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Disclaimer

This presentation and any other presentation (the “Presentation”) has been prepared by Selecta Group B.V. (the “Company” and together with its subsidiaries, “we,” “us” or the “Group”) solely for informational
purposes and has not been independently verified. The Company reserves the right to amend or replace this Presentation at any time. This Presentation is valid only as of its date, and the Company undertakes no
obligation to update the information in this Presentation to reflect subsequent events or conditions. This Presentation may not be redistributed or reproduced in whole or in part without the consent of the Company.
Any copyrights that may derive from this Presentation shall remain the sole property of the Company.

These materials do not constitute or form part of, and should not be construed as, any offer for sale or subscription of, or solicitation of any offer to buy or subscribe for any securities of the Company in any
jurisdiction.

No representation, warranty or undertaking, express or implied, is made as to, and no reliance should be placed on, the fairness, accuracy, completeness or correctness of the information or the opinions contained in
this Presentation. The Company, or any of its affiliates, advisors or representatives, shall have no liability whatsoever (in negligence or otherwise) for any loss howsoever arising from any use of the Presentation or its
contents. The information contained in the Presentation does not constitute investment advice.

The market and industry data and forecasts included in this Presentation were obtained from internal surveys, estimates, experts and studies, where appropriate, as well as external market research, publicly available
information and industry publications. The Company and its affiliates, directors, officers, advisors and employees have not independently verified the accuracy of any such market and industry data and forecasts and
make no representations or warranties in relation thereto. Such data and forecasts are included herein for information purposes only and no reliance should be placed on, the fairness, accuracy, completeness or
correctness of the information in this Presentation, the opinions expressed herein or any other statement made or purported to be made in connection with the Company or the Group, for any purpose whatsoever. No
responsibility, obligation or liability is or will be accepted by the Company or its affiliates or their respective directors, officers, employees, agents or advisers in relation to this Presentation. To the fullest extent
permissible by law, such persons disclaim all and any responsibility or liability, whether arising in tort, contract or otherwise which they might otherwise have in respect of this Presentation.

Third-party industry publications, studies and surveys generally state that the data contained therein have been obtained from sources believed to be reliable, but that there is no guarantee of the accuracy or
completeness of such data. While the Company believes that such publications, studies and surveys have been prepared by a reputable source, the Company has not independently verified such data. In addition,
certain of the industry and market position data referred to in the information in this Presentation has come from the Company's own internal research and estimates, and their underlying methodology and assumptions
may not have not been verified by any independent source for accuracy or completeness and are subject to change without notice. Accordingly, undue reliance should not be placed on any of the industry or market
position data contained in this Presentation.

This Presentation includes “forward-looking statements” that involve risks, uncertainties and other factors, many of which are outside of the Company’s control and could cause actual results to differ materially from
the results discussed in the forward-looking statements. Forward-looking statements include statements concerning the Company’s plans, objectives, goals, future events, performance or other information that is not
historical information. All statements other than statements of historical fact referred to in this Presentation are forward-looking statements. Forward-looking statements give the Company's or the Group's current
expectations and projections relating to its financial condition, results of operations, plans, objectives, future performance and business. These statements may include, without limitation, any statements preceded
by, followed by or including words such as "target,” "believe," "expect,” "aim," "intend,"” "may," "anticipate,” "estimate," "plan," "project,” "will," "can have," "likely," "should,"” "would," "could” and other words and terms
of similar meaning or the negative thereof. Such forward-looking statements, as well as those included in any other material, are subject to known and unknown risks, uncertainties and assumptions about the
Company, its present and future business strategies, trends in its operating industry and the environment in which it will operate in the future, future capital expenditure and acquisitions. In light of these risks,
uncertainties and assumptions, the events in the forward-looking statements may not occur or the Company's or the Group's actual results, performance or achievements might be materially different from the
expected results, performance or achievements expressed or implied by such forward-looking statements. None of the Company, its affiliates or their respective directors, officers, employees, agents or advisers
undertake to publicly update or revise forward-looking statements to reflect subsequent events or circumstances after the date made, except as required by law.

