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SAFE HARBOR PROVISION

This presentation contains forward-looking statements within the meaning of the federal securities laws. Statements that are not historical facts, including statements about
FLEETCOR'’s beliefs, assumptions, expectations and future performance, are forward-looking statements. Forward-looking statements can be identified by the use of words such as
“anticipate,” “intend,” “believe,” “estimate,” “plan,” “

terminology.

" u ” u

seek,” “project” or “expect,” “may,” “will,” “would,” “could” or “should,” the negative of these terms or other comparable

These forward-looking statements are not a guarantee of performance, and you should not place undue reliance on such statements. We have based these forward-looking
statements largely on preliminary information, internal estimates and management assumptions, expectations and plans about future conditions, events and results. Forward-
looking statements are subject to many uncertainties and other variable circumstances, such as regulatory measures, voluntary actions, or changes in consumer preferences, that
impact our transaction volume, including social distancing, shelter-in-place, shutdowns of nonessential businesses and similar measures imposed or undertaken in an effort to
contain and mitigate the spread of the coronavirus (including any variants thereof, “COVID-19”) or new outbreaks thereof, including in China; the impact of vaccine mandates on
our workforce in certain jurisdictions; adverse changes or volatility in fuel prices and spreads and the current inflationary environment; adverse changes in program fees or charges
we may collect, whether through legal, regulatory or contractual changes; adverse outcomes with respect to current and future legal proceedings or investigations, including
without limitation, the FTC lawsuit, or actions of governmental, regulatory or quasi-governmental bodies or standards or industry organizations with respect to our payment cards;
delays or failures associated with implication of, or adaption to, new technology, changes in credit risk of customers and associated losses; failure to maintain or renew key
business relationships; failure to maintain competitive product offerings; failure to complete, or delays in completing, acquisitions, new partnerships or customer arrangements;
and to successfully integrate or otherwise achieve anticipated benefits from such acquisitions, partnerships, and customer arrangements; failure to successfully expand and
manage our business internationally; and other risks related to our international operations, including the impact of the conflict between Russia and Ukraine on our business and
operations, the potential impact to our business as a result of the United Kingdom’s referendum to leave the European Union; the impact of foreign exchange rates on operations,
revenues and income; and the failure or compromise of our data centers and other information technology assets; as well as the other risks and uncertainties identified under the
caption "Risk Factors" in FLEETCOR's Annual Report on Form 10-K for the year ended December 31, 2021 filed with the Securities and Exchange Commission (“SEC”) on March 1,
2022 and subsequent filings with the SEC made by us. These factors could cause our actual results and experience to differ materially from any forward-looking statement made
herein. The forward-looking statements included in this presentation are made only as of the date hereof and we do not undertake, and specifically disclaim, any obligation to
update any such statements as a result of new information, future events or developments, except as specifically stated or to the extent required by law. You may access
FLEETCOR’s SEC filings for free by visiting the SEC web site at www.sec.gov.

This presentation includes non-GAAP financial measures, which are used by the Company as supplemental measures to evaluate its overall operating performance. The Company’s
definitions of the non-GAAP financial measures used herein may differ from similarly titled measures used by others, including within the Company's industry. By providing these
non-GAAP financial measures, together with reconciliations to the most directly comparable GAAP financial measures, we believe we are enhancing investors’ understanding of
our business and our results of operations, as well as assisting investors in evaluating how well we are executing strategic initiatives. See the appendix for additional information
regarding these non-GAAP financial measures and a reconciliation to the most directly comparable GAAP measure.
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TODAY’S AGENDA

EV Acquisition ... Plugsurfing

EV Strategy Discussion

= EV Ecosystem

= FLEETCOR'’s EV Strategy & Assets
= Opportunity

= Case Study
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EV ACQUISITION
Plugsurfing - a European EV network and SAAS provider to OEMs, Fleets, Consumers
and Charge Point Operators (CPOs) ... which will accelerate FLEETCOR'’s EV strategy

Acquisition Snapshot Investment Thesis

Plugsurfing

Business Description

EV charging network & software solutions provider in Europe

Provisioned to EV drivers via OEMs and directly, as well as offering

operating software to CPOs

Key Assets and Capabilities

Customers ... ~150k active users, 11 OEMs and 29 CPOs

European EV Network ... over 300,000 charge points (~80% of sites
in EV)

Software ... driver app with locations, pricing, availability
Employees ... ~100 employees with deep EV experience

Brand Name ... strong brand recognition across Europe

EV Strategy Accelerator ... immediate addition of critically

important EV assets and capabilities

Broadens Addressable Market ... position in consumer EV market
via established relationships with EV vehicle OEMs and as an

enabler to CPOs

Synergistic with other EV investments ... Fits with our investment

in Zap-Map and Mina to provide best in class EV products globally

Estimate the Plugsurfing acquisition will be approximately $0.04 dilutive ROY 2022
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NEW EV ECOSYSTEM

The EV ecosystem is developing with established players participating alongside new
market entrants...driving competition, but also opportunities

Internal Combustion Electric Vehicles
EV ECOSYSTEM Engine (ICE) (EVs)

