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wGood morning everyone and thank you for attending our Financial Results Briefing
RSALIAGS e2dzNJ 6dzae AOKSRdz Sad® LQY [ 2aKAY!

oFrom me, you will be briefed on the review of 2016 and its financial summary as well as
business plans for 2017.



|. 2016 Review and summary

of financial results
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Sales status of FY2016 ended Dec (Jan-Dec)

B Jan-Dec accumulative volume was 6.8% positive (including Shikoku CCBC).

< . .
" CCW delivered 3.0% positive volume for Jan-Dec YTD.
©
=< | M Value share grew ahead of the growth of volume share.
[Ref]
2016 Actual el Vs. PY Plan? Vs.Plan
(Unic:K /5, % Diff Diff % Diff DIff %

TOW (excl. Shikok
Pt (exc. Shikoku 221,603 215,048 6,55 3.0 219,751 +1,851 0.8

a

Jan-Sep 170,876 163,120 47,756 +4.8 168,842 2,033 +1.2

Oct-Dec 50,727 51,928 -1,201 2.3 50,909 -182 0.4

T
ic:':l Shikoku CCBC ‘ 241,002} | 225,634‘ +15,364 +6.8| 239,429 +1,573 +0.7
*1 PY actual does nat include actual performances of Shikoku CCBC's *2 Plan refers to values based on performanceforecasts announced on

Jan-Juneresults. Aug 12, 2016

CCW Sales volume trend by month (Vs. PY) CCW Share (Vs. PY)

(%)
Jan-Dec
+10.0 +6.6 +83 +79 (unit: prg)|  VOIUMeE share Value share
: : +3.0% :
/ 2016 OTC markat

+01 ¢ +04

share

Source: Intage (Supermarket, Drug store and Discounter channeks)

-6.5

Jan Feb Mar Apr May June July Aug Sep Oct  Nov Dec

AFirst is on the sales volume.

wSales volume in 2016 closed with positive 6.8% compared with the year earlier. Even
excluding the impact of Shikoku CCBC, the result shows 3.0% positive against last year.

wrhe chart on the screen shows yaarer-year monthly sales volume.
You can see outperformances of prior year in almost all months throughout the year.

wASs to the market share, both volume and value shares grew from last year. Value share
also grew ahead of volume share with positive 0.4 point from prior year. | believe that
you see our achievement of steady growth while raising competitive advantages.



Coca-Cola business
Sales volume by channel
|
) I Positive results of Supermarket and Convenience Store led the overall growth.
- Sales of new products launched as highly value-added commodities contributed.
<
¢ | |l Sales volume of highly profitable Vending finished at the level of prior year.
“
=< - Volume declined along with improvement of unprofitable locations.
- On the other hand, volume contribution from new placement of vending machines exceeded PY.
- A smartphone app “Coke ON” which rolled out in April also began to deliver impacts.
[Ref]
Vs. PY* Vs.Plan”
o 0 -0 e
(Uni: Kc/s, %)) Diff Diff % Diff I Diff%
Supermarket/Drug/Discounter 70,312 +3,489 45.2 +504 +0.7]
Convenience store 29,134 +1,990; +7.3 +678 +2.4
Chain store total 99,446 +5,479 +5.8 +1,181; +1.2
Vending 68,010 -330 -05 -495| -07
Retail 11,240 -160 -14 -2200 -19
Food Service 25,668 +455 +1.8] -47! -0.2
Others 17,237 +1,111 +6.9 +1,432 +9.1
CCW total (excl.Shikoku CCBC) 221,603 6,555 +3.0 +1,851] +0.8)
€CW -+ Shikoku CCBC total | 241,002 [ +15,368) 6.8 +1,573, 407
*1 PY actual does nat include actual performances of Shikoku CCBC's *2 Plan refers to values based on performanceforecasts announced on
Jan-Juneresuls. Aug 12, 2016
4
wh2eg2 tSuQa oul1S F €221 Fu 0KS altsSa @2t d:

win terms of yeaoveryear comparison, Supermarket and Convenience stores closed with
positive volume by 5.2% and 7.3% respectively from the year earlier, driven by the sales
from new launches including higlalue added products.

wMeanwhile, highly profitable Vending remained at the level of last year.
This is attributable to an impact from volume declines of approximately 500, 000 cases
Ff2y3 gAGK AYLINRPOSYSYy(Ga 2F dzyLINPFAGIOF S
AYAOGALFGAGBS G2 SYyKFyOS LINRPFAGIOATAGRED

wOnN the other hand, the volume grew from previous year by approximately 200, 000 cases
thanks to new installations of vending machines and introduction of a smartphone app
G/ 21S hbé¢ GKFEG o0S3IALYy Ay HLINRE fFad &Stk N

wi/ 21S hbé¢ A& NRffSR 2dzi 6AGK cnZnnn @SYR
As the results indicated 3.7 point higher volume per machine with the ones enabled with
G/ 21S hbé¢ O2YLI NBR g6A0GK dokeByea ofddvtn ragg,avéd Sy |
will further scale the deployment this year.



Coca-Cola business
Sales volume by brand
|

) Il Growth of core 8 brands led the overall volume increase (core 8 brands: +5.3%)
M By brand, Coca-Cola brand, Georgia, Ayataka and | Lohas made remarkable contributions
<Coca-Cola, Coca-Cola Zero>

s Rollout of promotions linked with the Rio Olympics and introduction of a limited package
- “ribbon bottle” worked.
<Georgia> Sales of new products such as “Georgia The Premium Bito” contributed.
<Ayataka> "Ayataka Nigorihonoka” which was launched in March contributed.
<| Lohas> New products contributed.
a
[Ref
Vs PY? Vs Plan
2016 Actual T
nitKc/s %) Diff Diff % Diff Diff %
Coca-Cola 15,621 +635 +42 +201) +13|
Coca-Cola Zero 6,880 +402 +6. +171) +2.5|
Fanta 7,842 -62 -0.8| +67| +0.9|
a Georgia 47,103 +1,888: -3 - 265| -0.6|
g Sokenbicha 10,286 +112 +11 -8 -01
W Aquarius 20,054 052'2 4+2.9 +691) +3.6|
Ayataka 19,387 +1,745! +99 +777, +42
| LOHAS 15,862 +1,868' +133 -191} -12
Sub total 143,035 +7,151 +53 +1,444 +10|
Others 38194 1177 -30) -1,118) 8] S MD: Puckugel procts
RTD*’ total 181,229 45,974 +34) +326] +02|2 :;T::;T::::Jf:: ol
Syrup & powder 40,373 +581 +15 +1,525 +3,9|CCBC’s Jan-June resuls.
CCW total (excl Shikoku CCBC) 221,603 46,555 430 41,851 431> Pinarallass 1 wisns basndion
performanceforecasts
announced on Aug 12, 2016
|C£W+Sh|koku CCBCtotal | 241,002 ] +15,368 ‘6.8| I +1, 573{ +0.7| 5

ulNext is on the sales volume by the brand.

win the yearover-year comparison, core 8 brands delivered 5.3% positive volume leading the
overall volume growth.

wBYy the brand, Coe&ola and Coe&ola Zero enjoyed positive volume from the year earlier
owing to largescale promotions linked with the Rie Janeirdlympicsand implementation
of exclusive design bottles.