This Presentation contains financial information regarding the businesses and assets of the Company and the Group. Such financial information may not have been audited, reviewed or verified by any independent
accounting firm. Certain financial data included in this Presentation consists of “non-IFRS financial measures.” These non-IFRS financial measures, as defined by the Company, may not be comparable to similarly titled
measures as presented by other companies, nor should they be considered as an alternative to the historical financial results or other indicators of the Company’s financial position based on IFRS. Even though the non-
IFRS financial measures are used by management to assess the Company’s financial position, financial results and liquidity and these types of measures are commonly used by investors, they have important limitations
as analytical tools, and you should not consider them in isolation or as substitutes for analysis of the Company’s financial position or results of operations as reported under IFRS. The inclusion of financial information
in this Presentation should not be regarded as a representation or warranty by the Company, or any of its affiliates, advisors or representatives or any other person as to the accuracy or completeness of such
information’s portrayal of the financial condition or results of operations of the Group and should not be relied upon when making an investment decision.

This Presentation does not constitute or contain any investment, legal, accounting, regulatory, taxation or other advice.

Due to rounding, numbers presented through out this and other documents may not add up precisely to the totals provided and percentages may not precisely reflect the absolute figures.
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David Flochel

Prior professional experience:

Regional President of Mars Drinks
North America

General Manager of Mars Drinks Europe

Unilever, AB InBev and L’Oreal

Joined Selecta in July 2016

Presenters

Gabriel Pirona

CFO

Prior professional experience:

CFO of Photo-Me International plc

Business transformation and turnarounds
at Avery Dennison and Recall

Strong track record of successful M&A

Joined Selecta in April 2018
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01 Leading Route Based Unattended Self-Service Coffee and
Convenience Food Provider in Europe

Market leader in a large and attractive market

* #1 or #2 position in 10 core markets - share
typically 10-15%’

* Serves on average 10 million consumers daily
across 16 countries

Proven business model

* Route-based business with unique logistics infrastructure
network and high density on the last mile

Solid financial position

* Long-term contracts up to 10 years with best-in-class
retention delivering above market organic growth

* Net revenue of €1.4bn and run-rate EBITDA 2019 of
€300m? with margin trending to 20% and cash
conversion expected to exceed 60% in near term

Strong Partnerships with global brands

uBrn . R

on the go

@ setecta

Broad Range of Customers & Pan-European Presence

Workplace / Private Segment

man () O £
Mereato s onz GENERALL

On-the-Go / Public Segment

areus - PHILIPS 4 Rabobank

simis ls 1 mn L

ZURICHAIRPORT \;alora m i‘g;ol ino

1 Data as of end 2018, OC&C report. Market share related to unattended SSR market (€1.5bn) 6
2 Including rate synergies from the acquisition of Pelican Rouge and Argenta
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Enhanced leadership capabilities
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Recent Business Transformation Enabled by Focused Execution

Culture focused on delivery of transformation milestones /
//
Q3 2017 Q1 2018 Q3 2018 Q1 2019 2019,’
ieiti ; Successful Refinancing Renewal of Nestle Starbucks
égﬂ:lesmon of Pelican Acquisition of Gruppo Argenta contract - On-the-Go Strong sales and EBITDA growth

Integration of Spain
Sale of Selecta Finland

Kick-off of integration and
synergies implementation

Expansion of Micro Markets
outside Italy

Vs prior year
Awarded “Best Coffee Supplier”
by Custice in Sweden

2018

AWARDED

- “BEST
Launch of integration plan Anticipated start of integration in France Acquisition of Express Vending Epv!:swses su|>c|>o|_|:E|EE
Integration of UK, Benelux, Norway “Outstanding supplier of the year” by Shell Sale of Custom Pack as non core s SWEDEN
16 countries in Europe with AUG ’18 CUSTICE 2019
Q4 2017 Q2 2018 €.460,000 points of sale o CUSTOMER
= ARGENTA SATISFACTION
Q4 2018 IL GUSTO COL SCARISO SURVEY
FEB ’18
¥
— — = — « Saleof Eastern  PELICAN

