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Shipping containers

¢ 585,400 containers
¢ 49% of the revenue

Modular buildings

* 47,900 modular buildings
* 7.5% Continental European market share
* 34% of the revenue

Freight railcars

(infermodal freight)

* 9,500 freight railcars

* 6.5% European market share
* 12% of the revenue

River barges

* 134 river barges
* 25% European market share
* 5% of the revenue

Touax:

TOUAX, a global corporate services
provider, specializes in the
operational leasing and sale of
shipping containers, modular
buildings, freight railcars, and river
barges.

We meet our customers’ needs
worldwide, offering tailored
solutions for leasing, hire-purchase,
sale and lease back and sale.

Thanks to our know-how and
expertise, we can assist our
customers with related services
such as asset management,
maintenance, consulting, technical
appraisals and trading.

With operations across five continents, TOUAX posted a revenue

of €348 million in 2015, including 91% generated outside France.

On December 31 2015, the Group managed over € 1.8 billion in equipment for
its own account as well as on behalf of both private and institutional investors.
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n 2015, TOUAX achieved reve-
nues of €348 million, a decrease
of €30 million compared to 2014.

Leasing revenues increased by €19
million with a particular increase in
the Modular Buildings business of 9%.
Revenues from sales to our custo-
mers is up by 35% as a result of good
performance in the Modular Buildings
and Shipping Containers divisions. In
contrast, revenues from sales to our
investors is down due to a lower
volume of shipping container syndica-
tions in 2015 in a "wait and see”
market context wait given the decline
in steel prices.

Fabrice Walewski, Managing Partner

Raphaél Walewski, Managing Partner



The three transportation equipment
leasing and sales business (Shipping
containers, Freight railcars and River
barges) showed a positive operating
result.

TOUAX nevertheless produced a net
income of -€24 million, reflecting
€16.1 million of non-recurring items
mainly in the Modular Buildings busi-
ness, including €11.6 million of asset
impairments and €4.5 million of net
charges.

As a consequence of the recovery in
leasing activity and higher utilisation
rates, module preparation costs for
their leasing grew strongly with an
immediate impact on income while
leasing income extends through to the
term of the contracts. Furthermore, in
order to accelerate the recovery of the
Modular Building division, it was deci-
ded in France and the United States,
to streamline our fleets of modular
buildings, which has generated excep-
tional asset impairment.

Adjusted for these non-recurring
items in 2014 and 2015, the 2015
Group operating income is stable.

During 2015 TOUAX continued its
financial strategy of stabilising the
level of its assets held in property and
improving the leasing profitability. The
Group's free cash is positive and rea-
ched €41.6 million at the end of 2015.
Group debt decreased with a loan
to value ratio which moved from 63%
to 61%.

The assets managed by the Group
continue to grow with more than €1.8
billion under management. We are
continuing to finance our growth with
third-party investors in order to
increase our management revenue,
generate economies of scale and
establish a presence with our custo-
mers. Our Freight Railcars division
has therefore expanded its presence
in Europe by taking over the manage-
ment of 2,000 additional railcars.

In 2016, our business strategy is cen-
tred primarily on regaining the
profitability of our assets with a parti-
cular focus on the Modular Buildings
business.

We expect to achieve a positive opera-
ting profit across the whole Group in
2016.

The initiatives undertaken to win
contracts, allow the Group to grow
and improve profitability require a
great deal of hard work from our
employees. We thank them for their
high quality work and dedication and
our partners and shareholders for
their trust, commitment and loyalty.

Touax:

02103



AS THE WORLD'S 8TH BIGGEST LEASE-
PROVIDER AND A EUROPEAN LEADER, TOUAX
GLOBAL CONTAINER SOLUTIONS IS SUPPORTING
THE GROWTH OF THE INTERNATIONAL SUPPLY
CHAIN OF CONTAINERS AND OFFERS A WIDE
RANGE OF PRODUCTS AND SERVICES FOR

RENTAL AND SALES.

A reference business partner

TOUAX owns and manages a fleet of high
standard containers, mostly dry vans of
(20, 40, and 40" HC). The fleet reached
585,400 TEU af the end of 2015, compared
with 627,000 TEU at end 2014. In 2015, the
Group increased its diversification by
adding refrigerated containers 1o its fleet,
thus supplementing its maritime range

As a comprehensive container life-cycle
actor, TOUAX offers solutions for Leasing,
Financing, Purchase & Lease Back, Fleet
Management and Trading.

We have developed close and long
standing business relationships with the top
container shipping lines like Maersk Lines,
Mediterranean Shipping Company, CMA-
CGM, Hapag Lioyd, Zim Line, Evergreen or
China Shipping and serves over 120
shipping companies including the top

25 maijor shipping lines and over 500 clients
in the Retail sector.

TOUAX is also a leader in operational
management of containers on behalf

of third party financial investors.

We continue expanding our global
commercial footprint, growing our workforce
in our regional hubs and agencies, with a
great focus to Asia. Our global network of
200 strategically located depot partners
continues to be the backbone of its
operations worldwide,

In 2015, the company maintained an
average utilization rate of 87.5% and
increased its sales of used containers,
demonstrating TOUAX' ability to adapt to its
market cycle and to optimize its fleet
performance.

Services expansion

Committed to the container industry for
30 years, TOUAX operates with long term
perspectives and targets to reach a fleet
of 800,000 TEUs in the medium term.

In 2016, we will be expanding our range
of innovative solutions with formulas for
managing fleet sales on behalf of ship-
owner clients and the development of
innovative containerized products for
logistics markets and static storage.



FLEET OF

= YEARS OF EXPERIENCE PARTNER DEPOTS
A steady demand
The container industry should continue continues to expand, in both emerging and
growing with an estimated increase mature markets to serve the needs for
of containerized trade at 4% in 2016. domestic transport, portable storage and
Compared to the recent years, the shipping converted accommodation.

industry should also experience a better
balance in 2016 between this containerized
frade’s growth and the new cellular
capacity injected in the market, which

585,396

should stabilize at 4% too. 627,108

; . FLEET : :
The O\{eroll produc’rpn for shlpplngl MANAGED BY 60209 :
containers reached in 2015 an estimated THE GROUP : : :
production of 2.5m TEUs of dry containers. 564 866 : * :
Container lessors contfinued to support the : :
shipping industry: 50% of containers :
produced in 2015 were ordered by lessors, 494,363 &
with the other 50% by shipping lines. : :
Likewise, domestic on-shore demand :
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CLIENTS
COUNTRIES

MODULAR BUILDINGS
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A comprehensive and gqualitative offer

of products

TOUAX is a manufacturer, a vendor, and
leasing company, and produces modular
buildings and prefabricated buildings that
meet the highest quality standards (such as
RT2012 in France or EnEv in Germany) and
are suited to all our teritories (Europe,
America, Africa and the Middle East).

Our solutions include site facilities, offices,
classrooms, social and emergency
accommodation for refugees, sales offices,
camps, changing rooms etc.

Our teams are able to set up on-site
facilities or accommodation buildings of
several thousand square meters within short
lead-time.

Successful international diversification
Established in the main countries in Europe,
TOUAX has continued its expansion in the
African market, particularly in Morocco,
Algeria and Ivory Coast, through its
Moroccan factory, from where we deliver
classroom or social buildings as well as site
facilities for major infrastructure projects.
These requirements in these areas are very
high because of their growth.

47,946

FLEET 50,485
MANAGED BY .
THEGROUP  °1:497

51,177
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We are now able to support our clients on
these continents with all types of modules.

In the medium term, TOUAX aims to expand
even more its global sales. TOUAX generates
76% of its revenue in the division outside
France.

Keeping to our commitments

In both rentals and sales, TOUAX clients have

the following reasons for choosing modular

buildings:

* Global cover;

* Very short lead times (8 to 10 weeks to
deliver several thousand m2);

 Very affractive prices 10 to 50% lower
than for traditional buildings;

* Measurable performance concerning the
quality of buildings delivered (RT2012,
EnkEv etc.);

* A tailored, eco-friendly offer available;

¢ A solution that is 100% flexible, 100%
modular and 100% adaptable to our
customers' needs.

o

Touax:

06107



PRESENT IN

LARGEST EUROPEAN

LESSOR OF INTERMODAL
THE AND RAILCARS
RAILCARS
FLEET 10,804
MANAGED BY :
THE GROUP
(including technical 8,653

management - ECM) ¢ 554

9,119

8,706
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A comprehensive service for leasing,

sale and maintenance of freight railcars
TOUAX RAIL offers leasing agreements
including maintenance services. The
strengths emphasized by TOUAX RAIL for the
benefit of its customers are its command of
maintenance and rail safety. TOUAX RAIL
has been a certified Entity in Charge of
Maintenance (ECM) since the end of 2011.
TOUAX RAIL offers leasing services in three
areas: in Europe through offices located in
Ireland (Western Europe zone), completed
by a network of agents covering the whole
of Europe, the United States and Asia in
partnership with a local partner.

At the end of 2015 and after taking over
roughly 2,000 railcars, TOUAX RAIL managed
a varied range of more than 9,500 freight
railcars, such as intermodal railcars
(fransport of containers and swap bodies),
car-carrier railcars, coil carriers (fransport of
steel cails), palletized cargo railcars
(fransport of palletized products) and
hopper railcars and powder railcars for
fransporting heavy goods (cement, cereals
etc.). Approximately 1,300 railcars are
managed by our technical maintenance
team (ECM department).

Major groups as customers

TOUAX RAIL offers its services to a varied
customer base made up of major rail
groups such as the French national railway
company (SNCF), the Belgian national
railway company (SNCB), Rail Cargo Austria

(RCA), DB Schenker Rail (Deutsche Bahn) or
also the Swiss railway companies (SBB/CFF),
as well as private operators and big
industrial, automotive or petrochemical
Qroups.

The division's expansion strategy

At the end of 2015, TOUAX increased its
fleet, which enables the Group to establish
in the United Kingdom and strengthen its
position in continental Europe. This new fleet
enables TOUAX to offer a larger
diversification of wagons to better serve
fransport and logistics operators as well as
industrial customers.

In view of the need to replace the railcar
fleet in Europe, TOUAX RAIL aims to manage
15,000 units in the medium term. TOUAX
RAIL is also well-placed to continue its
international expansion and its fleet
diversification policy through the expansion
of its sales network. In recent years, being
closer to our customers and being
responsive o their needs has increased the
number of new clients and covered more
countries.

ISO 9001 certified since 2010, we keep
customer satisfaction at the very forefront of
our minds and at the heart of all we do.

08109



TOUAX provides an innovative range of

services for the river barge market, thanks

to its knowledge of all aspects of the river

fransport chain, from construction 1o turnkey

delivery.

TOUAX offers its customers total expertise in

the river fransport sector:

* operational and financial leasing of
barges,

* frading of barges and push tugs,

* fleet management,

* sale and lease back of river fleets,

* technical design and monitoring of
construction,

* insurance,

* advice, assistance and fechnical
expertise regarding river transport,

* management of river transport certificates
and administrative documents.

At 31 December 2015 the TOUAX Group
managed a fleet of about 130 barges, and
was the biggest leasing company for bulk
cargo barges in Europe and South America.

Unique international presence

TOUAX River Barges has an extensive

geographic presence in the main river

asins in the world:

* In Europe: the Group is very present on
the Seine in France, on the Rhine, the
Meuse, the Moselle and the Main in
Northern Europe and on the Danube in
Central Europe. TOUAX is one of the main
players on the Rhine — Main — Danube
network (2,500 km crossing 10 countries).

* In North America: TOUAX leases barges
on the Mississippi and the Missouri to
different logistics operators.

activity



BARGES LESSOR IN EUROPE
AND IN SOUTH AMERICA

* In South America: TOUAX rents over
50 barges under long-term leases on the
Parand Paraguay River which crosses
Uruguay, Argentina, Paraguay, Bolivia.

Prestigious customers

e river logistics operators: Navrom-TTS, Miller,
Ceres, P&O Maritime Services etc.

* industrial companies: Cemex, Arcelor,
Yara, Bunge, ADM-Toepfer, Total...

A constantly evolving market
River transport remains the most
competitive means of inland transport

BARGES

(7 times cheaper than road transport),
which is the cheapest for the community
(oil consumption 3.7 times lower than road
fransport), the most environment-friendly

(4 fimes less CO2 than road transport) and
continues to unblock the road networks (a
24-barge pusher convoy in the USA means
2,200 fewer frucks on the roads).

TOUAX aims to continue investing in North
America and Europe.

10111



TOUAX was a key operator in French river transport for over a century and until the early
1970s. As this mode of transportation was gradually replaced by other modes, the Group
decided to diversify into railcar leasing. TOUAX later seized an opportunity to start
leasing modular buildings, and then acquired a shipping container specialist. We have
successfully diversified into four major types of equipment, focusing exclusively on
standard, mobile equipment. This ensures consistency and avoids dependence on a
single economic cycle linked to one line of business.

THROUGHOUT THE PAST 20 YEARS, THE GROUP HAS EMPHASIZED INTERNATIONAL
GROWTH in order to establish itself in buoyant foreign markets. Furthermore, we
constantly adapt our products, services, and know-how to reflect evolving markets and
customer demand. Today TOUAX is recognized as a key, comprehensive operator in each
of its business lines. We are the European leader in shipping containers and river barges,
and the no. 2 European provider for modular buildings and intermodal railcars.

