehicle Borrowing RatesLower Vehicle Borrowing Rates

ABS Term Debt Average Rates(a)

5.8%

4.9%

4.1%

2010 2011 2012E

E t t t th $25 illi i i t t i

158

Expect to generate more than $25 million in interest savings 
year-over-year due to lower rates

(a) U.S. only



2012 Outlook2012 Outlook
Earnings EstimatesEarnings Estimates

2012 Estimate2012 Estimate(a)(a) GrowthGrowth vs. 2011vs. 2011(b)(b)($ in millions)($ in millions)

Revenue $7,300 – $7,600 26%

Adjusted EBITDA 825 – 875 39%

Non-vehicle D&A 110

Interest expense 255

Pretax income 460 – 510 50%

Income taxes 165 – 185

Net income $295 – $325 51%

Diluted EPS $2.35 – $2.65 52%

159
(a) Excludes certain items such as acquisition-related costs, restructuring costs and amortization of intangible assets recognized in purchase accounting
(b) Based on mid-point of range



2012 Outlook2012 Outlook
Strong Earnings Growth ExpectedStrong Earnings Growth Expected

Adjusted EBITDA(a)

($ in millions)
Earnings Per Share(a)

$610

$825 - $875

$1 65

$2.35 - $2.65

++4242--60%60%+35+35--45%45%$610 $1.65

2011 2012E 2011 2012E

160(a) Excluding certain items



2012 Outlook2012 Outlook
Generating Free Cash FlowGenerating Free Cash Flow

2012 Estimate2012 Estimate(a)(a)($ in millions)($ in millions)

Pretax income $460 - $510

Plus: Non vehicle depreciation and amortization 110Plus: Non-vehicle depreciation and amortization 110

Less: Capital expenditures (125)

Working capital, fleet needs and other (50) – 50

Cash taxes (60) – (65)

Free cash flow $335 - $485

161(a) Excludes certain items such as acquisition-related costs, restructuring costs and amortization of intangible assets recognized in purchase accounting.



OpportunityOpportunity
Use of Free Cash Flow for Debt Reduction Use of Free Cash Flow for Debt Reduction 
and Tuckand Tuck--In AcquisitionsIn Acquisitions

EquityEquity
EquityEquity

Net Corporate Net Corporate 
DebtDebt Net Corporate Net Corporate 

DebtDebt

VehicleVehicle--BackedBacked VehicleVehicle--BackedBackedVehicleVehicle Backed Backed 
DebtDebt

VehicleVehicle Backed Backed 
DebtDebt

2011 Longer-term

162

Targeting $300+ million of corporate debt pay-down in 2012



OpportunityOpportunity
Multiple Sources of LongMultiple Sources of Long--Term Earnings GrowthTerm Earnings Growth

LongLong--Term Earnings Term Earnings 
Growth OpportunityGrowth OpportunityGrowth OpportunityGrowth Opportunity

Growth in developed markets 2% - 4%

Incremental growth from developing markets 1% - 3%

Ancillary revenues 1% - 2%

Fleet and yield optimization 1% - 3%

Productivity growth 2% - 4%

Other strategic initiatives 1% - 3%

Inflationary cost increases (2%) – (4%)

D l t f f h fl 5% 2%Deployment of free cash flow 5% - 2%

11% - 17%

163



OpportunityOpportunity
Closing the Valuation GapClosing the Valuation Gap

21.6x

P/E Ratios

13.3x

6.7x

Avis Budget       S&P 500     Avis Budget     g
Five Years Ago Today

g
Today

Trading at a 50% discount to the S&P 500

(a) (b) (c)

164

Avis Budget P/E down 69% since 2007

(a) Based on mean estimate for 2007 per FactSet as of May 2, 2007
(b) Based on mean estimate per FactSet as of May 2, 2012
(c) Based on mid-point of Company estimate for 2012 as of May 2, 2012
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What’s NewWhat’s New

Launching Avis Select & Go this summer

Pursuing substantial growth in ChinaPursuing substantial growth in China

Piloting “virtual” rental, with plans to expand

Using alternative channels for vehicle dispositionUs g a te at e c a e s o e c e d spos t o

Focused on the customer experience

See large opportunities in Europe beyond initial integrationg pp p y g

Realizing substantial fleet cost savings

Company generating significant cash flow and focused on debt 
reduction

166



Key MessagesKey Messages

Industry leader with two global brands

Strong financial performance

Strategic initiatives focused on profitable growth

G ti i ifi t i d h flGenerating significant earnings and cash flow

167
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GlossaryGlossary

Adjusted EBITDA
Adjusted EBITDA represents income (loss) before non-vehicle related depreciation and amortization, any impairment charge, transaction-related costs, non-vehicle related interest and income taxes. 
Adjusted EBITDA excluding certain items represents Adjusted EBTIDA excluding restructuring-related expenses, costs related to early extinguishment of debt and other certain items as such items are not 
representative of the results of operations of our business. We believe that Adjusted EBITDA and Adjusted EBITDA excluding certain items are useful as supplemental measures in evaluating the aggregate 