/ ] European & Baltic ROUGE
I Acquisition by | operations SEP ’17 AWARDED VENDING MACHINE
. Sale of Italian 1 | 2016/17 OF THE YEAR WITH THE

cquisition operations to
Bublic takeover - ° : KKR I WURLITZER UPGRADE
Acquisition by vsgroup.
Foundation by 659[9(13 7 f‘,",iﬁ"z@b ~ EEE ’15__ /
of [ IPO ¢ COMPASS 2012 P
valora Rapid transformation sransuces Y W
selecta q
ﬂ 1985 1997 2001 after KKR took ownership e
1957 ® CONTRACT RENEWED FOR
— &

@ setecta

FURTHER 3 YEARS

@

AWARDED OUTSTANDING SUPPLIER OF THE
YEAR FOR FRESH FOOD AND DRINK

Two new premium partnerships

tavArin ...

onth
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Locations Highlights

Revenue

Net
Revenue!

o
o
o
E

%
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Targeted Go-to-Market Strategy to Capture Market Demand

across Multiple Channels

Workplace Segment

» Improves workplace experience of captive
employee base

» Benefits employers by enhancing employee
engagement, satisfaction and productivity

» Provides a service in places not accessible
by other formats

Vending Office Coffee Service

Private businesses servicing employees,
such as corporate offices

Ll o @

Sl s s = (urefour vodafone ZURICH
Selecta enters into contracts with corporates and receive El
proceeds from:
Sale from the coffee machine .
ﬂ Sale of goods from
machine Revenues from sales of

& kgs of coffee invoiced .
) L. I
% Servicing Servicing - ig=

Selecta pays vending rent to selected large private clients
(as % of sales, flat fee or a combination thereof)

53%

(%)
D
—
D
(@]
~r
Q

@
-

On-the-Go Segment Trading
» Enhances consumer experience at customer * Provides full suite of services and
locations by providing tailored coffee and products to customers
snacking offerings « Products also include coffee from
* Allows customers to further monetise high proprietary roaster facility

and low footfall locations

Public Semi Public Food Service

Train and gas stations, Hospitals, public schools,
metro, and airports and entertainment venues

R : - y

pucn
AOUGE

e

Y ZENewcastle
£ University

Selecta enters into contracts with concessional operators in E Selecta receives proceeds from:

train stations, airports, universities, hospitals, etc. and receive

proceeds from:
. Sale of roast Sale of other
coffee goods

ﬂ Sale of goods from Sale of goods from Ea sale of d
achin machine 3rd Party servicing
a machines to & (mainly technical
leasing partners services)

Selecta pays vending rent to On-the-Go clients (as % of sales,
flat fee or a combination thereof)

29% 18%

Source: PwC FFB
12018A 8
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Cold drinks
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Healthy options

Snacks

\ o
Wide - R ﬁﬂ"
Variety w g’ : 3;;‘%
of Product ‘ '
Offering Coffee/Hot drinks

c.55%! =

Diversified 3rd Party Private Label
Portfolio of
Attractive
Brands

Covering all
Price Points

Supply / Technical

Ability to

Offer a » Provide machine, ingredients,

Range of consumables (no service element)
Service » Offer technical support services under

Capabilities

Value to
Premium
Offering with
Unique
Capabilities at
the Top-end

| B

Instant Fresh brews

@ setecta

separate contracts negotiated with client

<

Bean-to-cup / Capsules

Fresh food
J

Comprehensive Product and Service Offerings Tailored
to Fit Customer & Consumer Needs

Coffee and hot
drinks accounts
for c.60%' of
total revenues
(including

Tradi ng coffee trading)

c.30%'

Local Specialties

W

PELICAN
ROUGE

JJ/ v
"

X

)

N

smlofing

Partial Service

» Targets smaller office environments

* Provide machine, ingredients and
consumables (and receives fee/vending rent)

+ Client responsible for cleaning and refilling
machine

Great Taste
Credentials

Exclusive premium
concepts with fresh milk

c.15%!

