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Trading H1/2019 and Transformation Update

Il September 2019 — VAPIANO SE




AGENDA

. Introdmnetion New CEO & First Tlr\ouxgla;l"s'

1. Q2/2019 and HI/201q Trading Update

. Transformation Process




)l WA
N e |

/ r
D
. Ny
_ G
2 S
/ 5 e W
T LV
0% Tk~ A
. /1.9 e T3 W
O Q AR
R (T
< AL
SRR R
A L et
A & 8 S <L
SN O =



VANESSA HAL

= -stewslerer

=




Vapiano: Still a highly desirable and relevant brand

Vapiano attracts high daily guest count and remains relevant to guest
needs and the ‘fFast casual’ marke+t opportunity:

Experience .
. . Premium . _
ariven lv\-Cormal:+y I+alian cuisine
.. products
customisation
Healthier
Digitalisation Value scrutiny Home delivery

eaﬁng



Vapiano: Moving on from recent challenges

For a multitude of reasons, Vapiano has lost sales momentum:

Organisa-ﬁov\

. . Guest
row a
3 dmea_:) s intolerance of
ue to .
Sransien queune time
Limited
trade Reduced value
marketing proposition
activities

Decline in
operations
excellence

Rapid growth
o€ brand
competitors

Limited brand
evolution

Impact of
negative
corporate
publicity



Strategy remains unchanged
Focus for next 12 months

Marke-+
position

! Z
Slow down Reduction of
expansion complexity, speed |
Measures of service

Franchising focus
Improved sales

and conversion

S+ra+e9ic Sustainable and Operational
1 profitable excellence and
prians expansion guest centric

Grow guest
volume

Enhance brand
appeal

Strengthen the
Vapiano
uniqueness

Develop
performance
culture

Simplify
organization

lavest in unique
Vapianisti culture

TRANSFORMATI
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Rest of World
(48

Corpora'l'e o
Focus on Enropean core markets

/
' Refranchising strategy



2 - Operational Excellence with a focus on the guest

STANDARDISED PROCESSES: A\

Optimisation of processes in the restanrant -2 shared produnction will be implemented in QY
Optimisation of processes throunghout the entire organisation -2 siyv\plificaﬁov\ of organisation strncture

lncreasing quality by redwncing complexity in food preparation -? new menn design process

OPERATIONAL PROCESSES:

Strengthen operational leadership and capabilities. “Back to basic” operational programme to enhance
quest exPeriev\ce and drive sales PQY-COV'YV\(AV\CQ, and profif conversion.

lncrease speed of service in the restanrant and redunce waiting times (e.q. bnzzer test)

Learn from successfunl franchisees (better LFL performance in CTerW\amy)



3 - BRAND - Strengthening of Brand Profile and increasing customer numbers

EVULVE Produwet innovation and menn o\e\/elopyv\ev\f
/ E\/OIV\‘HOV\ O-C AeSijV\ CIV\A aW\bieV\ce in ‘H/\e restanrant

New loyalty prograpipe
De\/elop opportunities £for spaller podels

ENERGIZE Social media and o\ijifal strategy

Trade marketing activities

lnnovation focus
Daypart offers — lunch/ dinner/ evenings/ family weekend

UPTIMIZE Enhancement of take away and o\eliVery specials
A Mowmenti Specials (l—\sparagws, Burrata, Pumpkin, Trnffles)
Clear Brand Positioning — “Italian, your Way”

Corporate PR campaign

SHORT-TERM
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4 - VAPIANISTI - Transformation/ Cultural Change

INVESTMENT IN THE ORGANISATION:
Analytical expertise and project management —> CT0

Marketing => new marketing structure (Head of Marketing)
Operations => new OPS strncture (focus on Grermany)

Franchise -2 new CEO Franchising nternational

PROMOTION OF SERVICE AND PERFORMANCE-ORIENTED WORK:
“Back to basic” training:
Recruit, train and develop
Flawless execution of brand standards
Simplification for enhanced consistency

Reward and recognise qood service and profifabilify on restanrant level




Summary of First Thoughts

Still a strong and popular brand relevant to consumer needs

Negativity of recent months has knocked confidence - team, guest, investors.
Need 1o rebuild positive culture, capability and performance

Immediate priority is operational excellence + effective marketing +o restore
LfL sales momentum — especially in the core marke+

Ongoing brand evolution required — in particular to reduce guest wait time
£frustration

Strategy remains unchanged— priority now is o make i+ happen
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Vapiano - A Year of Transition / HY 12019

Group sales QZ 19 increased by 11.3% to €48.7m; Hl +12.3% +o0 £196.6m

L€l sales QZ 19 decreased by -2.8% due +o:
— Negative LfL trend in Germany and Rest of Europe
— Overall reduction in guest count ongoing (-8% on group level)

