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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 commercial fleet management
and supply chain solutions. We operate in two business segments: Fleet Management Solutions (FMS), which
provides full service leasing, commercial rental, contract maintenance, and contract-related maintenance of trucks,
tractors and trailers to customers principally in the U.S., Canada and the U.K.; and Supply Chain Solutions (SCS),
which provides comprehensive supply chain solutions including distribution and transportation services in North
America and Asia. The SCS segment also provides dedicated services, which includes vehicles and drivers as part of a
dedicated transportation solution in the U.S. Our customers range from small businesses to large international
enterprises.
For financial information and other information relating to each of our business segments and about our geographic
areas, see Item 7, “Management’s Discussion and Analysis of Financial Condition and Results of Operations,” of this
report and Note 29, "Segment Reporting," in the Notes to Consolidated Financial Statements.
MISSION AND STRATEGY
Ryder's mission is to provide innovative fleet management and supply chain solutions that are reliable, safe and
efficient, enabling our customers to deliver on their promises. We seek to deliver valuable solutions that will compel
customers to outsource their fleet management and supply chain needs to us. Our strategy is to grow our fleet
management and supply chain outsourcing services by targeting private fleets (FMS) and key industries (SCS) with
innovative solutions, operational excellence, best in class talent and information technology. This strategy is supported
by:
•offering innovative products, solutions and support services that will create and strengthen customer relationships;
•delivering operational excellence through continuous productivity and process improvements;

•attracting, developing and retaining the best talent, and fostering a culture where leaders engage their people toinnovate, pursue Ryder’s mission and build on its values; and
•deploying technology that will enable growth while improving operational efficiencies.

INDUSTRY AND OPERATIONS  
Fleet Management Solutions

Value Proposition
Through our FMS business, we provide our customers with a variety of fleet solutions that are designed to improve
their competitive position. By outsourcing these services to us, our customers can focus on their core business,
improve their efficiency and productivity, and lower their costs. Our FMS product offering is comprised of
longer-term full service leasing and contract maintenance services; shorter-term commercial truck rental; flexible
maintenance services; and value-added fleet support services such as insurance, vehicle administration and fuel
services. In addition, we provide our customers the ability to purchase a large selection of used trucks, tractors and
trailers through our used vehicle sales program.
Market Trends
The U.S. commercial fleet market is estimated to include 7.6 million vehicles(1) of which 3.9 million vehicles are with
privately held companies, 1.4 million vehicles(2) are with for-hire carriers, 0.5 million vehicles are leased from banks
or other financial institutions and 0.7 million vehicles are in the lease and rental market. The 3.9 million vehicles
privately owned by companies provide all or a portion of the transportation services for themselves rather than
outsourcing those services to third parties such as Ryder. Several trends have been increasing the need for
outsourcing: increased demand for efficiency and reliability; increased complexity and cost of buying and maintaining
vehicles including technology, diagnostics, and training; as well as increased regulation and enforcement of safety
requirements. Because of these trends, we believe the privately held fleets and the for-hire carriers will increasingly
decide to outsource. Ryder also targets customers who are already outsourcing with other providers.   
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Ryder has been operating in Canada for over 50 years.  Similar trends apply to outsourcing in Canada, and the
Canadian commercial fleet is estimated at 500,000 vehicles, of which approximately 23,000 are lease and rental(3).   In
the U.K., the commercial rental and lease market is estimated at 200,000 units (4). The total lease and rental market in
Ryder’s major markets totals over 900,000 units. However, due to general trends and the trends in market
sub-segments described above - combined with our success in converting owners to outsourcing -  the total market
potential for Ryder is significantly higher.
Over the last several years, many key trends have been reshaping the transportation industry. We strongly believe
these trends increase the value of our product offering. 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. The maintenance and operation of commercial vehicles has become
more complicated and expensive, requiring companies to spend a significant amount of time and money to keep up
with new technology, diagnostics, retooling and training. Increased regulation and active enforcement efforts by
federal and state governments require more stringent and costly operational processes and oversight. Fluctuating
energy prices and alternative fuel technologies make it difficult for businesses to predict and manage fleet costs.
Finally, the tightened credit market has limited some businesses’ access to capital at a time when commercial vehicle
costs have increased as a result of the more expensive, EPA-compliant engines.

Operations
For the year ended December 31, 2014, our global FMS business accounted for 63% of our consolidated revenue.
U.S. Our FMS customers in the U.S. range from small businesses to large national enterprises operating in a wide
variety of industries, the most significant of which are food and beverage, transportation and warehousing, housing,
business and personal services, and industrial. At December 31, 2014, we had 529 operating locations, excluding
ancillary storage locations, in 49 states and Puerto Rico. A location typically consists of a maintenance facility or
“shop”, offices for sales and other personnel, and in many cases, a commercial rental vehicle 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. We also operate on-site at 154 customer locations, which primarily
provide vehicle maintenance.
Canada. We have been operating in Canada for over 50 years. At December 31, 2014, we had 34 operating locations
throughout 8 Canadian provinces. We also operated 12 maintenance facilities on-site at customer properties in
Canada.

Europe. We began operating in the U.K. in 1971. At December 31, 2014, we had 51 operating locations primarily
throughout the U.K. We also managed a network of 499 independent maintenance facilities in the U.K. to serve our
customers when it is more effective than providing the service in a Ryder location. In addition to our typical FMS
operations, we supply and manage vehicles, equipment and personnel for military organizations in the U.K. and
Germany.
FMS Product Offerings
Full Service Leasing.    Through our full service lease product line, we provide customers with the vehicle,
maintenance services, 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
customers receive the following benefits:

•

We are able to leverage our vehicle buying power for the benefit of our customers because we purchase a large
number of vehicles from a limited number of manufacturers. Once we have signed an agreement with the customer,
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 typically ten years
for trailers.
•We provide a complete maintenance program designed to reduce vehicle downtime through a preventive maintenance
plan that is based on vehicle type and time or mileage intervals. Given our continued focus on improving the
efficiency and effectiveness of our maintenance services, particularly in light of changing technology and increased
regulation, we provide our full service lease customers with a cost effective alternative to maintaining their own fleet
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of vehicles.

•
Our customers have access to our extensive network of maintenance facilities and trained technicians for
maintenance, vehicle repairs, 24-hour emergency roadside service, and replacement vehicles for vehicles that are
temporarily out of service.

•We mitigate residual risk exposure for our customers through our maintenance expertise and retail used vehicle sales
network.

