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Important Notice

This presentation contains general information about Reliance Worldwide Corporation Limited’s activities at the date of presentation (22
February 2021). It is information given in summary form and does not purport to be complete.

The presentation is not an offer or invitation for subscription or purchase of or a recommendation of securities in any jurisdiction. It is not
intended to be relied upon as advice to investors or potential investors and does not take into account the investment objectives, financial
situation or needs of any particular investor. These should be considered, with or without professional advice, when deciding if an
investment is appropriate.

Information, including forecast or forward looking information, in this presentation should not be considered as a recommendation in relation
to holding, purchasing or selling shares, securities or other instruments in Reliance Worldwide Corporation Limited. Due care and attention
has been used in the preparation of forecast and forward looking information. However, actual results may vary from forecasts and any
variation may be materially positive or negative. Forecasts by their very nature are subject to uncertainty and contingencies many of which
are outside the control of Reliance Worldwide Corporation Limited and Reliance Worldwide Corporation Limited cautions against reliance on
any forward looking statements or forecasts, particularly in light of the current economic climate and the significant volatility, uncertainty and
disruption caused by COVID-19. Past performance is not a reliable indication of future performance. Except as required by applicable
regulations or laws, Reliance Worldwide Corporation Limited does not undertake any obligation to publicly update or review any forward
looking statements whether as a result of new information or future events.

This presentation contains references to the following non-IFRS measures: EBITDA, EBIT, Adjusted NPAT and Adjusted EPS. These
measures are used by RWC to assess operating performance and are defined in the accompanying Results Announcement dated 22
February 2021. These measures have not been subject to audit or review.

The sum totals throughout this presentation may not add exactly due to rounding differences.

The information in this presentation remains subject to change without notice. Circumstances may change and the contents of this
presentation may become outdated as a result.

This presentation forms part of a package of information about Reliance Worldwide Corporation Limited. It should be read in conjunction
with the Appendix 4D, 31 December 2020 Half Year Financial Report and the Results Announcement also released on 22 February 2021.



RWC at a glance

RWC is a leader in the design, manufacture and supply of water flow and control
products and solutions for use in the “behind the wall” plumbing sector

The leader in brass and plastic push to connect (“PTC”) fittings in key geographies

Majority of sales are to the repair and renovation ("“R&R”) end market

Vertically integrated global manufacturer with a strong culture of innovation, leading R&D and engineering capability
Extensive distribution networks of channel partners in all key geographies

Successful history of M&A to augment product range and build market positions in new geographies and end-markets

Geographic Sales Breakdown?

EMEA
25%

Americas
56%
APAC
19%




RWC product portfolio

RWC and its family of brands transform performance and efficiency for plumbing
and heating and specialist industries around the world.

Valves Integrated FluidTech
Installation
Solutions

Fittings




Fittings provide a strong foundation

A variety of fittings solutions that deliver efficiency and reliability available through a vast
network of outlets across markets and channels

P| um b | n g PTC SharkBite™ available across Americas, UK, and Australia
= #1 position in Americas

= #1 position in Australia

= Growing in UK and Europe

— The global leader in Plastic PTC

@? SharkBite @ Speedfit’ = #1 positions in Americas, UK, and Australia

= Top 3 in Europe and growing

NO n _PTC Essential product to complete our portfolio
= Provides a fitting solution for multiple applications

= One of several products that complete a “basket” of

e P solutions and drives sales across categories
C@: SharkBite e Auspex g

= Leverages scale of our distribution network

® Plumbing Fittings PTC
mNon PTC
Pipe
9% mValves
m |ntegrated Installation Solutions
FluidTech
Other

12%

Category sizes based on Group FY20 gross revenue 5



Growing category diversification

RWC has built a complete portfolio of solutions with top market positions - all aligned with
the SharkBite value proposition — ease of use, efficiency, labor savings, and availability

PI pe PEX pipe available across global regions
_ = Top 3 producer in US
Esharkgite (&) John Guest = Top 2in UK
= Top 2 in Australia
12% e Auspex

Multiple valve types available across the globe
= #1 water heater valve producer across Americas,
UK and Australia

c CashAcme @ Reliance = Top 2 Thermostatic position in the US

VALVES

m Plumbing Fittings PTC
mNon PTC
Pipe
m\Valves
m |ntegrated Installation Solutions

FluidTech Integ rated Installation Superior value proposition of developing “engineered
. solutions for makeshift methods”

Solutions = #1 position for pipe support in US

— = #1 position for water heater accessories in US

(@ HoldRite = Growing Firestop category with innovative solutions

9% o

FlUIdTECh Established in UK with global growth opportunity
= #1 position for drinks dispense in UK
= #1 position for water treatment in US

@ JohnGuest’ = Growing positions in Continental Europe

Category sizes based on Group FY20 gross revenue 6



End Use by Region

Core RMI market represents significant share of global end use segments
Americas EMEA APAC

