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MANAGEMENT DISCUSSION SECTION

Operator: Good morning and welcome to the Avis Budget Group First Quarter Earnings Conference Call.
Today's callisbeing recorded.

Atthistime, for opening remarks and introductions, I would like to turn the meeting over to Mr. Neal Goldner,
Vice President of Investor Relations. Please go ahead, sir.

Neal H. Goldner

Vice President-Investor Relations

Good morning, everyone, and thankyou for joining us. On the call with me are Larry De Shon, our Chief Executive
Officer; and David Wyshner, our President and Chief Financial Officer.

Before we begin, I would like to remind everyone that the company will be discussing forward-looking
information thatinvolves risks, uncertainties,and assumptions that could causeactual results to differ materially
from the forward-looking information. Important risks, assumptions, and otherfactors thatcould cause future
results to differ materially from those expressed in the forward-looking statements are specified in the company's
earnings releaseand other periodicfilings with the SEC, which are available on the Investor Relation s'section of
our website at avisbudgetgroup.com.
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We have provided slides to accompany this morning's conference call, which can alsobe accessed on our website
as well. Our comments will focus on adjusted results and other non-GAAP financial measures that arereconciled
toour GAAPnumbersinour pressreleaseand in the earnings call presentation on our website.

Now, I'd like to turnthe call over to Avis Budget Group's Chief Executive Officer, Larry De Shon.

Larry D. De Shon

Chief Executive Officer & Director

Thank you, Neal, and good morning. Our business is about connecting people with what's important to them and I
believe Avis Budget Group is as well positioned today around the world to meetthis critical need as ever.

Yes, we faced some headwinds in the first quarter,but we also made meaningful progress on ourstrategic
initiatives to drive revenue growth and position us to improve margins longer -term. Andimportantly,as you saw
in our earnings release last night, ourfull-year earnings expectations are unchanged and we remain committed to
delivering shareholder valueovertime.

The first quarter was full of challenges. Some of which we expected and others that wound up being moredifficult
than we anticipated. Softness in commercial volume co ntinued, while in-bound travel to major leisure
destinations in the United States was lower than normal. The lackofa major winter storms also meant that rental
cars that would normally be utilized to meet insurance replacement needs, found themselves at airports instead.

With halfofthe quarter being a seasonally low demand period for used cars and therefore being a difficult time to
de-fleet, we saw elevated fleetlevels across the industry resulting in unusually tough pricing environment.

Inthe face of these headwinds our teams pulled together and aggressively managed those things that are under
our control. We took advantage ofour fleet flexibility, aggressively managed our inventory and delivered increased
utilization both in the Americas and in our international segment.

We made substantial progress in our shuttling and manpower planning initiatives as well as expanding our self-
service offering to more locations and more customers. We took steps to streamline our operations and lower our
cost structure, which will provide benefits for the remainder ofthe year. Andwe tookadvantage ofour stock price
by repurchasing $80 million ofour own sharesin the quarter.

We made alotofprogressinashortamount oftime and I believe we are well placed to take fulladvantage ofthe
substantial opportunities still ahead ofus; but before that, thereare a few key things I want to highlight.

Firstthe answer to a question that some ofyou have on yourminds this morning is; yes, pricing in the first
quarter was tougher than we thought it would be. We now know that our soft President's week, particularly in
markets like Florida and Arizona was the start of what turned out to be an unusually weak spring break. Coupled
with the soft commercial demand, weakinbound volume and a mild winter, fleet was abundant across the
industry and pricing finished down 5%year-over-yearin the quarter.

Second, our view is that this unusually soft pricing event we experienced in the first quarteris an anomaly, nota
trend or anewnormal. Our year-over-year comparisons have been improving fairly significantly overthe last few
months. March was better than February, April was better than March, and May bookings are indicating a
continuation ofthe favorable pricing trend. We re running our fleet tight relative to demand, and based on what
we're seeing in the marketplace,it appears that the industry seems to be shifting to abetteralignmentoffleets
with traveler demand.
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Third, we have revised ourfull-year Americas pricing forecast to be down around a point this year. This revision
primarily reflects the challenges we faced in the first quarter and our expectation that the remainder ofthe year
will be better than Q1 due to our actions and better aligned industry fleet levels.

We are goingto continueto workto optimize ourpricing strategies through the use ofdemand fleet pricing yield
management tool and running our fleet tight to demand. But with the first quarter having been down five points,
the math tellsyou that we're forecasting progressive improvement, so that the last nine months ofthe yearin
aggregate have roughly flat pricing year-over-year.

We also had a number of positive trends in the Americasin the first quarter. We achieved 7% growth inleisure
volumes, our seventh straight quarterin excess 0f6%. Our prepaid volumes grew 28% and now representmore
thana quarter ofour total dotcom reservations.

Our ancillary revenues from satellite radio rentals were up double-digits. Our fleet utilization was up 100 basis
points from first quarter 2015. Our customersatisfaction scores increased significantly. And on the technology
front, we continue to make good progress on the modernization of our core Wizard sy stem, which will help us
reduce costs and be moretechnologically nimble. We migrated Payless onto Wizard and we are investingin our
brands'mobile sites in the United States to make them more user friendly and more effective.

Movingto our international segment, as many ofyou know, we've been working very hard over the past fewyears
toimproveourinternational operations. Since acquiring Avis Europe in 2011, we've reduced hundreds of
overlapping and outdated IT systems. We've expanded ourlow cost shared service centerin Budapest and driven
out substantial costs, while also making the business more nimble.

We put a renewed emphasis on growing ancillary sales, improving fleet utilization and expanding the presence
and growth ofour Budget brand. And we've also followed a well -executed acquisition program. And with the
European economy starting to feel better,we expect the benefit from all this hard workto begin to comethrough
in our financial results this year.

