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John Gill, COO: Progress on strategy
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Introduction
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= 12% revenue growth in H1 2015, Adj. EBITDA! flat on prior period

= Market conditions softened in Q2 vs Q1
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= Good strategic progress:
= 27 new local branches opened
= Strong growth in Specialist businesses

= All Seasons Hire acquired and integrated
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= Market conditions remain soft: reducing full year outlook but believe we continue to gain market share

= Well developed plans to open new National Distribution Centre in H1 2016 §
= Rebasing costs, targeting £8 - £12m savings in FY16 (Q4 FY15: £1.5m to £3.0m)

>
= Assessing further cost saving opportunities through refinancing in 2016 g

= Maiden interim dividend of 0.57p per share announced

1 EBITDA before exceptional costs relating to restructuring and acquisition costs. See appendix C
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Income statement (1)

26 week period ended 27 June /28 June

Revenue

Adj. EBITDA?

Adj. EBITDA margin

Adj. EBITA?
Adj. EBITA margin

Adj. Loss per share (p)3

2014 Growth

(%)
130.6 12.1%
28.9 0.0%
22.1%

11.3 (60.2%)

8.6%

(6.03)

Organic
(%)

10.6%

(2.4%)
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= Revenue growth continued
into Q2 2015 (+9.1%)
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= Lower Adj. EBITDA margin
reflects investment in

-
strategic initiatives including ‘?8.;
local branch rollout G

= Higher depreciation due to )
demand-led investment g
across 2014 and 2015,
leading to lower EBITA >

1 Adjusted earnings stated before exceptional costs relating to restructuring, IPO and acquisition costs. See appendix C

2 Adjusted EBITDA less depreciation

3 Underlying earnings per share reflects reported loss after tax with all exceptional costs added back

hss.com / 08457 28 28 28

Safety / Value / Availability / Support

Hire

You're better equippeds




Segmental analysis
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26 week period ended 27 June /28 June * Revenue growth in Qore business
across all geographies

2014  Growth (%)

Core businesses
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= Margins diluted by first year of plc

Revenue 114.5 9.3% costs and start up investment in new -

Adj. EBITDA 21.6 (17.1%) branches ‘?8.5

Adj. EBITDA margin 18.9% S

L : = Strong revenue growth in Specialist 3

Specialist businesses : : <

businesses supplemented with

Revenue 16.2 31.5% additional Q1 of Apex and All Seasons g
Adj. EBITDA 73 50.7% Hire acquisitions

Adj. EBITDA margin 45.1% 3z
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Income Statement (2)
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= Increased depreciation due to

26 week period ended 27 June /28 June . .
HECHBEE . : ongoing fleet investment (FY14

£m 2014  Growth and FY15) and All Seasons T
________________________________________________ (%) Hire acquisition 3
Adj. EBITDA 28.9 0.0% G
Depreciation (17.6) 38.6% _ x
. = Reduced net debt leading to =
Amortisation (1.9 : ?
lower net finance cost o
Adj. Operating profit 9.4 (75.5%) 2
Net finance cost (pre exceptionals)?! (11.8) E’
Adj. loss before tax (2.4) = Comparable exceptionals cost,
_ principally due to IPO related g
Exceptionals (all) (8.8) costs incurred in H1 FY15
Reported loss before tax (11.1) .
Tax (1.5) §
Reported loss after tax (12.7) <

1 Pre exceptional finance costs which principally relate to the partial redemption of the SSNs in 2015 and the restructure of the group’s debt during FY14
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Cash flow
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= Higher cash outflow
reflects settlement of
2014 capex
purchased on
extended terms

26 week period ended 27 June /28 June

Operating cashflow (“OCF”)!

E[=
=
=
D
(2]
=
—~
(7]

Less: Capex?