WDS2NBALFE¢ al ¢ now> LRaAAGADS @2t dzyYS RNAROS
{ dzLISNX I NJ SG F2NJ OF LIidzZNAy 3 yS¢ LRAYydG 2F O
t NBYAdzY . A02¢ AYOINRRdIdzOSR G2 (GKS 3aANRgAY3
! &Frdlr{1lra FAYAAKSR A
STF2NIa G2 NBAYTF2N
GbAI2NAK2Yy 21 £

GAOGK dddgr LI2aAdA
DS O02YLISGAGADBS I ROl Yy(l :

oa G2 bL [2KlFaaz AG O2y i A-digizfsoin thé greviBuS year.d S |
t I NOAOdzZE F NI & GKS FtlF@2N gl GSNI 2F aL [ 2KI
YR aL [2KIF& blaKAé O2yiNRO6dziSR G2 GUKS &l

wWith that, | would like to finish my briefing on the sales volume status.



Consolidated
Financial results of FY2016 ended Dec (Jan-Dec) -Consolidated
|
B Consolidated operating profit closed at 21.1 Billion JPY. (+6.8 Billion JPY Vs. PY)
B On the other hand, Current net profits resulted in 5.2 BillionJPY. (-4.7 Billion JPY Vs. PY)
- 6.7 Billion JPY was booked as extraordinary loss from impairment of goodwill we executed pertaining
to the field of FOSHU out of Healthcare & skincare business.
(unit: MM IPY, %)
Vs.PY Vs.Plan
2016 Actual py*t T Plan”
Diff | Diff% Diff Diff %
Revenue 460,455 440,476 +19,979! +4.5 460,200 +255 +0.1
Coca-Cola Business 428,394 407,635| +20, 758; +5.1 425,600 +2,794 +0.7
Healthcare & Skincare 32,061 32,840 778 -2.4 34,600 -2,538 -73
Business
Gross prorfit 238,611 223,951 +14,659] +6.5 239,800 -1,188 -05
Operating income 21,143 14,262 +6.581; +48.3 20,500, +643 +3.1
Coca-Cola Business 18,369 11,209 +7,159, +63.9 17,100 +1,269 +7.4)
feslthere 8 skner 2,774 3,052 277 9.1 3,400 625 184
Ordinary profit 20,602 13,723 +6,879 +50.1 18,800 +1,802 +96
Currentnet income
(attributable to 5,245 9,970 -4,725 -47.4] 10,800 -5,554 A51.4
shareholders)
*1PY actual does nat include actual performances of Shikoku *2 Plan refers to values based on performance 6
CCBC's Jan-Juneresuls. forecastsannounced onAug 12, 2016

ol now would like to go over the financial summary of the year 2016 from slide 6.

wW\e booked consolidated revenue at 460.455 billion yen,
operatingprofits at 21.143billion yen,
ordinaryprofits at 20.602 billion yen,
andcurrent net profits at 5.245 billion yen.

«Revenue increased by 19.9 billion yen from the year earlier with Operating profits also
rose by 6.8 billion yen from the previous year.

wNote that the current net profit decreases from the previous year by 4.7 billion yen are
primarily due to extraordinary profits of 8.3 billion yen booked from gain on negative
goodwill associated with making Shikoku CCBC a winihed subsidiary in 2015 as well
as extraordinary losses of 6.7 billion yen recorded at the end of 2016 for impairment of
goodwill relating to FOSHU field in the healthcare & skincare business.



Consolidated
Financial results of FY2016 ended Dec (Jan-Dec)- key drivers of OP growth (Vs. PY)
|

Coca-Cola businessraised operating profits by 7.1 billion JPY from prior year. In addition to
marginal profitincreases of 1.5 billion JPY driven by volume growth in Chain store, there
was a profit contribution of 2.7 billion JPY by the increase of revenue per case. Furthermore,
SCM impacts in productivity enhancement and cost reductions including depreciation of
sales equipment contributed to the growth of operating profits. Healthcare & Skincare
business lost operating profits by 270 MM JPY Vs. PY along with sales decline of FOSHU
products after September.

Healthcare &
Skincare
business

(Unit: 000 MM
IPY)

Other cost
reductions

Impact from
Revenue per
case

Promotional
cost increases

SCM impacts

A13
Impact from + 27

volume

growth

I+15

42 Coca-Cola business (+715s) :
N — (Excl. impacts from changing service life of sales equipment +18.7) *

PY Actual* * PY actual does notindude actual peformances of 2016 Actual -

Shikoku CCBC's Jan-June resuks. I

wr'he chart on page 7 shows drivers of operating profits against the previous year.

wCocaCola business increased marginal profits by 1.5 billion yen from last year
contributed by volume growth in Chain store. Revenue per case also jumped from the
year earlier with 2.7 positive growth, indicating visible impacts of RGM initiatives in
Supermarket.

wWhile promotional costs rose by 1.3 billion yen from last year, profits were generated
exceeding the increase with volume and fmaise revenue growth.

wSCM achieved cost saving as well through productivity enhancement initiatives, despite
increases of production and logistic costs along with sales volume growth.

wFurthermore, cost reductions from the impact of changing service life of sales equipment
and other factors helped operating profits to increase by 7.1 billion yen from last year.

wAIso note that operating profits were up by 1.8 billion yen from last year even excluding
the impact of changing service life of sales equipment.

wHealthcare & skincare business in total kept losses of operating profits to 270 million yen
against prior year with good sales of highly profitable skincare products, despite 700
millionyenyeaover& S NJ RSOt AySa 2F bALILRY { dzZLL) SY
decreased sales of FOSHU products.

wAs a result, we closed consolidated operating profits at 21.1 billion yen, up by 6.8 billion
yen from the year earlier.

wrhese are the performances of 2016.



[I. 2017 Business Plan

wNow, | would like to talk about plans for 2017.



Consolidated
2017 Business Plan we disclose this time

M The performance plan we disclose this time is an estimate which does not reflect a business
integration with Coca-Cola East Japan Co., Ltd. (CCEJ).

M Plans for a new company “Coca-Cola Bottlers Japan Inc. (CCBJI)” is under developmentin
Integration Preparation Committee and scheduled to be announced in or after April.

