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Dollars in millions 2008
Operating Overview:

Revenue $ 6,204
Operating revenue $ 4,705

Earnings before income taxes $ 350

Comparable earnings

before income taxes®’ $ 420
Net earnings $ 200
Comparable earnings $ 255

Dollars in millions

Financial Data:

Total assets $ 6,690
Total debt $ 2,863
Shareholders’ equity $ 1,345
Return on average

shareholders’ equity 11.2%
Adjusted return on capital 7.3%
Debt to equity 213%
Free cash flow @ $ 349
Capital expenditures paid $1,234

Per Common Share Data:
Net earnings — Diluted $ 3.52

Comparable earnings—Diluted® $ 4.49

Book value $ 24.17
Cash dividends $ 0.92
Other Data:

Common shareholders of record 9,713
Common shares outstanding 55,658,059

Number of vehicles —
Owned and leased 163,400

Number of employees 28,000
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1 Represents a non-GAAP financial measure — for details of this measure and a reconciliation to the GAAP measure, please refer to “*Non-GAAP Financial Measures”

discussion presented in Management’s Discussion and Analysis of Financial Condition and Results of Operations contained in this Annual Report.



It’s difficult not to look back
when you have a 75-year heritage
of innovation and leadership.

But it’s the looking forward that
ultimately defines who we are as
a company. Ryder is driving
forward with the industry’s best
people, lean and effective processes,
and impactful real-world
technologies. OQur unmatched
portfolio of products and services
is extremely relevant to customers
seeking an advantage now and in
the future. That’s Smart.



- Wcj‘rkin‘g Smart.

#

Ryder acquired Transpacific Container Terminal Ltd. and CRSA Logistics Ltd., with operations in Vancouver,
Toronto, Montreal, Hong Kong and Shanghai. The acquisition bolsters Ryder’s presence in Canada and Asia,
expands the Ryder Supply Chain Solutions portfolio, and includes relationships with an established group of
new quality retail customers. Pictured here is our deconsolidation and transloading operation in Vancouver.






Dear shareholders, customers, partners, and employees:
As we marked Ryder’s 75th anniversary
milestone in 2008, our team faced some of
the most turbulent and challenging economic
conditions of our long history. However, we
remained focused and worked together to
deliver full-year operating revenue growth,
comparable earnings growth, and positive free
cash flow. On the strength of our solid balance
sheet, we also completed four acquisitions,
and announced a fifth acquisition that closed
in early 2009, to help position us for future
success. I’'m especially proud that Ryder continued
to make progress and generate these results

following more than two full years of a

protracted U.S. freight recession that

began to impact our industry in the
third quarter of 2006. In fact, over
the past three years, Ryder has
_exceeded the total shareholder
W return index of the S&P 500
by more than 22%.

Greg Swienton
Chairman and Chief Executive Officer

Ryder System, Inc.






A solutions team collaborating at Ryder’s

Transportation Management Center in Texas.

Throughout the year we
maintained our competitiveness.
We renewed and signed new
business, launched new products,
and implemented new processes
and technologies to lower
operating expenses, Improve
efficiency, and reduce costs for
Ryder’s customers.

A Strong Determination to Compete. The difficult external
environment did not prevent us from competing and making
progress in 2008. Despite the ongoing freight recession, we
delivered substantial financial performance through the first
three quarters, and responded effectively as conditions
deteriorated in the fourth quarter. Throughout the year we
maintained our competitiveness. We renewed and signed
new business, launched new products, and implemented new
processes and technologies to lower operating expenses,
improve efficiency, and reduce costs for Ryder’s customers.
With the benefit of our more centralized processes, we have
been able to respond more efficiently to changing market
conditions. This improved capability was particularly
evident as we quickly adjusted the size and geographic
distribution of our commercial rental fleet to align with
weaker demand at the end of the year.

In the fourth quarter, as global economic conditions
deteriorated further, we took proactive strategic steps
that involved difficult marketplace and employee decisions,
but were necessary to ensure our ability to compete. These
included discontinuing operations and transitioning out
of contracts in Brazil, Argentina, Chile, and areas of Europe
that were not expected to meet our profit targets and that
did not fit with the strategic direction of our Supply
Chain Solutions business. As a result, we’ve concentrated
organizational efforts and resources on increasing the
market share of our service offerings in the U.S., Canada,
Mexico, and the U.K., where we’ve earned a strong
competitive position, and in strategic overseas markets,
such as Asia, which demonstrate high potential for
long-term profitable growth.

We also took a number of tactical steps to further align our
cost structure and resources for what we expect to be a
very weak economic environment throughout 2009. The
challenging headwinds we face are directly related to the
global economic downturn and difficult market conditions.
Foremost among them is a significant increase in pension
expense driven by poor performance in the overall stock
market in 2008. In addition, the effect of the weak global
economy is expected to continue impacting our transactional
commercial rental and used vehicle sales operations, as well
as our supply chain customers in the automotive industry.

Despite these factors, we're targeting new customer
outsourcing opportunities in our contractual product lines,
focusing on retention of our existing customers, and evaluat-
ing additional acquisition opportunities. Our strong balance
sheet, solid reaffirmed investment-grade credit ratings, good
availability of capital, and the free cash flow generated by









our business model are of particular value in enabling Ryder
to capitalize on opportunities in this difficult environment.
Our recent actions, along with our improved business model,
position Ryder well for long-term profitable growth in

the future.

Fleet Management Solutions — Fleet Management
Solutions (FMS) provides leasing, rental, and contract
maintenance of trucks, tractors and trailers to commercial
customers.

Our largest business segment responded effectively in 2008,
as it adjusted to reduced demand in its transactional
business while still pursuing contractual organic and
acquisition-related growth opportunities. In particular,

I want to acknowledge the FIS operations team and
members of Ryder’s central support functions who’ve
done an exceptional job of executing targeted acquisitions.
By carefully folding these “tuck-in’" acquisitions into the
existing Ryder network, we’ve been able to add substantial
revenue and earnings from hundreds of newly acquired
contractual FMS customers without taking on the levels of
overhead that were previously required to serve them. In
2008, we announced the following four FMS acquisitions.
The first three were completed in 2008 and Edart Leasing
closed in February of 2009:

Lily Transportation Corp. — a privately owned full service
truck leasing, commercial truck rental, and contract
maintenance business based in Needham, Massachusetts.
e Added approximately 200 contractual customers
e $30 million in annualized operating revenue
e Fleet of approximately 1,500 full service lease,
and 80 commercial rental units
e Ryder acquired three of Lily’s 11 multi-customer
operating locations, and three locations serving
single customers

Gator Leasing, Inc. — a privately owned full service
truck leasing, commercial truck rental, and fleet services
company based in Miami, Florida.
e Added approximately 300 contractual customers
e $35 million in annualized operating revenue
* Fleet of approximately 1,475 full service lease,
650 commercial rental, and 150 held-for-sale units
e Ryder acquired four of nine Florida operating locations

Gordon Truck Leasing — a privately owned full service truck
leasing, commercial truck rental, and contract maintenance
business based in Philadelphia, Pennsylvania.

e Added approximately 130 contractual customers

e $11 million in annualized operating revenue

Ryder continues to build
on its market leadership
with innovative technologies
and products: RydeSmart®,
now available throughout
the U.S. and Canada, allows
customers to monitor fleet
and individual truck
performance. Information

is later used to help lower
operating expenses, while
increasing fuel and fleet
efficiency.