Inthe first quarter, revenuein our international operations grew 14%in constant curre ncy. We saw significant
growthinleisure demand, while double-digit growth in the UK, France, Portugal and Spain. And in Italy,we saw
leisure volumes grow more than 30%, even excluding Maggiore.

In-bound volumes were strong with inter-European inboundincreasing double-digits and inbound rentals from
outside Europe growing almost as much. Our customer satisfaction scores in Europe improved significantly. We
laid the groundwork for incremental marketing spend in Q1, and launched our new Avis brand campaign in April.
And we made further progress on the integration of Maggioreby concluding ourunion negotiations and social
plans, and have begun tri-branding some stores in Italy with the Avis, Budget and Maggiorebrands where it
makes sense to do so. It would be easy for oursolid international results in the first quarterto getlost amid
currency effects and pricing challenges. But, it's something we do want to highlight.

Movingto our outlook, asI mentioned in my opening remarks, our full-year EBITDA guidance remains
unchanged. We have reduced ourfull-year pricing outlook in the Americas to reflect our first quarter results and
more gradual improvement over the remainder ofthe year.

We're also projectinglower per-unit fleet costsin our international segment compared to our previous guidance,
as well as higher global fleet utilization, less foreign currency headwinds and improved labor productivity based
onactions we tookin the first quarter.
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Inthe Americas, we expect volume growth to be driven primarily by leisuredemands. As I mentioned, pricing has
already begun to improve. In addition with fleet costs for our entire industry likely to be up this year, we continue
to believethereshouldsoonbe a tailwind pushing pricing to strengthen in order to offset margin pressures.

Inourinternational segment, summer bookings are just starting to come in. While it's still early days, our
reservations arebuilding nicely. And we are optimistic about this trend. We think currency exchange rates are
goingto have Europeans traveling within the Eurozone that inboundvolumes to Continental Europe will be
strong, and that the threat ofterrorism will havelimited effects on travel volume.

On the pricing side, we continue to anticipate a highly competitive environment and expect to see adecline in
constant currency international pricing in 2016. And as I mentioned, our second quarter results will reflect our
additional investmentin brand marketing.

And we'relooking to deliver incremental benefits from our key initiatives for the year: robust ancillary revenues;
reduced shuttling expenses; increased productivity; effective sales and marketing; strong customer retention; and
excellentfleet management, including higherfleet utilization and increased use ofalte rnative disposition
channels.

We continue to expect to invest $50 million or morethrough the income statement this year to help deliver
savings and growth in 2016 and beyond. We see a significant opportunity in the near -term as well as the long-term
to reshape our business in meaningful ways and that means leveraging technology.

So, before turning the call over to David, I'd like to take a minute to update you onthe progress we've made since
our last earnings call to enhance ourservice offering and drive long-term margins. We serve alot of customers at
ourlocations and it takes alot of hard work to make each rental experience a great one. The customers don't
alwayscometo usina steady flow. We have peak months during the year, peak weeks during th e month, peak
daysduring the week, and even peak hours during the day.

To drive highermargins,our staffneeds to be as variable as our volume. Our manpower planning initiative will
help us sharpen our deployment ofour people to more efficiently servicethe different demand patterns at our
various locations. When youconsider that we spend nearly three quarters ofa billion dollars annually on field
manpower, asmall improvement in productivity can haveabigimpact on our profitability.

Since our last call, we've assembled a team and have begun the work to deploy sophisticated manpower planning
toolsinour business and we are confident that the savings from this initiative will be substantial.

We also move alot ofvehicles every day, which is expensive. We shuttle cars within ourairport operations, we
shuttle cars between our airport and off-airport locations and we even move cars between brands. And when you
consider that we spend over a quarter billion shuttling vehicles, even allittle bit ofincr emental efficiency can save
alotofmoney.

Improving a driver's route, making sure we are shuttling the best car for the rental or making a betterdecision
regarding whether the shuttle should occur at all. We believethat we canreduce our shuttling costs per
transaction over time through investment in technology and people.

To that end, we are piloting a shuttling technology tool and repurpose an importantresource in our organization
to sit overthe top ofthat cost line with new data analytics that c an evaluate every shuttle move we might make.
The early indications havebeen encouraging.
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We are also investingin our brands as planned. Atour Avis brand, we are deploying ambassadors at the busiest
times for our busiest locations to help our customers through the checkout stage ofthe rental process, particularly
onourlotsandin our garages.

At Budget, we havelaunched a new series of direct-to-response commercials, featuring Jessica Simpsonboth to
drive volume through proprietary channels and to build brand awareness and brand preference. And in Europe,
we completed the rolloutofnew Avis website and mobile appsin 12 countries overthe last six months and are
seeing the benefits and improved conversion rates.

And finally, we continue to make significant progress on our self-service initiative. We've expanded our test to
encompass nearly 20,000 commercial customers and 50 airports in the United States. When their flight lands,
enrolled customers can see the vehicle assignment on theirsmartphone as well as other vehicles they can select
without going to the rental counter.

Our app-enabled customers to exchange or upgradetheir vehicle, extend their rental period, end their transaction
uponreturning the vehicleand obtain areceiptright on their mobile device. In other words, we're giving
customers the control overtheir carrental experience that they've been asking for.

To sum up, while the first quarter was challenging, I believe we've turned the corner and are headed in the right
direction. The hard work we started this quarter to drive efficiencies and strengthen our service offering will go a
long way to improve our margins long-term.

Leisure demand around the world continues to be good. Pointing towards a robust summer, when pricing tends to
firm up. We signed a number oflarge commercial accountsrecently, which are already starting to drive
incremental volume.

