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DISCLAIMER AND NOTES
To the extent that statements in this presentation do not relate to historical or current facts, they constitute forward-looking statements. All forward-looking statements herein are based on certain
estimates, expectations and assumptions at the time of publication of this presentation and there can be no assurance that these estimates, expectations and assumptions are or will prove to be
accurate. Furthermore, the forward-looking statements are subject to risks and uncertainties that could cause actual results, performance or financial position to differ materially from any future results,
performance or financial position expressed or implied in this presentation. Many of these risks and uncertainties relate to factors that are beyond METRO GROUP’s ability to control or estimate
precisely. The risks and uncertainties to which these forward-looking statements may be subject include (without limitation) future market and economic conditions, the behaviour of other market
participants, invest in innovative sales formats, expand in online and multichannel sales activities, integrate acquired businesses and achieve anticipated cost savings and productivity gains, and the
actions of government regulators. Readers are cautioned not to place reliance on these forward-looking statements. See also “Risk and Opportunity Report” on pages 117 - 136 of the METRO GROUP
Annual Report 2015/16 for risks as of the date of such Annual Report. METRO GROUP does not undertake any obligation to publicly update any forward-looking statements or to conform them to events
or circumstances after the date of this presentation.
This presentation is intended for information only, does not constitute a prospectus or a similar document and should not be treated as investment advice. It is not intended as an offer for sale, or as a
solicitation of an offer to purchase or subscribe to, any securities in any jurisdiction. Neither this presentation nor anything contained therein shall form the basis of, or be relied upon in connection with,
any commitment or contract whatsoever. This presentation may not, at any time, be reproduced, distributed or published (in whole or in part) without prior written consent of METRO AG. The third parties
whose data is cited in this presentation are neither registered broker-dealers nor financial advisors and the permitted use of any market research data does not constitute financial advice or
recommendations.
Historical financial information contained in this presentation, if not taken or derived from our accounting records or our management reporting or unless otherwise indicated, is taken or derived from the
combined financial statements of METRO Wholesale & Food Specialist Group for the financial years ended September 30, 2016, 2015 and 2014 and not from the consolidated financial statements of
METRO AG. Such financial information is not necessarily indicative for the operational results, the financial position and/or the cash flow of the prospective future METRO Wholesale & Food Specialist
business on a stand-alone basis neither in the past nor in the future.
This presentation includes supplemental financial measures which are or may be non-GAAP financial or operative measures. Such measures are in each case described in more detail in the
consolidated financial statements of METRO AG. These measures should not be viewed in isolation as alternatives to financial measures presented in accordance with IFRS. Other companies that
disclose similarly titled measures may calculate them differently. All numbers shown are before special items, unless otherwise stated. All amounts are stated in million euros (€ million) unless otherwise
indicated. Amounts below €0.5 million are rounded and reported as 0. Rounding differences may occur.
Any information on the intended demerger only reflects the current status and targeted measures / structure, all of which may be subject to changes in the course of the future process.
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A STRONG INTERNATIONAL WHOLESALE GROUP (B2B)
By geography

By operating segment
Wholesale (warehouse & foodservice)
(B2B1)
80%

Wholesale (warehouse & foodservice)
(B2B1)
86%

Asia
12%
Germany
(METRO Wholesale)
13%

Food retail
(B2C2)
20%
FY ’15/16 sales: €37bn

Germany
(Real)
20%
Food retail
(B2C2)
14%
FY ’15/16 EBITDA3: €1.8bn
% margin: 4.9%

Western Europe
(ex-Germany)
28%

Eastern
Europe
27%

FY ’15/16 sales: €37bn

Source: Company information, MWFS Group combined financial statements (the “METRO WFS combined financial statements”); Wholesale & foodservice includes METRO Cash & Carry (in the future METRO Wholesale), Other
and Consolidation; food retail includes Real; 1 Business-to-business: professional customers; 2 Business-to-consumers: individual retail customers; 3 EBITDA before special items defined as earnings before the deduction of interest, taxes, depreciation,
amortisation, impairment losses, reversals of impairment, losses on property, plant and equipment, intangible assets and investment properties
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FULLY FOCUSED ON CUSTOMER VALUE AND COMPLETELY LOCALISED
Customer centricity as core of our strategy