HISTORICAL MILESTONES

Originally, the river barges activity Successful diversification in three business sectors based

on equipment leasing

1853 1898 1906 1955 1973 1985

Starting of the river Creation of TOUAX Listed on the Paris Initial investments Launch of the Purchase of Gold Container
barges activity on following the mer- Stock Exchange in the Railcars Modular Buildings Corporation, Shipping Containers
the river Seine ger with another activity activity activity

major company



Close to our clients

Shipping containers

Northern and Central Europe
region

(Bremen, administrative office
in Paris)

South Europe, Africa and Middle
East

(Genoa)

Northern Asia region

(Hong Kong, Shanghai)
Southern Asia region
(Singapore)

Americas region

(Miami, San Francisco and Sao
Paulo)

Agents:

South Africa (Durban),

South Korea (Seoul)

NreSENce

Modular buildings

France

(8 branches, and administrative
office)

Germany (7 branches)

Spain (1 branch)

United States

(Florida and Georgia) (4 branches)
Netherlands and Belgium

(2 branches)

Poland (5 branches)

Czech Republic

(2 branches, 1 factory)
Slovakia (1 branch)

Morocco (1 branch, 1 factory)
Panama (1 branch)

Algeria (1 branch)

Brazil

Ivory Coast

Freight railcars

France
(Technical office)
Western Europe region

(Ireland): France, Switzerland,

and United Kingdom
Agents:

Germany, Hungary, ltaly,
Slovakia, Croatia, Austria,

Poland, Netherland, Belgium,

Luxembourg, Denmark,
Norway, Sweden, Turkey,
Czech republic, Romania
North America region
(United States)

Asia region

(India)

River barges

River Seine

[France)

Rivers Rhine, Main, Meuse,
and Moselle

(Northern Europe)
River Danube

(Central Europe)

River Mississippi
[United States)

River Parana-Paraguay
[South America)

12113



May 12, 2016
Announcement of
Q1 2016 revenues

Key figures and th

TOUAX data sheet

ISIN code : FROO00033003

Mnemonic code : TOUPFP

Listed on NYSE Euronext (Paris)

Indices : CAC® Small and CAC® Mid & Small
EnterNext©PEA-PME 150

Breakdown of managed assets B
1,810
1,708
1588 & N

}

5

738

@ Owned by investors
[ Owned by the Group

(€ million)

Share price data

Distribution of capital and voting rights
on December 31, 2015

VOTINGS
RIGHTS

SHARE
CAPITAL

B Walewski family

CAPITAL m m

64%

Institutional
(registered)

[ | Public

reakdown of revenues by activity
on December 31, 2015

Il Shipping container
[ Modular building
[ River barge

B Freight raicar

Year

Maximum share price (€] 16.8 21.03 21.45
Minimum share price (€) 9.85 13.51 15.71
Share price at December 31 (€) 10.00 14.7 18.94
Total number of share at December 31 5,883,782 5,883,773 5,883,773
Key figures and share price ratios

Fiscal year

Consolidated revenue (€ million) 348 379 349
EBITDA after distribution to investors (€ million) 36.2 40 50.9
Net dividend per share 0.5 0.5 0.5
Total return on the share 5% 3.4% 2.6%

June 9, 2016
General Sharehol-
ders’ Meeting

August 31, 2016
Announcement of Q2
2016 revenues and of
H1 2016 results

2016

November 14,

Announcement of
Q3 2016 revenues

February 22, 2017
Announcement
of Q4 2016 revenues

week of March 27,
2017

Announcement and pre-
sentation of the Group's
2016 results
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ANNUAL REPORT 2015

1. PERSON RESPONSIBLE

1.1. PERSON RESPONSIBLE FOR THE INFORMATION CONTAINED IN THE REFERENCE
DOCUMENT AND THE ANNUAL FINANCIAL REPORT

Fabrice and Raphaél WALEWSKI, Managing Partners

1.2. DECLARATION OF THE PERSONS RESPONSIBLE FOR THE REFERENCE DOCUMENT
CONTAINING AN ANNUAL FINANCIAL REPORT

“We confirm that we have taken every reasonable measure to ensure that, to the best of our knowledge, the information in this
reference document gives a true and fair view and does not contain any omission likely to change the scope thereof.

We confirm to the best of our knowledge that the financial statements were prepared in accordance with applicable accounting
standards and give a true and fair view of the assets, financial position and profit or loss of the Group as well as all consolidated
companies, and the management report in section 26.1 page 140 herein presents a true and fair view of the development and
performance of the business, profit or loss and financial position of the Group and all consolidated companies, together with a
description of the principal risks and uncertainties that it faces.

We have received the auditors’ consent letter, in which they confirm that they have checked the information relating to the
financial position and the accounts provided in this document and that they have read all the information herein.

The consolidated historical financial information for the year ending December 31, 2015 is described in the auditors' reports,
appearing on page 130 of this document, as well as those incorporated as a reference for the 2014 and 2013 fiscal years.”

April 14, 2016

Fabrice and Raphaél WALEWSKI

Managing Partners

TOUAX| 16



2. STATUTORY AUDITORS

2.1. STATUTORY AUDITORS DETAILS

Date of first appointment Mandate expiry

Principal Statutory Auditors

ANNUAL REPORT 2015

DELOITTE & Associés
Represented by M. Jean-Frangois VIAT

185, Avenue Charles de Gaulle - 92200
Neuilly sur Seine

June 6, 2000 renewed during the
Ordinary General Meeting held June 27,
2011

Following the Ordinary General Meeting
held in 2017 to approve the 2016
financial statements.

LNA

Represented by Mrs.

GUILLEBERT
140 boulevard Haussmann - 75008 Paris

Brigitte

July 29, 1986 renewed during the
Ordinary General Meeting held June 10,
2010

Following the Ordinary General Meeting
held in 2016 to approve the 2015
financial statements.

Substitute Statutory Auditors

B.E.AS.

7-9 Villa Houssay - 92200 Neuilly sur
Seine

June 6, 2000 renewed during the
Ordinary General Meeting held June 27,
2011

Following the Ordinary General Meeting
held in 2017 to approve the 2016
financial statements.

Thierry Saint-Bonnet

145,
Paris

rue Raymond Losserand 75014

Ordinary General Meeting held June 10,
2010

Following the Ordinary General Meeting
held in 2016 to approve the 2015
financial statements.

2.2. CHANGE IN STATUTORY AUDITORS

Not applicable

TOUAX| 17




ANNUAL REPORT

3. SELECTED FINANCIAL INFORMATION

3.1. SELECTED HISTORICAL FINANCIAL INFORMATION

Key figures of the consolidated income statement

(€ thousands) 2015 2014

Leasingrevenue 224975 206 189
Sales of equipment 123265 172502
Including sales to clients 90118 66 545
Including sales to investors 33147 105957
Revenue 348 240 378691
EBITDAR (EBITDA before distribution to investors) (1) 96 701 94923
EBITDA (EBITDA after distribution to investors) (1) 36227 39976
Current operatingincome (13120) 4097

Consolidated net profit/(loss), Group’s share (23 955) (12922)
Net earnings per share (€) -4,08 -2,20

(1) The EBITDA represents the operating income restated to include depreciation and provisions for fixed assets

Key figures of the consolidated balance sheet

(€ thousands) 2015 2014

Total assets 689 506 724560
Gross tangible assets (1) 695 704 683 882
ROI (2) 5,21% 5,85%
Total non-current assets 523 829 542 007
Shareholders’ equity - Group’s share 142 813 162783
Consolidated shareholder's equity 162778 184 692
Minority interests 19965 21909
Gross debt 401 244 439106
Net debt (3) 354 499 358020
Dividend paid per share (€) 0,5 0,5

(1) The gross tangible assets do not include the value of capital gains on internal disposals.
(2) Return on Investment: represents the EBITDA divided by the gross tangible assets.
(3) The net debt is the gross debt after deducting cash assets

Note that no significant changes have occurred in the Group’s financial position and business status since the end of the last

financial year.

The selected historical financial information is supplemented by the management report in section 26.1 page 140.

3.2. SELECTED FINANCIAL INFORMATION FOR INTERMEDIATE PERIODS

Not applicable

TOUAX| 18
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4. RISK FACTORS

TOUAX has reviewed the risks which might have a significant
negative impact on its business, its financial position, its profit
or loss, or its ability to achieve its objectives, and considers
that, to the best of its knowledge, there are no other
significant risks besides those presented. However, any of
these risks, or other risks which TOUAX has not yet identified
or considers to be insignificant, could have an adverse effect
on the business, financial position, earnings and prospects of
TOUAX, or on its share price.

4.1. LEGAL AND REGULATORY RISKS

4.1.1. We are exposed to the risk of
violations of anti-corruption laws, sanctions
or other similar regulations applicable in the
countries in which we operate or intend to
operate

ANNUAL REPORT 2015

4.1.2. Zoning laws may restrict the use of
temporary buildings and therefore may limit
our ability to offer all of our modular building
products in all of our markets

As a result of doing business internationally, we, our partners
and our competitors must comply with certain anti-
corruption laws, sanction laws or other similar regulations.
For example, the U.S. Foreign Corrupt Practices Act of 1977,
the U.K. Bribery Act 2010 and other similar worldwide anti-
corruption laws generally prohibit companies and their
intermediaries from making improper payments to foreign
officials for the purposes of obtaining or retaining business.
We operate in certain parts of the world that lack a
developed legal system or that have experienced a certain
extent of corruption. Our internal policies mandate
compliance with applicable laws, but despite our compliance
policies, we cannot assure you that our internal control
policies and procedures will always protect us from isolated
acts committed by our employees.

Further, due to the global nature of our operations, we may
use local employees, agents or subcontractors to understand
unfamiliar environments and cultural, legal, financial and
accounting differences, or to carry out a portion of the
activities called for by a particular contract. There is a risk
that such employees, agents or subcontractors may be
involved in illegitimate activities in local markets that are
unknown to us. If we fail to adequately supervise them or
maintain an adequate compliance program, we may be liable
for their actions.

Violations of such laws can result in civil penalties, including
fines, denial of export privileges, injunctions, asset seizures,
debarment from government contracts, termination of
existing contracts, revocations or restrictions of licenses,
criminal fines or imprisonment. In addition, such violations
could also negatively impact our reputation and
consequently, our ability to win future business. On the other
hand, any such violation by our competitors, if undetected,
could give them an unfair advantage when bidding for
contracts. The consequences that we may suffer due to the
foregoing could have a material adverse effect on our
reputation, business, financial condition and results of
operations.

Our Modular Buildings division is subject to similar zoning
laws as the traditional permanent construction business.
Zoning laws may restrict the use of our modular buildings or
require significant modifications and therefore limit our
ability to offer our products in all markets. Furthermore, local
zoning laws and temporary planning permission regulations
in some of our markets do not allow some of our customers
to construct additional units on their property, such as
storage units, or may limit the type of products they may use
or how long these new units can remain at their locations. If
local zoning laws or planning permission regulations in one or
more of our markets no longer allow the construction of
additional units to be on customers’ sites, our business in that
market will suffer and this could have a material adverse
effect on our operating results, financial condition and cash
flows.

4.1.3. Our River Barges division is subject to
the Jones Act

Our River Barges division competes principally in markets
subject to the Jones Act, a U.S. federal cabotage law that
allows domestic marine transportation in the United States
only to vessels built and registered in the United States, and
manned and owned by United States citizens. We believe we
comply with the requirements of the Jones Act. However, a
change in interpretation of the Jones Act or a change in
cabotage law could have a significant adverse effect on our
River Barges division in the United States. The requirements
that our vessels be United States built and manned by United
States citizens, the crewing requirements and material
requirements of the United States Coast Guard, as well as the
application of United States labor and tax laws, increase the
cost of United States flag vessels when compared with
comparable foreign flag vessels.

4.1.4. Proven risks which may or may not be
due to non-compliance with a contractual
commitment - disputes

Should the company be involved in a dispute, a provision is
made in the accounts when a charge is likely in accordance
with Paragraph 3 of Article L 123-20 of French commercial
law. In addition it should be noted that no dispute or
arbitration that has not been mentioned is likely to have at
present, and has not had in the recent past, a significant
impact on the Group’s financial position, business or income,
or on the Group itself.

There are no significant disputes or arbitration other than
those mentioned in the following paragraphs, as well as in
section 20.8 page 133.
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[l Modular Buildings

To date, no significant dispute has been reported for the
Modular Building business, with the exception of a dispute
with a Czech subcontractor over compliance with contractual
provisions. Amounts cannot be disclosed for reasons of
confidentiality. An adverse decision has been rendered
against TOUAX and we will appeal the judge’s decision.

[l River Barges

Due to the embargo following the war in Kosovo and the
bombing of the bridges over the Danube, the Group suffered
significant damage in Romania. The Group is currently filing a
claim to seek damages for the losses incurred. The amounts
claimed cannot be disclosed for reasons of confidentiality.
TOUAX took its case to the final court of appeal following the
unfavorable ruling of the Court of Appeal of Brussels and is
expecting the decision.

[l Freight Railcars

To date, provision has been made for all significant disputes
for the Freight Railcar business.

4.1.5. Litigation to enforce our leases and
recover our equipment has inherent
uncertainties that are increased by the
location of our equipment in jurisdictions
that have less developed legal systems

Our ability to enforce lessees’ obligations will be subject to
applicable laws in the jurisdiction in which enforcement is
sought. As our shipping containers and river barges are
predominantly located on international waterways, it is
impossible to predict, with any degree of certainty, the
jurisdictions in which enforcement proceedings may be
commenced. For example, repossession from defaulting
lessees may be difficult and more expensive in jurisdictions in
which laws do not confer the same security interests and
rights to creditors and lessors as those in the European Union
and the United States, and in jurisdictions where recovery of
containers from defaulting lessees is more cumbersome. As a
result, the relative success and expedience of enforcement
proceedings with respect to shipping containers and river
barges in various jurisdictions cannot be predicted. Similarly,
freight railcars can make journeys across several countries,
which can make it difficult to predict with certainty which
jurisdiction will initiate the enforcement procedures. Inability
to enforce our lessees’ obligations could materially adversely
affect our business, operating results, financial condition and
cash flows.

4.2. GEOPOLITICAL AND
ECONOMIC RISKS

GLOBAL

4.2.1. Any deceleration or reversal of the
global economic recovery may materially and
negatively impact our business
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customers operate in cyclical end-markets, such as the steel,
chemical, agricultural and construction industries, which are
susceptible to macroeconomic downturns and may
experience significant changes in demand over time. We may
not be able to predict the timing, extent or duration of the
activity cycles in the markets in which we or our key
customers operate. Each of these sectors is influenced by the
state of the general global economy as well as by a number of
more specific factors. A decline or slowed growth in any of
these sectors in the markets or geographic regions where we
operate and in other parts of the world may make it more
difficult for us to lease certain of our products that are either
returned at the end of a lease term or returned as a result of
a customer bankruptcy or default, which may materially
adversely affect our business, results of operations and
financial condition.

