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Overview

Gavin Slark, CEO




Observations after six months %

o A good business platform for long term growth

A Travelled extensively around countries, visiting branches, our people and our stakeholders; Impressed with quality of
business and people

A Managing for growth through the economic cycle; Growing sustainably

Conviction in 5% margin opportunity

ALast three yearsod strategy has moved business in right di

Strong operational management

A Good depth and breadth of operational leadership, for future development and succession

Making progress with more opportunities for self-nelp

A Will continue to focus on people, performance, productivity and modernisation
A Opportunities to improve quality of operations and earnings through more self-help measures, even in challenging markets

Capital Markets event to be held in London on 23 November 2023




H1 2023 Results Overview

A Resilient LFL revenue in our largest businesses

Resilient operating A Reported Group revenue growth of 5% including
performance acquisitions

A Managing near-term margin pressure

L A Declining market demand across all geographies
Market conditions

: : A Inflation tailwinds moderating as expected
remain challenging

waim TN
&'1/5 ; 5!!, ,_;

A Maintaining strengthened market positions
L LBTN

: : A Operating cost discipline
Financial

... A Strong cash management
discipline

A Healthy liquidity




Pan-European presence %
Geographically diversified

EU 58% of Revenue UK 42% of Revenue EU 71% of Profitl UK 29% of Profit!

Ireland Ireland
3% 1%

Benelux
4%

Poland
8%

Germany
22%

Operating Profitl

Revenue

by region
H1 23

by region
H1 23

France
26%

Note: 1) Underlying operating profit adjusted to exclude Group overhead and Benelux loss.
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Key Financials

- H1 H1

2023 2022
Revenue 1,423 1,359
LFL sales growth 0% 21%
Gross profit 365 356
Gross margin 25.6% 26.2%
Underlying operating profit 33 43
Operating margin 2.3% 3.1%
FInance costs (18) (14)
Underlying profit before tax 15 29
Other items (3) (3)
Underlying EBITDA (2 80
Free cash flow (20) (31)
Leverage, post-IFRS 16" 3.2x 3.0x
Leverage, pre-IFRS 16" 2.4X 2.1x

Notes: All data presented on a post-IFRS 16 basis unless stated otherwise. 1) Defined as Net Debt / LTM EBITDA.

SIC

A Challenging market conditions resulting in
volume decline, offset by inflation

A Resilient gross margin; slight reduction
due partly to strength of comparator

A Operating margin also reflects higher than
normal operating cost inflation

A Solid cash result, reflecting normal
working capital seasonality



Revenue bridge

£1.,423m
£1.359m

H1 LFL - LFL - ME&A Working Days/ H1
2022 Volume Inflation FX 2023

A Market demand weaker across all geographies
A Pass through of purchase price inflation contributes c9%
A Especially strong comparators in Poland and Ireland

SIG

1 Jan to

30 June
UK Interiors
UK Exteriors
UK

France Interiors
France Exteriors
Germany
Poland

Benelux

lreland

EU

Group

H1
LFL
4%
(2)%
1%

1%
204
0%

(9)%
7%
(18)%
(1)%

0%

A H2 2022 acquisitions in UK Interiors (Miers) and Germany (Thermodamm) added £37m, and 3% to reported year-on-year growth

Note: The numbers presented above have been rounded to the nearest million and therefore may contain small rounding differences.




Operating profit bridge

£2m —

H1 GP: Sales GP: Sales  Gross margin % Operating cost Net operating  Acquisitions FX/Other
2022 volume Inflation Inflation cost saving 2023

A Inflationary tailwinds offset by volume decline

A Slight reduction in GM% due partially to strong comparators

A Operating cost inflation of 4-5% offset by net underlying savings

A H2 2022 acquisitions in UK Interiors (Miers) and Germany (Thermodamm) contributed £2.3m to operating profit

Note: Data represents underlying performance, post-IFRS 16.




Free cash flow %
Normal seasonality in working capital

A Increase in interest reflecting higher levels of lease liability and
Increases In lease discount rates, up from £14m

A Working capital seasonality expected to reverse in H2

--------------------------------------------

Inflation: £(11)m
Volume: £/m
Seasonality: £(24)m

--------------------- 1---------------------

T E Em Em i,
\------‘

£6m

£1m

_--------q

_________________________

Underlying Tax Interest and finance Lease payments Capex Working capital Other Free cash
EBITDA outflow

Note: The numbers presented above have been rounded to the nearest million and therefore may contain small rounding differences.