Jan Feb Mar Apr May June July Aug Sep Oct Nov Dec

This
disclosure
Estimation not
incorporating

the business
integration

CCBJI CCW (Jan-Dec)

To be
[disclosed ] CCEJ (Apr-Dec)
after April Synergies (Apr-Dec)

WAt first, let me give you some comments on the assumptions behind the plans for 2017 we
disclose this time.

wCCW plans to launch a new merger company @uia Bottlers Japan Inc., or CCBJI, as of
April 1, 2017 through a business integration with CGoda East Japan.

wrhe performance plans we disclose this time are annual estimates in the existingGlaca
West group not incorporating the business integration.

wCurrently, IntegratiorSteeringCommittee is considering strategies for synergy creation in
all sorts of fields including Commercial, SCM, Procurement adudot Management.

wSum total of the synergies to be generated from the business integration, annual plans of

CocaCola WestgroupandCetaz t I 9F au WI LI yQa LI Iya TNRBY
the performance plans of CCBJI for this year.

wPlease note that we will announce CCBJI plans once determined after April.

oNow, | will take you through our plans for 2017 from the following slide.



Consolidated
Full-year (Jan-Dec) — Performance Plan (Estimate)
C|
Plan for growth in Revenue, Operating income and Current net income from prior year (not
reflecting the business integration).
Consolidated By business
[Coca-Cola business (CCW+Shikoku)]
(Unit:K c/5, MMUIPY, %)
Unit: MM IPY, %) Vs. PY
2017 Plan
w17Fulbyear | Ve Diff | Diff%
Plan Diff Diff %
Volume 242595 +1 ,55}5i +0.7
Revenue 462,500 +2,044 +0.4
Revenue 428 400 +SE +0.0
Gross profit 242,600 +3,988 +1.7 o |
excly 421,705| 44,145 +1.0
Operating i ncome 22,000 +856 +4.0 ) f
; Operating income 18,500 +130} +0.7
Ordinary profit 20,600 -2 -0.0
Current net income ] [Healthcare & skincare business]
(attributable to 12,500 +7,254] +138.3
shareholders) i [Unit: MM JPY, %)
Vs. PY
Diff Diff %
Revenue 34,100 +2,038 +6.4
Operating 3500| 4725 +26.1
income 10

AHere is a fullyear consolidated performance plan of Ca@ala West group.

e project fulyear consolidated revenue at 462.5 billion yen,
operating profits at 22 billion yen,
ordinary profits at 20.6 billion yen,
and current net profits at 12.5 billion yen which correspond to revenue
increase and 800 million yen increase of operating profits from prior year.

By the business, we forecast yearer-year income and profit gains for both CeCala
and Healthcare & skincare businesses.

wYou will be briefed on strategies by the business from the following slide.
While Takagtakes the part of Coc&ola business later on, | would like to cover
Healthcare & skincare business.



Healthcare & skincare business plan

Healthcare & skincare business

M Plan to deliver operating profit of 3.5 Billion JPY in 2017 (700 MM JPY Vs. PY).

Vs. PY
-600 mm : Sales of Nippon Supplement’s products terminated in Sep last year. New product
FOSHU y
JPY launches scheduled this year.

Healthcare \+900 MM : Expand sales through new product launches and renewal of
& skincare Jpy existing products.

Other >+500 MM : profit gains from less burdens of goodwill amortization.
JPY

[Healthcare & skincare business operating profit] (Unit: 000 MM JPY)

—
40 35 pOEEy

A
30 BXg v 10 2

FOSHU 10 3
> 34

25 30 +4Vs. Less burden of
Healthcare 20 34T BP goodwill
& skincare 45 Vs, amortization
34yr BP 5 // )
3-year Actual 3-year Plan

BP BP

wAs | mentioned earlier, Healthcare & skincare business impaired losses of 6.7 billion yen
from the goodwill relating to FOSHU figltithe end of last year.

of Fad @SIFNXa 2LISNFGAYy3T LINPFAGA NBadzZz 6§SR A
from the target of 3year plan for FOSHU field along with discontinued sales of FOSHU
products.

uHowever, we plan to launch new FOSHU products by the end of this year in a bid to
rebuild the FOSHU field as we believe that this market will continue to grow.
As the first year of the launch, we frontload advertisement costs and for&€dst
million yen deficits of operating profits in the FOSHU field for this year.

«On the other hand, other Healthcare & skincare fields beside FOSHU finished last year
with operating profits at 2.5 billion yen exceeding far beyond the8r target values
with steady sales growth. We plan to attain 3.4 billion yen operating profits for this year
also as we aim to increase profits through continued sales expansion.

wlNote that the burden of goodwill amortization will decrease by 500 million yen from this
year along with impairment of goodwill relating to FOSHU field. By taking this into

F 002dzy i GKS LINP2SOGSR 2LISNY GAYy3 LINPTFAGA
would be 3.5 billion yen, up by 700 million yen yeaer-year.

WAs operating profits of Healthcare & skincare business in total have made progresses
according to the initial plan despite the growth of FOSHU field underperformed the
FadadzYLWiAzy G GKS GAYS vQalA gt & | Oljdzhi NB

11



2017 strategies

Healthcare & skincare business

M Strive to strengthen existing businesses by introducing new products including foods with
functional claim and by reinforcing the home shopping channels.

Home shopping channels

Optimize contents of home
shopping programs and on-
air slots

Healthcare products
Launch new products (with

functional claim)

- Entry to new fields after
identifying market scale and
growth potential

Sarcopenia

New

acquisition

Reinforce web marketing

Expand Aojiru lineup

Kobayashi HMB tablet R
More Enrich contents of

Skincare products UG ENE) member newsletter

LAEN G Revise point system

Expand Cola-rich product lineup

Minute Maid 35411 1
OishiiFruitAojiru 7A~—7%it

Acquisition of new growth

opportunities e
Cultivate new D oW S
businesses jointly [ Drive M&A [ e aical 8 \ Collaborate vtnth
with a venture ' technologies Coca-Cola business
company

12

of SG YS y26 Y208 2y (2 AYyGNRRdAOAYy3 (GKA&a &8

oFirstly on product strategies. For Healthcare products, we will launch new products mainly
with functional claim by identifying promising fields from the perspectives of market scale
and growth potential.
We will introduce a functional claim product in April to sarcopenia market where we can

SELSOG INRSGK & I FANRG NRddzyR® 2SS gAff |
I 2 2 A NHzE ©

of~or skincare products, we will enrich related products of @alaseries which shows steady
sales growth.

uiNext is on channel strategies. We will further upgrade systems and tools of-sbapping as
a key channel in order to enhance repeat rate of existing consumers and drive additional
purchase of new items, on top of acquiring new consumers. To this end, we will make solid
investments as well.