Demand for shipping containers, freight railcars and river
barges is linked to changes in cargo and freight shipping
traffic and total transport traffic. Fluctuations depend on the
level of global economic growth and of international trade.
Economic downturns in one or more countries or regions,
particularly in Europe, the United States, China and other
consumer-oriented economies, could result in a reduction in
world trade growth and in the demand of our shipping
containers, freight railcars and river barges. In addition, most
of the third-party investor programs into which we sell leased
equipment portfolios (in particular shipping containers and
freight railcars) employ a certain amount of debt in order to
increase investor equity returns. Tighter credit markets make
it more difficult for third-party investors to access financing
for future investment programs, which increases syndication
risk and the probabilities that we may not be able to sell
containers to investor programs in the future. Failure to find
investors to finance our equipment could have a material
adverse effect on our revenue, net income and cash flows,
which would limit the level of growth in our operating fleet
that we might otherwise be able to attain.

Our Modular Building and Freight Railcar businesses mainly
target European customers. In 2015, the European economy
looked to be in a better situation than in 2014, although it
remains weak. All the sectors that we are involved in have
been experiencing difficulties for many years now and had
restricted their budgets or postponed their investments. The
slow market recovery in Europe has led to an increase in
either prices or utilisation rates but operating margins remain
affected. Similarly, the recovery in Europe in the River Barges
sector has still not resulted in leasing rates showing a clear
increase. If these economic conditions persist they could
materially and negatively impact our business, results of
operations, cash flows and financial condition.

4.2.2. The international nature of the
industries where we operate exposes us to
numerous risks

Our financial performance depends on the level of demand
for the assets we lease, which is equally dependent on the
underlying markets for our customers’ products and services
and the strength and growth of their businesses. Some of our

For the year ended December 31, 2015, we generated 91% of
our revenue outside France through business activities in
approximately 40 countries and on five continents. In recent
years, we have increased our focus on growth and expansion
into certain emerging markets as a means to grow and
diversify earnings. As a result, our foreign operations and
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international expansion strategy are subject to the numerous
risks associated with international operations

For instance, we are subject to rapidly evolving and complex
laws and regulations which govern, among other things, labor
matters, health and safety, financial reporting standards,
corporate governance, tax, trade regulations, export controls,
and competitive practices in each jurisdiction where we
conduct our business. We are also required to obtain permits
and other authorizations or licenses from governmental
authorities for certain of our operations and must protect our
intellectual property worldwide. Furthermore, we need to
comply with various local standards and practices of different
regulatory, tax, judicial and administrative bodies, specific to
each jurisdiction in which we operate.

There are multiple risks associated with the global nature of
our operations, including political and economic instability,
geopolitical regional conflicts, terrorist attacks, threat of war,
political unrest, civil strife, acts of war, public corruption,
epidemics and pandemics, as well as other economic or
political uncertainties which could interrupt and negatively
affect our business operations. Depending upon the severity,
scope, and duration of these conditions or events, the
adverse impact on our financial position, results of
operations, and cash flows could be material. Any of these
events may affect our employees, reputation, business or
financial results as well as our ability to meet our objectives,
including the following specific business risks:

. negative economic developments in economies
around the world;

. sudden changes in foreign currency exchange
controls;

. discriminatory or conflicting tax policies;

. epidemics and pandemics, which may adversely affect

our workforce and suppliers, and affect international
transportation;

. adverse changes in governmental policies, especially
those affecting trade and investment;

. legislation or regulatory action directed toward
improving the security of shipping containers, freight railcars
and river barges against acts of terrorism, which could affect
the construction or operation of our assets, as well as liability
or losses resulting from acts of terrorism involving our assets;

. inflation, recession, fluctuations in foreign currency
exchange and interest rates, burdensome fiscal policies and
transfer restrictions;

. threats that our operations or property could be
subject to nationalization and expropriation;

. difficulties enforcing contractual rights or foreclosing
to obtain the return of our assets in certain jurisdictions;

. uncollectible accounts and longer collection cycles
that may be more prevalent in foreign countries;

. ineffective or delayed implementation of appropriate
controls, policies, and processes across our diverse
operations and employee base; and

. nationalization of properties by foreign governments,
and imposition of additional or new tariffs, quotas, trade
barriers, and similar restrictions on our international
operations.
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We may not be in full compliance at all times with the laws
and regulations to which we are subject. Likewise, we may
not have obtained or may not be able to obtain the permits
and other authorizations or licenses that we need. We are
also reliant on local managers to oversee the day-to-day
functioning of our sites and to ensure their compliance with
local laws, and may be subject to risk based on insufficient
oversight. In such cases, or if any of these international
business risks were to materialize or exacerbate, we could be
fined or otherwise sanctioned by regulators, which could
adversely affect our business, financial condition and results
of operations.

4.23.We face dynamic competitive

landscapes marked by intense competition
from a variety of competitors

We operate in a highly competitive business environment. In
many cases, our competitors are larger than we are, have
greater market shares and have greater marketing and
financial resources, less indebtedness, greater pricing
flexibility, better credit ratings and a lower cost of capital.
These factors may enable our competitors to offer equipment
to customers at lower leasing rates or prices than we can
provide.

We face varying competitive landscapes in each of our
divisions. Generally speaking, the shipping container, freight
railcar and river barge leasing industries are relatively
concentrated, and competition is based on particularly
aggressive pricing strategies as well as the ability to provide
customers with equipment where they need it most, such as
busy ports or rail hubs. If the distribution of our leased assets
is not aligned with local demand, we may be unable to take
advantage of sales and leasing opportunities despite excess
inventory in other regions. Pressure on prices from
competitors can force us to reduce our prices and
consequently our margins. This is particularly the case in our
Shipping Containers division where customers make their
decisions mainly based on the rates offered by us and our
competitors, and in the Freight Railcars division, where
lessors eager to reduce their overcapacity are willing to lower
prices to increase fleet utilization rates. Price competition in
our Shipping Containers, Freight Railcars and River Barges
leasing businesses, together with other forms of competition,
may materially adversely affect our business, results of
operations and financial condition.

The modular building sector, on the other hand, is mostly
fragmented with only a few large worldwide leaders such as
Algeco Scotsman. We compete with such large international
companies or with smaller regional and local players who
have established market positions in the markets that they
address. We expect to encounter similar competition in any
new markets that we may enter. In the modular building
sector, we compete on the basis of a broader range of
factors, including price, equipment availability, quality,
service, reliability, appearance, functionality and delivery
terms.
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Our failure to keep up with competition to win new market
share or provide products and services at prices that appeal
to our existing customer base would negatively impact our
profitability, asset utilization rates and would make it more
difficult for us to attract asset management investors, which
would have an adverse effect on our business, financial
condition, results of operations and cash flows.

4.2.4. Terrorist attacks, the threat of such
attacks or the outbreak of war and hostilities
could negatively impact our operations and
profitability and may expose us to liability

Terrorist attacks and the threat of such attacks have
contributed to economic instability, and further acts or
threats of terrorism, violence, war or hostilities could
similarly affect world trade and the industries in which we
and our lessees operate. For example, worldwide
containerized trade significantly decreased in the immediate
aftermath of the September 11, 2001 terrorist attacks in the
U.S., which affected demand for leased containers. In
addition, terrorist attacks, threats of terrorism, violence, war
or hostilities may directly impact ports, railways, depots, our
facilities or those of our suppliers or lessees and could impact
our business and our supply chain. A severe disruption to the
worldwide ports system and flow of goods could result in a
reduction in the level of international trade and lower
demand for our containers. Any terror-related disruption to
railways or river navigation would also have a negative
impact on demand for our services.

Our lease agreements require our lessees to indemnify us for
all costs, liabilities and expenses arising out of the use of our
containers, freight railcars and river barges, including
property damage to our equipment, damage to third-party
property and personal injury. However, our lessees may not
have adequate resources to honor their indemnity obligations
after a terrorist attack. Our property insurance coverage is
limited and is subject to large deductibles and significant
exclusions and we have very limited coverage insurance or
we may not have any coverage at all for damages arising from
a terrorist attack. Accordingly, we may not be protected from
liability (and expenses in defending against claims of liability)
arising from a terrorist attack.

4.3. BUSINESS RISKS

4.3.1. We are dependent on the level of
demand from our customers to lease or buy
our equipment

We are reliant on customer demand for the shipping
containers, modular buildings, freight railcars and river
barges that we lease and/or sell. Customer demand for our
products and services is subject to change based on
numerous factors, including factors that are beyond our
control, such as changes in harvest or production volumes,
changes in supply chains, choices in types of transportation
assets, availability of substitutes, and other operational
needs.

Cash flows generated from our equipment, which are
principally derived from lease rentals, management fees and
proceeds from the sale of our owned equipment, are affected
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significantly by our ability to collect payments under leases
and other arrangements for the use of our equipment and
our ability to replace cash flows from terminating leases by
re-leasing or selling equipment on favorable terms. When we
purchase newly manufactured equipment, we typically lease
it out under long-term leases (typically between three to five
years for shipping containers, between two to 10 years for
each of freight railcars and river barges and between 12 to 24
months for modular buildings), at a lease rate that is
correlated to the price paid for the asset. As these assets are
not initially leased out for their full economic life, we face
risks associated with re-leasing them after their initial long-
term lease at a rate that continues to provide a reasonable
economic return based on the initial purchase price of the
asset. If prevailing asset lease rates decline significantly
between the time the asset is initially leased out and when its
initial long-term lease expires, or if overall demand for these
assets declines, we may be unable to derive the expected
return on our investment in our equipment through the re-
leasing of equipment when the initial long-term lease on such
equipment expires.

Other general factors affecting demand for equipment,
including the utilization rates of our rental fleet, include the
following:

- available supply and prices of new and used equipment;

- economic conditions and competitive pressures in our
customers industry;

- shifting trends and patterns of cargo traffic;

- the availability and terms of equipment financing;

- fluctuations in interest rates and foreign currency values;

- overcapacity or undercapacity of equipment
manufacturers;

- the lead times required to purchase equipment, which
may vary significantly and affect our ability to meet
customer demand;

- the amount of equipment purchased by our competitors
and equipment lessees own themselves;

- equipment fleet overcapacity or undercapacity;

- the choice of a shipping company or logistics company to
reposition its unused containers or railcars to higher-
demand locations in lieu of leasing containers or railcars
to meet demand;

- consolidation or withdrawal of the number of equipment
lessees in the container shipping, freight railcars and river
barges industry, as well as the modular buildings industry;
and

- natural disasters that are severe enough to affect local
and global economies.

In our Shipping Containers, Freight Railcar and River Barges
divisions, where we derive the majority of our business from
equipment leasing, our business model can be affected by a
customer’s decision to buy equipment rather than to lease it
outright. A customer’s decision to lease or buy assets can be
affected by a variety of factors, such as tax and accounting
considerations, prevailing interest rates and the customer’s
capital expenditure and other financial or operational
flexibility.
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All of these factors are inherently unpredictable and beyond
our control. These factors vary over time, often quickly and
unpredictably, and any change in one or more of these
factors may have a material adverse effect on our business,
financial condition, results of operations and cash flows.

4.3.2. If, due to a misjudgment of demand for
our rental equipment or a cancellation of a
customer contract, we are unable to lease or
sell new equipment shortly after we

purchase it
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4.3.3. We may incur significant expense in
connection with underutilized equipment in
stock, including storage costs, and we may
not be able to cost effectively maintain such
equipment to meet demand

We purchase new equipment in the ordinary course of
business to replace aging assets. In addition, in our Shipping
Containers division in particular, we purchase new equipment
for our rental fleet to meet expected increases in customer
demand. Because of the dynamics of the shipping container
industry and the relatively short lead time with which
customers expect to be able to take delivery of a container
once they have signed a lease agreement, we seek to have a
supply of new containers available for immediate leasing on
demand. We monitor the price of containers in order to
purchase new containers opportunistically when prices are
low. The price of containers depends largely on the price of
steel, which is the major component used in their
manufacture. The price at which we lease our containers is
strongly correlated with the price at which we have
purchased the containers, in order to optimize the return on
our investment. The lead time between the moment we place
our purchase order for new equipment with a manufacturer
and when we receive such equipment depends on numerous
factors beyond our control. If, in the interim, prices further
weaken and customers are able to source containers at lower
prices, either through purchasing them outright or leasing
them from one of our competitors at a lower price, we may
not be able to lease the containers that we have reserved for
future demand at a price that will enable us to achieve
anticipated returns. Such a decline in new container prices or
leasing rates, or our inability to lease our reserved containers
could harm our business, results of operations and financial
condition.

In contrast with our Shipping Containers division, we
generally do not purchase new equipment for use in our
Modular Buildings, Freight Railcar and River Barges divisions
unless we have signed a lease agreement with a customer or,
in the Modular Buildings division, a sale agreement, as the
case may be. It is market practice in these businesses for
there to be a longer lead time between the signing of a lease
or sale agreement and the delivery of equipment. Despite this
sourcing policy, we are nevertheless still at risk of having
excess new inventory if a customer rescinds its agreement
after we have made an irrevocable order for the new
equipment or have taken delivery of such equipment.
Furthermore, if market practices change and our customers
demand significantly shorter lead times for the procurement
of new material, we may have to change our sourcing policy
and invest in new equipment without having a back-to-back
lease or sale agreements signed in anticipation of such
investment. A mismatch between our equipment supply and
demand that causes an increase in our unleased inventory
could harm our business, results of operations and financial
condition.

In the ordinary course of business of each of our four
divisions, a portion of our equipment fleet is unutilized at any
given moment. If we are unable to lease or sell equipment in
a timely fashion, the size of our unused fleet may increase,
which may generate storage and maintenance costs in view
of their leasing that are significant and may not be able to be
passed through to our customers through higher rents or
sales prices. If such equipment remains unused for an
extended period of time, it could fall into disrepair and/or any
certificate or authorization required to operate such
equipment could expire or be revoked. The result of either of
those events would be the partial or total loss of such
equipment’s residual value. If demand picks up for a
particular asset class and we are unable to mobilize the
equipment we have in stock in a timely fashion or if we are
forced to write off all or a part of our inventory, we may lose
market share to our competitors who are able to meet
customers’ needs more rapidly. The occurrence of any of
these events could adversely affect our business, financial
condition, results of operations and cash flows.

4.3.4. The disruption of our supply chain
could result in higher prices for new
equipment or a decreased supply of new
equipment

With the exception of our Modular Buildings division (for
which we manufacture most of our equipment), our business
largely depends on equipment that we buy from third-party
manufacturers and suppliers. There is a limited number of
third-party suppliers for some of our products and we may be
unable to procure new equipment sufficiently rapidly to meet
demand if the supply chain is interrupted.