(1)(U.S. Fleet as of June 2014, Class 3-8, IHS Global Insight (formerly RL Polk)
(2)(U.S. Fleet as of June 2014, Class 3-8, IHS Global Insight (formerly RL Pol) and Blue Ridge Partners
(3)Canada Outsourced Fleet Market as of December 2014, Class 3-8, IHS Global Insight (formerly RL Polk)

(4)U.K. Lease and Rental HGV Market, Projection for December 2014, Source: The Society of Motor Manufacturers& Traders (SMMT) 2010
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•

Customers have an opportunity to enhance their standard full service lease with additional fleet support services
including our fuel and related services as described below; liability insurance coverage under our existing insurance
policies and related insurance services; safety services including safety training, driver certification, and loss
prevention consulting; vehicle use and other tax reporting, permitting and licensing, and regulatory compliance
(including hours of service administration); environmental services; and access to RydeSmart®, a full-featured GPS
fleet location, tracking, and vehicle performance management system and to Ryder FleetCARE SM, our web-based
tool that provides customers with 24/7 access to key operational and maintenance management information about
their fleets.
For the year ended December 31, 2014, full service lease revenue accounted for 50% of our FMS total revenue.
Commercial Rental.    We target rental customers that have a need to supplement their private fleet of vehicles on a
short-term basis (one day up to one year in length), either because of seasonal increases in their business or discrete
projects that require additional transportation resources. Full service lease customers utilize our commercial rental
fleet to handle their peak or seasonal business needs. Although a portion of our commercial rental business is purely
occasional in nature, we focus on building long-term relationships with customers so that we become their preferred
source for commercial vehicle rentals. Our rental representatives assist in selecting a vehicle that satisfies a 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 may extend liability insurance coverage under our existing policies to our rental
customers as well as the benefits of our comprehensive fuel services program. For the year ended December 31, 2014,
commercial rental revenue accounted for 19% of our FMS total revenue.
Contract Maintenance.    Through our contract maintenance product line, we provide customers with all or certain of
the maintenance services provided under a full service lease. Our contract maintenance customers commit to utilizing
our extensive network of maintenance facilities and trained technicians to maintain the vehicles they own or lease
from third parties. We can also customize the services to include ancillary maintenance and/or fleet support services.
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. For the
year ended December 31, 2014, contract maintenance revenue accounted for 4% of our FMS total revenue.
The following table provides information regarding the number of vehicles and customers by FMS product offering at
December 31, 2014:

U.S. Foreign Total
Vehicles    Customers    Vehicles    Customers    Vehicles    Customers    

Full service leasing 101,400 10,500 24,100 2,800 125,500 13,300
Commercial rental (1) 31,300 32,100 8,600 6,600 39,900 38,700
Contract maintenance (2) 36,700 1,400 5,700 300 42,400 1,700
______________ 

(1)Commercial rental customers include customers who rented a vehicle for more than 3 days during the year andincludes approximately 9,300 full service lease customers
(2)Contract maintenance customers include approximately 911 full service lease customers
Contract-Related Maintenance.    Our full service lease and contract maintenance customers periodically require
additional maintenance and repair services that are not included in their full service lease or contract maintenance
contracts. For example, additional maintenance and repair services may arise when a customer damages a leased
vehicle. In addition, because of our existing relationships with the customer, we may provide service on their owned
vehicles and charge the customer on an hourly basis for work performed. By servicing all of our customers’
maintenance needs, we create stronger, long-term relationships and have greater opportunity to provide customers
with a wide range of outsourcing solutions.
More recently, we have contracted with large private fleet operators and for-hire carriers to provide maintenance on
demand, particularly in geographic areas where these customers do not have their own maintenance operations.
Although the contract for on-demand maintenance services is based on a maintenance program that is designed to
meet the customers' specific needs, all maintenance is performed only when and as requested by the customer. This
product allows us to expand our customer base to include customers that have traditionally chosen to own and
maintain their fleet of vehicles. For the year ended December 31, 2014, contract-related maintenance revenue
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accounted for 5% of our FMS total revenue.
Fuel Services.    We provide our FMS customers with access to diesel fuel at competitive prices at over 450 of our
maintenance facilities across the United States and Canada. We also provide fuel services such as fuel planning, fuel
tax reporting, centralized billing, fuel cards and fuel monitoring. Although fuel sales do not have a significant impact
on our FMS earnings as it is largely a pass-through cost to customers, we believe allowing customers to leverage our
fuel buying power is a significant and valuable benefit to our customers. For the year ended December 31, 2014, fuel
services revenue accounted for 22% of our FMS total revenue.

3
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Used Vehicles.    We primarily sell our used vehicles at one of our 58 retail sales centers throughout North America
(18 of which are co-located at an FMS shop), at our branch locations or through our website at
www.Usedtrucks.Ryder.com. Typically, before we offer used vehicles for sale, our technicians assure that they are
Road Ready®, which means that the vehicles have passed a comprehensive, multi-point performance inspection based
on specifications formulated through our maintenance program. Our retail sales centers throughout North America
allow us to leverage our maintenance expertise and strong brand reputation to realize higher sales proceeds than in the
wholesale market. Given our focus on maximizing sales proceeds, we generally sell our used vehicles through retail
centers for prices in excess of book value. However, the extent to which we are able to realize a gain on the sale of
used vehicles is dependent upon various other factors, including the general state of the used vehicle market including
the supply and demand for used commercial vehicles, the age and condition of the vehicle at the time of its disposal
and vehicle depreciation rates.

FMS Business Strategy
Our FMS business strategy is to be the leading provider of fleet management outsourcing services for light, medium
and heavy duty vehicles. Our strategy will be achieved if we focus on the following goals and priorities:

•

Drive fleet growth by (1) successfully implementing sales and marketing initiatives designed to compel private fleet
operators and for-hire carriers to outsource all or some portion of their fleet management needs to us; (2) offering
innovative products, solutions and support services that will create and strengthen new and existing customer
relationships; and (3) completing targeted acquisitions;

•Deliver a consistent, industry-leading and cost-effective maintenance program to our customers through continuedprocess improvement and re-design, productivity initiatives, and technology improvements; and

•Optimize asset utilization and management, particularly with respect to our rental fleet, used vehicle operations andmaintenance facility infrastructure.
Successfully driving our fleet growth strategy will require significant capital investments in full service lease and
commercial rental vehicles. As a result, during periods of significant growth, our free cash flow may be negative.
Competition
As an alternative to using our fleet management services, most companies choose to provide these services for
themselves, although some 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.
With the growth of our on-demand maintenance product, we will also face competition from managed maintenance
providers who are hired to coordinate and manage the maintenance of large fleets of vehicles through a network of
third-party maintenance providers. Value-added differentiation of the full service leasing, maintenance and
commercial rental service, as well as continued commitment to offer innovative products and solutions, such as
natural gas vehicles, has been and will continue to be our emphasis.

4
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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 supply chain and address customer's key business requirements. The organization is aligned by
industry verticals (Automotive, Industrial, Consumer Packaged Goods, Retail, Technology and Healthcare) to enable
the teams to focus on the specific needs of their customers. Our SCS product offerings are organized into four
categories: dedicated services, distribution management, transportation management and professional services. These
offerings are supported by a variety of information technology and engineering solutions that 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. A key aspect of our value proposition is our operational execution, which is an important
differentiator in the marketplace.
Market Trends
Global logistics is approximately an $8.6 trillion(1) market, of which approximately $700 billion(1) is outsourced.
Logistics spending in the markets we are targeting in North America and Asia equates to approximately $3.3 trillion,
of which $300 billion is outsourced. Outsourced logistics is a market with significant growth opportunity. More
sophisticated supply chain practices are required as supply chains expand and become more complex, product needs
continue to proliferate and companies look for lower cost supply chain alternatives. In addition, disruptions from
unexpected events such as natural disasters have caused companies to focus on risk management of their supply
chains. The more complicated the supply chain or the product requirements, the greater the need for companies to
utilize the expertise of supply chain solution providers.

(1) Armstrong & Associates Global logistics costs & third-party logistics revenue report, July 2014
Operations
For the year ended December 31, 2014, our global SCS business accounted for 37% of our consolidated revenue.

