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K Disclaimer

The information contained in this document (the “Information”) has been prepared by ALD (the
“Company”) solely for informational purposes. The Information is proprietary to the Company and
confidential. This presentation and its content may not be reproduced or distributed or published,
directly or indirectly, in whole or in part, to any other person for any purpose without the prior
written permission of ALD.

The Information is not an offer to buy or sell or a solicitation of an offer to buy or sell any security or
instrument or to participate in any trading strategy, and does not constitute a recommendation of,
or advice regarding investment in, any security or an offer to provide, or solicitation with respect to,
any securities-related services of the Company. This presentation is information given in a summary
form and does not purport to be complete. It is not intended to be relied upon as advice to investors
or potential investors and does not take into account the investment objectives, financial situation
or needs of any particular investor. Investors should consult the relevant offering documentation,
with or without professional advice when deciding whether an investment is appropriate.

This presentation contains forward-looking statements relating to the targets and strategies of ALD.
These forward-looking statements are based on a series of assumptions, both general and specific,
in particular the application of accounting principles and methods in accordance with IFRS
(International Financial Reporting Standards) as adopted in the European Union. These forward-
looking statements have also been developed from scenarios based on a number of economic
assumptions in the context of a given competitive and regulatory environment. The Group may be
unable to:

« anticipate all the risks, uncertainties or other factors likely to affect its business and to appraise
their potential consequences;

« evaluate the extent to which the occurrence of a risk or a combination of risks could cause actual
results to differ materially from those provided in this document and the related presentation.

Therefore, although ALD believes that these statements are based on reasonable assumptions,
these forward-looking statements are subject to various risks and uncertainties, including matters
not yet known to it or its management or not currently considered material, and there can be no
assurance that anticipated events will occur or that the objectives set out will actually be achieved.

Important factors that could cause actual results to differ materially from the results anticipated in
the forward-looking statements include, among others, overall trends in general economic activity
and in ALD’s markets in particular, regulatory and prudential changes, and the success of ALD’s
strategic, operating and financial initiatives. Unless otherwise specified, the sources for the business
rankings and market positions are internal.

Other than as required by applicable law, ALD does not undertake any obligation to update or revise
any forward-looking information or statements, opinion, projection, forecast or estimate set forth
herein. More detailed information on the potential risks that could affect ALD’s financial results can
be found in the Registration Document filed with the French financial markets authority (Autorité
des Marchés Financiers).

Investors are advised to take into account factors of uncertainty and risk likely to impact the
operations of the Group when considering the information contained in such forward-looking
statements. To the maximum extent permitted by law, none of ALD or any of its affiliates, directors,
officers, advisors and employees shall bear any liability (in negligence or otherwise) for any direct or
indirect loss or damage which may be suffered by any recipient through use or reliance on anything
contained in or omitted from this document and the related presentation or any other information
or material arising from any use of these presentation materials or their contents or otherwise
arising in connection with these materials.

The financial information presented has been prepared in accordance with IFRS as adopted in the
European Union and applicable at this date.

By receiving this document and/or attending the presentation, you will be deemed to have
represented, warranted and undertaken to (i) have read and understood the above notice and to
comply with its contents, and (ii) keep this document and the Information confidential.

B ALD



k Strong and experienced executive management team

" Tim ALBERTSEN
CEO

1—

. 25 years of sector
experience

J

\ ( =" John SAFFRETT \

Deputy CEO

LA
L1

14 years of sector
experience

J

Guillaume
DE LEOBARDY

Regional Director

|

16 years of sector
experience

Annie PIN

Chief Commercial Officer

i

10 years of sector
experience

~

J

~ Gilles BELLEMERE

Deputy CEO

il

15 years of sector
experience

C Today’s speakers )

ﬁé

/

\

| Gilles MOMPER \

“

f | 13 years of sector

experience

Hans van BEECK
CAO

o

3 years of sector
experience

J

Pao Leng-Damy
HR Director

i

5 years of sector
experience

Miel HORSTEN
Regional Director

i

22 years of sector
experience
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Move 2025 -
Our strategy

Become a fully integrated sustainable
mobility provider and the global leaderin
the car leasing industry

—| ALD




Cars become...

