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Performance Highlights

= Like-for-like growth and market share gains

= Pricing remains fierce — pressure on gross margins

= Disappointing performance in France and Nordics

= Share gains in North America and UK

= Cost reduction initiatives executed and more planned
= Strategic options in France being evaluated

= Group synergies
— Business model development
— Productivity / operating leverage

= Ongoing trading profit +10% EPS +18%

= £350m capital return - efficient and sustainable balance sheet

‘°’ WOLSELEY



Business Environment
= North America remains reasonable

= European markets declining
— Consumer confidence worsening
— Unemployment increasing
— Housing starts / transactions / prices depressed
— Industrial and commercial activity slowing again

= Very challenging pricing environment

= Markets tough but Wolseley well positioned
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Financial Highlights

Like-for-Like
2012 2011 Change Change
Ongoing revenue £12,716m £12,061m +5.4% +3.8%
Ongoing gross margin % 27.5% 27.7% (0.2%)
Ongoing trading profit* £658m £596m +10.4%
Ongoing trading margin % 5.2% 4.9% +0.3%
Goodwill impairment (E353m) (£39m)
Net cash / (debt) £45m (£523m)
Headline EPS* 168p 143p +17.8%
Dividend per share 60p 45p +33%

=  Extra trading day in 2012 was worth c. £6 million of trading profit; one less day in 2013
= FXgainin 2012 was nil; at current rates £16m lower trading profit in 2013

* Before exceptional items and the amortisation and impairment of acquired intangibles
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Like-for-like growth

Q4 Q1 Q2 Q3 Q4

last year thisyear thisyear thisyear this year

USA +7.4% +10.2% +7.4% +9.4%  +6.7%
Canada (2.2%) +1.7% +4.9% +7.9%  +4.5%
UK (2.9%) (3.3%) (24%) (0.4%) +3.5%
Nordic +1.6%  +2.3% +6.6% (1.7%) (2.9%)
France +1.7%  +2.5% +4.4% (6.1%)  (5.6%)
Central Europe +0.6%  +0.5% +2.2% (0.1%) +0.7%
Ongoing businesses +3.2% +4.8% +5.0% +3.8% +2.9%
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Like-for-like

£m 2012 2011 Change Change
Revenue 6,168 5500 +121% +8.4%
Trading profit 389 314 +23.9%

Trading margin 6.3% 5.7%

Branches 1,274 1,261

Headcount 18,245 17,481

WOLSELEY



Like-for-like

£m 2012 2011 Change Change
Revenue 850 811 +4.8% +4.5%
Trading profit 49 39 +25.6%

Trading margin 5.8% 4.8%

Branches 220 221

Headcount 2,607 2,693

WOLSELEY



UK ongoing*

Like-for-like
£m 2012 2011 Change Change
Revenue 1,670 1,655 +1.0% (0.8%)
Trading profit 92 89 +3.4%

Trading margin 5.5% 5.3%
Branches 919 933
Headcount 5,913 6,234

* Excludes Build Center, Encon and Bathstore
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Nordic ongoing*

Like-for-like
£m 2012 2011 Change Change
Revenue 2,062 2,060 +0.1% +1.1%
Trading profit 96 113 (15.0%)

Trading margin 4.6% 5.5%
Branches 264 255
Headcount 6,340 6,375
* Excludes Woodcote
T Denmark GDP . Sweden GDP sz Finland GDP
80% 1 4.0% -
4.0% 3.0% A
2.0% A
2.0% A
1.0%
(05%) - Q410 Q111 Q211 Q311 Q411 Q112 2 - Q410 Q111 Q211 Q311 Q411 Q112 Q212 - Q410 Q111 Q211 Q311 Q411 Q112 Q212
(1.0%) -
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France ongoing*

Like-for-like
£m 2012 2011 Change Change
Revenue 1,252 1,317 (4.9%) (1.4%)
Trading profit 30 46 (34.8%)

Trading margin 2.4% 3.5%
Branches 313 322
Headcount 5,293 5,421
* Excludes Brossette

2:5% France GDP

1.5%

1.0%

0.5%

2.0% -

IIIIIIL

Q410 Q111 Q211 Q311 Q411 Q112 Q212
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Central Europe ongoing*