     U.S.    At December 31, 2014, we had 494 SCS customer accounts in the U.S., most of which are large enterprises
that maintain large, complex supply chains. Most of our core SCS business operations are geographically located to
maximize efficiencies and reduce costs. At December 31, 2014, managed warehouse space totaled approximately 30
million square feet for the U.S. and Puerto Rico. We also concentrate certain logistics expertise in locations not
associated with specific customer sites. For example, our carrier procurement, contract management, freight bill audit
and payment services and transportation optimization and execution groups operate out of our logistics centers in
Novi, Michigan and Fort Worth, Texas.
Mexico. At December 31, 2014, we had 105 SCS customer accounts and managed warehouse space totaling
approximately 3.4 million square feet. Our Mexico operations offer a full range of SCS services and manage
approximately 11,200 border crossings each month between Mexico and the U.S. and Canada, often highly integrated
with our distribution and transportation operations.
Canada.    At December 31, 2014, we had 61 SCS customer accounts and managed warehouse space totaling
approximately 1.4 million square feet. Given the proximity of this market to our U.S. and Mexico operations, the
Canadian operations are highly coordinated with their U.S. and Mexico counterparts, managing cross-border
transportation and freight movements.
Asia.    Asia is a key component of our retail strategy, where we have a network of owned and agent offices, with
headquarters in Shanghai. At December 31, 2014, we had 78 SCS customer accounts and managed warehouse space
totaling approximately 410,000 square feet, primarily in Singapore.

5
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SCS Product Offerings
Dedicated Services.  Dedicated services are generally offered on a stand-alone basis or as part of an integrated supply
chain solution to our customers. The dedicated services offering combines the equipment, maintenance and
administrative services of a full service lease with drivers and additional services. This combination provides
customers 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. Additional services include
routing and scheduling, fleet sizing, safety, regulatory compliance, risk management, technology and communication
systems support including on-board computer, and other technical support. These additional services allow us to
provide high service levels and efficient routing. They also address the challenging labor issues associated with
maintaining a private fleet of vehicles, such as driver recruitment and turnover, government regulation (including
hours of service regulations), Department of Transportation (DOT) audits and workers' compensation. Our dedicated
services solution offers a high degree of specialization to meet the needs of customers with sophisticated service
requirements such as tight delivery windows, high value or time sensitive freight, closed-loop distribution, multi-stop
shipments, specialized equipment and integrated transportation needs. Although a significant portion of our dedicated
services operations are located at customer facilities, our dedicated business utilizes and benefits from our extensive
network of FMS facilities. For the year ended December 31, 2014, approximately 57% of our SCS revenue was
related to all of our dedicated services.
Distribution Management.    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 distribution facilities. 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, 2014, distribution management solutions accounted for 29% of
our SCS revenue.
Transportation Management.    Our SCS business offers services relating to all aspects of a customer’s transportation
network. 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 as well as our FMS business provide customers with capacity management
services that are designed to meet backhaul opportunities and minimize excess miles. For the year ended
December 31, 2014, we purchased and/or executed over $5 billion in freight moves on our customers' behalf. For the
year ended December 31, 2014, transportation management solutions accounted for 7% of our SCS revenue.

Professional Services.    In conjunction with providing the SCS core services described previously, 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 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, 2014, knowledge-based professional services accounted for 7% of our SCS revenue.
SCS Business Strategy
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Our SCS business strategy is to offer our customers differentiated functional execution and proactive solutions from
deep expertise in key industry verticals. The strategy revolves around the following interrelated goals and priorities:

•Providing customers with a differentiated quality of service and best execution through reliable and flexible supplychain solutions;
•Developing capabilities that can be applied and utilized in our targeted industry verticals;
•Creating a culture of innovation that fosters new and high value solutions for our customers’ supply chain needs;
•Focusing on continuous improvement and standardization; and
•Successfully implementing targeted sales and marketing strategies.

6
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Competition
As an alternative to using our services, most companies choose to internally manage their own supply chains and
logistics operations, although some may choose to obtain similar or alternative services from other third-party
vendors.
In the SCS business segment, we compete with a large number of companies providing similar services, each of which
has a different set of core competencies. We compete with a handful of large, multi-service companies across all of
our service offerings and industries. We also compete against other companies on specific service offerings (for
example, in transportation management, distribution management or dedicated services) or in a specific industry. We
face different competitors in each country or region where they may have a greater operational presence. Competitive
factors include price, service, market knowledge, expertise in logistics-related technology and overall performance
(e.g. timeliness, accuracy, and flexibility).
ACQUISITIONS
In addition to our continued focus on organic growth, acquisitions play an important role in enhancing our growth
strategy. In assessing potential acquisition targets in our FMS business segment, we look for companies that would
create value through operating synergies, leveraging our existing facility infrastructure, improving our geographic
coverage and diversifying our customer base. In our SCS business segment, we focus on adding capabilities and
product offerings, potentially expanding into new industries, diversifying our customer base within our current
industries, and improving our competitive position.
CYCLICALITY 
Ryder's business is impacted by economic and market conditions. In a strong economic cycle, there is generally more
demand for our fleet management and supply chain services. In a weak or volatile economy, demand for our services
decreases and is inconsistent and considerably more unpredictable. Because of these factors, we have continued to
focus on increasing the diversity of our customer base and strengthening our long-term business partnerships with our
customers. Although we believe these efforts help mitigate the immediate impact of an economic downturn, during a
protracted or severe economic downturn, customers are often unwilling to commit to a full-service lease or long-term
supply chain contract. Because commercial rental and used vehicle sales are transactional, they are more cyclical in
nature, and results can vary significantly in both the short- and long-term. We mitigate some of the potential impact of
an economic downturn through a disciplined and centralized approach to asset management. This approach allows us
to manage the size, mix and location of our operating fleet and used vehicle inventories to try and maximize asset
utilization and used vehicle proceeds in both strong and weak market conditions.