FluidTech* i
FluidTech*

- *
New Build FluidTech

New Build
New Build

End Use Split of Region

Region Split of Total

Note* - FluidTech segment includes water treatment, drinks and dispense, air and pneumatics, and blown fibre applications; Segment splits based on Group FY20 net external sales



RWC operates in 3 regions: Americas, Asia Pacific, EMEA

LasVegas, Nevada
Distribution 1

San Diego, California
R&D 1
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facilities
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Manufacturing 5 =
Distribution 4 * I
e Eu.rope,

Middle

Paris, France
=

East & Africa
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N
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| RWC
RWC Americas snapshot

Well positioned brands across a diverse product range serving multiple segments

Category Mix Channel Mix
B ran d S Export E-Commerce
T o OEM
@ SharkBite Plastic
-~ Brass PTC PTC
b CashAcme
@ Ho'-d Rite“ Eltt)trl:gs Retail Wholesale
PTC
@ John Guest’ e
7 ) Other -
g StreamLabs Integrated Installation Valves Hardware

| Solutions Fluid Tech

; . Vaughan, Ontario™"
End Use Segments » Distribution 1

000 600+ % Footprint
% Employees AN gE‘EE e Vogon Ko ¥ 3
3}1 Distribution 1 4} & ® ReD
o

- Fairfield, New Jersey
| Residential Multi-Unit San Diego, California Distribution 1
R&D 1 08
— )

Atlanta, Georgia . Manufacturi ng

- g o Slaams ‘ @ég%R%D 1 Distribution
Locations 10000 Manufacturing 4 \@;ﬂ |

. Distribution 1
Commercial OEM Q
R&D 1

1 Segment net sales includes $1.8 million of intercompany sales to other segments; FY20 Results
2 EBITDA before one-time charges for restructuring actions including La Vergne relocation, Aquallence impairment, StreamLabs impairment and reserves, and severance



EMEA business snapshot

Exceptionally strong brands in a diversified set of markets and geographies

Brand Category mix? Geographic mix?
ranas
@ Speedfit
@ John Guest’ Plumbing Continental
and Heating Fluid Tech Furope
(i) Reliance ;
» o
@EharkBlte
|
End Use Segments _Paris, France Bielefeld, Germany .
000 1,100+ J Distibution 1 Povoion Footprint
Emplovees . mElm United Klngdom Poznan, Poland
pioy / mb|m Manufacturing | Distribution 1 ® R&D
*} ‘ §1 Distribution g
| o . R&D Eeské Budgjovice, @ Manufacturing
Residential Multi Unit | Czéch Republic
— O & ’ Distribution 1 Distribution
= Granada, Spain Turin, ltaly
ar .
Locations . Distribution 1 Barcelona, Spain
Commercial OEM Distribution 1

1. FY20 actual results
2. Based on FY20 external sales only and excludes intercompany sales to Americas/ APAC



RWC APAC snapshot

Exceptionally strong brands in a diversified set of markets, and geographies

’gSharkBite“

@ Reliar!gg

End Use Segments

Q0OQ 400+
Employees

Residential Multi Unit
|
= s, il
Locations 1oooo
Commercial OEM

1Segment net sales includes $100 million of intercompany sales to other segments; FY20 results

Category Mix — AUS/NZ

Plastic

Fluid Tech

Fittings PTC Pipe

Brass Fittings

PTC

Other

-~

Valves

Fittings
Non-PTC

Category Mix - Asia

Other Brass PTC

Plastic PTC

Pipe

Fluid Tech

South Korea
1Sales
1 Distribution
”', China
1Sales
’ 1 Distribution

Australia

5 Sales NZ

5 I\."I.am:lfac.turing ) 2 Sales

4 Distribution 4 1Distribution

L

Footprint

Sales & Distribution
@ Manufacturing

() Distribution
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Strategic priorities support our long-term vision

Generate sustainable demand
for our products

Know the Customer
= Understand their day to day challenges
= Gain insights and solve their problems

= Deliver clever solutions

Serve the Customer

= Unmatched customer service responsiveness

= Industry leading delivery, availability, and
support across portfolio of strong brands

Grow the Customer

= Own the project with compatible solutions

= Provide merchandising, marketing and training
excellence

Drive results with distinctive capabilities

Product Leadership Support Our People

Deliver an unrivaled portfolio of solutions focused on ease of use and = Continuously improving employee

labor savings by leveraging R&D, supply chain, and M&A engagement to grow a strong company culture
centred around our S.P.I.R.I.T. values

Distributor Partnerships

: : : Develop Talent
Put value on shelves through innovation and demand generation P

: " . : : = Grow, mentor, and challenge our people
Actively pursue opportunities with channel partners to grow their business throughout the organization

Operational Excellence Positive Social Impact

Margin enhancement through continuous improvement initiatives across - Provide an inclusive and energetic place to
operations and supply chain work through D&l leadership

Rigorous SG&A control and responsible capital allocation = Align and integrate ESG approach into
business objectives