WS gAft fa2 AGNBYy3IOGKSY AYyAOGAILIOGADSE F2NI a
Led by CQ Ventures established last year, we will aggressively move forward new business
development, M&A drive and cultivation of new ingredients and technologies.

w2NBE2OSNE 6S I dzyOKSR daAydziS al AR hAaKARA
round of collaborations with Coe@ola business.

wWVe realized to market a high vahaelded product through a collaboration between the world
leadingCocd 2f I ONFY YR YR vQalAQa AO2YAO O0NJI YR
driving the collaborations this year.

oo GFE1SR Fo2dzi | SIftUGKOFNBE 3 aiAyOFNB 0dzai:
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Consolidated
Q1 (Jan-Mar) — Performance Plan
»
B Aim to deliver Q1 consolidated operating profit of 2.3 billion JPY, up by 100 MM JPY from PY.
Consolidated By business
. [Coca-Cola business (CCW+Shikoku)] Wnit=K efs, MIPY, %)
V. pY Vs. PY
2017Q1Plan 2017Q1Plan
Diff Diff % Diff Diff %
Revenue 99,200 -1,345 1.3 Volume 50,817 +336 +0.7
Operatingincome 2,300 +90 +4.1 Revenue 91,600 -780 -0.8
Ofwhich, revenue |
excludingsales to 90,367 +103 +0.1
otherbottlers
Operating income 1,500 +99 +7.1
[Healthcare & skincare business) (Unit: MM JPY, 5)
Vs. PY
2017 Q1 Plan
Diff Diff %
Revenue 7,600 -565 -6.9
Operati
perating 800 9 1.2
income 13

ulet me now continue with consolidated performance forecasts for the first quarter.

wAs | mentioned earlier that our annual forecast does not take into account the
business integration, the plan for the first quarter you see is a target to aim for as
CocaCola West group that we ensure solid activities for achievement.

wW\e endeavor to gain profits from previous year by setting consolidated operating
profits for the first quarter at 2.3 billion yen.

uBy the business, we aim to increase operating profits in Cmda business by 100
million yen from last year, while forecasting revenue declines-pear-year
reflecting decreased sales to other bottlers and changes in channel mix.

«Note that 0.1% positive revenue as opposed to 0.7% positive volumeoyeayear
is from the impact of channel mix and revenue per case of each channel is projected
to be positive from the year earlier.

oFor Healthcare & skincare business, we will strive to attain operating profits of 800
million yen almost at the same level as last year, while projecting revenue declines
yearover-year incorporating decreased sales of FOSHU products by Nippon
Supplement.

13



Consolidated
Q1 (Jan-Mar) —Factors of Operating profit increase (Vs. PY)
|

Aim to deliver consolidated operating profit of 2.3 billion JPY (+100 MM JPY Vs. PY)

While projecting negative profits of -200 MM JPY from prior year associated with changes of
(ﬂ!ﬁu/est channel mix, strive to deliver steady profit growth with ensured initiatives for per case revenue
improvements and investment efficiencies in each channel.

Aim for positive sales of good performing skincare products, despite our forecast of profit losses
Fa~-44 associated with sales declines of FOSHU products by Nippon Supplements.

Coca-Cola business (+1) (Unit: 000 MM JPY)

Decreases of SCM faictins Cost

romotional i .
: Impact fr ¢ ts et: eieeaes E Healthcare &
* Impact from 'mpactirom _ costsetc. [ +7 7§ T kinare
H Revenue per H

volume

+4 -5 = business
+ fluctuations P

case
— 01—
+3

* Revising the personnel system
* Reorganizingwarehouses etc. 23

(+1)

\—

2016 Jan-Mar 2017 Jan-Mar Plan
Actual 14

wrlhe chart on page 14 shows drivers of operating profits in the first quarter against the
previous year.

wW\e aim for gaining 1.5 billion yen, up by 100 million yen ye@r-year in Coc&ola
business.

uProfits are expected to decrease by 200 million yen from volume declines in the highly
profitable Vending, while forecasting volume growth in Chain store. Even so, we are
going to gain 300 million yen profits through revenue per case improvements.

wmSlIYysgKATSSES 6S AYGSYyR (2 O2yiGAydzS-yeah y @S a i A
plans for this year as well. Costs are expected to increase by 500 million yen for a review
of HR system, restructuring of sales centers with objectives to reduce workload and
operation efficiency and others.

wSetting operating profits of Healthcare & skincare business close to the level of last year,
we aim to attain consolidated profit gains of 2.3 billion yen, up by 100 million yer year
over-year.

wThat ends my briefing on performance forecasts for ogaf I 2 Sad 3INP dzLIQa

ol astly on CCBJI to be launched on April 1, IntegrstiearingCommittee has moved i
F2NBFNR addzRASa 2y [/ /. WLQ& 3INRdzL) 2NBI yAT |
on, making good progress at present. We consider making an announcement to you all at
an appropriate timing.

ol would like to close my briefing here. Thank you very much for listening.

14



lll. Coca-Cola business commercial strategies

15

wGood morning everyond, Qrekagi.
ol will take you through commercial strategies from here on.

15



Coca-Cola business
Volume plan for FY2017 ending Dec (Jan-Dec)
|

H While incorporatingrebound from last year’s good weather, we project positive volume Vs. PY.
— By channel, Supermarket leads overall volume growth.
- By brand, Georgia, Ayatakaand | Lohas make contributions.

Volume plan by channel Volume plan by brand

5. PY
2017Plan
Vs.PY {unit: Kcfs, %) i %
| W7Plmn ] CocarCola 14,990 -639, -a1
unit: X ¢/, %) Diff Diff % I ot S

Coca-ColaZero 6,667 -213] -31
Supermar ket/Dr ug/ Discounter 72,225 +1913 +2.7 Fanta gm0 w507 a7
Convenience store 29241 +107 04 o [Geogia 48,767 1,664 435
£ isokenbicha 10,108 -177 17

Chain store total 101,466 +2,020 +2.0| <
Aquarius 19,2% -758; -3.8
Vending 67,060 -950 -14] Ayatas 20472 +1,085. +56
Retail 11054 .186 17 | Lohas 17,627 41,765 +111
Subtotal 146,376 43,33 +23

Food service 26,156 +488 +1.9]

Other 37,735 -451, -12
Others 17,339 +102 +0.6] RTD* total 184,112 42,882 +16
CCW total (excl.Shikoku CCBC) 223,075 +1,473 0.7 Syrup, powder 38,964 -1,410 -35
CCW total (excl. Shikoku CCBC) 23,075 41,473 <07
ccw +Shikoku CCBC total ‘ 242,595 ‘ +1,593] 40,7| |ccw‘ Shikoku CCBC total 22,55 1,55 a7

* RTD: Packagedproducts

16

AFirstly on volume plans by the channel and the brand for 2017.