The addition of the new
RydeGreens™ Hybrid straight
truck enables full service
lease customers to achieve

up to 30 to 40 percent
improved fuel efficiency
in standard in-city pick up
and delivery applications.



* Fleet of approximately 430 full service lease,
45 rental, and 35 held-for-sale units

e Ryder assumed operation of one of Gordon’s five
multi-customer maintenance locations, and three
locations dedicated to single customers

Edart Leasing, LLC — a privately owned full service truck

leasing, commercial truck rental, and contract maintenance

company based in Hartford, Connecticut.

e Added approximately 340 contractual customers

e $35 million in annualized operating revenue

* Fleet of approximately 1,460 full service lease,
180 commercial rental, and 525 held-for-sale units

e Ryder acquired four of Edart’s nine multi-customer
maintenance locations, and a location dedicated to a
single customer

These acquisitions are among a total of five FMS
“tuck-in"" acquisitions completed over the past 18 months.
Consistent with our strategy, these acquisitions have
proven to be almost immediately accretive to earnings
and, over time, have generated incremental levels of
earnings due to additional synergies and efficiencies realized
from the fully combined operations.

The FMS business segment continued to innovate by
expanding the use of fleet technologies to lead customers
to higher levels of fleet performance and efficiency. In
2006, we began to test an on-board GPS vehicle tracking
and performance management technology called RydeSmart®
to enhance our largest and longest-standing product line,
full service lease. In 2008, after extensive testing, we
expanded the availability of this offering throughout the
U.S. and Canada. RydeSmart® customers can monitor fleet
and individual truck performance anytime, anywhere and use
information provided by the system to help lower their
operating expenses, while increasing fuel and fleet efficiency.

Ryder continues to build on its market leadership by
introducing new products such as the RydeGreens™ Hybrid
straight truck line, now available for order by Ryder lease
customers. The hybrid offering enhances our line of fuel-
efficient RydeGreens" tractors and trailers, launched in the
fall of 2007.The RydeGreen™ Hybrid is a medium-duty
straight truck, which can provide up to 30 to 40 percent
improved fuel efficiency in standard in-city pick up and
delivery applications. Diesel emissions are also dramatically
reduced when the vehicle is operating in hybrid mode on
battery power.

Supply Chain Solutions/Dedicated Contract Carriage —
Supply Chain Solutions (SCS) manages the movement of
materials and related information from the acquisition of
parts and components to the delivery of finished products
to end-users, and the related Dedicated Contract Carriage
(DCC) service provides a turnkey transportation service
including vehicles, drivers, routing and scheduling.

The SCS/DCC organization underwent significant change
in 2008. Domestic and international operations were
combined for the first time under a new president of the
business segment in order to provide a uniform global
customer service platform. Initiatives were launched to
diversify the use of our deep automotive and high tech
industry experience into other targeted industries, and to
further develop our warehouse management capabilities.
A new industry group was established to focus on retail
and consumer goods customers. Added emphasis is being
placed on growing our consistently profitable DCC business
segment. Strategic steps were taken to exit certain global
markets and customer contracts, in favor of focusing on
more established markets in the U.S., Canada, Mexico,
and the U.K., where we enjoy a strong competitive position,
and in strategic overseas markets, such as Asia, which
represent future profitable growth potential.

While implementing these many changes in the midst

of a difficult economy and marketplace, the SCS team
continued to renew and sign substantial DCC, Transportation
Management, and SCS contracts throughout the year.
Customers that signed multi-year contracts include: leading
high-fidelity and electronics manufacturer Harman
International Industries; one of the world’s best known
imaging innovators Eastman Kodak Company; the world’s
largest aerospace company Boeing; the world’s leading
perimeter security and fencing manufacturer Master Halco,
Inc.; and leading media companies such as The Atlanta
Journal-Constitution, The Miami Herald Media Company,
and The Roanoke Times. Our team understands and
appreciates the trust our customers place in our ability to
improve the operational effectiveness of their businesses.
We look forward to assisting these and other new customers
as they look for additional ways to compete in this difficult
operating environment.

In line with our recent strategic initiatives, we completed
an important SCS acquisition which strengthens our
geographical focus, expands our logistics capabilities,
and supports our new retail/consumer goods industry
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development initiative. In the fourth quarter of 2008,

we acquired Transpacific Container Terminal Ltd. (TCTL)
and CRSA Logistics Ltd. (CRSA) in Canada, as well as
CRSA Logistics operations in Hong Kong and Shanghai,
China. These interrelated companies will now operate as
Ryder Transpacific Container Terminal and Ryder CRSA
Logistics, respectively. The acquisition is expected to add
more than $20 million in annualized revenue to Ryder’s
Supply Chain Solutions business unit. New capabilities
resulting from the acquisition include consolidation services
in key Asian hubs, deconsolidation and transloading in
Vancouver, Toronto and Montreal, and end-to-end
management of Canadian imports from Asia. This
acquisition bolsters Ryder’s geographic presence in Canada
and Asia, complements the portfolio of solutions available
to our existing customers, and includes relationships with
an established group of new quality retail customers.

Diversifying Industry Focus

As one of the pioneers in third-party logistics, Ryder’s

SCS business segment has spent the past two decades
re-engineering supply chains, refining processes, and
investing in technologies to achieve smooth start-ups

and deliver continuous improvement. We have a strong
heritage and leading expertise in serving the complex and
demanding requirements of the automotive industry. As
we work to further diversify our industry mix, we are
adding emphasis on, and working toward a higher rate of
growth for, industries such as high tech, retail and consumer
packaged goods, while building on our leadership within
the automotive industry sector. We find that many aspects
of the expertise and processes developed in our automotive
work over the past few decades translate extremely well
into the solutions we provide to other targeted industry
sectors. Given the current global economic and financial
market conditions, we are focusing efforts, resources, and
investment in those industries and markets where we have
the best ability to deliver the full value of the Ryder Supply
Chain Solutions relationship.

Driving Forward

On behalf of our Board of Directors, I want to thank and
recognize our employees for working together, successfully
completing acquisitions, rapidly adjusting to market
conditions, and delivering full-year comparable earnings
growth, operating revenue growth, and significant positive
free cash flow. We’ve entered 2009 with a leaner
organizational structure, a more concentrated geographical
focus, a strong balance sheet, solid credit ratings, and a

team that’s well prepared to manage through cyclical
impacts of a prolonged recession and market downturn.
Our improved business model, including centralized asset
management, and the coordinated, timely actions of our
organization, continue to provide an advantage in navigating
through these unprecedented economic times. The steps
we are taking now in a difficult market environment will
also serve us well and allow us to emerge even stronger
when overall economic conditions eventually improve.

Although the timing of a recovery is uncertain, we're
committed to competing and advancing our market position
right now. Overcoming obstacles is a big part of what we do
best at Ryder — it’s ingrained in our culture. Ryder customers
are counting on us all day, every day to deliver, regardless
of situation or circumstance. We take pride in doing our
work ethically, effectively and without making excuses. Our
confidence also comes from the comfort of knowing that
our services and solutions can be tremendously beneficial
to customers who want to focus on their core business and
need to significantly improve the cost-efficiency of their
operations. And we believe now is a good time to help
customers address those wants and needs.