-
OCF less Capex ‘:—95
_ = Cash flow funded &
Less: Tax o
through IPO proceeds o
Net cash flow before financing and RCE drawdown 2
Less: Exceptional finance costs =
Less: Net interest paid g
Add: Net proceeds from borrowing
Net decrease in cash 3z
()
>E:-.

1 Operating profit before depreciation and amortisation but after exceptionals and the net movement in working capital. See appendix E
2 Capex includes purchase of hire equipment, non hire property, plant and equipment and software and acquisitions of subsidiaries
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Balance sheet
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= Growth in tangible assets reflects targeted

26 week period ended 27 June /28 June : . :
. hire fleet investment alongside All Seasons

£m 2015 2014 Hire acquisition =
_Ir_lt_a_r;g;l_b_k;;s_s:e_t_s _______________ 179.5 “1_7_6._4“- = £23.7min Core fleet?, %
Tangible assets 173.4 128.1 = £15.9m in Specialist fleet3 -
Deferred tax asset 2.5 - %
Working capital* 19.6 7.2 = Continued improvement in utilisation: é
Other net liabilities G (17.6) « LTM Core up 2% o 48% (46%: H1 14) g
Net debt® (197.2) EER - LTM Specialist up 4% to 73% (69%: H1 14) .
Net assets / (iabilities) X (18.4) ’
= Reduction in net debt balance reflects de- >

gearing undertaken through IPO g

=

1 Current assets less current liabilities. Current assets / liabilities captured within net debt e.g. the current portion of finance leases are not reflected in Working capital
2 Comprises cash and all debt principal and accrued interest balances, including those which would ordinarily be shown within current assets, current liabilities or non
current liabilities and includes Subordinated Shareholder Loans. See appendix D

3 Fixed asset additions to materials and equipment held for hire
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Updated FY15 outlook
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Expect to continue growing market share through H2, despite variable market conditions

2015 revenue growth (full year) is now expected to be in the range 8 — 11%
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-
= Earnings expected to be below current market expectations ‘C‘E
§
= Rebasing costs to deliver savings of £1.5m to £3.0m in Q4 2015 <
Q
g
= Capex investment will be below FY14, matched to expected customer demand
>
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New local branches: programme built on experience

=1
. . : : : S
Opening programme built on experience Branches continue to outperform expectations ¢
+ 11 more S
branchesin |
350 o - o 2N Progress /'S 1500 4 ‘test’ branches for
S local branch format T
(2] © [y
c = ~
8 @
R U R il 30 (b 100% =
O =
2 (]
2 250

= 80% LY
© o
= Q
o 200 +----FEE- - - - - - - - - S - - - - - - - - - S - - - - ®
] ()]
o 60% %
o S
s 150 +----BER- - - - - - - - - B - - - - - - - - - S - - — - - o
8 40% %
g 100 1 --- - - - - - - - - - S - - -~ -~ — -~ S - - - - - &

z 20%
50 +----[ B B ’ g

0 , , . 0%
FY13 FY14 YTD FY15 Y1 Y2 Y3 >
o
Other (e.g. onsites) m Existing portfolio mm Y13 Cohort FY14 Cohort =e=Expected Maturity Curve -r-g
Relocations - new format ~ m2012 - new format >9<'-

m 2013 - new format m 2014 - new format

1 . .
= 2015 - new format Maturity measured against mature revenue of £450k per branch (grown

at 2% p.a.)
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New local branches: average contracts raised / day / branch

3
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= Profile reflects S

1 revenue seasonality
=
®
14 g
73

= Steeper gradient in
FY15 cohort as

12 4

Average contracts raised per day per branch

-
ongoing opening S
v programme dilutes 0
S
8 average -
8
&
6 <
= Baseline targeting g

. 10-12 transactions
I per day to achieve .
model g
>
0 Q
X

Jun-14 Jul-14 Aug-14 Sep-14 Oct-14 Nov-14 Dec-14 Jan-15 Feb-15 Mar-15 Apr-15 May-15 Jun-15

e==Pre FY13 cohort = ====FY13 cohort ===FY14 cohort ===FY15 cohort
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New local branches: delivered/planned trading weeks
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< BO - = e e 5
= = On track to >

