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Disclaimer

This document has been prepared by Rexel S.A. (“Rexel”) solely for the use at the results presentation held on August 2, 2007 and must be treated
confidentially by attendees at such presentation.

The information contained in this document has not been independently verified and no representation or warranty, express or implied, is made as to,
and no reliance should be placed on, the fairness, accuracy, completeness or correctness of the information or opinions contained herein. In particular,
this document refers to non-recurring estimated net impacts on gross margin, operating expenses and EBITA (operating income before other income and
expenses) from changes in the copper-based cable prices. These information do not derive from the accounting systems but are best estimates from
comparable data and do not engage the responsibility of Rexel. The information set out herein is provided as of the date of this presentation and is
subject to updating, completion, revision, verification and amendment and such information may change materially. Rexel is under no obligation to keep
current the information contained in this presentation and any opinions expressed in this representation are subject to change without notice. Neither of
Rexel nor any of its affiliates, advisors or representatives shall have any liability whatsoever (in negligence or otherwise) for any loss whatsoever arising
from any use of this document or its contents, or otherwise arising in connection with this document.

A detailed description of the business and financial position of Rexel is included in the French language document de base (the “Document de Base”),
dated February 21, 2006, which has been registered with the French Autorité des marchés financiers (the “AMF”) under n°l. 07-011 and which may be
obtained on the website of the AMF (www.amf-france.org) and on the website of Rexel (www.rexel.com). You are invited carefully to take into
consideration the risk factors described in chapter 4 “Risk Factors” of the Document de Base.

Rexel securities have not been and will not be registered under the U.S. Securities Act of 1933, as amended (the “Securities Act”), and may not be
offered or sold in the United States except pursuant to an exemption from, or in a transaction not subject to, the registration requirements of the
Securities Act.

This presentation contains information about Rexel's markets and competitive position therein, including market sizes and market share information.
Rexel is not aware of any authoritative industry or market reports that exhaustively cover or address the professional distribution of low and ultra-low
voltage electrical products. Consequently, Rexel has made estimates based on a number of sources including internal surveys, studies and statistics
from independent third parties (in particular DISC in the United States) or professional federations of electrical products distributors, specialist
publications (such as Electrical Business News and Electrical Wholesaling), figures published by Rexel's competitors and data from operational
subsidiaries.

This presentation includes forward-looking statements. These forward-looking statements relate to Rexel’s future prospects, developments and business
strategies and are based on analyses of forecasts of future results and estimates of amounts not yet determinable. By their nature, forward-looking
statements involve risks and uncertainties because they relate to events and depend on circumstances that may or may not occur in the future. Rexel
cautions you that forward-looking statements are not guarantees of future performance and that its actual financial condition, actual results of operations
and cash flows and the development of the industry in which Rexel operates may differ materially from those made in or suggested by the forward-
looking statements contained in this presentation. In addition, even if Rexel’s financial condition, results of operations and cash flows and the
development of the industry in which Rexel operates are consistent with the forward-looking statements contained in this presentation, those results or
developments may not be indicative of results or developments in future periods. Rexel does not undertake any obligation to review or confirm analysts'
expectations or estimates or to release publicly any revisions to any forward-looking statements to reflect events that occur or circumstances that arise
after the date of this presentation. In addition, the occurrence of certain of the risks described in Chapter 4 “Risk Factors” of the Document de base could
have an impact on these forward-looking statements.
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H1 07 Highlights

Jean-Charles PAUZE, CEO




Key H1 07 figures

' Sa|eSZ +303% reported basis +45% constant basis & same days
P EBITA Adjusted: 326 M€ +29%
As a % of sales 6.1% +110 bps

P Free Cash Flow

before interest & tax: 364 M€ +140%
P Net Debt: 1,740 M€
D Net Debt /

LTM EBITDA Adjusted: 2.4 x

Sharp rise in EBITA margin and cash flow, decrease in net debt

Note: « Adjusted » means excluding estimated non-recurring impact on stock from changes in the copper-based cable prices




Activity by market

North America Asia Pacific
I
£
8
B /1 market position /
[ ] other presence
* High single-digit growth in most * Residential and related commercial  Continued double-digit growth
major markets activities declining « Dynamism fuelled by commercial
* Renovation representing more than * Resilient industrial and non-residential construction and industry
50% of construction activity related commercial markets « Strong organic development in China