ADMINISTRATION
Our financial administrative functions for the U.S. and Canada, including credit, billing and collections are
consolidated 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 enhance customer service through process standardization, create an
organizational structure that will improve market flexibility and allow future reengineering efforts to be attained more
easily at lower implementation costs.
REGULATION
Our business is subject to regulation by various federal, state and foreign governmental entities. The DOT and various
federal and 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. In 2010, the Federal
Motor Carrier Safety Administration (FMCSA) began implementation of the Compliance, Safety, Accountability
program (CSA), a compliance and enforcement initiative partnering with State agencies designed to monitor and
improve commercial vehicle motor safety. The CSA program includes a Safety Measurement System (SMS) that uses
roadside inspections and violations to measure motor carriers and drivers and publishes scores related to these
inspections and violations that compare the motor carriers and drivers against peers. The FMCSA established
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thresholds for each of seven different measurement areas that identify potential safety risks and result in direct
intervention or enforcement action.
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 must comply with 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 Terrorism certification. We may also become subject to new or more
restrictive regulations imposed by these agencies or other authorities relating to carbon controls and reporting, engine
exhaust emissions, drivers’ hours of service, wage and hour requirements, security including data privacy and cyber
security and ergonomics.
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ENVIRONMENTAL
We have a long standing commitment 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 have maintained an
environmental mission since 1991 and have updated it periodically as regulatory and customer needs have changed.
Our environmental policy reflects our commitment to supporting the goals of sustainable development, environmental
protection and pollution prevention in our business. We have adopted proactive 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 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 (1) the needs of our customers; (2) the communities in which we provide services; and (3) 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 2014, we substantially expanded
our sustainability reporting with the publication of our 2012/2013 Corporate Sustainability Report that includes
expanded and enhanced disclosures, as well as new metrics related to our environmental and safety performance for
the years 2012 and 2013. In addition, we have voluntarily responded to the Carbon Disclosure Project (CDP) since
2008, disclosing direct and indirect emissions resulting from our operations. These reports are, and will be, publicly
available on the company website at www.ryder.com by clicking on About Us and then selecting Sustainability.
SAFETY
Our safety culture is founded upon a core commitment to the safety, health and well-being of our employees,
customers and the community, a commitment that has made us a long-standing industry leader in safety.
Safety is an integral part of our business strategy because preventing injuries and collisions improves employee
quality of life, eliminates service disruptions to our customers, increases efficiency and improves customer
satisfaction. As a core value, our focus on safety is imbedded in our day-to-day operations, 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 delivered by location safety
committees cover specific and relevant safety topics and managers receive annual safety leadership training. Quarterly
and remedial training is also delivered online to each driver through our highly interactive Ryder Pro-TREAD
comprehensive lesson platform. Regular safety behavioral observations are conducted by managers throughout the
organization everyday and remedial training and coaching takes place on-the-spot. We also deploy state-of-the-art
safety technologies in Ryder vehicles and our safety policies require that all managers, supervisors and employees
incorporate safe 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,
RyderStarSM, delivers proactive safety programs tailored to every location and helps measure safety activity
effectiveness across the organization.
EMPLOYEES
At December 31, 2014, we had approximately 30,600 full-time employees worldwide, of which 28,900 were
employed in North America, 1,300 in Europe and 400 in Asia. Currently we employ approximately 6,900 drivers and
5,400 technicians. We have approximately 18,600 hourly employees in the U.S., approximately 3,500 of which are
organized by labor unions. Those employees organized by labor unions 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 94 labor agreements that are renegotiated
periodically. Although we have never experienced a material work stoppage or strike, these events can potentially
occur given the types of businesses in which we currently engage. We consider that our relationship with our
employees is good.
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EXECUTIVE OFFICERS OF THE REGISTRANT
Name Age Position
Robert E. Sanchez 49 Chair and Chief Executive Officer
Art A. Garcia 53 Executive Vice President and Chief Financial Officer
Dennis C. Cooke 50 President, Global Fleet Management Solutions
Robert D. Fatovic 49 Executive Vice President, Chief Legal Officer and Corporate Secretary
Cristina A. Gallo-Aquino 41 Vice President, Controller and Chief Accounting Officer
Gregory F. Greene 55 Executive Vice President and Chief Administrative Officer
Karen M. Jones 52 Executive Vice President and Chief Marketing Officer
John H. Williford 58 President, Global Supply Chain Solutions
Robert E. Sanchez was appointed Chair of Ryder's Board in May 2013 and promoted to Chief Executive Officer in
January 2013. Previously, Mr. Sanchez served as President and Chief Operating Officer from February 2012 to
December 2012. He also previously served as President, Global Fleet Management Solutions from September 2010 to
February 2012 and as Executive Vice President and Chief Financial Officer from October 2007 to September 2010.
He also 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 other positions of increasing responsibility, including
leadership positions in both of Ryder's business segments.
Art A. Garcia has served as Executive Vice President and Chief Financial Officer since September 2010. Previously,
Mr. Garcia served as Senior Vice President and Controller since October 2005 and as Vice President and Controller
since February 2002. Mr. Garcia joined Ryder in 1997 and has held various other positions within Corporate
Accounting.
Dennis C. Cooke has served as President, Global Fleet Management Solutions since February 2012. Previously, Mr.
Cooke served as Senior Vice President and Chief of Operations, U.S. and Canada Fleet Management Solutions since
July 2011. Prior to joining Ryder, Mr. Cooke held various positions with General Electric (GE) and related
companies, including Vice President and General Manager of GE Healthcare’s Global MRI business from 2000 to
2005.  He then served as President and Chief Executive Officer of GE Security’s Homeland Protection business from
2005 to 2009, and continued serving in those roles from 2009 to 2011 after the business was acquired by the Safran
Group and became Morpho Detection, Inc.
Robert D. Fatovic has served as Executive Vice President, Chief Legal Officer and Corporate Secretary since May
2004. He previously served as Senior Vice President, U.S. Supply Chain Operations, Hi-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 other positions within the Law department including Vice President and
Deputy General Counsel.
Cristina A. Gallo-Aquino has served as Vice President, Controller and Chief Accounting Officer since September
2010. Previously, Ms. Gallo-Aquino served as Assistant Controller from November 2009 to September 2010, where
she was responsible for Ryder’s Corporate Accounting, Benefits Accounting and Payroll Accounting departments.
Ms. Gallo-Aquino joined Ryder in 2004 and has held various positions within Corporate Accounting.
Gregory F. Greene has served as Chief Administrative Officer since September 2010, 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 Planning and Development from April 2003 to February 2006. Mr. Greene joined
Ryder in 1993 and has since held various positions within Human Resources.
Karen M. Jones joined Ryder in September 2013. Prior to joining Ryder, Ms. Jones was Chief Marketing Officer for
NRG/Reliant Energy, Inc from 2010 to 2013. Previously, Ms. Jones served as Senior Vice President of Marketing and
Corporate Communications for DHL Express U.S. from 2006 to 2009 and as Vice President of Advertising, Brand
Management and Promotion from 2004 to 2006.  In addition, Ms. Jones has served in key positions responsible for
worldwide brand advertising, sponsorship, and strategic alliances for Hewlett Packard.
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
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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. As previously announced, Mr. Williford will
retire as President, Global Supply Chain Solutions on March 31, 2015.
  As a result of Mr. Williford's retirement, Steven Sensing will be appointed President of Global Supply Chain
Solutions, effective March 1, 2015. Previously, Mr. Sensing was the Vice President and General Manager of the
High-Technology industry group. Mr. Sensing joined Ryder in 1992 and has held various positions within Operations.
Additionally, John J. Diez will be appointed President of Ryder Dedicated, effective March 1, 2015. Previously, Mr.
Diez served as Senior Vice President of Ryder Dedicated. Mr. Diez joined Ryder in 2002 and has held various
positions within Finance and Operations.
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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 www.ryder.com 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. The public may read and copy any materials we have filed with the SEC at the SEC's
Public Reference Room at 100 F Street, NE, Washington, DC 20549. Information on the operation of the Public
Reference Room may be obtained by calling the SEC at 1-800-SEC-0330. The SEC maintains an Internet site that
contains our reports, proxy and information statements, and our other SEC filings. The address of the SEC's website is
www.sec.gov.
In addition, our Corporate Governance Guidelines, Principles of Business Conduct and Board committee charters are
posted on the Corporate Governance page of our website at www.ryder.com. Upon request, to our Investor Relations
page on our website at www.ryder.com, we will provide a copy of our Finance Code of Conduct to anyone, free of
charge.
ITEM 1A. RISK FACTORS

The following contains all known material risks that could affect our business.