3 deliver 50 new
B local branches &
2 3
8 planned for ]
(j) —
£ FY15 7
8 p!
£ &
g = Good o
progress .
already made )
. <

with FY16

pipeline 3
>
S
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g
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FY15: Opened H1 FY15: YTD FY15: Full year plan FY16: Pipeline
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Key Accounts: existing, new and pipeline
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26 week period ended 27 June /28 June

£m revenue Growth (Em)  Growth (%) T
______________________________________________________________________ -
Existing key accounts 1.0 2.4% %
New key accounts 1.0 -
Total key accounts 2.0 4.7% %
5
Q
= Key account growth has been in low single digits amongst existing and new key accounts =
g

= Focus on deepening existing relationships
: . L 5
= Converting new opportunities from pipeline 3
%
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Specialist businesses: continued strong growth
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= Qrganic revenue growth of 14.4% in
UK Platforms and 28.1% in

T
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3
= Acquired specialist HVAC business, §
All Seasons Hire in May 2015. -
Already investing in: Al Seasons Hire )
I T e =
= hire fleet; and g

= expansion of national depot '
footprint ' >

1 Organic growth only (i.e. excluding Q1 2015 for Apex as we did not own Apex in Q1 2014)
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Customer feedback: Net Promoter Score

=1
2 = Strong improvement 8
. (o]
In HSS Group NPS o

score in latest wavel,
returning to levels of T
. TNS UK Benchmark 3
5 Top Third? =

P
2 T
S
. . D
= Continue to achieve &
O e o
scores ahead of 2
S lllllllloloiooioioioiiiiioioooiooo competitors® and TNS 2
. UK Benchmark* <
Sep/Oct 2013 Jan/Feb 2014 Apr/May Jul/Aug 2014  Oct/Nov Feb/Mar May/Jun Q
2014 2014 2015 2015 g
Assessment Wave Source: TNS

=@-—NPS Score TNS UK Benchmark =®--Competitor average TNS UK Benchmark Top Third %’
D
>
1Based on 858 interviews conducted in May-June 2015 >%‘

2Represents the average NPS Score of the top third of businesses surveyed by TNS calculated in the period between 2009 and 2012

3 HSS defined group of competitors in the UK tool and equipment rental market. Weighted average score calculated in the Oct/Nov 2014 analysis performed by TNS
4 Represents the average NPS score amongst B2B service companies in the UK calculated by TNS (based on 25,000 business customer interviews in the UK
across Industry Products and Services between 2009 and 2012)
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Evolving our operating capability and rebasing our costs
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= Opening new refurbishment centre in Q4 15

= Enhancing our distribution network

T
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= Plans progressed for new National Distribution Centre in H1 2016

= Extends availability promise to customers ;-?:
= Enables exploitation of e-commerce platform §
= Exclusively concentrates existing distribution network on customer collection and delivery é
= Rebasing our costs g
= Targeting gross savings between £8.0m and £12.0m in FY16 (full year) >
= Expect to deliver between £1.5m and £3.0m in Q4 FY15 g

= We will report on further progress against these in November
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Summary, current trading and outlook
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Continuing to gain market share: double digit revenue growth delivered in H1

Market conditions weaker than expected through Q2 and during August and remain variable
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Delivering strategy:
= New local branches performing to our plan and on track to open 50 in FY15

= Continued strong growth in Specialist businesses
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= NPS scores from our customers show that we continue to deliver best in class service

Q

g
= Plans to open new National Distribution Centre and rebase cost structure underway

>
= Reducing full year outlook, but confident in strategy for medium and long term growth of the business g
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Q&A
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Important notice

By reading or reviewing this presentation, you agree to be bound by the following limitations:

This presentation has been prepared by the HSS Hire Group (the “Group”) solely for information purposes. For the purposes of this disclaimer, the presentation that follows shall mean and include the slides in this
document, the oral presentation of the slides by the Group or any person on its behalf, any question-and-answer session that follows the oral presentation, hard copies of this document and any materials distributed in
connection with the presentation. By attending the meeting at which the presentation is made, dialling into the teleconference during which the presentation is made or reading the presentation, you will be deemed to have
agreed to all of the restrictions that apply with regard to the presentation and acknowledged that you understand the legal regulatory sanctions attached to the misuse, disclosure or improper circulation of the presentation.