More than ready to embrace the mobility (r)evolution

Electrified Connected ‘ Shared Autonomous
Increasing switch New Mobility Solutions
from ownership Digital car sales begin to scale Autonomous
to usership 50% new car sales Subscription model 20% of kms travelled in Level 4/5 available
also for consumers online by 2022 becomes mainstream shared vehicles by 2025 after 2030...
» Future

Adaptation of the offer
to new client segments
with significant growth
potential

SME

Consumer

B2B2E

State-of-the art digital Launch of flexible

platforms for products
Fully digital journey ALD Flex
Remarketing

ALD Electric

Connected car program

Development of New
Mobility offers

Car sharing

ALD Move

On-demand mobility

B ALD



K Strengthening our competitive edge e,
> Move 7
° 2025 .

O \
TOMO"

Become a fully integrated sustainable mobility provider and the global leader in our industry.

Four pillars to Move for

Be recognised as the most Be the global leader in Place people and corporate Generate value over the
innovative provider of mobility sustainable mobility solutions. social responsibility at the heart economic cycle within a robust
products and services. of everything we do. business operating framework.

; B ALD



~ Move for customers

Continuously adapt our product offer to customer demand

* Best-in-class digital tools for customer acquisition and experience

* Develop and offer customised products and services

* Be agile and flexible in order to capture growth opportunities

* Become the reference for customer service
* Develop a unique mobility brand position

Foundations

Full service leasing
Fleet management

International key accounts
Large corporates

Current

ALD Electric
ALD Car sharing
ALD Flex

Used car lease

SME
Private individuals

Future

Subscription offer
Connected vehicles
Shared mobility
Multi-modality

Employees
BtoBtoE

B ALD
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* Move >
% 2025 .

Y
vor o
oMO

~ Move for growth

Direct distribution

Our established Full Service Leasing business has

more room for growth

* Geographical coverage is key for our Multinationals and large
corporates customers

Multinationals * Employees of these companies constitute an untapped customer
and large corporates base with significant growth potential

* Expansion of the SME segment is underpinned by our expanding
e Private partner network

Corporate

* Our efficient and adaptable digital platforms sustain consumer
segment development

* Ourstate of the art remarketing platforms ensure efficient
processes for used cars

New growth opportunities to be seized

. * Sustainable mobility

Indirect distribution * New partners in the mobility ecosystem
(partnerships) o )

* New mobility solutions

* Value-accretive acquisitions

; B ALD



 Move for good
> Move 7

5 2025 -

&

1% \
TOMO"

Shaping the future of
sustainable mobility

Being a commiitted and
responsible employer

to our
sustainability
approach

Implementing
responsible business
culture & practices

Reducing our internal
environmental footprint

; B ALD



TEG
oh !

~ Move for performance

* Move >
5 2025 -

&

1% \
TOMO"

Further improve our operating efficiency

* Optimise middle and back office systems for a more efficient
contract management and reporting

* Continue to develop our scale to further decrease direct costs

* Enhance the use of data to support business management
and development

* Improve revenues through better service penetration
and pricing management

1 B ALD



2025 ambitions

Move for Customers

c LoD Y

million contracts

Move for Good

-40% 30%

CO, emissions of new car

for new deliveries to
contracts(! be EV(

in 2025 Targeting 50% BEV in 2030

Move for Growth

iy <15%

CAGR 19-25
private lease &

countries new mobility
contracts

7
A

(1) Average emissions on new passenger car deliveries for EU+ Norway + UK + Switzerland (CO, in g/km (NEDC norm))
(2) EVdefined as BEV and PHEV and Hydrogen Fuel Cell. BEV: Battery Electric Vehicle, PHEV: Plug-in Hybrid Electric Vehicle. Target set on new passenger car deliveries for EU +

Norway + UK + Switzerland
11 (3) Excluding UCS result

(4) Maintaining Total Equity to Total Assets range in line with historical range thanks to strong capital generation

Move for Performance

Cost/income® 50-60%

ratio down to Dividend
o o payout
6 /0 to 48 /0 ratio®

B ALD



2025 Strategic objectives (1]2)

Contracts growth N

Consumer segment

New mobility products
Total Contracts )