1'd like to express a final word of thanks to you, our fellow
shareholders, for your trust in us and your belief in Ryder’s
long-term potential. We appreciate your continued interest
and we look forward to sharing many successes with you
as we Drive Forward to reach Ryder’s outstanding potential
on the road ahead.

Sincerely,

Greg Swienton

Chairman and Chief Executive Officer
Ryder System, Inc.

Miami, Florida

March 2009
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PART I
ITEM 1. BUSINESS

OVERVIEW

Ryder System, Inc. (Ryder), a Florida corporation founded in 1933, is a global leader in transportation
and supply chain management solutions. Our business is divided into three business segments: Fleet
Management Solutions (FMS), which provides full service leasing, contract maintenance, contract-related
maintenance and commercial rental of trucks, tractors and trailers to customers principally in the U.S., Canada
and the U.K.; Supply Chain Solutions (SCS), which provides comprehensive supply chain solutions including
distribution and transportation services throughout North America and in Europe, South America and Asia;
and Dedicated Contract Carriage (DCC), which provides vehicles and drivers as part of a dedicated
transportation solution in the U.S. Our customers range from small businesses to large international
enterprises. These customers operate in a wide variety of industries, the most significant of which include
automotive, electronics, transportation, grocery, lumber and wood products, food service, and home
furnishings.

On December 17, 2008, we announced strategic initiatives to increase our competitiveness and drive
long-term profitable growth. As part of these initiatives, during 2009 we will discontinue current SCS
operations in certain international markets and transition out of specific SCS customer contracts in order to
focus the organization and resources on the industries, accounts, and geographical regions that present the
greatest opportunities for competitive advantage and long-term sustainable profitable growth. This will include
discontinuing current operations in the markets of Brazil, Argentina, and Chile, and transitioning out of SCS
customer contracts in Europe. We believe these changes will allow us to focus on enhancing the
competitiveness and growth of our service offerings in the U.S., Canada, Mexico, the U.K. and Asia markets.

For financial information and other information relating to each of our business segments see Item 7,
“Management’s Discussion and Analysis of Financial Condition and Results of Operations,” and Item 8,
“Financial Statements and Supplementary Data,” of this report.

INDUSTRY AND OPERATIONS

Fleet Management Solutions

Value Proposition

Through our FMS business, we provide our customers with flexible fleet solutions that are designed to
improve their competitive position by allowing them to focus on their core business, lower their costs and
redirect their capital to other parts of their business. Our FMS product offering is comprised primarily of
contractual-based full service leasing and contract maintenance services. We also offer transactional fleet
solutions including commercial truck rental, maintenance services, and value-added fleet support services such
as insurance, vehicle administration and fuel services. In addition, we provide our customers with access to a
large selection of used trucks, tractors and trailers through our used vehicle sales program.

Market Trends

Over the last several years, many key trends have been reshaping the transportation industry, particularly
the $63 billion U.S. private commercial fleet market and the $26 billion U.S. commercial fleet lease and rental
market. The maintenance and operation of commercial vehicles has become more complicated requiring
companies to spend a significant amount of time and money to keep up with new technology, diagnostics,
retooling and training. Because of increased demand for efficiency and reliability, companies that own and
manage their own fleet of vehicles have put greater emphasis on the quality of their preventive maintenance
and safety programs. More recently, fluctuating energy prices have made it difficult for businesses to predict
and manage fleet costs and the tightened credit market has limited businesses’ access to capital.



Operations

For the year ended December 31, 2008, our global FMS business accounted for 65% of our consolidated
revenue.

U.S. Our FMS customers in the U.S. range from small businesses to large national enterprises. These
customers operate in a wide variety of industries, including transportation, grocery, lumber and wood products,
food service and home furnishings. At December 31, 2008, we had 636 locations in 49 states and Puerto Rico
and operated 217 maintenance facilities on-site at customer properties. A location typically consists of a
maintenance facility or “shop,” offices for sales and other personnel, and in many cases, a commercial rental
counter. Our maintenance facilities typically include a service island for fueling, safety inspections and
preliminary maintenance checks as well as a shop for preventive maintenance and repairs.

Canada. We have been operating in Canada for over 50 years. The Canadian private commercial fleet
market is estimated to be $8 billion and the Canadian commercial fleet lease and rental market is estimated to
be $2 billion. At December 31, 2008, we had 41 locations throughout 9 Canadian provinces. We also have 5
on-site maintenance facilities in Canada.

Europe. We began operating in the U.K. in 1971 and since then have expanded into Ireland and
Germany by leveraging our operations in the U.S. and the U.K. The U.K. commercial fleet lease and rental
market is estimated to be $6 billion. At December 31, 2008, we had 40 locations throughout the U.K., Ireland
and Germany, 29 of which are owned or leased by Ryder. We also manage a network of 344 independent
maintenance facilities in the U.K. to serve our customers where it is more effective than providing the service
in a Ryder managed location. In addition to our typical FMS operations, we also supply and manage vehicles,
equipment and personnel for military organizations in the U.K. and Germany.

FMS Product Offerings

Full Service Leasing. Under a typical full service lease, we provide vehicle maintenance, supplies and
related equipment necessary for operation of the vehicles while our customers furnish and supervise their own
drivers and dispatch and exercise control over the vehicles. Our full service lease includes all the maintenance
services that are part of our contract maintenance service offering. We target leasing customers that would
benefit from outsourcing their fleet management function or upgrading their fleet without having to dedicate a
significant amount of their own capital. We will assess a customer’s situation, and after considering the size of
the customer, residual risk and other factors, will tailor a leasing program that best suits the customer’s needs.
Once we have agreed on a leasing program, we acquire vehicles and components that are custom engineered
to the customer’s requirements and lease the vehicles to the customer for periods generally ranging from three
to seven years for trucks and tractors and up to ten years for trailers. Because we purchase a large number of
vehicles from a limited number of manufacturers, we are able to leverage our buying power for the benefit of
our customers. In addition, given our continued focus on improving the efficiency and effectiveness of our
maintenance services, we can provide our customers with a cost effective alternative to maintaining their own
fleet of vehicles. We also offer our leasing customers the additional fleet support services described below.

Contract Maintenance. Our contract maintenance customers include non-Ryder owned vehicles related
to our full service lease customers as well as other customers that want to utilize our extensive network of
maintenance facilities and trained technicians to maintain the vehicles they own or lease from third parties.
The contract maintenance service offering is designed to reduce vehicle downtime through preventive and
predictive maintenance based on vehicle type and time or mileage intervals. The service also provides vehicle
repairs including parts and labor, 24-hour emergency roadside service and replacement vehicles for vehicles
that are temporarily out of service. Vehicles covered under this offering are typically serviced at our own
facilities. However, based on the size and complexity of a customer’s fleet, we may operate an on-site
maintenance facility at the customer’s location.

