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Hi, everybody, I'd like to welcome Avis Budget Group here today.

With us we have the CFO, David Wyshner; and Head ofInvestor Relations, Neal Goldner. David?

David B. Wyshner

Chief Financial Officer & Senior Executive VP

Thanks very much, and thanks for joining us here today. Really appreciate the opportunity to present, and I want
to thank Deutsche Bank for inviting us to their Leveraged Finance Conference again this year.

My presentation today will include forward-looking statements and the usual caveats and disclaimers related to
those apply. What I'd like to do today is spend alittle bit oftime talking about our business overall, and then
provide an update with respect to recent trends in our business.

Avis Budget Groupisagloballeaderinthe carrental industry. We generate more than $8 billion in annual
revenue; have morethan 10,000 locations throughout the world; using more than halfa million vehicles with our
Avis, Budget and Zipcar brands. We ty pically have aleading position in the markets that we serve.

Our revenues are diversifiedalong anumber of different axes. Asyou can see in the slide here, Avis represents
around two-thirds ofour volume; Budget, about a third; Zipcaris asmall and growing component ofour revenues.
Our revenues are split almost exactly 50-50 between commercial and leisure business. We generate about two -
thirds ofour volumes at airport locations and about a third ofour revenue now is coming from outside the U.S.

We operatedirectlyin about 20 countries throughout the world, and we operate through licensees in more than
150 countries around the world, giving us aleading position in almost all major markets.

Our resultsin the first half have been strong. Our adjusted EBITDA grew 21 %year-over-yearto $330 million, and
we've achieved an improvement in our margin as well. That's 7 5 basis points at 8.1%in the first half of the year.
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Some of the key trends driving this in North America have been our ability to grow revenue by growing both rental
volumesand pricing.Asyou could see, in the second quarter, our volume was up 5%, price was up 4%; and this
contributed to the revenue growth that we've seen, as well as assisting our earnings and margin improvement over
that period oftime. The other key driverofour resultsis fleet costs, which have been more ofa challenge so far
thisyear; and I'm goingto talk about that alittle bit more in a few minutes.

The strength ofour earnings and our free cash flow overtime has allowed us to reduce our leverage fairly
significantly. And what youcan see here is a substantial decline in our net debt to EBITDA from 2009 to 2013,
evenaswe acquired Avis Europein 2011 and acquired Zipcar in 2013.

A number ofyears ago, we established 3 times to 4 times net leverage as our target. That continues to be our
target. And over time we would become more and more comfortable with the lower halfofthat range, trying to
stay in the 3 timesto 3.5 times range, but occasionally moving up closer to 4 times when we've had a significant
transaction.

Forthose ofyouwho'vebeen following us overanumber ofyears, ourstrategic plan hasn't changed significantly
over the last several years. The four pillars are the same. They're about strategically accelerating our growth,
expanding ourglobal footprint, putting the customer first,and driving efficiency throughout the organization.
These pillars ofour strategic plan have allowed us to grow our earnings and reduced ourleverage significantly
overthelastfewyears and are allowing us —and are forming a number ofdecisions we make in our business every
day.

I'd like to provide a few examples of what these strategic pillars translateinto in terms of how we operateour
business every day and how we go about growing our earnings. To us, strategically accelerating growth is about
growing disproportionately quickly in areas that are disproportionately profitable.

On this slide, we present a few good examples ofexactly what that means in transactions such as international
inbound customers,small business renters, customers who take specialty and premium fleet and customers that
are more likely to take ancillary revenues such as GPS rentals, XM satellite radio and insurance and damage
waivers.

These customers all tend to be disproportionately profitable in our spacebecauseoftheir characteristics as
customers. They're paying a higher pricefor ancillary revenues or specialty or premium fleet.In the case of
international inbound travelers, having moreneeds for insurance products and being morelikely to take GPS,
havingalongerlength ofrental, all things that tend to make the revenue per transaction and the profitability per
transaction significantly higher.

And what we've done istarget our marketing, our customerrelationship work, our outreach and our customer
retentioninitiatives, allin ways that are intended to driveadditional volumes in these areas. In some ways, we're
notfocused on growing our overall market share, but we do lookto growour sharein areasthat we can make a
disproportionateamount of profitsin.