A

AR KAES AYyO2NLRNIGAY3 | 0O080ftA0 SFFSOG FNRY
positive volume yeaover-year.

ABy the channel, we expect growth particularly in Super market, Drug store and Discounter. B

iKS oN}YyRsE 6S IINB 32Ay3 (2 SELIYR &alfsSa o
[2KF 4¢ 6KAOK O2y(AydzSR (2 adK2¢g 3I22R LISNF?2
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Coca-Cola business
Basic strategies

T. Enhance pro'lta!|||tv Ey ensure! rem*orcmg existing

business
T Reinforce the existing fields
2/Challenge new markets with customer-centric perspective

JExpand & advance RGM
S T
B Maximize use of KO system’s K&l and reinforce marketing
according to regional characteristics

B strengthen marketing strategies through alliance and M&A
T Establish competitive advantage in the areas of growth

2. Build new growth businesses

6. Drive CSV

@ Enable eco-friendly @
operations.

@ Continuelocal
contribution and
environmental activities

leveragingIT.

3. Advance value chain processes

@ Advance supply process behind growth and implement
new technologies

4. Enable high-quality, low-cost operation structure

@ Re-allocate production and logistic sites according to changes

indemand.

@ Restructure logistic system based on distribution structure
changes.

@ Advance high-quality, low-cost operations

@ Enable less-burden and labor saving operation models.

Q Exgand Elobal grocurement

5. Invest right capital (people, goods, cash)
@ Appropriately allocate business resources based on
research & analysis.
@ Allocate staff appropriately

@ Revisit group organizationalstructure

7. Reinforce organizational capabilities & 8. Improve employee satisfaction
business foundation

Improve asset efficiency

(& Develop & execute capital strategies

(3 Transform operation processes

@) Setup attractive HR system

(2 Enable diverse ways to work/HR
activating full capacity

@ More female advancement

@) Improve FTE capabilities/self-
fulfillment

17

uHere is the basic strategies in the/8ar management plan for Co€aola business.

wAmong these 3 basic strategies for Growth, Efficiency and Structure, | will elaborate you
LINEFAGEFOAE AGES
6LIS2L) Sz F22Ras OF &KV E

2y

G9YKIFyOS

strategies for 2017.

0e

YR a5NA@GS

I { £¢€
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Coca-Cola business
Basic strategies
|
Efficiency
1. Enhance profitability by ensured reinforcing existing g
business 3. Advance value chain processes
T Reinforce the existing fields D ::‘\'Ilatn;iit:ﬁzlyiezrocess behind growth and implement
Zchallenge newmarkets with customer-centric perspective ¢
JExpand & advance RGM 4. Enable high-quality, low-cost operation structure
Transform VM business model @ Re-allocate production and logistic sites according to changes
BMaximize use of KO system’s K& and reinforce marketing indemand.
. . @ Restructure logistic system based on distribution structure
according to regional characteristics changes
®strengthen marketing strategies through alliance and M&A @ Advance high-quality, low-cost operations
(@Establish competitive advantage in the areas of growth @) Enable less-burden and labor saving operation models.
® Expand global procurement
2. Build new growth businesses . 5
8 5. Invest right capital (people, goods, cash)
@ Appropriately allocate business resources based on
research & analysis.
@ Allocate staff appropriately
Structural
6. Drive CSV 7. Reinforce organizational capabilities & 8. Improve employee satisfaction
business foundation @ setupattractive HR system
@ enable eco-friendly improve ;sset efflcg:.y“al Enable divferse waystowork/HR
operations. P egl ctivati 1]
@ Continuelocal L s St female s tctonmnt
contribution and s Improve FTE capabilities/self-
Revisit group organizational structure i
environmental activities 2 BIOUPSYE fulfiliment
18
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Coca-Cola business
Enhance profitability by ensured reinforcing existing business-Strengthen existing fields
|

M Ensure sales methods not depending on prices

Ensure optimum portfolio according to
locations
*Rollout highly value-added/VM-exclusive products

Improve how we offer main brands

*Raise per case revenue of Large PET by
strategically implementing Midi PET of

Aquarius. VM-exclusive products
m " Y
Rai il £ i T
a:;e‘eper@ = gl i ni ‘> fta NI
revenue - = pt . . ‘3 3
— H L-‘ =2 = 2
- o3 u 113

Scale “Coke ON” enable VM

*Activate various initiatives through “Coke ON”

*Control prices of Aquarius during peak & off-
peak seasons.

*Reinforce activities for raising per case
revenue even in NST category (leveraging

[Deployment plan]
Midi PET etc).

50,000 vms

(110,000 in total)

L

[
B
z

-

X¥ )

I
I
I
I
I
I
I
I
I
I
I
I
I
LSLPET 1.25LPET 500mi PET !
= I
I
I
I
I
I
1
I
I
I
I
I
I

A m—
[P

RS
LWy 57 5 958
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Awe will ensure not to depend on selling methods to increase volume by lowering prices, as
I gF@& 2F AONBAYT2NOAy3a GKS SEAadAy3da FASER

Aln Chain store, we implement initiatives to transform how we offer our products in raising
the price point of 2L PET, positioning Aquarius 2L PET as a main package, 1.25L PET as &
entry and a trial package, offering the 1.25L at a new price range as a trigger.

AbKAAE A& |y SEGSyarazy 2F flLad &SINQRa AyAd
with CocaCola brand through deployment of Ce€ala 1.5L PET as a main package and 1L
PET as an entry package.

Awe also continue to reinforce price control of highly seasonal Aquarius duringseeakn
and offseason as it succeeded in raising per case revenue last year.

AEven in norsugar tea category, we endeavor to rationalize retail prices throughout the year
mainly with largesize package by bolstering activities to increase per case revenue.

Aln Vending on the other hand, we are going to respond to consumer needs by extending
product lineup through deployment of high vakaelded and vending exclusive products as
well as by launching portfolio suitable for various locations.

ARRAGAZY Itttz 6S Attt 62N)] 2y SELI yRAY3

last year with 60,000 units. As tled Year, we scale with another 50,000 machines this
year to enable 110,000 units in total from last year.
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Coca-Cola business
Enhance profitability by ensured reinforcing existing business-Strengthen existing fields
|

M Expand more valuable PoC by taking advantage of new products and sales equipment.

Expand regular (handling # of) products

Capture prime locations (new placement)

Maintain Expand coverage of productsin
coverage of key + growth categories # of new VM placement Sales v::::";;er
products (SSD( NST ( Water

wrey +19,500 vry +12%

Capture PoC (expand sales spaces)
*Reinforce activities at work with high potential
(leading key accounts)

«Strengthen relationship with customers
headquartered in metropolitan area in
collaboration with Coca-Cola East Japan.

*Sharpen targeting by taking advantage of
external data.

