
Good morning everyone. Welcome to the presentation of our results for the financial year ended
30 A il 2009 W ill l b i d b fi i d h i i30 April 2009. We will also be covering our recent debt refinancing and the equity issue
announced today.

For any of you who do not know me, my name is Steve Smith and I am the CEO of Northgate.
With me today are Bob Contreras, the Group Finance Director and Paul Tallentire, our Deputy
Chief Executive.
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The agenda for today’s presentation is as follows.

Firstly, I will briefly summarise the year just ended and then cover in more detail our operations in 
the UK and Spain, particularly in relation to the actions taken in the second half of the year.

Paul will follow with a review of the key aspects of our new Strategic Plan, which has formed the 
basis of the refinancing with our lenders.

Bob will break down the Group numbers, deal with the key financial issues and explain the recent 
refinancing of our debt and the terms of our equity issue.

Finally, I will conclude with a comment on current trading and open up the presentation for 
questions.
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Without doubt, the year just ended has been the most demanding the business has faced in its 28-
year history. The deteriorating economic conditions in both territories have caused customers toy y g
off-hire vehicles at unprecedented levels. When combined with a significant fall in residual values,
this has created a “perfect storm” for the business.

The scale and severity of the reduction in the on rent fleet (c.5% in the UK and c.10% in Spain
since September 2008) put severe pressure on utilisation levels, which fell to a low point of 84% in
the UK and 78% in Spain.

The significant fall in used vehicle values in both territories contributed to an increase in the
Group’s depreciation charge, moving from a reduction of £10m in 2008 to an additional charge of
£20.8m in 2009: a swing of over £30m.

The fall in hire revenues and the additional depreciation charge produced a reduction in underlying
pre-tax profit for the year to £27.5m, a fall of 67% over the prior year. The difficult trading
conditions also necessitated a review of the Group’s businesses, the result of which was the
i i t f t d i M h 2009 I b d t th G t ff d ill fimpairment of assets announced in March 2009. In broad terms, the Group wrote off goodwill of
£82m along with £99m from the value of its vehicle fleet. Post these adjustments, the Group
generated a loss for the year of £195m, leaving net assets of £155m as at 30 April 2009, equivalent
to approximately 220p per share.

The write-down of assets, coupled with the strong Euro and our poor trading, began to put pressure
on certain of the covenants incorporated into our lending structure. Therefore, we approached our
lenders both banks and private placement noteholders in early March 2009 to renegotiate the
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lenders, both banks and private placement noteholders, in early March 2009 to renegotiate the
terms of our borrowing in advance of any breach. As we were unable to conclude the process by
April, waivers were obtained to defer testing until the end of September. As Bob will cover in detail
in his presentation, we are pleased to announce we have now concluded these negotiations and
have in place a funding package appropriate to the Group’s medium-term requirements.



In broad terms the facilities are £880m, of which £670m (the bank facilities) mature in 2012. The
private placement notes maintain their original maturity dates, subject to a satisfactory refinancingp p g y , j y g
of the bank debt in 2012. These facilities, which are conditional on receipt of net proceeds from an
equity issue of at least £100m, will give us headroom of between £100m and £150m against the
requirements forecast in our Strategic Plan.

These negotiations had been preceded by the preparation of a new Strategic Plan. As you may
recall, our previous Plan, announced in January 2006, was set against a very different economic
environment and trading background to that which exists today. The Board therefore produced a

Pl i hi h fi i i h fi i l k ld bnew Plan against which a financing structure appropriate to the new financial markets could be
applied.

Paul will cover this Plan in detail during his presentation but, in essence, it contains the following
elements:

- a reduction in the size of the fleets in both the UK and Spain;p
- an improvement in used vehicle sales performance in Spain;
- an increase in hire rates in the UK;
- further elimination of cost;
and thereby improved profitability.

Finally, as previously announced, it had been my intention to step down as Chief Executive on 1
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August 2009, but given the recent trading, debt refinancing and equity fundraising I have agreed to
remain as CEO until 30 June 2010. Paul will continue to be responsible for the day to day
operations of the Group. It is planned that Paul will take over as CEO on 1 July 2010 at which time
I will take up the role of Deputy Chairman for the nine months to 31 March 2011.