Fully empowered group of B2B companies
Wholesale

Source: Company information
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FSD

BUILT ON STRONG RELATIONSHIPS AND RECURRING REVENUES
Strong proximity to our customers

High sales share from recurring customers2

~21m1
Others
26%

Others
81%
Recurring2
74%
74%

Recurring2
19%
19%
# of customers

Sales

Source: Company information; Note: data for FY ’15/16 for METRO Wholesale based on like-for-like (“LFL”); Data based on internal management system, so-called METRO WFS data warehouse, prepared using self-reporting customer classification;
Sales are statistical, excluding non strategic categories (e.g. tobacco, petrol, empties), acquired companies (CFF, Rungis, Midban) and country divestments; consequently, deviations from financial information as reported in the METRO WFS combined
financial statements may occur; See page 19 for LFL definition. 1 Customers are considered “buying” customers if they at least bought once at METRO Wholesale in the last 12 months; 2 Recurring customers are defined as # of HoReCa and Trader
customers visiting ≥ 26 times and # of SCOs visiting ≥ 12 times over a 12-month period
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WELL FOUNDED ON HIGHLY ENGAGED TEAMS
Strong focus on company culture

Steady progress in employee engagement1
Employee engagement survey (%)

+1,500bps
72

Industry
average
~60%3

75

60

2011

2014

2016 2

Source: Company information, METRO WFS internal survey based on Aon Hewitt methodology
1 Employee engagement based on Aon Hewitt methodology defined as % of total employee obtaining an average response score >4.5 when responding to the three following questions on a scale from 1 to 6: i) “I gladly tell others great things about
working here”, ii) “It would take a lot to make me leave this company” and iii) “My company inspires to do my best every day at work”; 2 Survey conducted by the company between May 11, 2016 and May 27, 2016; 3 Global retail benchmark as of
2016 based on Aon Hewitt methodology
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STEADY TOPLINE GROWTH, SOLID PROFITABILITY AND
STRONG CASH CONVERSION
Solid status quo with further mid-term ambition

FY ’15/16
Sales
growth

Drivers for further improvement

Mid-term ambition1
§ Implementation of Value Creation Plans (VCPs)

€37bn

≥3%

§ Strong focus on capex efficiency and NWC
EBITDA
Margin2

4.9%

Stable

optimisation
§ Significantly less restructuring charges

FCF
conversion3

43%

>60%

§ Incentive scheme fully “in sync” with financial targets

Source: Company information, METRO WFS combined financial statements
1 At constant FX and before portfolio measures; 2 EBITDA before special items; 3 (EBITDA reported – capex excluding finance lease extensions and M&A +/- change in NWC)/EBITDA reported

7

SUBSTANTIAL OPPORTUNITIES THROUGH DIGITISATION OF SMEs
Digitisation is accelerating

New opportunities for SMEs
§ SMEs are hardly using digital tools in their business
§ Digital tools can help to improve customer experience and
business performance
§ Customer reach becomes the most critical success factor for
new digital tools to achieve scale
§ METRO’s strong customer access and its large international
presence provide a unique platform for new solutions
§ Unique opportunity to generate value for customers and
expand and enhance METRO’s position

Source: Company information
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CLEAR POTENTIAL FOR FOOD LOVER CONCEPT IN
GERMAN FOOD RETAIL
Food lover pilot store

Success factors
§ Combination of strong assortment competence with high
service level and food service
§ Unique offer for a growing demand by German consumers
§ Competitive and strongly growing online marketplace
§ Highly synergetic with METRO Wholesale
§ Solid improvement in purchasing terms through partnerships
(RTG, Markant, PHD)
§ Agreement with union (Verdi) for competitive labour cost

Source: Company information

9

METRO
A powerful international wholesale group

§ Customer value driven & completely localised

§ Strong cash conversion

§ Strong B2B relationships & recurring revenues

§ Up-and-coming Food lover concept

§ Highly engaged teams

§ Sound balance sheet

§ Additional prospects: Digitisation of SMEs

§ Substantial real estate underpin

Source: Company information
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A NEW GROUP – METRO WFS

DIGITAL ASSETS

Source: Company information
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