Light Commercial Vehicle (in million)

Bolt-on acquisitions

2017 2018 2019 2025

Private lease and New mobility products N

ALD Flex

€.15%

ALD Move UG ZEE0 CAGR 19-25
New mobility products

Used Car lease

NB: These strategic objectives include the estimation of the COVID impact
12 (1) Termreplacing Total Fleet, defined as full-service lease contracts, fleet management contracts, and new mobility solutions contracts = ALD



2025 Strategic objectives (2]2)

Increased services
penetration

Enhanced data Leasing & Services

capabilities and scale to margins
sustain margin growth

Scale

To grow at
least

in line with
Total Contract

_
Financial Performance

Cost discipline
Cost/Income ratio

Additional investments (exc. UCS)

in digital capabilities

Strong capital Dividend payout ratio
generation

49.0%

50% to
51%

50-60%® — ¢

J

NB: These strategic objectives include the estimation of the COVID impact
13 S ; . P . .
(1) Maintaining Total Equity to Total Assets range in line with historical range thanks to strong capital generation

B ALD



What's under
the hood?
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is not complex ”



K We finance vehicles

Acquisition price
20,000 EUR

Leasing contract margin

Amount to be financed (4y)

10,200 EUR

Residual value (4y contract)
9,800 EUR

Leasing contract margin is secured over the length of the

16

NB: Figures are for illustrative purposes only

contract (average 42 months)

ALD financing costs
10 EUR/month
o

20 EUR/month

960 EUR over 4y

( J
Customer financing costs
30 EUR/month

B ALD



K And provide a wide range of services around them

New Vehicle Selection

T

Reporting & Optimisation e e Registration & Delivery

Driver Support e e Maintenance & Tyres

Fuel & Services o

e Insurance or Accident Management

Services margin
20 EUR/month 960 EUR over 4y

Services revenues are secured over the length of the contract (average 42 months),
related costs are predictable

17 NB: Figures are for illustrative purposes only = A L D



K At the end, we sell them

Residual value (4y contract) Sale price
9,800 EUR 10,000 EUR

Used Car Sales result is subject to market conditions, ALD’s prudence and experience are key

18 NB: Figures are for illustrative purposes only = A LD
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K ALD’s dynamics are substantially different from OEMs and banks

an Auto stock a Banking stock

* ALD is predominantly BtoB * Unregulated commercial business
* Demand for Full Service Leasing is not correlated to * Hedged against interest rates and currency movements
demand for new cars * Services directly embedded in ALD offer
* ALD s brand agnostic « Ownership of the leased assets, reducing credit default risk and costs
* ALDis not exposed to a specific OEM « Average European Bank Cost/Income ratio close to 65-70%(2 for 2015-

2019. ALD’s (excluding Used Car Sales) averaged ~51% over the

ALD's fleet is growing faster than period.
Passenger cars & LCVs markets 2015-2019(

+10.0%
I 000
Europe Global ALD American banks European banks
20 (1) Sources: OICA and ACEA = ALD

(2) Sources: European Central Bank and Fed



K ALD is a Business Services company

ALD displays characteristics of top business services peers

Corporate focus

Corporates represent 89%

Income predictability

Average contract duration 42

of ALD fleet and are highly *Sxperian. months and total margins
diversified (top 10 clients Y correlated to fleet
equal only 6% of fleet) &

—

o
\

Scalability \_/ﬁ Combined financing and services

Overheads per fleet unithas Services margins represent
reduced by 15% between .fc OMPASS @red ~50% of GOl exc. UCS, from
2015-2019 consultancy to insurance

2 B ALD
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K ALD's interest rate mechanism

Matched-funding policy

PS Fixed at contract
inception

. . Leasing
Hedging putinplace — o contract

(duration, currency, margin SG funding
interest rate) Securitisation
rate Bonds

ALD funding

2 B ALD
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First mover in powertrain transition

Evolution of breakdown() of passenger car deliveries

. . . . Trend
ALD started implementing a policy aimed 3% I =0, | e
at reducing Diesel share as early as 2017 em | 3%
* Proven track record of reduction since the beginning

Development of ALD comprehensive Electric

offer with dedicated products (Switch, Car

sharing...)