Like-for-like

£m 2012 2011 Growth Change
Revenue 714 718 (0.6)% +0.8%
Trading profit 30 31 (1.8%)

Trading margin
Branches

Headcount

* Excludes ltaly

4.2% 4.3%
142 144
2,023 1,965

4.0% - .
Switzerland - GDP
3.0% 4
2.0%

1.0%

Q410 Q111 Q211 Q311 Q411 Q112 Q212

2.5% 1
2.0% A
1.5% A
1.0% A

0.5% -

(0.5%) -

(1.0%) -

Netherlands- GDP

Q410 Q111 Q211 Q311

5.0% 1

4.0% A

3.0% 4

2.0% A

1.0% A

Austria- GDP

Q410 Q111 Q211 Q311 Q411 Q112 Q212
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Central and Other Costs

£m 2012 2011
Group costs 32 31
Other (4) 5

28 36

Group costs are not recharged to the regions
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Continental Europe Restructuring
= Need to adjust for challenging market conditions

= Sharp focus on cost control and reduction in place

= Review and challenge:
— Headcount levels
— Branch network
— Logistics, support and other infrastructure

= Restructuring charges expected to be at least £25m in 2012/13

; WOLSELEY



Operating Expenses of the Ongoing Business

£17m £(11)m

£(8)m
|
£43m
£59m
£28m
E(7)m = £27m
]
2011 Exchange Acquisitions / Pensions and Variable costs Pay rises and Restructuring Depreciation Credit Efficiency 2012
net new Share based from additional cost increases management savings

branches / E- payments volume
commerce
investment

i WOLSELEY



Trading Profit / Gross Profit in the Ongoing Business
21.4%

18.8%
17.9%

Other cost improvement since 2010

Labour improvement since 2010

14.9%
14.5%

2008 2009 2010 2011 2012

' WOLSELEY



Income Statement

£m 2012 2011
Trading profit 665 622
Losses on disposal (24) (51)
Amortisation (60) (75)
Impairment (353) (39)
Financing charges (30) (66)
Profit before tax 198 391
Tax (138) (110)
Discontinued operations (3) (10)
Profit for the year S7 271

i WOLSELEY



Financing and Tax

£m 2012 2011
Financing
Net interest charges 17 42
Pensions and provisions 9 18
Facility charges 4 6
30 66
Tax
P&L charge 138 110
Exceptionals, intangibles and other adjustments 20 42
Underlying P&L charge 158 152
Trading profit less financing charges 635 556
Effective tax rate 25% 27%

Had IAS19 changes been applied to 2012, financing charges would have been £10m higher

; WOLSELEY



Cash Flow

£256m

£61m

£(26)m

Disposals Investment
£(30)m
I

T T T T T T T T T

EBITDA Asset Business One-off Taxand Capex and  Working Dividends  Fx/other Reductionin
disposals disposals pension interest Acquisitions capital and net debt
payment provisions
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Capital Employed

£3.6bn
29%

£2.4bn

2008 2009 2010 2011 2012

£2.1bn e Adjusted Net Working Capital

Fixed Assets
=8—-Return on Capital Employed

exciuding goodwili

14%

Note: EU Payment Directive is to be implemented March 2013

i WOLSELEY




Net Debt, Pensions and Leases

. = Adjusted net debt

Reported net debt /

(cash)
£1,690m
£1,195m

£705m

]
£100m
2008 2009 2010 2011 2012
Net pension liabilities 236 341 432 360 358
Operating leases 1,503 1,329 1,292 1,126 842

Committed credit facilities >1 year of £1.4 billion

i WOLSELEY




Capital Structure Priorities

1. Organic growth

= Investment in IT, branch refurbishment and new branches up to £175m

= Working capital investment expected to be 12-13% of incremental sales

2. Dividends - progressive dividend policy

3. Acquisitions

= Hard synergies, properly integrated, meet investment criteria

No. Sales Trading Cost

(Em)  profit (Em) (Em)