Premium Global Brands

v . 9%

on the go

Full Service

» Comprehensive package including installation

of vending machines (Selecta owns the
machine), regular filling and cleaning, cash
collection and technical maintenance

Perceived Selecta coffee quality vs. competitors

[ T T T T T 1
60%  40% 20% 0% 20% 40% 60%

- Worse One of - The best

the best

Equal

the key reasons for choosing Selecta

Product quality often cited as one of
Selecta average score: 3.9 / 5
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01 Diversified & Loyal Customer Drives Business Resilience

Broadly Diversified Revenue Streams Secured by Multi-year Contracts and a Loyal Customer Base

Limited Customer Concentration Longstanding Relationships with Customers?

* No single Customer greater than 2% of revenue Length of Customer Contract
Customer # Segment Country Relationship (Years) Expiration Year

+ 250,000+ Customers across private and public

sector Customer 1 Public I I 30 2025
Top 10 Customers:
10% of revenue' Customer 2 Public n 50+ 2022
) Customer 3 Public I I 9 2021
100% retention rate
with top 10 )
Customers in 2018A Customer 4 Public | |} 15 2020

Technical  gwpes

Customer 5 Service == 14 2022
Customer 6 Public I I 6 2022
Customer 7 Public — 4 2020
Customer 8 Public I I 25 2020
Customer 9 Public - 3 2023
All Other Customers:
90% of revenue' Customer 10 Public N 9 2021

* Average length of top 10 direct relationships of 15+ years

1 Represents data for the year ended 30 September 2018
2 Represents data as of 10 January 2019

@ selecta o
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01 = Clearly Defined Strategy to Strengthen #1 Market Leader Position in Europe

» Well Positioned to Take Advantage of Premium Coffee and On-the-Go Consumption Growth
+ Leading Market Positions with Scale Driven Business Model Creating Attractive Economics
* Leading the Innovation and Technological Development in the Industry

* Focused Customer Approach Yields Above Market Organic Growth with Bolt-on M&A to Accelerate
Further

« Enbhancing Profitability and Cash Conversion through Synergies, Procurement and Opex Efficiency
as well as by Reducing Capital Intensity

« Experienced Management Team is Delivering Strong Financial Returns

11
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Non-Executive

Andy Ransom David Hamill

Rentokil
. Initiai (CEO) @ Paints
7. . (Chairman
( (LSE listed) ) & CEO)

Non-Executive &
Senior Independent Director
Joined in 2019

Executive Chairman
Joined in 2017

Pascal Uffer Ray Sparks

CREDIT AGRICOLE 12TH ANNUAL GLOBAL HIGH YIELD & LEVERAGED FINANCE CONFERENCE |21 MARCH 2019

Management team Provides Deep & Broad Experience

Executive Functional Expertise

David Flochel Gabriel Pirona

PHILIPS s B

%& 9.1 M.—MG &
Lstung e MARS (LSE listed) €2 8ftison
g’ze;g:)lent Unilover drinks

