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Disclaimer

This presentation, any ancillary documents relating to it, any oral presentation and any question or answer session at which this presentation is made (together, the ñPresentationò) 

has been prepared by Stock Spirits Group PLC (ñStock Spirits Groupò or the ñGroupò). By attending the meeting where the Presentation is made, or by reading the Presentation 

slides, you agree to be bound by the following conditions.

This Presentation contains forward looking statements, which are based on the Stock Spirits Group Board's current expectations and assumptions and may involve known and 

unknown risks and uncertainties that could cause actual results, performance or events to differ materially from those expressed or implied in such statements. These statements 

typically contain words such as ñanticipateò, ñassumeò, ñbelieveò, ñexpectò, ñplanò, ñintendò and words of similar substance.The forward looking statements contained in this 

Presentation are based on past trends or activities and should not be taken as a representation that such trends or activities will continue in the future. It is believed that the 

expectations reflected in these statements are reasonable, but they may be affected by a number of variables which could cause actual results or trends to differ materially, 

including, but not limited to: conditions in the market, market position of the companies comprising the Stock Spirits Group, earnings, financial position, cash flows, return on 

capital and operating margins, anticipated investments and economic conditions; the Group's ability to obtain capital/additional finance; a reduction in demand by customers; an 

increase in competition; an unexpected decline in revenue or profitability; legislative, fiscal and regulatory developments, including, but not limited to, changes in environmental 

and health and safety regulations; exchange rate fluctuations; retention of senior management; the maintenance of labour relations; fluctuations in the cost of raw material and 

other input costs; and operating and financial restrictions as a result of financing arrangements. Accordingly, readers should not place undue reliance on forward looking 

statements due to the inherent uncertainty herein.

No statement in this Presentation is intended to constitute a profit forecast, nor should any statements be interpreted to mean that earnings or earnings per share will necessarily 

be greater or lesser than those for the relevant preceding financial periods for the Group. Each forward looking statement relates only as of the date of this Presentation. Except as 

required by the Listing Rules, the Disclosure and Transparency Rules, the Prospectus Rules, the London Stock Exchange or otherwise by law, the Group expressly disclaims any 

obligation or undertaking to release publicly any updates or revisions to any forward looking statements contained herein to reflect any change in the Group's expectations with 

regard thereto or any change in events, conditions or circumstances on which any such statement is based.

Other than the financial results shown in the Presentation, the information contained in this Presentation has not been independently verified and no reliance should be placed on 

such information. No representation, warranty or undertaking, express or implied, is made by the Group or its advisors, representatives, affiliates, officers, employees or agents as 

to, and no reliance should be placed on, the fairness, accuracy, completeness or correctness of the information or opinions contained in this Presentation or in any communication 

(whether written or oral) accompanying this presentation. Neither the Group nor any of its advisors, representatives, affiliates, officers, employees or agents shall have any liability 

whatsoever (in negligence or otherwise) for any direct or consequential loss, damages, costs or prejudices whatsoever arising from the use of this Presentation or its contents or 

otherwise arising in connection with the Presentation.

The information contained in this Presentation is subject to, and must be read in conjunction with, all other publicly available information. In making this Presentation available, the 

Group gives no advice and makes no recommendation to buy, sell or otherwise deal in shares in Stock Spirits Group PLC or in any other securities or investments whatsoever. 

The information in this Presentation does not constitute an offer to sell or an invitation to buy any securities or an invitation or inducement to engage in any other investment 

activity.

This Presentation is not intended for distribution to, or use by any person or entity in any jurisdiction or country where such distribution or use would be contrary to local law or 

regulation or which would require any registration or licensing within such jurisdiction.
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Why we are successful in our 
markets

Å We have winning values 

Å We have a clearly defined 
strategy

Å These values are embedded in 
the ways we work as a Group

Å Our strategy determines the 
priorities on which we focus  
across the Group

To win in our markets: values, 

strategy, people, expertise, portfolio 

and route to market 
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We have a clear mission, vision and 
values

Mission:

To make spirits drinking more 
enjoyable, through our unique 
combination of superior 
quality with local pride, 
understanding and innovation

Vision: 

To be the leading spirits 
company in our chosen 
markets and categories

Values:

Integrity in all we do

Small company agility and 
mentality

Empowerment for employees

Equality of opportunity and 
respect for diversity

Support one another
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Examples of our values 

Integrity:

Å Governance, standards 

and discipline of being a 

London-listed Group

Agility: 

Å Time to market via our 

New Product 

Development process           

e.g. Saska new flavours

Empowerment:

Å Our model gives our 

operating subsidiaries 

(such as the Czech 

market) full local power; 

where the centre provides 

overall strategic direction

Diversity:

Å Operate in 8 different 
languages

Å Male 60%: Female 40%

Å Mix of big co. / small co. 

