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| evers of value creation

Portfolio
management

Scale

Optimising advantage * Streamlined central
Customer network * Supply chain functions
innovation * TP expansion & investment * Devolved
modernisation * Leverage property management
* Improved value * Wickes national footprint capability responsibility
* Extended range * Plumbing & Heating * Group sourcing * Disciplined planning
* Product development format clarity benefits & capital allocation
* Format renewal * Implants intensify returns e Shared technology ° Regular market
investment updates
* Technology enabled * Trade parks

* Multi-channel

Enabled through people & evolution of unique culture

TraVi S Pe r ki n S pie 2014 Operational Briefing — 27 November 2014



Strength as a Group - unique breadth in the UK
Travis Perkins *

|
General Plumbing &
Merchanting Heating

£1.8bn sales, ~15% share £1.3bn sales, ~15% share £1.0bn sales, ~20% share £1.3bn sales, <10% share
Wicke

» line ICKeS

Gﬁgﬁ 'B/S 'S (TOOLSTATION)

@\D Pipeline & Heating Solutions
F & P Wholesale ] ]

Kitchens and Joinery 1,245 price tooks

¢ City Heating Spares
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Strength as a Group - exploiting scale in the UK

Travis Perkins ®

Supply Chain - fast & efficient available range

Commercial - better sourcing & product innovation
IT — enabling strategy & efficiency
Property - enterprise wide network planning
HR & Finance
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Medium-long term sustainable RMI growth

Smaller

families driving R 2/.8m

maintained to

AN a satisfactor S
households evel y across the
per year country

Source: Office of National Statistics
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RMI performing as expected

Site visitors (25)pt Consumer confidence

Site reservations (12)pt

Climate for purchases

Mortgage approvals (9)% Equity withdrawal

Housing transactions +5%

Retail Sales growth

Housing prices +9%

Architect work load +42%
Construction output +H% Expected workload
: New construction o
Trade confidence (14)pt (5)%
Definitions disclosed in Appendix Il orders

+9pt

+opt

(03)%

Flat
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Still early in the recovery of the housing market

o)
O

N
O

N
O

6]
(@]

e Property Transactions

(s interest rates

o)
O

R12 monthly housing transaction volume
@)
@)

40
2005 2007 2009 20N 2013

Source: HM Revenue & Customs / Bank of England, July 2014
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Our growth not constrained by the market

* Majority of the markets we compete in are highly fragmented
Market

* Proliferation of small family-owned businesses

fragmentation B

Our businesses are #1 or #2 in each of our markets, but with relatively low market shares

* Sourcing & supply chain: sourcing terms, range, stocking and distribution efficiency

Structural - R - |
* Branch network: 2,000 locations in UK with strong financial position underpinning tight yields & site access
advantages .

IT: selective sharing of software platforms and volume hardware purchasing

* Range & value: improved promotions & KVI pricing, range extension, own label development, availability

Superior | " R
- * Space: new branch & store opening programmme with implants intensifying space
propositions -

Channel, format & customer service: investment in online channels, new formats and better service

Fragmented markets + structural advantage + superior proposition = sustainable market share gains
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Sustainable medium-term revenue growth

° Low-single digit market volume 8%

growth assumed
6%

* Low levels of inflation

* Structural advantages &
Investment opportunities
generate consistent market

2%
outperformance
0%

* ~6-7% revenue grOWth P.a. Market  Inflation  Outper- New
volume formance  space

Sales growth pa.
I~
°
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Significant achievements in our first year

Customer
innovation

Further price investment
to grow share

Heavyside range
extensions

Promotional & branded
ranges into Wickes

City Plumbing format
conversions

New TP format trials
underway

Wickes Click & Collect
launched

Travis Perkins *

Optimising
network

/7 new TP branches

4 new Wickes stores

34 new Toolstation
branches

60 City Plumbing
conversions

30 Benchmarx implants
30 Toolhire implants
50 Spares implants

16 Contracts branches
redeployed

Scale
advantage

Second Primary
Lightside Hub nearing
completion

Second Heavyside Range
Centre opening soon

Technology investment
in early stages

Further sourcing
iIMmprovements in
lightside, heavyside,
timber & kitchens

2014 Operational Briefing — 27 November 2014

Portfolio
management

Divisional management
teams gaining traction

More to do on incentive
structures

Strategic capital planning,
allocation and review
processes in place

Disciplined acquisitions /
disposals
Transparent / regular

market updates on
progress

M



Confidence supports additional capital deployment

Extending Strong

9 leadership returns

Good

Investing to srow
9 & & returns

Re-engineering & Range of
infrastructure build returns

TraVi S Pe rki ns pie 2014 Operational Briefing — 27 November 2014

Examples

* New branches,
stores & implants

* New formats
° Heavyside range centres

° IT systems
* Relocations

Property
Maintenance
Group capex

2014E 2015
£25m  £30-40m
£15m  £30-40m
£25m  £20-30m
£25m £40-70m
£60m  £50-60m
£150m  £170-230m
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lllustrating value creation from capital deployment

4 trade park

average”

Annualised year 1 EBITDAR £2.0m
Lease adjusted investment £92m
Annualised year 1 returns 22%
Returns after 5-year maturity tt

° Capital deployment a key lever
of value creation

* Provides confidence to continue

*“Includes Bracknell, Luton, Leamington Spa & Gloucester. Excludes Guildford (more mature) and
Sutton (opened in too recently).
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Small bolt-on acquisitions to support organic growth