Commercial Rental. We target rental customers that have a need to supplement their private fleet of
vehicles on a short-term basis (typically from less than one month up to one year in length) either because of
seasonal increases in their business or discrete projects that require additional transportation resources. Our
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commercial rental fleet also provides additional vehicles to our full service lease customers to handle their
peak or seasonal business needs. In addition to one-off commercial rental transactions, we seek to build
national relationships with large national customers to become their preferred source of commercial vehicle
rentals. Our rental representatives assist in selecting a vehicle that satisfies the customer’s needs and supervise
the rental process, which includes execution of a rental agreement and a vehicle inspection. In addition to
vehicle rental, we extend to our rental customers liability insurance coverage under our existing policies and
the benefits of our comprehensive fuel services program.

The following table provides information regarding the number of vehicles and customers by FMS
product offering, at December 31, 2008:

U.S. Foreign Total
Vehicles Customers Vehicles Customers Vehicles Customers
Full service leasing ................. 100,300 12,400 20,100 2,300 120,400 14,700
Contract maintenance” .. ............ 31,000 1,400 4,500 200 35,500 1,600

Commercial rental . ................. 26,300 10,400 6,000 4,000 32,300 14,400

(1) Contract maintenance customers include 700 full service lease customers.

Contract-Related Maintenance. Our full service lease and contract maintenance customers periodically
require additional maintenance services that are not included in their contracts. For example, additional
maintenance services may arise when a customer’s driver damages the vehicle and these services are
performed or managed by Ryder. Some customers also periodically require maintenance work on vehicles that
are not covered by a long-term lease or maintenance contract. Ryder may provide service on these vehicles
and charge the customer on an hourly basis for work performed. We obtain contract-related maintenance work
because of our contractual relationship with the customers; however, the service provided is in addition to that
included in their contractual agreements.

Fleet Support Services. We have developed a variety of fleet support services tailored to the needs of
our large base of lease customers. Customers may elect to include these services as part of their full service
lease or contract maintenance agreements. Currently, we offer the following fleet support services:

Service Description

Fuel ...... ... .. ......... Full service diesel fuel dispensing at competitive prices; fuel planning;
fuel tax reporting; centralized billing; and fuel cards

Insurance ................... Liability insurance coverage under our existing insurance policies
which includes monthly invoicing, flexible deductibles, claims
administration and discounts based on driver performance and vehicle
specifications; physical damage waivers; gap insurance; and fleet risk
assessment

Safety......... ... . ... ... Establishing safety standards; providing safety training, driver
certification, prescreening and road tests; safety audits; instituting
procedures for transport of hazardous materials; coordinating drug and
alcohol testing; and loss prevention consulting

Administrative . .............. Vehicle use and other tax reporting; permitting and licensing; and
regulatory compliance (including hours of service administration)

Environmental management. . . . .. Storage tank monitoring; stormwater management; environmental
training; and ISO 14001 certification

Information technology . ........ RydeSmart™ is a full-featured GPS fleet location, tracking, and

vehicle performance management system designed to provide our
customers improved fleet operations and cost controls. FleetCARE is
our web based tool that provides customers with 24/7 access to key
operational and maintenance management information about their
fleets.



Used Vehicles. We primarily sell our used vehicles at one of our 57 retail sales centers throughout North
America, at our branch locations or through our website atlwww, Usedtrucks.Ryder.com| Typically, before we
offer used vehicles for sale, our technicians assure that it is Road ReadyTM , which means that the vehicle has
passed a comprehensive, multi-point performance inspection based on specifications formulated through our
contract maintenance program. Our retail sales centers throughout North America allow us to leverage our
expertise and in turn realize higher sales proceeds than in the wholesale market. Although we generally sell
our used vehicles for prices in excess of book value, the extent to which we are able to realize a gain on the
sale of used vehicles is dependent upon various factors including the general state of the used vehicle market,
the age and condition of the vehicle at the time of its disposal and depreciation rates with respect to the
vehicle.

FMS Business Strategy
Our FMS business strategy revolves around the following interrelated goals and priorities:

e improve customer retention levels and focus on conversion of private fleets and commercial rental
customers to full service lease customers;

* successfully implement sales growth initiatives in our contractual product offerings;
e focus on contractual revenue growth strategies, including the evaluation of selective acquisitions;

e deliver unparalleled maintenance to our customers while continuing to implement process designs,
productivity improvements and compliance discipline;

* optimize asset utilization and management;
e leverage infrastructure;

e offer a wide range of support services that complement our leasing, rental and maintenance
businesses; and

e offer competitive pricing through cost management initiatives and maintain pricing discipline on new
business.

Competition

As an alternative to using our services, customers may choose to provide these services for themselves, or
may choose to obtain similar or alternative services from other third-party vendors.

Our FMS business segment competes with companies providing similar services on a national, regional
and local level. Many regional and local competitors provide services on a national level through their
participation in various cooperative programs. Competitive factors include price, equipment, maintenance,
service and geographic coverage. We compete with finance lessors and also with truck and trailer
manufacturers, and independent dealers, who provide full service lease products, finance leases, extended
warranty maintenance, rental and other transportation services. Value-added differentiation of the full service
leasing, contract maintenance, contract-related maintenance and commercial rental service has been, and will
continue to be, our emphasis.

Acquisitions

In addition to our continued focus on organic growth, acquisitions play an important role in enhancing
our growth strategy in the U.S., Canada and the U.K. In assessing potential acquisition targets, we look for
companies that would create value for the Company through the creation of operating synergies, leveraging
our existing facility infrastructure and fixed costs, improving our geographic coverage, diversifying our
customer base and improving our competitive position in target markets.
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During 2008, we took several actions to enhance our growth, including the following acquisitions:

* On January 11, 2008, we acquired the assets of Lily Transportation Corporation (“Lily”’) which
included Lily’s fleet of approximately 1,600 vehicles and over 200 contractual customers,
complementing our FMS market coverage and service network in the Northeast United States.

* On May 12, 2008, we acquired the assets of Gator Leasing, Inc. (“Gator”) which included Gator’s
fleet of approximately 2,300 vehicles and nearly 300 contractual customers, complementing our FMS
market coverage and service network in Florida.

*  On August 29, 2008, we acquired the assets of Gordon Truck Leasing (“Gordon”) which included
Gordon’s fleet of approximately 500 vehicles and approximately 130 contractual customers
complementing our FMS market coverage and service network in Pennsylvania.

On February 2, 2009, we acquired the assets of Edart Leasing LLC (“Edart”), which included Edart’s
fleet of approximately 1,600 vehicles and more than 340 contractual customers, complementing our FMS
market coverage in the Northeast. We also acquired approximately 525 vehicles that will be re-marketed.

Supply Chain Solutions

Value Proposition

Through our SCS business, we offer a broad range of innovative logistics management services that are
designed to optimize a customer’s global supply chain and address key customer business requirements. The
term “supply chain” refers to a strategically designed process that directs the movement of materials, funds
and related information from the acquisition of raw materials to the delivery of finished products to the end-
user. Our SCS product offerings are organized into three categories: professional services, distribution
operations and transportation solutions. These offerings are supported by a variety of information technology
solutions which are an integral part of our other SCS services. These product offerings can be offered
independently or as an integrated solution to optimize supply chain effectiveness.

