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Forward-Looking Information

This presentation contains statements about the Company’s business outlook, objectives, plans, strategic priorities and other statements that are not historical facts. A 
statement we make is forward-looking when it uses what we know and expect today to make a statement about the future. Forward-looking statements may include words 
such as aim, anticipate, assumption, believe, could, expect, goal, guidance, intend, may, objective, outlook, plan, seek, should, strategy, strive, target, and will. Forward-
looking statements in this presentation include, but are not limited to, statements with respect to: expectations with respect to the economy and associated impact on the 
Company’s financial results; the estimated annualized cost savings and anticipated restructuring charges related to actions taken by the Company in response to the 
economic downturn; anticipated generation of free cash flow, and its expected use; and expected target range of Debt Ratio. All such forward-looking statements are made 
pursuant to the ‘safe harbour’ provisions of applicable Canadian securities laws. 

Unless otherwise indicated by us, forward-looking statements in this presentation describe our expectations at August 17, 2009. Except as may be required by Canadian 
securities laws, we do not undertake any obligation to update or revise any forward-looking statement, whether as a result of new information, future events, or otherwise. 

Forward-looking statements, by their very nature, are subject to numerous risks and uncertainties and are based on several assumptions which give rise to the possibility 
that actual results could differ materially from our expectations expressed in or implied by such forward-looking statements and that our business outlook, objectives, plans, 
strategic priorities and other statements that are not historical facts may not be achieved. As a result, we cannot guarantee that any forward-looking statement will 
materialize. Factors that could cause actual results or events to differ materially from those expressed in or implied by our forward-looking statements include: general 
economic and credit market conditions; foreign exchange rates; commodity prices; the level of customer confidence and spending, and the demand for, and prices of, our 
products and services; our dependence on the continued market acceptance of Caterpillar’s products and Caterpillar’s timely supply of parts and equipment; our ability to 
continue to implement our cost reduction initiatives while continuing to maintain customer service; the intensity of competitive activity; our ability to raise the capital we need 
to implement our business plan; regulatory initiatives or proceedings, litigation and changes in laws or regulations; stock market volatility; changes in political and economic 
environments for operations outside Canada. Forward-looking statements are provided in this presentation for the purpose of giving information about management’s 
current expectations and plans and allowing investors and others to get a better understanding of our operating environment. However, readers are cautioned that it may 
not be appropriate to use such forward-looking statements for any other purpose. 

Forward-looking statements made in this presentation are based on a number of assumptions that we believed were reasonable on the day we made the forward-looking 
statements. Some of the assumptions, risks, and other factors which could cause results to differ materially from those expressed in the forward-looking statements 
contained in this presentation are discussed in the Company’s 2008 Annual Information Form (AIF) on pages 31-44 and in the Market Outlook section of the quarterly 
MD&A. 

We caution readers that the risks described in the AIF are not the only ones that could impact us. Additional risks and uncertainties not currently known to us or that we 
currently deem to be immaterial may also have a material adverse effect on our business, financial condition, or results of operations. 

Except as otherwise indicated by us, forward-looking statements do not reflect the potential impact of any non-recurring or other unusual items or of any dispositions, 
mergers, acquisitions, other business combinations or other transactions that may be announced or that may occur after the date hereof. The financial impact of these 
transactions and non-recurring and other unusual items can be complex and depends on the facts particular to each of them. We therefore cannot describe the expected 
impact in a meaningful way or in the same way we present known risks affecting our business.

Additional information relating to the Company, including the Company’s AIF, annual report, management information circular, and other filings with Canadian securities 
regulators, can be found on the SEDAR (System for Electronic Disclosure and Retrieval) website at www.sedar.com.

All amounts in this presentation are in Canadian do llars unless otherwise noted
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Finning International (TSX:FTT)

� World’s largest Caterpillar 
equipment dealer

� Exclusive rights in three 
diverse regions
� Operate in two of the  

world’s best heavy 
equipment territories

� Market cap - $2.7 billion

� 2008 revenue - $6.0 billion

� YTD 2009 revenue –
$2.5 billion 

� 12,500 employees, including 
over 6,000 skilled 
technicians 
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Finning South America

UK Group

Finning (Canada)
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What Drives Value in Our Business?

