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MANAGEMENT DISCUSSION SECTION

Operator: Good morning and welcome to the Avis Budget Group Fourth 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 ofInvestor Relations. Pleasego ahead, sir.

Neal H. Goldner

Vice President-Investor Relations

Thank you, Eunice. 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 Presidentand ChiefFinancial Officer.

Before we begin, I'd like to remind everyone that the company will be discussing forward -looking information that
involves risks, uncertainties, and assumptions that could cause actual results to differ materially from the
forward-looking information. Important risks, assumptions, and otherfactors thatcould cause futureresults to
differ materially from those ex pressed in the forward-looking statements are specified in the company's earnings
release and other periodic filings with the SEC, which are available on the Investor Relations'section of our
website at avisbudgetgroup.com.

We have provided slides to accompany this morning's conference call, which canbe accessed on our website as
well. Our comments will focus on adjusted results, which excludes certain items and othernon -GAAP financial
measures that are reconciled to our GAAP numbersin our pressreleaseand in the earnings call presentation on
our website.
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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 and Chief Operating Officer

Thank you, Neal and good morning. As yousaw on last night'srelease, we had arecord 2015 with the highest
reported revenueand adjusted EBITDA in our company's history. Achieving record results in the year when
industry fleet levels wereelevated for much ofthe time, commercial volumewas weaker than expected, and
international pricing remained difficult, reflects the resilience of our business model and the hard work ofour
team.

AsTlookbackon 2015, we achieved several significant accomplishments that strengthen our company's global
position. We acquired Maggiore, making us the largest car rental operator in I'taly and also acquired our Avis and
Budgetlicensee in Scandinavia and our Avis licenseein Poland. We completed the integration ofour former
licensee for Budget Southern California. We generated millions ofdollars of what will be recurring savings
through our Performance Excellence and Transformation 2015 initiatives.

We generated morethan $500 million offree cash flow, which is our fourth consecutiveyear exceeding $450
million. And we used the majority ofthat free cash flow to repurchase nearly $400 million ofour own shares,
representing 8% of our outstanding shares. Even with all of these achievements, I believe there is much more that
we can accomplish. We have significant opportunities to leverage technology both to enhance how we interact
with our customers and to streamlineour operations as well as drive higher margins. As you saw in the outlook we
issued last night, we will be investing in those technologies that will put usin the best position to capture those
opportunitiesin the years that follow.

Our 2016 outlookreflects more than $50 million ofincremental investments we are making in our business.
Investments that are expensed rather than capitalized. The areas we're targeting for higher spending include:
development and testing of our self-service technology; new information technology; and data analytics to drive
costreductions; expanding Zipcar's very successful ONE > WAY offering into new cities; accelerating the growth
of ourjoint venturein China; as well as incremental brand marketing; enhancements to our Avis loyalty program;
and new and expanded marketing partnerships.

We believe that nowisthe right time to make these investments, not only to improve our growth prospects for the
yearsto come,but also to expand our long-term margins by capitalizing on anumber of opportunities that various
new technologies provide us.

But before I get ahead of myself, I knowyouhavequestions about our 2015 results and our plans for capital
deployment. So for that, it's my pleasureto turn the call over to our CFO, David Wyshner.

David B. Wyshner

President & Chief Financial Officer

Thanks, Larry, and good morning, everyone. Today, I'd like to discuss our fourth quarter results, fleet costs,our
balance sheet and cash flow, our 2016 outlook, and how we thinkabout capital deployment. Along the way, I also
want to discuss our currentthinking around ride hailing and card sharing. My comments will focus on our
adjusted results, which exclude certain items and are reconciled to our GAAP numbersin our pressreleaseand in
the earnings call presentation on our website.

Eventhough Larry already mentioned it, I thinkit's worth repeating. We had a record yearin 2015. Thisis true
from a number of perspectives. We serve more customers than we ever have. We generatedrecord levels of
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revenueand adjusted EBITDA despite major exchangerate headwinds. We again grew our margins. We bought
one ofthe largestindependent carrental companies in Europe. We invested morein technology than everbefore.
We expanded our efforts to drive productivity and global consolidation of various functions. And we generated
more than $0.5billion offree cash flow and used much ofit to buy back more stockthan everbefore.

Inthis context, the declinein our stock price in 2015 was disappointing. But our team remains focused on what we
can control. And we know the companies that consistently generate $5offree cash flowper share don't have stock
pricesbelow $30for verylong,eveninachoppy market.

Aswereported last night,our adjusted EBITDA for 2015 was $903 million, and for thoseanalysts who compare
company margins and valuations basedon adjusted EBITDA before deferred financing fees and stock-based
compensation, our2015adjusted EBITDA would be $959 million. And most importantly, our constant-currency
adjusted EBITDA growth last year was 9%and our constant-currency adjusted EPS growth was 15%.

Inthe fourth quarter, revenuein our Americas segment grew 1% and rental days grew 3%. And while our revenue
increased, so did our fleet utilization, which improved by 100 basis points in the quarter, reflecting some
dissipationin manufacturer recalls, as well as benefits from our demand fleet pricing yield management initiative.
We grew our adjusted EBITDA margin by 110 basis points to the highest fourth quarter margins in our history.
Leisure volumes increased 7 %in the quarter despite a shorter December holiday period compared to last year.
Leisure growth was driven by ournew airline partnerships and bookings through ourwebsites.

Commercial volumes, however, continued to be challenging in the quarter, declining 3%includinga 2%drop in
the United States. Our analysis ofbroadertravel patterns suggests that our results reflect overall commercial
travel demand, not any significant shift in demand for car rental services among commercial travelers. Not
surprisingly,our customers in the energy sector have curtailed theirtravel most,but the softness certainly
extended beyond just oil and energy.