The information contained in this presentation should be considered in the context of the circumstances prevailing at the time and will not be updated to reflect material developments that may occur after the date of the
presentation. The information and opinions in this presentation are provided as at the date of this presentation and are subject to change without notice. It is not the intention to provide, and you may not rely on this
presentation as providing, a complete, fair, accurate or comprehensive analysis of the financial or trading position or prospects of the Group. No reliance may be placed on the information contained in this presentation for
any purpose, and neither the Group nor any of its respective affiliates, advisors or representatives shall have any liability whatsoever (in negligence or otherwise) for any loss howsoever arising from any use of this
presentation or their contents or otherwise arising in connection with the presentation, or any action taken by you or any of your officers, employees, agents or associates on the basis of the information.

The information contained herein does not constitute investment, legal, accounting, regulatory, taxation or other advice and does not take into account your investment objectives or legal, accounting, regulatory, taxation or
financial situation or particular needs. You are solely responsible for forming your own opinions and conclusions on such matters and the market and for making your own independent assessment of the information. You
are solely responsible for seeking independent professional advice in relation to the information.

This presentation contains financial information regarding the businesses and assets of the Group. Such financial information may not have been audited, reviewed or verified by any independent accounting firm. The
inclusion of such financial information in this document or any related presentation should not be regarded as a representation or warranty by the Group or any of its affiliates, advisors or representatives or any other
person as to the accuracy or completeness of such information’s portrayal of the financial condition or results of operations by the Group and should not be relied upon when making an investment decision.

This presentation contains certain non IFRS and non-UK GAAP financial measures. These measures may not be comparable to those of other companies within our industry or otherwise. Reference to these non IFRS or
non-UK GAAP financial measures should be considered in addition to IFRS or UK GAAP financial measures, but should not be considered a substitute for results that are presented in accordance with IFRS or UK GAAP.

The market data contained in this presentation, including all trend information, is based on estimates or expectations of the Group, and there can be no assurance that these estimates or expectations are or will prove to be
accurate. Our internal estimates have not been verified by an external expert, and we cannot guarantee that a third party using different methods to assemble, analyse or compute market information and data would obtain
or generate the same results. We have not verified the accuracy of such information, data or predictions contained in this report that were taken or derived from industry publications, public documents of our competitors or
other external sources. Further, our competitors may define our and their markets differently than we do. In addition, past performance of the Group is not indicative of future performance. The future performance of the
Group will depend on numerous factors which are subject to uncertainty.

Certain statements in this presentation and the materials distributed in connection with it are forward-looking or represent beliefs and opinions. By their nature, forward-looking statements involve a number of risks,
uncertainties and assumptions which could cause actual results or events to differ materially from those expressed or implied by the forward-looking statements. These include, among other factors, changing economic,
business or other market conditions, changing political conditions and the prospects for growth anticipated by the Group management. These and other factors could adversely affect the outcome and financial effects of the
plans and events described herein. Forward-looking statements contained in this presentation regarding past trends or activities should not be taken as a representation that such trends or activities will continue in the
future and forward-looking statements regarding future events or circumstances should not be taken as a representation that such events or circumstances will come to pass. The Group does not undertake any obligation
to update or revise any forward-looking statements, whether as a result of new information, future events or otherwise. No statement in this presentation is intended to be a profit forecast. You should not place undue
reliance on forward-looking statements, which speak only as of the date of this presentation.