As can be seen from the graph on the left we saw a rapid decline in the demand for our rental
i f S b d Whil hi i b d i h l f dservice from September onwards. Whilst this is to be expected in the early part of a downturn, or

recession, as customers return vehicles they no longer require, the speed and severity were
beyond anything the business has previously experienced. The reduction in the number of
vehicles on hire for the four months to the end of January was c.5% in the UK and c.10% in Spain.
Our normal response in such a situation would be to increase the rate of vehicle disposals.
Unfortunately as can be seen from the graph on the right, we were selling into a rapidly declining
used vehicle market. In addition, our business in Spain did not have a sufficiently developed used
vehicle sales structure to be able to sell the numbers required to right-size the fleet as quickly asq g q y
we are required.



As a consequence of these two factors, utilisation levels were put under unprecedented pressure
d f ll f S b d Th h d l f 84% i h UK d 78% i S i iand fell from September onwards. They reached a low of 84% in the UK and 78% in Spain in

January. Whilst January is our normal low point in the year, these levels are c.3% and c.9%
behind our expected utilisation at that time of year.
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Given the challenging trading environment we faced, it was necessary to take measures to improve
operational performance and reduce cost wherever possible, until such time as circumstances improved.
I thi d th k bj ti l t i i tili tiIn this regard, the key objective, as always, was to maximise utilisation.
There are two levers to pull to reduce the fleet, i.e. increase vehicle disposals and reduce purchases. As
regards purchases of new vehicles, our approach was to age the fleet and reduce the number of new
vehicles bought for replacement. As a consequence, new vehicle purchases from January to April 2009
totalled only 3,000 vehicles in the UK; in Spain the reduction was even more dramatic with only 2,000
vehicles being purchased in the whole of the second half of FY 2009.
As regards disposals, we sold 9,600 vehicles in the UK between January and April 2009 and 5,600

hi l i S i i th i d Th i t f th t ti t d th fl t i fvehicles in Spain in the same period. The impact of these two actions was to reduce the fleet size from
its peak level by 7,800 in the UK and 4,400 in Spain.
We have made significant progress in developing our sales channels for used vehicles in Spain in the
second half of the year. As at 30 April 2009 we had a network of six dedicated used vehicle sales sites
and three locations shared with the rental business. We have also developed two new sales channels,
one for export and one for retail customers within Spain. The export channel is to assist with the volume
of disposals with export representing 23% of last year’s disposals; the retail channel will help improve our
average margin on disposal In total we have invested £1 3m in developing this network during the yearaverage margin on disposal. In total we have invested £1.3m in developing this network during the year
and have already seen a benefit with vehicle volumes in the last five months up 50% on the same period
in the prior year.
It was also necessary to introduce some modest short term discounting of hire rates to promote unutilised
stock and to encourage customers to continue renting vehicles beyond their normal replacement age.
This has temporarily reduced hire rates in the UK by c.4% and in Spain by c.1%. The process to reverse
this trend and recover the rates has already begun and will be explained in the next slide.
Finally as a result of the reduction in the fleet size we have rationalised the structure of the Group
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Finally, as a result of the reduction in the fleet size we have rationalised the structure of the Group,
reducing the network by 11 locations and the headcount by 359. The transactional costs have all been
accounted for in the financial year ended 30 April 2009, and will produce full year personnel cost savings
of c.£6.5m.



So what impact have these measures had and how is the business performing now. The first graph
shows the fleet declining as described on the previous slide.g p

The average vehicles on rent in the UK saw further modest falls in March and April but has now
started to level off. In Spain the average number of vehicles on rent has begun to increase as we
benefit from some seasonal business with car rental companies. This business will run through until
October when the majority of vehicles occupied in this area will be returned and then sold.

Th thl hi t i th UK h f ll d 4% i S t b b t h t t d tThe average monthly hire rate in the UK has fall around 4% since September but has started to
increase from May onwards. This progress has continued in June and July, as short term discounts
are removed, general price increases are implemented and a higher tariff is applied on any new
vehicles supplied to customers. As competitors also seek to increase prices to recover costs, we are
confident that hire rates will improve in the year ahead.

