






























































































































































































































































































































































Syndication & Services

We are using two levers to effect a capital-lighter
business model

I Syndication:
I Is both capital-lighter than net financing
revenue and economically superior;

I Accelerates net revenue recognition and the
velocity of free cash flow ('FCF’); and

I Deleverages our balance sheet, liberating
capital to be reinvested in the business or
returned to shareholders.

I Services revenue requires minimal investment
(net working capital) to support growth and has
increased to 52% of net revenue in Q3 2022 (with
syndication revenue accounting for another 6%).
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We syndicate when it’'s
economically superior

We write leases with the intention of holding them
on-book.

We enhance economics through syndication,
driving superior yields.

We monetize tax benefits that Element could not
otherwise use for years.

We are guided by the strategic imperative to
maintain an investment grade balance sheet
target tangible leverage range and tax
optimization considerations.
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Syndication market

U.S. equipment lease

$30,000 syndication market (volumes)
I The $25-30 billion U.S. equipment lease
syndication market is deep and attractive.
$25,000
I Element finance receivables’ low loss rates (single
digit bps) drive consistent syndication investor
demand for our assets throughout the years and 45000
business cycles.
I Tax benefits that come with U.S. syndicated assets
are very attractive to U.S. investors. HSeo
I Our ability to scale our syndication activity at
yields that continue to be economically superior is 0,000
a proof point of market appetite.
$5,000
$0

2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021

m Market volume Element volume

element 1. The Monitor Daily, RAM Group Holdings 19



On-book net earning assets decrease as

syndicated assets and pre-tax return on O rig i n s Of q cq pitq I —

common equity (pROCE) grow

= lighter business model

securitization (asset-backed securities).

I Syndication — selling the assets to an investor on
14% a non-recourse basis — was limited to managing
credit exposure and rarely exceeded $500 million

in volume in any given year.

I As we sought to rapidly return our balance sheet
to investment grade (and fund the early
financing requirements of Armada) we bore

= 10% down on syndication as the means to do so,

2019 2020 2021 2022 . : :
revealing an opportunity to pursue a capital-
mmm Netearning assets ($) Syndicated assets ($) PROCE (%) |Ig hter business model.

$7,000

I Traditionally, Element has held its fleet vehicle
$10,500 I | | I 16% assets on-book, primarily funding same through
I v

$3,500 12%
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Evolution of capabilities

Our best-in-class syndication capabilities:

I We conduct robust securitize vs. syndicate analysis
focused on economic return.

I We have an experienced team with proven track
record through business cycles.

I We create competition for attractive assets,
thereby optimizing pricing.

I Our clients are not exposed to syndication as
Element plays the facilitator role.

I We can create bespoke interest rate hedges
associated with specific groups of lease assets to
protect yield.

element

2018 2019 2020 2021 2022
Investment grade $588 $2,263 $2,233 $1,940 $732+
Sub-investment grade -- $636 $579 $663 $451+
Portfolio transactions == == == $48 $866+
Canadian transactions == == == == $14+
Total $588 $2,898 $2,812 $2,652 | ~$3,000
# of investors in
Element syndicated 6 12 23 28 32+

assets
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Optimizing syndication

Syndication is a core component of our strategy,
representing recurring revenue and access to
capital.

Results to-date are predictive of future success:

From price-taker to competitive bidding;
Increased number of buyers 5-fold;

Grown number of client names and breadth of
credits syndicated,;

Executed portfolio deals (mixed credits);
Grown volume each of last 4 years;

Expanded geographically into Canada, and
evaluating Mexico.
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Remarkable financial impact

2020 2021 2022

cyndicatoa: | As reported | SRS Ne ol Asreported | NAS WS N | As guided
Adjusted EPS $0.81 $0.85 $0.77 $0.84 | $0.90-0.94 $1.03-1.07
FCF per share $1.00 $1.02 $0.98 $1.05 $113-118 | $1.27-1.32
PROCE 13.8% 14.0% 13.9% 15.4% 15-16% 18-19%
weighted Avd. | 430y 439M 439M 423M | 435-445M 390-400M

element

1. This unaudited pro forma financial information summarizes the results as if syndications had not been completed by the Company for the years presented.
This information may not necessarily represent the full impact on results of operations had the Company decided not to syndicate in these years.
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~b-year performance

