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| PRELIMINARY NOTES 

Safeharbor statement - Thispressreleasemaycontainforward-lookingstatements. Suchstatementsreflect the currentviewsof management
regardingfuture events,and involveknownandunknownrisks,uncertaintiesandother factorsthat maycauseactualresultsto be materially
different from any future results, performanceor achievementsexpressedor implied by such forward-looking statements. Greenyard is
providingthe information in this document asof this date and doesnot undertakeanyobligationto updateany forward-lookingstatements
containedin this presentationin light of new information,future eventsor otherwise. Greenyard disclaimsanyliability for statementsmadeor
publishedby third partiesanddoesnot undertakeanyobligationto correctinaccuratedata,information,conclusionsor opinionspublishedby
third partiesin relation to this or anyother pressreleaseissuedby Greenyard.

Glossary- All definitionsareavailablein the Glossaryof the Half Year Report



KEY HIGHLIGHTS HY 2020/2021



KEY FINANCIALHIGHLIGHTSH1 2020 | Executive Summary
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Double-digit
salesgrowth

Fast increasing
adjusted EBITDA

Strongoperating 
cash generation

Improving 
Leverage

ϵ 2.172,6m ϵ 56,6m ϵ 69,6m 3,9x
+10,3% +18,9% ϵ оΣтm LY vs. 7,2x LY and

4,4x MarchΨнл



Clear growth in sales (+10,3%) and adjusted EBITDA (+18,9%)

Increasingly stable profitability

Successful focuson de-riskingGreenyard

Refinancingprocessongoingand on track

Sustainability goinghand in hand with adding economic value

KEY HIGHLIGHTS | HY 2020/2021
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Å New reality.
Å How we deal with it: Guarantee

supply chain in uncertain times
earns trust

Å Positive volume effect in retail 
customer segment, negative 
volume effect in Food Service in 
Long Fresh

Å Ramp-up integrated customer relationships
Å Broadeningcustomer relationships
Å Close cooperation with customerand suppliers 

facilitates findingsolutions
Å Diversified customer   portfolio

Clear growth in sales and adjusted EBITDA in uncertain economic times
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Uncertain
times

Resilience & agility

Å Increased added value services
Å Improved efficiency and cost structure
Å Innovation
Å Correct price for service/product

Sales Adjusted EBITDA + margin

COVID-19

Å Limited salesexposure in each of 
the divisions

Å At least partial natural hedge in 
most exposed division (Frozen)

Å Preparations on track, 
cooperation with customers and
growers

Brexit



Clear growth in sales and adjusted EBITDA in uncertain economic times | 
With its unique combination, the 3 divisions are strengthening each other a.o. by 
cross-supplying services and produce
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Fresh

Ʒ Prepared sauces 
used in Fresh 
meal kits

Ʒ Supply of Fresh apples 
during shortage at 
Prepared

Ʒ Asset-light frozen fruit 
strategy (e.g. Tesco) thanks 
to Fresh grower network

Ʒ Fresh logistic services 
offered to Frozen PL

Ʒ Frozen vegetables used for 
prepared products (e.g.  sauces, 
pea & carrot mixes, etc.)

Current Group synergies
Ʒ Leverage Group expert functions to 

optimiseeconomies of scale
Ʒ Cross-divisional collaboration with 

concrete initiatives
Ʒ Share best practices to make optimal 

use of the extensive knowledge 
available within the Group

Ʒ See examples (within circle right) of 
services/produce which are supplied 
among the divisions

Future Opportunities
Ʒ Cross-divisional strategy and 

collaboration on convenience segment 
Ʒ Shared R&D and new product 

development 
Ʒ Leverage existing Fresh partnerships 

for potential Long Fresh collaborations 
and vice versa

Ʒ Several new ideas on intra division 
supply such as frozen litchi, avocado 
for guacamole sauce, etc.

Ʒ Reduce waste by processing 
rejected fresh fruit in Frozen



Increasingly stable profitabil ity | successful 3 pillar approach
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Revitalisationof commercial 
relationships

Implementation of operational 
excellence

Rationalization of footprint and 
focus on cash management

Long-term relationships

Increased relevance

Action plan loss-making volumes

Innovations at correct price

Group procurement and 
initiation of joint sourcing

Cost discipline

Divestment of non-core 
business

Better asset utilisation

Focus on debtors/creditors

Improved inventory 
management

Embedded in DǊŜŜƴȅŀǊŘΩǎorganisationalculture to ensure continuous improvement &
strengthened organisationwith sharpened corporate governance 

Transport and logistics 
optimisation

Workforce rightsizing

Customer Portfolio Operations Assets



Increasinglystable profitability | New partnerships prove the relevance of the 
integrated partnership model resulting in higher volumes and solid margins
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Pipeline Preparation phase Build phase Fully integrated
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Test, tailor and (re-) build cooperation 
ςgradually build-up the range

Define partnership arrangements, set-
up organization (if applicable) and 

build trust

Often already existing (long-term) 
relationship, but market climate or 
retailer not yet ready to pursue an 

integrated partnership

Scaling up and deepening the range. 
Acceleration in volumes and value 

added services

phases towards 
integrated 

partnerships

Recent shift

���X���¦�ï�ñ�ì�u1 annual uplift in Sales 
thanks to partnership

Large European 
retailers