Our Shipping Containers division relies entirely on our ability
to purchase containers from manufacturers. We estimate
that three major manufacturers in China control over 80% of
worldwide shipping container production, as of 2007. We
currently purchase almost all of our new containers from
these major manufacturers. If it were to become more
expensive for us to procure containers in China or to
transport these containers from such manufacturers to the
locations where they are needed by our container lessees,
due to factors such as changes in exchange rates between the
Euro or the U.S. dollar and the Chinese Yuan, increased tariffs
imposed by the European Union or other governments,
increased fuel costs or increased labor costs, we may have to
seek alternative sources of supply. We may not be able to
make alternative arrangements quickly enough to meet our
container needs, and the alternative arrangements may
increase our costs. It should be noted however that the price
of shipping containers has reached its lowest point since
2001, and this risk is now very theoretical.
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We are also wholly reliant on third-party manufacturers for
our Freight Railcars division and our River Barges division. If
for any reason we are unable to acquire such equipment from
manufacturers on competitive terms or in the quantities
required, it could impact our ability to expand our fleet,
which could harm our business, results of operations and
financial condition. We believe our Freight Railcars division is
especially susceptible to this risk. In the wake of the
economic slowdown at the end of the last decade, several
manufacturers of railcars in Europe went out of business, to
consolidate or chose to leave certain markets entirely,
including International Railway Systems, Astra Rail Industries
and Trinity Industries. As a result, we believe that there exists
significant undercapacity for new railcar production in
Europe. If demand for new railcars were to increase,
significant supply shortages may result.

We are less susceptible to the risk of disruptions of supply of
modular equipment in our Modular Buildings division, as our
plants produce a large portion of the equipment that we
lease and sell. However, we rely on third-party manufacturers
from time to time to serve certain markets where we either
do not have the capacity or it is not cost efficient to
manufacture equipment ourselves. In addition, as a
manufacturer, our production of modular buildings may slow
down or be interrupted if a supplier of raw materials,
intermediate products or spare parts encounters financial or
technical difficulties. We are particularly reliant on steel,
which is the primary raw material used in the construction of
our modular buildings. A disruption in the global steel supply
could have a material adverse effect on our ability to
manufacture our modular buildings.

These disruptions in supply could result in equipment
shortages, higher supply costs and our inability to meet
customer demand in a timely fashion, which could harm our
business, results of operations and financial condition.
4.3.5. Consolidation among equipment
manufacturers may make it difficult for us to
negotiate  favorable terms for our
procurement and supply needs
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4.3.6. Lease prices for our equipment are
closely correlated to purchase prices of new
equipment and therefore, sustained
reduction in the purchase prices of new
equipment could harm our business

When there is a decrease in new equipment purchase prices,
like the one currently being experienced for shipping
containers since 2014, the lease rates for older, off-lease
equipment are expected to decrease as well as the sales
prices for secondhand equipment. Per diem leasing rates in
the shipping container leasing industry have generally
followed a downward trend in past years, linked primarily to
a decline in steel prices and a resulting decline in the
purchase price of new shipping containers. In addition, lower
interest rates may make it more attractive for companies to
buy equipment rather than lease it. We cannot predict
whether these trends will continue in the near-term. The
reduction in the purchase price of new equipment resulting in
the drop in lease rate or resale value for all equipment could
harm our business, results of operations and financial
condition, even if this sustained reduction in price allows us
to purchase new equipment at a lower cost.

4.3.7. We are exposed to risks related to the
concentration of our customers

There has been considerable consolidation among
manufacturers of mobile equipment, particularly in the
shipping  container  industry.  Consolidation among
manufacturers may weaken our bargaining position and
reduce any economies of scale we might try to realize as a
bulk purchaser of mobile equipment. We may not be able to
negotiate arrangements with third-party suppliers to secure
products that we require in sufficient quantities or on
reasonable terms. These risks are compounded during
economic downturns as our suppliers may experience
financial difficulties or find it difficult to obtain sufficient
financing to fund their operations, and therefore may not be
able to provide us with the contracted supplies. On the other
hand, during favorable economic cycles, it may be difficult to
purchase equipment timely due to high demand or pressure
on prices/higher prices. If we cannot negotiate arrangements
with third-party suppliers to produce our products or if our
suppliers fail to produce our products to our specifications or
in a timely manner, our reputation, business, results of
operations and financial condition could be harmed.

We lease and sell our mobile equipment to a wide range of
customers in different industrial and geographical end-
markets. We generate revenue through lease agreements
and services rendered in connection with those leases, as
well as through the sale of new and used equipment. For the
year ended December 31, 2015, our leasing revenue
accounted for 65% of our total revenue, while the remaining
35% of our total revenue was generated through the sales of
equipment.

For the year ended December 31, 2015, the three largest
customers of each of our Shipping Containers, Modular
Buildings, Freight Railcars and River Barges leasing
businesses, excluding third-party investors, accounted for
approximately 25%, 2%, 5% and 4%, respectively, of our total
leasing revenue. Our dependence on our key customers may
increase, and any loss of, or a significant reduction in,
business from such customers, or any variation, termination,
scope reduction or adjustment of any of our long-term leases,
could have an adverse effect on our business, financial
condition, and results of operations.

Furthermore, concentration in our customer base increases
our exposure to counterparty risk, in particular in our leasing
business. Lessees are required to pay rent and indemnify us
for damage to or loss of equipment. However, lessees may
default in paying rent and performing other obligations under
their leases and customer default risk is ultimately borne by
the equipment owners. If a lessee defaults, we may fail to
recover all of our equipment and the equipment we do
recover may be returned to locations where we will not be
able to quickly re-lease or sell it on commercially acceptable
terms and, as a result, we will incur in repositioning costs.
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A lessee’s likelihood of default is subject to external economic
conditions and other factors that are beyond our control. A
delay or diminution in amounts received under our leases, or
a default in the performance of maintenance or other lessee
obligations under the leases could adversely affect our
business, financial condition, results of operations and cash
flows.

4.3.8. Our Shipping Containers and Freight

Railcars customers may choose to own their
equipment rather than lease it

Our Shipping Containers and Freight Railcars division are
primarily based on our activity as a lessor of equipment to
shipping companies and railway and logistics companies,
respectively. These customers tend to have sizeable fleets of
equipment that they own themselves, which limits the
potential we have to lease our equipment to them. We
believe that there is a trend towards increased leasing in both
the maritime shipping and rail freight industries, but we
cannot assure you that this trend will continue. A decrease in
the marginal cost of shipping containers or freight rail cars,
which could be caused by oversupply by manufacturers or a
drop in the price of steel, which is the primary raw material
used in container and railcar construction, would make it less
costly for companies to own such equipment outright and
may incite them to prefer ownership rather than leasing.
Further, consolidation of our customers in these divisions
could create economies of scale and efficiencies which would
make it more attractive for them to buy equipment or to
vertically integrate and manufacture equipment themselves.
The decrease in demand for our products and services
resulting from the substitution of ownership for leasing in
these markets would have an adverse impact on our
business, results of operation and financial condition.

4.3.9. Gains and losses associated with the

disposition or trading of used equipment
may fluctuate

In addition to our purchase of new equipment, we also
purchase used containers for resale from our shipping line
customers and other sellers. If the supply of equipment
becomes limited because these sellers develop other means
for disposing of their equipment, develop their own sales
network or simply continue using such equipment for a
longer period of time, we may not be able to purchase the
inventory necessary to meet our goals, and our sales of
equipment revenue and our profitability could be negatively
impacted.

We regularly sell used, older containers upon lease
expiration. The residual value of these containers therefore
affects our profitability. The volatility of the residual value of
containers may be significant. This value depends upon
factors that are beyond our control such as raw steel prices,
applicable maintenance standards, refurbishment needs,
comparable new container costs, used container availability,
used container demand, inflation rates, market conditions,
materials and labor costs and container obsolescence and
damages.
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Containers are typically sold after taking into consideration
earnings prospects, book value, remaining useful life, repair
condition, suitability for leasing or other uses and the
prevailing local sales price for containers. Gains or losses on
the disposition of used containers and the commissions
earned on the disposition of managed containers may
fluctuate significantly, and these fluctuations could have a
significant impact on our business if we sell large quantities of
used containers.

The market value of any given piece of rental equipment
could be less than its depreciated value at the time it is sold.
The market value of used rental equipment depends on
several factors, including:

. the market price for new equipment of a like kind;

. the age of the equipment at the time it is sold, as well
as wear and tear on the equipment relative to its age;

. the supply of used equipment on the market;

. technological advances relating to the equipment;

. worldwide and domestic demand for used

equipment; and
. general economic conditions.

We include in our revenue the sales price of equipment sold,
as well as the difference between the sales price and the
depreciated value of an item of equipment sold. Changes in
depreciation policies could change our depreciation expense,
as well as the gain or loss realized upon disposal of
equipment. For instance, in 2013, we changed our accounting
method for the depreciation of our shipping containers by
decreasing the number of years over which the assets are
depreciated from 15 to 13 years, thereby increasing their
residual value. Sales of used rental equipment at prices that
are significantly below our projections or in lesser quantities
than we anticipate, will have a negative impact on our
revenue, results of operations and cash flows.

4.3.10. Our public sector contracts may be

affected by political and administrative
decisions

In the Modular Building division et to a lesser extent in the
other divisions, we derive a significant portion of our revenue
from sales and leases to governmental entities, quasi-
governmental organizations and state-owned businesses.
Some of our key public sector customers include various
French regional public authorities, the French Ministry of
Defense, the city government of Marseille (France), the city
government of Dortmund in Germany.

Contracting with local, regional or national governmental
authorities or quasi-public entities can be highly regulated
and subject to strict rules and procedures are subject to
change. Demand for leasing or purchase of modular buildings
by local authorities mainly relates to classrooms, day-care
centers, hospital extensions, emergency housing or refugees
housing.
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Business generated from public or quasi-public entities may
be affected by political and administrative decisions
concerning levels of public spending or changes in
governments and their economic policies. This risk is even
more elevated in countries in emerging markets, where
political decisions may be more difficult to predict. Decisions
to decrease public spending may result in the termination or
downscaling of public sector contracts, which may adversely
affect our business, financial condition and results of
operations.

4.3.11. Disruptions at one of our modular
building factories could have an adverse
effect on our financial condition or results of
operations

We own and operate two factories—one in the Czech
Republic and the other in Morocco—where units for our
Modular Buildings division are built.

A loss of the use of all or a portion of either of these factories
for an extended period of time due to an incident at one of
these production sites, such as a fire, a labor dispute, an
accident, weather conditions, natural disasters or otherwise,
may have a material adverse effect on our customer
relationships, and thus our Modular Buildings business,
financial condition or results of operations.

4.3.12. We depend on subcontractors and
other third parties for the operations of
certain of our businesses
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find it difficult to obtain sufficient financing to fund their
operations, and therefore may not be able to provide us with
the contracted services for our projects.

On the other hand, during favorable economic cycles, it may
be difficult to obtain the services of qualified subcontractors
in a satisfactory timeline due to high demand and/or higher
prices.

If we are unable to hire qualified subcontractors or our
subcontractors fail to meet our performance standards, our
ability to successfully provide the agreed services to our
customers could be impaired. Furthermore, if a subcontractor
fails to provide timely or adequate equipment or services for
any reason, we may be required to source such services or
equipment at a higher price than anticipated. We may not be
able to pass on any or all of such increased costs to our
customers, which could negatively impact our profitability.
Any of the above issues related to the use of third-party
subcontractors could have a material adverse effect on our
business, financial condition and results of operations.

4.3.13. We own a large and growing amount
of equipment in our fleet and are subject to
significant ownership risk and increasing our
owned fleet entails increasing our debt

We depend on subcontractors and other third parties for the
operations of certain of our businesses, notably in our
Modular Buildings and Freight Railcars divisions. For example,
in our Modular Buildings division, we use a significant number
of subcontractors for transport and assembly of our units, as
well as the supply of furnishings and fittings for our modular
buildings. Furthermore, in our Freight Railcars division, we
rely on third-party workshops and maintenance facilities to
carry out repair and maintenance work on railcars according
to our Entity in Charge of Maintenance (“ECM”) compliant
technicians’ instructions. Delays in production at our
subcontractors’ facilities or quality control failures, which
may both be due to factors beyond our control, could have a
negative impact on these subcontractors’ ability to perform
to our standards, and consequently on our ability to fulfill our
contractual obligations to our customers.

We may be held liable if one of our subcontractors causes
damage to a customer’s property, violates environmental
and/or occupational health and safety regulations or engages
in willful misconduct or other tortuous acts while at a
worksite or on a customer’s premises in connection with one
of our contracts. Such claims may be substantial and may
result in adverse publicity for us. Moreover, such claims may
not be covered or fully covered by our insurance policies.
Although contracts with subcontractors generally provide for
indemnification to cover their failure to perform their
obligations satisfactorily, such indemnification may not fully
cover our financial losses in attempting to mitigate their
failures and fulfill the relevant contract with our customer.
These risks are compounded during economic downturns as
our subcontractors may experience financial difficulties or

Ownership of equipment entails greater risk than
management of equipment for third-party investors. The
amount of equipment in our owned fleet fluctuates over time
as we purchase new equipment, sell used equipment into the
secondary resale market, and acquire other fleets. In terms of
gross book value, as of December 31, 2015, we owned 7%,
96%, and 65% of our total fleet of shipping containers,
modaular buildings and freight railcars, respectively. Generally,
the increase in the number of owned equipment rises
accordingly our ownership risk, which may result in increased
exposure to financing costs and risks, litigation risks, as well
as risks linked to changes in rates, re-leasing risks, changes in
utilization rates, lessee defaults, repositioning costs,
impairment charges and changes in sales price upon
disposition of containers. Additionally, the various additional
costs associated with overcapacity such as the incurrence in
additional storage and maintenance costs, as well as
equipment degradation and partial or total loss of its residual
value, could harm our business, results of operations and
financial condition. Conversely, when we manage equipment
for third-party investors, most of these risks are assumed by
the third-party investors.