USA 5 144 6 59
Nordics 5 34 - 17
10 178 6 76

4. Return of surplus cash to shareholders if / when appropriate

Operate within investment grade credit metrics, net debt / EBITDA of no more than 1x to 2x

i WOLSELEY



Dividend and Return of Capital
= Final dividend of 40p per share (full year of 60p per share; +33%), covered
2.8x by headline EPS:

Pence /
share £m
Interim 20 57
Final 40 115
Year 60 172

= H1 commitments of £270m (acquisitions (£30m); share scheme hedging
(£90m); pension funding (£150m))

= Special dividend of £350m, approximately 125p per share
= Net debt / EBITDA after fulfilling these commitments approximately 1.0x.

i WOLSELEY






Wolseley Strategy
Develop our great portfolio of strong businesses

Drive performance systematically across Group

3. Accelerate profitable growth

— organic / bolt-ons / adjacent businesses

Drive evolution of business models

nl\l r~v | VAL IM oOoLWInm Il' :

Uelver oroup syne

o 0 B

Underpin strategy with strong balance sheet
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1. Develop portfolio

Current Portfolio

Significant Disposals

14% Other
Brandon Hire

Encon

Electric Center

Number 2 Build Center
Bathstore

Brossette

Italy

Woodcote
46% Market | eader

Ivikli NTL == CTQiu T

Stock Building Supply

France

Evaluating strategic options
% of Group revenue

Great portfolio of strong businesses ]

’ WOLSELEY




Wolseley Strategy

2. Drive performance systematically across Group

WOLSELEY



Organic Growth - Performance Metrics |Gl

Customer service / employee engagement — Embedded across Group
Market share / wallet share — Embedded across Group
Financial reporting and performance review — Embedded across Group
Strategic plans by business unit — Embedded across Group
Dashboard / benchmarking by branch — Embedded across Group
Best practice sharing / execution — Indentifying, sharing, executing across Group
Productivity ratios — Embedded across Group

Productivity activity measures / benchmarking — Measuring

Process efficiency / lead indicators — Identifying

i WOLSELEY



Organic Growth - Performance Metrics

Customer Service Customer Service — By Customer

——————————
Warket Research - Pipe Up NPS Scores
FEI et Promoter Scare (NPS) erior somn | s51 aersge Hotable CustomerType Scores S —— = PIPE

Feb-2012 Aversge Score | 57.15 HVAC Contractors 5501 [+197pw =
Prior Month Avar=zs Score | 5753 o n Machznical Contractors. 516z |-1-0pt I (ENTER
15-mo Averaze Score 5550 Plumbinz Contractars 5335 | 035 pts il

[7272C77;7282245]
Tzt Promoter scor Drivers
1 - Overall Quality of Customer Servicz | s womn | 21 avsrszs #2 - Rate and Speed of Service prior sootn | £51 awerage

Feb-2012 Average Score X Feb-2012 Aversge Score 5
Prior Manth Avarzzs Scars 0 0 Friar Manth Avar=zs Sears = 0 0
T8-mo Aversge Score 16-mo Averess Score =
Correlation toNPS 5 Srrelztion to NPS RE

#3 - Range of Products Offered orize sazon | sziasrags || #4 - Relationship vith Associates | onssssern | co avsrsss =
Fab-2012, Average Score | 8.8 Fab-2012, Averags Score | 9.09 o
Frior Manth Averezs Scors | 5.80 0 n Frior Manth Averege Scors | 8.04 0 n
H 15-mo Avaraze scors 575 18-mo Avarags Scors 585 e
Correlation toNFE 305 Corrslation to NS EET o W
e Prici S s
#5-C Pricing erior eomn | v mverags #6 # Prod eror searun | £ awerage -
Feb-2012 Aversge Score | 7.78 Feb-2012 Aversgs Score "
Frior Manth Aversze Soors |7 72 n U Prior Month Aversge Score n w 0w
18-mo Average Scors 757 T8-mo Averags
Corrsiztion toiPS 355 Correiztion to » oo
___