Still, we continue to have success in our strategicinitiativeto grow disproportionately in our most profitable
customer segments and channels. In particular, international-inbound volume continued to grow, increasing 4%
in the quarter in spite ofthe strength ofthe dollar. Demand for our non-core and Signature fleet grew 10%. High-
margin ancillary revenue increased 5%in the quarter, including 18% growth in satelliteradio revenues, and we
continue to shift reservations to our proprietary channels including our mobile apps, which saw volumes increase
more than 30%at Avisand nearly 60%at Budget.

Pricingin the quarter was challenging as the trends that we experienced in the third quartercontinued into the
fourth quarter. Rate per day in the Americas declined 1.5 points in constant currency. Faster growth in our Payless
brand had a 30-basis-point negative impact on our reported pricing, while the mix effectoflower comm ercial
volumesnegatively impacted our pricing by another 40 basis points. Commercial pricing in our core domestic
Avis and Budget brands was down less than 1 point, while leisure pricing was unchanged.

The fourth quarter is typically commercially dominated outside ofthe two holiday periods. As aresult, the
softnessin commercial demand made it particularly difficultto drive higher realized rates in the quarter. The
trend oflower year-over-yearpricing has continued thus farin 2016. We continueto push for higher realized
pricing wherever and wheneverpossible. But asyou could see in our press release, we're not building pricing
growthinto our 2016 projections. I'll talk more about those in a bit.

Inour International segment, for the fourth quarter, revenueis unchanged on areported basis, and grew 12%in
constant currency.Volumewas up 21 % with the acquisition of Maggiore contributing 11 points ofthat increase.
We saw strong growth in Italy and Portugal in the quarter, driven by a combination of both commercial and
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leisure demand. We also saw strong commercial demand in Spain and Germany. In France, demand declined but
was relatively resilient with the terrorist incidents in Paris having the most pronouncedimpacton inbound travel.

The pricing pressures that we haveexperienced all year in our International segment continued into the fourth
quarter. Pricing declined 4%in constant currency, excluding the acquisition of Maggiore, reflecting a highly
competitive pricing environment in both Europe and Australia. Adjusted EBITDA decreased to $32 million in the
quarter due to currency effects, soft pricing and timing differences with the third quarterthat we mentioned
during ourlast call. Because ofthe timing differences, we thinkit's helpful to look at our second half2015
International resultsin total and in the second half, adjusted EBITDA in our International segmentgrew 13%in
constant currency.

Turning to our fleet, per unit fleet costs in the Americas declined 7 %in the fourth quarter. For the year, Americas
per unit fleet costs declined 4% and we sold a one-third ofour risk vehicles through alternative channels, more
than double the number from twoyears ago. Looking forward, we're not expecting the declinein fleet costs that
we achievedin2015to repeatin 2016, but we've been working hardto limit the impact ofhigher program car
costsand the effect oflower vehicle residual values. As we announced last night, we expect our2016 Americas per
unit fleet cost will increase 3%to 5%.

Let me provide alittle bit more detail. As I mentioned previously, vehicle availability was somewhat tighter from
[ph] earlier year 2016 (11:15) thanin prior years. This created pressure on our program fleet cost, which we expect
will increase 6%to 8% this year. We anticipate that residual values for risk cars will decline 1 point or so to
approximately 77% of cap costs,which is slightly below our long-term average. We expect that risk cars will
representabout 60%ofour fleet thisyear compared to 55% in 2015. We will continue to aggressively manage our
fleet and expectto increase our utilization slightly in 2016.And our increased use ofalternative disposition
channelshasbeen a win for us, so we plan to selleven moreofour risk cars through such channelsin2016.

Movingto our balance sheet, ourliquidity position remained strong with nearly $ 5 billion ofavailable liquidity
worldwide. We ended the year with $ 452 million ofcash, no borrowings under our corporate revolver,and more
than $1 billion ofavailability under that facility. We had unused capacity of more than $ 3 billion undervarious
vehicle-backed funding programs.

Our ratio ofnet corporatedebt to EBITDA was 3.3 times, or 3.4 times excluding the effect ofa fourth quarter
changeinthe accounting for deferred financing fees. Andwe have no corporate debtmaturities until fourth
quarter 2017. We expect to issue vehicle-backed debt this year, as we do everyyear, primarily to refinance our ABS
maturities which, thisyear,havean average interest rate of3.5%. Based on currentconditions in the ABS market,
we expect that replacement debtwill carry aninterest rate at or below that level.

Our free cash flowin 2015 totaled $525 million. We continued our heightened share repurchase activity in the
fourth quarterbuying back more than $ 117 million of stock. For the full year, we spent arecord $394 million to
repurchase approximately 8.8 million shares or 8% of our shares outstanding. We also passed a significant
milestone in the quarter, having now spent morethan $1 billion of cash on a combination of stockbuybacks and
convertible noterepurchases which together have reduced our diluted sharecount by 22%from its peakin 2011.
We continued to repurchase stockin the first six weeks of2 016, but we were required to operate under a10bs-1
plan, which doesn't provideas much flexibility as if we'd been able to control ourrepurchases day by day.

Looking forward, while we will continue to look for accretive tuck-in acquisitions, we expect to use our free cash
flow primarily for sharerepurchases. With our stocktrading at a 17%free cash flowyield, sharerepurchases are
particularly attractive rightnow. We currently expect to do a significant amount ofrepurchases in the first half of
the year even though our cash flow generation is ty pically weighted towards the back halfofthe year. With our
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board havingincreased our authorization by $300 million in January, we are estimating that we will repurchase
$300 million to $400 million or more ofstock this year.