Geography

* Smaller, independent
merchants for regional
infill where valuations
attractive

* International expansion
not a focus

* Accelerate expansion into
new channels for key
product areas

* Buy or Build trade-off
where valuations
prohibitive

Travis Perkins *

* Strategic investments to protect supply chain
* Share in categories which bypass distribution

* Not a focus

Manufacturing

Channel | Travis Perkins® | Product

Installation

* Installation risk / potential competition with
customers

* Not a focus

2014 Operational Briefing — 27 November 2014

New categories

* Access specialist markets

* Focus on product areas
attractive to existing
customers

* Smaller footprints
attractive to leverage
existing branch /
distribution assets

* Buy or Build trade-off
where valuations
prohibitive or lack of
targets

* Demonstrable IP /
innovation key target areas

14



Building a stronger balance sheet through earnings

Six months ended

Medium term

30 June guidance H12014 H12013 A
Net debt - £297m £406m  £(109)m
Lease adjusted debt - £1,806m £1854m £(48)m
LA Gearing - 441% 48.8% (4.7)ppt
Fixed charge cover 35x 3.0x 2.8x 0.2x
LA Debt : EBITDAR 2.5x 2.8x 3.2x (04)x
Dividend cover 25 - 325x

Travis Perkins *

2014 Operational Briefing — 27 November 2014

Earnings-driven
balance sheet
improvement

Successful £250m
bond launched

Investments funded
from cash flows

Good progress
towards financial
targets

15



Underlying guidance for 2014 unchanged

* EPS in-line with
consensus

* Required to recognise
a number of
exceptional charges
& income items

* Minimal cash impact

Travis Perkins *

Expected exceptional items AU 2014 2015 2015
(Er‘; ) P cash  EBITA cash  EBITA
impact  impact impact impact
Wickes store closure - 10 (3) -
Plumbing & Heating network
reconfiguration (5) (26) (3) )
Rinus Roofing disposal 3 (4) - -
Total (2) (20) (6) -

2014 Operational Briefing — 27 November 2014




Encouraging outlook for 2015

* Low double digit EBITA growth (incl. ~£15m opex investment)
° Improving inflation outlook

* Property profits of ~£20m (2074: ~£20m)

° Effective tax rate moving towards ~20% (2014: ~21%)

* Dividend growth above EPS - medium-term range (2.50x-3.25x)

TraVi S Pe rki ns pie 2014 Operational Briefing — 27 November 2014 17



Consistent medium term guidance

* Continue to outperform in majority of our markets

* Good operating margin prospects for the Group:

- General Merchanting sustain sector leading margins
- Plumbing & Heating good growth
- Contracts good growth
- Consumer good growth

° Targeting sustainable double digit EBITA growth p.a.
Add 200-300bps to lease adjusted ROCE over medium term

Deliver strong & consistent growth in shareholder returns

TraVi S Pe r ki n S pie 2014 Operational Briefing — 27 November 2014
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QUESTIONS.



our local Timber & Builders Merchant

GENERAL
MERCHANTING.




Key messages BENCHMARX @

@elpielllelilela®N The general merchanting market remains fragmented with a
opportunity compelling consolidation opportunity

Competitive Investment in new branches and modernising the Travis Perkins
advantages operating model will drive continued share gains

CleRWANO[®= The Division expects to add ~250bps to lease adjusted ROCE
growth over the medium term from 16% 2013 position

TraVi S Pe rki ns pie 2014 Operational Briefing — 27 November 2014 21



Travis Perkins - landscape @

*  Market volume growth expected to continue, although moderate

* Cost price inflation to remain, 2015 expected to be at similar
level to 2014

* Customers are being given increased choice

°  Qur competition is three pronged: local independents, national
merchants and fixed price merchants

* Local branch customer relationships remain key

TraVi S Pe rki ns pie 2014 Operational Briefing — 27 November 2014



| evers of value creation

Portfolio
management

Scale

Optimising advantage * Streamlined central
Customer network y SUpply chain functions
innovation * TP expansion & investment Devolved
modernisation * Leverage property management
* Improved value * Wickes national footprint capability responsibility

* Extended range * Plumbing & Heating ° Discip.lined planping
* Product development format clarity benefits & capital allocation

* Implants intensify returns * Shared technology * Regular market

(]
Format renewal investment updates

* Trade parks

* Technology enabled

* Multi-channel

Enabled through people & evolution of unique culture
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Modernising the Travis Perkins model

Managed services
development

Toolhire expansion

n
i
&}
2
o
©
=
=
O
st
a
%)
%]
<
g0}
)

¢E NN EEENEEEEENEEEEEEEENEE),

Category management

quEEEm®

& pricing

‘g EEEEEEEEEEEREEEEEEEER®

—

Enhanced IT capability ]

ANEEEEEEEEEED

= Covered today a

YEEEEEEEEEERY

Enablers

Travis Perkins *

Expand the network

eI I EENEENENEEESNSEENESEENSEENENENEE)

Invest in safety &
develop our people

4 EE R EEEE N AN EEEEEEEEEERY

"EEEERBEN
QaEeEEmnm®
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Modernising formats

o

U I NN EEEEEEEEEEEENENEENEEN)

aEeEEnms®

Y EEEEEEEEEEEEEEEEEERERY

Enhanced CRM

¢UIENNEENENESEEENSEEEEENEENEENEE),

Multi-channel

AaEeEEnms®

development

YpEEEEEEEESAEEEEEEEEEEER®

Regional distribution ]




Modernising the Travis Perkins business - people@

Our people make the difference

*  We need to protect our heritage
and culture, but be receptive to
change

*  QOur people understand the value
of customer relationships

° Fewer, better people operating
safely

* Continuous improvement with
cost focus
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Modernising TP’s pricing architecture @