CEO
Joined in 2016

Functional Expertise

CFO
Joined in 2018

Raymond Tunnisen Barbara Bucher

: KKR ;‘/ A "V o ﬁselecta
B’ McKinseyC kzonobe) T
] z AkzoNobe
: CcRnscySc-ompany \ﬁg\\lnterbrew ALSTOM
&> ‘ 2\
coo Group General Counsel CPO HR Director
Joined in 2015 and Company Secretary Joined in 2014 Joined in 2012
Joined in 2018
Regional Expertise
Thomas Jan-Marck Michael Bech- 3 .. .
Anthony Giron ! Nussbaumer \ Vrijlandt Jansen =Y Wes Mulligan Ana Ro<}hc10 Stefano Fanti
- 4+ - =t . MD UK MD Spain MD Italy
b France MD DACH f . MD Benelux Y MD Nordics Joined in 2017 Joined in 2009 Joined in 1988
¥ denzalin ALl < Joined in 1986 AN, Joined in 1995 ‘2w Joined in 2017 8 = pp Joinediin

VaD
=7

ATKearney

@selecta Gselecta

& MANNESMANN

H&B

Experience
) DANWOOD =wrest g ARGENTA
THORN
GHTING PECPLE >
accenture
: ) W ANDREWS
an:ga.zzlggu_aw A SYKES

@ selecta

12
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02 Well positioned to Take Advantage of Premium Coffee

& On-the-Go Consumption Growth

Supportive tailwinds

GDP

Out-of-Home Eating

Workforce

Coffee Lifestyle

Consumption

Preferences ..
Premiumisation

x

Health Consciousness

Cashless

Technology

Special Features (e.g. Touchscreen)

S
S

Telemetry

Source: OC&C analysis

1 Focus countries are: France, Germany, Italy, Netherlands, Sweden, Switzerland, Spain and the United Kingdom

@ selecta

Addressable convenience market is growing!

(€ in billions)

471

40.5
36.4

2012A 2017A 2022E

Il Packaged food Il Food services

[ Public vending (On-the-Go) [Ji] Private vending (Workplace)

Il Canteens (excluding lunch)
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Sales!

sselecta #2 player

Installed Machine Park3

sselecta #2 player
Geographical Presence

sselecta #2 player

16 countries

1 For 12 months ending 30 September 2018

2 Includes focus countries only; Selecta sales are c.3.5x larger when all respective markets are included

3 As of 30 September 2018

@ setecta
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Leading Market Positions and Scale Drive Superior Returns

Long-lasting Relationships with Strategic Customers

Partner of choice for travel * Leading solution provider in the
retailers and convenience workplace environment with large
retailers international companies

valora . el AIRBUS  PHILIPS

eni g ;
R . @,J% X / RENAULT
migroline ZURICHAIRPORT (3% b rabobank

Using Technology for Best-in-class Consumer Experience

Scale provides the ability to invest in latest
technologies and roll them out

Unique, modern tech development (e.g.
touchscreen user interface and introduction of
cashless payment systems and telemetry)

Building a network of connected machines that
enable quick response and increased efficiencies Q

IMvenao

Scale to Drive Operation Efficiency,
Margin Expansion, and Superior Returns

Negotiate best procurement arrangements
Highest density yields superior efficiency and savings

Largest machine buyer in Europe, resulting in more efficient capex spend
and being the partner of choice for machine manufacturers

Payback period <2 years across all customers and machines types

15
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02 = Scale and Technology Driven Business Model Drives Competitive
Advantage and Operational Efficiency

Our route-based business model

!

DYNAMIC PLANNING

Stock Machines to Real-time sales ~4,500 '
to pick service data, alarms Route Merchandisers
[ )\‘/ Bl &
Telemetry

Restocking, maintenance, I
cleaning services

~1,500
Route Technicians

Customer Sites

v EEEEEEEEER
. 5

—— . )
Consumer High Density
Break-Down of Time Spent: Low Density vs. High Density (% of time) h
Merchandisers Time Technicians Time
100% 100%
- >5,000
Vehicles

Centralised planning
and tech support
~150 Planners

Low Density

High Density

Low Density

High Density

M Travel Time M Time at Machine M Other Time

Able to visit c.1.5x more
machines per day in high
density areas

Able to visit c.3x more
machines per day in high
density areas

@ selecta

Leading Route Density on the last mile

Selecta’s route based operation represents a distinct competitive
advantage on the last mile and beyond