Market Trends

The global supply chain logistics market is estimated to be $487 billion. Several key trends are affecting
the market for third-party logistics services. Outsourcing all or a portion of a customer’s supply chain is
becoming a more attractive alternative for several reasons including: (1) the lengthening of the global supply
chain due to the location of manufacturing activities further away from the point of consumption, (2) the
increasing complexity of customers’ supply chains, and (3) the need for new and innovative technology-based
solutions. In addition, industry consolidation is increasing as providers look to expand their service offerings
and create economies of scale in order to be competitive and satisfy customers’ global needs. To meet our
customers’ demands in light of these trends, we provide an integrated suite of global supply chain solutions
with sophisticated technologies and industry-leading engineering services, designed to help our customers
manage their supply chains more efficiently.

Operations

For the year ended December 31, 2008, our global SCS business accounted for 26% of our consolidated
revenue. For the year ended December 31, 2008, approximately 50% of our global SCS revenue was related
to dedicated contract carriage services.

U.S. At December 31, 2008, we had 102 SCS customer accounts in the U.S., most of which are large
enterprises that maintain large, complex supply chains. These customers operate in a variety of industries
including automotive, electronics, high-tech, telecommunications, industrial, consumer goods, paper and paper
products, office equipment, food and beverage, and general retail industries. We continue to further diversify
our customer base by expanding into new industry verticals, including retail/consumer goods. Most of our core
SCS business operations in the U.S. revolve around our customers’ supply chains and are geographically
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located to maximize efficiencies and reduce costs. At December 31, 2008, managed warehouse space totaled
approximately 15 million square feet for the U.S. and Puerto Rico. Along with those core customer specific
locations, we also concentrate certain logistics expertise in locations not associated with specific customer
sites. For example, our carrier procurement, contract management and freight bill audit and payment services
groups operate out of our carrier management center, and our transportation optimization and execution groups
operate out of our logistics center, both of which have locations in Novi, Michigan and Fort Worth, Texas.

Canada. At December 31, 2008, we had 57 SCS customer accounts and managed warehouse space
totaling approximately 900,000 square feet. Given the proximity of this market to our U.S. operations, the
Canadian operations are highly coordinated with their U.S. counterparts, managing cross-border transportation
and freight movements.

Mexico. We began operating in Mexico in the mid-1990s. At December 31, 2008, we operated and
maintained 700 vehicles in Mexico. At December 31, 2008, we had 77 SCS customer accounts and managed
warehouse space totaling approximately 2 million square feet. Our Mexico operations offer a full range of
SCS services and manages approximately 3,000 border crossings each week between Mexico and the U.S.,
often highly integrated with our domestic distribution and transportation operations.

Asia. 'We began operating in Asia in 2001. Although our Asian operations are headquartered in Singapore,
we also provide services in China via our Shanghai office and coordinate logistics activities in countries such as
Malaysia. At December 31, 2008, we had 47 SCS customer accounts and managed warehouse space totaling
approximately 795,000 square feet. As part of our strategy to expand with our customers into major markets, we
will continue to refine our strategy in China and focus our efforts on growing our operations in that region.

Europe. At December 31, 2008, we had 21 SCS customer accounts and managed warehouse space
totaling approximately 400,000 square feet. In addition to the full range of SCS services, we operate a
comprehensive shipment, planning and execution system through our European transportation management
services center located in Diisseldorf, Germany. Due to current global economic conditions, we plan to
transition out of SCS contracts during 2009.

South America. We began operating in Brazil and Argentina in the mid-1990s and in Chile in 2004. At
December 31, 2008, we operated and maintained 700 vehicles in South America. At December 31, 2008, we
had 129 SCS customer accounts and managed warehouse space totaling approximately 4 million square feet.
In all of these markets we offer a full range of SCS services. In our Argentina and Brazil operations, we also
offered international transportation services for freight moving between these markets, including
transportation, backhaul and customs procedure management. Due to current global economic conditions, we
plan to discontinue our operations in South America during 2009.

Our largest customer, General Motors Corporation (GM), is comprised of multiple contracts in various
geographic regions. In 2008, GM accounted for approximately 17% of SCS total revenue and 4% of
consolidated revenue. We derive approximately 48% of our SCS revenue from the automotive industry, mostly
from manufacturers and suppliers of original equipment parts.

SCS Product Offerings

Professional Services. Our SCS business offers a variety of knowledge-based services that support every
aspect of a customer’s supply chain. Our SCS professionals are available to evaluate a customer’s existing
supply chain to identify inefficiencies, as well as opportunities for integration and improvement. Once the
assessment is complete, we work with the customer to develop a supply chain strategy that will create the
most value for the customer and their target clients. Once a customer has adopted a supply chain strategy, our
SCS logistics team, supported by functional experts, and representatives from our information technology, real
estate and finance groups work together to design a strategically focused supply chain solution. The solution
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may include both a network design that sets forth the number, location and function of key components of the
network and a transportation solution that optimizes the mode or modes of transportation and route selection.
In addition to providing the distribution and transportation expertise necessary to implement the supply chain
solution, our SCS representatives can coordinate and manage all aspects of the customer’s supply chain
provider network to assure consistency, efficiency and flexibility. For the year ended December 31, 2008,
knowledge-based professional services accounted for 5% of our U.S. SCS revenue.

Distribution Operations. Our SCS business offers a wide range of services relating to a customer’s
distribution operations from designing a customer’s distribution network to managing the customer’s existing
distribution facilities or a facility we acquire. Services within the facilities generally include managing the
flow of goods from the receiving function to the shipping function, coordinating warehousing and
transportation for inbound and outbound material flows, handling import and export for international
shipments, coordinating just-in-time replenishment of component parts to manufacturing and final assembly
and providing shipments to customer distribution centers or end-customer delivery points. Additional value-
added services such as light assembly of components into defined units (kitting), packaging and refurbishment
are also provided. For the year ended December 31, 2008, distribution operations accounted for 28% of our
U.S. SCS revenue.

Transportation Solutions. Our SCS business offers services relating to all aspects of a customer’s
transportation network including equipment maintenance and drivers. Our team of transportation specialists
provides shipment planning and execution, which includes shipment optimization, load scheduling and
delivery confirmation through a series of technological and web-based solutions. Our transportation
consultants, including our freight brokerage department, focus on carrier procurement of all modes of
transportation with an emphasis on truck-based transportation, rate negotiation and freight bill audit and
payment services. In addition, our SCS business provides customers as well as our FMS and DCC businesses
with capacity management services that are designed to meet backhaul opportunities and minimize excess
miles. For the year ended December 31, 2008, we purchased and (or) executed over $4 billion in freight
moves on our customers behalf. For the year ended December 31, 2008, transportation solutions accounted for
67% of our U.S. SCS revenue.

SCS Business Strategy

Our SCS business strategy revolves around the following interrelated goals and priorities:
o further diversify customer base through expansion into new industry verticals;

o offer comprehensive supply chain solutions to our customers;

e enhance distribution management as a core platform to grow integrated solutions;

e leverage our transportation management capabilities including the expertise and resources of our FMS
business;

e achieve strong partnering relationships with our customers;

* be a market innovator by continuously improving the effectiveness and efficiency of our solution
delivery model; and

* serve our customer’s global needs as lead manager, integrator and high-value operator.