The slight fall in the average hire rate in Spain is the impact of the summer rentals. As can be seen
f th h th i il i t l t ith t i i O t b h th hi lfrom the graph there was a similar impact last year with rates recovering in October when the vehicles
were returned from the car rental companies. There has been no reduction in pricing with core
customers.

For us the most important graph is utilisation. As can be seen we have returned to 90% utilisation
from April in the UK. By the end of June we were just under 92%. In Spain we were at 84% in May
and 87% by the end of June. We will achieve 90% in Spain by August. This will reduce by 3% to 4%
in the a t mn as the s mmer rental ehicles are ret rned and e dispose of them We are targeting
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in the autumn as the summer rental vehicles are returned and we dispose of them. We are targeting
to then be back at 90% utilisation by the end of the year.



In summary we believe we have implemented the necessary operational actions to position the
b i h S i Plbusiness to commence the new Strategic Plan.

The debt refinancing and new equity issue will provide the appropriate financial base from which to
deliver that plan and allow the Group to take advantage of whatever opportunities arise.
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On that note I will now pass you over to Paul.

12



Thank you Steve. In the next section of the presentation I will summarise our plans for the UK and
S i h b i Th l h f d h b i f h di i i h l dSpanish businesses. These plans have formed the basis of the discussions with our lenders.

As explained previously our business model adopted in the UK and Spain is very simple, we buy,
rent and then dispose of vehicles. The plan we have developed faces up to the difficult markets we
are facing and does not rely on sudden economic recovery to provide top line benefit, it focuses on
ensuring we improve the operational efficiency of the model through working with a highly utilised
fleet and reducing our operating cost base. It also generates cash as we reduce the fleet to

i t i hi h tili ti l l P l t d th l ill d t b th imaintain a high utilisation level. Properly executed the plan will ensure we are ready to both seize
any opportunities which arise and subsequently respond to any improvement in our end markets.
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Before I go on to explain the content of the plan, let’s just reflect on what we have achieved over
h l i h d h f h l f hi h hi l h b b il Th UKthe last six months and therefore the platform upon which this plan has been built. The UK

business is now operating at over 90% utilisation and the Spanish business will get there in
August, admittedly with the benefit of vacational rentals. It will however return to 90% plus
utilisation by the end of the year. We have addressed a major issue in Spain by increasing our
vehicle disposal capability to c.1,500 vehicles per month; this is now in line with the requirements
of our three year business plan. We have decreased the fleet by almost 8,000 in the UK and 4,400
in Spain and executed the cost reduction programmes communicated at the half year. We have
completed the IT system implementation in Spain and the UK programme is on track. Finally, wep y p p p g y,
have commenced implementation of the vast majority of the key components of the Strategic Plan.

I will explain the elements of the plan in the UK and then in Spain. Whilst the plans are very similar
they have some subtle differences reflecting the markets we operate in, our organisation and the
different capabilities that exist in both countries.
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The UK is already operating at over 91% and through the three year period we will operate at up to
92% utilisation. At the same time the fleet will age slightly to 21 months. To achieve this we willg g y
focus on minimising the number of vehicles off the road, getting the right vehicle mix and, in the
absence of winning new business, disposing of vehicles to maintain this level. Whilst 92% is
undoubtedly a high level of utilisation, we have operated at this rate in the past. As the volume of
vehicles we will have to sell is less than in previous years this will enable us to focus on achieving a
better residual value.
Throughout the three year plan we will improve the hire rate year on year. The market has
experienced unprecedented price pressure over recent times as finance has been available for