I want to take a moment to talkabout ride-hailing. The question of whetherthis isimpacting us comes up in our
discussions with many ofyouand we've now had the chance to analyzeour fullyear 2015 volumes and compare
them to the prioryearin orderto look at whetherthe rapid growth ofride-hailingis having any material impact
onourbusiness. We'velooked at our one-day rentals, all rentals with less than 50 miles or 75 miles or 100 miles
driven, volumes in cities where Uber and Ly ft are well established and growing, where corporatetravel managers
are seeing, and even what we hear about or from ride-hailing companies.

For starters, while short-length rentals would appear to be the ones most susceptible to replacementby taxi,radio
car, or ride-hailing services, ourvolume of one-day rentals actually increased in 2015. Similarly, while low-mileage
rentals would appear to be most susceptible to alternatives, the percentageofour volumethat comes from
customers drivingless than 50 miles during the rental was unchanged year-over-year, same for less than 75 miles,
same for less than 100 miles.

One-day rentalsrepresent only 3%of our rental day volume and under 50-miletransactions also represent only
3% of our rental days. These statistics are part of why we view the use cases for carrental and ride-hailing to have
minimal overlap. Welooked at our volumes in Boston, Chicago, New Y ork, San Francisco, and Washington, the
biggest cities for ride-hailing and saw that our rental day volumes increased 2%there, consistent with our overall
organic volume growth in the United States.

And lastly, we spoke with close to 100 corporate travel managers on this topic. They consistently see room for
ride-hailing to replacetaxiorradio car use, but they continue to view car rental as the best value to meet their
traveler's non-taxi needs. The reality is that the use cases for car rental and ride-hailing are very different. Our
averagerenter drives our cars more than 450 miles over the course offour days. That's an averageofmore than
110 miles per rental day. Whenyoulookat shorter-length rentals such as one-day ortwo-day transactions, the
mileage per day actually increases. These are clearly not trips where ride-hailing, often at a cost ofaround $4 a
mile, is goingto be economic.

Another way oflooking at thisisthat 97 %ofour renters drive ourcars morethan 50 miles over the course ofa
transaction, making substitution with a ride-hailing service prohibitively expensive. The net resultis that the data
simply don't support the argument that the growth in ride-hailing is coming at the expense of car rental. At the
same time, we don't ignore the fact that new companiesin spaces adjacent to ours are growing rapidly and have
significant access to capital. As Larry will discuss, we're investing in technology and capabilities to ensure that we
continue to be well positioned to be aleading provider of ground transportation services even as mobility
solutions evolve.

Inthat context, Zipcar is an important part of our strategy. It continues to be the established leader in the growing
car-sharing market, and 2015 was arecord yearfor Zipcar. We grew our membership in established markets such
as Boston and New Y ork, as well as completely new markets. Zipcar can now be found at more than 500 colleges
and universities. Zipcar launched ONE > WAY service in Boston, and ONE > WAY pilotsin Seattle, Los Angeles,
Philadelphia, and Denver. We also introduced Instant Join, which allows consumers to sign-up and become
Zipstersin minutesinstead ofdays.

Andlooking forward,2016looks to be just as busy. Zipcar will continue to expand into new markets and
universities to serve more members. We expectto launch Instant Drive in the first halfof the y ear, which will
allow many new members to sign up and actually begin driving within minutes using only their smartphone. We
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will continueto expand ONE > WAY into new markets, and we expect Zipcar will pass a major milestone this year,
crossing the 1 million-member mark.

Inshort, Zipcar remains the clear leader in the car-sharing industry. We see car-sharing and ride-hailing as
occasionally competing with each other, but they generally representcomplementary solutions for peoplein cities
and on campuses who don't own their own car. We see Zipcar evolving from historically offering only roundtrip
transactions to providing roundtrips, booked-in-advance one-way transactions, and eventually unreserved
floating availability. In this way, Zipcar will continue to play a growing rolein the mobility industry as the trend
away from car ownership in cities continues to accelerate.

Finally, I'd like to discuss our expectations for the upcoming year. We have, again, gonethrough arigorous and
detailed annual planning process with our focus on cost saving and revenue-enhancing initiatives we can drive. In
today's uncertain economic climate, key inputs such as demand growth, the industry pricing environment, and
fleet residual values proved to be particularly challenging to get comfortable with this year. Nonetheless, I think
we built arealistic plan for 2016 that requires execution on anumber ofimportantinitiatives throughout the year,
throughout the world.

AsLarry noted, our 2016 outlook reflects more than $ 50 million ofincremental investments we're making in our
business thisyear, investments that are expensed rather than capitalized, in addition to the more than $100
million we are investing in technology as part ofour capital expenditures this year. As we announced last night, we
expectour revenues to increase 2%to 4% thisyear compared with 2015 including what is currently about a point -
and-a-halfnegativeimpactrelated to exchange rates. In the Americas, we expectour rental days to increase 2%t o
4% and our pricing to be unchanged in constant currency.

Inour International segment, the macroeconomic climateappears to have stabilized, but we remain cautious
about the competitiveenvironment as it relates to pricing. We expect international revenueto increase7%to 10%
in constant currency. Total company fleet costs this yearare expectedto be $280 perunit per month to $290 per
unit per month, reflectinglow-to-mid single-digit constant currency costincreasesinboth ofour operating
segments.

Our Transformation 2015 initiative to increase global processconsolidation is expected to contribute around $70
million ofsavingsin 2016, roughly halfof which is incremental to the initiatives benefitin 2015. We expect our
adjusted EBITDA in 2016 will be $820 million to $9oo million inclusive ofa roughly $30 million currency
headwind. And our forecast ofadjusted EPS is centered around $ 3 per share, which includes a benefit ofour
continued share repurchase activity. We also expect our cash taxes to be $40 millionto $60 million,and that our
non-fleet capital expenditures will be roughly $210 million this year. As aresult, we expect our free cash flow to be
$450 millionto $500 millionin 2016, absent any significant timing differences. This works out to roughly $5 per
share, giving our stocka free cash flowyield of17%.