As our ownership of equipment in our fleet grows, we will
likely have more capital at risk and may need to maintain
higher debt balances. We will be leveraged after giving effect
to the financing and additional borrowings may not be
available to us or we may not be able to refinance our
existing indebtedness, if necessary, on commercially
reasonable terms or at all. We may need to raise additional
debt or equity capital in order to fund our business, expand
our sales activities or respond to competitive pressures. We
may not have access to the capital resources we desire or
need to fund our business or may not have access to
financing on attractive terms. An inability to acquire
additional assets would have an adverse impact on our
business, results of operations and financial condition.
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4.3.14. We face risks related to our
management of a substantial portion of our
shipping container and freight railcar fleets
on behalf of third-party investors

We engage in asset management on behalf of third parties
for a substantial portion of our shipping container and freight
railcar fleets. As of December 31, 2015, 76% of our combined
shipping container and freight railcar fleets under
management in terms of gross book value were owned by
third-party investors for whom we provided asset
management services. We primarily seek out third-party
investors to share the risks and rewards of equipment
ownership, thus reducing our reliance on capital expenditure
in order to grow our business. Asset management is a key
part of our financing and business strategy going forward,
and an inability to attract further investors could materially
and adversely affect our business. Management contracts
govern the relationship between each of our investors and
our Group. Although we do not guarantee any minimum
returns on an investor’s investment, an investor may
terminate a management contract in specific circumstances,
such as our material non-performance of our contractual
obligations, our bankruptcy or winding up, our failure to pay
revenues that we have collected and that are owing to the
investors or a change in our majority shareholder. Our
management contracts do not represent joint ventures and
we do not act as partners with investors.

For the year ended December 31, 2015, one of the investors
accounted for 6.3% of our total revenue, down in 2015
compared to 2014 due to a lower syndication volume. If this
investor were to terminate our management contract, we
may not be able to find a suitable replacement investor and
may have to bear the capital expenditure of the repurchase
of the investor’s assets. This could have a material adverse
effect on our results of operations and financial condition.
Further, an inability to attract new investors would prevent
us from growing our business in line with our expectations.

4.3.15. We may be affected by climate

change or market or regulatory responses to
climate change
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For example, in 2013, flooding on the Danube River due to
high levels of rainfall disrupted river transport. Reduction in
demand due to climate change could have an adverse effect
on our business, results of operations and financial condition.

Changes to laws, rules and regulations, or actions by
authorities under existing laws, rules or regulations, to
address greenhouse gas emissions and climate change could
negatively impact our customers and our business. For
example, railcars and river barges that are used to carry fossil
fuels, such as coal, could see reduced demand if new
government regulations mandate a reduction in fossil fuel
consumption. Potential consequences of laws, rules or
regulations addressing climate change could have an adverse
effect on our financial position, results of operations and cash
flows.

4.3.16. Design of our modular building assets
is vital to our business

Climate change could affect us, as well as our customers, who
transport goods using the barges, containers and railcars that
we make available to them, and our suppliers, who produce
our products and who may emit greenhouse gases during the
production process. Our Shipping Containers division is
particularly dependent on world trade. Any impact of climate
change on world trade would have an impact on our
business. For example, a rise in temperatures could make
new trade routes accessible near the North Pole, which
would reduce the number of containers required for trade
between Asia and Europe, and thus would negatively impact
the demand for our products and services. Extreme weather
conditions or natural disasters related to climate change
could also have an impact on our business, particularly in the
River Barges division, where navigation can be disrupted due
to drought, flooding or freezing conditions.

In addition to being a vendor and a lessor of modular
construction units, we manufacture them in our two factories
located in Czech Republic and Morocco. As a result, we are
responsible for the design and construction of the modules
that we sell and lease. Because modular construction units
have long useful lives and managing those assets is a critical
element to our lease business, we must design and build
them in a manner that anticipates the needs of our
customers, as well as changes in legislation, regulations,
building codes and local permitting in the various markets in
which we operate over the building’s lifetime.

In addition, we must successfully maintain and repair this
equipment cost-effectively to maximize the useful life of the
products and the level of proceeds from the leasing and sale
of such products. As the needs or preferences of our
customers change and regulations affecting modular
construction evolve, we may need to incur costs to relocate
or retrofit our leased assets. If we do not successfully design
and construct modular buildings, we may incur significant
costs or a decline in utilization rates that could have an
adverse effect on our business, results of operations and
financial condition.

4.3.17. We may incur costs to reposition our
shipping containers, freight railcars, river
barges or modular buildings

International trade has been marked in recent years by an
imbalance of trade between exporting countries or regions
and importing countries or regions. As a result, there is strong
demand for cargo space at ports located near net exporters,
such as in China, and lower demand at ports that are in net
importer countries or regions. This imbalance of trade is most
pronounced in the maritime shipping industry, but can be
true to a more limited extent among other countries or
regions, affecting not only our Shipping Containers division,
but also our Freight Railcars and River Barges division. As a
result, our customers may return equipment in areas where
demand is low. When lessees return our equipment to
locations where supply exceeds demand, we are required to
reposition such equipment to higher demand areas rather
than have excess inventory in a non-strategic location.
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Repositioning expenses vary depending on geographic
location, distance, freight rates and other factors, and, in the
case of shipping containers, may not be fully covered by
drop-off charges collected from the last lessee of the
equipment or pick-up charges paid by the new lessee.

We seek to limit the number of units that can be returned
before the expiration of the lease agreement and impose
surcharges on equipment returned to areas where we will not
be able to quickly re-lease them on commercially acceptable
terms. We have also set up a used equipment sales
department in order to reduce inventory in locations with low
demand. However, market conditions may not enable us to
continue such practices. In recovery actions pursuant to the
default of one of our lessee customers, we must locate the
equipment and often need to pay accrued storage.
Furthermore, equipment can also be lost or damaged. In such
cases, we invoice our customers for the replacement values
previously accepted in each lease agreement. Furthermore,
we may not accurately anticipate which locations will be
characterized by high or low demand in the future, and our
current contracts will not protect us from repositioning costs
if locations that we expect to be high-demand locations turn
out to be low-demand locations at the time leases expire.
Even though risks associated with reposition of our
equipment mainly affects our shipping containers, freight
railcars and river barges, our Modular Buildings division is
also subject to these risks and if reposition costs are higher
than usual, our business, financial condition and results of
operations, could be materially adversely affected.

4.3.18. We rely on title registries to evidence
ownership of our assets. Failure to properly
register or the lack of an international
registry increases the risk of ownership
disputes
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is dependent on the continued service of, and on our ability
to attract and retain, qualified management, technical,
marketing and support personnel necessary to operate
efficiently and to support our operating strategies.
Competition for such personnel is intense, and we may be
unable to continue to attract or retain such qualified
personnel. Furthermore, our labor expenses could also
increase as a result of continuing shortages in the supply of
personnel. Failure to retain key personnel or attract new
skilled personnel may materially adversely affect our
business, results of operations and financial condition.

4.3.20. Certain liens may arise on our

equipment in the ordinary course of our
business

Depot operators, repairmen and transporters may have a
right of retention on our equipment from time to time and
have sums due to them from the lessees or sub-lessees of the
equipment. In the event of non-payment of those charges by
the lessees or sub-lessees, we may be delayed in, or entirely
barred from, repossessing the equipment, or be required to
make payments or incur expenses to discharge liens on our
equipment, which could have a material adverse effect on
our business, financial condition, results of operations and
cash flows.

4.3.21. Our business strategies may fail to
produce the desired results

There is no internationally recognized system of recordation
or filing to evidence our title to the types of equipment that
we lease nor is there an internationally recognized system for
filing security interests in the types of equipment that we
lease. Although we have not experienced material problems
with respect to this lack of internationally recognized system
in the past, the lack of an international title recordation
system with respect to containers could result in disputes
with lessees, end-users, or third parties who may improperly
claim ownership of the containers. Likewise, we may be
subject to ownership disputes derived from unenforceable,
voidable or void registration of our equipment due to our lack
of compliance with the required formalities. Failure to
correctly record our properties in the appropriate registry
could result in arbitration proceedings, litigation or
ownership disputes, which could have a material adverse
effect on our business, results of operations and financial
condition.

4.3.19. We may lose the services of members
of our key executive and management team

The unanticipated departure of any key member of our senior
executive and management team could have an adverse
effect on our business. In addition, because of the specialized
and technical nature of our business, our future performance

Our future financial performance and success depend on our
ability to implement our business strategies successfully. For
instance, we continue to focus on cost reduction initiatives to
improve operating efficiencies and generate cost savings.
Such cost reduction initiatives, as well as our other business
plans and decisions, may not be as successful as we expect
and the costs involved in implementing our strategies may be
significantly greater than we anticipated. We may experience
cost overruns. Cost associated to the growth of the fleet
could have a negative impact on our financial results until
fleet utilization is sufficiently high to absorb the incremental
costs associated with the expansion. Generally speaking, we
may not be able to successfully implement our business
strategies or ensure that implementing these strategies will
sustain or improve, and not harm, our results of operations.

In general, our business strategies are based on assumptions
about future demand for our equipment and on our ability to
optimize utilization of our existing and future equipment.
Economic volatility or uncertainty makes it difficult for us to
forecast trends and set appropriate investment levels, which
may have an adverse impact on our business and financial
condition. The economic downturn that started with
subprime mortgage crisis in 2007 led to significant reductions
in available capital and liquidity from banks and other
providers of credit, substantial fluctuations in equity and
currency values worldwide and concerns that the worldwide
economy could enter into a prolonged recessionary period.
These factors limited our ability to forecast future product
demand trends. Uncertainty regarding future product
demand could cause us to maintain excess equipment
inventory and increase our capital expenditures beyond what
is efficient.
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Alternatively, this forecasting difficulty could cause a shortage
of equipment for rental that could result in an inability to
satisfy demand for our products and a loss of market share.
Also, as part of our strategic business plans, we constantly
have to make decisions with respect to the type, model and
technical characteristics of the equipment that we purchase
or manufacture. We must make these decisions based on
present demand and our forecasts of future demand these
decisions may turn out to be less profitable than originally
expected given the long lifespan of these assets. We cannot
guarantee that our strategic business decisions will be
successful in the future and that we will be able to implement
our strategy of optimizing utilization of assets in accordance
with our plans or at all. Additionally, any failure to develop,
revise or implement our business strategies in a timely and
effective manner may adversely affect our business, financial
condition, results of operations.

43.22.We may choose to pursue
acquisitions or joint ventures that could
present unforeseen integration obstacles or
costs and we face risks from our joint
ventures
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4.3.23. We operate in many jurisdictions
with highly complex and variable tax
regimes, and changes in tax rules and tax
audits could have some effects

We may pursue acquisitions and enter into joint venture
agreements in the future. Acquisitions involve a number of
risks and present financial, managerial and operational
challenges, including:

. potential disruption of our ongoing business and
distraction of management;

. difficulty integrating personnel and financial and
other systems;

. hiring additional management and other critical
personnel; and

. increasing the scope, geographic diversity and
complexity of our operations.

In addition, we may encounter unforeseen obstacles or costs
in the integration of acquired businesses. Also, the presence
of one or more material liabilities of an acquired company
that are unknown to us at the time of acquisition may have
an adverse effect on our business.

We have also entered into joint venture agreements with
respect to our Freight Railcars division and may pursue new
joint ventures in other divisions in the future. Our strategic
and business partners may not continue their relationships
with us in the future and we may not be able to pursue our
stated strategies with respect to our non-wholly owned
subsidiaries, associates and joint ventures and the markets in
which they operate. Furthermore, our joint venture partners
may have economic or business interests or goals that are
inconsistent with ours, take actions contrary to our policies or
objectives, experience financial and other difficulties or be
unable or unwilling to fulfill their obligations under the joint
ventures, which may have an adverse effect on our business.

Acquisitions or joint ventures may not be successful, and we
may not realize any anticipated benefits from acquisitions or
joint ventures. This could constrain our ability to pursue our
corporate objectives in the future, which could have a
material adverse effect on our business, results of operations
and financial condition.

We conduct business around the world and are therefore
subject to highly complex and often divergent tax laws and
regulations, resulting in very challenging structuring and
operational issues. Changes in tax rules and the outcome of
tax assessments and audits could have effects on our
financial results. The tax rates to which we are subject are
variable. Our effective tax rate in any jurisdiction may depend
on changes in our level of operating profit or in the applicable
rate of taxation there, as well as on changes in estimated tax
provisions due to new events.

We currently have tax benefits in certain jurisdictions. These
benefits may not be available in the future due to changes in
relevant local tax rules, which could cause our effective tax
rate to increase and may result in an adverse effect on our
business, financial condition and results of operations.

In addition to audits to which we are subject in the ordinary
course of business, uncertainties may also result from
disputes with local tax authorities about the transfer pricing
of internal deliveries of goods and services or related to
financing, acquisitions and divestments, the use of tax credits
and permanent establishments, and tax losses carried
forward. These uncertainties may have a significant impact
on our local tax results. We also have various tax assets as a
result of tax losses in certain legal entities. Tax authorities
may challenge these tax assets. In addition, the value of the
tax assets resulting from tax losses carried forward depends
on our having sufficient taxable profits in the future. Although
we believe that we have conducted our business in
compliance with tax laws, if local authorities or an
administrative court decide we have not been tax compliant,
we can be subject to significant liability. Any or all of these
tax issues could have an adverse effect on our business,
financial condition and results of operations.

4.3.24. The fair market value of our long-
lived assets may differ from the value of
those assets reflected in our financial
statements

Our assets primarily consist of long-lived assets which may
have a carrying value in our financial statements that may
sometimes differ from their fair market value. These
valuation differences may be positive or negative and could
be material depending on market conditions and demand for
certain assets. We review long-lived assets for impairment in
accordance with applicable rules, including whenever events
or changes in circumstances indicate that the carrying
amount of the assets may not be recoverable. Recoverability
of the assets is measured by a comparison of the carrying
amount of the assets to future net cash expected to be
generated by the assets. If such assets are considered to be
impaired, the impairment to be recognized is measured by
the amount by which the carrying amount of the assets
exceeds the fair value of the assets.
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Assets to be disposed of are reported at the lower of the
carrying amount or fair value less costs to sell. There are
many assumptions and estimates underlying the
determination of an impairment event or loss, if any. The
assumptions and estimates include, but are not limited to,
estimated fair market value of the assets and estimated
future cash flows expected to be generated by these assets,
which are based on additional assumptions such as utilization
rates, number of years that the asset will be used and its
estimated residual value. Although we believe our
assumptions and estimates are reasonable, deviations from
the assumptions and estimates could produce a materially
different result, which could have an adverse effect on our
financial condition, results of operations and cash flows.

