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THE NEXT100:

Providing integrated mobility solutions for the next 100 years.
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APE Credentials

Consistent record of profit, dividend and EPS growth

Net profit after tax (Sm) Earnings per share (cents per share)

105.5

FY10 Fri1 FY12 FY13 FY14 FY15 FY16 FY17 FY18 FY10 FY11 FY12 FY13 FY14 FY15 FY16 FY17 FY18

10 year total shareholder return on

Dividends (cents per share)
$1,000 investment at 1 April 2019
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How do retail dealerships work?
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Strategy Overview (XX

* Continue to outperform industry: solid foundations, disciplined approach, multi-profit drivers

* Future growth strategy underpinned by:

* Engaging our customers, everywhere. Leveraging our flexible property portfolio to continue
development of an omni-channel retail approach via our future dealerships retailing networks;

* Redefine our workforce to deliver a vastly superior customer experience on a more sustainable and
productive cost base;

* Deliver optimised vehicle finance solutions by executing on our five point Finance Operating Plan;

* Supporting innovation as our partners introduce ACE (autonomous, connected & electric) and other
emerging product and service innovations; and

* Reinvest with discipline, combined with rigorous review of existing & new operations to support an
unrelenting focus on long term wealth creation

* Exceed expectations and deliver balanced long term value for our stakeholders

» Take advantage of industry opportunities as consolidation, restructuring, rationalisation
escalates
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Engage our customers, everywhere
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Automotive Retail of the Future

Adapting our model to support the customer and the company

CONSUMER BENEFITS: Experience, Choice, Convenience.

HIGHEST
<

STAND-ALONE
SHOWROOMS

>

LOWEST OPERATING COST HIGHEST
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Automotive Retail of the Future

Providing choice and convenience

CONSUMER BENEFITS: Experience, Choice, Convenience. LOWEST

HIGHEST
<

LOCAL &

- CONVENIENT:
cAR4 One Stop Shops

LOWEST OPERATING COST HIGHEST
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Automotive Retail of the Future

A uniqgue and compelling experience with unrivalled choice

CONSUMER BENEFITS: Experience, Choice, Convenience. LOWEST

HIGHEST
-

DESTINATION:

Auto Malls
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LOWEST OPERATING COST HIGHEST
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Automotive Retail of the Future

A Blended Network approach supporting Customer Centricity

CONSUMER BENEFITS: Experience, Choice, Convenience. LOWEST

HIGHEST
<

DESTINATION: LOCAL & CONVENIENT: STAND-ALONE
Auto Malls One-Stop Shops SHOWROOMS

-

LOWEST OPERATING COST HIGHEST
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Taking Automotive Retail to our customers




Taking Automotive Retail to our customers




Multi-brand service hubs

Multi-Branded Express Service

Ex-Bunnings facility in Albion acquired to
support inner-city transition to Airport as
well as neighboring sales locations

o :
EAGERg
EXPRESS SERVICE CeNTRe

Shopping Centre Service
Scheduled and Express servicing on demand
to support customer’s existing shopping
patterns
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Using property to drive workforce transformation
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Redefine our workforce
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Carzoos is our proof of concept
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CARZOOS

An entirely new way to
buy and sell cars.

EAGERS
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A workforce designed by our customers
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STIMULUS FIRST MOMENT SECOND MOMENT
m OF TRUTH OF TRUTH
(Dealership) (Experience)

STIMULUS ZMUI' BTHOT 2 NOT

' = MANUFACTURER 3RD PARTY = ; -
O s » < Stacy's car-buying journey included over
: ' 900 digital touchpoints® in a 3-month period
- SOCIAL MEDIA PRICING SITES =
ﬁ D YouTube, Facebook, 3rd party lead D p
. okl i - 139 Google Searches
: B, LOCATION DEALER SPECIFIC o 14 YouTube Videos
t—i 'J;l‘ Q ﬁ 89 Images
WHAT CAR? HOW TO WHAT IS '
WHAT PRICE? FINANCE? MY TRADE 69 Dealer Interactions
i WORTH? 0 d
Lt Contacttha Purchase/ Oncg/ll‘grée”e 186 Manufacturer Interactions
TV, Radio, Online, ' dealership, delivery/
Direct Marketing, 10.4 , 18.2 Transaction ownership. SR
Press, Outdoor. | «*F hours on-line «L sources ready. experience.
Google case study on today’s car buyer
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Carzoos feedback refined our plans...