The year-over-year pricing softness we'veseen so far thisyear, as well as continued soft commercial demand is a
headwind for usin Q1 in the Americas. We're also expecting our International EBITDA to be down in the first
quarter, but that's entirely driven by exchange rate movements. So asyou build outthe quartersinyourmodels,
please know that we currently expect to generate a higher percentage ofour full year earnings in the third quarter
this year compared to last year, and alower percentage of our full year earnings in the first quarter.

Currency effects were significant for usin 2015, negatively impacting our adjusted EBITDA by $49 million. We are
estimating that currencywill be an approximately $30 million incremental EBITDA headwind this year, with the
majority ofthat occurring in the first quarter. We have provided a slide thatlays outour estimate ofthe effects
that currency movements will have on our revenues and adjusted EBITDA this year by quarter. The ultimate
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impact ofexchange rates on revenues will depend on where exchangerates go this year. But the impact offuture
currency movements onourfull-year2016 EBITDA should be more limited as aresult ofthe beginning ofyear
hedging that we do.

Inclosing, I'm proud of our worldwide team for having delivered record earnings in 2015 despitenearly $50
million of currency headwinds. I'm proudofhaving grown our marginsby 9o basis points over the last two y ears
and by 27 o basis points overthe last five years. I'm enthusiasticabout the investments we're making in our
business, particularly in technology.

Atthe same time, recenttrends havemade us more cautiousin our outlook for 2016. Projected per unit fleet cost
increases are eating up the benefit of our projected volume growth. And with pricing currently projected to be
unchanged in constant currency, the outstanding difficult workbeing done to driveefficiencythroughoutour
organization, including acquisition integration, is offsetting inflationary pressures in our $ 6 billion of non-fleet
costsratherthan driving significant margin growth this year. What this means for us is two things. First, we need
to continue to push for realized pricing growth evenifit's not built into our forecast. And second, meeting and
exceeding our plansto drive incremental efficiency in our business is more important than ever.

With that, I'd like to turnthe callbackto Larry.

Larry D. De Shon

Chief Executive Officer and Chief Operating Officer

Thanks, David. Injust a few months since I returned from Europe, I'vehad the chance to review most aspects of
our business and I'm excited for the opportunities that are in front ofus. A year ago, the industry was still dealing
with an oversupply ofcars, which we don't expectto recur thisyear.

Intermsofdemand, while we expect the softness in commercial volumes to persist due to macroeconomic
conditions, the addition of our new and expanded airline partnership should translateinto strongleisure volumes
thisyear.

Intermsofpricing, while we haven't assumed price growth in our 2016 forecast, I do think the environmentis
more constructive this year comparedto last year. All major industry participants haveimple mented price
increasesin the last several months. With tighter industry fleets, we should be in a position to capturehigher-
yielding business, particularly during our peak periods. But it's the future that I'm really excited about. I believe,
we have tremendous opportunitiesto change many things we do today to simplify the business, to changehow our
customers transact with us, and ultimately drivehigher margins.

Over the past fewyears, we've improved the customer experience through new websites and apps and driven
incremental revenuethrough our Demand-Fleet-Pricing initiative. But we've only just begun the journey. By
investing in new technology, such as self-service carrental and taking advantage of connected cars, nearly every
process we do today has the opportunity to be improved.

First, let me start with how we'll be using technology in the near term to impact ourresults. As David mentioned,
our Transformation 2015 initiativeis providing substantial benefits by strengthening, standardizing, and are
globalizing some of our non-field functions. In addition, opportunity exists to leverage technology to improve
some ofour largest non-vehicle cost items. By putting people in charge ofthese large cost centers, investing in the
toolsand the resources they need to help them identify opportunities to drive efficiencies and making them
accountable to improve these metrics, we should be able to drive substantial cost out of our business over time.
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One example is fleet shuttling, to ensure we're driving the highest profitability possible from our shuttling
decisions. Another example is our field laborforce to bettermatchour manpower with our daily, weekly and
seasonal demand peaks.And there are other areas where we can drive substantial cost savings. And whenyou
consider that we spend more than $1billionin aggregateonitems such as these, the multipliereffect ofonly a
small percentage change can mean significant savings.

We will also continue to expand our Demand-Fleet-Pricing yield management capabilities. Phase I, the pricing
manager, hasbeenimplemented in most of North America'slargest airports and local stores as well as in Australia
and New Zealand, and we plan to begin implementing it in Europe later this year. We are rolling out Phase II, the
new demand forecaster, in the Americas, which will give us enhanced visibility into our demand with more
accuracy and further into the future. And Phase III, which is expected to begin rolling out later this year and into
2017 inthe Americas, will integrate the fleet optimizer with our pricemanagerand our demand forecaster.

Once implemented, this system will allow us to optimize each day the millions ofdecisions inherentin our
businessthat are impossible to look at manually,enabling us to drive incremental earnings. We will continue to
enhance our websites, our mobileapps and our electronic communications with customers. We launched
completely new websitesin France, Germany, Italy, Spain and the Netherlandsin 2015 and overall conversion
ratesimproved inthe year. Already in 2016, we have launched new websites in Austria, Belgium, Luxembourg and
Portugal, and we are planning further enhancements that will enable us to more effectively sell ancillaries,
including the bundling of products, to increase ouraverage revenue per transaction.