Competition

In the SCS business segment, we compete with a large number of companies providing similar services
on an international, national, regional and local level, each of which has a different set of core competencies.
Additionally, this business is subject to potential competition in most of the regions it serves from air cargo,
shipping, railroads, motor carriers and other companies that are expanding logistics services such as freight
forwarders, contract manufacturers and integrators. Competitive factors include price, service, equipment,
maintenance, geographic coverage, market knowledge, expertise in logistics-related technology, and overall
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performance (e.g., timeliness, accuracy and flexibility). Value-added differentiation of these service offerings
across the global supply chain continues to be our overriding strategy.

Acquisitions

On December 19, 2008, we completed the acquisition of substantially all of the assets of Transpacific
Container Terminal Ltd. (TCTL) and CRSA Logistics Ltd. (CRSA) in Canada, as well as CRSA Logistics
operations in Hong Kong and Shanghai, China. This strategic acquisition adds complementary solutions to our
SCS capabilities including consolidation services in key Asian hubs, as well as deconsolidation operations in
Vancouver, Toronto and Montreal.

Dedicated Contract Carriage

Value Proposition

Through our DCC business segment, we combine the equipment, maintenance and administrative services
of a full service lease with drivers and additional services to provide a customer with a dedicated
transportation solution that is designed to increase their competitive position, improve risk management and
integrate their transportation needs with their overall supply chain. Such additional services include routing
and scheduling, fleet sizing, safety, regulatory compliance, risk management, technology and communication
systems support including on-board computers, and other technical support. These additional services allow us
to address, on behalf of our customers, high service levels, efficient routing and the labor issues associated
with maintaining a private fleet of vehicles, such as driver turnover, government regulation, including hours of
service regulations, DOT audits and workers’ compensation. Our DCC solution offers a high degree of
specialization to meet the needs of customers with high service requirements such as tight delivery windows,
high-value or time-sensitive freight, closed-loop distribution, and multi-stop shipments.

Market Trends

The U.S. dedicated contract carriage market is estimated to be $12 billion. This market is affected by
many of the trends that impact our FMS business such as the increased cost associated with purchasing and
maintaining a fleet of vehicles. The administrative burden relating to regulations issued by the Department of
Transportation (DOT) regarding driver screening, training and testing, as well as record keeping and other
costs associated with the hours of service requirements, make our DCC product an attractive alternative to
private fleet management. In addition, market demand for just-in-time delivery creates a need for well-defined
routing and scheduling plans that are based on comprehensive asset utilization analysis and fleet
rationalization studies.

Operations/Product Offerings

For the year ended December 31, 2008, our DCC business accounted for 9% of our consolidated revenue.
At December 31, 2008, we had 182 DCC customer accounts in the U.S. Because it is highly customized, our
DCC product is particularly attractive to companies that operate in industries that have time-sensitive
deliveries or special handling requirements, such as newspapers (6% of U.S. DCC revenue), as well as to
companies whose distribution systems involve multiple stops within a closed loop highway route. These
customers operate in a wide variety of industries, the most significant of which include retail (38% of DCC
revenue). Because DCC accounts typically operate in a limited geographic area, most of the drivers assigned
to these accounts are short haul drivers, meaning they return home at the end of each work day. Although a
significant portion of our DCC operations are located at customer facilities, our DCC business utilizes and
benefits from our extensive network of FMS facilities.

In order to customize an appropriate DCC transportation solution for our customers, our DCC logistics
specialists perform a transportation analysis using advanced logistics planning and operating tools. Based on
this analysis, they formulate a logistics design that includes the routing and scheduling of vehicles, the
efficient use of vehicle capacity and overall asset utilization. The goal of the plan is to create a distribution
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system that optimizes freight flow while meeting a customer’s service goals. A team of DCC transportation
specialists can then implement the plan by leveraging the resources, expertise and technological capabilities of
both our FMS and SCS businesses.

To the extent a distribution plan includes multiple modes of transportation (air, rail, sea and highway),
our DCC team, in conjunction with our SCS transportation specialists, selects appropriate transportation modes
and carriers, places the freight, monitors carrier performance and audits billing. In addition, through our SCS
business, we can reduce costs and add value to a customer’s distribution system by aggregating orders into
loads, looking for shipment consolidation opportunities and organizing loads for vehicles that are returning
from their destination point back to their point of origin (backhaul).

DCC Business Strategy
Our DCC business strategy revolves around the following interrelated goals and priorities:

* increase market share with customers with large fleets that require a more comprehensive and flexible
transportation solution;

* align our DCC business with other SCS product lines to create revenue opportunities and improve
operating efficiencies in both segments, particularly through increased backhaul utilization;

* leverage the expertise and resources of our SCS and FMS businesses; and

e expand our DCC support services to create customized transportation solutions for new customers and
enhance the solutions we have created for existing customers.

Competition

Our DCC business segment competes with truckload carriers and other dedicated providers servicing on a
national, regional and local level. Competitive factors include price, equipment, maintenance, service and
geographic coverage and driver and operations expertise. Value-added differentiation of the DCC offerings has
been, and will continue to be, our emphasis.

ADMINISTRATION

We have consolidated most of our financial administrative functions for the U.S. and Canada, including
credit, billing and collections, into our Shared Services Center operations, a centralized processing center
located in Alpharetta, Georgia. Our Shared Services Center also manages contracted third parties providing
administrative finance and support services outside of the U.S. in order to reduce ongoing operating expenses
and maximize our technology resources. This centralization results in more efficient and consistent centralized
processing of selected administrative operations. Certain administrative functions are also performed at the
Shared Services Center for our customers. The Shared Services Center’s main objectives are to reduce ongoing
annual administrative costs, enhance customer service through process standardization, create an organizational
structure that will improve market flexibility and allow future reengineering efforts to be more easily attained
at lower implementation costs.

REGULATION

Our business is subject to regulation by various federal, state and foreign governmental entities. The
Department of Transportation and various state agencies exercise broad powers over certain aspects of our
business, generally governing such activities as authorization to engage in motor carrier operations, safety and
financial reporting. We are also subject to a variety of requirements of national, state, provincial and local
governments, including the U.S. Environmental Protection Agency and the Occupational Safety and Health
Administration, that regulate safety, the management of hazardous materials, water discharges and air
emissions, solid waste disposal and the release and cleanup of regulated substances. We may also be subject to
licensing and other requirements imposed by the U.S. Department of Homeland Security and U.S. Customs
Service as a result of increased focus on homeland security and our Customs-Trade Partnership Against
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Terrorism certification. We may also become subject to new or more restrictive regulations imposed by these
agencies, or other authorities relating to engine exhaust emissions, drivers’ hours of service, security and
ergonomics.

The U.S. Environmental Protection Agency has issued regulations that require progressive reductions in
exhaust emissions from diesel engines from 2007 through 2010. Some of these regulations require subsequent
reductions in the sulfur content of diesel fuel which began in June 2006 and the introduction of emissions
after-treatment devices on newly manufactured engines and vehicles beginning with the model year 2007.

ENVIRONMENTAL

We have always been committed to sound environmental practices that reduce risk and build value for us
and our customers. We have a history of adopting “green” designs and processes because they are efficient,
cost effective transportation solutions that improve our bottom line and bring value to our customers. We
adopted our first worldwide Environmental Policy mission in 1991 and published our first environmental
performance report in 1996 following PERI (Public Environmental Reporting Initiative) guidelines. Our
environmental policy reflects our commitment to supporting the goals of sustainable development,
environmental protection and pollution prevention in our business. We have adopted pro-active environmental
strategies that have advanced business growth and continued to improve our performance in ways that reduce
emission outputs and environmental impact. Our environmental team works with our staff and operating
employees to develop and administer programs in support of our environmental policy and to help ensure that
environmental considerations are integrated into all business processes and decisions.