i i l i h k H h i i h h ldicompetitors to grow, creating excess supply in the market. However, the increase in the holding
cost of our vehicles, as reflected in the increase in our depreciation policy, must now be recouped
from the market. Hire rate increases have been communicated and the focus is being moved to
profitability by vehicle and by customer to target necessary improvements. This focus will continue
through the three year period.
At the present time the 21 hire companies and supporting functions operate on common, but stand
alone IT systems. The business is migrating to a total enterprise solution which will cover all hire
companies and support functions The system has been successfully implemented in vehiclecompanies and support functions. The system has been successfully implemented in vehicle
purchasing and vehicle disposals, phase 1 of the project, and will be rolled out to all hire companies
through this financial year. The system will allow us to operate much more efficiently by providing
better management information on a national basis and reducing administration.
During the second half of the last financial year we closed two depots. A further three depots are
being closed in Quarter 1. We will continue to review our footprint as we manage the size of the
fleet to deliver high levels of utilisation. In addition we will adjust the hub and spoke model within
each of the hire companies, such that we move longer term rental vehicles / larger customers to ap , g g
“volume” site and use the satellite locations to manage a smaller number of vehicles and focus on
the local market. Where already introduced this has improved efficiencies and reduced headcount
per vehicle.
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Moving to the buy phase of the cycle, we have and will continue to make low volume commitments
with the motor manufacturers to give us flexibility in managing the size, age and mix of the fleet.g y g g , g
The mix of the fleet will be revised according to the profitability of certain manufacturers’ models
and customers’ requirements. As new vehicles are introduced to the fleet we will seek to increase
the hire rate we charge.

In the UK we operate over 60 workshops maintaining our vehicles and, in some cases, maintaining
and repairing our customers owned vehicles. In addition we operate three bodyshops. There is a
wide variation in performance of these workshops and a programme has been commenced to rollp p p g
out best practise, standard operating procedures and mandated national agreements with third
party suppliers. Significant potential exists in reducing the net cost of maintaining and repairing our
vehicles, both from generating income and from reducing our cost base in purchasing and how we
work with third party suppliers. On a like for like basis, we are aiming to reduce net worth by
£2.5m, £4m and £7m p.a. over the three years of the Strategic Plan.

“Driving Change” is the name of the programme we are using to define operational best practiseg g p g g p p
within a hire company and then roll this out to the rest of the network. It is very detail orientated
and covers over 80 day to day processes which in aggregate make a significant change to the way
a hire company operates. It covers moving to the hub and spoke model I mentioned earlier, the
management techniques on a daily basis and how to improve standards within the workshop and
customer service. This has been implemented in one hire company so far and is currently being
rolled out in a second. The results within the first hire company are impressive with significant staff
reductions, better customer service scores, more fleet available to rent and reduced costs within
the workshopthe workshop.
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As I stated, our plans are based upon a conservative view of the economy and not reliant upon
growth In this situation we are planning for increased churn of vehicles i e an increased numbergrowth. In this situation we are planning for increased churn of vehicles i.e. an increased number
of off and on-hires as customers flex their business to the difficult economy. We therefore require
new business generation, this equates to c.12,000 p.a. Our focus in generating new business will
be in two primary sectors. Firstly, large multi-site customers who will benefit from the Northgate
range of services and our national coverage. This will be targeted with a central sales team.
Within this sector we have formed a dedicated team to grow our public sector business. The local
hire company sales teams will focus on local business and primarily on smaller local accounts
where at present we are under penetrated.

Finally to the sell phase of the cycle in the UK. The volumes we need to dispose of through the
plan are in line with our capabilities. In fact, unless market conditions change significantly, we can
dispose of more, therefore the focus is on the further development of the retail channels to improve
the revenue per vehicle on disposal. The Van Monster brand is now well established and with the
addition of new web channels we are projecting a significant growth in retail sales as a proportion of
overall sales throughout the three year period. Our forecast is for this to grow to 28% in year 1.

So in summary in the UK – we will operate at high utilisation through a focus on fleet management,
we will reduce the cost of our operations through workshop actions, the Driving Change
programme, the new IT system and by changing our footprint and we will improve the return per
vehicle through pricing, vehicle mix and by analysing profit per customer.

All of these actions will place the UK business in a much stronger position to seize profitable growthAll of these actions will place the UK business in a much stronger position to seize profitable growth
opportunities when the economy strengthens and the demand for our service increases.
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Now, turning to Spain, I will go through the elements of the plan in the same order as for the UK.