backgrounds and of 

spirits / non-spirits

Support: 

Å Group functions 

of IT, Operations, 

NPD and 

procurement 

support the 

markets
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Aim:

30% of Group  

revenue to come from  

premium brands

Aim:

Attract internationally-

minded consumers  

to our local brands

Aim:

Regularly communicating with  

75% of targeted consumers  

through digital channels

Aim:

Consider larger,  

more transformational

M&A opportunities

How:

Whiskystrategy

New Product Development  

(NPD) process

World class brand partners

How:

Marketing insight investment  

Provenance of local brands

High Potential (HIPO)  

management pipeline

How: 

Combined IT/digital strategy  

Common digital marketing

architecture

Digitalised processes

How:

Cost and growth synergies  

Brand portfolio enhancement  

Geographic expansion  

Strategic move

A solid foundation forged from:

Strong governance

Compliance  

Ethics  

Transparency

A solid foundation forged from:

Engaged people

Empowerment  

Talent management  

Line of sight

A solid foundation forged from:

Focused resources

Sales and op planning (S&OP) process

Insight-driven  

Strategic planning

A solid foundation forged from:

Small company agility

Flat structures  

Devolved responsibility  

Speed

We have a focussed growth strategy

M&A

Looking at larger, more  

strategic opportunities to  

deliver growth and shareholder  

value for the future

Millennials

Increased awareness  

and focus on this valuable

segment of consumers

Digital

Using digital marketing to

underpin brand execution

and to engage and keep

pace with consumer habits

Premiumisation

Ensuring brand equity is increased,  

driven by clear brand marketing  

strategies and positioning of

our brands, that enables us to  

command higher price positions
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We combine local expertise with Group 
scale

SSG is the leading spirits business in our aggregated operational markets

Source IWSR 2018 : N.B. share and growth shown is for total amalgamated Poland, Czech, Slovakia, Italy, Croatia and Bosnia ïSSG owned distribution markets. Size of the 

bubble represents the volume in these amalgamated markets in 2018 
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We mix local insight with global FMCG 
best practice

Consumer insight drives us:

ÅWe undertake extensive consumer 

research to understand emerging 

trends both locally and globally

ÅWe develop new products to match 

these trends ahead of our competitors 

such as the recent new flavours in 

Saska

ÅWe have developed a deep 

understanding of consumer motivations 

and usage occasions with particular 

focus on young adult drinkers to sustain 

future revenue streams e.g. Saska in 

Poland

WE

UNDERSTAND
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We mix local insight with global FMCG 
best practice

Our range commands higher 
margins:

ÅConsumersô increasing disposable  

income prompts growing demand for 

higher quality, differentiated spirits  

ÅWe develop our brands and range 

continuously in selected categories to 

provide consumers with compelling 

reasons to pay more and to build equity 

that can withstand price competition

ÅWe are winning in premium vodka in 

Poland, supported by our recent launch 

of Orkisz vodka

WE

PREMIUMISE
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We mix local insight with global FMCG 
best practice

Our distribution platforms:

ÅOur markets combine off-trade 

distribution platforms with critical mass 

and quality of commercial execution in 

the on-trade

ÅWe pride ourselves on our 

management of customer and key 

account relationships. We provide best 

practice category management 

expertise to our customers, as 

demonstrated in Czech

WE

SELL
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We mix local insight with global FMCG 
best practice

Management of third party brands:

ÅOur distribution, sales and marketing  

capabilities, combined with excellent 

legal and ethical compliance, provide 

a strong platform for third party brand 

distribution

ÅWe have renewed our contract with 

Diageo in the Czech market and are 

strengthening the Beam Suntory 

portfolio in Poland and other markets. 

For example, in Slovakia, Beam has 

grown in value by +38.6%

WE

MARKET

Source: Nielsen, total Slovakia, total off trade, total spirits MAT March 2019

10



We mix local insight with global FMCG 
best practice

Our manufacturing capabilities:

ÅOur brands offer genuine provenance, 

heritage and authenticity, produced by 

world-class manufacturing capabilities in 

Poland, the Czech Republic and Baltic, 

able to produce high volumes to a high 

quality standard with high levels of 

customer service. We produce five 

millionaire brands include Boģkov 

ÅHaving a centralised procurement team 

results in significant purchasing power 

across our operations

WE

MANUFACTURE
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We mix local insight with global FMCG 
best practice

Low financial leverage:

ÅOur financial leverage allows the 

Company to have an efficient 

capital structure with headroom to 

support organic and M&A projects. 

Leverage has gone from 0.94x at 

2017 year end to current levels of 

0.42x

ÅOur cashflow conversion is also 

robust, for the 2018 financial 

period we converted 133.6% of 

profits into cash, for H1 2019 it was 

93.2%

WE

REINVEST
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