43.25.We rely on our proprietary
information technology systems to conduct
our business. There are some risks is these
systems fail to perform their functions
adequately, or if we experience an
interruption in their operation
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firm commitments and by negotiating indexing mechanisms
for commodity prices. For freight railcars, river barges and
modaular buildings, orders are placed for new equipment once
we have concluded a lease or sale agreement with a
customer for such equipment.

We generally take into account the prices at which we
purchase our products when setting the prices at which we
lease or sell them to customers. However, we may not always
be successful in passing on price increases to our customers
in an environment where there is pressure on leasing or sale
prices or if it is difficult to lease equipment due to weak
demand. A failure to pass on such increased operating costs
would have an adverse effect on our business, results of
operations and financial condition.

4.3.27. We are subject to risks associated
with labor disruptions, particularly with our
operations that employ unionized labor, as
well as changes in labor laws

The efficient operation of our business is highly dependent on
our proprietary information technology systems. We rely on
our systems to track transactions, such as repair and storage
costs, and movements associated with each of our owned or
managed equipment units. We use the information provided
by these systems in our day-to-day business decisions in
order to effectively manage our lease portfolio and improve
customer service. We also rely on them for the accurate
tracking of the performance of our managed fleet for each
third-party investor. The failure of our systems to perform as
we expect could disrupt our business, adversely affect our
financial condition, results of operations and cash flows and
cause our relationships with lessees and third-party investors
to suffer.

Furthermore, these systems may require modifications or
upgrades as a result of technological changes or growth in
our business. These changes may be costly and disruptive to
our operations, and could impose substantial demands on
management time. In addition, with respect to our current
and future information technology systems, we could
experience failures or disruptions resulting from
circumstances beyond our control, including natural
disasters, computer viruses or malware, fires, physical or
electronic break-ins, network failures, electricity failures or
other causes. Any such interruption could have a material
adverse effect on our business, reputation, results of
operations and financial prospects.

4.3.26. Significant increases in raw material

costs could increase our operating costs
significantly and harm our profitability

Equipment purchase prices vary according to the volatility of
commodity prices, especially steel, which represents the main
component of shipping containers, freight railcars, river
barges and modular buildings. Volatility in the price of raw
materials is caused not only by supply and demand, but also
by exchange rate fluctuations when commodity prices are
listed in currencies other than our functional currency, such
as the U.S. dollar. We try to reduce this risk by restricting our

We are subject to the risk of labor disputes, which may
disrupt our operations. Although we believe our relations
with employees are good, our operations may nevertheless
be materially affected by strikes, work stoppages, work-
slowdowns or other labor-related developments in the
future, which could disrupt our operations and adversely
affect our business, financial condition and results of
operations. Our employees in certain countries benefit from
collective bargaining agreements, and we may not be able to
periodically renegotiate collective agreements on acceptable
terms. Settlement of actual or threatened labor disputes or
an increase in the number of our employees covered by
collective bargaining agreements may adversely affect our
labor costs, productivity and flexibility.

Labor laws applicable to our business in certain countries,
particularly France, where 18% of our total number of
employees are located, are relatively rigorous. In numerous
cases, labor laws provide for the strong protection of
employees’ interests. In addition, some of our employees are
members of unions or, based on applicable regulations,
represented by work councils or other bodies. In many cases,
we must inform, consult with and request the consent or
opinion of union representatives or work councils in
managing, developing or restructuring certain aspects of our
business. These labor laws and consultative procedures could
limit our flexibility with respect to employment policy or
economic reorganization and could limit our ability to
respond to market changes efficiently. Even where
consultative procedures are not mandatory, important
strategic business decisions could be negatively received by
some employees and employees’ representative bodies,
which could lead to labor actions that could disrupt our
business.
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4.4. FINANCIAL RISKS
4.4.1. Liquidity risk

The TOUAX Group's top priorities for managing its liquidity
risk are to ensure financial continuity, to meet their due
dates, and to optimize the cost of debt. The Group has
carried out a specific review of its liquidity risk, and considers
it is able to meet its commitments at the future due dates.

Liquidity risk management is assessed according to the
Group's requirements set forth in the notes to the
consolidated financial statements note 29 page 108.

The list of loans containing specific clauses and commitments
is mentioned in note 23.1.3 page 103 and note 29 page108 of
the notes to the consolidated financial statements.

4.4.2. Interest rate and currency risks
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indebtedness and increase the costs of refinancing existing
indebtedness and of issuing new debt. Further, given our
leverage, increases in interest rates could adversely affect
cash flow and our ability to make payments on the Notes.
There can be no assurance that future exchange rate and
interest rate fluctuations will not have a material adverse
effect on our financial condition and results of operations.

4.4.3.Risk on equity and other financial
instruments

The TOUAX Group relies on loans for both its development
requirements and its investment policy. A large portion of its
loans apply a variable interest rate. Most of the Group's
interest-rate risk is related to its variable interest-rate loans.

Interest rate risk management is described in the notes to the
consolidated financial statements in note 29 page 108.

Information on currency risk and its management is provided
in note 29 of the notes to the consolidated financial
statements, page 108.

We have a strong international presence and therefore we
are naturally exposed to currency fluctuations. Because our
consolidated financial results are reported in Euros, if we
generate sales or earnings in other currencies, the translation
of those results into Euros can result in a significant increase
or decrease in the amount of those sales or earnings. For
purposes of accounting, the assets and liabilities of our
foreign operations, where the local currency is the functional
currency, are translated using period-end exchange rates, and
the revenue and expenses of our foreign operations are
translated using average exchange rates during each period.

These fluctuations may affect our results through the
conversion into Euros of accounts for our subsidiaries outside
the Euro zone. Our exposure to currency risk is mainly linked
to fluctuations in the U.S. dollar and, to a lesser extent, the
Czech crown and the Polish zloty against the Euro. Based on
our results for the year ended December 31, 2015, we
estimate that a 10% decrease in the exchange rate of the U.S.
dollar against the Euro would cause a 3% rise in our current
operating income. However, these are estimates and future
fluctuations in currency exchange rates may have a more
adverse effect on our current operating income than
originally anticipated, and therefore, it could negatively affect
our business, financial condition and results of operations.

Further, we incur currency transaction risk whenever we
enter into a purchase, sales or leasing transaction using a
currency other than the functional currency of the transacting
entity.

We rely on loans for both our development requirements and
our investment policy. Most of our interest-rate risk is related
to variable interest-rate loans after taking into account
hedging instruments, which represented almost half of our
outstanding indebtedness. Any increase in interest rates
would increase our finance costs relating to variable rate

The Group's strategy is to invest its excess cash in UCITS
(Undertakings for Collective Investments in Transferable
Securities) money market funds, for a short-term. The Group
has no dealings on the financial stock markets.

The equity risks are described in the notes to the
consolidated financial statements note 29 page 108.

[l Risk of dilution for stockholders

The Group's strategy is based on the growth and
development of various fleets. This strategy requires
considerable funding. One of the methods used by the Group
is to issue a call for funds to equity markets.

Stockholders who do not subscribe to the call for funds,
through a capital increase, are exposed to a risk of dilution of
their stake in TOUAX's capital. For the record, the last call-up
of capital (through a capital increase) was completed in 2009
to finance growth.

Furthermore, in July 2015 the Group issued bonds
redeemable in cash and new or existing shares (Convertible
Bonds). The conversion of its bonds into shares could create a
risk of dilution for shareholders not possessing convertible
bonds.

4.4.4. Counterparty risk

Counterparty risk from Cash and Cash Equivalents, as well as
from derivative instruments under contract with banks
and/or financial institutions, is managed centrally by the
Group's Treasury and Financing Department.

This risk is set out in the notes to the consolidated financial
statements note 29 page 108.

4.5. LIABILITY AND INSURANCE RISKS

4.5.1. Failure to properly design,
manufacture, repair and maintain our
equipment may result in impairment
charges, potential litigation

We design and manufacture the majority of our modular
building units. The economic lifespan of these units typically
varies between 20 and 30 years, with a residual value that
varies depending on product type and location. Proper
design, manufacture, repair and maintenance of the modular
unit during our ownership is required for the product to reach
its estimated useful life with an optimized residual value.
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If we do not appropriately manage the design, manufacture,
repair and maintenance of our modular construction units, or
otherwise delay or defer such repair or maintenance, we may
be required to incur impairment charges for equipment that
is beyond economic repair or incur significant capital
expenditures to acquire a new modular unit to serve demand.
In addition, these failures may result in personal injury or
property damage claims, including claims based on poor
indoor air quality, and termination of leases or contracts by
our customers. Costs of contract performance, potential
litigation and profits lost from termination could accordingly
materially adversely affect our future business, operating
results, financial condition and cash flows.

As we do not design and manufacture the equipment that we
lease through our Shipping Containers, Freight Railcars and
River Barges divisions, some of the aforementioned risks are
not applicable to these divisions. However, the repair and
maintenance of our equipment and the equipment that we
manage for third-party investors, exposes us to similar risks in
relation to personal injury, property damage claims, contract
performance or potential litigation among others. These risks
may also have a material adverse effect on our future
business, operating results, financial condition and cash
flows.

4.5.2. We could be held liable for damages
caused by the equipment that we lease or
sell
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4.5.3. Our businesses’ general regulatory
framework imposes significant additional
operating costs and failure to comply may
result in liability and in equipment
obsolescence

The nature of our businesses and our assets potentially
exposes us to significant personal injury and property damage
claims and litigation. For example, our customers may use our
equipment to transport hazardous materials, and an accident
involving a shipping container, freight railcar or river barge
carrying such materials could lead to litigation and subject us
significant liability, particularly where the accident involves
serious personal injuries or the loss of life. In some countries,
particularly the United States, shipping container owners may
be liable for any environmental damage caused as containers
are unloaded. Our failure to maintain our equipment in
compliance with governmental regulations and industry rules
could also expose us to personal injury, property damage,
and environmental claims. Moreover, a substantial adverse
judgment against us could have a material effect on our
financial position, results of operations and cash flows.

We obtain warranties from the manufacturers of our
equipment. When defects in equipment occur, we work with
the manufacturers to identify and rectify the problem.
However, there is no assurance that manufacturers will be
willing or able to honor warranty obligations. If defects are
discovered in equipment that is not covered by manufacturer
warranties, we could be required to spend significant sums of
money to repair the containers, the useful lives of the
equipment could be shortened and the value of the
containers reduced. In addition, if equipment manufacturers
do not honor warranties covering these failures, or if the
failures occur after the warranty period expires, we could be
required to expend significant amounts of money to repair or
sell equipment earlier than expected. This could have a
material adverse effect on our operating results and financial
condition.

We are subject to several broad types of regulation in each of
the countries in which we operate, including anti-terrorism,
security and other shipping regulations, technical and safety
regulations, environmental regulation and occupational
health and safety regulations. These regulations may result in
equipment obsolescence or require substantial investments
to retrofit existing equipment. Additionally, environmental
concerns are leading to significant design changes for new
shipping containers, modular buildings, freight railcars and
river barges that have not been extensively tested, which
increases the risks we face from potential technical problems.
Compliance with regulations in our various jurisdictions can
impose a significant cost. If changes in regulations were to
occur, we could incur significant retrofitting costs. A failure to
comply with regulation, or obsolescence of all or a portion of
our fleet due to regulatory changes, could have a material
adverse effect on our business, operating results, financial
condition and cash flows.

4.5.4. If our insurance is inadequate or if we
are unable to obtain insurance, we may
experience losses

We have a systematic policy of insuring our tangible assets
and our general risks. We have three types of insurance
policies: equipment insurance, operational liability insurance,
and liability insurance for our officers.

The risk of losses or damage to tangible assets in the Modular
Buildings, River Barges and Freight Railcars divisions is
covered by the equipment insurance policy (comprehensive
property insurance). In accordance with standard business
practices, our Shipping Containers customers are responsible
for insuring containers themselves. Under all of our leases,
our lessees are generally responsible for loss of or damage to
a container beyond ordinary wear and tear, and they are
required to purchase insurance to cover any other liabilities.

Insurance programs reflect the nature of Group risk and are
covered in accordance with standard practice in the market.
The Group does not have a captive insurance company.

Although we believe that we have adequate coverage in
accordance with market practices, there can be no assurance
that any claim under our insurance policies will be honored
fully or timely, our insurance coverage will be sufficient in any
respect or our insurance premiums will not increase
substantially. If we were to incur a significant liability for
which we were not fully insured, or if premiums for certain
insurance policies were to increase substantially as a result of
any incidents for which we are insured, our business, financial
condition and results of operations could be materially
adversely affected.
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5. ISSUER INFORMATION

5.1. COMPANY
DEVELOPMENT

HISTORY AND

5.1.1. Business name and commercial name

TOUAX SCA
SGTR — CITE - CMTE - TAF - SLM - TOUAGE
INVESTISSEMENT réunies

5.1.2. Place of incorporation and registration
number

> Register of companies

Tour Franklin — 23éme étage — 100-101 Terrasse Boieldieu —
92042 La Défense cedex — FRANCE

Téléphone : +33 146 96 18 00

> lIdentification

Register of companies: Nanterre B 305 729 352
SIRET: 305 729 352 00099

APE: 70102

Listed on NYSE Euronext in Paris — Compartment C

ISIN code: FRO000033003 — Reuters TETR. PA — Bloomberg
TOUPFP equity

5.1.3. Date of incorporation and duration
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Annual reports, presentations to investors, press releases
are available in French and English on the Group’s website
(www.touax.com).

Significant news that may affect share prices is always
broadcast through the press.

> Persons responsible for financial information
Fabrice and Raphaél WALEWSKI
Managing Partners of TOUAX SCA

Tour Franklin — 23éme étage — 100-101 Terrasse Boieldieu -
92042 La Défense CEDEX — FRANCE

Tel.: +33 (0)1 46 96 18 00
Fax: + 33 (0)1 46 96 18 18

e-mail: touax@touax.com

5.1.5. Historical background

The company was incorporated on December 31, 1898.
Incorporation will expire on December 31, 2104.

5.1.4. Legal status and legislation

> Company legal status
Partnership limited by shares
> Financial year

The financial year of TOUAX SCA commences on January 1
and ends on December 31.

> Share capital

On December 31, 2015 the company’s capital comprised
5,883,782 shares with a par value of €8.

The capital is fully paid up.
> Company legislation

A partnership limited by shares, governed by the French
Commercial Code.