Checkout section Deli section Liquor section

Gain sales in low share market

1
I
1
[
[
1
1
I
I
I
1
I
I
I
I
I
I
[
[ *Investments on vending
1

1

1

[

I

AR L 2 machines # of brewed coffee
S : # of new machine machine
£ -_5 (2 g ’ implementation implementation
Bottle coffee Lactic Juice Tea 301000 1’500

W d FY2U0KSNIAYAGAFGAGS (G2 NBAYT2NDS (KS SE
LINP RdzOG &aé¢> &GOl LIWadzZNAyYy 3 t2/ ¢ YR a3aFAYyAYy3d &
GSELI YRAY3I Gl fdadofS t2/ (KNRdAK STFFSOGAGS

WC2NJ GSELI yRAY3I NB3IdzZf | NI LINPRAzZOG &4 6S o6Af €

ddzOK |a Fdzy QlAz2ylt Of FAY ¥F232d@ NIVIRB I Gh {IIYIR
while maintaining coverage of key products.

«C2NJ &OF LI dzZNA y 3 t-Satesspaces Beusing dnfsect®ris wikh Yiigh sdles
OF LI 6 AfAGASEAE adzOK a &/ KSO12dziéxr a5StAg |

WC2NJ a3dFAYyAYy3 alftSa Ay t2¢ akKINB YIFINJSGes
not offered our products nor captured our share in a market already exists.

oy *SYRAY3IASZ ¢S INBE I2Ay3 G2 aOl LG dzZNBE LINRY
wWhile reinforcing new placement activities for high potential at work and major corporations,
we will strive to strengthen relations with customers headquartered in the metropolitan area

in collaborations with Coe@ola East Japan.

wFor targeting, we leverage external data that would lead to reinforcement of new placement
and introduce 30,000 new vending machines and 1,500 brewed coffee machines.
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Coca-Cola business
Enhance profitability by ensured reinforcement of the existing-Challenge new markets with customer-centric
erspective o

M Introduce high revenue per case, high value-added products.

- om ]
y ,l'., 727 P

Existing products High viiFadded Brand in total

products
T ) Add higher Enhance overall
Maintain/raise revenue per revenue per case and
revenue per case and profits profits
case on top

=3
=8 CCW area-exclusive Functionalclaim CCW area-exclusive FOSHU
m - 03
(1] a =
Sligee (Launch on Dec 12 ‘Launch on Jan 30 «Launch on Feb 13 g Launchon Mar 27
oS A P
=ac ~
24 Minute Maid [0 p...
c 3o '”(‘;_eh_. g £ Karadameguricha | Lohas fagd Coca-Cola
= ishii a ==
Z 3 S pie 4 Advance &% Amaou ! Plus
3 j FruitAojiry (410ml PET) -1 (500ml PET)
Do (190ml CAN) » (350m! PET) —

e -

WSEGT L 62dd R ftA1S (G2 ONRST &2dz 2géntrg dzNJ ¢
LISNE LISOUA @S¢ @

wIn addition to maintaining and raising per case revenue of existing products, we will
increase per case revenue and profits of brands in total by introducing products with
high unit price and value addition where consumer needs are growing.

WS 2FFSN) daAydziS al AR hAaKAA CNHzAGa ! 22
GAOK vQalA fl1ad 5SOSYOSNI A | LINRPRdAzOG 2-
per CAN, focusing on indoor vending machines.

wrl'he postlaunch status after approximately 2 months shows good trend of volume with
about 8,000 vending machines deployed, exceeding the plan already in the number of
GSYRAY3I AyaillttlraArazyd 2SS gatft O2yGAydzsS
greater profits.

win addition, we will take on a challenge to gain profitable share gains in new markets by
enriching product lineup with high unit price and value addition such as
GYF NI RIFYSIdzNAOKI ! RGIFIyOSe Ay W ydodE> al
tfdzaé Ay al NOK GKAA& &SI N
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L Coca-Cola business

Enhance profitability by ensured reinforcing existing business-Expand & evolve RGM

B Newly set and operate “Average per case guard rail”.

Set “Average per case guard rail” by combining the 3 elements

Key brands
Coca-Cola Key packages

Aquarius 1.5LPET

Customers” scale
of sales
Ayataka 2.0LPET
Sokenbicha 500mIPET

I Lohas

Customers with
certain level of scale
or higher

Average per case guard rail

Guard rail

ased Jad anuanay

Q1 Q2 Q3 Q4

22

A

w2 tSG YS IAGS e2dz 42YS RSGlIAfta 2y aS|

«RGM is abbreviation of Revenue Growth Management and initiatives to expand profits
through revenue growth ahead of volume.

WS 62N]J SR 2y
NF}Af Fa 0GKS f

N C
= R
u» >
ax

AYAGAFGAGS 06& LINBY2UGA:
G OIFL) 2F o6K2fSal S LINA

Qx

odQa FLFIANI G2 aleée GKIFIG GKAA AYAGAFGAGS K|
compliance with our negotiating customers.

wAs issues also remained with complexity in conducting sales management by the
promotional type per customer and with activity assessment on the monthly basis
while we worked on enhancing revenue per case through improvement of mix by the
promotional type such as regular, discount and deep discount as a price guideline, we
are now going to work on this initiative by advancing the contents of management
indicators to match with the reality of sales, that is, from promotiebased
configuration to average per case revenue and from monthly tracking to quarterly, as
well as newly setting average per case guardrail.

wlo be specific, we are going to operate this idea by setting quarterly average lower
fAYAG o0& O2YO0AYyAy3ad aalfsSa aortsS 2F Odzli

wWVe aim to have success in raising both per case revenue and share through this
initiative.
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Coca-Cola business

Basic strategies

1. Enhance profitability by ensured reinforcing existing
business
T Reinforce the existing fields
Zchallenge newmarkets with customer-centric perspective
SExpand & advance RGM
Z'Transform VM business model
BMaximize use of KO system’s K& and reinforce marketing
according to regional characteristics
®strengthen marketing strategies through alliance and M&A
(@ establish competitive advantage in the areas of growth

3. Advance value chain processes
@ Advance supply process behind growth and implement
new technologies

4. Enable high-quality, low-cost operation structure
@ Re-allocate production and logistic sites according to changes
indemand.
@ Restructure logistic system based on distribution structure
changes.
@ Advance high-quality, low-cost operations
@) Enable less-burden and labor saving operation models.