Early last year, we announced the acquisition of Zipcar. For us, it was part ofexpanding our footprint and our
business model through the acquisition. Zipcaroperates the largest carsharing networkin the world. We see
Zipcar as a significant growth opportunity for us. We see growth opportunities in existing markets from new
services and from international ex pansion. We just launched in Paris over the last couple of weeks, which
represents our fourth major market in Europe.
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We see opportunities for new services such as providing Zipcars at the airport, which we'v e been doing since last
year;and in providing one-way Zipcars as well, which we're piloting in Boston currently, as well as expanding
some ofthe other services Zipcar provides having a wider range ofvehicles available and making Zipcars available
at airportsaswell. Allofthese are opportunities that we seek to continue to grow thisbrand, which has great
recognition and an outstanding brand reputation in its space.

The fourth pillar for usisreally about driving efficiency throughout the organization, and thereare numerous
examples ofit. We highlight four ofthem here, each of which is worth mentioning quickly.In the area offleet
optimization, we're using optimization tools to reduce our acquisition cost, optimize the usage ofthe vehicleover
itslife, and then find the right time and place and way to dispose ofthosevehicles, so asto keep our fleet cost to a
minimum.

We've beeninvesting significantly in yield managementtechnology program that's going on right now, that we
refer to internally as demand fleet pricing is going to allow us to integrate yield managementand fleet sizingin a
way that will deliverincremental value. The first phase ofit, aroboticthat allows us to publish tens of millions of
priceseach day,ideally by 9 AM Eastern, is generating a significant amount ofvalue for us; and I think will
continue to do so. We're looking to roll that outto other parts ofthe world even soonerthan we had previously
planned.

The third box hereis performance excellence, the process improvement initiative that we launched in2007. It's
been ahuge win for us, delivering tens of millions of dollars in benefits as we find ways to improve processes
throughout the organization and in virtually every area of our business.

And the fourth areathatI highlight hereisinthe area ofacquisition integration, whether it's Avis Europe, Zipcar,
Payless or other tuck-in acquisitions thatwe've had. We've used the integration process to take out cost and drive
efficiency throughout the organization. And what's particularly noteworthy is that each ofthese initiatives is
providing eight figure $ 10 million plus benefits for us, and really helping us driveincreased earnings and margin
over time.

Another key element of our business model and our results over the last few years hasbeen ourability to generate
free cash flow. Our business atits coreis a cash business, and we're not currently a federal cash tax payerinthe
U.S. Asaresult, asubstantial amount ofour pre-tax income translates into free cash flow each year. We're
targeting $425 million offree cash flowin 2014 and potentially north of $0.5billion offree cash flow next year.
And this meansthat over the two-year period we could be generating $8 or more free cash flow per share from our
operations.

What I'd like to do here is to take a few minutes before I wrap up to provide an update onrecent trends in our
business. First, in the area of pricing, the bestnews has continued to be on the North America pricing front.
Realized pricing played out over the course ofthis summer as we had hoped in North America; and our T&M
revenueper rental day in Septemberwas up year-over-year as well.

We expecttoreportapriceincreaseof3% in the third quarter, excluding currency effects, evenin cludingao.5
pointheadwind related to growth in our Payless brand. And while Payless does have anegative impacton our
overall average pricing, we estimate that Payless's average daily rate will be up mid -single digits compared to last
year'sthird quarter.

On the flip side, used car prices have continued to soften over the last several months, probably more than typical
seasonal patterns would explain. Our sense is that the used car marketis beingimpacted by the highlevel of
recallsthisyear. In particular, recalls caused fewer off-rental cars to be soldin the first half ofthe year as the
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industry needed to hold additional vehicles to be ableto be able to satisfy peakdemand. This new ways may still
take a few monthsto sortitselfoutinthe used car market.

We said onourlast callin early Augustthat we expected our perunit fleet costto tend toward the higher-end of
our projection for this year. And at this point, my sense is that we may be slightly above the high end ofthe $300
to $310 rangewe had projected. We believethat having program vehicles represent a third ofour fleet; and having
completed two-thirds of our risk car sales through July will mitigate the effects ofrecent trends relative to the
impact onour competitors. I also expectwe will continueto use alllevers at our disposal, including carrental
pricing, to offset higher fleet costin order to protect our margins and improve ourreturns.

InourInternational segment, demand was softer than we had expected this summer, particularly in Europe. We
believethis dynamic was consistent with the economic data that are emerging. But this year's demand softness
and the fact that demand was relatively strong last yearplayedarole in the car rental industry being somewhat
over fleeted in Europe overthe summer. This impacted both pricing and our efforts to replace lower margin
broker intermediary volume with transactions booking through our own direct channels.

