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The leading Nordic confectionery
player

Founded by the three Cloetta brothers in 1862

Annual sales of SEK 5,852m in 2016

Adjusted EBIT of SEK 758m

Leading local brands in 6 countries

Leading market positions in Sweden, Finland, Norway, Denmark,
the Netherlands and Italy

2,500 employees in 14 countries

Production at 12 factories in 6 countries
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Listed on Nasdaqg Stockholm

Cluctt =~




Our mission

To bring a smile to your




Strong local brands
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Long-term financial targets

A Organic sales growth
The long-term target is to increase organic sales at
least in line with market growth.

A Adjusted EBIT margin
The target is an operating profit margin, adjusted of
at least 14 per cent.

A Net debt
The long-term target is a net debt /EBITDA ratio of
around 2.5x.

A Dividend policy
The intention is a dividend payout of 40-60 per cent
of profit after tax.
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Attractive non-cyclical market

Key trends and consumer behaviour

AMarket driven by increase in population, higher prices and increased
per capita consumption

ADemand for differentiated and innovative products

AStrong brands gain market share Market development
in Cloetta's main markets, 2015
APurchases highly impulse driven 8000p
AHigh brand loyalty we
6,000
AAvailability important factor for impulse driven 5,000/
purchases .
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AAppreciation of innovation. 2000
ATaste, quality and novelties is important =
02000 2005 2010 2015

@ Chocolate 9 Sugar confectionery
@ Pastilles  ® Chewing gum

1) Includes Sweden, Finland, Norway, Denmark,
the Netherlands and Italy.
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Cloetta has its 6 main
Western Europe

Exports to more than 50 countries worldwide

Sweden

. Main markets i countries where Cloetta has 31%

a national sales organization.

Countries where Cloetta’s products are sold
primarily through distribution agreements.

@ Share of Cloetta’s sales.
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Best In class route-to-market

Customer relations

A Large and efficient sales
organisation in place in all main
markets

A 80% of total sales generated
from markets with own sales
force

Execution

A Ensure that negotiated listing
and distribution agreements are
followed

A Ensure good visibility on shelves
and checkout lines

A Implement campaigns efficiently
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Cloetta net sales by category

54%
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Candy Chocolate Nuts Pastilles Chewing gum Other
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Categories with pick & mix
products (+nuts)
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Pick & mix

A Pick & mix accounts for 30% of total market volume in
Sweden and 5-15% in other Nordic markets

A Cloetta has since many years its own pick & mix
concept in Finland (Karkkikatu)

A Cloetta launched a pick & mix concept in Coop Sweden
2015

A Cloetta can utilize a wide range of products from
several markets and factories

A Cloetta has experience from the entire value chain;
production, logistics, planogram and promotional
activites
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Consumers can
make their own
choice between
hundreds of
varieties of goodies
and mix them in a
bag or giftbox.




Pick & mix concepts