Enabled by: More fixed

prices

* Better systems

* Better analytics and customer Improving Beter
behaviour insights et Price rade
Perception fempetes
* Investment in category

mManagement team
Better

local
pricing
decisions

TraVi S Pe r ki n S pie 2014 Operational Briefing — 27 November 2014 26



Modernising range & space allocation @

° Better merchandising
disciplines

°  Extended range, c.1000
additional SKU'’s

* Clearer signage and navigation
* Safer environment
° Making it easier for customers

— Zonal shop

TraVi S Pe r ki n S pie 2014 Operational Briefing — 27 November 2014 27



Modernising range & space allocation @

* Three branch pilot underway
° In-branch availability improved

* Next day availability on further
extended range

° Early results encouraging
*  Wider trial commencing in 2015

* St Pancras benefits from
learnings
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Modernising the heavyside range @

Heavyside range extended by =
>2,000 SKU’s v

Next day availability on a broader = i = |
range e

Range conformity enables multi- 4
channel promises

Reduced reliance on branch-to-
branch stock transfers

Early sales uplifts warranting
continued investment

TraVi S Pe r ki n S pie 2014 Operational Briefing — 27 November 2014 29



Modernising TP’s multi-channel capabilities @

*  Online adds to current multi-
channel ordering methods

° |nitial focus on existing customers
—  Stock availability, including extended -?_-— I
range and near-branch availability == =% 5@@ EE=ET
— Click and collect available in 2015 : - &30
— Delivery time of choice .,
9w::.“:“’ - 'g@@@

* Non-account customer
transactions to follow

30

27 November 2014
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Benchmarx, a growth story RENCUMARY

* Continued network expansion
plan

* Combination of group implants %
and standalone branches N &

* ‘Selection Centre’ formats
proving a differentiator

St

* Group sourcing improvements
and range consolidation
underway
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lllustrating value creation from capital deployment

New TP Branch

Annualised year 1 EBITDAR £0.5m
Lease adjusted investment £2.2m
Annualised year 1 returns >20%
Returns after 5-year maturity tt

° Capital deployment a key lever
of value creation

* Provides confidence to continue

TraVi S Pe rki ns pie 2014 Operational Briefing — 27 November 2014
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General Merchanting ambition RENS AR @

Medivm-term  ° Strong market outperformance

Measure Current ambition
° Network expansion opportunity
Network expansion 648 5-15 new pa. . .
P P ° Modernisation programme the
Like-for-like sales o o
outperformance e 1-4% pa. key fOCUS
Operating margin Sector sustan© More Benchmarx & Toolhire
i t t leadi .
improvement prospects eading |mplants & branches
Capital expenditure £40-50m  £40-60m p.a. )
* Good early progress with
o Add 200- .
LAROCE 17% 300 bps LAROCE improvement
TraViS Perkins pie 2014 Operational Briefing — 27 November 2014 33



Meetil?g - > Wedcome, +o Your local I

@ Travis Perkins

TEL: 01902 604555

FAX: 01902 637581
wolverhton@travisperkins.co.uk

1?'. :,/'



SERVICE DESK

.

CONTRACTS.




Key messages LGB ©09 CCF

New Division

(1) performing
well

Contracts Division created just 12 months ago to provide a better
service to customers and generate synergies

Investment Investrent in new branches, better ranges, enhanced account /
oJo]olola BIaITISI Sclcs teams and improved supply chain are driving outperformance

ElRNANOI®= The Division expects to add 200-300bps to lease adjusted ROCE
growth over the medium term from 12% 2013 position
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Unique ability to support throughout a project

>

Share of competitor

@ Buroes

SYiined

CIVILS&
LINTELS

BS S

Pipeline & Heating Solutions

= PIPE |i DRAIN
ol 5 O P2

SEG )
DRAINAGE

fbLuMBASE (
INDUSTRIAL

SIG

CCF

¢ encon
| -

INSULATION

— s

MINSTER

>

Travis Perkins *

2014 Operational Briefing — 27 November 2014

Lifecycle of construction project
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Clear divisional synergies

, ,
Balfour Beatty * Shared knowledge * Relationships critical
b+ - Projects * In-person transactions
gr;\ rillint ~ Customer contacts continue to be prevalent
IE'KIER ~ Value engineering * Technical advice to drive

* Order consolidation
SKANSKA

product specification

Travis Perkins
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Strong propositions in each business

Rinc

Pricing

Small
Customers

Ranging
Delivery

# branches

Proprietary brands

Travis Perkins *

~11,000

95%

/5

6606 CCF

Pipeline & Heating Solutions

Negotiated (tendered & spot-buys)

Larger main contractors / sub-contractors

~27,500 ~2,750
80% 90%
65 32
nAace SEKTOR |
RESLEYSTIED TRADELJNE TREETEX

2014 Operational Briefing — 27 November 2014



L evers of value creation LRy 066 CCF

Portfolio

Scale management
Optimising advantage * Streamlined central
Customer network . Supply chain functions
innovation * TP expansion & IS Devolved
modernisation * Leverage property management
*_Improved value * Wickes national footprint capability responsibility

* Disciplined planning

* Extended range * Plumbing & Heating & ital allocati
capital allocation

* Product development format clarity

* Group sourcing
benefits

Shared technology * Regular market
investment updates

* Format renewal * Implants intensify returns

* Technology enabled * Trade parks

* Multi-channel

Enabled through people & evolution of unique culture
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Collaboration drives outperformance S ©96 CCF

Growth in insulation
Develop BSS Industrial Major presence in

offer partitions

EEEEEEEEEEEN)

Contract pricing & project

Category expansion
80Ty €xp management

QaEeEEEE®

YpEEEEEEEEEEEEER EEEEm?