> Viewing of the company’s legal documents

Documents relating to TOUAX SCA can be consulted at the
company’s registered office.

> Information policy

A financial communication agreement has been signed with
ACTIFIN — 76-78, rue Saint Lazare — 75009 Paris — FRANCE.

Besides the timeline on pages 12 and 13, our Group’s history
began over 160 years ago with our founding as an operator
of barges on the Seine river in France in 1853. Our company
was founded as a result of the merger with another river
barge operator in 1898. We became a listed company on the
Paris Stock Exchange (now Euronext Paris) in 1906.

We began to diversify our services in the middle of the 20th
century, branching out first into the leasing of freight railcars
in 1955, followed by the launch of our Modular Buildings
division in 1973. We entered the shipping container leasing
business first as an investor in assets, and then through our
acquisition of the Gold Container Corporation in 1985.

Beginning in the 1990s, we expanded our activities to
include management of leased assets for third-party private
and institutional investors. In 1998, our current Managing
Partners, Fabrice and Raphaél WALEWSKI, assumed their
functions. Our Managing Partners are the latest generation
in a line of members of the WALEWSKI family that have
managed our Group since the beginning of the 20th century.
They have overseen a period of significant growth of our
Group, as we have focused on growing our international
footprint to include both developed countries, such as the
USA, and emerging markets, such as Asia or Morocco.

5.2. INVESTMENTS

5.2.1. Principal investments

The Group's business is to lease shipping containers,
modular buildings, river barges and freight railcars. The
Group also has the cross-functional activity of third-party
asset management. Consequently, by the end of 2015, 59%
of assets under Group management were financed by
investors and entrusted to the Group under management
contracts. The Group’s growth policy is based on new
equipment lease agreements with its customers, requiring
new investments funded by third-party investors as part of
the Group’s management programs or by the Group using its
own financing resources. In 2015, the portion of assets
owned by the Group slightly increased compared with 2014.
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The Group is keen to pursue growth by increasing the
amount of new equipment on long-term lease agreements.
In 2016, the Group will prioritize investments financed by
third parties. The objective is to generate further economies
of scale and restore a return on equity of 15%. The return on
equity corresponds to the ratio of net profit / stockholders'
equity. This is the concept usually calculated by financial
analysts. Investments include Group-owned and third-party
assets. To achieve these objectives, the Group balances out
the ratio between managed and proprietary assets using a
distribution rule that varies according to the business. At 31
December 2015, the breakdown of managed assets is 41%
owned equipment and 59% equipment belonging to third-
parties. The assets held by fully consolidated subsidiaries are
wholly included in the Group's assets, even if the Group
invested in partnership with minority stockholders.

Moreover, the Group's strategy is to mainly invest in new,
long-term contracts. This strategy makes it possible to limit
the releasing risk and the volatility of the equipment's
residual value. This strategy also facilitates the Group’s
ability to find third-party investors and to finance itself in
order to continue its development.

The Group's investment policy is to finance property assets
in compliance with a LTV (loan to value) of 70% maximum.
This ratio is calculated by comparing the total assets
(excluding intangible assets and goodwill) with gross debt.
Debt is made up of recourse debt and "non recourse" debt
whose reimbursement is only guaranteed with rental
income or the proceeds from selling the financed assets. This
type of non-recourse financing supports the Group’s growth,
while reducing risks for stockholders. The policy adopted by
the Group is to maintain a debt-to-equity (gearing) ratio
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(including non-recourse debt) of 2.5 to 1. This policy enables
the Group to pre-finance assets to be sold to investors.
Selling assets to investors is part of the Group’s strategy and
it finances growth with limited recourse to debt. The
Group’s growth generates economies of scale and increases
margins.

The Group has access to all types of financing, short,
medium and long-term loans, loans without recourse,
operational leasing, leasing, factoring and assignment of
receivables.

Lease agreements are classified as financial lease
agreements when the Group benefits from the advantages
and risks inherent in ownership. For example, clauses for the
automatic transfer of ownership, options to buy at a value
far below the estimated market value, equivalence between
the lease term and the life of the asset or between the
discounted value of future lease payments and the value of
the asset are features that generally lead to lease
agreements being classified as finance contracts.

In 2015, the economic conditions in Europe, particularly for
the Modular Building and Freight Railcar businesses, showed
signs of recovery and we noticed increases in leasing prices
and/or utilization rates (like in Germany, Poland or Czech
Republic) though certain local markets might be slower in
the recovery. Investors continued to show interest in the
assets managed by the Group, which made it possible to sign
new asset management contracts, mainly of shipping
containers, but to a limited extent compared to 2014.
Investors postponed their investments due to a wait-and-see
behavior resulting in a drop of the steel price. Moreover,
TOUAX always seeks to acquire fleets of existing equipment
financed by third party investors

In 2015, the Group made the following investments on its own behalf and for investors:

(€ thousands)

Containers

Modular
Buildings

Miscellan
eous

River
Barges

Shipping Freight

Railcars TOTAL

Gross Capital Assets Investments 1066 14 491 462 12111 116 28 245
Variation in Stocks of EQuipment 10977 19 341 30318
Sale of Capitalized Equipment (historical gross value) -14 846 -16 717 -1 030 -5 076 -1 -37 671
Investments in capital and in stock -2 804 -2226 -568 26376 115 20893
Equipment sold to investors (finance lease)

Gross investment in managed assets 23299 41780 65078
Capitalized equipment sold to investors 7814 7814
Sale of Capitalized Equipment (historical gross value) -61 596 -17 248 -22 341 -101 185
Net Investments in Managed Assets -30483 -17 248 19438 -28 293
NET INVESTMENTS -33 286 -19474 -568 45 814 115 -7 400

In 2014, the investments on its own behalf and those for investors were as follows:

Shipping Modular River Freight Miscellan
(€ thousands) Containers Buildings Barges Railcars eous
Gross Capital Assets Investments 3108 10558 2941 5537 483 22627
Variation in Stocks of Equipment -6 739 57 -6 683
Sale of Capitalized Equipment (historical gross value) -23 328 -17 774 -7576 -8 890 -7 -57 575
Investments in capital and in stock -26 960 -7 216 -4 635 -3 297 477 -41 630
Equipment sold to investors (finance lease)
Gross investment in managed assets 86 580 86 580
Capitalized equipment sold to investors 19100 19100
Sale of Capitalized Equipment (historical gross value) -30762 -493 -18 235 -49 490
Net Investmentsin Managed Assets 74917 -493 -18 235 56 189
NET INVESTMENTS 47 957 -7 709 -4 635 -21531 477 14 559
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The following non-current investments were recognized in the Group’s consolidated financial statements as of December 31, 2015:

Net capital assets investments during the fiscal year

(€ thousands) 2015 2014
Netinvestments inintangible assets 314 (641)
Netinvestments in tangible assets (12 750) (32 605)
Net investments in financial assets 3010 (1702)
TOTAL net investments (9 425) (34947)

Breakdown by business of net capital assets investments

(€ thousands) 2015 2014

Shipping Containers (13 780) (20 220)
Modular Buildings (2226) (7 216)
River Barges (568) (4 635)
Freight Railcars 7 035 (3353)
Miscellaneous 115 477

TOTAL (9 425) (34947)

Methods of financing of net capital assets investments

(€ thousands) 2015 2014
Cash /loans (9663) (37410)
Leasing 238 2462
Management contract with third party investors (9425) (34947)

The investments kept on the Group’s Balance Sheet were financed via available credit lines.

5.2.2. Principal current investments of 5.2.3. Firm investment commitments of

productive assets

productive assets

As of 31 January 2016, orders and investments of productive
assets to third parties paid since the beginning of 2016 come
to €16.1 million approximately, as of January 31, 2016,
including €8.2 million in shipping containers and €7.9 million
in freight railcars.

These orders and investments have been financed by cash
and available credit lines.

As of 31 January 2016, firm orders and investments of
productive assets to third parties as of January 31, 2016 come
to €23.5 million, including €8.2 million in shipping containers
and €15.3 million in freight railcars.

Firm investment commitments will be pre-financed via
available credit lines. Most of these investments will be sold
to third-party investors.

The overwhelming majority of orders for shipping containers
and freight railcars are intended for sale to third-party
investors.

5.2.4. Breakdown of managed assets

The value of the managed assets presented below
corresponds to the equipment purchase prices. Assets in US
dollars are values at the exchange rate of December 31, 2015.
Fluctuation in the value of the US dollar leads to fluctuation in
the value of the equipment from one year to the next.

The breakdown in the assets managed by the Group is as follows:

(in thousands of euros) 2015 2014
owned by investors
owned by the investorsoutside owned bythe outside the
Group* the Group Group* Group
Shipping Containers 63 060 893512 60061 829081
Modular Buildings 324780 14 440 324912 31688
Freight Railcars 268 444 142 449 244748 123 307
River Barges 81602 21215 78778 16215
TOTAL 737 885 1071615 708 497 1000 290

* Assets, owned by the Group, including capital assets and assets in stock.

Equipment used by the Group under operational leases is recognized in managed assets, while equipment used by the Group under
financial leases is recognized in Group-owned assets. Details on non-recourse operating leases can be found note 31.1 page 113 of
the notes to the consolidated financial statements, section 20.1.
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6. BUSINESS OVERVIEW

6.1. CORE BUSINESSES

6.1.1. Types of
businesses

operations and core

We are a leading global corporate services provider
specializing in the operational leasing, sale and management
of mobile standardized equipment. We operate in four
divisions corresponding to each of the types of assets that we
lease and manage: Shipping Containers, Modular Buildings,
Freight Railcars and River Barges.

Our Group’s history began over 160 years ago with our
founding as an operator of barges on the Seine river in France
in 1853. We became a listed company on the Paris Stock
Exchange (now Euronext Paris) in 1906.

Each of our four divisions holds leading market positions in
the key regions in which it operates. We believe that we are
the 8th biggest lessor and the third biggest asset manager of
shipping containers in the world, the leading lessor and
biggest manager of shipping containers in continental Europe,
the second biggest lessor in terms of presence in the
continental European modular buildings market, one of the
biggest lessors of intermodal railcars in Europe, in each case
based on the size of our fleet, and, finally, the only
operational lessor of dry river barges in Europe and in the
Parana-Paraguay basin in South America.

We offer a wide range of services related to our equipment,
which we either own or manage for the account of third-
party investors, to a variety of customers around the world,
providing us with diverse and recurring revenue streams. In
addition to operational leasing of equipment, we engage in
financial leasing, sale and leaseback arrangements, as well as
sales of new and second-hand equipment. We also provide
services ancillary to our equipment leases, such as
maintenance and trading.

We operate a global and highly diversified business model,
with four divisions operating in a total of approximately 40
countries on five continents. Our Shipping Container division
revenue, which we consider to be international in nature,
accounted for 49% of our total revenue for the year ended
December 31, 2015. Our other divisions generated 46% of our
total revenue in Europe (of which 9% was in France), 4% in
the Americas and 1% in Africa.

Over the years we have developed an extensive platform
comprising a global network of branches, offices and depots,
as well as a first-rate reputation enabling us to build long-
term relationships with our customers. We serve
approximately 5,000 customers worldwide in a vast range of
end-markets, including some of the biggest maritime shipping
companies, international industrial groups, governmental
authorities, railway companies and logistics providers, with
whom, in some cases, we have long-standing relationships.

Our revenue, EBITDAR (which is our EBITDA before
distributions to investors) and EBITDA for the year ended
December 31, 2015 were €348.2 million, €96.7 million and
€36.2 million, respectively.
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Set forth below is a breakdown of our revenue by division
and by geography as well as our EBITDAR (before distribution
to investors) and EBITDA by division for the year ended
December 31, 2015 :

Revenue by division )
mRiver Barges

5%
24 12% O Freight Railcars
0
m Shipping
Containers
® Modular Buildings

49%

Revenue by region
0 m Africa
1% 4%
46%
49%

O Americas

B International

m Europe
EBITDAR by division
5%
11% 0 ERiver Barges
19%
OFreight Railcars
B Shipping
Containers
65% ® Modular Buildings

EBITDA by division

13% B River Barges

28%

O Freight Railcars

u Shipping
Containers
14% 45% o
B Modular Buildings

We manage a young fleet of assets with a total gross book
value of approximately €1.8 billion as of December 31, 2015,
which are either directly owned by us or managed by us for
the account of third-party investors, comprising 585,396 TEUs
of shipping containers (of which 93% were managed on
behalf of third-party investors), 47,946 modular construction
units (of which 4% were managed on behalf of third-party
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investors), 9,500 freight railcars — platforms (of which 35%
were managed on behalf of third-party investors) and 134
river barges.

A breakdown of our fleet’s gross book value by type of asset
as of December 31, 2015 is set out in paragraph 5.2.4.

957
OOwned by third party
investors
894
410
339
=——14 142
103
325 268
Shipping Modular  River Barges Freight
Containers Buildings Railcars
In € million

River barges under operating leases are indicated as owned by third party
investors. We do not propose any asset management in the River Barges
division.

In connection with our asset management activity, we
purchase and subsequently syndicate portfolios of equipment
(mostly shipping containers and freight railcars) for sale to
third-party institutional and private investors. We enter into
long-term agreements to operationally manage the assets
comprising our syndicated portfolios, without guaranteeing
rental rates or a rate of return on the portfolio to the
investors for whom we manage the assets. We receive a
syndication fee at the time of the sale of the portfolio to an
investor, and through our management agreements (which
tend to range from 12 to 15 years), we receive management
fees based on the gross rental revenue attributable to the
managed portfolio. As of December 31, 2015, our third-party
investors owned 59% of the total gross book value of our
rental fleet.

A chart showing the growth of the total gross book value of
our fleet under management from 2006 to 2015 is set out
below:
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Our diversified business model enables us to generate
recurring revenue as a result of the standardized nature, long
economic lifespan and low obsolescence rate of our
equipment. Our leasing revenue is generated by long-term
lease agreements, securing long-term recurring income and
predictable cash flows. Our asset management activity
provides us with recurring revenue as a result of the long-
term nature of our asset management contracts. These
recurring streams are enhanced by opportunistic sales of
second-hand equipment, which we pursue based on
prevailing market conditions.

As we are engaged in an asset-based business, we resort to
asset-backed financings to operate and grow our business.
These assets were financed through a mix of equity, cash and
debt.