2. Build new growth businesses

5. Invest right capital (people, goods, cash)
@ Appropriately allocate business resources based on
research & analysis.
@ Allocate staff appropriately

Structural

7. Reinforce organizational capabilities & 8. Improve employee satisfaction

6. Drive CSV § :
business foundation @ setupattractive HR system
@ Enable eco-friendly Improve asset efficiency Enable diverse ways towork/HR
operations. Develop capital eg! activating full capacity
@ continuelocal E::::Z::;‘I’_I?e’a"m Foses - More female advancement
% I iliti =
contributionand @) Revisit group organizationalstructure fm%'iﬁ::::s SRR

environmental activities

23

(Vo))

EG Aa 2y aLy@SadAay3a NARIAKG OF LIAGL €
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Coca-Cola business
Invest right capital (people, goods, cash)
|

M Enhance investment efficiency of promotional costs and sales equipment.

Conduct promotions being conscious of ROI

Improve unprofitable locations

*Make investments to urge customers to take
initiatives (volume, revenue achievement
conditions/coverage etc).

CAN CVM Paper pack

Sulgject
improve ~ 83,800VM |  4,580VM | 2,450 VM

ment |

* Make investments to encourage consumers to
purchase (non-price
promotions/coupons/events).

1
1
1
I
I
I
I
1
1
1
: 2017
* Make investments to areas with high growth : 18,500 vM | 3,360 vm 640 vm
|
1
[
1
[
[
[
I
I
1
1
|
1

(categories etc).

# of VM withdrawal |
2015 actual

22,500 sione|

15,500

MImprove unprofitable trade deals
- Promotional costs, commissions etc.
*Target # of deals (agreements to be
updated this year): 171

un Chain store, we are going to plan and conduct promotions by clearly identifying return

2y Ay@SadySyida FTNRY (GKS o LISNBLISOGAGSa
Odza 12 YSNR G2 0GF1S AYyAUGALFGA@GSaés a2 SyO:
KAIK INRGgUOKED

wAS a contract renewal cycle with customers ends in 3 years for Vending, we thoroughly
worked on improving profitability with the 3 year span from 2015 as one of the
milestones.

uSince this year marks tt8¥d Year, we are going to conduct withdrawal of 22,500

unprofitable vending machines and improve conditions of unprofitable deals scheduled
for contract renewal this year as a turning point.
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Coca-Cola business

Basic strategies

1. Enhance profitability by ensured reinforcing existing
business
T Reinforce the existing fields
Zchallenge newmarkets with customer-centric perspective
SExpand & advance RGM
Z'Transform VM business model
BMaximize use of KO system’s K& and reinforce marketing
according to regional characteristics
®strengthen marketing strategies through alliance and M&A
(@ establish competitive advantage in the areas of growth

2. Build new growth businesses

3. Advance value chain processes
@ Advance supply process behind growth and implement
new technologies

4. Enable high-quality, low-cost operation structure

@ Re-allocate production and logistic sites according to changes
indemand.

@ Restructure logistic system based on distribution structure
changes.

@ Advance high-quality, low-cost operations

@) Enable less-burden and labor saving operation models.

® Expand global procurement

5. Invest right capital (people, goods, cash)

@ Appropriately allocate business resources based on
research & analysis.
@ Allocate staff appropriately

6. Drive CSV 7. Reinforce organizational capabilities & 8. Improve employee satisfaction

o business foundqtgon @ setupattractive HR system
Enable eco-friendly Impr?ve asset efficiency Enable diverse ways to work/HR
operations. D p& capital strateg activating full capacity

@ Ccontinuelocal E::::Z::;‘I’_I?e’a"m Foses - More female advanoeme/nt
contributionand 5 Improve FTE capabilities/self-

Revisit izationalstruct i

environmental activities S RISy copmi st al e fulfiliment
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Coca-Cola business
Drive CSV (Creating Shared Value)
|

B Conduct activities with “Health”, “Environment” and “Communities” as priority tasks of CSV.
Priority tasks in CSV Sales activities

Food shortages * Extension of product lineup and
' sales expansion of FOSHU

=
. and functionally claimed &a;
foods éu -

Health Aging measures

Minimization of life
style diseases

Water source
protection

*Promotion of energy-
Actions against global .
i saving and HFC-free sales

Prevention of | equipment
resource depletion |

Activation of local

communities ° ch"dren's
Communi-  Healthy development‘ 110 Hotline

H of youth
L L ' *Watching VM =F

Promotion of sports

wCSV is short for Creating Shared Value and means common value creation, that is, to bot
solve social issues and achieve company growth.

Wl SFEUGKESZ GIOYDBANRYYSYyUé YR G/ 2YYdzyAUGASE
WAS sQecific sales activities in line with the 3 priorities, we are going to work on 4 areas of
GOEUdSYyaArzy 2F LINBRdZOUG fAySddl FyR abfSa ¢
F22R&a¢3 a4t NP BaidgaadHFRNE $ yHOINBRa Sl dzA LIYSyY § ¢
l 20f AYySé FTYR a2 00KAY3 +aé¢d

W 62dA R tA1S (G2 Stlro2NIGS &2dz 2y a2t (i OKA
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Coca-Cola business
Drive CSV (Creating Shared Value)
»

H Contribute to local communities & society by fusing VM with new technologies.

“CokeOn” enabled vending machines New technology

Next generation marketing platform using
Beacon developed by unerry

1 3
I 18 &
ke
Optimize portfolio based on ~ Contribute to activating

consumer behavior data economies of local
communities via

information distribution
business

+ BeaconBank

Watching vending machines

1 3
Behavior |
record info |

v

Firms and local organizations

(@R 7

_
- .
i
_ e
& »

eeveses

Leverage for residents’ safety

Create a community where peoplecan live

]
safely e

oada L KIFS FEtNBIFRe YSYGA2ySRE OdzZNNByiafte g
hbée SylofSR @SYRAYy3 YIOKAySao

A business alliance is concluded between CQ Ventures invested b Glacé/est Group
withanextASY SNI A2y YIFENJSGAYy3a O2YLI yeé& a! ySNNE
YyS¢ @ItdzSa G2 GdKAa a/21S hbé¢ SyloftSR @Sy

aUnerry develops and operatesanéktSy SN} G A2y LX F GF2N¥ OFftS
dziAf AT Sa | 6SI02y AyaidlrtftSR 2y a/21S hbé

uBeacon is a system that realizes data communications with extremely low power between
beacon terminals and smartphones using Bluetooth and currently utilized by various
companies and organizations.

W AOK GKAA a.SFO2y olyl¢e GKIFIOG Ftft26a YLyl
and organizations on a single platform, we have conducted studies to lead the use of this
Beacon bank connecting with consumers, society and vending machines to create new
value propositions.