Looking further out, you can start to seehow we can use technology, some of which exists today, to have a positive
impactonourbusiness. We will realize incremental benefits each yearas we roll out our De mand-Fleet-Pricing
technology across ourinternational locations.Y ou will also begin to see a significant changein the experience we
offer customers as we ramp up our self-service car rental offerings to more consumers where their entire
interaction is done through their mobile device. Customers will be able to make a reservation on their Avis app,
and when they land, their phone will tell them the location oftheir car and show pictures of other vehicles they
can choose from. When they arrive at their car, they will use their phone to unlock the doorand then simply drive
away.And when they return, they will simply walk away from theircar and receive areceipt instantly on their
phone. It'sthateasy.

And while it's clearly enhancing the premium experiencefor our customers, it's also a significant sourceofcost
savings and incremental revenue. Knowing the customerhas arrived and is coming for the car allows us to
manage our inventory in real-time, significantly elimination unused assets. And when customers simply use their
Avis app to make their reservation, they are less likely to go to other places to priceshop. And this technology isn't
a long way off. We're currently testing self-service car rentals with a few thousand cars and are looking to exp and
it into more markets throughout the year.

Finally, lookinglongerterm, we have already started to plan and prepare for the intersection of self-service,
connectedcar, and new vehicle technologies. Think ofall the things that we do every day to manage ourfleet. We
have hundreds of manual processes supporting the purchasing, in-fleeting, servicing, maintaining, renting,
shuttling, and finally selling or turning back ourvehicles. We rent tens ofthousands ofcarsto all types of
customers throughout the day every day. Even something as simple as assigning a car to a customer canbe
enhanced. Thereare anumber ofchoices ofcars that are availableto be assigned, but there is only onethatis the
very best one for that customer. With better information through technology, that choicecan be the right one
more often thanitis today.

Now think of all the possibilities when technology allows two-way communication between ourfleet and our
systems,allowing us to dynamically optimize the available fleet to demand at alocationlevel at every turn, not
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allowing a car to end its rental life away from a dispositionlocation saving us shuttling cost,on alow -utilization
day notburning miles on ariskcar whenyouhave abetteroption. There are hundreds of processeslike these that
are atthe core of what we do at every location every day where we know inefficiencies exist, but can'timprove
what we do without taking advantage of new and emerging technologies.

Now while connected cars exist today, this technology and others will clearly becomemorepervasivein the years
to come. But we're not sitting around waiting for that time. The combination of connected cars and self-service
rentals, and ultimately autonomous vehicles opens up tangible opportunitie s to enhance customerservice, lower
operating costs, improvefleet utilization and more. And becausethe financial implications at each ofthese are
substantial, we are investing today so we can reap the rewards in the future.

So I hopelI'vegivenyoua glimpse ofour vision of where we need to go and what we are doing today to drive us
there. And while alot ofthis soundslike it could be a few years away, we've already assembled a cross -functional
team who have mapped out all ofthe things that we do from in-fleeting to de-fleeting and everything in between,
with the goal of determining what are the early wins that we can begin to attacknow.

Inthe shortterm, though, hereis what you should expect from us: we're going to devoteour time and energy on
those items we can control; we're going to strengthen our data analytics to help usbe more granular in running
our business more efficiently; we're going to make investmentsin new technologies to further enhance our service
offering and drive higher earnings; and we'll continueto allocate our free cash flow to drive shareholdervalue,
including the deployment of most ofour free cash flow this year towards share repurchase.

The broad mobility space is changing and I for one am extremely excited about what this means for us. Whether
it's at Zipcar or our car rental business,our customers are telling us they want a personalized, tech-enabled

experience, and we plan to deliver that.

With that, David and I will be happy to answer any questions that youmay have.
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QUESTION AND ANSWER SECTION

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

Chris J. Woronka

Deutsche Bank Securities, Inc.

Hey, good morning, guys. Larry, maybel could start offwith a big picture question, kind ofask you howyou see
your relationshipwith the OEMs evolving overtime? They've,obviously,in some cases tried to get into a small
partofyourbusiness, I guess, for various reasons. Buthow do you see it evolving overthe nextseveral years?

Larry D. De Shon
Chief Executive Officer and Chief Operating Officer

Thanks, Chris. We have an excellentrelationship with our OEMs, and we talk to them frequently about matters of
today and matters in the future. It'snot a surprise that, I think, that you see OEMs getting into things like the car -
sharing business. Obviously, they're all trying to sortout wherethey see themselves for the future of mobility.

I think there'salot of things that we can do together. We have talked to OEMs about strategies that we canlook at
in the future as it relates to technology that enables us to partner togetherto provideabetter service outcome for
our customer. So I just see the partnerships getting stronger as we go forward. Sure, they are testing certain car
sharing, for example, aswere in the car-sharing business. But, overall, I think the partnerships are good.I think
theyll continue to be good going forward. We're obviously a big purchaser oftheir vehicles. So I don't really see
any issuesthere.

Chris J. Woronka

Deutsche Bank Securities, Inc.

Okay, great. And maybe just an update on whereyou are,your thinking in terms ofthe prepaid options and also
maybe some policy changes on cancellations, length ofrental, thatkind ofthing?

Larry D. De Shon
Chief Executive Officer and Chief Operating Officer

Prepaid is an important partofthe product offering that we have. We continue to try to push our prepaid,and our
prepaid continues to grow globally. It's very strong internationally, and it's growing in the Americas as well. We
have tried non-cancellation fees in the past. We've taken a look at it. We're obviously prepared to be able to do it,
to execute onit. But when we tried it in the pastin the U.S., we just didn't see the traction in the industry. So,
therefore, it's something that we are not considering at the moment. But we do have it in Europe and we instituted
it a few yearsago in Europe, and it works well for usin Europe. And customers don't seem to really have an issue
withit. Infact, I rarely seea customer complain as it relates to the cancellation fees. So I don't know. We'll see.
We'll watch the marketplaceand see how things progress.

