2019 saw a return to stability but are you
ready for the turbulence that is yet to come?

1. 2019 was a year of stability, with the industry moving in the right direction

on most metrics
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2. In this period there were a number of players that stood out from the crowd
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3. However, 2020 and the year ahead hold significant uncertainty with the
twin factors of continued Covid disruption and potential for a bumpy Brexit

Impact of Covid - A recession accompanied by a set of
macro changes to consumer and customer behaviours that
are likely to persist into the mid-term.
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Potential impact of Brexit - Potential for cost inflation due
to tariffs and currency fluctuation and uncertainty for exports,
depending on what deal is negotiated.

NO DEAL BREXIT TARIFFS ON FOOD IMPORTS FROM
THE EU (%)

Cheddar cheese I

57%

94 .
- Beef mince I n 48%
90 L |
22 Cucumbers m 16%

1
84 1
82 Lettuce 10%
80 1
78 !
76 Average 20%
Q42019 Q12020 Q22020 Q32020 Q42020 Q12021 Q22021 Q32021 Q42021

''US, Japan, France, Germany, ltaly, Spain, UK Canada, Australia and Switzerland Source: British Retail Consortium

Source: OECD, Fitch Ratings

4. Suppliers will need to adapt to both shifting demand preferences and
continued supply-side pressure in this changing landscape
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5. In the face of this disruption, there are opportunities for the brave
and the bold
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6. The question is, are you ready?

THERE ARE A NUMBER OF QUESTIONS THAT SUPPLIERS SHOULD ASK THEMSELVES
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