* Own, granular depot structure fed by efficient upstream
logistics

» High route density, managed with dedicated planning teams
» Privileged access into customer building

Enables fewer employees and lower service costs

Leading density creates high entry barriers, and provides
attractive unit economics for growth and bolt-on acquisitions

High customer intimacy, with access to customer buildings and
€.20,000 high-visibility public POS

Operational capabilities - “Toyota Model”
Recognised for its unique abilities to operate in complex
environments (e.g. petrol, public transport networks)

Ongoing introduction of telemetry (loT) enables revolutionary
transformation of “Push” into “Pull” model (a.k.a. Toyota
Model)

Reduced cost-to-serve thanks to dynamic planning

Increased availability thanks to remote monitoring

16
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02 = Selecta Aims to Set the Industry Standard for Innovation, Leveraging
the Latest Technologies to Enhance Offerings

Innovation and Technological Development Bring Operational Efficiency & Margin Improvement

Cashless Payment Systems Selecta User Interface
* Increased convenience to customers and * Innovative interactive
consumers vending experience
* Increased # of items sold per machine due *  Allows for cost efficient
to ease of use refurbishment of old
» Higher customer’s spending as they are machines to (atest
s P s y technology

less keenly aware of money spent

Selecta eWallet

* Unique consumer
experience

Allows for consumer

interaction and

dynamic promotions  g=a m=m

Telemetry
FOODIE’S Micro Markets

Fully connected machines enabling
dynamic refill planning and remote
monitoring

Unmanned and unattended, 24h self-service
stores

Increased operational efficiencies,
maximise reliability, lower costs of
service, no stock-outs and better
service

« Designed for the workplace offering wider
product offering

Micro Markets revenue is c.150% higher than
an equivalent vending machine

+ Cuts merchandiser time by up to c.60%

@ selecta .
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Focused Strategy to Deliver above Market Growth

IMPROVE
RETENTION
RATES

BOLT-ON
M&A
OPPORTUNITIES

PRICING
AND MIX
OPTIMIZATION

GROW SALES
PER MACHINE
PER DAY

18



02 = Focused Drivers of Organic Growth

Improving Retention’

(% retention rate)

95.0*

94.4

93.6°

B .

FY17 H1'18 H2'18 Q119

100% retention of top 10 customers in 2018;
95% retention target reached in Q1

Q1 FY19 progression driven by improvements in Italy
+0.9%, Sweden +0.9% and Belgium +0.9%

* +2.0% quarter on quarter improvement in UK

* +0.5% quarter on quarter improvement in France

* Initial positive impact of employee and customer
engagement programme

Q1 FY19 retained clients:
Q) "inaten  WHITBREAD PLC
@ M“'&S PHILIPS
vodafone -
Q4 2018 retained customers

(& CODp  valora @

COOR

1 Retention for the Group including Pelican Rouge France
2Includes estimations for pre-acquisition Pelican Rouge losses

3H1 losses have been annualized for legacy Pelican Rouge entities
Selecta 4Based on LTM figures

Consistently High Pipeline (€m)

129.6
119.5 129.0

Dec 17 Sep '18 Dec 18
m Negotiation m Agreed m Signed

* Pipeline at yet another record high

* Engaged in a project supported by
consultancy to improve pipeline conversion,
sales process efficiency and sales training
effectiveness

» Focus on accelerating pipeline conversion by
decreasing the time from winning to
installation

* Q1 FY19 notable wins include:

ING &  “Junieuro
¥®¥ OO

THE PEOPLE

NORE]']:IN?;([\:ILM TATA NETWORK
*
sodexo  J-PMorgan

CREDIT AGRICOLE 12TH ANNUAL GLOBAL HIGH YIELD & LEVERAGED FINANCE CONFERENCE |21 MARCH 2019

19



02 = Focused Drivers of Organic Growth (cont’d)