Adjusted EBITDA QZ 19 a+ €4.4 m (close +o prior year), Hl 19 a+ £€7.6m behind last year
— International openings 2017 and 2018 below expectations
— Overall margin pressure in core markets (Germany and Austria)

Ne+t income Hl1q at - £€34.3m including one-time effects:
—  £84Ym impairment losses
—  One-time costs £5.8m include refinancing costs, pre-opening costs and restructuring expenses

7 Openings and 3 Closings in first hal€ 2019 lead +o 235 restaurants

Note: Figures reported for 2019 mainly adjusted for IFRS 16 impacts



VAPIANO in the transformation year

Contract
%mn g for the First steps taken towards
sale ot the US business portfolio restructuring New CTO New CEO
January March / April July September
2019 2019 2019 2019
February June August
2019 2019 2019
Implementation Completion Expansion of the M&A process to
of refinancing new investors (USA)
revised strategy Structured sales process

Australia + China



Summary financial performance Q2-2019 — Net Sales and LFL
LFL sales in Germany and Europe still challenging

VAPIANO’

PASTA | PIZZA | BAR

Net Sales €m

| Rest of Europe |

-,

1
1
1
1
1
I 44,4
1
1
1
1

52,2

Q22018 Q2 2019 |

LEL growth %

e

3,7%
Q22018 Q2 2019

| Res+ of World :

i 6,8 8,6 i
ij_-J

Q22018 Q22019 |

88.8 98,8

Q22018 Q2 2019 |

-2,8%

|
|
|
Q22018 Q22019 ;

Note: Segment show consolidated restaurant and franchise fee revenues without administration sales
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Summary financial performance Q2-2019 — Financial KPIs \/A-PiANO®

Adj. EBITDA Q2/2019 close to level of 2018
System sales Net sales
€m €m
— @D —— D
140.8 98.8

132.2 88.8

Q2 2018 Q2 2019 Q2 2018 Q2 2019
Restaurant contribution Adjusted EBITDA
€m €m
w/o USA:
— D> — €5.2m
9.5 - 4.7 4.4

Q2 2018 Q2 2019 Q2 2018 Q2 2019
Hl  Adjusted Restaurant EBITDA == Adjusted margin El  Adjusted EBITDA == Adjusted EBITDA margin
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Summary financial performance Q2-2019 — Segment Overview \/A-PiANO®

Stable profit development in Germany but reduction in Europe
Segment * Ne+t Sales (€n) Adjusted EBITDA (€n)
TN
| (LQ.1%) !
36,8 36,8 44 43
\
I N B
Q2 2018 Q22019 _Q22018 _.Q22019 _
| Restaurant ! ' 360 | ' 359 ! | 4,1 ! | 39 !
e T | e | L
' Franchise | o8 L 09 ! I 03 ! Y
Lmm e ' L ______1a Lmm e Lmm e Lo e
44.4 52,2 6.1 : 5,5
Q2 2018 Q2 2019 Q2 2018 Q2 2019
| Restaurant | C a0 ' 510 | | 54 | | 4,8 !
Lo-ooooooo-- : L____________________: _::::::::::: ‘:::::::::::: I:::::::::::J
| Franchise 1 ! 1,4 ! | 13 ! l 07 ! | 07 !
. ! Lmm e —— L _ 3 L3 L.
0,6
6.8 8.6 -
Q2 2018 Q2 2019 Q2 2018 Q2 2019
| Restaurant | L 63 | L 81 ! L 02 L 03 !
E:::::::::::I I:____________________: ‘:::::::::::: ‘:::::::::::: I:::::::::::J
| Franchise | 0,5 ' | 0,5 ' | 0,2 ! | 0,3 !
. ! Lmm e — L e L e L.
=== Adjusted EBITDA Margin * Segment includes proportional sales and EBITDA from franchising
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Summary financial performance H1-2019 — LFL
LFL sales in Germany and Europe trade negative

VAPIANO’

PASTA | PIZZA | BAR

Net Sales €m

| Rest of Europe |

88,6

-
111

H1 2018 H1 2019

LEL growth %

e

| Res+ of World :

I
! I
I I
! I
I I
! I
I 16,7 1
I 106 |
H O K
I

H1 2018 H1 2019 1
I

175,1

—— = = = = = =y
[EnN
©
o
(o2}

H1 2018 H1 2019 |

|
-3.2%
H1 2018 H1 2019 |

Note: Segment show consolidated restaurant and franchise fee revenues without administration sales
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Summary financial performance H1-2019 - Financial KPIs \/A-PiANO®

Adj. EBITDA development still suffers from negative Q1/19 performance
System sales Net sales
€m €m
— S — &€
262.1 281.7 196.6

175.1

H1 2018 H1 2019 H1 2018 H1 2019
Restaurant contribution Adjusted EBITDA
€m €m
21m 14.0
M‘ 2 w/o USA:
. €9.3m
8.0% 6