Trustpilot

[ [x [ %%
365365363363

Finally a new way to buy a car!

iy 2 i U Dl The best car buying experience to date...

1 am a young professional woman, who has no time or desire to

shop around for cars. This was the perfect solution for me: fast, I'have bought many cars over the years from both dealers and
no bargaining, female staff.... and 7 day money back if | didn't like private sellers but would suggest that this has been the best
the car. | also loved having the full purchase history sent to me experience to date by far. | will certainly have no issue being a
before buying - why should | have to pay for the history?? When | repeat customer.

stacked it up against buying from a private seller - it was just as
cost effective because the 1 year Allianz insurance was included
| am so glad | purchased through this new innovative way to buy.

Straight forward and honest approach to ...
The ONLY way | will ever buy a car again
Straight forward and honest approach to buying a car, although
there is still considerable paperwork the majority appears
regulatory required. | appreciated their direct up-front declarations

| visited the Carzoos shop at North Lakes last week. Everything
about them is different to how I've bought a used car in the past.
Was greeted by a carzoos 'buddy’ {thought this was cool) who

was really helpful and everything was explained and low with all aspects of purchase.
pressure. Can't believe this hasn't happened before to be honest. Will be recommending their service to people | meet.
Chris James Will definitely recommend. AAA+
{ % 1review © N/A, AU

n 26 Oct 2018

| was apprehensive at first... but it wasn't warranted!

| was apprehensive at first, largely because | was located in Cairns and unable
to visit/view the vehicle and a little bit because things just seemed to be foo

easy. | had the old saying "if it's too good to be true, it probably is* running Excellent Experience, Exceeded Expectations Ca rzoos
through my head. Buying a car "online” just seemed too simple, even though
we do most other things online these days. It is nerve racking purchasing a new car, making sure you get a Reviews 262 ¢ Excellent

My contact at Carzoos was fantastic, responsive, an.d very easy to work with. gcod deal and Demg treated well, especnally as afemale. | had
They went above and beyond to help me out, especially regarding my

as treating s0 well by every CARZOOS x| k|| K| K
location, working the purchase additions (warranty/service, etc) around to sucha great experience and was trealmg so well D) everyone

ensure | was able to utilise it up here. that worked for carzoos. The car exceeded expectations |

From enquiring on the car, to having it delivered to my door in Cairns took just absolutely love it, and it is so great to have all those extras thrown
over a week. in such as first year comprehensive car insurance covered for

I wouldn't hesitate to use Carzoos again, nor would | hesitate to recommend you, extra warranties, road side assist, the list goes on and on.

to a friend. No doubt you'll be feeling uneasy about buying a car "online" but | would recommend this company to anyone Iooking to hu}. and/or

let me tell you - they're on to something here and | reckon the old dealer

- - : sellacar.
experience is in a bit of trouble.

- EAGERS
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Business Transformation is underway

Work in harmony with
business strategy and vision...

“Deliver a superior
Guest Experience
on a Lower
Cost Base.”
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- Lean (3 Step)

“Superior guest experience on a lower cost base .

1. Finscore

DO YOU
KNOW YOUR

Financ

* Implement sales quoting

* Present complimentary
personal credit score

* Adopt panel lender approach

* Measure results

21

2. Sales Model

K4 AP.Eagers Corporate Sales Structure

/~* Design & implement a “Pilot” sales POD
* Select the best to fill the positions

* Recruit new “Product Specialist” role

* Formalise the reduced cost base

* KPI's set for the POD

* Communicate to all teams

* Support & promote the model

3.Remuneration
/./ Balanced Commissions
Trade-ins Commisssions
Direct Purchase Comisss  20%

/' FUND
Finance Commissions 35%

SEL
Selling Commissions 20%

Car Care Commissions 15%

&
s

csl
Service 10%

Monthly Comm Pool 100%

Balanced BFSPR remuneration
payment approach
Reward more for Buy, Fund, Protect

—less on Sell

Stress test commission model
Income pooling for POD
Observe notice periods for changes