Net revenue Free cash flow per share
$300 $0.35
o, CAOR

$280 o o% CAR $0.30 92.0% €
$260 $0.25

240
° $0.20
$220

$180 $0.10

2018 ‘ 2019 ‘ 2020 ‘ 2021 ‘ 2022
Quarterly operating margin Tangible leverage ratio
60% ,
e%Por\S‘o“ 10.0x
56 % | 460 o)% 9.0x )
% ' S billio L

52% 8.0x N reduction jp, leverage

48% 7.0x

44% 6.0x

40% 5.0x

2018 ‘ 2019 ‘ 2020 ‘ 2021 ‘ 2022
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Full-year 2023 results'

PERFORMANCE

I $1140-1,170 million net revenue

2023 & LOng— I 54-55% operating margin
term g u idq nce I $1.45-1.50 free cash flow per share

Long-term outlook
I 6-8% annual net revenue growth
I Continued operating margin expansion

I Double-digit annual free cash flow per share
growth

Qo
O element 1. Based on a CAD:USD exchange rate of 12911 126
O
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Jacqui McGillivray
Chief People & Social Impact Officer

Jacqui is accountable for Element’s ESG
strategy, which includes our Diversity, Equity &
Inclusion and Corporate Social Responsibility

Presenter efforts

She is also responsible for Element’s global
balanced scorecard, people and
organizational performance, talent
management and development,
compensation and benefits, real estate and
communications.

Prior to Element, Jacqui held senior HR

leadership roles at Royal Bank of Canada and
major energy producers.

O,
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ESG

Highlights ettt

[ ] [ [ J
Governance: We dre top ranked in Canada by The e
Globe & Mail national newspaper. SN MELLLE e o o
Social: We are driving:
I Diversity, Equity & Inclusion — by closing the pay ¢
equity gap and exceeding our diverse hiring
goals; o o o
I Employee Engagement — over 90% of our
people participated in our recent annual e o o
employee survey, resulting in an 82%
engagement score; and
[ [ J [ [ J [ ] [ [ J

! Community Impact — by focusing donations on &
priority areas and encouraging increased
employee volunteerism.

Environmental: We are in the process of inventorying
GHG emissions (scopes 1-3).

Q
QO
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Sustainability

Our sustainability milestones include:

I Joining the UN Global Compact,
demonstrating our commitment to
sustainability principles;

I Increasing our standing from bronze to silver
with EcoVadis; and

I Joining the Ceres Corporate Electric Vehicle
Alliance.

We also have over 4,700 diverse suppliers -
businesses owned by women, BIPOC, members
of the LGBTQ+ community, and veterans - in our
service networks; and we make it easy for our
clients and their drivers to specifically identify
and choose to utilize these diverse suppliers.
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Avninder Buttar
Vice President, Strategy

Avninder joined Element last year and oversees
the company’s EV and sustainability strategy.

P rese nte r His role merges his passion for sustainability

with his background in corporate strategy,
which included roles at Accenture Strategy,
Hudson'’s Bay Co. and CSA Group.

He has an engineering degree from Toronto
Metropolitan University and an MBA from the
lvey Business School at Western University.

O,
(@
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Pole position

Element is best positioned to lead our ° & o o o o o
industry through the gradual electrification

of automotive fleets over the next decade. ® o o o o o o

element 133



ELECTRIC VEHICLES

. .. Arc by Element
e o o I Global offering.

Wing-to-wing EV solution, tailored to
availability and infrastructure in each

S geography.

I Ongoing expansion of the Arc product
portfolio as we innovate EV-specific
offerings.