Our business and operating results could be adversely affected by uncertain or unfavorable economic and industry
conditions.
Ryder's operating results are affected by cyclical economic and market conditions in the U.S. and globally. In a weak
or volatile economy, demand for our contractual services decreases and may be inconsistent and less predictable as
customers are often unwilling to commit to full-service leases or long-term supply chain contracts. Accordingly, any
sustained weakness in demand or a protracted economic downturn can negatively impact our business. Although
customer uncertainty can serve to increase demand for our transactional services, including commercial rental and
used vehicles sales, which do not involve long-term commitments, these product lines are generally more cyclical due
to their transactional nature, and results can vary in both the short- and long-term.
Demand for commercial rental appeared to stabilize in 2014, however, rental demand may decline unexpectedly.
Similarly, although we experienced growth in full service lease during 2014, our customers still remain cautious about
entering into long-term leases. If uncertainty and lack of customer confidence around macroeconomic and
transportation industry conditions return, they may impact our future growth prospects, our business, and results of
operations could be materially adversely affected, including as follows:

•difficulty forecasting, budgeting and planning due to limited visibility into the spending plans of current orprospective customers;
•increased competition for projects and sales opportunities;
•pricing pressure that may adversely affect revenue and earnings;
•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;
•additional fleet downsizing which could adversely impact profitability;
•increased risk of declines in the residual values of our vehicles; and

•sudden changes in fuel prices and fuel shortages, which may adversely impact total vehicle miles driven by ourcustomers.
In addition, volatility in the global credit and financial markets may lead to:
•unanticipated interest rate and currency exchange rate fluctuations;
•increased risk of default by counterparties under derivative instruments and hedging agreements; and

•diminished liquidity and credit availability resulting in higher short-term borrowing costs and more stringentborrowing terms.
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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
there is a concern regarding the quality, maintenance or condition of our vehicles, we may obtain lower sales proceeds
upon the sale of used vehicles. We sell our used vehicles through various channels, including retail sales centers, at
our branch locations, through our website at www.UsedTrucks.Ryder.com, as well as through the wholesale market.
Pricing and demand for used vehicles varies among selling channels, particularly between the retail and wholesale
markets, as we generally obtain lower proceeds on vehicles sold through wholesale channels. If we are unable to meet
our targeted fleet counts through our projected mix of retail versus wholesale sales, we may be required to sell more
vehicles than planned by wholesale, which will impact our sales proceeds.
Changes in residual values also impact the overall competitiveness of our full service lease product line, as estimated
sales proceeds are a significant component of the overall price of the lease. 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. However, in our commercial rental product line, we purchase vehicles and optimize the size and mix of the
commercial rental fleet based upon our expectations of overall market demand. 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 market
demand in order 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.
If we cannot continue to develop, market and consistently deliver services and solutions that meet customer
requirements for innovative solutions and quality, or successfully execute on our growth strategy, our revenue and
earnings growth may suffer.
        Our long-term strategy is to grow our outsourcing services by targeting private fleets and key industries with
innovative solutions, operational excellence, and best-in-class talent and information technology. To successfully
execute on this strategy, we need to continue our focus towards developing effective solutions that meet our existing
and target customers’ evolving needs. That requires the skills, experience and efforts of our management team and
continued investment in new technology, sales and marketing. Notwithstanding our efforts, these new or changed
service offerings may not meet customer demands, or may not succeed in the long term, or prove to be profitable. If
we do not make the right strategic investments to respond to current customer needs and establish and develop new
customer relationships, our ability to develop and maintain a competitive advantage and continue to grow could be
negatively affected.
Even with the right solutions, our growth strategy is dependent on executing that strategy by delivering consistent
operational excellence and strong customer service. If our services and solutions are not delivered as promised on a
consistent basis or our customers have a negative experience or are otherwise dissatisfied, this can impair our
relationships with new or existing customers and adversely affect our brand and reputation, which could, in turn,
adversely affect revenue and earnings growth.
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Failure to maintain, upgrade and consolidate our information technology networks could adversely affect us, and we
may be subject to cybersecurity risks which may be beyond our control.
The success of our strategic initiatives designed to increase our sales and capture a greater percentage of the
outsourced transportation and supply chain markets is dependent in varying degrees on the timely delivery and the
functionality of information technology systems to support them.  Extended delays or cost overruns in securing,
developing and otherwise implementing technology solutions to support the new business initiatives we are
developing now, and will be developing in the future, would delay and possibly even prevent us from realizing the
projected benefits of those initiatives.
We are continuously upgrading and consolidating our systems, including making changes to legacy systems, replacing
legacy systems with successor systems with new functionality and acquiring new systems with new functionality.
These types of activities subject us to additional costs and inherent risks associated with replacing and changing these
systems, including impairment of our ability to provide our services, potential disruption of our internal control
structure, substantial capital expenditures, additional administration and operating expenses, retention of sufficiently
skilled personnel to implement and operate the new systems, demands on management time, and other risks and costs
of delays or difficulties in transitioning to new systems or of integrating new systems into our current systems. Our
system implementations may not result in productivity improvements at a level that outweighs the costs of
implementation, or at all. In addition, the implementation of new technology systems may cause disruptions in our
business operations and have an adverse effect on our business and operations, if not anticipated and appropriately
mitigated. 
Advances in technology require increased investments to remain competitive, and our customers may not be willing to
accept higher prices to cover the cost of these investments. In addition, our reputation with our customers may suffer
if outages, system failures or delays in timely access to data occur in legacy information technology systems that
support key business processes.
We depend on the proper functioning and availability of our information systems, including communications and data
processing systems, in operating our business. It is important that the data processed by these systems remains
confidential, as it often includes competitive customer information, confidential customer transaction data, employee
records, and key financial and operational results and statistics. Portions of our business utilize information systems
that provide critical services to both our employees and our customers. Cyber incidents that impact the availability,
reliability, speed, accuracy, or other proper functioning of these systems could have a significant impact on our
operations. Certain of our software applications are utilized by third parties who provide certain outsourced
administrative functions, which may increase the risk of a cybersecurity incident. Our information systems are
protected through physical and software safeguards as well as backup systems considered appropriate by management.
However, it is not practicable to protect against the possibility of damage created by natural disasters, power loss,
telecommunications failures, cybersecurity attacks and similar events in every potential circumstance that may arise.
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We and the vehicle and equipment manufacturers in our FMS business rely on a small number of suppliers.
We buy vehicles and related equipment from a relatively small number of original equipment manufacturers (OEMs)
in our FMS business. Further, some of our vehicle manufacturers rely on a small concentration of suppliers for certain
vehicle parts, components and equipment. A discrete event in a particular OEM's or supplier's industry or location, or
adverse regional economic conditions impacting an OEM or supplier's ability to provide vehicles or a particular
component could adversely impact our FMS business and profitability. In addition, our business and reputation could
also be negatively impacted if any parts, components or equipment from one of our suppliers suffer from broad-based
quality control issues or become the subject of a product recall and we are unable to obtain replacement parts from
another supplier in a timely manner.
We derive a significant portion of our SCS revenue from a relatively small number of customers.
During 2014, sales to our top ten SCS customers representing all of the industry groups we service accounted for 39%
of our SCS total revenue and 37% of our SCS operating revenue (revenue less subcontracted transportation).
Additionally, approximately 27% of our global SCS revenue is from the automotive industry and is directly impacted
by automotive vehicle production. The loss of any of these customers or a significant reduction in the services
provided to any of these customers could impact our operations and adversely affect our SCS financial results. While
we continue to focus our efforts on diversifying our customer base, we may not be successful in doing so in the
short-term.
Given the size of our relationships with larger SCS customers, they can exert downward pricing pressure and often
require modifications to our standard commercial terms. While we believe our ongoing cost reduction initiatives have
helped mitigate the effect of price reduction pressures from our SCS customers, there is no assurance that we will be
able to maintain or improve profitability in those accounts.
We are also subject to credit risk associated with the concentration of our accounts receivable from our SCS
customers. If one or more of these customers 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 or incur lease or asset
impairment charges that could adversely affect our operating results and financial condition.
In addition, many of our customers operate in cyclical or seasonal industries, or operate in industries, including the
food and beverage industry, that may be impacted by unanticipated weather, growing conditions (such as drought,
insects or disease), natural disasters and other conditions over which we have no control. A downturn in our
customers' business cycles or unanticipated events impacting their businesses could cause a reduction in freight
volume shipped by those customers or a reduction in their need for our SCS services.
We operate in a highly competitive industry and our business may suffer if we are unable to adequately address
potential downward pricing pressures and other competitive factors.
Numerous competitive factors could impair our ability to maintain our current profitability. These factors include the
following:
•our inability to obtain expected customer retention levels or sales growth targets;