.- EAGERS
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Deliver optimised vehicle
finance solutions
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Risk Based Pricing will drive penetration

Achieving 80% penetration will significantly increase finance income on 2018 LFL vehicle
sales...will be achieved subject to planning and execution strategy

Key drivers of Penetration change - RBP / GFV / LRC

Penetration F&I Revenue

* Penetration rates driven by il | APE strategic Spoint plan__| PROJECT B0 | o
a combination of RBP ’ OBJECTIVE ®
arrangements; Guaranteed

Future Value (GFV) product

development; and 70% @ o * 152%
continued low rate finance

* 170%

75% 161%

campaigns (LRC) 65% * 143%

60% 135%

*

* Implementing strategic plan - —_—
to achieve long term

objective of 80% that will —* 2019 EoY Objective ¥ 119%
significantly increase

finance income on 2018

com pa ra ble Veh|C|e Sales 40% @—‘ Tipping point on revenue @ 41% penetration FY 2019 100%
35% " i ¥ 94%
l Manage & Shorten Change impacts ‘

30% 83%

45% o 109%

* Targeting 50% penetration
rate by end of 2019

2019 | 2020 | 2021 2022

.- EAGERS
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Support innovation

. " EAGERS




OEMs pile into BEV

Battery Electric Vehicles

OEM ANNOUNCEMENT REGARDING ELECTRIFICATION

PSA & = T DAIMLER s
------- o s |Renault- . s
T T PSA to JLR WI" Aston Martin Tesla Nissan Sub t Volvo plsao/r:s 15- Aston Martin
launch first  €lectrify plans 25% of = targets plans | - a;‘u 0| |targets S A plans all models
Tesla to Tesla electrified | |3l sales to be annual | joint i Imntotal | production | 4, e ejectrified
begin Model | targets models on | | Mmodels alachiiid sales of platform | | firstful sales of tobe by ‘mid of 2020s’
3 volume annual Efficient - imn units | for EVs EV || electrified | electric
pdeUCtiOl'l sales of Modular T L 4 . sales
500,000 Platform
(EMP)

BMW plans
Porsche plans ' | 15-25% of
50% of cars to | | sale to be

Honda plans

GMplansto |  Volvo will no Ford to have - : two thirds of
produce longer sell car Ford to have 13 new @ be electric electrified sales to be
500,000 solely 6 40% of global | electrified B — electrified
electrified powered by models models —c—c- VW plans to W/
vehicles by ICEs P electrified |—l have 30 new w
year-end Daimler (hybrid, @ EVs
GM targets annual PHEV, BEV) | PSA to have 7 accounting for

sales of . PEHV and 4 up to 25% of

100,000 units BEV models - sales (2-3mn

DAIMLER buiton EMP | “777° units) @

Source: BMI Research, FEV

D by FEV — all rights reserved. | 5§
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Quantifying the likely rate of change

Global fleet model to 2050

EVs MOST

China 227 Norway 16.6% BEV sales grow strongly — at expense of ICE sales by 2030. BEV fleet catches up with ICE fleet by 20507
IMPORTANT USA 61 Netherlands  1.4%
MARKETS Norway 24 Austria 1.3% World BEV sales (vehicles m) World ICE fleet ICE fleet ——BEV fleet
France 22 China 1.3% 120, o B s : -
—— 1,600
JAN-SEP/17 Germany 17 Sweden 1.2% 100

1,400
UK 12 France 1.2% a0 1,200
Japan 10 Switzerland 1.1% o 1,000

& Korea 8 Korea 0.6% 800
Netherlands 5 Germany 0.6% 40 600
.IATO Canada 5 UK 0.5% 20 400

200

"))
Australian
Bureau of
Statistics

The Australian car parc was
19.2m registered cars as at 31
January 2018

millon
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Reinvest with discipline
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Net profit after tax (SM)