In establishing appropriate environmental objectives and targets for our wide range of business activities
around the world, we focus on (i) the needs of our customers; (ii) the communities in which we provide
services; and (iii) relevant laws and regulations. We regularly review and update our environmental
management procedures, and information regarding our environmental activities is routinely disseminated
throughout Ryder. In 2008, we launched a “Green Center” o http://www.Ryder.com/greencenteii to share our
key environmental programs and initiatives with all stakeholders.

SAFETY

Our safety culture is founded upon a core commitment to the safety, health and well-being of our
employees, customers, and the community. It is this commitment that made us an industry leader in safety
throughout our 75-year history and contributed to our being awarded the Green Cross for Safety from the
National Safety Council.

Safety is an integral part of our business strategy because preventing injury improves employee quality of
life, eliminates service disruptions to our customers, increases efficiency and customer satisfaction. As a core
value, our focus on safety is a daily regimen, reinforced by many safety programs and continuous operational
improvement and supported by a talented and dedicated safety organization.

Training is a critical component of our safety program. Monthly safety training topics delivered by
location safety committees cover specific and relevant safety topics and managers receive annual safety
leadership training. Regular safety behavioral observations are conducted by managers throughout the
organization everyday and remedial training takes place on-the-spot and at every location with a reported
injury. We also deliver a comprehensive suite of highly interactive training lessons through Ryder Pro-TREAD
to each driver individually over the internet.

Our safety policies require that all managers, supervisors and employees incorporate processes in all
aspects of our business. Monthly safety scorecards are tracked and reviewed by management for progress
toward key safety objectives. Our proprietary web-based safety tracking system, RyderStar, delivers proactive
safety programs tailored to every location and helps measure safety activity effectiveness.
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EMPLOYEES

At December 31, 2008, we had approximately 28,000 full-time employees worldwide, of which 24,100
were employed in North America, 2,000 in South America, 1,400 in Europe and 500 in Asia. On
December 17, 2008, we announced strategic initiatives to increase our global competitiveness, which we
expect to result in the elimination of approximately 3,200 positions worldwide during 2009. We have
approximately 15,200 hourly employees in the U.S., approximately 3,400 of which are organized by labor
unions. These employees are principally represented by the International Brotherhood of Teamsters, the
International Association of Machinists and Aerospace Workers, and the United Auto Workers, and their
wages and benefits are governed by 99 labor agreements that are renegotiated periodically. Some of the
businesses in which we currently engage have experienced a material work stoppage, slowdown or strike. We
consider that our relationship with our employees is good.

EXECUTIVE OFFICERS OF THE REGISTRANT

All of the executive officers of Ryder were elected or re-elected to their present offices either at or
subsequent to the meeting of the Board of Directors held on May 2, 2008 in conjunction with Ryder’s 2008
Annual Meeting. They all hold such offices, at the discretion of the Board of Directors, until their removal,
replacement or retirement.

Name Age Position

Gregory T. Swienton .. 59  Chairman of the Board and Chief Executive Officer

Robert E. Sanchez. ... 43  Executive Vice President and Chief Financial Officer

Robert D. Fatovic . ... 43  Executive Vice President, General Counsel and Corporate Secretary

Art A. Garcia . ... ... 47  Senior Vice President and Controller

Gregory F. Greene. ... 49  Executive Vice President and Chief Human Resources Officer

Thomas S. Renehan. .. 46  Executive Vice President, Sales and Marketing, U.S. Fleet Management
Solutions

Anthony G. Tegnelia.. 63  President, Global Fleet Management Solutions
John H. Williford . ... 52  President, Global Supply Chain Solutions

Gregory T. Swienton has been Chairman since May 2002 and Chief Executive Officer since November
2000. He also served as President from June 1999 to June 2005. Before joining Ryder, Mr. Swienton was
Senior Vice President of Growth Initiatives of Burlington Northern Santa Fe Corporation (BNSF) and before
that Mr. Swienton was BNSF’s Senior Vice President, Coal and Agricultural Commodities Business Unit.

Robert E. Sanchez has served as Executive Vice President and Chief Financial Officer since October
2007. He previously served as Executive Vice President of Operations, U.S. Fleet Management Solutions from
October 2005 to October 2007 and as Senior Vice President and Chief Information Officer from January 2003
to October 2005. Mr. Sanchez joined Ryder in 1993 and has held various positions.

Robert D. Fatovic has served as Executive Vice President, General Counsel and Corporate Secretary since
May 2004. He previously served as Senior Vice President, U.S. Supply Chain Operations, High-Tech and
Consumer Industries from December 2002 to May 2004. Mr. Fatovic joined Ryder’s Law department in 1994
as Assistant Division Counsel and has held various positions within the Law department including Vice
President and Deputy General Counsel.

Art A. Garcia has served as Senior Vice President and Controller since October 2005 and as Vice
President and Controller since February 2002. Mr. Garcia joined Ryder in December 1997 and has held
various positions within Corporate Accounting.

Gregory F. Greene has served as Executive Vice President since December 2006 and as Chief Human
Resources Officer since February 2006. Previously, Mr. Greene served as Senior Vice President, Strategic
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Planning and Development from April 2003. Mr. Greene joined Ryder in August 1993 and has since held
various positions within Human Resources.

Thomas S. Renehan has served as Executive Vice President, Sales and Marketing, U.S. Fleet
Management Solutions, since October 2005 and as Senior Vice President, Sales and Marketing from July 2005
to October 2005. He previously served as Senior Vice President, Asset Management, Sales and Marketing
from March 2004 to July 2005, as Senior Vice President, Asset Management from December 2002.

Mr. Renehan joined Ryder in October 1985 and has held various positions within Ryder’s FMS business.

Anthony G. Tegnelia has served as President, Global Fleet Management Solutions since October 2005.
He previously served as Executive Vice President, U.S. Supply Chain Solutions from December 2002 to
October 2005. Prior to that, he was Senior Vice President, Global Business Value Management. Mr. Tegnelia
joined Ryder in 1977 and has held a variety of other positions with Ryder including Senior Vice President and
Chief Financial Officer of Supply Chain Solutions and Senior Vice President, Field Finance.

John H. Williford has served as President, Global Supply Chain Solutions since June 2008. Prior to
joining Ryder, Mr. Williford founded and served as President and Chief Executive Officer of Golden Gate
Logistics LLC from 2006 to June 2008. From 2002 to 2005, he served as President and Chief Executive
Officer of Menlo Worldwide, Inc., the supply chain business of CNF, Inc. From 2005 to 2006, Mr. Williford
was engaged as an advisor to Menlo Worldwide subsequent to the sale of Menlo Forwarding to United Parcel
Service.

FURTHER INFORMATION

For further discussion concerning our business, see the information included in Items 7 and 8 of this
report. Industry and market data used throughout Item 1 was obtained through a compilation of surveys and
studies conducted by industry sources, consultants and analysts.