This presentation includes certain non-GAAP (generally accepted accounting principles) financial measures as defined under SEC rules. We have provided below reasons we present these non-GAAP 
financial measures, a description of what they represent and a reconciliation to the most comparable financial measure calculated and presented in accordance with GAAP.

representative of the results of operations of our business. We believe that Adjusted EBITDA and Adjusted EBITDA excluding certain items are useful as supplemental measures in evaluating the aggregate 
performance of our operating businesses. Adjusted EBITDA is the measure that is used by our management, including our chief operating decision maker, to perform such evaluation. It is also a component 
of our financial covenant calculations under our credit facilities, subject to certain adjustments. Adjusted EBITDA should not be considered in isolation or as a substitute for net income (loss) or other income 
statement data prepared in accordance with GAAP and our presentation of Adjusted EBITDA may not be comparable to similarly-titled measures used by other companies. We believe that the measures 
referred to above are useful as supplemental measures in evaluating the aggregate performance of the Company.

Reconciliation of Adjusted EBITDA to income (loss) before income taxes (in millions):

Year Ended December 31, Quarter Ended March 31,
2006(a) 2007 2008 2009 2010 2011 2011 2012

Total Revenue $    5,628 $    5,986 $     5,984 $    5,131 $     5,185 $      5,900 $      1,235 $      1,623

Adjusted EBITDA excluding certain items $       405 $        409 $        169 $       243 $        410 $         610 $      83 $         119
Less: Non-vehicle related depreciation and amortization 96 84 88 96 90 91 23 27
Interest expense related to corporate debt  net (excluding pre-closing 137 127 129 153 162 19 0 3Interest expense related to corporate debt, net (excluding pre closing 
interest related to acquisition financing) 137 127 129 153 162 195 40 73

Income (loss) before income taxes, excluding certain items $       172 $        198 $       (48) $        (6) $        158 $        324 $           20 $          19
Less certain items:

Transaction-related costs - - - - 14 255 2 6
Acquisition-related interest - - - - 8 24 7 -
Restructuring charges 10 - 28 20 11 5 - 7
Acquisition-relation amortization expense - - - - - 4 - 5q p
Early extinguishment of debt - - - - 52 - - 27
Litigation costs - - 5 18 1 - - -
Impairment - 1,195 1,262 33 - - - -
Separation-related costs, net 23 (5) - - - - - -
Vehicle and intercompany interest, net 8 - - - - - - -
Public company costs (6) - - - - - - -
Non-vehicle depreciation and amortization 9 - - - - - - -
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p
Interest expense related to corporate debt 412 - - - - - - -
Corporate and other EBITDA 393 - - - - - - -

Avis Budget Group, Inc. income (loss) before income taxes $   (677) $   (992) $  (1,343) $      (77) $      72 $           36 $          11 $        (26)

(a) Pro forma A-1
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Reconciliation of Adjusted EBITDA excluding certain items, amortization of deferred financing fees and stock-based compensation (in millions):
Y  E d d LTM E d d 

Reconciliation of Net Corporate Debt (in millions):
Year Ended December 31,

Quarter Ended
March 31,

2006 2007 2008 2009 2010 2011 2012
Net corporate debt $   1,670 $   1,583 $   1,531 $    1,649 $     1,591 $     2,671 $     2,695
Plus:  Cash and cash equivalents 172 214 258 482 911 534 606
Corporate debt $   1,842 $   1,797 $   1,789 $   2,131 $     2,502 $     3,205 $      3,301

Year Ended 
December 31,

LTM Ended 
March 31,

2011 2012
Pro forma Adjusted EBITDA excluding certain items $        781 $       810

Avis Europe pro forma EBITDA 171 164
Adjusted EBITDA excluding certain items $        610 $       646
Less:  Non-vehicle related depreciation and amortization 91 95

Interest expense related to corporate debt  net (excluding pre closing interest related to acquisition Interest expense related to corporate debt, net (excluding pre-closing interest related to acquisition 
financing) 195 228

Income (loss) before income taxes, excluding certain items $        324 $ 323

Less certain items:

Transaction-related expenses 255 259
Acquisition-related interest 24 17
Restructuring charges 5 12

Reconciliation of net income, excluding certain items to net income (loss):

Restructuring charges 5 12
Acquisition-relation amortization expense 4 9
Early extinguishment of debt - 27
Litigation costs - -
Impairment - -

Income (loss) before income taxes $          36 $       (1)

Year Ended December 31Reconciliation of net income, excluding certain items to net income (loss): Year Ended December 31,
2010 2011

Earnings per share, excluding certain items (diluted) $     0.90 $     1.65 
Shares used to calculate Earnings per share, excluding certain items (diluted) 126.7 128.9

Net income (loss), excluding certain items $        107 $        206 
Less certain items, net of tax:

Transaction-related expenses 8 215 
Acquisition-related interest 5 14
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Acquisition-related interest 5 14
Restructuring charges 7 3
Acquisition-relation amortization expense - 3
Early extinguishment of debt 32 -
Litigation costs 1 -

Net income (loss) $          54 $       (29)
A-2