#7 - Accuracy of My Call-In Order | erios vsan | s21avaraze | #8 - Accuracy & C of Billing | enor sasean | o1 aversse T T " 1 I
Feb-2012, Average Score 3.72 Feb-2012, Average Score 33 T 0 180%
Prior Wionth Avarsgs Scors | 5.69 0 0 Prior Mionth Avarsge Scors | 5.52 n n -
15-mo Averags Score S5 18-mo Aversgs Score 5.2%

Correlation toNPS 5% Corraistion toNPS S

Employee Engagement Local Market Share

Loyalty

| will recommend others to seek job with STARK
| expect to be employed by STARK in 2 years

I am proud of working for STARK
| rarely or never looking for other jobs 3 4%

Loyalty

11,6% i 7,2%

Satisfaction

| am always looking forward to going to work
| feel motivated by working for STARK -
| am willing to go an extra mile when needed
All'in all | am very satisfied working for STARK 5

[t

[ osseg snme

nx

Satisfaction

so%

[ Coining shavs

i WOLSELEY
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Organic Growth - Performance Metrics

Financial Reporting Dashboard ]

July 2011
==

=5
sy
ooy s
—— Customer Service
e ——
o o omer Rate | 9%Managed Pricing' | Net Promoter Score overall
[y
] Dec | Jan | Rak | Dec | Jan | Rank | Dec | Jan | Rank | Dec | Jan | Rank | Dec | an | Rank | score | mamk
raencurs
= Branch A 945|942 | 5 |384 443 12 977 961 5 100 | 9 | 18 |67.7 466 | 21 | 122 | 9
—
e o Branch 8 877 | 974 | 1 564|528 8 |99 956 8 | 100 | 98 | 10 732 721 7 | 68 | 1
o o
e coon
[ : "
o o Financial Performance

YTD Growth v Budget |  YTDGross Profit% | YTDGrowthvLFY | YTDLabouras% GP T Trading Profit % overall

(g
i Goal | % | Rank | Goal | % | Ramk % Rank | Goal % Rank | Goal | % | Rank | Score | Rank
[ —
|otmes coes % of emes Prem. Branch A o +0.2 24 100 100 7 40.1 3 50.2 518 27 100 102 19 16.5 18
[ e . o ot o
e Brancn s o | we | 13 | w0 | w | &1 | 1 10 | 458 | 495 | 24 | w0 | o1 | 24 | 193 | 2
s
(o mrens
e - . - - - T
e = e = a - = =
Jowne am - == ~ - - - - DTC Spot Ave. Working Capital 6PAK as % of Inventory DC Utilisation* AR > 60 Days Overall
fpar S - -
[ = E = i == - - - - FY11 | FY12 | Rank | Goal | % | Rank | Goal | % | Rank | Fi1 | Fi2 | Rank | Goal | % | Rank | Score | Rank
e - - =S~ . = -
e - S - - s Branch A 5o | 39 | 28 | 116 | 49 | 15 | 57 | 124 | 2 | 100 | e | 18 | so | 218 | 2 | z0 |
[ — — A% T T T Branch 8 9 | 194 | 17 | a9 | s7 | 18 | 57 | sz | 2 | 100 | 106 | 10 | so | 74 | 15 | 120 | 7

[ Productivity ]

FHITTiID Eff'.C'em ClpErEihg eEE. Improve Productivity and Lower Costs — Group Metrics
Gross Margin Improvements

51%  a9%  49%

Gross
Margin
%)

Labour cost as a % of gross profit Other costs as a % of gross profit Trading profit as a % of gross profit

m2009/2010 2010/2011 12011/12

Run Rate Delivel Product Review N Contract  Customer  Customer ivi H R . .
| Poraaeal Besnll (et IRl [BeSHe ] fersent oo [ Productivity metrics monitored across all business units ]
Terms Change" Label Raview

Review Products Radiator
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Group Performance Metrics

[ Return on Sales* ] [ Return on Capital Employed ]

2008 2009 2010 2011 2012
2008 2009 2010 2011 2012

*Ongoing businesses

i WOLSELEY



Wolseley Strategy

3. Accelerate profitable growth
— organic / bolt-ons / adjacent businesses

i WOLSELEY



Business Priorities

[ Business Unit Strategy ]