Fortunately, ourteamsin Europe and Australiahave continued to find ways to manage costs and deliver results
near our plan for the year, evenin the phase ofsoft demand. Infact, I'm hopeful that we'll be able to report record
revenueand record EBITDA in our International segment this quarter. And this is despite an economic
environment in Europe that we believe has largely gone sideways over the last year.

And the capital allocation side, we've seen our pipeline of potential tuck-in acquisitions strengthen over the last
two months. We currently havethreenoteworthy transactions that we hopeto complete over the nextsix months
orso, up fromonly one acoupleofmonths ago.I can't say any moreabout these at this point otherthan all three
would be at prices and with synergies that should allow us to own the business at attractive multiples of EBITDA
in relatively short order.

Atthe same time that our pipeline is strengthened a bit, we've also continued to repurchase shares, buying
roughly $ 60 million of stockin the third quarter. At this point, despite the upward pressure on fleet cost that I
mentioned, we continue to expect that our 2014 EBITDA will be somewhere inthe $860 millionto $910 million
range that we projected at the beginning of August, though the higher end ofthe range certainly looks challenging
right now. And finally, we remain committed to achieving our goal of $1 billion of EBITDA in 2015.

Insummary, then as we lookat our business, we see it being distinguished by strong performance both from an
operational and a financial perspective. Our focus on profitable growth is remaining consistent with what it'sbeen
in the past, not just growth, but focused on profitable growth. We see multiple opportunitiesto grow globally both
with the Budget brand in Europe and Zipcar, plus organic growth across ourbrands. And we're generating
significant earnings and a substantial amount offree cash flow from our business.

I very much appreciate you taking the time to join ustoday, and I'd be happy to try to answer questions you may
have.
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QUESTION AND ANSWER SECTION

[Question Inaudible] (15:44-16:06).

David B. Wyshner

Chief Financial Officer & Senior Executive VP

Sure. For folks on the webcast, the question is about the trends and how we're thinking about fleet cost? And as 1
mentioned, we're currently estimating that fleet cost will be slightly above the range thatwe had previously
estimated, of $300 permonth to $310 per month. And what we'veseen over the course ofthe yearis alittle bit
more strength early in the year, February, March, April, than we had expected, and that played out well.

And since that time, asyou couldsee in the overall Manheim Index and particularly the rental riskindex that
Manheim also publishes, the used car markethas softened fairly considerably over the last three mon ths or four
months. We see that trend continuing into Septemberas well. And it's moved our per unit costs up probably a
couple ofdollars above the range we had previously estimated. And it's really being driven by —that change in
viewisbeing driven by what we're seeingin the auctions and in the used car market every day.

AndIthink what we've gone through thisyear is a situation wherewe and the rest ofour industry has faced an
unprecedented numberofrecalls. And the plans we had at the start of the year to optimize our fleet cost in terms
— by gettingout of certain cars at certain times in certain places, essentially the optimization we had, had looked
at thebeginning ofyear hasbeen challengedby the recalls.

Our ability to stickwith those plans and optimize our fleet cost isn't what we would have hoped at the beginningof
theyear. And I thinkthat'sbeentrue across the industry as well as we all try to find waysto hold onto some cars
amid recallsin order to meet the demand that's out there and meet the commitments we haveto our customers.
AndIthink that probably gave rise to alittle bit ofthe strength we saw early in the year, and nowit's expressing
itselfin more noise and even a little bit of dislocation in the used car market overthe last couple of months.

AsImentioned, we're fortunatein that we sold about two -thirds ofthe risk cars we planned to sell thisyearin the
first seven months of2014.That really has mitigated our exposure. But as we continue to —as we look at the used
car market having softened, thatisimpacting wherewe're selling carscurrently. And we're making sure we take
the right approach in terms ofhow we thinkabout the depreciation ofthe vehicles in our fleet going forward.

So thatis havinganimpact on our results compared to wherewe had expected to be a coupleofyears ago. And
one ofthe wayswe're looking to address that is by continuing to be as aggressive as we can to push for pricing that
we realize inour space.And I thinkthelinkbetween —an increase in our mostimportant input cost,the cost of
carsis — I think the link between that and pricing is important, and we're going to continueto push for pricing in
the context offleet cost being a bit higher than we've previously anticip ated.