* Aiming at promoting greener vehicles \
68% 64% 60% 53% 46% 43% 41%

Share of BEV + PHEV in ALD deliveries in

Q2 2020 more than 2x above the European

market(®)

* Consistently ahead of the market

Q22017 Q42017 Q22018 Q42018 Q22019 Q42019 Q2 2020

M Diesel M Petrol M Other I Green®

(1) Management Information, calculated as a % of deliveries of Passenger cars (ALD funded fleet)

(2) Green powertrains: Electric vehicles, Hybrids, Plug-in Hybrids
25 (3) Source: ACEA A L D



K A leader in low emission vehicles

Accelerating growth, opening new opportunities

ALD Group low emission (“green’”) running fleet (‘000) - July 2020 BEV market share expected to increase at a
steeper pace

Electric vehicle penetration

160 100% 14%
12%
140 80% ’
10%
120 60%
8%
100 40% 6%
4%
80 20%
2%
60 0% 0%

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025

40

M New vehicle sales (M) M EV sales (M) — EV penetration %

20

Source: Bloomberg NEF, Internal PitchBook estimates | Geography: Global
Note: Refers to sales of passenger electric vehicles

H1 2014 H22014 H12015 H22015 H12016 H22016 H12017 H22017 H12018 H22018 H12019 H12019 H12020 ALD’S experience and expertise are key
differentiators

M Hybrid B PHEV H BEV
* Bundled electric offer combining all the services needed

>1 >40% o with a BEV

green vehicles yearly growth of green new deliveries * Close relationship with reference players in the industry
under management in Q2 & Q3 2020

2 B ALD



Full Service Leasing

and Fleet management

a resilient business with significant
growth potential

| —| ALD




FSL and FM: a resilient and growing business

N°1in Europe and widest coverage

e 29 5 19 250 1 1® 3

# countries covered 32 5 2
End fleet (‘000) 2000
1,840
as of June 2020 ‘ 1,765
1500 :
‘ 1,331
1000 et ,
1,668 ~712
1,439
H Europe 500 ‘ ‘
' Rest of 135
the World 5 | ]
— i i 11 - - S - =
Nederland France France Canada Germany Germany England Germany Australia Germany Australia
| | | - | | A | | | | | |
Wy EALD VAL ‘:fv‘:,'element LEX AUTOLEASE 96 Deutsche Leasing"Y s‘g@ SIAT leasing eclipx
—

Strong scale effect

throughout
the value chain

Favorable purchasing position with supplying partners
Strong operational efficiency

Diversification across geographies

At the forefront of technological and digital innovation

Note : Peers shown are international, multi-brand players. Fleet figures include Full Service Leasing and Fleet Management.

Source: (1) Company data as of 31/12/2018, except where stated otherwise. Fleet News. Funded fleet. (2) Approximate figure, as publicly communicated by Element
28 (3) Including Athlon & Daimler Fleet Management’s fleet and country coverage, fleet figure outside Europe not available.

(4) As of 01/11/2017 - (5) As of 30/06/2017, only Germany is reported.

B ALD



FSL and FM: a resilient and growing business

Strong financials showing resilience and efficiency
CAGR 15-19: +10.0%

Ccroven | partomance

15

Total Fleet

512

Net income g.s. (in €m)

424

2015 2016 2017

Note: Data as of 31/12
(1) Total expenses on Gross Operating Income excluding Used Car Sales result

556

2018

2015 2016 2017 2018 2019
CAGR 15-19: +7.4% —>
568 564

2019

B ALD



K FSL and FM: a resilient and growing business

Organic growth and distribution channel evolution

Contracts evolution (organic) and segmentation (in ‘000 units)