Gain share of existing customers and gain new customers

Best Customer

Preferred Vendor
Service

Relationship

\ Best Branch /

Most efficient operating model

34

[ Results Expected ]

Market
Share

Profitable
Growth

Improve
Productivity

Improve
Returns

WOLSELEY



Accelerate Profitable Growth

3. Accelerate profitable growth

A
Market Share J ( Gross Margin

— Customer service Pricing matrix

Customer terms

— New branches / channels / segments

— Bolt-on acquisitions Category management

Sourcing

Profitable

v

A

Growth

Improve Productivity Improve Returns

— Cost reduction — Investment
— Benefits of scale / leverage — Working capital efficiency

— Better business model

[ Many small improvements generate very good performance ]

i WOLSELEY




Market Share

— Improve customer service

Customer loyalty programme
— New customer segments
— B2C growth

Bolt-on acquisitions

—

Gross Margin

Pricing matrix compliance
Category management

Showroom sales

Profitable

N

\

Improve Productivity

— B2B e-commerce
— Distribution centre compliance

— National contact centre

Growth

RN

Improve Returns

IT investment

N

/

[

Drive consolidation, gain share, multi channels and new segments, improve leverage ]

36
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Canada

-

Market Share \ 1 /

— Improve customer service
— New branches

— Bolt-on acquisitions — limited availability

e

p

‘ Improve Productivity

Leverage new distribution centre
National organisation — benefits of scale
B2B

IT investment

Gross Margin \

— Pricing matrix compliance

— Distribution centre unbundling

Lo

rofitable
Growth
‘ Improve Returns

— Working capital efficiency

[ Drive for leadership, focus on Toronto, build gross margins ]

37
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A
/ Market Share \ ( Gross Margin ’
— Improve customer service — Category management — exclusives
— Maximise green deal opportunity — Evolve showroom strategy
— B2B and B2C growth
— Bolt-on acquisitions attractive — limited ]
\ availability
Profitable

v

/ Growth
Improve Productivity

Improve Returns

— Local network rollout — Infrastructure investment

— Process efficiency in branches

\ /

[ Drive for leadership, multi channels and new segments, improve leverage ]

i WOLSELEY




Nordics

‘ Market Share J 1 / Gross Margin \
— Maintain service / share — Customer segmentation
— Bolt-on acquisitions — selective — Compliance with customer terms structure
— DIY customers

P ﬁofitable J‘
‘/ Growth g
Improve Productivity \ ‘ Improve Returns

— Cost reduction / centralisation — Maintain working capital

— National business model
— Sales force productivity

\ /

[ Hold share, protect gross margins, rebuild profitability ]

i WOLSELEY




France

A
‘ Market Share J / Gross Margin \
— Maintain service / share — Sourcing / procurement management
— No acquisitions — Pricing matrix compliance

P ﬁofitable -~
‘/ Growth g
Improve Productivity \ ‘ Improve Returns

Centralisation and cost restructuring — Working capital improvements

“Hub and spoke” network management
Network rationalisation

Sales force productivity

\ /

Hold share, reduce costs, improve productivity to mitigate profitability decline,
and evaluate strategic options

i WOLSELEY




Central Europe

A
‘ Market Share J ( Gross Margin ’
— Improve customer service — Price matrix uplift and compliance
— Expand sanitary offering - Tobler — Exit loss making customers - Wasco
- B2B

Profitable

A

v

Growth

Improve Productivity Improve Returns

Cost reduction — Working capital improvements

Distribution centre deployment and
exploitation

- B2B

Sales force productivity

[ Tobler - gain share, OAG - restore profitability, improve leverage ]

) WOLSELEY




Grow Adjacent Businesses

= Adjacency dependent on shared: r
— Customers

J

Leverage
— Products / suppliers

existing businesses

— Infrastructure
: : \ J
— Business processes / experience
Core business Adjacent business Approximate revenue
adjacent businesses
USA Blended Branches Waterworks £900m
Industrial £750m
B2C £200m
UK Plumb / Parts Industrial £300m
Drain £100m

@ WOLSELEY



Wolseley Strategy

4. Drive evolution of business models

WOLSELEY



Business Model Development

[ Current Trends ]