Our international segments had a strong first quarter, giving us optimism that the economy there continues to
rebound. We will continue to push for higherpricing wherewe can get it and to manage our costs as tightly as we
can, while also making the investmentsin our business that capture the opportunities that lie ahead ofus.

With that, I'll turn the call overto David.

David B. Wyshner

President & Chief Financial Officer

Thanks, Larry, and good morning, everyone. Today, I'd like to discuss our first quarter results, our fleet, Zipcar,
currency effects, ourbalance sheet and our outlook. My comments will focus on our adjuste d results, which are
reconciled to our GAAP numbersin our pressreleaseand inthe earnings call presentation on our website.

Totalrevenue increased 2%in the quarter and grew 3%in constant currency to $1.9 billion, whichisarecord first
quarter for us. However, due to a $33 million negativeimpact from currency movements,loweryear -over-year
pricing and higher per-unit fleet costs, adjusted EBITDA declined to $44 million in the quarter.

Currency gaverise to a significant year-over-yearvariance, not because ofearnings translation, but ratherbecause
our earnings hedges generated mark-to-market gains in the first three months of 2015 and mark-to-marketlosses
in thisyear's first quarter. Even aside from currency effects, it was a tough quarter for us but we don't thinkit's
indicative ofhow otherquarters this year will play out.
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Our trailing 12 months adjusted EBITDA is now $830 million and for those analysts who compare company
margins and valuations based on EBITDA before deferred financing fees and stock-based compensation. Our 12
month adjusted EBITDA would be $886 million.

Revenue in our Americas segment declined 1%in the first quarter. Volume increased 3%, driven by 7% growth in
leisure rental days, partially offset by athree pointdecline in commercial volume. As Larry mentioned, pricing in
the Americas was below ourexpectations, with rate per day declining 4.7 %in constant currency. Commercial
pricing declined around 3%, while leisure pricing declined 6%.

The acquisition of our licenseein Brazil had a 50 basis point negative impact on ourreported pricing, and the mix
effect oflower commercial volumenegatively impacted our pricing by another 50 basis points. While we knew
pricing would be challenging in the quarter, we did not expect the severity ofthe weakness. The strength ofthe
U.S. dollar negatively impacted international in-bound travel in the geographies like Florida and Arizona that are
typically quiteimportant to our first quarter results.

We believe that currency exchange rates simply made it cost-prohibitive for many Canadians and Latin Americans
to travelto the United States and our operations team worked all quarter to get our fleet in Floridaand Arizona
right-sized to demand.

Havinga significant number of program cars certainly helped us manage ourfleet size. To be clear though, while
Florida and Arizona exacerbated the challenges we faced, pricing was tough throughout North America. In this
environment, we pushed for higher pricing where and when we could.

Our international segmenthad a strong start to the year. Revenueincreased 9%in the first quarter onareported
basis and was up 14% in constant currency. Growth was driven by a 21 %increase in volume, with the acquisition
of Maggiore contributing nine points ofthat growth. Pricing was soft in the quarter, declining 3%in constant
currency,excluding Maggiore. International adjusted EBITDA decreased $15 million on areported basis, but grew
$14 million in constant currency, reflecting the strong volume growth, lower per-unitfleet costs and synergies
from our acquisitions.

Turning to our fleet, per-unit fleet costs in the Americas increased 6%in the first quarter to $312 per month, we
achieved 3%growth inrental days with less than 1%fleet growth. We saw elevated inventories at many used car
auctionsitesin the first quarter. Nonetheless, through the end of April we have been able to completenearly half
of our planned U.S. risk car dispositions for the year, at values near what we had planned for, includ ing selling
aboutathird ofour U.S. riskvehicles through alternative channels.

We've also seen some increased pressure on risk vehicle residual values this year, which is reflected in our full -
year fleet cost guidance. In particular, we now expect that fleet residual values in the marketplace will be about
two points lower as a percentageofcap costs than they were ayear earlier, which is about a point below ourprior
expectations. We have actively re-optimized our fleet plans to help mitigate residual value pressures.

In addition, we expectedindustry-wide fleet cost pressures will be an impetus for pricing to strengthen over the
course ofthe year. With ushaving turned back more program vehicles early in the yearto keep our fleet inline
with demand, we now expect riskvehicles to represent roughly 65% ofour Americas fleet this year comparedto
55%lastyear and an initial expectation of60%for2016.

Our Zipcar brand continues to play a major role in the broad mobility market. In the first quarter, we took
significant strides to expand Zipcar's service offering. We successfully completed our test ofinstant drive which
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enables anew customerto sign up, become a Zipster and initiatehis or her first transaction in minutes instead of
daysallvia smartphone. We plan to rollout instant drive nationwide starting laterthis quarter.

Aspartoftheincremental $50 million investment we are making in our business this year, we launched Zipcar's
one-way offering in Los Angelesin March and expect to expand one-way into additional markets over the
remainder ofthe year. The future of Zipcar's mobility solution is notjust round -trip, it's enabling members to
transact in whatever form suits theirneeds. It's truly wheels when you want them and how you want them.

And finally, we continue to get closer to the one million member milestone with solid membership growth in the
Americas and double-digit growth internationally. Zipcaris the clear leader in the global carsharing industry. I't
continuesto beinthe forefront oftechnological innovation and the urban mobility landscape and we are
enthusiasticabout the growth opportunities Zipcarhas as consumer preferences, vehicletechnologies and our
service offerings all evolve.

One of our principal objectives over the last year-and-a-halfhas been to drive incremental efficiency by
consolidating, standardizing and strengthening our non-field operations, everything from reservations and
customer care to legal and human resources.