1,765 ~2,200 +435,000 contracts

+195,000 contracts

+225,000 contracts

2019 2025

M Direct M Indirect

30 NB: Direct: IKA+ SME’s + Flex + Used Car Lease
Indirect: Partnerships + New Mobility contracts

B ALD



K FSL and FM: a resilient and growing business

Four customer segments

31

-

\_

Geographical coverage
Increasing demand for flexibility
Consultancy

~

Corporate

Direct distribution

Multinationals
and large corporates

\_

Partnerships
Outsourcing trend
Light Commercial Vehicle offer

Indirect distribution
(partnerships)

4 )
Corporate clients growth
Reaching out to employees
New mobility solutions
. J

Private
4 )

\_

Partnerships
From ownership to usership
Used car lease

J

B ALD



K FSL and FM: a resilient and growing business

Large corporate accounts continue to drive growth

Strong and loyal customers, providing Driving the expansion of our geographical
steady and predictable revenue streams coverage

. . . o go Expected
Growth potential remains significant * We accompany large corporate accounts in new

countries, thereby limiting country and
counterparty risk

69%

Multinationals
& large accounts

* Continued outsourcing trend and industry

consolidation . .
* Today, they constitute 69% of the portfolio

in less mature countries

* Expansionin LATAM and Asia

* Effect of people working from home,

* We aim to further deploy in South-East Asia
cost cutting & cash allowance

Uptoso * With the ambition of opening up to 7 new
Countries countries by 2025

LU R TR |

* Accelerated efforts in Light Commercial

Vehicle segment - Last-mile delivery * And providing us with the largest geographical

coverage

2 B ALD



K FSL and FM: a resilient and growing business

Growth in SME and consumer segments underpinned
by expanding partnership network

Nurture eX|st|ng partnerships Together offer a one-stop shop
for all car financing and
/ \ insurance needs

Retailers and tech companies

Access new market segments &
capabilities

1 \
K Nordea Eg:asl?éamu \ /Gquore@ € EROSKI | getaround\
2 Nf:w"'ﬂ %RBS  BBVA K 8 Y
- / SnappCar g piaCar
N — L -
Become a wgrllz?ﬂrzi;erﬁgcrzser:ir;):ull EV digital SOCIETE AVA blpl amazon

|
1L polestar ]

T

33

\ GENERALE

J

>200 existing partnerships today, targeting ~300

\_

/

B ALD



FSL and FM: a resilient and growing business

Consumers: growth driven by white-labelled digital platform

Increasing the reach of our offer with
leading digital private lease platform

* Bestin class dedicated white-labelled platform for partners

Provide a seamless customer experience

* Secure innovative digital players partnerships

Highly efficient sourcing and management of contracts

* Active with 160 partnersin 19 countries

34

European Private Lease registrations (in M units)

2020F 2021F 2022F 2023F

B Private Operational Lease

Source: Frost & Sullivan market study (Oct. 2020), top 26 European markets

2024F

B ALD



FSL and FM: a resilient and growing business

Employees: Leveraging our corporate client portfolio
to widen our reach

* Reaching out to employees without company cars with m

an offer adapted to new working modes

* Offering cost optimised, effective & multimodal means
of transportation
* In the form of BtoBtoE, affinity schemes and multimodality

platform 1 1 0 1 1 1 1 1 0
BtoB BtoBtoE BtoC

* Additional revenue stream with high growth potential

* Opportunity to distribute new mobility solutions (ALD Move...)

. B ALD



FSL and FM: a resilient and growing business

ALD Flex: new solution designed to answer demand for flexibility

Flexible product enabling optimisation
of vehicle life-cycle

 What’s new with ALD Flex?

Flexible duration

Choice of car by category

Easy process for customer: 100% digital in-life management
Choice of new or used car

* Accelerated launch in the context of the COVID crisis,
good commercial ramp-up

* An attractive and profitable business model for ALD

Revenue optimisation by bundling all services into the offer
Opportunistic selection of the cars to be assigned
Complementing ALD product offering

36 (1) Market outlook, Frost & Sullivan

ALD Flex and Pool fleet (‘000 units)

2019

2025

First step towards the
subscription model

“By 2025, 10% of new vehicles
retailed to be offered under
subscription model, addressing
a potential market of 16m
vehicles” (")