[Question Inaudible] (20:02-20:14).
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David B. Wyshner

Chief Financial Officer & Senior Executive VP

Sure. The questionis aboutthe restructuring thatwe completed in our Budget Truck business. Andlast year we
did spend a lot of time and resources toward restructuring that business, reducing ourdealer network a bit, to
take out portions ofour dealer network that weren't profitable for us and refreshing ourfleet in the U.S. and
shrinking the size of that fleet.

What we've done is modestly shrunk the Budget Truck Rental business to focus on its more profitable elements.
AndIthink — and at the same refresh the fleet, so that we're providing the quality of vehicle rental experience that
we want to be providing and that our customers expect. I thinkwe're starting to see the benefits ofthat now. We
don'thave alarge amount ofour own capital tied up in that business. We're generating a significant return on the
capital we do have there. And we see the opportunity for that business to continue to be anice, relatively small
contributor to ourearnings going forward, but probably not an area that we'll devote alot ofadditional capital to.

Itnowrepresentslessthan 5%ofour business. But the workthat our team has done to strengthen tha t business
and to make it anice, small contributing component ofour business hasreally been outstanding. And I think we
feel good about having it asasmall componentofour overall portfolio going forward.

[Question Inaudible] (22:09-22:20).

David B. Wyshner

Chief Financial Officer & Senior Executive VP

Sure. The questionis aboutour M&A pipeline. And I mentioned in my comments that we do have three
transactions going on currently. They're all transactions that I'm hopeful will happen. Typically, we wouldn't talk
about them at this point in the process for a variety ofreasons related to the nature ofthat process.

But I thought it wasimportantto mention becauseat the beginning of Augustwe made the statement that our
pipeline was [ph]light (23:02), we only had one transaction going on, we didn't expect to spend more than $50
million on tuck-ins over the remainder ofthe year. Andit seemed as soon as we said that at the beginning of
August, the opportunities on the M&A side strengthened over the course of August. And so, I wanted to use this as
an opportunity to provide an updateon what we're seeing there.

The transactions that we look at from an M&A perspective are primarily tuck-ins ofone variety ofanother, often
in the areas oflicensees or areas wherewe currently operate and would seean opportunity to add locations and
volume and perhaps a co-branding. And you've seen these from us overtime whether it's the acquisition of
Payless, which was its own brand, or some ofthe Budget acquisitions we'vedone in Europe. Overthe last few
years, we'veadded Portugal, Belgium, Luxembourg and Italy. All are areas where we operated Avis directly, but
didn't operate the Budget brand. So we had significant opportunities for synergies.

AndIthink aswe lookat additional transactions, they do have the ability to vary in size quite a bit from those that
arerelatively small to those thatare alittle bit larger,evenlarger than Payless, which was a $ 50 million deal for
us. But the common theme for thesetransactions is an ability to achieve the significant sy nergies, to buy them at a
price that'sreasonable, but to make the purchase price really attractive through the integration oftheir operations
and their fleet with what we currently do. I thinkwe're excited about the opportunities we see out there. And I
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guess I'm in the unusual situation of wanting to mention them, butnot really being in a position to provide
particulardetails about the individual transactions right now.

[Question Inaudible] (25:34-25:47).

David B. Wyshner

Chief Financial Officer & Senior Executive VP

The questionis about the international expansion and whetherit would be a franchise. By way ofbackground, we
currently have licensee joint ventures or franchisejoint ventures in several key growth markets for us. Those exist
in Brazil,in China and in India, where we're atleast a 50%owner ofour licenseein each ofthose markets. Our
focushasbeenvery much on extending the reach ofour brands in th ose markets.

And while we never say never to the possibility ofadding something outside of our brands, I think we see
significant opportunity to growour brands and our presence in that space. And I would expect that to be our
primary focus over the next few years. But we do look at opportunities when they come up. We try to be thoughtful
in analyzing opportunities whereverthey arise. And ifthe right opportunity arose, we could look at other
structures as well.

But to be clear, our focusis on our existing brands and growing Avis, growing Budget and growing Zipcar's
presencein markets throughoutthe world. The opportunity that Zipcarrepresents in markets in Europe, in
Australia,in Zealand, in parts of Asiaisreally goingto be quitesignificantover the next several years. And I think
it's an areawe're goingto lookto investin.

David B. Wyshner

Chief Financial Officer & Senior Executive VP

Okay.Again, thankyou very much for coming, and thankyou again to Deutsche Bank for having us.
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