* 3 bolt-on acquisitions in H1 * Cost reduction plan in the US to adapt
to current level of activity

* Synergies with Gexpro ahead of plan

Growth on a global scale




Performance improvement levers in H1 07

W Top line levers:

B Operating profit levers:

B Acquisition lever:

Key account wins

Growth initiatives in the US
Branch openings on track
E-commerce ahead of plan
New market developments*

Supplier concentration continuing
Pricing management being rolled out
Logistics excellence in progress

IT rationalization under way

Own brands*

Promising pipeline

* Levers not illustrated in this presentation

Minimum 100 bps EBITA Adjusted margin upside between 2006 and 2009 / 2010




H1 07 Operating Levers

Jean-Charles PAUZE, CEO




Top Line Levers / Significant Key Account” wins in H1 07

= Australia

m Italy = Chile
= Mining = Power generation equipment = Engineering
= Sales up by 47% = Signed contract = 1.3 M€ invoiced
to 15.3MAUD 40 M€ target p.a. 10 M€ target p.a.
» Differentiating delivery = Kitting & KANBAN = In-house branch
performance = Value engineering = Large project
= 95% electronic transactions & sourcing management

H1 performance confirms sales growth target of 7 % p.a. for key accounts




Top Line Levers / Driving growth initiatives in the US

Revenue synergies with key accounts Expanding service platforms

= OEM
: Limited competition
REXEL Gexpro )
N
Electrical & Datacom Products * M.,,w,:mwlmpwk.
= Local relationship = Global Account expertise

= 300 + USA locations = 100+ GE stocking locations

Customer requirements

GE product
One “program”
Next day USA delivery

= Selective large projects
= Strength in Leisure
and Oil & Gas

Key Success Factors

Combining strengths _
Revenue synergies being realized, = Vertical know-how
and more to go = Superior delivery capabilities

= Product offering enlargement

8 MUSD additional sales H1 07 155 MUSD services sales in H1 07




Top Line Levers / Increasing market saturation

Opening branches at marginal cost Developing e-Commerce
= 25 branch openings in H1 = 5.6% of sales in June 07 vs. 4% in 2006
= Gross CAPEX : 1.8 M€ = Rapid ramp-up in France and Belgium

_ _ _ = Rexel Belgium x 4 vs. H1 06 to 8% of sales in
Solid pace of openings in the US (+6) and H1 07

France (+9)

= 73% increase in e-Commerce customers in 6
months

= Generate incremental sales through
commercial productivity

= Improve customer retention & increase
margin

Saturate local market shares
Share back office functions & sales support

On track to meet 40 branches p.a. target
Generating 200-300 M€
additional sales in Y3

Ahead of plan on 6% objective
by 2007 (9% by 2009)




Operating Profit Levers / Supplier partnership and pricing

Ongoing supplier concentration

= 55% of purchases with Top 25 suppliers
in H1 07 vs. 53.5% in H1 06

Purchasing consolidation

= 560 MUSD of additional purchases from
common suppliers in H1

Suppliers’ contribution to
Trade Working Capital improvement

= Efforts to align payment terms

Pricing excellence in H1 07

Raising prices of low turnover products in the US
Addressing low profitability customers in Austria
Defending strong margins in Belgium

2 M€ margin improvement in H1 07
in these markets

Eight countries covered today with further roll-out
plans

Contributing to a continuous 10-20 bps p.a. gross margin improvement




Operating Profit Levers / Gexpro synergies ahead of plan

Dual banner strategy in the US

\

%X Gexpro

Electrical & Datacom Products e

H1 achievements

= Negotiations with common suppliers finalized
= Transportation conditions optimized
= Streamlining of IT systems begun

Synergies tracking

Timely phase-out of transition agreements

Net cost synergies of 1.5% of Gexpro sales in Y4
confirmed

Ahead of plan with 2/3 of purchasing synergies
confirmed to date

Back office convergence underway

Service company created
Overseeing project management & transition

Reorganization of common functions under way

Gexpro synergies: Purchasing ahead of plan, IT on plan, Logistics to come




Centralized model

Hubs & spokes

ch

9,0 q
851
8,01

45

354
304

Operating Profit Levers / Logistics & IT roll-out

plan

Shifting towards the optimal corridor

Germany O

—» Current projects

OAustralia

Business density

7 days inventory decrease in Miami area
10% improvement in service level in Belgium