B ALD



The future is multi-cycle
and muliti-channel

—|ALD




Remarketing | Customers |
croven | atomance

Opportunities Challenges % 2020 m

1l Sale to dealer Efficiency of the process Tighter margins 65-70%
Sale to - . Eligibility of vehicles > >

@ 2 alis Ll s Refurbishment costs JOSIS%
. Used car New revenue generation stream S . o o

3 Decreased RV risk Eligibility of vehicles 15-20%

100% 100%

End of contract

. B ALD



Remarketing | Customers |

ALD Carmarket: our leading remarketing platform is key to optimise m

the sale of used cars

M Upcoming
deployment
A M Other countries 25%
i of Used car sales
i ' W G7:75%
{ of Used car sales
Overview By 2025
* Fully digital e-commerce state-of-the-art platforms (BtoC, BtoB) * BtoB
* Increase sales through big data mining capability Target: Export 20% of volumes on sales to professional traders
* Opportunity to convert from sales to used car lease ALD Carmarket will be implemented in all countries
* Reduced transaction costs ° BtoC
* Direct access to customers (traders and private) Sales and lease to retail customers: ~ 30% of total sales
Platform will be implemented in 25 countries

2 B ALD



Remarketing

Used Car Lease lowers residual value risk by extending
the use of the asset

Answer new mobility needs
and optimise life-cycle
management of cars

40

Satisfy demand for high quality
used car lease

Opportunistic selection process
Market-driven pricing strategy

Diversified distribution channels
Direct via ALD Carmarket (BtoC)

Via partners (BtoBtoC)

Corporate customers’ employees (BtoBtoE)

100%
90%
80%
70%
60%
50%
40%
30%
20%
10%

0%

Example of monthly RV risk evolution

(in % of acquisition price)

2 Jife lease
(36m)

\_

1 6 11 16 21 26 31 36 41 46 51 56 61 66 71

Ccroven | partomance

Used Car Lease contracts
(‘000 units)

N

2019 2025

B ALD



Remarketing | Customers |

Multi-cycle lease optimising use of the asset over a longer period

v

First lease

Executive company car Q

. Pool of shared cars for urban mobility
Car sharing blatform

A 4

Remarketing Disposal of the car “

Decreased RV risk Increased use of the asset

. B ALD
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K Driving investment in our digital capabilities [Customers | Good
Total incremental budget of 66 MEUR over the next 5 years m

of the organisation * Further enhance our core fleet management
* Bring more flexibility to clients and leasing solutions
* Provide a unique Mobility experience I:z:fel:gl . Suprrt our clieth.s move towards
sustainable mobility

| customers B | orown B
Objective Objective
@ * Build Customer Obsession at all levels @ * Build a World Class Online Experience

+14 MEUR

incremental

o | - |
Objective Objective
* Stengthen digital mindset * Deliver operational excellence
* Develop a “Mobility4All” offer * Continuously improve C/I ratio
* Promote Women in Tech * Improve Used Car Sales Performance
+5 MEUR +38 MEUR o

Leverage Data to support Business
Management

incremental incremental

Increasing share of investment in digital capabilities:
From ~20% of OPEX (2017-2019) to ~23% (2020-2025)

o B ALD



Driving investment in our digital capabilities | customers

. . . . Perf
International Digital Framework: key differentiator for
entering into new partnerships

State-of-the art customisable and modular digital leading high-end BEV brand

framework

* Recognised adaptable technology, putting us ahead of competition S et
* Own the customer and user experience

* 100% digital journey
e Start and end on Polestar website

* Enabled ALD to become the first choice provider for Ford, Tesla and
Polestar with other reference innovative players to be announced soon

* Already integratedin 5 countries, 5 more in 2021 « Same journey in all countries
Our answer
Tailored solutions for each country, partner, product « White-labelled solution
. * Seamless switch to ALD environment (branded Polestar)
* Bespoke customer journey for each partner

* Customer acquisition and management process, front to back

* Integrated to any back office systems * Live quotations on Polestar website across multiple geographies

* Secure, performant integration with other applications

~+polestar ALD

Automotive

44

B ALD



k Driving investment in our digital capabilities

Data Capability programme: A strong competitive edge for ALD

Important investments in data capabilities are critical for ALD to leverage
its competitive edge