O,
O,
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Strategic partnerships

ELECTRIC VEHICLES
How we
do EVs best

Strategic Consulting Services (‘SCS’)

Learnings from New Zealand, Arval

Q
@)
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Global pilot program launches

. Market validation

50

40 e

" We see proof of our leadership in the form of:

20 I Strategic partnerships;

10 I Pilot participation growth; and

0

2021 2022 I eVUM growth.
Global eVUM lllustrative eVUM purchasing
roadmap for a light vehicle fleet
26,000 6,000 60%
25,500 5,000 50%
25,000 4,000 B 40%
24,500 3,000 30%
24,000 2,000 ' ’ 20%
23,500 1,000 10%
23,000 0 0%
2021 2022 2023 2024 2025 2026 2027 2028 2029 2030
m BEV = HEV ICE Greenhouse gas reduction (%)

element 1. Electric vehicles under management (eVUM) consists of battery electric, plug-in hybrid, and hybrid electric vehicles under management, rounded to the nearest hundred vehicles. 136



ELECTRIC VEHICLES

Favourable economics

I Higher vehicle prices and opportunities to finance
charging infrastructure will improve net financing
and syndication revenue.

I New services revenue opportunities will more than
make up for “lost” fuel and a slice of maintenance
revenues.

I EVs are already accelerating our success
converting self-managed fleets.

O,
O,
Ooelement

Higher Capital Costs
= Higher Net Financing
and Syndication Revenue

Charging Infrastructure
Financing, Maintenance

and Support
Fuel Cards & Electricity

Comprehensive
Telematics

EV Incentive Recovery

EV Adoption Advisory

Maijor Drivetrain
Maintenance [ Repairs

Fuel Cards & Petroleum

Oil Changes
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Confidence in
sustainability

Clients want to electrify — in most cases,
“eventually,” but that day will come.

We are investing to maintain the pole position.

There is a societal imperative to electrify, and
corresponding government and regulatory
incentives and bans.
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Chris Gittens
Chief Digital Officer

Chris is focused on leading and advancing
Element’s digital strategy, systems, and tools to
drive scale, enhanced security and new

P rese nte I"1 revenue growth opportunities aligned with our
consistent, superior client experience.

He has been in the fleet industry for more than
a decade and was previously President of
Canada for Element.

Ooelement 1. Although not formally presenting at Investor Day, as a member of Element’s Executive Leadership Team, Chris will participate in the Q&A at Investor Day 140



Izzy Kaufman
Treasurer

Izzy is responsible for executing Element’s best-

in—-class funding strategy, and overall

development and optimization of the

P rese nte I"1 company's capital structure and debt
programs. He is also responsible for managing

the company’s credit, liquidity, interest rate,
and FX risk position.

Izzy joined Element in 2019 and brings more
than two decades of experience in treasury at
leading financial services companies.

Ooelement 1. Although not formally presenting at Investor Day, as a member of Element’s Executive Leadership Team, Izzy will participate in the Q&A at Investor Day 141



David Colman
General Counsel

David manages the legal, regulatory and
governance functions of the business. He is
also responsible for the continuous

P rese n te I"1 improvement and automation function at

Element.

David joined Element in 2017 after five years at
Blake, Cassels & Graydon, LLP.

As General Counsel, David is responsible for the
efficient negotiation of client contracts, for
ensuring Element’s compliance with its legal
obligations, for supporting Element’s Board of
Directors, and for finding and promoting
opportunities for Element to continuously
improve the way it works and operates.

Ooelement 1. Although not formally presenting at Investor Day, as a member of Element’s Executive Leadership Team, David will participate in the Q&A at Investor Day 142



Michael Barrett
Vice President, Investor Relations

Mike joined Element in October 2018, prior to
which he ran a small business with a mission-
critical fleet. Mike also has experience as an

P rese nte I"1 investment banker and a lawyer. He earned
MBA & JD degrees from the University of
Victoria and a BA from McGill University.

Ogelement 1. Although not formally presenting at Investor Day, Mike will moderate the Q&A 143
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Jay Forbes
President & Chief Executive Officer

Jay joined Element as President & CEO in mid-
2018 and has led the Transformation of the

[ J
C I os I n g company and the implementation of Element’s

growth strategy:

I Securing industry-leading client satisfaction
re m q r kS and retention;

I Deepening the engagement and
capabilities of Element’s employees;

I Creating a scalable operating platform that
delivers a consistent, superior client
experience with minimal operating risk; and

I Generating more than $5.6 billion in
shareholder value and a path to further
value creation for years to come.