Operator: Thankyou. Our next question came from the line of Anj Singh of Credit Suisse. You may nowaskyour
question
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Anjaneya K. Singh

Credit Suisse Securities (USA) LLC (Broker)

Hi. Good morning. Thanks for taking my questions.I was hoping first if you could just discuss what your guidance
assumes for maybethe commercial volume outlook versus the leisure volume outlook. AndI would be interested
to hear what your perspective is on the commercial volume weakness you're experiencing ex-O&G. It seems like
from other travel-related companies the outlook on commercial demand is relatively more optimistic. So just any
thoughts around thosefactors. Thanks.

David B. Wyshner

President & Chief Financial Officer

Sure. With respect to our expectations for 2016 in volume growth,we don't provideseparatenumbers for
commercial and leisure, but I thinkit's fair to say that we expectleisure to be stronger than commercial, and
certainly you can see that trend overthe last six months ofthe year.

Intermsofwhat we're — I thinkthe strength that we're having on the leisureside is a big part of the equation as
well. And I think we're seeing some shift in terms ofthe mix offolks who are getting our planes and arriving. And
as a result, it'shelping on the leisure side and hurting us a little bit on the commercial side. And as I mentioned in
my remarks, I think commercial softness that we're seeing is certainly most pronounced among oil and energy -
related accounts, but there seems to be abit ofit pockets ofother softness outside ofthose areas as well.

When we lookat some ofthe data that are out there, including some ofthe USTA data, we believewhat we're
seeingis consistent with what's going on in the marketplace, butI do understand that there have been a few other
folks who are somewhat more optimistic or somewhatmorebullish about recent trends in commercial travel. But
I think the mix issue betweenleisure and commercial isimpacting car rental and impacting uss.

AnjaneyaK. Singh

Credit Suisse Securities (USA) LLC (Broker)

Okay.I appreciateit. And then as a follow-up, inlight ofyour guidance and commentary on investments, could
you help us with your thoughts on how you view margin expansion over time? It seems one ofyour competitors
has a view of significantly increasing margins from a level that's currently about flat with yours in the Americas
despite investments. And I realizethere's many mix differences contributing to this. But where do you think your
margins can go from here? And howlong may it take to see the return on the investments that you're making?
Thanks.

Larry D. De Shon
Chief Executive Officer and Chief Operating Officer

We know that there's margin expansion opportunities globally. We're very focused onitin international and
there'sa number ofinitiatives that arebeing putin place to continue to grow our margins there as well as there is
in Americas. And what you see in these investments, I think, ifyou can think ofthem as building blocks to help us
grow our margins overtime. So as we won't necessarily see that much margin expansionin 2016, but we are
puttingin place the resources, the initiatives,the data analytics to get more granular, and particularlyin ourlarge
cost center items to make sure thatwe can grow our business and grow it more efficiently. So I would think ofthis
year askind of building up to the opportunities that we can startto see margin expansionin the 2017,2018 and
beyondyears. So we know there's opportunity, and the team is focused on margin growth. And these are
initiatives thatare really putin place to help us do that.
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Operator: Thankyou. Our next question comes from the line of Christopher Agnew of MKM Partners. Yourline
is nowopen.

Christopher Agnew

MKM Partners LLC

Thanks very much. Good morning, Larry, David. Firstquestion; I knowyoutouched on why you're not giving
price guidance this year,but maybejust to be clear, are you seeing anything that would lead you to believe the
industry can't or even hasless ability to recoverfleet cost inflation? And do any ofyour competitors haveany cost
advantages that wouldsort ofallow them to take a different pathin 2016? Thankyou.

David B. Wyshner

President & Chief Financial Officer

Good morning, Chris. On the pricing projection front, let me be clear, we are and have provided pricing guidance
in the Americas and it's at zero percent or unchanged year -over-year. So I think there may be a little bit of
confusion out there on that topic, but we haven't changed our approach. We're providing our thinking about
pricing. Ithappensto be at flat year-over-year. And I think, clearly, we expectsome cost pressures from fleet over
the course ofthisyear. And unfortunately, I think we are experiencing alag between when we're starting to see
those pressuresimpact us and when we're able to realize higher pricing.

I think one way to lookat what we've been talking about this morningis that we did see pricing that was down in
fourth quarterand we've seen that so far thisyear. And so inorderto get to the full -y ear pricing offlat, we are
goingto need some amount ofpriceincreaselaterin the year. And thatis part ofwhat'sbuiltin to our forecast of
relatively unchanged pricing year-over-year in constant currency.

Christopher Agnew

MKM Partners LLC

Thanks. And then a follow-up on — maybe a question on yourapproach to corporate leverage, I think at the low
end of your guidance, it moves up to around 3.6 times. So how do you thinkabout whereleverageshould be over
the cycleand then your approach to sharerepurchases ifit were to creep up? Thankyou.

David B. Wyshner

President & Chief Financial Officer

Sure. I think our thinking around leverage continues to be consistentand that is that our targeted range is three
times to four times and that we'd prefer to be operating in the lower halfofthat range, unless we'verecently
completed atransaction that temporarily takes it up into the second halfofthatrange.

So we are aware that we've moved up a 0.2 point overthe last year. We're down to 0.1 point compared to where we
were two years ago, and we will continue to watch how that develops based on our EBITDA, cash flowand our
share repurchases. But we are comfortable with the lower halfofthe range ofthree timesto 3.5timesand a
movement ofao.1turnoro.2turnin either direction is something that will happen from time to time.

Operator: Thankyou. Next question comes from the line of Brian Johnson of Barclays. You may now askyour
question.