H1 2018 H1 2019 H1 2018 H1 2019
Hl  Adjusted Restaurant EBITDA == Adjusted margin El  Adjusted EBITDA == Adjusted EBITDA margin
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Guidance for the f

In € million
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>

21



| )/l N M|
b e 7 |

| S
| Q
\ i 3
pin N
49 / S =
= s
> _

= 9
\ | L
A S
\ < (PO
Q MW
> S G

: Q/ 2 W

R B

A 5 ro

e S ==

n iS gy <k

< NS et o=

S s = A

~ fQES <X

— o0 =



JOHANN STOHN'E’R - anew Ex‘"j utive Board member for VAPIANO SE

CHIEF TRANSFORMATION OFF
(since | July ZOl‘l)

Z

Slow down Reduction of Grrow guest bevelop
expansion comeplexity, speed volwme performance
of service culfure
Franchising focus | Enhance brand
Improved sales appeal Simplify
i and conversion organization
|
Sustainable and Operational Strengthen the . oo .
profitable excellence and Vapiano nVEST In unique

. Vapianisti cul+
expansion | guest centric uniqueness planisti culiure

FORMATION

S
%
220 years of experience with corpo_rcﬁ* core markets: USA Aunstralia, China
International transforpmation expe'r\f"
Head of Alvarez & Marsal’s Restrncturing practice in G L. Re-fray ls:vi_e;;;?g}?grfial) sale of corporate restanrants
RS 23
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Withdrawal from non-core markets: USA, Australia, China (1/2)

INITIATIVE BACKGROUND WP UNTIL AUGUST Zol9
Sale of US business g USA: Sale to Plutos Sama has been delayed several tines
b corporate restanrants (3x Chicago, Zx = Initial closing planned for March 20(9
Washington, New York) Share deal and development rights for 5 states
Overhead structure Exclusivity terminated on |6 Angust Z019; expansion of
. M&RA process to other interested parties in mid of
Sale of Anstralian business i Angust 2019
7 restanrants (Zx Brisbane, Canberra, *
Gold Coast, Melbonrne, Sydney, AWS /7 CHN: NDAs signed with selected interested parties
Towoomba) Common approach with joint venture partner (AUS)
Joint Venture (75%), overhead structure of independent (CHN), until Angust 2019 without MEA

conswnltant

Sale of Chinese business Development rights for further franchise potential in

| corporate restanrant in Shanghai oo

Overhead structure

24



Withdrawal from non-core markets: USA, Australia, China (2/2)

STATUS AND NEXT STEPS 2

Set-up of a structured and transparent process that will be orchestrated by an ME&A advisor
Market package deal and potentially pivot separate transactions based on investor interest
Maximise ontcome nnder currently achievable market conditions

Enswnre transparency of competing offers and relia\oilH—y of execntion

ME&A advisor selection finished in CW 36/2019
6 acknowledged M&A advisors contacted, 3 final ronnd offers being assessed
Boﬂ/\, approacla to transaction strategy and structunre as well as copmmercial terms as

decision criteria

Strunctured processes for all three regions to kick-off in CW 37/2019 with an intention
to close the deals in QI/Z020 for USA and RZ/Z2020 for China and Anstralia

25



Store exits / Review of new openings

INITIATIVE STATUS QU0 / NEXT STEPS
Detailed analysis of wnprofitable restanrants taking First closures of nnprofitable restanrants carried ont
into acconnt contractual obligations and possible Munich Pasing closed, finalisation of documents and
exit options Adismantling in Q3/2019
Glasqow closed, finalisation of documents and
Review of investment decisions for iv\iﬁally plamweo\ Aigy\x\av\ﬂiv\j in QY/2019

restanrant openings/ remodellings

Stop of planned new openings with wnsatisfactory return

Stricter assessment of costs and constrnction profile £inally decided
obligations with regard to ramp np profile and Berlin Borsigturm (Plan QZ/2019, £2.1m invest)
return o investment of measures Frankfurt Winxtower (Plan QZ/2019, €Z.2m invest)

London Canary Whar€ (Plan RZ/2019, £2.9m invest)
Redunction of cash burn rate and performance

: o0 ini :
improvement throungh portfolio streamlining Continnons assessment of performance and local

conditions

26



Re-franchising: (Partial) sale of corporate restaurants

INITIATIVE

Evalnation of restanrant portfolio with focus on
core markets in Enrope

Improving liguidity throngh cash proceeds from
divestment of joint ventures/ corporate restanrants

Redunction of investments for new restanrants or
restanrants that need +o be refunrbished

Realisation of franchise fees and increased
performance throngh local entreprenenrship

Special focns on £ranchisees / joint venture partners
with proven success

STATUS QU0 / NEXT STEPS

Potential identified for (parﬁal) sale of restanrants
particwlarly in GrerW\av\y

Ongoing assessment of requests from existing £ranchisees
and joint venture partners as well as potential new
partwners

Negotiations already started

Completion of Lirst transactions still expecfeo\ for 2019

27
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