Our approach to fleet management in Spain will be the same as in the UK, although obviously we
are starting from a point with lower utilisations. With the volume of disposals per month now in line
with the three year plan, in the first year we will age the fleet by 2 months to increase utilisations to
over 90%. As I stated earlier this will be helped over the summer with vacational rentals, reduce
slightly in the autumn and then grow again to 90%. The focus within the Spanish business will be
on reducing the time vehicles spend in workshops to increase the vehicles available to rent. As in
th UK th hi l b i b ht i t th fl t ill b d t i hi l i dthe UK the new vehicles being brought into the fleet will be used to improve vehicle mix and
average hire rates.

Finally, to give you an indication of the actions we are taking in the first year of the plan, we will be
reducing the fleet by a further 10,000 vehicles by the end of the year to achieve the 90% utilisation.

As Steve indicated we have closed the former Record head office and now have all centralAs Steve indicated we have closed the former Record head office and now have all central
functions located in Madrid. This leaves us with 32 rental sites and 6 dedicated vehicle sales
locations. The total number of vehicle sales locations will grow to 10, a net increase of 1 as three
are at rental locations. We will continue to review the footprint of our locations in Spain, especially
where we operate both brands in the same city.
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The final action that impacts across the vehicle cycle is the focus on vehicle quality. In Spain
our offering is self insured and this results in a lot more damage to the vehicles than in the UK,

hi h t b l i d f th t Th d lt f thi i th t th lit f thwhich cannot be reclaimed from the customer. The end result of this is that the quality of the
vehicles impacts our ability to re-rent them later in their life and reduces the residual value when
we come to sell them. The repair budget for the Spanish operation has therefore been
increased and our stance on damage, abuse and offering customers damage prevention options
will be improved.

As in the UK we have agreed and will continue to agree to minimum volume commitments. Our
hi l h ill b t t d t hi l ith d d h ldi t d ill t kvehicle purchases will be targeted at vehicles with reduced holding costs and we will take

opportunities to negotiate enhanced terms when excess supply exists. We will also be
evaluating purchasing through other channels, and outside of Spain.

Hire rates have been increased generally and higher tariffs introduced for new vehicles. The
replacement cycle for new vehicles will improve the return per vehicle as we replace vehicles
where short term discounts had been applied to encourage customers to keep them beyond our
normal age profile Faced with the reduction in demand in the Spanish economy we will benormal age profile. Faced with the reduction in demand in the Spanish economy we will be
utilising some excellent capability within the CAP IT system we use in Spain to review
profitability by customer. This review process will help us target lower margin business (either
due to low hire rates or, more likely, the cost of maintaining and repairing vehicles). This will
result in customer specific actions.

In Spain we have over 30 workshops. We do not have the same geographical coverage as in
the UK therefore the percentage of repairs and maintenance done outside of our workshops isthe UK, therefore the percentage of repairs and maintenance done outside of our workshops is
higher. We will increase the percentage of repairs done in-house and at the same time we will
consolidate and negotiate improved terms with the retained external service providers. This will
help balance the cost of additional maintenance I spoke about earlier, which we need to improve
vehicle quality to aid on-rent count and produce a better disposal result.
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The Spanish business remains dependent upon the civil construction and infra-structure sectors.
Whilst this reliance has reduced over recent years we will accelerate the diversification of oury
customer base through a focus on winning new business in different sectors. Forestry, distribution,
local government and energy are being targeted and sales teams are measured on their non-
construction sector gains.

Given the economic climate in Spain there is clearly a risk of increased bad debt. The commercial
teams in Spain have therefore introduced strict new customer credit approval processes and we
will continue to operate a very conservative approach to risk relative to the Spanish market. Inp y pp p
addition we have increased the resource in the finance department to collect existing debt.