This presentation does not constitute or form part of, and should not be construed as, an offer to sell or issue, or the solicitation of an offer to purchase, subscribe to or acquire the Group or the Group’s or any of its
companies’ securities, or an inducement to enter into investment activity in any jurisdiction in which such offer, solicitation, inducement or sale would be unlawful prior to registration, exemption from registration or
qualification under the securities laws of such jurisdiction. No part of this presentation, nor the fact of its distribution, should form the basis of, or be relied on in connection with, any contract or commitment or investment
decision whatsoever, nor does it constitute a recommendation regarding the securities of the Group or any of its companies. This presentation is not for publication, release or distribution in any jurisdiction where to do so
would constitute a violation of the relevant laws of such jurisdiction nor should it be taken or transmitted into such jurisdiction.
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Appendix A
Group structure
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HSS Hire Group plc

= This appendix provides the reader with an overview of the (listed on the LSE)

group structure between: \1, 100% T
= HSS Hire Group plc, the new holding company Hampshire Topco %
admitted to the London Stock Exchange (LSE) on 9 Limited
February 2015, whose H1 15 numbers are included =
within this document; ‘1’ 100% 3
= Hampshire Topco Limited, the previous top company in FEUTIE A WIS -
the group whose H1 14 numbers are included within Limited &
this document; and \1, 100% =
= Hero Acquisitions Limited, the consolidated level at Hampshire Bidco '%
which we have also reported today to meet the Limited
reporting obligations attached to our Senior Secured >
Notes ‘1’ 100% 2

Hero Acquisitions
Limited
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Appendix B
HSS Hire Group plc vs Hero Acquisitions Ltd
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= Under the reporting obligations of our Senior Secured Notes issued in February 2014 we report Hero
Acquisitions Limited group consolidated accounts on a quarterly basis

s)nsal TH

= The main differences between the two reporting levels are:
= |PO and other advisory fees charged above the Hero Acquisitions group;

= Higher intangibles and higher amortisation costs in the HSS Hire Group plc consolidated
accounts, principally related to intangibles relating to the acquisition of the Hero Acquisitions
group in 2012;

ABarens uo ssaiboid

= Lower net debt in the HSS Hire Group plc consolidated accounts, due to the consolidation of
intercompany debts above the Hero Acquisitions group; and

V30

= Differences in tax and interest resulting from the above differences
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>
o
3
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Appendix C

Adjusted earnings calculations 3
26 weeks ended 27 June /28 June )

£m g
Operating profit/ (loss) .
Add: Depreciation & amortisation §
Add: Non finance exceptionals %
Adjusted EBITDA %
Less: Depreciation €
Adjusted EBITA 3

Less: Amortisation

Less: Net finance cost?!

>
ie)
o
0]
>
o
3

Adjusted LBT

1 Pre exceptional finance costs which principally relate to the partial redemption of the SSNs in 2015 and the restructure of the group’s debt during FY14
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Appendix D
Net debt calculations
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= Reflects borrowings from all third

26 week period ended 27 June / 28 June . : : :
parties, including the investor loan

T

£m notes which were held by related é
Cash """"""""""""""""" parties in 2014 &
Bank overdraft §
RCF %
Finance leases é
Accrued Interest g
Investor Loan Notes 'g

Senior Secured Notes?

(Net debt) / Cash

>
ie)
o
0]
>
o
3

1 Shown gross of issue costs
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Appendix E
Operating cash flow
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26 week period ended 27 June / 28 June

=
£m 2014 3
Operating profit / (loss) 8.4 ’

T

&
Depreciation & Amortisation 19.5 g
Increase in Inventories (0.3) %
Increase in Trade and other receivables (7.8) é’
(Decrease) / increase in Trade and other payables 4.2 o
(Decrease) / increase in Provisions 0.2 >

Operating cash flow 24.2

>
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