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Introduction to the Contract Food Business

* “Institutional” food catering business
History goes back to the end of the WWI

Workers had to eat at work
* Worth around £150 Billion (€169 Billion)

* Only around 45% currently outsourced
That means £68 Billion (€77 Billion) market

The others are being self-operated
* Growing at about 5% annually
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Compass Group

* United Kingdom-based global firm, founded in 1941

* 2008 Sales of £11 Billion (€12.4 Billion, 16.1% of market share)

* Presents in 55 countries all over the world with more than 388,000
employees

* Serves over 4 billion meals in more than 4000 locations
* Organic Revenue Growth rate is 5.9%
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Brands
Compass Group Worldwide
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Different Sectors

Business & Industry

Fine Dining

Education

Healthcare & Senior

Sports & Leisure

Defence, Offshore
& Remote
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Sector Revenue Contribution
Compass Group Worldwide in 2008

oort & Leisure

Business & Industr
449,

Education
14%

Healthcare & Senior
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Geographic Revenue Contribution
Compass Group Worldwide in 2008

, : | North America
Uhited Kingdom 240%

Continental Europe
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French Market Invasion
Through M&A of French Businesses

Compass Group Eurest France
Factory Canteens Ltd Formed Acquired

founded 1995 | 1998

._l—_' __’I

1041 1987 1996

Eurest International
Acquired from Accord Group

SHRM
(Services d'Hotellerie, de Restauration,
et de Management) Acquired
and formed Compass Group France
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French Market Invasion

Major Two Competitors were based in France.
Sodexo (Societé d’Exploitation Hoteliére), Elior

Brand Power of the Eurest was strong.
Over 50 years of history, and global presence since 1970s

Where the food was areligion.
Symbolic meaning for the group to enter the market
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Compass Group France Performance

* £1.105 Billion Revenue in 2008

7% of entire group revenue in 2008, #3 in local market after Sodexho, Elior,
which depends on each sectors, but generally

* 15,625 employees and 2,500 restaurants
* Serving 1 million consumers each day, 190 Million meals served annually

* Revenue by sectors
Business & Industry (50%)

Education (25%)
Healthcare & Seniors (25%)
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Major Market Characteristics

» Strong presence of top major worldwide competitors

| ack of business in Defence and Remote Site Sector

French defence market is not widely public, so it's hard to access for private
corporations.

* Lack of business in Sport & Leisure Sector

Only operating in the “Stade de France” but its sporting business for the
company is very limited and not so developed.

* Dominant Three Brands
Eurest, for Business & Industry Sector

Medirest, for Health & Senior Sector
Scolarest, for Education Sector
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Constraints & Adaptations

Contract Food Service Business in France

They had to be...

Locally B2B Complying Labour

Responsive Business Regulations Intensive
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Constraints & Adaptations

Locally B2B Complying

Responsive Business Regulations

ney entered the market by M&A of two big French firms
ney gave high power to local management without

pushing group values
Language-wise, it's always French
They had to adapt themselves into French Culture

Satisfieo

“food-experts”

Put qua

ity over profit with long-term perspective

More ori

ented to full-meals, less sandwich-oriented

Labour

Intensive
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Constraints & Adaptations

B2B

Business

They used local personnels who have networks
Especially in Education sector
They needed to know how the business worked
They operated in “contract-based” way
Mostly pre-set price range
Limited access to restaurants
Corporate Subsidy
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Constraints & Adaptations

Complying

Regulations

hey had to guarantee traceability
Safety requirements (GMO, Hormone)
ransparency requirements

-rench Labelling

ngredient Listing
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Constraints & Adaptations

Labour

Intensive

44% of cost is labor cost
Hard to hire
Hard to fire
ot flexible work force

hey're one of the few industries that
re most of foriegn workers
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Opportunities

French food service sector grows 6% per year
Institutional catering sector expected to grow 4.5% per year until 2010

Contract food service sector is less affected by economic crisis
Compass Group has low fixed-cost, and it increased like-for-like revenue last year

Geographic advantages in central europe
Tariffs and transportation costs relatively cheap for imported products

Healthcare & Senior Sector expects to grow
20% of population is over 60

French people spent less time to prepare and consume meals
«Je suis presse, vite alors!» (I'm busy-quickly, please!)
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Challenges

Commercial restaurants will benefit from VAT change from 19.6% to 5.5%
Actual impact to the restaurant is expected to be 5.7% of price decrease

“We always need workers.”
Lack of labour force for the catering industry

Non-EU suppliers face stiff challenges
EU products supply high proportion of French food and beverage needs

Never say “we know how to cook.” in France
Hard to satisfy French consumers' tastes and expectations at moderate prices
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Advices
“Think Globally, Act Locally.”

“You cannot sell British food in France, but we sell continental food in Japan.”

“French consumers demand quality, healthy, innovative products.”

“Profitability more depends on your business mix, not on the country.”

“Unlike high-tech business, food business is about people with know-hows.”
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Information

Marc Chavand

Responsable du Service Juridique
Telephone: (33) 017661 1378

Email: marc.chevand@compass-group.fr

Bertrand Vinot

Directeur Financier
Telephone: (33) 01 76 61 05 12

Email: bertrand.vinot@compass-group.fr
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Project Team

Minsuk Han

hanminsuk@me.com +82-10-8965-6629

Hyundai Hometown 113-1201, Mullaedong 3ga 94 Youngdeungpogu, Seoul, 150943, Korea

+33-6-4802-4301
Residence HEC C-34, 1 rue de la Liberation, Jouy-en-Josas, 78351, France

Santiago Villegas

santivillegas@gmail.com +54-114802-8700
Avenida Libertador 2330 7B, Postal Code 1425, Buenos Aires, Argentina

+33-6-4624-8906
Residence HEC B211, 1 rue de la Liberation, Jouy-en-Josas, 78351, France

Maria Gandara Villanueva

maria_snena@hotmail.com +34-91373-6075
Lopez Puigcerver 10, Postal Code 28035, Madrid, Spain

+33-6-4802-4301
Residence HEC C-21, 1 rue de la Liberation, Jouy-en-Josas, 78351, France
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