Pipeline & Heating Solutions

14 v H
Keyline
Deepen SeCtor & BUILDING MATERIALS

category specialism

Sales & Profit drivers

Contracts
Division Branch network
optimisation

‘suEEEEEESE

NN EEENEEEEEEENENENESN EEEEEy

4aeEEEnms

EEEEEEEEEER?®

T Whole

Multi-channel

Excellent IT ] [ bilit
Market-leading capabiity
Eggygr_e_d_t_og?)_/': customer service
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° Branch coverage an
opportunity for CCF

* Delivery capability & capacity is
critical

° 16 branches reconfigured
between Contracts & TP

* New space in 2015

— 2 new & 2 relocated CCF branches
— 6 new Keyline branches
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Pricing & project management

* More focused commercial

teams

* Development of project
tracking

° Pricing tools to standardise

customer tiers

° Quote follow-up system being

developed

Travis Perkins *

2014 Operational Briefing — 27 November 2014

Pipeline & Heating Solutions

Division Project Tracking

Client

Architect

Main
Contractor

—T>
Contractor

Sub-
Contractor

Sub-

Sub-
Contractor
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Business specific growth agendas

Pipeline & Heating Solutions

* Enhanced sector * Further growth in
specialism industrial sector
* New branch format trial ° Leverage newly

completed national tool

* Optimisation & .
P hire network

standardisation of civils

and drainage range * Develop smaller format
* Expand tool hire to branch
national coverage ° Extension of own brand
range

TraVi S Pe r ki n S pie 2014 Operational Briefing — 27 November 2014

CCF

* Network growth (4 new
branches in 2015 / 2016)

* Expand insulation range
to drive commercial
market

° Exploit Sektor partitions
offer

* Develop auto-
replenishment solution

44



lllustrating value creation from capital deployment

New CCF Branch

Annualised year 1 EBITDAR £04m
Lease adjusted investment £2.0m
Annualised year 1 returns ~20%
Returns after 5-year maturity tt

° Capital deployment a key lever
of value creation

* Provides confidence to continue
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Contracts ambition LRy 066 CCF

Medum-term  © |ate-cycle recovery -
ambition . . .
encouraging lead indicators

Measure Current

o9,
Network expansion 172 1-2% net space

branch th p.a. .

o e EPVRPR e Good market positions
Like-for-like sales 0-3% 1-3% 0. . .
outperformance ° °pa. thrOUghOUt prOJeCt llfecyCle
Operating margin 20, Good )
improvement prospects * Good synergiles through
Capital expenditure £12m £15-25m pa. bUSineSSeS CO“abOrating

i Add 200- .
LAROCE 1% 3000ps  © Consistent plans to grow each

business

TraVi S Pe r ki n S pie 2014 Operational Briefing — 27 November 2014 16



QUESTIONS.



PLUMBING

& HEATING.




Key messages oo /[ D

Attractive Despite recent market fluctuations, the plumbing & heating
market market has attractive segments to invest in

Network The network reconfiguration prograrnme will re-allocate capital to
eehalil=UlElilelal City Plumbing offering better returns

CleRWANO[®= The Division expects to add ~250bps to lease adjusted ROCE
growth over the medium term from /% 2013 position
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Three core operations in differing market segments

Plumbing Trade Supplies @ :

Pricing Quote driven pricing Variable pricing Formula pricing
Small

Customers Large

Ranging Variable

Delivery 75% 90% 25%

# branches 310 10 190

Market position #1 #1 #2
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Market structure warrants redeployment of capital

Current Division Market Market
revenue exposure growth structure

Own/exclusive brands, Other GOOd Fragmented Good Invest

spares, renewables

/\ Good Fragmented Good Invest

QOQ Plumbing Good Fragmented Good Invest

Plumbing Trade Supplies

LAROCE Action

Reduce capital

Heating Low Consolidated Low Focus on
V. competitive efficiency
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| evers of value creation

Customer

innovation

* Improved value

* Extended range

* Product development

* Format renewal

* Technology enabled

* Multi-channel

i

Scale
advantage

Optimising

network * Supply chain
investment

* TP expansion &
modernisation * Leverage property
capability

*  Wickes national footprint

* Plumbing & Heating
format clarity
* Implants intensify returns : Shared technology
investment
* Trade parks

* Group sourcing

benefits

Enabled through people & evolution of unique culture

Portfolio
management

Streamlined central
functions

Devolved

management
responsibility

Disciplined planning
& capital allocation

Regular market
updates

Travis Perkins *

2014 Operational Briefing — 27 November 2014

52



Share gain through focused customer propositions

¢35 5E5EEEESEEESEEESEEEEEEER)

‘IIIIIIIIIIIIIIIIIIIIII. PTS/CItyPlUmblng ¢ E NN NN NN NN EEEEEEEEEEENEE),
E Develop contract 3 reconiiguration More standalone City E
: business Remmemmmmammmmamsmnaeer Plumbing branches R
K EEEEEEEEEEEEEEEER?® .IIIIIIIIIIIIIIIIII I‘.

