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The Coca-Cola Company

Coca-ColaHBC
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Coca-ColaHBC s aleading
bottler of the brands of The Coca-
Cola Company in terms of
volume, with sales of more than 2
billion unit cases. It has a broad
geographic footprint with
operations in 28 countries,
serving a population of
approximately 594 million people.
Coca-Cola HBC offers a diverse
range of non-alcoholic ready to
drink beverages in the sparkling,
juice, water, sport, energy, tea
and coffee categories.

A sustainable
business

Earning the trust of our
communities by

Promoting health and wellness

Minimising our environmental
impact

Benefiting local communities

Developing markets

Recognised
as a leader

Industry leader amongst
beverage companies in
the 2015 Dow Jones
World and Europe
Sustainability Indices

DJSI score

87%

“99-B" rating by the Carbon
Disclosure Project (CDP)

FTSE4Good

vige@

“AAA" Environmental,
Social & Corporate
Governance rating by MSCI

Emerging markets

h’i investor.relations@cchellenic.com

2016 third quarter highlights

Q12016vs.Q1 Total Established Developing Emerging
2015 growth (%) Group markets markets  markets
Volume (1.0) (2.5) (4.2) 1.3
Net sales (1L.9)  (3.6) (23 (0.1)
revenue

NSR/case (0.7) (1.0 2.0 (1.5)
FX-neutral

NSR/case 3.8 (0.3) 3.5 8.1

2016 third quarter highlights

Volume (m unit cases)

Net sales revenue (€m)

NSR / unit case (€)
Comparable EBIT (€m)
Comparable EBIT margin (%)

7.5

Countries included
in the segment

unit cases sold

Population (m)
GDP per capita (US$)

594

10,873

Volume breakdown

Business drivers and strategic

Russia, Italy, Nigeria, Poland, Romania
Greece, Serbiaand Montenegro,
Austria, Ukraine, Hungary

Top 10 countries in order of

Group Established markets
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91

35,282

Greece Austria Other

Austria, Cyprus, Greece, Italy, Northern
Ireland, Republic of Ireland, Switzerland

279 358
1,092 o
294

2.88
99 58
9.0 >

Czech Republic, Croatia, Estonia,
Hungary, Latvia, Lithuania, Poland,
Slovakia, Slovenia

77

13,782

Hungary

themes

Recent developments

Capturing the growth opportunities in
our diverse geographic footprint with
strong emerging market exposure

Addinglocally relevant still brands to
our portfolio

Acquisition of Nepttno Vandenys, UAB,
a water producerin the Baltics

Capitalising on the markets whose
economies are slowly recovering

Restructuring programmes are largely
complete, giving us operational
leverage benefits as volumes grow

Italy returns to growthin 2015 for the
first time in five years

Greece volumes grow for the second
consecutive year

Value-accretive volume strategyin

2014 drove profitable volume
Changingretaillandscape

Restructuring operations to achieve

cost efficiency

EBIT margin continues to expand for
the second consecutive year as a result

of our strategic actions

1,055 1o
2,769 007
2.62 292

220

176
6 4 7.3

Armenia, Belarus, Bosnia and
Herzegovina, Bulgaria, FYROM,
Moldova, Montenegro, Nigeria,
Romania, Russia, Serbia, Ukraine

426

5,143

Nigeria

Good growth prospects offered by the
low consumption per capita and
favourable demographics

Mitigation of FX headwinds

Increasing focus on restructuring
efforts

Following the Group-wide
implementation of SAP, we are setting
up a Shared Service Centre for the
Russian operation

3 November 2016 — This document should be read in conjunction with the 2015 Integrated Annual Report, the June 2016 Investor Day presentation, the 2016 third quarter trading update and the accompanying Forward-Looking Statement disclaimers.

The Group's comparable results exclude restructuring costs, unrealised gains or losses resulting from the mark-to-market valuation of hedging activity and other non-recurring items

Volume trends developed as expected in the quarter
with a 1.0% decline against very tough comparatives
in the prior-year quarter when volumes were boosted
by incremental demand for Water; volume declined by
0.3% in the first nine months

« Established market volumes continued the trend
seenin the first half of the year on much tougher
comparativesin the quarter; the 2.5% volume
decline was driven by Water in Italy and Austria

* Developing market volumes declined in the quarter
by 4.2%, cycling 10.4% growthin the
prior-year quarter

* Volume growthin the Emerging markets was 1.3% -
animprovement on the first-half trend, owing to
continued growthin Nigeriaand Romaniaand a
deceleration in volume declinein Russia

Our focus onrevenue growth management delivered

a 3.8% improvement in revenue per case onan FX-

neutral basis, with better category and package mixin

all segments

* Promotional pressures and adverse channel mix
impacted FX-neutral revenue per case performance
in the Established markets, down 0.3%

« Effective management of promotions and reduced
deflationary pressure drove FX-neutral revenue per
case in the Developing markets segment, up 3.5%,
reversing the negative trend in the first half of the
year

* Price increases taken in Emerging markets drove the
8.1% FX-neutral revenue per case growth,
accelerating our progress compared to the first half
of the year

Performance in the third quarter was as
expected, with lower volume reflecting the
exceptional growth we saw in the third
quarter of 2015. We are pleased with our
commercial initiatives, which delivered an
improvement in currency-neutral net sales
revenue per case. The business is trading well
and we remain confident in meeting our
expectations for the full year.

Dimitris Lois, CEO
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