GhyS 2F GKS AYyAGAFGAGSa Aa a2 00OKAY3a +xatéd

Wrhis is to take advantage of vending machines by installing a camera function or leveraging
Bluetooth to track movements of children or elderly as a safety measure for residents by
O2NLIR2 NI GA2ya 2NJ 20t 2NBIYAIFTGA2yad 2S5 |
enabled vending machines that would address challenges of local communities and society

wWWNe wish to make Coedola West indispensable to society by connecting our activities to
address social issues.

ol would like to close my briefing here.
wrhank you for listening.
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Financial results of FY2016 ended Dec (Jan-Dec) -Key drivers (Vs. PY)

(unr:100MM 3PY)

PY Actual* 2016 Actual Diff Key drivers Diff
« Coca-Cola Business (CCW +Shikoku CCBC) 42075
Revenue 4,404 4,604 +199
*Healthcare & Skincare Business -7.7
N « Coca-Cola Business (CCW +Shikoku CCBC) +154.0
Gross profit 2,239 2,386 +146 5 E
= Healthcare & Skincare Business -74
= Increase of SGRA Expenses 777
+Coca-Col a Business (CCW <+ Shikoku CCBC) -824
i<Key drivers>
i
i Increaseof labor costs -536
: Increase of promotion/advertising costs -30.0
Operating income 142 211 +68 1 Increase of sales commissions -13.0
| Decrease of sales equipment costs +18
! y .
| Increase of operation outsourcing costs -286
1 Increase of repair costs 48
| Decrease of depreciation costs +59.1
«Healthcare & Skincare Business 46
Ordinary profit 137 206 +68
*Decrease of extraordinary profits (gain on negative 704
goodwill etc) :
Currentnetincome " ” "
= Increase of extraordinary losses (due to impairment
(attributable to 99 52 47 . 235
loss of goodwill, losses from disaster etc)
shareholders)
« Corporate tax 216

*PY actual does notindude actual performances of
Shikoku CCBC's Jan-June resuks.

29

29



Financial results of FY2016 ended Dec (Jan-Dec) -Key drivers (Vs. Plan)

(uniz:100MM IPY)
Plan*® 2016 Actual Diff Key drivers Diff
=Coca-Cola Business (CCW +Shikoku CCBC) +27.9
Revenue 4,602 4,604 +2
~Healthcare & Skincare Business -25.3
=Coca-Cola Business (CCW +Shikoku CCBC) +11.9
Gross profit 2,398 2,386 -11
+Healthcare & Skincare Business -23.8
=Decrease of SG&A Expenses +18.3
=Coca-Cola Business (CCW <+ Shikoku CCBC) 4.7
<Key drivers>
Increase of labor costs -4.9
Operating income 205 211 +6 Decrease of promotion/a dvertising costs +1.0
Decreaseof sales commissions +3.6
Increase of repair costs -1.7
Decrease of depreciation costs +1.1
*Healthcare & Skincare Business +17.5
Ordinary profit 188 206 +18
*Increase of extraordinary profits (gain on sales of 13
Current net fixed assets etc) )
income + Increase of extraordinary losses (due to impairment
. 108 52 -55 . -83.2
(attributable to loss of goodwill etc)
shareholders)
*Corporatetax etc -2.0
*Plant parformanca for
Aug12, 2016
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Financial results of Q4 (Oct-Dec)

=
(Unit: MM IPY, %
Vs.PY Vs.Plan
2016 Q4 Actual 2015 Q4 Actual Plan”
Diff Diff % Diff Diff %
Revenue 106, 745| 110,814 -4,069 -3.7 108,900 -2,154) -2.0
Coca-Cola Business 99,132 102,372 -3,239 -3.2 99,700 -567| -0.6]
Healthcare &  Skincare 7,612 8,442 829 5.8 5,200 1,587 17.3
Business
Gross prorfit 55,113 56,436 -1,322 2.3 56,800 -1,686) -3.0
Operating income 2,117 2,754 -636 -23.1 2,300 -182| -7.9)
Coca-Cola Business 1,859 1,840 +19! +1.1 1,600 +259| +16.2|
Healthcare &  Skincare 27 014 &6 718 700 a2 6.2
Business
Ordinary profit 2,281 2,429 -147, 6.1 1,200 +1,081 +90.2|
Currentnet income

(attributable to -5,382) -4,376 -1,005 - 500 -5,882 -

shareholders)

*Plan refersto: perfor
on Aug 12, 2016.
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Trend of OTC market share (excl. VM)

= Values outside the graph show year-over-year differences.

*Along with changes in data aggregation targets by the research company, 2015 Q4 Actual was retroactively revised.

[
100% (Unit: %, pts)
317 315 330 323 321
Company D

— 20 83 77 7h 85 +0.5
pany 99 a7 103 107 102 +0.3
Emeanyl 109 11.0 11.1 115 113 |04
mpany 16.2 16.3 154 154 163 +0.1
ccw 23.3 l 23. . 22. 22. 27

2015Q4 Q1 Q2 Q3 2016 Q4

(Source: Intage)
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2016 (Jan — Dec) — Mix by brand/channel

|
2015° 2016
Others
1LOHAS || 35% 29% 28% | |
- =
= [ — 7%
Y = 4%
2 0% | ()
32%
21% 31%

Coca-ColaZero

B cocs cois Tl

Sales Vol. Revenue Gross profit

Gross profit Sales Vol.

Sales Vol. Revenue
* Due to some changes in saleschannelcategories PY actual isretroactively revised

Revenue

Gross profit

33



Q4 (Oct — Dec) — Mix by brand/channel

2015° 2016
Others
29% 29%
I LOHAS L | 355 n
‘ 7% 7%
@ . |
2 % 4%
35%
Coca-_CuIaZem ! | 23% 35% ||
I coca-cota Tl
Sales Vol. Revenue Gross profit
Sales Vol. Revenue Gross profit : Sales Vol. Revenue Gross profit 34

* Due to some changes in saleschannelcategories PY actual isretroactively revised
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Sales update on vending machines by segment

Vending m:

line full service

[ccw area]
Vs. PY (%)
Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Total

Atwork (officeetc) -22 -1.4 -13 4 +06 -3.8 0.7 54 -1.0
Atwork (plantetc) -1.4 -2.8 +6.0 +038 4.7 028 4.7 -09
Mass retailers -2.9 +19 *36 .“—1.6 -2.6. -23 57 16
Transportation +0.6. +5.2 +.3 +06
school 133 s8] em3] s
Leisurefacilities ¥ -2.0 43
Pachinko Y T o8 =8| 45| s
Sports facilities -10 -4.0 +8.2 0.7 -36 -38 -0.2
;a;“pl:a |s &1.1 o *a‘; o o ;‘2.. o
Accommaodations -19 -45 -5.2 -2.9 0.6 .4 -20 -1.3 -4.0 -33 -1.7
Other (indoor) 0238 -38 0.6 +3.6 +7.3 -16 4.6 -25 6.7 -08
Qutdoor 426 -39 -2.1 +43 455 -19 4.8 -12 -5.1 -0.7

Total 0.1 -23 -1.9 +15 .7 -09 -3.4 -19 53 -1.0
*SalesVolume per vending machine
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