L everage high ROCE Supply chain
F&P model ¢) City Heating Spares % PlumbNation efficiencies

000 /.. D

Plumbing Trade Supplies

n
i
5]
2
o
©
=
=
O
st
a
%
%]
<
g0}
)]

Roll-out of Bathroom “DHS SULFEX /i Hokmons Tailored multi-channel

Showroom & Spares nenaspstams o capability

Talent to lead UK's #1

[ Stay Safe ] [ P&H business ]
éCovered todayE Excellent 1T

TraVi S Pe r ki n S pie 2014 Operational Briefing — 27 November 2014 53

Enablers




Network reconfiguration — ‘Building the Best’

3. Operating model
320 new enhancements

2. (10) closures stores
1.180 stores
conversions

~380 branches
~190 branches

Format /
customer
overlap

~180 branch conversions SV
Over 2 years customer offer

1.(180)
conversions

~310 branches 2.(50) closures

3. Operating model ~80 branches

improvements

2013

20716
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Conversions progressing well

Conversion

* ~B60 branch conversions
completed to date

-13 weeks +4 weeks

< . >

* 40 branches currently ‘in play’ Conversion preparation

* ~75 branch conversions
completed by the end of 2014

Stock management

Training and induction progﬁamme

° 2 new development centres
* ~50 new bathroom showrooms Building works

Branch action plan

TraVi S Pe r ki n S pie 2014 Operational Briefing — 27 November 2014



Delivering two targeted propositions in 2016

/\ Local SME business omose Contract business

* 380 branches in 2016, potential for * Serviced from 2 primary distribution
>400 centres & 5 regional service centres

* To include ~300 bathroom showrooms with overnight dead drop capability

& ~200 spares outlets * Electronic proof of delivery and route

° 5-10 new greenfield locations p.a. planning

[ J

* All branch and sales managers to
receive training through Bedford
development centre

* Branch and account management on
quarterly development centre events
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lllustrating value creation from capital deployment

- o

Illustrative returns City Plumbing % L:‘ g % /
relocation - A 0 B

Incremental year 3 EBITDAR £0.1m L

Incremental lease adjusted investment £0.5m

Year 3 returns ~25%

Returns after 5-year maturity t

* Capital deployment a key lever
of value creation

* Provides confidence to continue
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Plumbing & Heating ambition

Medium-term

060 /' aD

Plumbing Trade Supplies

Measure Current - *  QOutperformance through:
ambition
— Reallocation of the capital base from
Network expansion 5-10 net new PTS to City Plumbing
branches p.a.
- City Plumbing network expansion
Like-for-like sales 0-3% 0-3%
outperformance P o/ pa. —  Spares and showroom implants
i(r)nperza\f;nﬁgfr%gws e 359, Good — Differentiated customer offer
P prosp —  Sourcing and own label development
Capital expenditure £10-£20m pa. ~ F&P supply chain development
LAROCE 29, Add —  Development of multi-channel offer
>250bps
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QUESTIONS.



' Kitchen + Bathroom
Showroom 7

PICK FHU
LOADS
MORE




(TOOLSTATION) "
Key messages e ciant Wickes

Structurally Wickes and Toolstation are structurally advantaged with relatively
advantaged fewer and smaller stores, enabling more focused proposition

Wickes Initial improvements in Wickes working well with a new
(e elImElelall Management team in place to drive the transformation

Toolstation Toolstation’s rapid growth has continued with ambitious new
performing branch programme in the UK alongside European trial
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New team driving change

° New team in place

* Priority to increase LFL
performance

— Range, value, communication,
service & standards

— Format renewal
° Accelerate new store openings

° Targets remain consistent with
medium term guidance

Travis Perkins *

Wickes

Wickes Management Team

- | Chief Commercial Officer

* Category reviews and refresh
across the portfolio

* Effective sourcing

* Delivering promotional
effectiveness

Chief Operating Officer

* Extensive experience with
Tesco & Coles

* Leading improvements in
store operating standards

Supply Chain Director

* Driving lean end to end
efficiency

* Developing availability and
service in store and online

Duncan Kendal

2014 Operational Briefing — 27 November 2014

Chief Marketing Officer
* Driving profitable Multi
Channel growth

* Refreshing the format and
customer proposition

* Positioning the value
proposition

lan Crook

HR Director

* Supporting cultural
transformation

* Improving the kitchen &
bathroom service model

Finance Director

* Insight into profitable
product & channel mix

* Leading capital allocation
decisions (including IT)

Antony Smith
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| evers of value creation

Portfolio
management

Scale

Optimising advantage * Streamlined central
Customer network * Supply chain functions
innovation * TP expansion & investment Devolved

modernisation * Leverage property

* Wickes national footprint capability

management
responsibility

* Improved value
* Extended range * Plumbing & Heating * Group sourcing * Disciplined planning

* Product development format clarity benefits & capital allocation

* Implants intensify returns * Shared technology * Regular market

investment updates
* Technology enabled * Trade parks

Enabled through people & evolution of unique culture

TraVi S Pe r ki n S pie 2014 Operational Briefing — 27 November 2014



Wickes positioned for sustainable growth Wickes

Large Mid-size Small :  Expert Functional  Style-Led

=
— n
Trade customer definitions SC@“F IX u
n
Large Revenue > £2m p.a. -
Medium Revenue £80k-£2m p.a. F e BUILDERS
WAREHOUSE
Small Revenue < £80k p.a. = —
Retail consumer definitions
TRADE POINT

Expert High skill, high interest

n
n
n
Trade Building Supplies 5
.
Functional Medium skill, mid-low interest L] -
M I
Style-led Low skill, high interest : H JM EBASE
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Wickes is structurally advantaged

* Only 200 full service
stores

R

m * 60+ new store
opportunities

Property « small average store
size (25-30,000 ft?)

