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Re-start
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Transformation to a more customer centric
organisation

Marketing,

= Research & Innovation

Commercial organisation .::: A
i
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.
Peder Clason ‘
Group Marketing Director

s
Bjom Borgman f O

Group Commercial Director

16 years intemational 14 years intemational

consumer goods & retall consumer goods & global brands
Trade terms *  New product managers
New base cost model .

Offening expansion
New Areas structure *  Acceleration of new product development
New bonus model * R&D movedto Group Marketing
Customer project Design Teams moved
to commercial organisation
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Unique presence across the globe

“"‘-.";'*' =W - | &‘h

B HL sales companies
B pistributors
® HL Factories
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Store communication

10%

10%

30%

50%
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Retail Is our passion

. ﬂﬁ A.S. Watson Group o o
\We are proud to be trusted malas e @t e
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suppliers to the biggest ' MERCK Il YVESROCHER  AS. Watson
retallers-and brands "
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World Population

Projected world population until 2100
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We believe the future is bright for
our business

Retall is a long-term growth business, correlated
with population growth.

« Total grocery retail will continue to grow

«  Conversion to modern trade globally
continues

Penetration of HL-like solutions still
relatively low
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Shopper behaviours evolving

1. Longer working hours
2. Ageing population
3. Single households/buying for one
4. -50% time spent cooking
60930min
o

Shopping fewer items, more often m




Impact of digitalisation and online retailing

* Online growing fast. Predicted to reach 8% of retail sales in 2019;
20% by 2025

» Retallers under pressure to improve their offering, renew stores, and the
Instore experience

« Digitalisation drives innovation and will help stores will focus on what they
do best

« The merge of physical and online will drive emergence of new store
formats such as ‘click & collect
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Market dynamics
Transforming where to shop

-150
Hypermarket 15%
+15%
Convenience
-10%
Supermarket
+80%
, T S — Discounters
e "”""“"":’u-‘—‘xm o Other +25%
&ﬁ ) = Online +100%

2014 2019
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We believe retail should
be an experience,
not just a transaction /

Our vision is to lead the
development in creating
Innovative and sustainable
solutions for a better
shopping experience
around the world.



Capturing future growth

« \Win with the biggest retailers & brands

* Expand geographical reach through sales companies and/or
distributors

« Cover more categories & needs in the store through
development, licensing and acquisitions

« Become the #1 for sustainable merchandising solutions FKTHY
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2017 progress

Q1 2017 revenue +6%
Broad based geographical growth and portfolio growth

3 new customers secured during Q1 with annual order

value of >40MSEK (France, Middle East, Asia)

HL total sales (MSEK)
+6%

m2016 Q1 =2017 Q1 IJ ~
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the better shopping experience



