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average monthly

Annuity nature of

the business

This spreading of revenues over time and over

2 broad customer base mitigates business and
Aruncl k.t hold b e, oweves tht
nulty nature of the business also means that
our revenues do not spike when the economy picks
up, rather our revenues trend up. Similarly, when
the economy enters a downtur or recession, our
business does not drop sharply as happens at many
etaflers. In fact, Aaron's tends to pick up custom-

customer paymen t

ers during periods of economic weakness. Our risk
s also mitigated by our business model. Unlike a
typical credit sale where the customer enters into
a legal commitment for the purchase price of
product, the Aaron's customer leases the product
generally on a month to month basis. If a customer
can 1o (onger pay or no longer wishes to pay, the
roduct is retured and the financial obligation
s terminated. Consistently, fn times of economic
expansion and contraction, our write-offs have
averaged less than 3% of revenues.

ational purchasing power
A critical factor n today's economic climate s
the Company's sizable purchasing power that
enables stores to offer a broad assortment of top
quality goods at exceptionally competiive pricing
Electronics continue o be @ growth category and
the phase-out of analog television signals should
continue to boost demand for large-screen digital
tlevisions over the coming year. ur computer
sing business i thrving and Laptops are now
2 arger product category than desktop models.

In recent years, we have developed a standard
freestanding store, approximately 9,000 square feet
with an attractively merchandised sales floor and
uniform color palette and signage. This standard
store format is significantly larger than a typical

s lcion nd et e, e
et s 408 budget.

Large potential market

Debt to
capitalization

of U.S.
households

Exceptional franchise
network
Our exceptionally strong franchise business, now in
1t 17th year, enables the Company to leverage the
Aaron's name and accelerate
the growth of the sales and
lease ownership concept
In addition, the pipeline
offranchised stores to be
e opened in the next several
TR0 years provides visibiy of
growth. During 2008,
we awarded 149 new
franchised locations
and ended with 282
stores in the pipeline.
Some of our most
successful franchisees

Resiliency, consistency,
adaptability
In a time of economic pressures and

the abitity of Aaron's to thrive and adapt for
more than mu. cartury stands out 5 8 hallmak
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Resiliency, consistency, P
adaptability

In a time of economic pressures and challenges,
the ability of Aaron’s to thrive
more than half a century stands out as a hallmark
of resitiency. From its beginning in 1955, the

million

customers
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of customers are
repeat customers

Company has focused on profitable growth, and
since going public in 1962, management has been
dedicated to building shareholder value, quickly
adapting to changing times, and redirecting and
reengineering as necessary for angaing growth.

Often, a change in executive leadership leads to
a change fn corporate culture but not at Aaron's
This past yea marked the transition of
aadarsl o our foundat,Char Lowdarni, o
Robin Loudermilk who has served with distinction
1n a varlety of roles with the Company for over
twenty-five years. Ken Butler, our Chief Operating
Officer has spearheaded the sales and lease owner-
ship business since nception and has marked his
34th year with the Company. Many of our other key
exacutives have been part of the Aaron's team for
15-plus years. The long tenure of top management 3
ensures that the Aaron's culture will remain the

bedrock of our success. ¥

Recession-resistant

Despite the sharp downturn fn the economy, 2008 %
was a year of strong operating results for the ;:
Company. With credit tight, consumers tumed to “
Aaror's for affordable fumnishings. Even in many

regions with the highest rates of unemployment, -
Aaron's achieved continued growth in same store

revenues, confirming the strength of our business
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have dozens of locations and have been part of the
Aaron's family for over a decade. At the beginning
of our franchise program, Aaron's focused primarily
on major markets but it has also proven to be well
suited for smaller rural and ex-urban markets. The
franchise concept continues to be a strong vehicle
of profits and growth for Aaron's, demonstrated by
the 19% Increase in revenues that our franchise
system, i the aggregate, recoded for 2008. Over
50% of our franchised stores are less than five
years old and are stil in the maturation phase.