Wickes

[

-

-

Focused in-store range

Online range extension

It

Strong availability

Selective branded
ranges

Product °

\_

£

Value
Price beat guarantee

At least 10% cheaper than
DIY competitors

Strong private label offer
enabling attractive entry

~N

\
2014 re-launch

Nationwide Click &
Collect

Mobile optimised
>30% YoY growth

Online

J

-

Group sourcing
advantage

Shared distribution &
IT opportunity

o
CEC

Group

Lower capital cost

Travis Perkins *
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Transforming the customer proposition  Wickes

A Wickes project in every homel

Value for money. We always deliver. Quick, simple & easy.

* Build on multi-channel
strengths

* Refocus product offering based on
clear customer needs

* Maintain structural price * National estate coverage

advantage with authority * Improve in-store infrastructure

* Extend to broader customer base & experience

* |Leverage group scale in buying

* Become a great place to work,
& distribution

always

* Leaner service model * Develop a diverse workforce to

* Enable greater efficiency through match our customer base

IT
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Some early quick wins

* Strong sales growth 'I"':Uila1 i;:EIT:?

* |ntroduced more brands Wickes Coliifed

Emulsion 2.5L

* Fewer & bigger promotions with

clearer messaging 6()()/0 S T,

OFF
° Stronger direct communication ok W

with our customers

FREE Click & Collect.

(@4 [To] /€. ") Readyinjust3hours - i

in over 200 stores. \ii:—'.;t

* On-line growth with strong Click \?§
2 ’ X i:i\ X
TraViS Perkins Pie 2014 Operational Briefing - 27 Novernber 2014 i
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What we sell - range Wickes

* Categories where * |dentifying the * Least profitable * Categories which are
Wickes can win products and categories but simple and easy to
categories where necessary to shop

* A strong alternative

to market leader promotions & value maintain position

, * Readily available
drive greater footfall

* Required to be value products to complete
leader in projects a project
throughout the home

b g, BEY ! BUY 1 GET 1 e
Q. PRICES HALF PRICE 14
(-.1 Dulux Coloured LT £ .99

Scruffs Vintage Hoodie

: Bigger and
Reason to choose Wickes sl baske
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What we sell - maintain value position Wickes

* Fewer & bigger promotions
on products that matter

o
o)

Wickes more
expensive

* Better KVI pricing

o)
)

Weighted price index

* Re-engineer private label
portfolio to broaden range & o
reduce duplication

Wickes less
expensive

* Stronger communication of
va lue DIY competitors

Volume trade
competitors

Wickes
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How we sell - good opportunity to expand Wickes

Travis Perkins *

New Wickes stores earn >25%
LAROCE

~60 new store opportunities
across the UK

Store refurbishment trials
through 2015, to roll out 2016-
2019

Stores to remain 25-30,000 ft2
Limited ‘tail management
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lllustrating value creation from capital deployment

New Wickes  '|= Filsi E 7 Bl 7 chen + Bohrcom
Branch
Annualised year 1 EBITDAR £0.8m
Lease adjusted investment £3.1m
Annualised year 1 returns ~20%
Returns after 5-year maturity tt

* Capital deployment a key lever
of value creation

* Provides confidence to continue
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How we sell - multi-channel Wickes

Simple to transact Product info and content hub
one click o | How -
L (7 ==

T0...

jeff bezos and the rise of

Extended range online

Better delivery (day of choice)
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Wickes transformation Wickes

* New team in place over last six months
* Wickes is structurally advantaged to compete
* A changing DIY / trade landscape works to our advantage

* Comprehensive transformation plan to address what we
sell, how we sell it, how we work and our efficiency

° ltis early days, but we have landed a number of quick wins
to good effect
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Signin/ Register Trolley

Branch Locator

(I | EE—

Browse by department

Power Tools
Power Tool Accessories
s - "2 1005
S i o
Titanium By BIt: Find my 1oca;
. io

o
1~}

Hand Tools
> Home
Trolley

Screws & Fixings

Access & Storage .
' (& Click for more Power Tag! Acce:
S

Landscaping 3 o
Automotive :. - “
Workwear : - = — ‘ HSS Titaniy A
Cleaning & Pest Control IR o o i g
Painting & Decorating — Q o £10.10 £ac,
= - ?grefr:: er;;l if;‘[L?y l ?aon+crl1JeI§ Customer services e :::—f Bosch Titanium peay Driti Bt ..,
Ironmongery ssm £23.04 g,y
Security | / ,F:is Jobber Metric Titanium Drill git
~rials 52
o £0.80 2 pacy,
=1 iii Jobber betric Titaniyp, gy, Bit
56275
£0.92 2 pay,

—  HSS Jobbar Matric.
T o tom etric Titanium Driy iy

N

! o257
£0.97 2 pagy

H: N
SS Jobber Metric Titanium priy Bit

T 2

7i72q
£1.07 2 paci

Aluminium Loft Ladder Loft Flooring Legs Loft Ledge

£49.55 £11.65

TOOLSTATION. —




Toolstation history (TOOLSTATION)

* 11,000+ product lines

* >20% online penetration 2013 - 20 Toolstation 2015+
implants’ to utilise excess space 20

° 180 stores across the UK in Wickes and Toolsation + new

reaches 152 branches stores p.a.