Our transformation initiative has been delivering significant progress and the benefits are both lower cost and
higher quality. We are re-engineering many ofour human resources processes to move from practices that often
varied by country, didn't provide scale benefits and required dispersed infrastructure, to a consistent approach
that will leverage a common system and global service providers.

We've broughtincreased procurement disciplineto our third-party legal spending, allowing us to reduce the rates
we pay withoutsacrificing quality, including by in-sourcing certain activities where we have enough volume to
make it cost effectiveto do so.

We haverestructured the claims processing area that deals with the more than 100,000 accidents and incidents
that our customers haveeach year in the United Statesin order to take advantage ofthird -party systems and
expertiseinthat area. Andwe have re-optimized how we handle reservation and customercarecalls to increase
conversion rates,strengthen our customer service, leverage self-help technology and reduce costs.

Despite its name, Transformation 2015is an extended initiative that is providing incremental benefits each yearas
we execute on existing plans and tackleadditional areas. Alsoto be clear, ourT15 efforts are in addition to our
performance excellence team's ongoing and valuable work on process improvement throughout the organization.

Movingto our balance sheet, ourliquidity position remains strong with nearly $5billion ofavailable liquidity
worldwide. We ended the quarter with $ 876 million of cash, no borrowings under ourcorporaterevolver, and
more than $900 million ofavailability under that facility.

We had unused capacity of more than $3 billion under various vehicle -backed funding programs. A ratio ofnet
corporate debt-to-EBITDA was 3.57 times. Andlater this month, when we use $300 million ofcash on our
balance sheet to pay off corporate debt that we havecalled for redemption, we will have only $250 million of
corporate debtmaturities through year-end 2018.

Our accessto capital to fund our business needsis solid. In the first quarter, we issued $450 million offive -year
vehicle-backed term notes with an average interest rate of3.25%and advance rates above 80%. Proceeds will be
used to repay maturing ABSdebt. We also issued $350 million ofeight-year corporate bondsin order to fund the
corporate debtredemption I mentioned.
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We continued to repurchase ourstockin the first quarter,buying back 3 million sharesor 3% ofour shares
outstanding ata cost of $80 million. Looking forward, while we continue to look for creative tuck-in acquisitions,
we expect to use ourfree cash flow primarily for sharerepurchases.

Asyoucanimagine, with our stocktrading at morethana 20%free cash flowyield, share repurchases remain
particularly attractive rightnow. We continue to expect that we will buy back $300 millionto $400 million of
stockthisyear. And our first quarter repurchases therefore represent about one quarter of our anticipated
buybacks thisyear.

Aswethink about our full-year2016 expectations,we've tweaked a few of our estimates to reflect our first quarter
experience and changes in currency exchange rates. But, our adjusted EBITDA and earnings per share projections
remain unchanged.

Aswe announced last night, we now expect ourrevenues to increase 3%to 5% this year compared with 2015. And
ourrevised revenuerange reflects both our revised pricing expectation and currency movements.

Inthe Americas, we expect ourrental baseto increase 2%to 4% this year, with that growth skewed moretoward
leisure travelers. We've adjusted our full-year pricing to account for the year-to-date softness. We now expect
Americas pricing to decline approximately 1%in constant currency this yearand we expe ctpricing trends to
improveasthe yearprogresses.

Inourinternational segment, we expect revenueto increase7%to 10%in constant currency. Total company fleet
coststhisyearare expected to be $280to $290 per-unit per month, reflecting low to mid single-digit constant
currency costincreasesinboth ofour operating segments.

We continue to expect ouradjusted EBITDA in 2016 willbe $820 million to $900 million. We expectadjusted
EPS tobe $2.70t0 $3.30 per share, which includes the benefit of o ur continued share repurchase activity. We still
expectour cash taxesto be $40 million to $ 60 million and that our non-fleet capital expenditures will be roughly
$210 million thisyear.

Asaresult, we continue to expect our freecash flowto be $450 millionto $ 500 millionin 2016, absent any
significant timing differences, our fifth straight year with free cash flow of more than $ 450 million. This works out
toroughly $5per share, giving ourstocka free cash flowyield of more than 20%.

We now estimate that currency will have aroughly $20 million negative effecton adjusted EBITDA this year. With
currency having had a $33 million negativeimpact on our first quarterresults, the forward curve now implies that
currency willhavea modest positive impact on our results for the remainder ofthe year. We have again provided a
slide thatlays out our estimate ofthe effects thatcurrency movements will havefor the year, by quarter based on
recent rates.

In closing, while the first quarter was challenging, we do not expect the unusually soft pricing we experiencedin
Q1 to continue.Infact, while pricingis not yet backto flat, it has improved dramatically. Our goal is to have better
pricing comparisons in the remaining quarters ofthe yearto manage our costs assiduously and to invest for the
future carefully in order to achievethe targets we laid outin February.

The summer travel season both in North America and in Europe will be key to our success. We continueto be
aggressive in areas that we can control, opportunisticin areas that we can influence, attuned to real and potential
risks and focused on enhancing shareholder value.
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With that, Larry and I would be happy to take your questions.

QUESTION AND ANSWER SECTION

Operator: Thankyou. We will nowbegin the question-and-answersession. [Operator Instructions] Our first
question comes from Chris Woronka with Deutsche Bank. You may askyour question.

Chris J. Woronka

Deutsche Bank Securities, Inc.

Hey. Good morning, guys. Wanted to drill down a little bit more on pricing obviously. I knowyou'vetalked in the
past about how putting in some pricing increases, there's I guess so-called the decay curveas time approaches.
Has there beenachange in that through the, I guess, March and the second quarter so far? Are you seeing actually
different dynamics as far as that's concerned?