Gross margin increase in Austria through
logistics rebates and orders size increase

From 65% to 70%
in the optimal corridor by end of 2007

IT system rationalization on plan

Zone 2002 2006 2007 2009

North America 14 10 7 4
Europe 49 2 20 10
Rest of the World 8 6 6 4
Total /71 38 33 18

ERP deployment in progress in the US, Sweden,
Poland and Czech Republic

Significant revenue and productivity upside in
France with harmonized system

IT costs at max. 1.7% of sales in 2007
& coming years vs. 1.9% in 2004




Acquisition Lever / Attractive pipeline

H1 07 achievements

= Completed six acquisitions for 63 M€ in annualized sales
= Strengthened regional market positions (BE, FR, UK, US)

= Increased presence in emerging countries (China)

= Expanded into new businesses (Australia)

Standardized procedures Robust pipeline, strategic zones
= Best Practices applied in Due Diligence process _
= 3 step process before LOI

= Integration phase mapped out ahead of signing = On going discussions with c. 30 targets

= Europe: 250 M€ sales
= North America : 530 M€ sales
= Asia: 130 M€ sales
= Emerging markets : 350 M€ sales

Active discussions with targets representing €1.3 bn in sales




H1 O7 Financial Review

Nicolas LWOFF, CFO




Solid organic revenue growth*

30.3% 0" &

+

+27.4% FX rates

Acquisitions
Organic
growth
4,072 M€
H1 06

B Group: +4.5% in H1, +3.3% in Q2
® Business environment consistent in Q1 and Q2
® Strong Q2 06 base effect in each region

W By zone:

W Europe: +9.6% in H1, +7.7% in Q2
Significant growth in most geographies and end
5,305 M€ markets

® North America: -1.4% in H1, -2.3% in Q2
Growth in industrial & Gexpro service platform
offset by the downturn in the US residential &
residential-related commercial construction

W Asia-Pacific: +13.2% in H1, +13.2% in Q2
Sustained double-digit growth, increased growth
outside Pacific region

* On a constant basis and same number of days




Improvement in adjusted gross margin*

+10 bps /
/

Geographic breakdown  of sales)

HH107 H1 06

24.1

24.2%
24.1%

Group

Q206 Q207 H106 H107 - B

Europe
26.4
+20 bps On-going improvement in gross margin 1
Operating levers such as pricing excellence, partnership
developments with suppliers and Gexpro synergies North 22.2
America 215
+ 50 bps  Non-recurring factors
Commercial initiatives and inflation, mostly generated in Q1
Asia- 25.8
Pacific 25.9

+ 70 bps Gross margin improvement in H1 07

* Excludes estimated non-recurring net impact on stock from changes in the copper-based cable prices




Significant increase in adjusted EBITA*

6.1% 6.2%

Reduction in

Reduction in
i S,G&A ) S,G&A
- _Reductlon 326 M€ +10 bps _Reducnon 169 M€
in personnel in personnel
costs

Gross margin

_ costs
+20 bps improvement

Gross margin
5.0% improvement  Group +110 bps 5.6%

Group +60 bps
- Europe +190 bps - Europe +140 bps
254 M€ - North America +20 bps 147 M€ - North America -40 bps

- Asia-Pacific ~ +100 bps

- Asia-Pacific ~ +120 bps

B Overall Gross Margin improvement

P Disciplined cost control

P Opex growth contained below sales growth: +2.1% in H1, +0.6% in Q2
P -1% headcount reduction at Group level, -3% in US electrical distribution, vs. Dec. 06

B Adjusted EBITA* margin growth in both Q1 and Q2

*Excludes estimated non-recurring net impact on stock from changes in the copper-based cable prices