. Traditional OEMs
f=§ Manufacturers Traditional OEMs £V Only OEMs
’ Energy Oil Companies Utilities
/_\ . o . o
==q Retailers Gas Stations Gas Stations with EV retrofit

Charge Point Operators (CPOs)

Open Loop Open Loop
% Payment Networks Private Label Private Label
Proprietary Proprietary
Card Management system
P software Card Mansgement sstem ST s

At Home Reimbursement
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FLEETCOR’S EV STRATEGY

FLEETCOR’s EV strategy is to use the EV assets we’ve assembled to deepen penetration
of the commercial fleet segment ... and to enter the consumer EV market

EV Assets Customer Segments

EV Networks

EV Software

At Home / Work
Recharging

Europe: >300k chargepoints
UK: 7.5k chargepoints

US: 125k chargepoints

Driver Apps: mapping, availability,
payment

CPO operating system & payments

EV & ICE issuing system & fleet
manager Ul

Measure and Reimburse

* Europe: Plugsurfing

UK: Mina

US: Motorq

® 000
o7

= U

Consumers
(Direct and
Partners)

Commercial

Fleets (Existing
& New)

CPOs,
Merchants
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EV STRATEGY ... EXISTING COMMERCIAL FLEET CUSTOMERS
The transition to EV gives FLEETCOR an opportunity to do more for its existing fleet

customers with new EV-specific products and services that removes the complexity of
managing “mixed fleets”

Existing Fleet Customers

* Unique “one-stop shop” * EVrevenue per account similar to ICE due to new
* Fuel cards + EV charging on-road + EV charging at home services (e.g. home charging Saas fees)
« Reduces complexity of mixed fleets * Market still evolving... energy prices, unsustainable

taxation, dynamic MDR rates
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EV STRATEGY ... NEW COMMERCIAL FLEET CUSTOMERS

FLEETCOR can win many more new fleet customers by (1) leveraging the “one-stop shop”
with EVs to win new fuel card business and (2) selling EV-specific solutions that can co-exist
with existing bank & fuel cards

New Fleet Customers

* EV fleet management creates complexity * Attract new fleet customers with an integrated “one-stop

* Fleets using bank credit cards for commercial fueling sl celludio v UEE & Y

will need help... * FLEETCOR’s standalone EV solution may “co-exist” with

- . . . incumbent ICE bank credit card payment methods
- Finding, paying, and reporting on public
recharge transactions

- At home recharging...reimbursing employees
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EV STRATEGY...MARKET OPPORTUNITY 2030

The consumer EV market will be sizeable, representing a ~$2B revenue opportunity
across geographies that are leading the way on EV adoption ... FLEETCOR plans to go
after this directly and through partners

Total Market
Opportunity (USD

Vehicles in use, millions

Annual Rev per

Country vehicle (USD)

|
Total Vehicles 299 300 I :
&) I !
] Consumer EV 3.7 39 25 . ~980 I
! I
North America as % of total vehicles 1% 13% : I
! ;
Total Vehicles 41 40 1 I
RN : !
| N4 Consumer EV 0.5 6 25 1 ~150 :
|
|
|
UK as % of total vehicles 1% 15% I :
: i
Total Vehicles 302 327 I |
|
|
|
Q Consumer EV 3.2 32 25 : ~800 1
|
|
Europe as % of total vehicles 1% 10% 1 :
I i
|
Total Consumer EV 7.4 75 25 1 ~1,930 :

:B , D , Bobit, , FLEE i . . .
Source: Bloomberg, Dataforce, Bobit, Statcan, FLEETCOR analysis FLEETCOR | Proprietary & Confidential 9



EV COMMERCIAL FLEET CASE STUDY

Virgin Media 02, one of the largest telecom firms in the UK, selected the Allstar EV
solution at home and on road in their journey to being fully electric by 2030

Supercharging our action
on climate change

Virgin Media 02 is a British telecommunications and mass
media company. It is one of the largest entertainment and
telecommunications operators in the UK, with 47 million
customers in 2021.

=  Number of employees: 18,000 in the UK

=  Fleet Size: 4,300 primarily vans

Commitment to being fully electric by 2030

= |nitially 300 vans

= Drivers will get their own EV charging hardware installed at
home ... with Virgin Media O2 reimbursing all expenses

As an existing Allstar fuel card customer, VMO2 came
to Allstar to help support EV transition

The new partnership started in August 2022 with
35 vehicles moving to Allstar One Electric &
Homecharge solutions

Plans to Increase to 150 vehicles by the end of
2022, with a further 150 EV’s to be delivered by
end of Q1 2023



CONCLUSIONS
FLEETCOR is well positioned to ride the EV wave and capitalize on new
revenue & growth opportunities

CONCLUSION

The EV ecosystem features both existing established players and new
entrants who are trying to seize the EV opportunity.

Q EV Ecosystem

The transition to EV is an opportunity for FLEETCOR to penetrate further
9 EV Opportunity the commercial fleet segment.

Consumer EV is an entirely new incremental opportunity for FLEETCOR

o FLEETCOR’s EV FLEETCOR is assembling the key EV assets and capabilities to
Strategy compete in the space
o Progress Large, sophisticated fleets are already choosing FLEETCOR'’s EV solution,

with many attracted to the “one-stop-shop” offering






