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01  COMPANY INTRO  
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METRO -  AN INTERNATIONAL LEADER IN WHOLESALE  

By operating segment  By geography  

Food retail  
(B2C)  

9%  

Wholesale (warehouse & foodservice)  
(B2B )  
91%  

Wholesale (warehouse & foodservice)  
(B2B )  
80%  

�)�<���¶�������������(�%�,�7�'�$ 1 : �¼1.6bn  
% margin: 4.3%  

�)�<���¶�������������V�D�O�H�V�����¼37bn  

Food retail  
 (B2C)  
20%  

�)�<���¶�������������V�D�O�H�V�����¼37bn  

Germany  
(Real)  
20%  

Western Europe  
(ex -Germany)  

28%  

Asia  
12%  

Eastern  
Europe  

28%  

Germany  
(METRO Wholesale)  

12%  

1: EBITDA reported (including Special Items); EBITDA before Special Items �¼1.8bn (4.9% margin)  
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A 6 - YEAR STORY OF BECOMING A MORE FOCUSED WHOLESALER  
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GALERIA Kaufhof  

2012  2014  2015 -  2016  

METRO Vietnam  

2017  

 

Kick - off sale process 
for Real  

Continue to become 
pure wholesaler  

 

2018  

�«���Z�L�W�K���S�R�U�W�I�R�O�L�R���R�S�W�L�P�L�]�D�W�L�R�Q 

~47%  ~48%  ~50%  ~80%  

Real Eastern Europe  

MAKRO UK  MAKRO Egypt & 
Greece & Denmark  

Real Turkey  

�«���D�Q�G���V�W�U�D�W�H�J�L�F���D�F�T�X�L�V�L�W�L�R�Q�V 

Resulting wholesale sales share in %  



FULLY FOCUSED ON CUSTOMER VALUE AND COMPLETELY LOCALISED  

Retail  

Cash & Carry + Delivery  FSD  Digital  

Customer value focus  Fully empowered group of companies  

Wholesale  
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ATTRACTIVENESS OF THE WHOLESALE SECTOR  

7 

1  Very sizeable target groups  HoReCa & Trader  

2  Significant growth momentum for Hospitality  dining out/in a global mega trend   

3  Customer relationships  driven by opportunity to directly approach customers  

4  Large baskets / tickets  �G�U�L�Y�H�Q���E�\���³�V�X�S�S�O�\���F�K�D�L�Q���I�X�Q�F�W�L�R�Q�´ 

5  High share of recurring customers  driven by high relevance for SME business  

6  High productivity  due to significantly better customer structure and mix  

7  Low cost to serve  because of tailored operations for selected target group  

8  Capex light  as function is key / not design  

9  DATA HEAVY  B2B transactions  allow for more analytics and additional value  
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BUILT ON STRONG RELATIONSHIPS AND RECURRING REVENUES  

19%  

74%  

Recurring 2 

19%  

Recurring 2 
74%  

Others  
81%  

Others  
26%  

# of customers Sales

~21m 1  

Source: Company �L�Q�I�R�U�P�D�W�L�R�Q�����1�R�W�H�����G�D�W�D���I�R�U���)�<���¶�������������I�R�U���0�(�7�5�2���:�K�R�O�H�V�D�O�H��based on like - for - �O�L�N�H�����³�/�)�/�´������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 �&�X�V�W�R�P�H�U�V���D�U�H���F�R�Q�V�L�G�H�U�H�G���³�E�X�\�L�Q�J�´���F�X�V�W�R�P�H�U�V���L�I���W�K�H�\���D�W���O�H�D�V�W���E�R�X�J�K�W���R�Q�F�H���D�W���0�(�7�5�2���:�K�R�O�H�V�D�O�H���L�Q���W�K�H���O�D�V�W��������months; 2 Recurring customers are defined as # of HoReCa and Trader 
�F�X�V�W�R�P�H�U�V���Y�L�V�L�W�L�Q�J���•���������W�L�P�H�V���D�Q�G�������R�I���6�&�2�V���Y�L�V�L�W�L�Q�J���•���������W�L�P�H�V���R�Y�H�U���D������-month period  