Wants 100%
availability on core
SKUs and access to
specials within few
days

Might source
commodity SKUs
from ‘non’ traditional
suppliers

Relies on
knowledgeable
branch staff

*Winning new
customers

*Time and price
pressure

« Flexibility

J

Having to win new
customers

Negotiates prices
annually and on all
larger jobs and
wants consistency
of pricing

Visits branch
regularly

44

WOLSELEY



Business Model Development

[ Future Trends ]

Wants 100%
availability on larger
range and specials in

24 hours

Use social media/
marketing to generate
new customers

*Winning new

customers .
Will source from ‘non- “Time and brice (l;leed;l tg'lqthe;:k prices
traditional’ suppliers P availability / queries
pressure 24/7

« Flexibility

Requires expert
advice from best
source

Wants less time for
each visit to branch

* WOLSELEY



Business Model Development
= |Implications
— Customer segmentation
— Multi-channel approach
— From ‘loose confederation’ to ‘systematically / centrally managed’

— Competitive propositions versus ‘non traditional’ competitors

— Develop and test different business models

[ Leading players have expertise and resources to take opportunities ]

) WOLSELEY



Wolseley Strategy

5. Deliver Group synergies

WOLSELEY



Group Synergies

Future

Current Potential
Cross business unit sourcing Large +
IT infrastructure / sourcing Medium Delivered
Tax / treasury / financing Large Delivered
Best Practice sharing Medium +++
People / talent Small ++
Transferable business models Small +++

Key
Small <£10m

Medium  £10m - £20m
Large > £20m

WOLSELEY



Best Practice Sharing

jEJ Wolseley Best Practices Portal

Wolseley Best Practice Sharing Website

EE= N T

Wiew All Site Content
Homepage

= Announcements

= Calendar

Best Practices
Documents

= All Best Practices
Documents

= Best Branch Staff
= Best Customer Service
= E-Commerce

= Economic & Market
Indicators

= Gross Margin
Management

= Most Efficient
Cperating Model

= Performance
Management

= Preferred Vendor
Relationships

= Private Label

= Project & Initiative
Tracking

= Targeted Sales Activity
= General

= Session Recordings

Best Practices Portal
Sharing our successes

\r y ‘.r : i

WOLSELEY

starkisti b

Announcements

Title Modified

25/05/2012 14155
25/05/2012 10:43
12/01/201108:28
10/01/2011 16:14

Eest Practices Survey
Best Practice Update - Spring 2012
Ian's Introductory Mote

Welcome to the Waolseley Best Practices Portal

Best Practice Sharing Sessions
Title Location

Start Time

28/08/2012 15:00
03/07/2012 15:00
26/08/2012 15:00

End Time

23/08/2012 16:00
03072012 16:00
26/06/2012 15:00

Private Label - Morth America Live Meeting/Call
Live Meeting/Call

Live Meeting/Call

Cash to cash days improvements - Canada

Customer Service, Canada

Recently Added Documents

Type BestPractice Topic Mame Modified

@ AudiofVideo US_Private_Label_25_Aug 05/05/2012 09:25
m Private Label US_Private_Label 05/09/2012 09:28
A Audiofvideo Customer_Service_Canada 11/07/2012 13:40
A Audiofvideo Working_Capital_Canada 11072012 13:36
é] Audiofvideo Tobler Pricing Excellence Audit 11/07/2012 13:33

Site Users

Groups

Wolseley Best Practices Members

Wolseley Best Practices Owners

Wolseley Best Practices Site Usage Viewers
Wolseley Best Practices Visitors

s Eastern
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Best Practice Sharing - Silvan, Denmark

abour Scheduling

Revenue by hour Planned manning
on the day
Monday Tuesday Wedn¢sday Thursday Friday Saturday Sunday

1 /L
Oms belgb [ 27.154 27.154 27.154| 25, 9054 25084 9094 ZA0%4 /0| 27054 27054 27054 25054 19054 25.0%4| 38752 38752 38792 13275 13075 13075 10345
Lanbelsb 4508 5.111 5111 *|| 5 4568 4568 *|| 5755 /4627 4622 % 5472 4473 4423 %| 4830 3441 3441 %| 5640 5876 5ATEF| 3862 6115 6115 F 3608
Index lénfo 113 77 20 1 104 158

| KIT III |
S A TR T i

7 14 21 28 Filter funktion: [ ]Alle funktioner - | Filter fravzer: Alt fravaer ~ Filter teslevaerk: [ | Afle farver + | [IF] Udskrifter 'I

& Qg

4 4 4 |+ B W Visning arbejdstid ; Arbejdstider pd bji - | Visning fraveer : Ingen visning - | & Vis nggletal iﬁ, Vis samlgde nmknsminger!