Doubling of net profit pre IPO-related costs*

Variation of net profit pre IPO-related costs:

y B Sharp rise in EBITA +98 M€

+ 74 ME 151 ME P Change in financial expenses
and other income & expenses +15 M€

® HYB redemption
P Repayment of 2005 SCA

77 M€ P Change in income taxes -39 M€

Post IPO-related
19 ME g

P 2007 Effective tax rate 43.5%

H1 06 H1 07 )
® Normalized tax rate 34%

W Variation of net profit
pre IPO related costs +74 M€

*132 M£ after tax consisting of ESPP for 6 M€, free shares for 18 M€, HYB redemption costs for 59 M€ and write-off of LBO financing fees for 49 M€




Strong improvement in free cash flow

EUR million H1 07 H106 B Increase in Adjusted EBITDA
Adjusted EBITDA 360 235 @ Reduction in working capital requirement
Copper Adjustment - 24 from 15.0% of sales in H1 06 to 13.6% in
EBITDA 362 259 H1 07 (on a constant basis)
Other operating revenues and costs (7 (2)
Change in working capital (8) (86) W Capex
-Gross Capex at 0.6% of sales
Net CAPEX® 17 (19) L :
-Net capital inflow due to sale and partial
Free Cash Flow before 364 152 lease-back of Swiss real estate portfolio for
interest and tax paid 42 5 M€
Net Interest paid / recelved® (165) (°1) P HYB redemtion costs of 90 M€ in H1 07
Income tax paid® 3 (47)
interest and tax paid
1) Includes a 42.5 M€ net capital inflow due to sale and partial lease-back of Swiss real estate portfolio

2) Includes a 89.6 M€ HYB redemtion premium
3) Includes a 53.4 M€ tax refund




Sound financial structure

Shareholders’
Equity

Net Debt 3,134 M€ B Net Debt / Shareholders’ Equity 56%

1,740 M€
W Net Debt/ LTM EBITDA adjusted 2.4 x

(vs. 2.7x at March 31, 2007 Pro Forma for IPO)

June 30, 2007

Flexibility for development, financing secured on a 5 year basis




Outlook

Nicolas LWOFF, CFO




B Assumptions
® Continuation of organic growth in Europe and Asia-Pacific
® Continued challenging environment in North America

® Average June 07 copper prices and exchange rates in H2 07

B 2007 Objectives®
® Organic growth at least between 3% and 5%

® Adjusted EBITA margin revised upwards: above 5.8%

W Other Objectives(@

® No change

(1) Organic growth at constant scope and exchange rates. Adjusted EBITA excludes estimated non-recurring net impact on stock from
changes in the price of copper cables

(2) See chapters 12 and 13 of the Document de Base registered with AMF on February 21, 2006 under number 1.07-011







Financial Calendar & Contacts




B November 13, 2007 B Investors & Analysts
- 7:30 AM CET: Q3 07 - Frédéric de Castro
sales & results announcement Tel: +33 1 42 85 76 12

- 10:00 AM CET: conference call Email: fdecastro@rexel.com




Appendices




Appendix 1. Condensed Income Statement

_ . Six months to June 30th Three months to June 30th

IFRS, unaudited, EUR million

2007 2006 | Var (in %) 2007 2006 Var (in %)
Reported basis
Sales 5,304.8 4,071.5 +30.3% 2,728.5 2,104.8 +29.6%
Gross profit 1,314.8 1,042.8 +26.1% 676.5 547.7 +23.5%
As a% of sales 24.8% 25.6% 24.8% 26.0%
Operating expenses 0 o
(oluding deprociation) (986.8) (813.2) +21.4% (493.7) (412.8) +19.6%
EBITDA 362.1 258.6 +40.0% 200.1 149.4 +33.9%
As a % of sales 6.8% 6.4% 7.3% 7.1%
EBITA 328.0 229.6 +42.8% 182.8 134.9 +35.5%
As a % of sales 6.2% 5.6% 6.7% 6.4%
Other income & expenses (31.2) (7.2) +333% (29.9) (3.0) +897%
Operating income 296.8 222.4 +33.5% 152.9 131.9 +15.9%
Net financial expenses (263.2) (112.3) +134% (192.4) (54.7) +252%
Income tax (14.6) (33.6) -56.5% 9.4 (23.6) -140%
Net income 19.0 76.5 -75.2% (30.1) 53.6 -156%
Net income pre IPO related 150.7 76.5 +97.0% 101.6 53.6 +89.6%
expenses
Constant and adjusted basis
Sales 5,304.8 5,075.5 +4.5%" 2,728.5 2,632.4 +3.7%"
Gross profit 1,314.3 1,221.5 +7.6% 662.6 637.7 +3.9%
As a % of sales 24.8% 24.1% +70 bps 24.3% 24.2% +10 bps
Operating expenses
(heluding depreciation) (988.1) (968.1) +2.1% (493.7) (490.9) +0.6%
EBITA 326.2 253.5 +28.7% 168.8 146.8 +15.0%