Active portfolio management and d
re-investment

iscip

lined

Acquisitions
' Birrell Motors Group
1 Ipswich Jeep & Kia

1
| Crampton 12017 R -
! Automotive Group 1 Acquisitions | 12018 i
e e \ I Tony Ireland Group | Crash Supplies 1 1 Acquisitions !
[
120 1 e e e e el 12014 ! ! ! Porsche Centre | 1 Metro Nissan h
Disciplined Acquisitions | Acquisitions L | Greenfields Sites ! Adelaide ! |Grand Nissan |
1 lan Boettcher Motors 1 1 5095 ' :_C_aizggs_ﬁ_r?_tft_or_e__ ! ! I Toowoomba Motor}
E Volvo Sunshine Coast E ! Acquisitions ! E ! w ! I_G_rciu_p_ o
|mmmmmmmmmmmm | Black Group o Auto Advantage ' / [ —————— ! :
:2013 : :G fields Si : I l
isiti 1 reenfields Sites i
100 1 o Nore ! Reynellasubaru | | !
1 Main North & Unley b Y | ! '
____________________________ ! Nissan & Renault ~, (KedronSubaru 1 i !
12011 ' 2012 i ' : ! et bommoes pormooo- tommmes : !
' 12012 L A ! ; 12016 112017 ! :
1 Acquisitions i 1AHG Initial Strategic | | Greenfields Sites | ' | Divestments L Rectructure provision | '
| Eblen Subaru ! | Investment 1 Northern Beaches ! ! Joswich Jeep. P P ] ;
| I . ! Jaguar Land Rover | [pswich Jeep oo oi ! :
1 L |
80 1 Greenfields Sites | 1 Greenfields Sites i 1 i Divestments ! I
[ N R —— | i ! Sydney Truck Centre ! !
| Daimler Benz ! Infiniti Centre H I 127 1 '
1 i 1 3ri i j 1 Brisbane Motor 1 i
| Adelaide . ! \Brisbane 1 i ! ettt L--mmm- ! ! Auctions ! 1
_____________ | i | 12015 ! o , |
12010 | ' ! ' ! Divestments ! i Infiniti Centre ! ;
! H ' 1 ' ‘W Eaui i ! Brisbane ! '
:Acguisitions' 0 : foeomo- Lmmmme e . 'Reist;elzn quipment ! D e I
60 41 Caloundra City Autos | E ' i |2914 e .. 12018 !
| b : l ; Divestments ! ' AHG dividend |
1 Adtrans Limited H ! i ! Eagers Mitsubishi H I reduced H
! [ [ 1 H
! e _____ o 1 |
i Western Star Trucks ! i L2013 - ! ! Divestments :
! 1 1 i
L e T i | Divestments | H iu"fersl S‘t:/ Holden !
) 1 Hidden Valley Ford | H ustra folvo !
40 L | Eagers Kia !
e e e e e e e e e e -
: :
E Divestments H
City Peugeot 1 H
1
! Bill Buckle Audi | Organic Growth
FY10 FY11 FY12 FY13 FY14 FY15 FY16 FY17 FY18
RUTHLESS RIGOROUS | DISCIPLINED
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Appendix




Disclaimer

30

The information in this document (information) does not contain all information necessary for investment decisions, is
not intended to be an offer, invitation or recommendation with respect to shares, is not financial product advice, and is
intended to be general background information on A.P. Eagers Limited (APE).

Investors should consult with their own professional advisers.
No representation or warranty is made as to the accuracy, adequacy, reliability or completeness of the information.

This document does not, and should not be relied upon as, a promise, representation, warranty or guarantee as to the
future performance of APE.

This document may contain forward-looking statements, forecasts and estimates (forward-looking statements), including
anticipated future performance of APE and the market in which it operates.

Forward-looking statements are based on certain key expectations and assumptions of known and unknown risks,
uncertainties and other factors, which are deemed reasonable when made but may or may not prove correct. Actual
events are difficult to predict and may depend upon factors beyond APE’s control. Therefore, actual results may turn out
to be materially different from any future results, performance or achievements express or implied by the forward-
looking statements.

Forward-looking statements only speak as of the date of this document and no representations are made as to the
accuracy or fairness of such forward-looking statements. APE disclaims any obligation to update any forward-looking
statements, to reflect any change in APE’s expectations with regard thereto, or any change in events, conditions or
circumstances on which the statements are based.
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