Larry D. De Shon

Chief Executive Officer & Director

Yeah. So, in the first quarter,therewere anumber ofrate increases thatwere putin the industry,whichisa
positivething. But, I think with the pressure ofthe fleet position that the industry had, it makes holding onto
thoseratesasit getsinto the booking curve very, very difficult.

And I think the rate the rate increases started from alsowas at kind of a lower point. So, even wheresome ofthem
may be held closerend it started from alower point. So, I thinkthe good news is that rate increases were
attempted.

Inmany ofthem, there were somegood matching as they went out, but then as you go t closer into the booking
curvewith the fleet position they started to erode and particularly started to erode from the kind ofthird tier
parties and then kind of on up.

So,we haven't seen that number ofattempts ofrate increases so far as we lookinto the second quarteryet. But as
fleets tighten up, I would expect that asrate increases go in that there's an opportunity for that to hold closerinto
the booking curveas fleets are tighteras we go through the second quarter and into the summer.

Chris J. Woronka

Deutsche Bank Securities, Inc.

Okay. Great. And thenI guess more from anindustry perspectiveor anything you'd care to share about your own
fleet? But, are you seeing more, I guess,harmonized action with all the playersin terms of fleet? Because it seems
like it's been alittle bit erratic throughout last year. Do you thinkeveryone's kind ofon the same page now?

David B. Wyshner
President & Chief Financial Officer

Hi, Chris. I'm not goingto touch thatlanguage, but I thinkthe thingtolookatis the utilization that we
experienced in the first quarter growing ourvolumes about 3% on a fleet that was up just over 0.5%. We're

running our fleet relatively tight and as we've moved through the first four months ofthe year, we've actually
tightened up the extent to which we're planning on running the fleet overthe course ofthe year.
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Chris J. Woronka

Deutsche Bank Securities, Inc.

Great. And just finally for me, you mentioned you sold over or about halfofthe planned risk dis positionsthrough
April. How does that compareagainst last year? Are you kind of selling more in the first halfthis year than you did
lastyear?

Larry D. De Shon

Chief Executive Officer & Director

It's actually fairly similarto last year. Last year was the first time we really acceleratedinto the early part ofthe
year asmuch ofour fleet — riskfleet dispositions as we did. We've continued that this year. And we were ableto do
that evenin a somewhat softer residual value environment, with no significantgain or loss on our vehicle
dispositions. So, we feel good about how we manage that. Andthen we obviously had the advantage ofhaving
some program carsin our fleet that we could use to de-fleetin areaslike Florida and Arizona where we had to
adjust our fleet plans based on the volumes we saw.

Operator: Thankyou. Our next question comes from John Healy with Northcoast Research. You may askyour
question.

John Healy

Northcoast Research Partners LLC

Thank you. Larry,  wanted to aska little bit about pricing to start. In the February call, clearly you'd indicated the
year started off difficult and the expectation was for flat pricing for the year. Now we know that through March
things were abit more difficult and the pricing expectation is for down one point.

Ifyoulookatthat period of April through December, have your expectations for pricing in that timeframe
changed relative to what they were in the February call? And then additionally I wanted to ask, you mentioned the
month-on-month improvements, but I just wanted to confirm; has pricing gone positive? Or at least gotten better
than flat at this pointinthe year interms ofa month-over —year-over-year on a monthly basis?

Larry D. De Shon

Chief Executive Officer & Director

Yes. So the way I would characterize it is, you startwith February ended worse than what we had thought. And
then as we went into March, although March improved over February, March was still not what we had planned
forit to be. Thenas yougo from March into April, April improved again over March. And then as we're looking at
May bookings, May is also improving over April. So, we haven't turned positive as ofyet, but we're getting very
closetoitatthispoint. And we're very optimisticabout what we're seeing for June and summer bookings are
looking strong and rate is looking significantly better.

So, I thinkit was just the kind ofthe curve ofthe pricing trends just delayed a bit and started to improve later than
what we had hoped. So fell a little bit harder than we thought at the beginning and then delayed a little bit more
than what we had hoped when we went out ofthe declines in February. But the good news is, every month is
getting stronger and we're seeing that in the advance bookings going into summer.

John Healy

Northcoast Research Partners LLC
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Okay.And thenrelative to just kind of your expectations compared to earlier in the February timeframe. Is that
Aprilthrough December expectation much different than it was backin February?

Larry D. De Shon

Chief Executive Officer & Director

What I would just say is that the — we're calling the pricing overall down a point for the year, so that incorporates
the first quarter results, and then just aslower, amore gradual rampup to betterpricing as we go through the
remainder ofthe year. So, we're going to have some down months, and then we'll have some positive monthslater
in the yearto kind ofnet out the last nine months as flat, which then brings the year down about a point.

David B. Wyshner

President & Chief Financial Officer

That's right. I thinkeverything is a little bit, just a little bit softer than we had anticipatedin January and
February. And I thinkit's important to remember that what we saw inJanuary and Febru ary was so weak and so
anomalous compared to what we typically experienced. It really was a difficult time to be projecting outfor the
remainder ofthe year. So, we have tweaked those estimates as well.

Operator: Thankyou. Our next question comes from Chris Agnew with MKM Partners. You may askyour
question.

Christopher Agnew

MKM Partners LLC

Thanks very much. Good morning. I was wonderingifyou could first reconcile your comments on strongleisure
travel,but weak summer break. And ifI remember, sometimes spring breaks are a good harbingerfor summer
demand. And then slightly related, on international in-bound it was weakin the first quarter that you talked
about. Are you assuminga continuation ofthose trends into the summer? And what are the risks that
international in-bound continues to negatively surprise? Thankyou.