Brian A. Johnson
Barclays Capital, Inc.
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[audio gap] (44:48-44:58)...your predecessortalked about akind 0f12%,13% EBITDA margin,long-term target.
This year we're looking at kind 0f9% to 10%-ish or thisupcoming year with the investments you are making. Can
yougive us afew things, kind of one, how much ofthisinvestment, the $ 50 million has come about since you took
over [ph]as CFO — CEO (45:24) versus things that werein process for a couple ofyears? And second, how would
you kind ofall other things being equal around pricing and fleet cost, see the payoffon these investments in terms
of movingyoubacktowards that target?

David B. Wyshner

President & Chief Financial Officer

Hi, Brian. So, the way I would really think about it is that these investments are kind ofripe for the company at
thistime. So, every yearwe have a series ofinitiatives that are builtup through a very thorough business plan,
process and review. And we look at the resources we have in the organization, the number ofinitiatives that we
have, and how much bandwidth we think that we have to really go out and tackle it.

So, this yearisjust an evolution ofthose initiatives. So, ifyou think ofself-service, thisis something we've been
looking at for a number ofyears, it'snot something brand new this year. We were actually testing kind ofearly
versions ofself-servicetechnology for rental car backin 2009, but it just wasn't right. The technology hadn't really
advanced at this point. But now, we're taking alookat the technology that's out there and the number of providers
that have this kind of technology, and we felt like this is the year to really start pushing forward on that initiative
and making that kind ofinvestment.

Once again, just the better analytics and the better tools that we have to really soaroverthe top ofour large
expense lines. We've been working many initiatives, for example, in manpower and also many initiatives in
shoveling through our PEx, our performance excellenceteam. AndI thinkwe've driven the efficiencies as well as
we can without putting some additional technology ontop ofit that helpsus getalot more granular atalocation
levelto really understandthese costs at a deeper level and therefore, drivemoreefficiency. So, onceagain, the
technology is right, the time is right, the evolution of our initiatives as a company is right. And we've got resources
that we can put on top ofthis to own these costlines and to really work th e technology and use the data analytics
properlyto get more granular.

When youtake alookat ONE > WAY, thisis something we've been working on for a coupleofyears now, and
we've beentestingitin Bostonand otherlocations and we've rolled it out in Boston, and it'shad very good positive
impactsfor us. So, once again, we're going to now make that investment and roll that outinto morelocations as
we go forward.

So,as youlookatall ofthese, I think, it's just the right time for where we are. A nd all ofthese initiatives —there
are investments we're making now, we'll be making next year as well, but we think that they will help us getto a
longer term margin that we can be pretty proud of. And so, we are going to drive our margins forward. That is
what we're focused on. These are building blocks, as I said earlier, to help us get there and make the investments
over the next fewyearsto get there and there'sno reason why we can't get our marginsinto the teams over the
longer term.

Brian A. Johnson

Barclays Capital, Inc.

Okay.And second question, kind of more shorterterm,you mentioned that the OEMs were less than
accommodating on some ofthe cap costs, youexpect residuals to be down 1%to 2%, as we look within the car
sales datain the new car market, we consistently see weakness in small and mid-sedans which, a) maybeyou
could remind us what percentofyourU.S. fleet those typically compose, both in terms ofthe sales pace and the
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pricing trends? So, what, couple of questions, a) how much ofyour fleet U.Sfleet are those small to mid sedans
and doesit differ betweenriskand program, and b) why do you thinkthe OEMs are holding the line when thisis a
category atleastinthe new car showrooms [ph]and which (49:22) consumers seem to be avoiding? And three,
whenyouthinkaboutyourfleet cost assumption, how are you kind offactoring this disconnect between OEMs
wanting price on new sedans and the used market not supporting pricing on new sedans?

David B. Wyshner

President & Chief Financial Officer

Sure. With respect to the mix ofcars, we do have abroad mix,and smaller and mid -sized sedans representa
significant portion ofthat. We'll get the exactpercentage for you.I don't haveitinfront ofme right now. Aswe
think about the issues with the OEMs and the acquisition offleet, it is ty pically a discussion about purchasing a
range offleet. And we'll go through in a situation such asthe one we're in, where gas prices arequite lowby
historical standards. We're seeing, asyou'd expect, more ofa willingness to sell smaller, more fuel-efficient
vehiclesto us.

We're seeing on the flipside, the residual values associated with those vehicles tend to be alittle bit loweras well.
So, our desire to change ourmix as aresult of purchase prices being lowerisn't necessarily there.

And onthe flipside, we have been growing the amount ofnon-corecars, and the amount ofsignature fleetin our
mix to try to meet customer demandin that area and also, because thattendsto be a more profitable portion of
our fleet. And as aresult, we end up having a discussion about wanting some vehicles that the manufacturers are
doingreally well,selling on a retail basis right now. And in that context, it's a multi-point —multi-part negotiation
for us to get the types ofvehicles we want because we're not going to be in a situation where we're really happy just
taking the sort of vehicles that manufacturers most want to give to us. We have to consider the residual values that
are outthere, and we have to really consider meeting our customers'needs, and the various profitability
associated with various vehicles.

Operator: Thankyou. Next question comes from the line of Afua Ahwoiof Goldman Sachs. Y our line isnow
open.

Afua A. Ahwoi
Goldman Sachs & Co.

Thank you. Good morning, team. Just a question from me and then I'll have my follow-up right away. First ofall,
onthe pricing front, I thinkyou mentioned earlier, I can't rememberifit was Larry or David on that, you're seeing
competitor price increases overthe last few months, so I'm just curiousifyou can give some views or coloras to
why maybe those haven't stuckand why we're still seeing year-on-year declines through the fourth quarter and to-
date?