In the year just ended our capability to dispose of the vehicle volumes needed to maintain high
utilisation levels has been the biggest issue in Spain. Our progression to selling c.1,500 units per
month, albeit at a higher loss per vehicle, means that we now have a disposal volume capability in
line with our requirements for the planning period. Having achieved the volume capability, the
focus now is on improving margin. We aim to achieve this through an improved quality of thep g g g p q y
vehicles, the quality of the sales teams and sales locations and, finally, the introduction of the Van
Monster retail brand. The latter will be introduced by mid year in four locations to improve our retail
penetration percentage and thereby our average residual value on disposal.

So in Spain as in the UK, we will return to operating at high utilisation. We will reduce costs in the
workshop whilst investing in our vehicles, improving quality of vehicles both to rent and to sell. We
will improve our return by increasing hire rates and reducing the cost of our footprint, and finally wey g g y
will manage our customer base to minimise the risk of bad debt and over time reduce our
dependency on the wider construction sector.

20



So in summary, our approach to improving our business in challenging markets is broadly the
b h i b h b l diff d k i dsame across both countries but has some subtle differences due to market, competitor and

differences within our own organisation. The focus is on running a highly efficient fleet, reducing
our cost base and improving the margins with improved rental pricing. The plans reviewed here are
already being implemented and are on track. The result of delivering these plans is that we will
produce a highly efficient fleet, have standardised core processes, have removed cost and hence
will place ourselves in a very strong position to seize profitable growth opportunities when the
demand for our product climbs.
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Thank you; and let me now hand you over to Bob.



Good morning everybody. Over the next few slides I will cover the financial performance of the
G hi d h d il f h fi iGroup this year and then move on to details of the refinancing.

As you can see, the results reflect the impact of the deterioration in market conditions which we
have experienced, particularly in the second half. All the figures set out are stated before
intangible amortisation and exceptional costs, the largest element of which being the impairment,
which I will cover in a later slide. Overall in 2009 there has been a 67% fall in underlying profits.
The largest part of this fall has been in the second half of the year when the Group broadly broke

ll fit f £1 B th th UK d S i ll i f t l ti b fit heven, a small profit of £1m. Both the UK and Spain, allowing for currency translation benefits, have
been equally affected.

I would just like to draw out a couple of other points:

Net debt, which I’ll cover in more detail later, has reduced by £17m to £886m from 1 May 2008.
However adjusting for the strengthening of the Euro and the swaps cancellation costs net debtHowever, adjusting for the strengthening of the Euro and the swaps cancellation costs, net debt
would have reduced by £137m; of which £98m has been achieved in the second half.

Tangible net asset value of £155m at 30 April represents £2.20 per share.
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This slide reconciles the 2009 and 2008 operating profit and I will explain the main variances. Of the £50.1m
f £31year on year variance in underlying operating profit, the largest element is the £31m swing in disposal losses.

In the UK we moved from a £12m gain in 2008 (£447 per vehicle) to a loss for 2009 of £6.5m (closer to £300
per vehicle loss), therefore a swing in operating profits of £18.5m.
In Spain we have gone from a loss of c.£2m (c.£150 per vehicle) to a loss of £14.3m (c.£1,100 per vehicle). A
swing in operating profits of £12.4m.
In the UK in recent months there has been an improvement in residuals such that post impairment we now
anticipate the loss per vehicle in the UK being below £100. Spanish residual values have stabilised and, afterp p g p
impairment, we plan to be in a similar position as the UK by the end of the year.
The good news within this is that we have continued to dispose of vehicles, 23,400 in the UK compared to
26,800 in the prior year. In Spain, disposals were 13,200 compared to 13,600 in the prior year.
The next largest variance relates to the rental fleet. UK utilisation for the year has been at an average of 88%,
which is some 3% below the prior year. They reached a low point of 84% in January 2009 and as a result of
the actions taken are currently 91%. As far as hire rates are concerned, the UK has seen a decline of
approximately 5% in 2009 due to intense price competition as many rental companies have had standingpp y p p y p g
fleets, and a small amount of discounting on our part.
Examining the operating profit variance in Spain you need to take account of the benefit of the strength of the
Euro relative to Sterling. The average in this financial year has been 1.18 compared to 1.38 in the prior year.
Overall the benefit is £5.4m to PBT. In Spain the average utilisation for the year was 83%, which is some 6%
below the prior year. They reached a low point of 78% in January and as a result of the actions taken have
recovered to 86% currently. We should reach 90% as we mentioned, early in August 2009. Pricing has
remained fairly constant and we have managed to extend a large number of contracts with minimal impact on