Customer ValueCaterpillar Equipment Finning Service + =

� Strong customer relationships 

� Large installed equipment fleet

� Meeting customer need for maximum equipment uptime

Proven Reliability Unmatched Capabilities First with Customers
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Investment Proposition

� Resilient earnings
� Diversification across industries 

and lines of business

� Installed equipment fleet gives 
visibility on product support 
business

� High barriers to entry

� Profitability improvement
� Higher return on capital employed

� Strong balance sheet and 
financial position
� Low capital requirements

� Growth opportunities in mining, 
heavy construction and power 
systems
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Earnings Performance

* Adjusted for significant non-recurring items

2008: Second Best-Ever EPS Results 
Despite Economic Downturn
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Diversified by Line of Business

FY 2008 revenues YTD 2009 revenues

49% New 
Equipment 

Sales

7% Used 
Equipment 

Sales

12% 
Equipment 

Rental

32% Product  
Support 43% New 

Equipment 
Sales

8% Used 
Equipment 

Sales

11% 
Equipment 

Rental

38% Product 
Support
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FY 2008 New Equipment Sales

Diversified by Industry

YTD 2009 New Equipment Sales

Power 
Systems

18%

Other
7%

Forestry 2%
Petroleum 3%

Mining
43%

Construction
27%

Power 
Systems

23%

Other
7%

Forestry 1%

Petroleum 1%

Mining
50%

Construction
18%
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Large Equipment Generates the        
Highest Parts & Service Revenues

Average Annual Parts & Service 
Spend Per Unit Over 10 years

797 
Truck

793 
Truck

D11 
Dozer

24H 
Grader

D10 
Dozer

D6 
Dozer

950 
Loader

320 
Excavator

~300 797 trucks in our territories

0
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1.2
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0.2
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Installed Equipment Fleet Gives Visibility

� $13 billion in equipment sales (11,000+ large machines) in 
past 5 years

� Provides large non-cyclical product support revenue stream

Product support 
revenue ($B)

Cumulative # of 
large units sold 
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Profitability Improvement

� Cost reductions  

� Operational excellence

� Improved performance in the UK
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Cost Reductions

� On track to achieve $150 million
in annual SG&A savings
� ~45% headcount reductions

� ~55% managing other expenses and 
improved productivity

� 10% reduction in workforce

� Significant cost-cutting initiatives
� Depot and branch closure

� Reduced discretionary costs

� Reduced transportation costs

� Vehicle fleet rationalization

� Q2/09 SG&A down by 21% or 
$74 million from Q4/08
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Operational Excellence

� Improved productivity and 
EBIT margin
� Improved service planning and 

forecast practices

� Supply chain efficiencies
� Preferred vendor contracts

� Centralized freight management

� Increased skill level of 
technicians and supervisors

� Process re-engineering

� Implementation of new 
Enterprise Resource Planning 
system



14

Improved Performance in the UK

� Back office consolidation complete

� Reduced operating costs, prepared to cut costs further

� SG&A down 9% from Q4/08 in local currency

� Bright spots in coal mining and power systems

� Growth opportunities in product support

� Strategic review at Hewden underway
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Strong Free Cash Flow

� Strong operating cash flow

� Minimize working capital 
requirements

� Low rental fleet additions 
� Below $50 million in 2009 vs. 