•we compete with many other transportation and logistics service providers, some of which have greater capitalresources than we do;
•customers may choose to provide the services we provide for themselves;

•some of our competitors periodically reduce their prices to gain business, and some of our smaller competitors mayhave lower cost structures than we do, which may limit our ability to maintain or increase prices; and

•
because cost of capital is a significant competitive factor, any increase in either the cost of our debt or equity as a
result of reductions in our debt rating or stock price volatility could have a significant impact on our competitive
position.
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Our profitability could be negatively impacted if the key operational assumptions and pricing structure prove to be
invalid.
Substantially all of our lease and maintenance services and our SCS services are provided under contractual
arrangements with our customers. The pricing structure for our lease and contract maintenance business is based on
certain assumptions regarding capital costs, maintenance expense over the life of the contract particularly in light of
new engine technologies, residual values, productivity and the mix of fixed and variable costs, many of which are
derived from historical data and trends. Under most of our SCS contracts, all or a portion of our pricing is based on
certain assumptions regarding the scope of services, production volumes, operational efficiencies, the mix of fixed
versus variable costs, productivity and other factors.
If we are incorrect in our assumptions, or as a result of subsequent changes in our customers' business needs or
operations or market forces that are outside of our control, these assumptions prove to be invalid, we could have lower
margins than anticipated. Although certain of our SCS contracts provide for renegotiation upon a material change,
there is no assurance that we will be successful in obtaining the necessary price adjustments.
We may face difficulties in attracting and retaining drivers and technicians and may face issues with our union
employees.
We hire drivers primarily for our SCS business segment. There is significant competition for qualified drivers in the
transportation industry. Additionally, interventions and enforcement under the FMCSA's Compliance, Safety,
Accountability program may shrink the industry's pool of drivers as those drivers with unfavorable scores may no
longer be eligible to drive for us. As a result of driver shortages, we could be required to increase driver
compensation, let trucks sit idle, utilize lower quality drivers or face difficulty meeting customer demands, all of
which could adversely affect our growth and profitability.
Similarly, we hire technicians in our FMS business segment to perform vehicle maintenance services on our lease,
contract maintenance and rental fleets. Recently there has been a decrease in the overall supply of skilled maintenance
technicians, particularly new technicians with qualifications from technical programs and schools, which could make
it more difficult to attract and retain skilled technicians. We have 3,500 employees that are organized by labor unions
whose wages and benefits are governed by 94 labor agreements that are renegotiated periodically. Some of the
industries in which we currently engage have experienced a material work stoppage, slowdown or strike. Our business
and operations could be impacted in the event of labor strikes or work stoppages involving our employees organized
by labor unions in our FMS or SCS business segments.
We operate in a highly regulated industry, and costs of compliance with, or liability for violation of, existing or future
regulations could significantly increase our costs of doing business.
Our business is subject to regulation by various federal, state and foreign governmental agencies. These agencies
could institute new laws, rules or regulations or issue interpretation changes to existing regulations at any time. We
have also seen an increase in proactive enforcement of existing regulations by some entities. Compliance with new
laws, rules or regulations could substantially impair labor and equipment productivity and increase our costs.
Conversely, our failure to comply with any applicable laws, rules or regulations to which we are subject, whether
actual or alleged, could expose us to fines, penalties or potential litigation liabilities, including costs, settlements and
judgments. We are also subject to reputational risk and other detrimental business consequences associated with
noncompliance, such as employees, customers, agents, suppliers or other persons using our supply chain or assets to
commit illegal acts, including the use of company assets for terrorist activities, or a breach of data privacy laws, the
ongoing development of which in the U.S. and other jurisdictions may require changes to our data security policies
and procedures to comply with new standards.
DOT and Other Regulatory Authorities.  The U.S. Department of Transportation and various state and federal
agencies exercise broad powers over our motor carrier operations, safety and the generation, handling, storage,
treatment and disposal of waste materials. We may also become subject to new or more restrictive regulations
imposed by the Department of Transportation, the Occupational Safety and Health Administration, the Department of
Homeland Security and U.S. Customs Service, the Environmental Protection Agency or other authorities, relating to
the hours of service that our drivers may provide in any one-time period, homeland security, carbon emissions and
reporting and other matters.
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Federal Motor Carrier Safety Administration (FMCSA) Program. The FMCSA's program may increase cost for our
customers given the potential impact to the driver pool, the additional hours of service requirements and additional
investment in vehicle equipment. In addition, although Ryder's published scores are below the thresholds, if
performance changed, we could risk intervention that may create risk to our operating authority.
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Labor.  We maintain operations and employees in numerous states throughout the U.S., which are governed by federal
and state labor and employment laws and regulations relating to compensation, benefits, healthcare and various
workplace issues, all of which are applicable to our employees, and in some cases, independent contractors. State
labor and employment rules vary from state to state and in some states, require us to meet much stricter standards than
required in other states. Also, we are or may become subject to various class-action lawsuits related to wage and hour
violations and improper pay in certain states. Unfavorable or unanticipated outcomes in any of the lawsuits could
subject us to increased costs and impact our profitability.
International.  We currently operate in Canada, Europe, Mexico and Asia, where we are subject to compliance with
local laws and regulatory requirements of foreign jurisdictions, including local tax laws, and compliance with the
Federal Corrupt Practices Act. Local laws and regulatory requirements may vary significantly from country to
country. Customary levels of compliance with local regulations and the tolerance for noncompliance by regulatory
authorities may also vary in different countries and geographical locations, and impact our ability to successfully
implement our compliance and business initiatives in certain jurisdictions. Also, adherence to rigorous local laws and
regulatory requirements may limit our ability to expand into certain international markets and result in residual
liability for legal claims and tax disputes arising out of previously discontinued operations.
Environmental.  Regulations governing exhaust emissions that have been enacted over the last few years could
adversely impact our business. The Environmental Protection Agency (EPA) issued regulations that required
progressive reductions in exhaust emissions from certain diesel engines from 2007 through 2010. Emissions standards
require reductions in the sulfur content of diesel fuel since June 2006. Also, the first phase of progressively stringent
emissions standards relating to emissions after-treatment devices was introduced on newly-manufactured engines and
vehicles utilizing engines built after January 1, 2007. The second phase, which required an additional after-treatment
system, became effective after January 1, 2010. We face additional technology changes under EPA regulations that
went into effect in 2014, which require modifications to existing vehicle chassis and engine combinations. The 2014
regulations require reductions in carbon dioxide, which can only be reduced by improving fuel economy, and which
require compliance with different emissions standards for both engines and chassis, based on vocation. OEMs may be
required to install additional engine componentry, additional aerodynamics on chassis and low-rolling resistance tires
to comply with the regulations, which may result in a shorter useful tread life and increased operating costs for
customers and us. Additional EPA regulations are expected to go into effect in 2017 that may further impact our
business. Although customers may see reduced fuel consumption under the new standards, this could be offset by
increased fuel costs on a per gallon basis. Each of these requirements could result in higher prices for vehicles, diesel
engine fuel and vehicle maintenance, which are passed on to our customers, as well as higher maintenance costs and
uncertainty as to reliability of the new engines, all of which could, over time, increase our costs and adversely affect
our business and results of operations. The new technology may also impact the residual values of these vehicles when
sold in the future. Future regulation of other environmental matters, including potential limits on carbon emissions
under climate-change legislation, could also impact our business and profitability if enacted.
Lease and Other Accounting Rules. Demand for our full service lease product line is based in part on customers'
decisions to lease rather than buy vehicles. A number of factors can impact whether customers decide to lease or buy
vehicles, including economic benefits, accounting considerations, tax treatment, interest rates and operational
flexibility. In 2013, the Financial Accounting Standards Board issued its latest proposed update to accounting
standards that would involve a new approach to lease accounting that differs from current practice. Most notably, the
new approach would eliminate off-balance sheet treatment of leases and require lessees to record leased assets on their
balance sheets. If the proposed accounting standard becomes effective in its current form, it could be perceived to
make leasing a less attractive option for some of our full service lease customers. The U.S. government continues to
discuss comprehensive tax reform which may significantly change the income tax rules applicable to U.S. domiciled
corporations. It is difficult to assess the overall effect of such political legislation. However, these changes could
impact our earnings and cash flows. Other changes in accounting rules, estimates, assumptions and accruals and
changes in current financial, tax or regulatory requirements to which we are subject could also negatively impact our
business.
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Volatility in assumptions and asset values related to our pension plans may reduce our profitability and adversely
impact current funding levels.
We historically sponsored a number of defined benefit plans for employees in the U.S., U.K. and other foreign
locations. The retirement benefits under the defined benefit plans are frozen for non-grandfathered and certain
non-union employees. Our major defined benefit plans are funded, with trust assets invested in a diversified portfolio.
The cash contributions made to our defined benefit plans are required to comply with minimum funding requirements
imposed by employee benefit and tax laws. The projected benefit obligation and assets of our global defined benefit
plans as of December 31, 2014 were $2.2 billion and $1.8 billion, respectively. The difference between plan
obligations and assets, or the funded status of the plans, is a significant factor in determining pension expense and the
ongoing funding requirements of those plans. Macroeconomic factors, as well as changes in investment returns and
discount rates used to calculate pension expense and related assets and liabilities can be volatile and may have an
unfavorable impact on our costs and funding requirements. Although we have actively sought to control increases in
these costs and funding requirements through investment policies and plan contributions, and more recently through a
lump-sum buyout offer, there can be no assurance that we will succeed, and continued cost pressure could reduce the
profitability of our business and negatively impact our cash flows.
We also participate in six U.S. multi-employer pension (MEP) plans that provide defined benefits to employees
covered by collective bargaining agreements. In the event that we withdraw from participation in one of these plans,
then applicable law could require us to make an additional lump-sum contribution to the plan. Our withdrawal liability
for any MEP plan would depend on the extent of the plan's funding of vested benefits. Economic conditions have
caused MEP plans to be significantly underfunded. As a result, although we have taken steps in recent years to
withdraw from these MEP plans, we may still have liability for at least a period of time following our withdrawal. If
the financial condition of the MEP plans were to continue to deteriorate, we could be subject to additional
assessments.
We establish self-insurance reserves based on historical loss development factors, which could lead to adjustments in
the future based on actual development experience.
We retain a portion of the accident risk under vehicle liability and workers' compensation insurance programs. Our
self-insurance accruals are based on actuarially estimated, undiscounted cost of claims, which includes claims incurred
but not reported. While we believe that our estimation processes are well designed, every estimation process is
inherently subject to limitations. Fluctuations in the frequency or severity of accidents make it difficult to precisely
predict the ultimate cost of claims. The actual cost of claims can be different than the historical selected loss
development factors because of safety performance, payment patterns and settlement patterns. For a detailed
discussion on our accounting policies and assumptions relating to our self-insurance reserves, please see the section
titled “Critical Accounting Estimates - Self-Insurance Accruals” in Management's Discussion and Analysis of Financial
Condition and Results of Operations.
Severe weather or other natural occurrences could result in significant business interruptions and expenditures in
excess of available insurance coverage.
Our operations may be affected by external factors such as severe weather and other natural occurrences, including
floods, fires, hurricanes and earthquakes.  As a result, our facilities may be damaged, our workforce may be
unavailable, fuel costs may rise and significant business interruptions could occur.  In addition, the performance of our
vehicles could be adversely affected by extreme weather conditions.  Insurance to protect against loss of business and
other related consequences resulting from these natural occurrences is subject to coverage limitations, depending on
the nature of the risk insured. This insurance may not be sufficient to cover all of our damages or damages to others
and this insurance may not continue to be available at commercially reasonable rates. Even with insurance, if any
natural occurrence leads to a catastrophic interruption of service, we may not be able to mitigate a significant
interruption in operations.
Our international operations subject us to operational and financial risks.
We provide services outside of the U.S., which subjects our business to various risks, including changes in tariffs,
trade restrictions, trade agreements and taxes; difficulties in managing or overseeing foreign operations and agents;
foreign currency fluctuations and limitations on the repatriation of funds due to foreign currency controls; different
liability standards; and intellectual property laws of countries that do not protect our rights in intellectual property to