O,
(@
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Three takeaways

Low-risk organic revenue growth atop our
industry-leading scalable operating platform
means expanding margins and growing free cash
flow on an annuity-like basis.

Our capital-lighter business model enhances ROE,
enables us to actively manage our balance sheet
(leverage) and accelerates the velocity of free
cash flow.

Our business has very modest reinvestment
needs, allowing us to return the vast majority of
free cash flow to investors by way of growing
common dividends and ongoing share buybacks.

element
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Common share performance

EFN market cap” EFN vs. Top 10 TSX-60 TSR EFN vs. S&P TSX Index TSR over the period”
o 12
performers over the period
EFN Total Shareholder Return  — S&P TSX Index TSR
$8,000 350% 350%
300% 300%
e 000 250% 250%
200% 200%
$4,000
150% 150%
$2,000 100% 100%
50% 50%
$0 0% 0% —— P s ¥ — M
MayT, | Nov.22, CCO CSU IFC CNQ ATD L CP SHOP TRI TOU EFN W
2018 2022 (50%)

1. Bloomberg
element 2. May 11, 2018 (the day prior to the announcement of Jay Forbes’ appointment as Element CEO) through November 22, 2022 147
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OEM production delays SRR

I As forecast, automotive OEM production volumes
are gradually improving. We expect this to e o o o o o o
continue.

I That said, volumes remain low by historical °© 0 0o o o 0 <
standards. We expect that to remain the case
through the first half of 2023. o o o o o o o

I This will result in the continued deferral of
portion of our growing revenues, operating ¢ & 0
income and cash flow, as would-be originations
remain in our global order backlog awaiting new ® o o o o o o
vehicles.

I With expectations of OEM production capacity
improved in 2023, we anticipate our excess order
backlogs will begin to recede in the second half of .
next year.

element 149



CURRENT EVENTS

5 00 0 0 o C Inflation

I Inflation is additive to Element’s profitable revenue
° ° ° ° ° ° ° growth.

I Net financing revenue benefits from rising vehicle
e prices, as does syndication revenue when we
choose to transact on those leases.

© & o o o o o I Services revenue benefits from inflation as the
growing cost of maintaining, repairing and fueling

e o o o o o o vehicles result in higher fee bases.

[ ] ([ ] [ ] [ ] ([ ] [ ] ([ ]

Most importantly, rising vehicle operating
costs drive greater demand for Element’s
services, as clients (and prospective clients)
seek to control and optimize TCO.

O
O
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Industry consolidation SR

I Consolidation in our industry by established, long-
term-return-driven investors bodes well for the 5~ o o o o o oo
health of fleet management and, as market
leader, the health of Element’s business.

I The current round of industry consolidation has
and will continue to afford us ample opportunity e o o o o o o
to steal market share from our competitors.

I We see no need for Element to pursue higher-risk, ° ° ° o o o
inorganic growth when an estimated half to two-
thirds of the addressable markets in which we o o o o o o o

operate remain unpenetrated.

element 15



Element’s resilient business model

element
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Rising interest rates

I Element’s business model is largely agnostic to
interest rate movements.

I We match-fund our leases on interest rate type
(fixed vs. floating) and duration.

I We originate at deliberate interest
margins/spreads, which are preserved for the life
of the asset on our balance sheet.

I A declining interest rate environment is equally
benign for our business.
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Recession C e e e e e

I Our value proposition - lower the total cost of
clients’ fleet operations - is even more compelling e o o o o o o
in a recessionary environment.

I Our “credit first, collateral second” approach A
protects investors from any material escalation of
credit losses. o o o o o o o
I Our leases are typically among the first contracts
affirmed in a bankruptcy, because the associated * * * o & 0o 0
vehicles are essential to our clients’ ability to
continue operating their business and generating ® o o o o o o
revenue.

I Our cross-collateralized leases and active
collateral gap management protocols have
proven effective in the exceedingly rare cases of .
client liquidation.

element 154
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