L]

Offer a world-class Predict & influence
customer journey New Revenue Streams customer demands

Data capability for value generation

Improve management information l l Increase operating efficiency

Enhance decision Automate &
making process Cost efficiency streamline processes

" B ALD



K Driving investment in our digital capabilities Customers |
Connected cars

ALD has developed its own telematics R

solution together with @ vinli ' PAY HOW YOU DRIVE

Leveraging its partnerships
with device suppliers, ALD collects
and exploits data for its customers

RICARIC|a|T]|
ALD | carsharing

[T 1

Customer benefits More clients and revenues | Customer satisfaction Cost control and
 Reporting data « Increased service billing & Margin improvement Operational efficiency
* Better safety management * New connected car related * Stickiness of customers * Lowerinsurance costs for
* Reduce operating expenses services * Proactive maintenance ALD (c. 25%)
* Big Data opportunities * New services adding fees * Lower maintenance costs
(preferred suppliers)

" B ALD



Driving investment in our digital capabilities customers | Good

. . . : Perf.
ALD Move smart travel assistant supporting sustainable and flexible
mobility solutions

Personal Mobility Advice

< Bac

ST headi SN T Flexibility
-] | | and freedom of use

* All-in-one solution for multi-modal mobility, beyond car
leasing

* Carsharing and ride hailing included included as well as
other local mobility services such as public transport

* Seamless integration with employees work calendar

* Benefits to both employee and employer

. B ALD



opportunity for ALD

“By 2025, EVs hit 10% of global passenger
vehicle sales, rising to 28% in 2030
and 58% in 2040.”

— Electric Vehicle Outlook 2020, Bloomberg New Energy Finance

ALD



K The electric mobility opportunity for ALD (Good
Customer demand and reality of the market m

Three main barriers to Battery Electric Vehicle (BEV) adoption

c
While at the same Cj Infrastructure
time being... 1=

* Adapted to real-world usage

« Atan affordable price/TCO COSt

* Attractive (no compromise on design)
 Available (volumes & delays)

" B ALD



K The electric mobility opportunity for ALD

Range: A growing offer

Ford Mustang Mach e

Volkswagen ID3

Tesla3

Jaguar I-Pace

Volvo XC40 Recharge

>400km range becomes
an acceptable norm

Mercedes EQC
Nissan Leaf e+

Peugeot E-208

Audi e-tron

Autonomy of the vehicle
Km (WLTP)
I I I I I |

50

100 200 300 400 500 600

B ALD



The electric mobility opportunity for ALD (Good

Infrastructure: Fast growing public charging infrastructure,
but still perceived as a barrier

Cumulative global installed charging infrastructure by category 80% of Charging takes place at home or work

Public Home and work
Millions of connectors Millions of connectors
15 300

12,5 250 /

200 /
150
100 /

50 /

10

7,5

) /
0 ; 0 — T T T
2015 2020 2025 2030 2035 2040 2015 2020 2025 2030 2035 2040

11kW B 11kWwork H50kW N 150kw 350kw M 500kw

51 Source: Bloomberg NEF, Electric Vehicle Outlook 2020.




k The future of mobility is electric Good

Cost: Convergence of TCO makes electric vehicles more attractive m

Vehicle production costs will converge

* Price of batteries decrease
* Expected increasing cost of Internal Combustion

Product Cost

Engine vehicles related to Euro7 regulation
ICE I implementation
tu7 TCOs are expected to converge
EUG by 2022-2023 excluding the
( impact of tax incentives
2020 2025
Battery Electric Vehicle Internal Combustion Engine Vehicle

Tax incentives will accelerate the adoption of EV in the critical
company car sector

" B ALD



k The electric mobility opportunity for ALD customers | Good

ALD Electric: the end-to-end solution for EV m

Home charger
Lease your electric vehicle with ALD full

service lease ALD -Chargep()in-l-

Automotive

Office charger
Charging point including installation, Easy to charge at work, at home and

can be leased on-the-go

ALD- ChargePoint partnership expertise brings
a comprehensive portfolio of charging solutions

Charging cards
Charge up at public charging points * Seamless digital on-boarding experience
* Billing solution
* |nstallation and maintenance
ALD switch * 24/7 customer support and smart chargers
Driver switch to a non EV car when ICE
needed

o B ALD



k The electric mobility opportunity for ALD

Why are EVs an opportunity for ALD?