High sales share from recurring customers 2  Strong proximity to our customers  
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Source: company information; 1internal METRO survey result based on the Aon Hewitt Methodology ,  Survey conducted in May 2017;  
 2 Global Retail -Benchmark 2018 according to  Aon Hewitt Methodology; ³ as of July 2018  

EEI  �± Engagement survey  VCP �± Value  Creation Plans  NPS �± Net Promoter Score  

 

�ƒ Sales growth  

�ƒ Assortment amendments  

�ƒ Expansion  

�ƒ Innovation  

 

�ƒ In 24 countries 3  
all  with positive Score  
 

�ƒ 900.000+ 3 feedbacks  
 

�ƒ 245.000+ 3 contacts made  

9 

60  

72  
78  

2011 2014 2018

+18  

Industry  
average  
63% 2  

BASED ON A STRONG FOUNDATION  

Engaged employees  Adding  value  for  our  Customer  Improving satisfaction  
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Operational Excellence  

Horeca  

Trader  

SCO 

      Solutions and knowledge transfer  

4  

5  

Tailored offers, 
formats and 
services  

1  
Expansion Delivery  

2  

Franchise roll - out  
3  

VALUE CREATION POTENTIAL -  FIVE STRATEGIC GROWTH LEVERS  

Store  Delivery  Franchise  
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KNOWLEDGE, SOLUTIONS & DIGITAL  

�ƒMETRO HoReCa academies  

�ƒTrader training  

�ƒSupport programs  

�ƒCustomer advisory  

�ƒValue added services  

�ƒLocally tailored solutions  

�ƒDIGITISATION of METRO 
Wholesale  

�ƒOnline ordering  

�ƒAutomated ordering through 
API1 

�ƒExtended marketplace  

Knowledge Transfer  Solutions  

Source: Company information  

Digital tools for SMEs  

�ƒTools to enhance customer 
experience:  

�ƒReservation  
�ƒOrdering & Payment  
�ƒLoyalty  
�ƒ�« 

�ƒTools to enhance efficiency  
�ƒInventory  
�ƒReplenishment  
�ƒAdmin  
�ƒ�« 
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1)  Trader countries: Bulgaria , Czech Republic, India, Pakistan, Poland, Romania, Russia, Serbia, Slovakia  
2) Excluding  Russia  

Trader  HORECA  SCO 

Accelerated SCO reduction  Growth in strategic areas  

39%  

23%  
20%  

38%  34%  

1 22014/15  2017/18  

HORECA  

Customer split:  

46%  
+7pp  

Sales  2017/18 9M Cumulative  v s. PY (FX-adjusted )  
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FOCUSING ON GROWTH IN PROFESSIONAL CUSTOMERS   



WE CREATE COMMUNITIES  

METRO  has institutionalized an 
international celebration of 
independent entrepreneurship:  
THE OWN BUSINESS DAY  

100.000+  
SMEs  

published their specials  

25  
countries  

participated in 2017  
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WE ENGAGE COMMUNITIES  

METRO  actively supports  
start - ups developing digital 
solutions for  
HOSPITALITY AND RETAIL  

2 .000+  
applications  

throughout 3 years  

60+  
countries  

of origin  
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GREAT OPPORTUNITY FOR DIGITIZATION OF THE HORECA INDUSTRY  

�‡ Hospitality has been working in the same way 
for decades while the outside world has 
changed a lot  

Now technology  opens new opportunities 
for customer interaction and service, business 
improvement, sustainability and innovation at a 
fraction of cost compared to previous times  

 

The HoReCa sector is one of 
�W�K�H���O�D�U�J�H�V�W���L�Q�G�X�V�W�U�L�H�V���« �«���E�X�W���L�W���L�V���V�W�L�O�O���Q�R�W���G�L�J�L�W�L�]�H�G 

�‡ 420bn �¼ revenue industry 1  that impacts 
daily life like few others  

�‡ 1.8m entrepreneurs 1  passionate for their 
business  

�‡ Millions of customer contacts  

�‡ 120bn �¼ purchasing volume 1   

1 Figures refer to European market  
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MORE THAN 500 RESTAURANTS ACROSS EUROPE HAVE TESTED 100+ 
DIGITAL SOLUTIONS  

48 in Paris  

265 in Berlin  

81 in Vienna  

73 in Milan  43 in  
Barcelona  
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