An active franchisee network allows our franchise
partners to share best practices and to benefit
from the extensive in-house training opportunities.
The financlal success of our franchise network s

a testament to the Aaron's business model, and
tis a source of pride that the Aaron's culture is
reflected throughout our franchise community.
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A focus on our communities
The Aaror's busines is based on elationships

We value our elationships with our customers

and with the communities served. The Aaror's <
Community Outreach Program (ACOR?) designates A bright future

a certain portion of eligible stores’ rofit a3 a pool  While the economic forecass are cloudy, Aaros s
for community fnvolvement. Over the years, 0Ur el postioned fo growth and we fee the fuure
stores have sponsored Habitat for Humanity, Boys s bright. We have a base of over 1,550 stores in
and Gils Clubs, disaster elief efforts and 3 host communitie (arge and small, We currently have

of other worthy causes v 0w Ailion cartbmiss wd sty Cistomee
counts every week to make certain that we are
gaining new customers and serving loyal customers
Our merchandising team is continually assessing
new products and new product categories. We are
committed to providing high quality brand name
merchandise at competitive prices. Our 17 fulfl-
ment centers and tucking flet service customers
across the country in a timely fashion.

We value our relationships with our associates.
Corporate growth offers ample career advancement

Most importantly, even though our business model
s tested and proven, we are constantly pursuing
‘opportunities for improvement.

Jfranchises
awarded last year



Breadth

Abbatt's diverse mix
of higher-growth,
innovation-driven

health care businesses
aligns with patient
needs worldwide.

2008 Annual Report

FPharmaceuticals Nutritional Products Medical Products
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ACCOR IS @N
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2008

® ASOLID PERFORMANCE
IN HOTELS AND SERMIEES

= ACCOR MORE RESILIENT
TO THE'CRISIS

= GROWTH 500,000

20Q,000

PEOPLE AND
THEENVRONMENT
NEeW FEODHIS
created betWeen

2006 and 20

32 million
users of senvic

in
40 countries

€500 million

investediin the
prepaid
services market
between 2006 and 2010

SalEMPLOYEES),
RS AND-PARTNERS. ..

 brands intrudug e in b0 years
All seasons
Pullman and MGallery

A|Club
O abewswn,

PrePay Solutions. -

iInnovation

is our trademark
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MESSAGE FROM GILLES PELISSON

2008 KEY
FIGURES

Operating profit
before tax and

€7739m €

29.6% €1 65
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EXECUTIVE COMMITTEE

100

countries

Funds from operations

€1,111m

Dividend

€1.65

with a
reinvestment
option
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ROCE

14.1%

up 0.5 points
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THE RIOHT OPPORTUNITIES FOR TARGETED
OROWTH IADING ACL TO A MORE PROFITABLE AND
SUSTAINABLE PORTFOLIO OF BUSINES!
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PATIENTS EXPECT S iu g F ANIMAL
BETTER PRODUCTS, E 3 d ALTH PRODUCT
SHAREHOLDERS EXPECT — - ; PHASE 3

STRONG FINANCIAL \ "J COMPLETED BY
RETURNS. ON BOTH .

COUNTS ACRUX IS SET ELI LILLY

§ T0DELIVER

/i

FIVE MATOR Evamist™ launched

AN InUSA by KV
RIVANGES Phamaceutical
IN PRODUCT

COMMERCIALISATION RED PR |

\CHIEVED Major expansian Faster aunch of " " P
of KV partnership Ellavie™ in ex-US - artners
aceess o Evamise™ markets
datar secured

New commercial
manufacturing
alliance with Orion

First animal health More animal
product Phase 3 health products
completed by Ll Lilly 1o follow
\arux 2008 Annual Report

MAJOR EXPANSIO!
OF KV P NERSHIP -
ACCESS TO EVAMIST™

DATA SECURED

“The KV agreement allows us
access to KV's clinical data
which gives us the abllity to fast
track the release of our products in
all countries outside the US. That's
really maximising the opportunity for
us o get the best financlal return from
our product development.”

“We're not a start-up company any more.

Now we have products at a commercial stage

and more products at both early and late

stages of development. That makes us more

attractive to global partners.

Dr Nina

Director of Business Development

Testosterone MD-Lotion*.*
“Ihe best dlinical tr w10 planiing
aning sle element of the
Phise 3 trial of Testosterone MD-Lotion* for
months. We have moved stepy-by-step

10 get it right

Dr Tina Soulis (’(”\1 N“N('[D
asdolis PHASE 3 TRIAL

OF TESTOSTERONE
MD-LOTION*




sustainability

e

pes

/ review of operations

N

a1

Concrete and Aggrepates