Andthenthe second question on the —as we think about the $50 million investment or more than $50 million
investment you're going to make, for modeling perspective, will that show up more on the SG&A line or on the
operating —onthe direct operating expense line? And how should we think about those going forward?Isit one-
time? How many years,oris thisjust anew rate ofinvestment we're going to have to get used to over the next few
years? Thankyou.

Larry D. De Shon
Chief Executive Officer and Chief Operating Officer
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Sure. Good morning. So, onthe price increases, the goodnewsisthat there have been anumber of price increases
thathave goneininthe fourth quarter and into the first quarter. I think the difficulty is in the fourth quarter and
first quarter, other than the two holiday periodsin November and December, the industry is usually over fleeted
in that period and was certainly over fleeted in the fourth quarterthisyear. Andasyouturn the quarter into the
first quarter, that over fleeting continues as people look to try to get out of their fleet and sell cars and so forth. So,
whenyou putthe price increasesin, I thinkthere was pretty good matching by the industry ofthose price
increases. But once you get into the coreofthe booking pattern, really [ ph] the timing ofthe (53:59) reservations
arereally comingin closeinto the rental date, it just startsto fallapart because people are sittingon alot offleet.

So, I thinkit will be easier asthe year goes through, ifthere are priceincreases that are put through and fleets are
tighter which we are expecting overall for this year compared to last year, you haveabetter opportunity to be able
to yield your ratesup and keep your rates up asyou get closer into the booking pattern during those tighter fleet
moments. But whenyou're inthe fourth quarter going into the first quarter, there's alot ofavailable fleet, it's
pretty difficult for thoserates to hangin there as you get close into the booking pattern.

David B. Wyshner
President & Chief Financial Officer

And then, hi Afua. On your second question, I thinka significant —a portion ofthe cost will show up in SG&A,
particularly thingslike incremental brand marketing, the enhancements to our loyalty program and new and
expanded marketing partnerships will all be in that area. But I'd expect the majority to show up inour operating
expenses, whetherit's related to the self-service technology. The other technology investments we're making to
drive cost reductions, the spending at Zipcar to expand ONE > WAY, and even the acceleration of growth in China,
all those should impact direct operating costs.

Afua A. Ahwoi
Goldman Sachs & Co.

Okay. Thanks. AndIjust asked abouthowlongthe investments would continue for.

Larry D. De Shon
Chief Executive Officer and Chief Operating Officer

It's pretty early yet to take alookat what investments we're going to havefor 2017and 2018,but I would expect
that the investment level will be consistent with this year or perhaps slightly less that this year. That's the way I
would thinkabout it.

Operator: Thankyou. Our final question comes from Kevin Milota of JPMorgan. Y ou may now askyour
question.

Kevin M. Milota
JPMorgan Securities LLC

Hey.Good morning, everyone. Just have a question on the commercial side ofthe business here, what it feels like
hasbeen a challenging period for commercial over the last few years. What's the kind ofimmediate term to
intermediate term strategy on how to make that business a healthierbusiness, and actually get pricefrom your
commercial accounts? I mean, you seethe hotel companies able to get pricing, airline companies able to get
pricing from corporate accounts. So, what strategies are youplanning to take to perhaps change that dynamic.

And then, secondly, David, you mentioned 6 weeks and 16 year of stockbuybacks, I'm sorry ifI missed it, but what
was the number ofshares you bought backand the average price? Thankyou.
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Larry D. De Shon
Chief Executive Officer and Chief Operating Officer

Hi, Kevin. So,I would talkabout commercial pricing increasein this way, ifyou take alookat the commercial
accounts that we renewed in 2015, we renewed 70% approximately, 70% ofour renewals wereat flat rate or
higher. So, we do push very hard to work with the accounts, to find those opportunities wherewe can get rate
improvement overall for the business, overall for the year. And our sales teams continue to really work with our
marketing teams to focus on ways to find those opportunities to do that. So, we'll continue to do that. We're taking
alookathowwe're using our resources as well as far as how we have them allocated to the different customer
segments that we sell to.

So, the teams are very focused on that and that renewal rate of 7 0% was similar in the year beforethat. So, there
are some that are very competitive and will continue to always be very competitive, and we're going to work hard
to maintain those accounts,but there's also opportunities as we take alookat howwe grow our small business
accounts and othernon-contracted commercial accounts but we know that the rate per day there is higher. So,
we'll be focusing in those customer segments and helping the organization with additional resources to really kind
of growinthose segments as well, which will help overall the rate per day for commercial.

David B. Wyshner

President & Chief Financial Officer

And onshare repurchases so far this quarter, I would describe the repurchases in dollar terms as being fairly
consistentwith the fourth quarter and clearly the priceat which we are repurchasing in the first six weeks ofthe
year was lower than in the fourth quarter.

Kevin M. Milota
JPMorgan Securities LLC

Okay. So, consistent, meaning do you have a dollar amount?

David B. Wyshner

President & Chief Financial Officer

We'll disclose our first quarter sharerepurchases when we announceour first quarterresults.

Larry D. De Shon

Chief Executive Officer and Chief Operating Officer

Okay. Before we close, I thinkit's important to reiterate why I'm still excited about ourfuture. We're a leading
participantin alarge and growing industry offering essential service to travelers. We had record resultsin 2015
and have improved our margins by nearly 300 basis points over the pastfive years. We see tremendous
opportunity to invest in and embrace technology to both improve the service we offer to our customers and
substantially reduce our cost structure over time. And we'll be investing this year to begin to capturethese
opportunities, while at the same time, deploying mostofthe nearly $ 500 million offree cash flow we will generate
thisyearinshare repurchase. We have an activeinvestor calendarthis quarter, with several events planned, and
we lookforward to seeing many ofyou during our travels.

With that, I want to thankyou for your time and your interest in our company.

Operator: Thankyou. This concludes today's conference call. Y ou may disconnect at this time.
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