Move away from the strict New Product
price discussion ]Dﬁ development

* Differentiating through * Positioning ALD as « trusted

services advisor » in the context of . . o
Car sharing, ride hailing, used car lease...

* Developing a “consultant” uncertainty
and “enabler” positioning
in the green shift

Revenue opportunities in the value chain
Contract margin opportunities remain
Increased life of the asset supports new mobility models

. B ALD



The electric mobility opportunity for ALD

Our electric vehicles ambition

of new contracts will be for
EV O by 2025

* ALD to remain above market average

* Levers: customer segments, TCO-based approach,
EV partnerships, EV Programme as a whole

Targets set on new passenger car deliveries for EU + Norway + UK + Switzerland
55 (1) EV=BEV (Battery Electric Vehicle) + PHEV (Plug-in Hybrid Electric Vehicle) + Hydrogen Fuel Cell
(2) Average emissions on new passenger car deliveries for EU + Norway + UK + Switzerland (CO, in g/km (NEDC norm))

on CO, emission for new contractsin
2025 vs 2019 (@

* ALD to remain below market average

* Levers: ICE optimization, hybridization, EVs

B ALD
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ALD in 2025

What you need to remember

Addressing all markets... ...with a broad product offer Extended asset lifecycle

Direct v

., Mobility card ALD Flex

'\ /l First lease

Multinationals
and large corporates

ALD Product
offering

v

T

ALD Move Car sharing

l "

Remarketing

Corporate Private

FSL

Fleet Management

Indirect

Innovative and evolutive
Digitally and globally solutions for a changing market Decreased RV risk

Driving... Profitable growth Resilience Attractive dividend policy

57
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Electric vehicles ambition

of new contracts will be
EV(" by 2025

BEV0 by 2030

on CO, emission for
new contracts in 2025

vs 2019 @
AMBITION : AMBITION :
* ALD to remain above market average * ALD toremain below market average
* Levers: customer segments, TCO-based approach, EV * Levers: Internal Combustion Engine optimisation,

partnerships, EV Programme as a whole hybridisation, EVs

Average CO2 Emissions (g/km) - ALD vs market

EV (BEV & PHEV (1)) share of PC deliveries (%) (NEDC - Passenger Cars)

(Europe)
80 150

60 130 122
* —_—
110
'd
40 Pid 95

P4 [ S
20 g ~e_
? 10 (H1) --="" 70 o SO 59
---—" ‘\‘
-5———-------
0 50
2019 2020 2023 2025 2030 2013 2016 2019 2020 2025 2030

—@—= Market deliveries Passenger Cars - EU (historic)
——@=— ALD Deliveries Passenger Cars - EU (historic and projected)
= @ = EU Regulation 2019/631 Target (NEDC) (Anticipated)

ALD === Bloomberg forecast

Scope:

.

.
.
.
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Passenger Car deliveries

Electric Vehicles (BEV + PHEVs) (1)

In line with EU green taxonomy (50g)

EU+ (EU + Norway + UK + Switzerland ), uncertainty on electrification outside EU+

(1) EV=BEV (Battery Electric Vehicle) and PHEV (Plug-in Hybrid Electric Vehicle).

(2)  Average emissions on passenger cars for EU + Norway + UK + Switzerland (CO, in g/km (NEDC norm))

Scope:
Passenger Cars
Theoretical CO2 (only data available)
EU+ (EU + Norway + UK + Switzerland )
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K Digital platforms are driving the future of ALD growth

Two types of platforms across ALD Value chain

Used-car platforms

Remarketing of out-of-lease cars

Available for ALD Carmarket ALD Carmarket

Wholesale Professionals
Final users Retail & Corporates Traders & Dealers

Transparent weekly
digital auctions
L

Ready for smarter buying

. 100% Digital journey
Key points Used car lease option

Countries e,

available
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