Edgar Filing: RYDER SYSTEM INC - Form 10-K

29



the same extent as the laws of the U.S. The occurrence or consequences of any of these factors may restrict our ability
to operate in the affected region and/or decrease the profitability of our operations in that region. Also, if we do not
correctly anticipate changes in international economic and political conditions, we may not alter our business practices
in time to avoid adverse effects.

ITEM 1B. UNRESOLVED STAFF COMMENTS
None.
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ITEM 2. PROPERTIES
Our properties consist primarily of vehicle maintenance and repair facilities, warehouses and other real estate and
improvements.
We maintain 603 FMS properties in the U.S., Puerto Rico and Canada; we own 394 of these and lease the remaining
209. Our FMS properties are primarily comprised of maintenance facilities generally including a repair shop, rental
counter, fuel service island, administrative offices, and used vehicle retail sales centers.
Additionally, we manage 166 on-site maintenance facilities, located at customer locations.
We also maintain 134 locations in the U.S. and Canada in connection with our domestic SCS business. Almost all of
our SCS locations are leased and generally include a warehouse and administrative offices.
We maintain 108 international locations (locations outside of the U.S. and Canada) for our international businesses.
These locations are in the U.K., Germany, Mexico, China and Singapore. The majority of these locations are leased
and may be a repair shop, warehouse or administrative office.
Additionally, we maintain 9 U.S. locations primarily used for Central Support Services. These facilities are generally
administrative offices, of which we own two and lease the remaining seven.
ITEM 3. LEGAL PROCEEDINGS
We are involved in various claims, lawsuits and administrative actions arising in the normal course of our businesses.
Some involve claims for substantial amounts of money and/or claims for punitive damages. While any proceeding or
litigation has an element of uncertainty, management believes that the disposition of such matters, in the aggregate,
will not have a material impact on our consolidated financial condition or liquidity.
ITEM 4. MINE SAFETY DISCLOSURES
Not applicable.
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PART II
ITEM 5. MARKET FOR REGISTRANT’S COMMON EQUITY, RELATED
STOCKHOLDER MATTERS AND ISSUER PURCHASES OF EQUITY SECURITIES
Ryder Common Stock Prices