[l Our competitive strengths

We benefit from long-lasting leading positions in markets
which give a significant premium to experience and scale

Leading positions

With our extensive network of sales offices, agencies and
depots located in approximately 40 countries on five
continents, we have achieved leading positions in most of our
divisions and main geographies. Most of our markets being
characterized by significant barriers to entry, these leading
positions have historically allowed us to fully benefit from
available growth opportunities.

We believe that we are the 8™ biggest lessor and the third
biggest asset manager of shipping containers in the world,
based on the size of our fleet, and the leading lessor and
biggest manager of shipping containers in continental Europe
based on the size of our fleet. We had a shipping container
managed fleet of 585,396 TEU, representing a gross book
value of approximately €957 million as of December 31, 2015,
of which 93% consisted of shipping containers that we
managed on behalf of third-party investors.

We believe we are the second biggest lessor in terms of
presence in continental Europe of modular buildings with
47,946 units representing a gross book value of
approximately €339 million as of December 31, 2015, of
which 4% consisted of modular buildings that we managed on
behalf of third-party investors.
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We further believe we are one of the biggest lessors of
intermodal railcars in Europe based on the size of our fleet,
with a total fleet of 9,500 units (platforms) representing a
gross book value of approximately €411 million as of
December 31, 2015, of which 35% consisted of railcars that
we managed on behalf of third-party investors.

Finally, we believe we are the only operational lessor of dry
river barges in Europe and in the Parana-Paraguay basin in
South America. We are also present in the Mississippi and
Missouri basins in the United States. We have a fleet of 134
river barges, representing a gross book value of
approximately €103 million as of December 31, 2015.

Experience and scale advantages

Experience and scale constitute a critical competitive
advantage in our markets and underlie the success of only the
largest market participants. Because our business is capital
intensive, building the appropriate inventory and platform to
efficiently carry on our business requires significant financial
resources, and constitute high barriers to entry for new
participants.

Our experience and size have allowed us to develop over the
years the significant platform, know-how and global presence
required to achieve operational efficiency in a highly
competitive environment. We benefit from the experience of
our management teams in the various industrial and
geographical end-markets to which we market our products
and services. Our depth of experience provides us with
insights into dynamics that are critical to the success of our
business, such as the timing of investments and divestments
of equipment in our rental fleet, where, when and at what
price to make equipment available to potential lessees, and
trends in customer demand in all our end-markets.

Furthermore, we have a first-rate reputation for technical
expertise and operational excellence, which enables us to
meet the quality standards demanded by our customers,
particularly in the areas of maintenance and customer
assistance. Our successful track record in the asset
management business has also allowed us to attract and
develop strong relationships with investors in portfolios of
equipment. Leveraging upon our expertise, we have been
able not only to grow our fleet but also to manage it
proactively in order to maximize utilization rates and
revenue.

Finally, we have created an efficient platform based on
proprietary IT systems and have built an extended network of
branches, offices, depots, workshops and agents, which in
turn has allowed us to maintain strong and stable client and
supplier relationships in all our businesses. We believe that
the critical mass resulting from our platform and network
enables us to achieve economies of scale and accordingly
offer attractive pricing to customers, thereby providing us
with an advantage over smaller competitors that may not be
able to access financing or equipment at rates as favorable as
ours.

We operate a diversified business model, serving a broad
customer base in different end-markets

Our business profile is highly diversified, with four divisions
operating in a total of approximately 40 countries on five
continents. Each of these divisions serves a broad customer
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base and operates through several business models such as
leasing, selling, trading and asset management.

Our divisions (Shipping Containers, Modular Buildings, Freight
Railcars and River Barges) function on different business
cycles. This enables us to mitigate our exposure to certain
market conditions, such as potential shifts in demand among
freight transport alternatives, and to shift our exposure to
more profitable customer categories and end-markets. In
addition, we serve approximately 5,000 customers worldwide
that are exposed to a vast range of industry drivers and end-
market dynamics, such as the development of international
trade, the dynamism of the construction market and the
tightening of regulatory frameworks. At December 31, 2015,
our top 10 customers (excluding investors in our asset
management programs) represented 26.2% of our total
revenues.

Our operations are geographically diverse. Our shipping
container revenue, which we consider to be international in
nature, accounted for 49% of our total revenue for the year
ended December 31, 2015. Our other divisions generated
46% of our total revenue in Europe (of which 9% was in
France), 4% in the Americas and 1% in Africa. Our geographic
diversification reduces our exposure to the general economic
conditions affecting any single region, country or currency,
and provides for cost-effective coverage of smaller customers
at a local level, while also addressing the needs of larger
international customers.

Furthermore, we benefit from three different sources of
revenue. Our main revenue stream consists of leasing
revenue and we also sell new or second-hand equipment
based on our analysis of prevailing market conditions. Some
of our customers may opt, on the basis of micro- and
macroeconomic factors, to buy rather than to lease their
equipment. Because we both lease and sell equipment, we
reduce the risks associated with our customers deciding for
strategic reasons to opt for one rather than the other. We
also offer to certain third-party investors the possibility of
investing in and owning equipment that we manage on their
behalf, and we derive additional sources of income through
fees and commissions in connection with the syndication,
leasing, management and resale of such equipment. This
enables us to expand our fleet while limiting the risks and
capital expenditure associated with equipment ownership.

We operate an asset-based business and manage a flexible
and liquid asset base

We own and manage a fleet which represented as of
December 31, 2015 a total gross book value of approximately
€1.8 billion (of which 41% is owned by us), and which is
marked by its quality, as well as its flexible and liquid nature.
The equipment that makes up our fleet is particularly young
and long-lived. For example, our fleet of shipping containers,
modular buildings, freight railcars and river barges had
average ages of 8.2 years, 8 years, 18.5 years and 13.4 years,
respectively, as of December 31, 2015. In contrast, the useful
economic life (as compared to the accounting life) of our
rental equipment is typically between 30 to 40 years for
shipping containers (including up to 15 years at sea and up to
an additional 20 years on land for storage use), 20 to 30 years
for modular buildings and 30 to 50 years for freight railcars
and river barges.
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The majority of our fleet is comprised of standardized and
highly versatile equipment, thereby enabling us to meet
customer needs and optimize fleet utilization. In addition to
providing leasing revenue, which is our main source of
revenues, the quality and the flexible and liquid nature of our
asset base allow us to ensure high residual asset value,
actively manage our asset base and optimize revenue streams
from opportunistic second-hand sales. Finally, because of our
limited maintenance capital expenditure requirements, due
to the age and quality of our fleet, a significant portion of our
capital expenditures is discretionary in nature, which gives us
substantial flexibility to adjust or reallocate our investments
based on our business needs and the prevailing economic
conditions.

We are engaged in an asset-based business, and we use
asset-backed financing to invest in equipment and grow the
size of our fleet. We limit our total debt to sustainable levels
in accordance with the covenants under our asset-backed
financings and our internal targets. We have consistently
maintained a ratio of total debt to total assets (excluding
intangible assets) below 67% since 2008, with a ratio of 61%
as of December 31, 2015.

We are present in end-markets with positive long-term
fundamentals

Most of the markets that we address benefit from positive
underlying long-term trends. Our markets are mainly driven
by worldwide economic growth as well as growth of
international trade volumes. Through our geographically
diversified operations, we benefit from macroeconomic
growth in advanced, developing and emerging economies,
which all show favorable prospects according to the
International Monetary Fund. In addition, particularly in our
Shipping Containers division, we benefit from the growth of
international trade volumes.

Container leasing remained relatively resilient during the
2008/2009 worldwide financial crisis despite a downturn in
shipping activity which impacted most shipping lines, with
global leasing volumes dropping only slightly from
approximately 11.6 million TEU in 2008 to approximately 11.1
million TEU in 2009, before rebounding to previously
achieved levels the following year. We believe this is due in
part to the long-term nature of leasing contracts and to the
fact that leasing is an advantageous and flexible operational
and financial solution for shipping lines.

Our Modular Buildings division is driven by growth in
construction and infrastructure activity. In advanced
economies in Europe, we anticipate that our Modular
Buildings division will benefit from a rebound in the overall
economy, even moderate, together with the condition of the
housing and infrastructure markets, as well as the shift from
traditional construction to modular buildings. In developing
and emerging economies, private and public construction and
infrastructure development have grown significantly in recent
years and are expected to continue to grow due to a need for
new infrastructure and housing in these regions. Given the
current equipment utilization rates of our existing asset base,
we believe we will be able to meet the projected rebound in
demand for modular buildings without having to increase our
level of capital expenditure.
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We also believe that our Freight Railcars division will benefit
from an improvement in market conditions. Following the
economic slowdown in 2008 and 2009, demand for new
equipment decreased sharply, which left a legacy of
overcapacity in the fleets of railcar leasing companies,
including our company. However, market conditions have
begun to improve in Europe, and we believe they will
continue to do so. Indeed, in late 2013, we signed a 6 year
leasing contract with a major automotive manufacturer to,
with renewable terms. The growth of the European freight
railcar industry is likely to be further reinforced by the
structural mismatch between, on the one hand, railcar
replacement needs due to existing fleets’ age and, on the
other hand, a limited railcar production capacity due to the
reduction in manufacturing that took place as a result of the
economic downturn. We believe these factors will increase
utilization rates and favor lessors like us, who have younger
fleets. Our European fleet of freight railcars had an average
age of 14.2 years as of December 31, 2015.

Finally, our River Barges division’s markets are also affected
by international trade flows and economic conditions in the
countries along the river basins in which we operate. We
have focus our efforts in markets showing good outlooks in
Europe and high potential demand.

We benefit from stable, recurring revenue streams

As a result of the standardized nature and low obsolescence
rate of our equipment, we can generally enter into long-term
lease agreements, securing long-term recurring income and
predictable cash flows. As a result, a large proportion of our
leasing revenue is contractually locked in, thereby affording
us significant visibility on revenue.

Our strong, flexible and liquid asset base, which generates
recurring and stable revenue streams, enables us to
implement syndication to finance a portion of our fleet under
management.

We manage rental equipment for third-party investors to
whom we sell the equipment. This enables us to further
diversify our business model and to generate additional
recurring revenue without incurring most of the business and
financial risks and capital expenditures associated with the
ownership of equipment. Syndications thus also allow us to
expand the size of our fleet of rental equipment in order to
serve new leasing customers and generate revenue from
additional leasing contracts without increasing capital
expenditures and incurring  additional long-term
indebtedness. We receive syndication fees at the beginning of
our asset management relationships. Our asset management
contracts, which tend to range from 12 to 15 years, provide
us with recurring management revenues based on the
performance of the assets in our portfolio. At the end of the
useful life of equipment that is owned by an investor, we are
often mandated by the investor to dispose of the asset,
thereby providing us with a sales fee, which is another source
of revenue.

We are led by an experienced management team

Supported by our Supervisory Board, our senior management
has a proven track record of effectively managing our
business over the years. Members of our top management
are experienced in managing operations through the
different economic cycles and each has at least 20 years’
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experience in the equipment sales and leasing business.
Furthermore, each of our four divisions is led by a managing
director. Our managing directors have an average of
approximately 20 years of experience in their respective
industry.

Our management team’s accumulated experience is an asset
in identifying market dynamics and the right time to invest in
a certain class of equipment in order to grow our business.
Our managers’ long-term relationships with many companies
and individuals in the markets where we are present allow
them to predict customer needs and identify key trends in
our industrial and geographical end-markets. In a business
where much of our success depends on providing our
customers with what they want, where they want it and
when they want it, our managers’ ability to analyze market
conditions to identify opportunities is critical. We believe that
we will be able to continue to capitalize on their experience
and their relationships to continue to grow our business and
carry out our strategies.

We benefit from the long-term vision and support of our
principal shareholders

We benefit from the strong entrepreneurial culture of the
WALEWSKI family, which has managed our Group as a family
business since the beginning of the 20th century and has
developed it into a global business, that we consider to be a
leading reference in each of the markets addressed by our
four divisions. The WALEWSKI family is our principal
shareholder. As of December 31, 2015, members of the
WALEWSKI family, including Alexandre, Raphaél and Fabrice
WALEWSKI, our Managing Partners, jointly owned
approximately 31.1% of our ordinary shares. This is a
testament to our shareholders’ faith in our Group and
demonstrates the alignment of our shareholders’ interests
with our long-term vision and growth prospects. We believe
that our principal shareholders’ experience and knowledge of
the industry is a key factor in the continuing success of our
business.

[l Our strategy

We intend to leverage our business know-how and unique
platforms to continue to differentiate ourselves from our
competitors and to continue to grow our 4 divisions. Through
the implementation of our strategies, we intend to
deleverage by growing our EBITDA while maintaining a stable
level of indebtedness. Through our operations initiatives, we
intend to pursue growth of the utilization rate of our existing
fleet and leasing rates, while streamlining our fleet located in
some countries and limiting our capital expenditures.

Consolidate our leading positions in mature markets

In mature markets such as Europe and the United States, we
intend to consolidate our leading positions by continuing to
implement a well-structured differentiation strategy for each
of our divisions. We believe that differentiation is a key factor
to enable us to maintain our broad customer base in highly
competitive mature markets.

We intend to continue to distinguish ourselves by further
focusing on our ability to understand our customer needs,
build long lasting relationships and offer our equipment in
the right place, at the right time and at the right price. In our
Shipping Containers division, we will achieve this by relying
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on our deep business know-how, our first-in-class platform
and our worldwide presence. In our three other divisions, we
test potential synergies by applying our asset management
operational and technical excellence and best practices to
further improve the commercial and operational efficiency of
our business as a whole.

We also intend to continue to differentiate ourselves from
our competitors by providing associated high-quality services
to our customers. In our Shipping Containers and Freight
Railcars divisions, we will continue to offer services related to
equipment monitoring and the sharing of our customers, data
related to our equipment through the Internet, as well as
online restitution services. Maintenance services are also an
essential element of differentiation from our competitors in
the Freight Railcars and the River Barges divisions. In our
Modular Buildings division, we will continue to propose
additional value-added services such as insurance and facility
management.

Improve utilization rates and operating efficiency to
increase profitability and cash flow generation

We intend to increase the overall utilization rate of, and the
profitability of, our existing fleet and continue to control our
costs in order to increase our operating efficiency, improve
our operating margins and deleverage. To increase our
utilization rates, in particular in the Modular Buildings and
Freight Railcars divisions, we plan to implement mo