Create shareholder value by growing
revenue and increasing profitability 12



RWC'’s Capital Management approach

Capital management approach aims to minimise the cost of capital and ensure
ongoing access to funding to meet future requirements

Strong Financial

Value creation Capital management

Focus
Improving long term Organic Capital - Capital Consistent Capital
: Acquisitions -
margins and returns Growth Investment structure dividends returns
Margin expansion through Above-market Ongoing M&A aligned Target Target On-market
continuous improvement growth in 3 investment in:  with strategy: Leverage Dividend Share
initiatives regions: * capacity Range: Payout Ratio: Buybacks:
* Americas expansion * Fillgapsin
Strong operating cash flow « APAC * core new product Net Debt to 40-60% of Preferred
performance + EMEA product range EBITDAof 1.5- NPAT means of
development -+ Expand 2.5 times distributing
Maintenance of investment distribution Franked to the excess cash
grade equivalent credit metrics Ongoing or end-user extent possible  beyond
assessment of scope — estimated at dividends
Improving return on equity operational * Broaden less than 30%
footprint and geographic Assessed when
supply chain presence appropriate

optimisation

13



Capital Management
Considerations in setting leverage targets and distribution strategy

RWC will target a leverage ratio (Net Debt to EBITDA) in the range of 1.5x to 2.5x

Maintaining leverage within this range will ensure the company has ready access to debt markets with appropriately low
levels of refinancing risk

The key objectives of RWC’s approach to capital management are:

- Funding on-going capital re-investment in the company

- Enabling the company to take advantage of ongoing growth opportunities and to respond to changing operating conditions
- Preserving balance sheet flexibility to maintain ready access to debt markets and ensuring liquidity

- Maximising returns to shareholders

If leverage drops below lower end of target range and near-term investment opportunities that meet return requirements are
limited, RWC will consider returning surplus capital to shareholders in addition to dividends

An on-market share buyback would be most effective means of distributing excess cash and would contribute to positive
earnings accretion on an Earnings Per Share (EPS) basis

Share buybacks will be considered in future having regard to level of earnings, operating performance, economic outlook,

and capital requirements to support organic growth and other investment opportunities including M&A
14



RWC financial snapshot for year ended 30 June 2020

Net sales

$1,162 million

+5% growth overall*

Operating cash flow
$278.3 million

+56%
Cash Conversion: 128%

Adjusted EBITDA?

$251.3 million

-9% on prior year

Net debt reduction

$124.4 million

Net debt $302.2 million
Net leverage ratio3 at 1.39x

Adjusted NPAT ?

$130.3 million

-18% on prior year

Total dividend

7.0 cps

Dividend policy: intended pay
out range is 40-60% of NPAT

15



RWC
RW(C latest results for Half Year ended 31 December 2020

Net sales EBITDA Adjusted NPAT

$642.4 million $166.3 million $99.3 million

+13% growth overall +32% on pcp +56% on pcp
+17% in constant currency

Interim dividend

6.0 cps

Operating cash flow Net debt reduction

$155.6 million $/76 million

+17% Net debt $226 million

| +33% on pcp
Cash conversion: 94% Net leverage ratio? at 0.88x

20% franked

16



Outlook for FY 2021

RWC is not providing earnings guidance due to the continued uncertain market
outlook and potential impacts of further COVID-19 outbreaks:

= We will ensure the market has appropriate visibility on trading conditions as FY2021 progresses
= Sales growth rates may change materially from March onwards due to the impact of COVID-19 on sales in pcp:
- US sales lifted significantly from March 2020: pcp sales growth comparisons likely to moderate from March 2021 onwards
- UK sales adversely impacted by lockdown from March to June 2020: pcp sales comparisons expected to be favourable
* Inflation pressure on raw materials (zinc, steel and resins), freight and packaging may adversely impact 2H earnings
= January 2021 sales relative to the pcp have continued to show positive momentum:

- There were 2 fewer trading days in the month versus pcp. Sales on a constant currency basis were 14% higher than for the
same month last year but 24% higher on a daily sales basis

- Americas sales remained strong, up 20% on pcp, with retail sales again driving strong growth
- APAC external sales up 1%, intercompany sales significantly higher than pcp due to sustained strength in the US
- EMEA external sales up 6% on pcp. UK plumbing and heating sales up 18%, Continental Europe sales up 6% on pcp

= Positive sales growth in all regions during the first half of February

17



Summary

We remain well positioned for future growth and the resilience of the business
has been demonstrated through the COVID-19 pandemic

The RWC business is robust, successfully weathering recent extreme challenges

The plumbing & heating market, and especially our primary repair and maintenance category, is
highly resilient

Our focus over the past year has been on execution and will continue to be so into the near future
Strength and depth of the regional teams and RWC'’s inclusive culture are critical success factors

The RWC business is well positioned and appropriately structured to navigate the near-term
challenges and to accelerate out as visibility improves

There remains significant uncertainty in the future, with the potential to dramatically impact our
trading results, but we are confident in our ability to successfully work through these impacts

18