Larry D. De Shon

Chief Executive Officer & Director

Yeah. I thinkthe way to thinkaboutitis, asyou go through the yearthe impact that in-bound into North
American from particularly Canada and South America, startsto have lessimpact as a percent ofthe total volume.
It's a big percent of our volume in the winter months, in the first quarter. But as that continues on, our reliance on
that volume declines over time.

So,yeah, Ithinkaspeople are looking to go in-bound into the U.S. from those markets,it's going to be a challenge
with the currency impacts that have happened. But we don't depend on it as much as we go through the rest ofthe
year.

Christopher Agnew
MKM Partners LLC

And any thoughts onlike you've got strongleisuretravel, but why was spring break so weakifit's predominantly
wererelined on more leisuretravel?

David B. Wyshner

President & Chief Financial Officer
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That's where the international in-bound seem to have a — much more in effect thisyearthanlast year, and that's
why we callit out. And as Larry said, the marketslike Florida and Arizona in February and March probably drive
is muchinternational in-boundbusiness as a percentage oftheir overall business as any areas thatwe have at any
point during the year. So, the in-boundissue becomes smaller just as a percentage of our business as we move into
other partsoftheyear.

Operator: Thankyou. Yournext question comes from Adam Jonas with Morgan Stanley. You may askyour
question.

Adam Michael Jonas

Morgan Stanley & Co. LLC

Thanks. Hi, Larry. So, there'sbeen a few announcements by some OEMs who are ostensibly entering the car
rental and car sharing businessin some form, exampleslike GM's Maven and some ofthe car sharing efforts
within Ford Smart Mobility LLC, a separate legal entity, and some others. How does seniormanagementat Avis
Budget view these moves? Isthisasign ofvalidation for your corerental business? Or is it new competition that
youneed to consider maybe not very near-term but overtime? Or is it both? Thanks.

Larry D. De Shon

Chief Executive Officer & Director

There'sa lot of people that are getting into the mobility spaceand car share space. And I'm not surprised by the
OEMs that arelooking at it as well. And I thinkthe answer to your question is really both.

I think that as you take alookat the logistics that are involved in managing car share and car rental are extremely
complicated, and we have15years ofexperience on the Zipcarside of managing car share, and we have 70 years of
experience on the rental car side of managing this. I mean there's a whole infrastructure and talent skill set that's
required; people, systems, equipment. And it's quite complicated.

Andso,there havebeenanumber ofpeople that havegotteninto carshare globally, and many have left. There are
some that arein car share globally and aren't making any money. We continue to grow Zipcar. We're goingto
cross the million member, paying membermarkthisyear.

We continue to grow locations. We continue to grow use case offerings. So, we're pretty pleased with how we have
been able to grow the business and we're growing it internationally. And I just think that the logistics that are
involved are —it's in our wheelhouse. It's what we do. And we've got alot ofexperience doing it. So, I'm not
worried about it. I thinkit's something we watch,but we're pretty confident about how we can manage that
business.

Adam Michael Jonas
Morgan Stanley & Co. LLC

Thanks, Larry. CanI ask a follow-up onyour ITbudget?I don't knowif you'veeverdisclosed the size of your
annual IT spend. Isthat something you couldgivean order of magnitude or disclosed?

Larry D. De Shon

Chief Executive Officer & Director

Yeah, from an expenseperspective, it'sin the $100 million range, Adam.
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Adam Michael Jonas
Morgan Stanley & Co. LLC

$100millionrange?

Larry D. De Shon

Chief Executive Officer & Director

Yes.

Adam Michael Jonas
Morgan Stanley & Co. LLC

Okay. Thank youvery much.

Operator: Thankyou. Our next question comes from Brian Johnson with Barclays. You may askyourquestion.

Dan M. Levy

Barclays Capital, Inc.

Hi. Good morning. Thisis Dan Levy on for Brian. Thanks for taking the question. Just a couple of questions on
fleet cost guidance and just overall on industry fleeting levels. First, just wondering on the fleet cost guidance, I
know, in the prior call, you assumed residuals as a percentofcap costs would declineby around a point. I assume
that that's down. Could you just disclose what the magnitude ofthatis? And if residual as a percent ofcap costis
down, whatisit that's allowing you to maintain yourfleet cost guidance? Isit better capcosts? Isitalonger
holding period? Areyou seeing better benefits on y our disposalsthrough alternative channels?

Larry D. De Shon

Chief Executive Officer & Director

Sure, Dan. Our expectation is now that fleet residual values will be down around two points as a percentageofcap
costand we had gone into the year expecting it to be down around one point. So, we've seen about a point of
softening there in our expectations and we've done anumber ofthings to mitigate that. It actually starts with the
fact thatin markets where we were a little bit heavily fleeted relative to demand in the first quarter. We used
program cars fairly aggressively to de-fleet to the right levels. Program cars on average tend to be alittle bit more
expensive than riskvehicles and so that's one ofthe things thatis helping us.

And then we're working through ourfleet optimization opportunities as we see different cars having different
values asthe yearplaysout,largercars and SUVsdoingbetterthan smaller ones and we've re-optimized both risk
and program cars, hold periods and our mix ofvehicles really down to the make and modellevel to help mitigate
the impact ofresidual values. So far, this year, being a bit softer than we had expected and the possibility that that
will continueto some extent going forward.

Dan M. Levy

Barclays Capital, Inc.

Okay.And is it safe to say that if we see the rental riskauction data under-performing to the magnitude that it did,
in the past couple months it wasdown 6%, I believe. Isit safe to say that therewould be incremental risk to that
fleet cost guidance?
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Larry D. De Shon

Chief Executive Officer & Director

Clearly, ifthe market softens relative to where it isnow there would be incremental —there could be riskthere. On
the flipside, if the market strengthens a bit that would be helpful to us. I thinkit's important to know one ofthe
things I mentioned, and thatis that auction sitesreally had alot ofcars at the start ofthe year. They were ba cked
up abit. And I think we've worked through a significant amount of that backlog.It was both program cars and risk
carsfrom avariety ofsources. January and the first halfof February is not a great time to work that backlog down.