In-house developed end-to-end

ERP SyStem 2008-2011 - Toolstation

opens 92 standalone stores
across the UK

2014 -Co-investment with
Mark Goddard Watts in
European expansion and
Toolstation reaches ~180
2012 - Travis Perkins completed branches

acquisition of remaining 70% of
Toolstation. All Key employees
retained

2003 - Mark Goddard-Watts
establishes Toolstation

2008 - Travis Perkins plc

1999 - Goddard-Watts family completes 30% acquisition of
complete sale of Screwfix to Toolstation with total 11 stores
Kingfisher
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Toolstation growth (TOOLSTATION)

250 250
200 B Revenue e===Branches 200
&
o 150 150 o,
=) )]
5 =
S ;
~ 100 100 =
H+
50 50
0 0

2008 2009 2010 20M 2012 2013 2014E

. Screws
Sales mix Tools & accessories Electrical Plumbing & Heating (WP=lgl{pF° 9 Decorating & Other
by category fixings
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- (TOOLSTATION) 5
Consumer ambition nie ciant WICkes

[ Ceramic Tile Merct

Medum-term  ® Toolstation expansion

Measure Current ambition
continues at pace

e o ~10-15 Wickes p.a

Network expansion 108 TileGiant oy "~ pe. . X .o
175 Toolstation " |00 °11on P& * Wickes transformation driving
Like-for-like sales Above Above OUtperfOrma nce
outperformance market market
Operating margin - oo — New store openings
improvement prospects ° B Range extension
Capital expenditure £20m ~£40m p.a. ~ Maintain value advantage
0 Add 150- :

LAROCE 6% 250bps - Extend multi-channel

leadership
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QUESTIONS.



INVESTING




Key messages

The network is key for the branches, supply chain & central functions

Infrastructure

improvements Telephony remains integral to the customer experience

: Enabling mobile customer interaction with our businesses
Multi-channel

Integrated supply chain solutions
development

More efficient stores, branches and support

Data Data remains core to all multi-channel processes

authority Broad and rich data enhancements
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IT historically low cost & functional, but inflexible

Travis Perkins *

General Plumbing &

Merchanting Heating

Ageing but reliable and functional

)
=
-]
=
S
-}
=
=
(%2}
@
—
—
=

I 1

1 1

e Best-in-class but ageing Best-in-class but ageing : H i
@© . Good online i
3 Well understood by team Well understood by team L ess demanding Good stock | :
= Inflexible Inflexible short-term agenda e | Fully
%) Costly to improve Costly to improve geing Iointeg- |
I rated |

| leading i

i ERP 1

1 platform |

: :

1 1

1 1

1 1

! i
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Multi-channel development

* Strategic focus Mobile critical in our sector

— Mobile first 9
L
— Easy customer access to information S8
s E
— Make colleagues more effective © o . |
8 © Customers historically Customers transitioning
— Deliver authority in content over-indexed on mobile away from voice to data

° Network improvements required

* ‘Best of Breed solutions

— Balance ‘Build’ and ‘Buy’ to achieve pace w» T
Colleagues historically Mobile enables more

tied to branch counter time with customers

— Accelerates competitive advantage
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Data provides authority for competing online

@ Travis Perkins

AMOME PRODUCTS TRADEJERWCES TRADEINFORMATION ABOUT UL YOUR ACCOUNT  QUOTATION LIST @) >

* Customers demand a
reliable source of
content

.....

° Our industry has been
slower to evolve

. ) In a store environment a customer: In a digital environment a customer:
OppOftUﬂlty to be e Can pick up a product e Can’t pick up a product
leader in online e Can easily feel the weight / size o Can’t feel the weight / size
information e Can read the packaging * Can’t easily read the packaging (yet!)

The TP Product Data task is to bring products to life for customersin the virtual
world of online shopping
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Phased & flexible approach to IT development

* Phased multi-year program to Phased & flexible development
create clear competitive ) 2015 Y 2016 P 2017 2018 P 2019 3

adva ﬂ’[age % Core systems
° |T enables group strategy E e aen network
% Cl d
— Mobile first = . kP ff_Upgra ’
= aCkK-olTice

New branch / store solutions

— Deliver authority through data

Multi-channel

° |T can drive process
improvements across the group

— Enhance the customer experience

CRM systems

o
—
®
=

£
)

%)

Range

Stock management

.. ) Finance systems replacement
— Efficient branches / stores and offices d .
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INVESTING.
IN SUPPLY

Travis Perkins
DA'F.

"



Key messages

OIS InEEISS Supply chain improverments principally aimed at meeting
approach customers increasing demands for range & availability

First phase

complete by
2016

Primary Lightside Hub network nearing completion and heavyside
Range Centre Network complete by early 2016 (90% of UK)

Structural Supply chain investments deliver next-day availability on a
advantage broader range, which is hard to replicate rapidly
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Service to customers is paramount

Customer expectations

1. Our customers want to be 1. Big branches, with high

on-site working, not
shopping
2. Certainty of product

stockholding lowers returns

2. Easy supply of product
enables better & faster

availability is more critical availability at a lower cost

now than ever before

5. Centralised distribution

5. Access to broader ranges is enables broader ranges at

increasingly important

Travis Perkins *

central stocking points
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Part-way through a network transformation

Future supply chain

Heavyside suppliers On-shore lightside suppliers Off-shore lightside suppliers
(x6,000) (x3,500) (x150)
i Infsgeicis Renge Centre TP Lightside Primary Hub (x2)

(x4 by 2016)

|

TP Group merchant branch

Customers
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Nationwide lightside next-day availability —now!

* Primary Hubs providing 25000 Warrington Primary Hub opening soonl!

SKUs to merchanting businesses
- next day

* Second Primary Hub opening in
Warrington imminently - lower
capex beyond 2014

* Only possible through shared
volume from multiple businesses

° Enabler of direct sourcing
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Nationwide heavyside next-day availability - 2016!