Peter Grath | |
Excessive manning or backup Manning / revenue potential too
tasks planned low or no back up tasks planned
Staff can take time off in lieu or Use of part-time staff possible

vacation days

N WOLSELEY



Transferrable Business Models

= “Hub and spoke” networks — better service / lower cost
— Plumb UK, Ferguson US, Stark Denmark, France

= Adapt showroom strategies based on US experience
— Plumb UK, Central Europe

= Multi channel development
— B2B common processes / platforms
— B2C leverage vs infrastructure rollout across Group

= Qver time convergence of business models

— Scalable within and across clusters

) WOLSELEY



summary
= Decent progress
— Results
— Bolt-ons and disposals

— Synergies
— Balance sheet

= Continue to driver performance across Group
— Long way to go

= Aware of evolving trends
— Opportunities to improve business models

= Investing behind growth, protecting where declining

= Confident of growth, despite European markets

i WOLSELEY






Regional Analysis

Revenue Revenue Trading profit Trading profit
£m 2012 2011 2012 2011
Ongoing
USA 6,168 5,500 389 314
Canada 850 811 49 39
UK 1,670 1,655 92 89
Nordic 2,062 2,060 96 113
France 1 252 1,317 30 46
Central Europe 714 718 30 31
Central and other costs - - (28) (36)
12,716 12,061 658 596
Sold or held for sale
UK 228 749 1 20
Nordic 63 68 (2) -
France 414 626 8 7
Central Europe - 54 - (1)
Group 13,421 13,558 665

622
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FX impact

2011 2012 2012 2012 2012 Potential

average  average Sept Trading Exchange FY13

rate rate spot rate profit gain/(loss) impact”

£m £m £m

USD 1.60 1.58 1.62 389 +3 (11)
CAD 1.59 1.59 1.58 49 - -
EUR 1.16 1.19 1.25 60 (2) (2)
CHF 1.49 1.44 1.51 27 +1 (1)
Nordics 77 (2) (2)
- (16)

* Estimated impact in FY 13 if exchange rates to GBP stay at the current levels throughout the period.

i WOLSELEY



Branch Numbers

At 31
July Disposals / Other Ongoing at
2011 Held for sale Acqgns movements 31 Jul 2012
USA 1,261 - 16 (3) 1,274
Canada 221 - - (1) 220
UK 1,233 (300) - (14) 919
Nordic 288 (28) 5 (1) 264
France 690 (368) - (9) 313
nnnnnn 1141 D\ 1140
\ ) EUIUIJU 1 +<t = = \L’ 14
3,837 (696) 21 (30) 3,132

Note: Some consolidation of Parts branches in the UK

56
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Headcount Numbers

At 31 July Disposals / Other Ongoing at

2011 held for sale Acquisitions movement 31 Jul 2012

USA 17,481 - 384 380 18,245
Canada 2,693 - - (86) 2,607
UK 8,769 (2,535) - (321) 5,913
Nordic 6,754 (379) 90 (125) 6,340
France 8,072 (2,651) - (128) 5,293
C. Europe 1,965 - - 58 2,023
Other 154 - - (34) 120
45,888 (5,565) 474 (256) 40,541
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Product Destination Analysis — Total

2% 2% 0
(o) i Oo 4 /0 8%
15% 17% 1% 16%
15%
14% Civil
Infrastructure

Non-Residential
New construction

m Residential New
Construction

Non-Residential
RMI

B Residentiai RMi

USA Canada* UK Nordic CE France Group

*Being reviewed

Group: RMI 59%, New Residential 18%
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