We make available free of charge through the Investor Relations page on our website at

our Annual Report on Form 10-K, quarterly reports on Form 10-Q, current reports on Form 8-K and all
amendments to those reports as soon as reasonably practicable after such material is electronically filed with
or furnished to the Securities and Exchange Commission.

In addition, our Corporate Governance Guidelines, Principles of Business Conduct (including our Finance
Code of Conduct), and Board committee charters are posted on the Corporate Governance page of our website
atfwww.ryder.com ]

ITEM 1A. RISK FACTORS
In addition to the factors discussed elsewhere in this report, the following are some of the important
factors that could affect our business.
Our operating and financial results may fluctuate due to a number of factors, many of which are beyond

our control.

Our annual and quarterly operating and financial results are affected by a number of economic, regulatory
and competitive factors, including:

* changes in current financial, tax or regulatory requirements that could negatively impact the leasing
market;

* our inability to obtain expected customer retention levels or sales growth targets;
e unanticipated interest rate and currency exchange rate fluctuations;
» labor strikes, work stoppages or driver shortages affecting us or our customers;

* sudden changes in fuel prices and fuel shortages;
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* competition from vehicle manufacturers in our U.K. business operations; and

* changes in accounting rules, estimates, assumptions and accruals.

Our business and operating results could be adversely affected by unfavorable economic and industry
conditions.

We have achieved annual operating revenue growth over the last few years in spite of a U.S. freight
recession, in part due to a strong focus on increased contractual revenue growth and market expansion and
acquisitions. During the fourth quarter of 2008, however, our business, particularly our transactional
commercial rental business, began to experience the effects of worsening macroeconomic conditions, further
exacerbated by certain customer-specific challenges and significant disruptions in the financial and credit
markets globally. As economic conditions worsened globally during late 2008, we began to see a significant
decline in rental performance and utilization as well as slow used vehicle sales activity resulting from a
worsening freight recession. Significant uncertainty around macroeconomic and industry conditions may
impact the spending and financial position of our customers.

Challenging economic and market conditions may also result in:

 difficulty forecasting, budgeting and planning due to limited visibility into the spending plans of
current or prospective customers;

* increased competition for fewer projects and sales opportunities;

* pricing pressure that may adversely affect revenue and gross margin;

* higher overhead costs as a percentage of revenue;

* increased risk of charges relating to asset impairments, including goodwill and other intangible assets;
* customer financial difficulty and increased risk of uncollectible accounts receivable;

* increased pension costs due to negative asset returns; and

* increased risk of declines in the residual values of our vehicles.

We are uncertain as to how long current, unfavorable macroeconomic and industry conditions will persist
and the magnitude of their effects on our business and results of operations. If these conditions persist or
further weaken, our business and results of operations could be materially adversely affected.

We are exposed to risks associated with the current financial crisis.

Financial markets in the U.S. and abroad have experienced extreme disruption, including severely
diminished liquidity and credit availability resulting in higher short-term borrowing costs and more stringent
borrowing terms. Recessionary conditions in the global economy threaten to cause further tightening of the
credit markets, more stringent lending standards and terms and higher volatility in interest rates. While these
conditions and the current economic downturn have not impaired our ability to access credit markets, these
conditions may adversely affect our business in the future, particularly if there is further deterioration in the
world financial markets and major economies. The current credit conditions may also adversely affect the
business of our customers. Difficulties in obtaining capital may lead to the inability of some customers to
obtain affordable financing to fund their operations, resulting in lower demand for leasing services from
Ryder. Furthermore, liquidity issues could impair the ability of those with whom we do business to satisfy
their obligations to us.

We bear the residual risk on the value of our vehicles.

We generally bear the residual risk on the value of our vehicles. Therefore, if the market for used
vehicles declines, or our vehicles are not properly maintained, we may obtain lower sales proceeds upon the
sale of used vehicles. Changes in residual values also impact the overall competitiveness of our full service
lease product line, as estimated sales proceeds are a critical component of the overall price of the product.
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Additionally, technology changes and sudden changes in supply and demand together with other market
factors beyond our control vary from year to year and from vehicle to vehicle, making it difficult to accurately
predict residual values used in calculating our depreciation expense. Although we have developed disciplines
related to the management and maintenance of our vehicles that are designed to prevent these losses, there is
no assurance that these practices will sufficiently reduce the residual risk. For a detailed discussion on our
accounting policies and assumptions relating to depreciation and residual values, please see the section titled
“Critical Accounting Estimates — Depreciation and Residual Value Guarantees” in Management’s Discussion
and Analysis of Financial Condition and Results of Operations.

Our profitability could be adversely impacted by our inability to maintain appropriate commercial
rental utilization rates through our asset management initiatives.

We typically do not purchase vehicles for our full service lease product line until we have an executed
contract with a customer. In our commercial rental product line, however, we do not purchase vehicles against
specific customer contracts. Rather, we purchase vehicles and optimize the size and mix of the commercial
rental fleet based upon our expectations of overall market demand for short-term and long-term rentals. As a
result, we bear the risk for ensuring that we have the proper vehicles in the right condition and location to
effectively capitalize on this market demand to drive the highest levels of utilization and revenue per unit. We
employ a sales force and operations team on a full-time basis to manage and optimize this product line;
however, their efforts may not be sufficient to overcome a significant change in market demand in the rental
business or used vehicle market.

Continued decline in automotive volumes and instability in the automotive industry would adversely
affect our results and increase our credit risk.

Approximately 48% of our global SCS revenues is from the automotive industry and is directly impacted
by automotive vehicle production. In addition, a number of our FMS customers, particularly transportation and
trucking companies, provide services to the automotive industry. Automotive sales and production are
impacted by general economic conditions, consumer preference, fuel prices, labor relations, the availability of
credit and other factors. The North American automotive industry which generally includes General Motor
Corporation (GM), Ford Motor Company and Cerberus Capital Management L.P. (Chrysler LLC) (the Detroit
3), has been weak for some time as a result of strong competition from foreign OEMs, high fixed costs
particularly related to significant employee pension and healthcare benefit commitments, unsuccessful product
launches and overcapacity. More recently both domestic and foreign automakers have reported significantly
lower sales, and have responded by reducing production capacity both through plant shutdowns and a
reduction in the number of production shifts. These plant shutdowns and shift eliminations have negatively
impacted our results in 2008. Any prolonged plant shutdowns and additional shift eliminations can
significantly reduce our operations with the OEMs as well as the operations of the automotive suppliers and
transportation providers that we service in both our FMS and SCS businesses, and can have a negative impact
on our future results.

We are also subject to credit risk associated with the concentration of our accounts receivable from our
automotive and automotive-related customers. In response to declining market share and significant losses, the
Detroit 3 have announced significant restructuring actions. In addition, GM has sought and obtained assistance
from the U.S. government. If these actions do not improve GM’s financial condition and liquidity position,
they may not be able to fund their operations and may seek bankruptcy protection. If GM or our other
automotive or automotive-related customers combined were to become bankrupt, insolvent or otherwise were
unable to pay for the services provided by us, we may incur significant write-offs of accounts receivable, incur
impairment charges or require additional restructuring actions, all of which could have a material negative
impact on our operating results and financial condition.

We derive a significant portion of our SCS revenue from a relatively small number of customers.

During 2008, sales to our top ten SCS customers representing all of the industry groups we service,
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