$205 million in 2008

� Disciplined approach to capital 
spend

� Expect in excess of $300 million 
free cash flow in 2009

� Uses of cash
� Maintain dividends

� Reduce debt
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Strong Balance Sheet

� On plan to reduce debt 
� 46% at the end of June 2009, target lower end of 40% - 50% range 

� Approximately $450 million of bank facilities available
� No term debt maturities until 2011

� Investment grade ratings confirmed by DBRS and S&P



17

Mining – Key Growth Opportunity

� Large machines - more parts and service

� 24/7 business - heavy demands on equipment

� Many large customers – low cash cost producers

� Mining fleets – strong growth over last 5 years
� Strong market share

� Good product support visibility

� World class facilities - lowest “cost per ton” service

� People - best trained in the industry
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Outlook

� Challenging economic conditions 
impacting new equipment sales and 
rental

� Mining (including oil sands) remains 
active

� Heavy construction customers 
expected to benefit from 
government spending

� Residential construction, 
conventional oil & gas and forestry 
are slow, expected to remain weak

� Product support business remains 
solid
� Large equipment population

� Good visibility on product  support in 
mining
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“We Service What We Sell” Earl B. Finning, 1933

� Strong customer relationships drives value

� Operational excellence drives profitability

� Earnings resilience and visibility from product support on 
growing installed equipment base

� Continued growth opportunities in mining, heavy construction 
and power systems

Summary



Appendix
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Heavy Construction

� Strong relationships with many long-
term customers

� Reliable Caterpillar equipment is 
highly regarded

� Infrastructure opportunities
� Road building
� Site cleaning and preparation

� Ports, bridges, mass transit

� Mine site construction  

� Strong correlation between 
infrastructure spending and our 
construction business

� Attractive product support growth 
opportunity
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Power Systems

� 2008 Power Systems revenue = 
$897 million, 5 year CAGR = 14.5%

� Diverse range of customers
� Electric Power Generation (EPG)

� Conventional oil and gas
� Marine

� Industrial  

� Finning advantage – strong 
engineering capabilities

� Many large sophisticated power 
projects
� Data centres
� Biogas – to – Energy

� Opportunities beyond our 
geographic service territories
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Q2 2009 Results

Q109Q209/Q208 Q209/Q109Q208Q209(C$ millions)

5.5%7.0%5.2%EBIT margin

(8)(8)(15)Other income (expenses)
11%(310)15%(324)(275)SG&A

28.8%28.7%30.0%GP margin
(11%)394(21%)440350Gross profit

0.26
45

76

1,364

(28%)
(29%)

(44%)

(24%)

8%0.390.28Diluted EPS
7%6748Net Income

(21%)10860EBIT

(15%)1,5311,165Revenue

� New equipment sales down 40%, rental revenues down 29%, product support revenues remain solid, down 
2% over Q2/08

� SG&A costs down almost $50 million from Q2/08 and $74 million from Q4/08 reflecting headcount 
reductions and productivity improvements. On track to achieve annual SG&A reduction target of $150 
million

� Lower business volumes and decreased profitability in Canada and the UK affect EBIT performance

� Other expenses include $10 million restructuring costs ($0.04 per share) and $5 million IT system 
implementation costs ($0.02 per share). One-time tax benefit recorded in Q2/09 of $0.05 per share
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Cash Flow

6(57)-Net (expenditures)/disposals on rental fleet (2)

(22)(18)(27)Net (expenditures)/disposals on capital assets

(106)(118)52Changes in working capital items

(2)

120

(38)

155

140  Free cash flow

115Operating cash flow (1)

� Strong free cash flow = $178 million higher than in Q2/08. YTD/09 free cash flow up by $260 million over YTD/08

� Continued focus on: 
� Reducing inventories
� Better collections
� Tight equipment order management
� Strategic approach to capital spending
� Minimal rental fleet additions 

� Expect in excess of $300 million free cash flow for FY2009

� Net debt to total capital ratio = 46%. Expect to bring down to lower end of 40-50% target range by year end

� Adequate committed operating lines, almost $450 million loan availability

(1) Operating cash flow is defined as cash provided by (used in) operating activities before changes in working capital items, net (expenditures)/disposals on
capital assets and rental fleet

(2) Includes equipment leased to customers, net of disposals

Q109Q208Q209(C$ millions)