As a % of sales 6.1% 50%  +110bps = 6.2% 5.6% +60 bps




Appendix 2: Condensed Balance Sheet

June 30, 2007 December 31, 2006

EUR million IFRS unaudited = IFRS audited
ASSETS

Net intangible assets & Goodwill 3,287.8 3,250.5
Property, plant & equipment 268.1 268.5
Long term investments 41.3 39.3
Deferred tax assets 119.9 136.2
Total non-current assets 3,717.1 3,694.5
Inventories 1,186.3 1,117.0
Trade accounts receivable 2,121.2 2,026.9
Other accounts receivables 383.9 491.6
Assets held for sale 1.6 50.7
Cash and cash equivalents 719.3 473.1
Total current assets 4,412.3 4,159.3
TOTAL ASSETS 8,129.4 7,853.8

EQUITY & LIABILITIES

TOTAL EQUITY 3,133.7 988.6
Interest bearing debt 2,393.3 3,747.4
Other non current liabilities 297.3 365.2
Total non-current liabilities 2,690.6 4,112.6
Interest bearing debt + accrued interest 66.2 626.7
Trade accounts payable 1,760.9 1,616.1
Other current liabilities 478.0 507.4
Liabilities held for sale - 2.4
Total current liabilities 2,305.1 2,752.6
Total liabilities 4.995.7 6,865.2

TOTAL EQUITY AND LIABILITIES 8,129.4 7,853.8




Appendix 3: Change in Net Debt

EUR million, unaudited H1 2007 IFRS = H1 2006 IFRS | Q2 2007 IFRS | Q2 2006 IFRS
EBITDA 362.1 258.6 200.1 149.4
Other operating revenues & costs (7.3) (2.5) (5.7) (1.3)
Change in Working capital (7.6) (85.7) (11.6) (44.3)
Net capital expenditures 16.6 (18.7) (15.7) (12.7)
Free cash flow before interest and tax paid 363.8 151.7 167.1 91.1
Net interest paid / received ® (165.2) (91.1) (110.9) (38.5)
Income tax paid 2.8 (46.3) 15.8 (19.8)
Free cash flow after interest and tax paid 201.4 14.3 72.0 32.8
Net financial investments (22.1) (333.2) 5.7 (142.9)
Change in equity 1,010.1 1.9 1,010.1 1.3)
Other® 971.4 14.0 977.9 14.7
Change in net debt 2,160.8 (306.8) 2,054.3 (96.7)

(1) Including HYB redemption costs of 90 M€ in Q2 07
(2) Including capitalization of the shareholders’ loan for 1,039.9 M€ in Q2 07




Appendix 4: Evolution of sales by geographic area

_ HL 07 HL07/HL1 06 | H107/H1 06 Q2 07 Q207/Q206 | Q207/Q2 06
Geographic area ) )
(in M€) Reported Constant * (in M€) Reported Constant *

Europe 2,493.8 15,20% 9,60% 1,263.0 12,90% 7,70%
of which
France 8,90% 9,50% 8,20% 7,60%
United Kingdom 8,80% 6,80% 7,70% 6,30%
Germany 7,10% 6,70% 3,60% 3,50%
North America 2,400.0 52,30% -1,40% 1,244.0 52,70% -2,30%
of which
USA 79,70% -2,30% 79,40% -3,40%
Canada -5,00% 2,30% -2,80% 230%
Asia-Pacific

_ 372,2 25,60% 13,20% 205,7 31,30% 13,20%
of which
Australia 12,00% 9,50% 14,50% 9,20%
Asia 623,40% 68,10% 510,70% 59,00%
Other 29,8 2,60% 13,30% 15,9 6,20% 14,50%
Total Group 5,304.8 30,30% 4,50% 2,728.5 29,60% 3,30%

* Constant basis and same number of days