And I think what we saw in February and March and even to an extent in April was that backlog being worked
down, which had animpact onresidual values. And thatphenomenon shouldn't exist to quitethe same level that
it did at the start ofthe year.

Operator: Thankyou. Our next question comes from Hamzah Mazari with Sterne Agee. You may askyour
question.

Hamzah Mazari

Sterne Agee CRT

Hey.Good morning. Just a question on European margins; I knowyou guys don't disclose that. But any color as to
howthose are trending? And maybe an update on someofthe initiatives you may havein place to improve the
concentration ofthe European network? Thankyou.

David B. Wyshner

President & Chief Financial Officer

Yes. Asyou know, we've been working for anumber ofyearsto —on a strategy to improveour European margins.
We've putin a number ofinitiatives to driveefficiencies across the operations as well as into our back office
administrativework as well.

And this has all been with an eye that when the economy starts to recover in Europe that we would be repositioned
in a better place to be able to improve our margins over time. So, those strategies are continuing. We've been
updating our IT systems, which has caused alot ofheadaches by havingalot ofoutdated overlapping systems that
varied by country. We've been consolidating all those, putting everyone on the standard systems,reducing our IT
expense.

We movedallofour backoffice workinto Budapest and eliminatedthose functionsin the countries. We
consolidated the countries down into regions. So, we've improved our performance. Our operational performance
as itrelatesto Net Promoter Score as well as our utilization. We've been growing ancillary revenue and expanding
our Budget brand.

So, there'sa number ofinitiatives that are going. And I thinkwhat you'll start to see as the economy recovers there
and volume starts to rebound, that's what will have a bigger impact on our profit margins as we go forward. So, I
think all the hard work that'sbeen going on there for the last four years is starting to come togetherand new
initiatives being putin place to continue to drivethat overtime.

Hamzah Mazari
Sterne Agee CRT

Thank you. Just a quick follow-up. Just wanted to confirm the cadence of pricing. Youmade alot of comments
around pricing. Isit fair to say that Q2 is going to be down still low single -digits, Q3 flattish, and then Q4 up low
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single-digits? Isthat the right way to thinkaboutpricingin yourguidance? Or is there some flexibility around how
that moves around? Thankyou.

David B. Wyshner

President & Chief Financial Officer

Iwould say yesto both. It'snot a crazy way to thinkabout things at all, and could very well be the way it plays out.
We really don't want to getinto quarter-by-quarterguidance, and that's why we really spoke aboutthe first
quarter and then the subsequent nine monthsin aggregate.

The pathyou're laying out could very well be the way things play out,but I thinkit's also quite possible, therell be
a little bitofdelays around that as we see some seasonal effects. The otherthing that's worth notingis thatI do
think we have an easier compin the fourth quarter than any other pointthisyear.

Operator: Thankyou. Our next question comes from Anj Singh with Credit Suisse. You may askyour question.

Zachary Bakal
Credit Suisse Securities (USA) LLC (Broker)

Good morning. Thisis actually Zackin for Anj. So, given the number ofheadwinds you've talked about in terms of
pricing, whether it's Brazil or FX or international in-bound being down. It seems like your expectations for the
nextnine monthsis not flattish corepricing, but core pricing actually being positive. Can you give us some sense
ofhowthathastrended and whether ornotyou're seeing improved strength there? And what your expectations
for that are over the next nine months?

David B. Wyshner
President & Chief Financial Officer

Yeah. Youknow the acquisition of Brazil I think closed in April oflast year,so the Brazilimpactth at we had in the
first quarterreally shouldn't be a continuing impact now that we've anniversaried that transaction. And I would -
while the commerecial leisure mix as I pointed out, had a 50 basis pointimpact, I considerthat mix to be part of
what's goingonin our core.

So, I would actually be inclined to view the comments that we made about pricing going forward as being
applicableto the core,ifyou will. And not distinguish between the core and something elseas we look out over the
remaining nine months.

Zachary Bakal

Credit Suisse Securities (USA) LLC (Broker)

Got it. Thanks for clarifying. And thenyou talked a little bit more about the free cash flowyield. I think one ofthe
thingsyou've sort of mentioned thereis that time can have a significantissue there. But in addition, you'vesort of
given out sensitivities to EBITDA, for example in relation to some ofyouroperating drivers. Given that some
investors do have some concerns about how wide that rangeis and whether or not that's so rt ofa safe range, could
youspeakto whether or not the sensitivities to EBITDA should be roughly similar to the sensitivities that you'll
see to movementsinrelation to your free cash flow?

David B. Wyshner

President & Chief Financial Officer
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Yes.Ithink EBITDA and free cash flow will generally tend to movein line with one another. So, there's always
some differences between them; but generally speaking, ifour EBITDA were toward the higherend ofour range,
I'd expect free cash flowto be toward the higher end ofthe range. And similarly at the lowerend ofboth ranges.

Operator: Thankyou. Our next question comes from Kevin Milotawith JPMorgan. You may askyour question.

Kevin M. Milota

JPMorgan Securities LLC

Hey. Good morning, guys. I washoping you could give us some coloron how much ofyour May business is
booked at this point, and how much ofthe June to September businesses booked as ofnow? And then followon to
that would be how confident areyou in that business follow-through, given that first quartersurprised to the
downside?

And then secondly on the holding periods for fleet, could you give us a sense for what or how much you're
extending your holding periods on the risk fleet? And why not just take amarkon those assetsnowand moveon?
Thank you.