Stock Price Dividends per
Common
ShareHigh Low

2014
First quarter $80.62 64.36 0.34
Second quarter 89.25 77.93 0.34
Third quarter 93.87 84.20 0.37
Fourth quarter 95.82 77.14 0.37

2013
First quarter $61.68 50.41 0.31
Second quarter 64.68 52.58 0.31
Third quarter 64.99 55.17 0.34
Fourth quarter 73.97 56.93 0.34
Our common shares are listed on the New York Stock Exchange under the trading symbol “R.” At January 31, 2015,
there were 7,614 common stockholders of record and our stock price on the New York Stock Exchange was
$82.79.        
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Performance Graph
The following graph compares the performance of our common stock with the performance of the Standard & Poor’s
500 Composite Stock Index and the Dow Jones Transportation 20 Index for a five year period by measuring the
changes in common stock prices from December 31, 2009 to December 31, 2014.

The stock performance graph assumes for comparison that the value of the Company’s Common Stock and of each
index was $100 on December 31, 2009 and that all dividends were reinvested. Past performance is not necessarily an
indicator of future results.
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Purchases of Equity Securities
The following table provides information with respect to purchases we made of our common stock during the three
months ended December 31, 2014: 

Total Number
of Shares
Purchased (1)

Average Price
Paid per
Share

Total Number of
Shares Purchased as
Part of Publicly
Announced Program (2)

Maximum Number    
of Shares That May
Yet Be Purchased
Under the
Anti-Dilutive
Program (2)

October 1 through October 31, 2014 58,939 $89.84 58,939 770,938
November 1 through November 30,
2014 80,278 91.98 80,278 690,660

December 1 through December 31,
2014 14,011 92.42 13,938 676,722

Total 153,228 $91.20 153,155
______________ 

(1)

During the three months ended December 31, 2014, we purchased an aggregate of 73 shares of our common stock
in employee-related transactions. Employee-related transactions may include: (i) shares of common stock delivered
as payment for the exercise price of options exercised or to satisfy the option holders’ tax withholding liability
associated with our share-based compensation programs and (ii) open-market purchases by the trustee of Ryder’s
deferred compensation plans relating to investments by employees in our stock, one of the investment options
available under the plans.

(2)

In December 2013, our Board of Directors authorized a share repurchase program intended to mitigate the dilutive
impact of shares issued under our various employee stock, stock option and employee stock purchase plans. Under
the December 2013 program, management is authorized to repurchase shares of common stock in an amount not to
exceed the number of shares issued to employees under the Company’s various employee stock, stock option and
employee stock purchase plans from December 1, 2013 through December 31, 2015. The December 2013 program
limits aggregate share repurchases to no more than 2 million shares of Ryder common stock. Share repurchases of
common stock are made periodically in open-market transactions and are subject to market conditions, legal
requirements and other factors. Management established prearranged written plans for the Company under Rule
10b5-1 of the Securities Exchange Act of 1934 as part of the December 2013 program, which allow for share
repurchases during Ryder’s quarterly blackout periods as set forth in the trading plan. For the three months ended
December 31, 2014, we repurchased and retired 153,155 shares under this program at an aggregate cost of $14
million.
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Securities Authorized for Issuance under Equity Compensation Plans

The following table includes information as of December 31, 2014 about certain plans which provide for the issuance
of common stock in connection with the exercise of stock options and other share-based awards.

Plans

Number of
Securities to be
issued upon
Exercise of
Outstanding
Options, Warrants
and Rights

Weighed-Average
Exercise Price of
Outstanding
Options, Warrants
and Rights

Number of
Securities
Remaining
Available for
Future Issuance
Under Equity
Compensation
Plans Excluding
Securities Reflected
in Column (a)

(a) (b) (c)
Equity compensation plans approved by security
holders:
Broad based employee stock plans 1,813,421 (1) $58.03 (3) 1,695,003
Employee stock purchase plan — — 312,434
Non-employee directors' stock plans 149,746 (2) — 39,802
Total 1,963,167 $58.03 2,047,239
_______________

(1)
Includes 578,809 time-vested and performance-based restricted stock awards. Also includes 30,070
performance-based restricted stock rights not considered granted under accounting guidance for stock
compensation. Refer to Note 22, "Share-Based Compensation", for additional information.

(2)
Includes 115,293 restricted stock units and time-vested restricted stock awards, of which 4,941 time-vested
restricted stock awards vested in previous years and are not exercisable until six months after the director's
retirement.

(3)Weighted-average exercise price of outstanding options excludes restricted stock awards and restricted stock units.
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ITEM 6. SELECTED FINANCIAL DATA
The following selected consolidated financial information should be read in conjunction with Items 7 and 8 of this
report.

Years ended December 31
2014 2013 2012 2011 2010
(Dollars and shares in thousands, except per share amounts)

Operating Data:
Revenue $6,638,774 6,419,285 6,256,967 6,050,534 5,136,435
Earnings from continuing operations $220,459 243,196 200,899 171,368 124,608
Comparable earnings from continuing operations (1) $297,102 256,561 226,815 191,685 133,123
Net earnings (2) $218,575 237,792 209,979 169,777 118,170
Per Share Data:
Earnings from continuing operations -Diluted $4.14 4.63 3.91 3.31 2.37
Comparable earnings from continuing operations
-Diluted (1) $5.58 4.88 4.41 3.71 2.53

Net earnings -Diluted (2) $4.11 4.53 4.09 3.28 2.25
 Cash dividends $1.42 1.30 1.20 1.12 1.04
Book value (3) $34.30 35.56 28.57 25.77 27.44
Financial Data:
Total assets $9,675,986 9,103,782 8,318,979 7,617,835 6,652,374
Average assets (4) $9,512,334 8,618,485 8,123,506 7,251,854 6,366,647
Return on average assets (%) (4) 2.3 2.8 2.6 2.3 1.9
  Long-term debt $4,500,275 3,929,987 3,452,821 3,107,779 2,326,878
  Total debt $4,512,482 4,189,425 3,820,796 3,382,145 2,747,002
Shareholders’ equity (3) $1,819,474 1,896,714 1,467,487 1,318,153 1,404,313
Debt to equity (%) (3) 248 221 260 257 196
Average shareholders’ equity (3), (4) $1,926,009 1,593,996 1,406,606 1,428,048 1,401,681
Return on average shareholders’ equity (%) (3), (4) 11.3 14.9 14.9 11.9 8.4
Adjusted return on average capital (%) (4), (5) 5.8 5.7 5.6 5.7 4.8
Net cash provided by operating activities of
continuing operations $1,369,991 1,223,082 1,134,124 1,041,956 1,028,034

Free cash flow (6) $(202,118 ) (386,161 ) (384,240 ) (256,773 ) 257,574
Capital expenditures paid $2,259,164 2,140,464 2,133,235 1,698,589 1,070,092
Other Data:
Average common shares — Diluted 53,036 52,071 50,740
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