Accelerating Net Growth

m Gains . .. s | osses —=@=—Net Growth

FY17 H1 FY18 H2 FY18 Q1 FY19

* Net growth from recurring annualised revenues gains
and losses moving from (2.2)% in 2017 to (0.6)% in H1
2018, +0.5% in H2 2018A to +1.2% in Q1 2019

* Gain rate increasing on the back of large roll-outs across
all channels, namely in public (France, UK), semi-public
(Sweden) and private (Germany, Norway), further net
gain growth driven by gains in Netherlands, Nordics and
Switzerland in Q1 2019

+ 2,000 new machines added in Q1 2019, notably in
Sweden and Switzerland

1 Includes estimations for pre-acquisition Pelican Rouge and Argenta gains and losses
2 Net sales based on revenue net of vending fees

@ selecta
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Growing Net Sales? / Machine / Day (in €)
+1.9% +0.6%

L, —

2017 2018 Q1 FY18 Q1 FY19

* Accelerating cashless and telemetry rollouts in
France and UK following solid results of 2018
installs

* Launched company-wide pricing & throughput
initiative in collaboration between sales &
operation teams

» Good progress in pricing initiatives in the
Netherlands and Belgium

* Initiatives launched in all markets to steer
operational and service excellence

20
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02 = Premiumisation & Improved Mix Enhanced Top-line & Margin

Pricing and Mix Optimization Initiatives... ...Supported by Successful Rolling Out of Brand Partnerships
PUBLIC STARBUCKS

- Category management: pricing & assortment optimization * Over 1,750 point of sales at the end of 2018A i %

thanks to telemetry data analysis onthe go

* Seamless payment: Accelerating deployment of cashless /
contactless / SMS payment in our network

Examples of Point of Sales in Gas Stations, Convenience Stores and Cinemas

PAY WITH ... LAVAZZA
f@2006
HELME-SLRETS, apd-Fiu s b S * Over 14,000 Lavazza machines at the end of 2018A

tavA11n

PRIVATE

* Margin management program: including price increases &
uplifting underperforming machines

» Category management: customized planograms with top
selling SKUs / segment based on data analysis

Examples of Upgrades in Vending & OCS

@ setecta y
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Selecta is the Natural Consolidator with Strict M&A Criteria
& Sizeable Target Pipeline

02
Fragmented Market Offers Opportunities Natural Consolidator With Proven Track Record

Market share (%)
» Leading scale positions us as “an acquiror of choice” with significant potential for

n T 82 { ; synergies
« Strong execution capabilities with 9 bolt-on acquisitions since summer 2018
B B 24 76 £ ; » Clear acquisition strategy with plan to add 3-5% of sales per annum through
I . 3 acquisitions and well defined target types:
+ Target Type A: Bolt-on acquisition with overlapping operations delivering
I I 9 91 { } immediate cost synergies

+ Target Type B: Bolt-on acquisition with some overlapping operations synergies
primarily in purchasing and some back office

Wi
/N
iagte,
hagis®

10 90
Target Type C: Bolt-on acquisition with no or limited overlap, geographical

expansion within existing countries

10 91 {2”4} + Structured and proven M&A process with dedicated in-house resources and
supported by external advisors

[r— . » Strong bolt-on acquisition pipeline developed with total annual sales from targets
12 88 2nd . . . . . . . .
— {h ”} in pipeline of c.€120m with ongoing negotiations with targets with c.€50m of
annual sales
_' 7 93 § 1o §
N __[C

W Selecta B Competition

Source: OC&C analysis # denotes market position
@ selecta ;
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02 = Consistent Over-delivery of Synergies Lead to Multiple
Upgrades in Targets with Further Upside potential