David B. Wyshner

President & Chief Financial Officer

Youknowwe're obviously in the month of May, so bookings are, as far as our percentage of our total volume for
the month of May bookings are strong. I don't know the exact percent that we've taken for the month, but we're in
the booking curvenow.

And the pricing that we're seeing, we're encouraged by, significantly encouraged by for the month of May. When
youtake alookat over summer,at this point probably 15%, I'm goingto estimate, of our bookings are probably
taken at this point. And onceagain, the indications from those bookings are that both volumeis coming in strong
as well as rate continues to improve. So, there's nothing in what we're seeing at this point for May or for summer,
although summer is still pretty early, that gives us any cause for concern.

Larry D. De Shon

Chief Executive Officer & Director

And thenonthe fleet side, I thinkwe'll probably end up extendinglives ofvehicles slightly, which I put more in
the matter ofin weeks. It could be anywhere from two weeks to eight weeks as we work through our optimization.
But not significant or drasticchanges in howlong we're holding cars.

We stilllike to sell the significant majority of vehicles thatwe sell on arisk basis in the 30,000 mile to 40,000
mile range and that really hasn't changed. I just want to emphasizethat in the first quarter,as we sold alot of
vehicles, we did not haveany significant gains or losses on disposition. And so, we feel good abouttherates at
which we've been depreciating vehicles. I thinkwe would haveliked to havesome gains in the first quarter, but
where we ended up wasreally rightinline with where we've been depreciating to.

Kevin M. Milota
JPMorgan Securities LLC

Okay.Thank you.

Operator: Thankyou. And final question comes from Afua Ahwoi with Goldman Sachs. You may askyour
question.
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Afua Ahwoi
Goldman Sachs & Co.

Thank you. Just two quick questions from me. First, the $50 million incremental investment you talked to in the —
onthe fourth quarter call. How much ofthat wasin Q1, if at all? And how should we think about the spread over
the nextfew quarters? And then on the other side ofthat, are there any savings we can expect to offset some of
that spend?

Andthenthesecond question I have, and it's something I continueto struggle with is on yourcomments on the
industry being right-sized or fleet being right-sized. How should we think about that? Because I think I believe on
the fourth quarter, we were expecting the industry to be right-sized going into Q1 and obviously, given the soft
spring break that through us offalittle bit. So, as we think about the balance ofthe year, is the plan to growyour
fleetlessthan demand? Inline with demand? How is the best way to thinkabout when you say the industry is
right-sized, what exactly that means? Thankyou.

David B. Wyshner

President & Chief Financial Officer

Sure. Afua, it's David. I'll tackle the first part and Larry will tackle the second. With respect to the $50 million
investment, I would say that some —a small portion ofit occurred in the first quarter, but probably less than 25%.

Some of the areas that we're investing in such as our investment in incremental marke ting willbe more
concentrated in the second quarter both in the U.S. where we have new commercials running for Budget. And
particularly, in Europe, wherewe're going to be doing a fairamount ofbrand advertising in the second quarter,
whichis a key part ofthe booking curvefor the summer peak and we want to make sure we take advantage of
marketing during that period for that time.

Some of the otherinitiatives are ramping up over time. And so, I thinkthe impact that they'llhavewill actually
grow alittle bit as the year moves on. And I thinkthe right way to think about the $50 million incremental
investmentisreally asthe net number.So, some ofthe areasthat we're investing in, such as our shuttling pilot
and manpower planning, we are getting benefits from. But I would think ofthe $50 million as being the net
number, spending alittle bit morethan $50 million gross generating somebenefits this year so that the impact is
— the netimpactisin the $50 millionrange.

Larry D. De Shon

Chief Executive Officer & Director

Asfar asthe fleet questionis concerned. Asyou knowin the first quarter, the industry was extremely over fleeted.
We managed very hard to get our fleet down and to keep our fleet below volume, so that we can continue to
improveour utilization. Andthat will be our plan as we go through the rest ofthe year as the fleet underneath with
the expected volume that we're planning to get.

And asyoulookto the first quarter and you saw what's happening with de-fleeting and the number of cars that
were being sold at auctions, the number ofcars that wereat the auctions,and working through that inventory.
Andnow, thenyousee aseries of storms that happened in Texas and other surrounding countries have soaked up
alotoffleetaswe've sent cars down to support insurance replacement needs down there, and then backfill those
Airports and so forth. We have moved alot ofcars, as the industry has moved alot ofcarsinto that territory.

And whatyoustartto see,and we see at our locations is you see wherewe go onlength ofrental restrictions or our
competitors start to go onlength ofrental restrictions, or we start to see suspend actions putin place. And that
givesus asign of howthe industry is actually fleeting in th ose markets.
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So, we're kind ofheadingto the normal period oftime that we would see, where people are getting theirfleets
down, getting ready for summer. And as far as we're concerned, we'll be trying to fleet basically underneath the
demand for the summer and keep our utilization improving.

Larry D. De Shon

Chief Executive Officer & Director

Okay . Before we close, I thinkit would be a mistake to judge our full-year and long-term potential based on what
we believe was a first quarter anomaly. Pricing has already started to turn the corner with fairly substantial
improvements seen overthe last few months.

We continue to seesignificantopportunity to reshapeour business by leveraging technology,and  hope we've
givenyouaflavor ofthe progress we've already made. And our full-year adjusted EBITDA and free cash flow
guidance remains unchanged.

We have a full Investor calendar this quarter and we look forwardto seeing many ofyouduring our travels. With
that,  want to thank you for your timeand your interestin our company.

Operator: This concludes today's conference call. You may disconnect at this time.
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