° Heavyside Range Centres
providing 3,000 SKUs next day in 90% of branches served
branch by early 2016

* Further 3,000 SKUs available for
next week delivery

* Reducing need for inefficient

branch-to-branch transfers *
° Lower in-branch stockholding ",
requirements *
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Creating a sustainable structural advantage

* Unique breadth and scale in UK
distribution enables investment

° Fragmented market structures
limit replication of network &
capabilities

° Customers value range &
availability as much as price

* Key enabler of Group's multi-
channel plans

Supply chain of 2016

1.

N

Next-day availability on 24,000 lightside
SKUs - nationwide

Next-day availability on 3,000 heavyside
SKUs -~ 90% of country

Next-week availability on further 3,000
heavyside SKUs - 90% of country

Lower in-branch stockholding
Reduced inter-branch transfers

Fuller trucks, travelling fewer miles, more
frequently
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QUESTIONS.



WRAP UP.
JOHN CARTER _oulll

@Travis perkins

e —




| evers of value creation

Customer
innovation

* Improved value

° Extended range

* Product development
* Format renewal

* Technology enabled

* Multi-channel

Scale

Optimising advantage
network * Supply chain
TP expansion & Investment
modernisation * Leverage property
capability

Wickes national footprint

* Group sourcing

Plumbing & Heating benefit
enefits

format clarity
* Shared technology

Implants intensify returns .
investment

Trade parks

Portfolio
management

Streamlined central
functions

Devolved
management
responsibility

Disciplined planning
& capital allocation

Regular market
updates

Enabled through people & evolution of unique culture

Travis Perkins *
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Controllable measures driving outperformance

* Encouraging performance in majority of businesses during first year

Immediate priorities:
- Modernise Travis Perkins
- Transform Wickes

- Reconfigure Plumbing & Heating branch network

Structural advantages enabling sustainable market outperformance

° Reinvesting in superior customer propositions accelerate share gain

Disciplined capital deployment proving to be key to value creation
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QUESTIONS.



|.  P&H branch
reconciliation
|, Definitions



l. Plumbing & Heating branch reconciliation

Estimated number of branches 31 December Branch Branch New 31 December

2013 conversions closures branches 2016
Plumbing Trade Supplies 3N (182) (46) - 83
City Plumbing 193 182 (12) 19 382
Direct Heating Spares 1 - - - 1
F&P Wholesale 9 - - - 9
Connections 1 - - - 1
PTS Ireland 7 - - - 7
Birchwood Price Tools 3 - - - 3
Solfex 1 - - - 1
Total 526 - (58) 19 487
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ll. Definitions

Metric Definition

EBITA Earnings before interest, tax and amortisation

Earning per share (‘EPS”)  Ratio of net profit after taxation to weighted number of ordinary shares outstanding

Adjusted EBITA /

Adjusted EPS EBITA or EPS adjusted for exceptional income items and amortisation (see Appendix Il for reconciliation)

Lease adjusted (‘LA”) Ratio of earnings before interest, tax, amortisation and 50% of annual property rental expense to debt plus equity plus eight
ROCE times annual property rental expense

LA debt On-balance sheet debt plus eight times annual property rental expense

LA gearing Ratio of lease adjusted debt to equity plus lease adjusted debt

Fixed charge cover Ratio of earnings before interest, tax, depreciation, amortisation and property rentals to interest plus property rentals

LA debt : EBITDAR Ratio of lease adjusted debt to earnings before interest, tax, depreciation, amortisation and property rentals

Dividend cover Ratio of earnings per share to dividends per share

Free cash flow (“FCF”) Net cash flow before dividends, growth capital expenditure, pension contributions & financing cash flows

Total Shareholder Return  Ratio of opening market price per share to closing market price per share less opening market price per share plus dividends per
(“TSR") share during the period

TraVi S Pe r ki n S pie 2014 Operational Briefing — 27 November 2014 99



ll. Definitions (continued)

Metric

Definition

Site visitors

House Builders Federation Survey / monthly / September 2014 / Balance score compared to a year ago

Site reservations

House Builders Federation Survey / monthly / September 2014 / Balance score compared to a year ago

Mortgage approvals

Bank of England & British Bankers Association / monthly / September 2014 / number of approvals % change year on year

Housing transactions

HM Revenue & Customers / monthly / September 2014 / number of houses sold above £40k % change year on year

Housing prices

Nationwide & Halifax / monthly / October 2014/ house price inflation % change year on year

Consumer confidence

GFK / monthly /Oct 2014/ index score - movement on previous year

Climate for purchases

GFK / monthly / Oct 2014 / index score - movement on previous year

Equity withdrawal

Bank of England / quarterly / Q2 2014 / Change in Equity withdrawal as % of net earnings

Retail sales growth

British Retail Consortium / monthly / October 2014 / LFL % change year on year

Architect work load

Mirza and Nacey Survey / quarterly / Q2 2014 / Index

Construction output

Construction output YTD ONS / monthly / Sept 2014 / % change year on year

Trade confidence

Travis Perkins survey/ quarterly / Q3 2014 view of Q4 2014 / Balance score

Expected workload

Federation of Master Builders / quarterly / Q3 2014 view of Q4 2014 / Balance score % increase year on year

New construction orders

Travis Perkins *

Office for National Statistics / quarterly / Q2 2014 / % change year on year
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CONTACT.

ﬁ Q
Matt Johnson | +44 7584 491 284

matt johnson@travisperkins.co.uk TraVIS Perklns ple