Cumulative synergies delivery by 2020 Regular review and consistent delivery against roadmap
(€ in million)
Maturing
MLO & ML1
Maturing opportunities
o) og“;fﬁ,’,?;; + Over-delivery and validation of early stage ideas (MLO and

ML1 potentials) enabled early upgrades of synergy
programme from €52.5m in January to €60m in February and
€75m in May 2018

opportunities

» Higher procurement savings following FY18 Q1/Q2
over-delivery (€5m)

 Delivery of maximum SG&A potential (€5m)

Initial Target ° > Upgrade 1 _ Upgrade 2 ) ) ) )
Increase in « Confirmation of telemetry and planning savings

Increase in
Jan 18 ofidence TEP 18 maturity ~ May 18 during pilots (€5m)
* Programme reviewed and audited by industry leading
Maturity Level of Initiatives consultant

Target: MLO & ML1 = [l Latest plan: ML2+ = - The programme tracks ahead of plan. In addition, new

Idea / Identified Confirmed / Implemented initiatives (MLO & ML1) have been identified internally and
are currently being assessed, with potential for further
upside

Synergy program is cash positive each year

@ setecta s
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03 = Key Financials - A Strong Basis for Future Growth

FY 2017 vs FY 2018 growth Q1 FY18 vs Q1 FY19 growth

+2.3%3 Revenue (€m)" 2 +5.6%3
(€m)

—

1,485.5
FY 2017 FY 2018 Q1 FY18 Q1 FY19
5. 7% Adjusted EBITDA (€m)'-2 6%
16.0% juste (€m)

15.8% % margin 17.3% 17.6%
234'5
FY 2017 FY 2018 Q1 FY18 Q1 FY19

+21.2%

— 50.9% Adj EBITDA less net capex*>

44.4% % (adj.EBITDA less net capex) / Adj.EBITDA

Q1 FY18 Q1 FY9

FY 2017 FY 2018
! Numbers are constant scope including 12 months of Selecta, Pelican Rouge and Argenta

l t 2 At constant foreign currency rates: CHF/EUR 1.15; GBP/EUR 0.88

Se ec a 32.3% increase excluding the positive effect of vending fees accounting harmonization 25
4 At constant foreign currency rates: CHF/EUR 1.15; GBP/EUR 0.88; ; 2017A / 2018A figures including Custompack
5> Net capital expenditures is defined as capital expenditures less net book value of disposals of vending equipment



01 = Q1 Achievements

Strong performance

Strategic priorities

Strengthen #1 market leadership

Greater Customer Experience
Delighted consumers

Powered by great people

Route-based excellence to the last mile

Natural market consolidator

Innovation leadership

CREDIT AGRICOLE 12TH ANNUAL GLOBAL HIGH YIELD & LEVERAGED FINANCE CONFERENCE |21 MARCH 2019

Q1 progress

Continued quarterly upward momentum in line with plan

95% customer retention achieved, improved net customer gains reflecting
increased wins

Selecta Sweden recognised as ‘best coffee supplier’ in
Custice’s annual customer satisfaction survey awards

Enhanced employee engagement programme launched, alongside further
investment in training, with 600 sales staff trained in dedicated sales academy
programme

Highly experienced leadership hire: Andy Ransom, CEO of Rentokil plc and with
significant experience in route-based business models, appointed Non-Executive
Director

Continued investment in technology and systems to increase efficiencies, with
telemetry devices now installed in more than 50,000 vending machines, a 70%
increase on prior year

Confirmed M&A programme to deliver 3 - 5% annualised growth

Continued successful roll-out of MicroMarkets concept

26
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04 = Outlook for 2019

FY19 guidance confirmed

Gross Sales Growth: 3.5%!

Adjusted EBITDA: €265m to €275m’

Free Cash Flow: €80 to €100m’

1 Constant foreign currency rates applied: CHF/EUR 1.15; SEK/EUR 9.65; GBP/EUR 0.88

27
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Contact us at:
Selecta.info@selecta.com
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