i i
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This slide summarises some £218m of exceptional costs in 2009 and I’ll cover the two largest on
h lidthe next slide.
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Following the deterioration in trading conditions, we were required to conduct an impairment
i Th l f h i i i i b h d ill d i h lreview. The result of the review is an impairment to both goodwill and assets with a total pre-tax

impact of £181m. We wrote down the fleet by £92m, £415 per vehicle in the UK and €1,337 per
vehicle in Spain for FY 2010.

Going forward when we sell vehicles, due to the reduction in net book value following this
impairment write down, we should eliminate the majority of losses without requiring any
improvement in current market conditions. We are also increasing depreciation going forward in
th UK f 19 2% t 20 7% d i S i f 17% t 20% t i f thi d th bthe UK from 19.2% to 20.7% and in Spain from 17% to 20% to reinforce this and thereby ensure
new vehicles are also appropriately written down to their expected value at the time of disposal.

In February we had interest rate swaps of £475m at 4.64% with c.3.5 years remaining. The
decision was taken to cancel the swaps in order to take advantage of the low interest rate
environment and further rate reductions; which is what has happened. We anticipate payback of 3
years or less and the swaps cancellation has been treated as an exceptional item in FY 2009.



This slide sets out the bridge of the debt movement over the year; with most of the reduction being
hi d i h d h lf Thi i l d i b h d i i C i h d h lfachieved in the second half. This is mostly driven by the reduction in net Capex in the second half

compared to the first half (some £71m) which resulted in a reduction of £17m in net debt year on
year with closing debt of £886m, £800m in constant currency terms i.e. at €1.27:£1, the 30 April
rate. Adjusting for the foreign translation effect of £87m and the swaps cancellation of £33m
resulted in an underlying reduction in net debt of £137m from 1 May 2009.
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Following the bank refinancing we have total committed facilities of c.£880m, conditional upon a
f d i i f l £100fundraising of at least £100m.

The US placement notes retain their original maturity date subject to the banks refinancing in 2012.

Revised covenants appropriate to the trading conditions over the next few years are covered on
the next few slides together with the cost structure.

A comparison of the new and existing facilities is shown in the table. We have sufficient headroom
over the next three years under the new facilities to allow us to execute our Strategic Plan and
accommodate modest growth should our markets improve.
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Under the agreement we will be repaying £110m of debt by December 2010. Our lending margins
h b k ( LIBOR/E ib ) h i d f h f h d b fi d ito the banks (over LIBOR/Euribor) have increased from the average of the debt refinanced in

September 2008 of 1.08% to 3.25%. The coupon increase for noteholders is equivalent to that of
the banks i.e. an additional margin of 2.17%. The effective overall interest rate will be just over
6%.

There is a margin grid of an additional 25bps to 175bps based upon asset coverage of the debt,
but our forecast does not see us paying more than 3.25%. Up-front fees are 3.8%, equivalent to
£32 i l di t i f l l t d d i£32m including arrangement, waiver fees, legal costs and advisers.
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Set out on this slide are the four covenants which have been reset to provide 30% headroom over
h l h f idi i i f h dour three year plan therefore providing protection against a further downturn.

Now I’ll pass you back to Steve.
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Following nine years of growth in sales and earnings, 2009 was undoubtedly a disastrous year ing y g g y y
terms of our results.

However, we believe the corrective actions taken to improve operational performance, coupled with
the impairment of assets and the write-off of the interest rate swaps, have positioned the company
to grow profitability going forward.

Ha ing reached an acceptable refinancing package ith o r lenders and obtained the s pport ofHaving reached an acceptable refinancing package with our lenders and obtained the support of
our shareholders through the equity issue, this will allow us to implement the new Strategic Plan,
take advantage of any opportunities that arise and return to delivering value to our shareholders, as
we have consistently done in the past.
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Thank you for your attention, we would now be pleased to answer your questions.
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