Balance sheet

Secure long term debt profile

Core Group debt facilities with

£196m maturity in 2026 :

£163m A Debt refinanced in November 2021

A U 3 0 OSemior Secured Notes:
A 5.25% fixed rate

H1 2023 FY 2022 H1 2022 A £90m RCF:
A SONIA + 2.5% to 4.5%

A Undrawn as at end of FY 22 and

A Leverage increase from H1 2022 of
. . H1 23
0.2x driven by increased lease
H12023 filE202e liability ASolid credit rating
mGross cash ~ ®Undrawn RCF A Normal seasonality in working and B+ (S&P)

capital will reduce the net debt in H2

Note: 1) Post-IFRS 16 Leverage.




Technical guidance FY23

A Inflation:
A Minimal levels of new inflation expected in H2

A Positive but moderating year on year impact expected in H2 due to H1
23 Increases and some remaining annualisation of prior year. Mid
single digit % In aggregate for FY

A Capex now expected to be £14-17m (previous guidance up to £20m)

A Net interest charge now expected to be £35-37m (previous £32-34m)

A Tax rate:
A EU operations expected to continue on prevailing local rates

A UK operations not expected to report a tax charge and continue to
have unrecognised deferred tax assets

A Cash tax of £15-£16m
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Business Review

Gavin Slark, CEO



Our operations
Pan-European presence

c440 branches supporting local

markets across six geographies

lreland

19
‘
6%
Germany
22%
Operating Profit!
by region
H1 23
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SIG

(LaRiviere

France
42%

Note: 1) Underlying operating profit adjusted to exclude
Group overhead and Benelux loss




Strategic priorities
Path to 5% operating margin underpinned by consistent execution

Drive LFL sales by winning locally

A Empowered branches focused on sales and service excellence
A Smart pricing and promotions to respond to local market conditions

Improve mix and margin

A Growth in high margin categories and private label
A Specialist solutions and advice

Drive productivity

A Tight opex control in current inflationary environment
A Omnichannel development and process modernisation

Reinvesting In growth

A Continuing to add talent and branch locations where we expect good returns
A Disciplined capital allocation and selective M&A




Margin: Product mix
Supporting the path to 5% margin

Increase higher margin

categories

A Stocking and selling more higher margin
product categories

A Increase fixings and accessories

A Cross-selling full system ranges for
specialists

——————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————

Examples:

Slate hooks and
accessories

Slate roof tile

_____________________________________________________________________________________________________________________________________________________________________________________________________________________

Growing private

label

A Shop-in-shop items and merchandising
A Specialist proprietary products

A Fabricated products in specialist
markets (UK)

Examples:

iRONDEL

LA MARQUE DES PRODUITS LARIVIERE

QREFIX

FIX:R

i 3 Sore

FLAT ROOFING

{*Ardoise Naturelie

SPEEDLINE

DRYWALL SYSTEMS | Part of Si6

_____________________________________________________________________________________________________________________________________________________________________________________________________________________

Enhancing
processes

A Supporting higher margin branch sales
A Pricing tools and analytics
A New product training and awareness

A Customer promotions, loyalty
programmes and sales incentives

——————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————————

SREAT DEALS & PRODUCTS

SPOTLIGHT
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ROOF REPAIR
b 2 SYSTEM
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Kasa wraca

najlepsze jest za free :) FIX-R FLEXI-GRP
. / ROOF KIT

FIX-R GRP
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Regulatory themes across Europe supporting long term
demand for our products and markets

SIC

Regulatory themes across our European markets relevant to SIG Tail l wind to SI GO0Os <cor e

’ Examples \

Demand for commercial building retrofit from cmm—)
EPC changes and carbon reduction targets

France: RE 2020 Larger more complex projects

Building
decarbonisation

Commercial and public building renovation projects are
larger volume, more complex sites, utilising full product

UK: EPC & Building systems and specialist contractors
standard changes,

decarbonisation

Governments increasing funds for public I
building upgrades: hospitals, public housing etc
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Poland: 2021-30
National Energy &

]

Specialist contractors

- Building standards increasing insulation . . . . . .

Climate Plan e J s inereasing . = | Prevalent in multi-dwelling resi and commercial new-build
and product specifications in all new-build .
| | projects

Ireland: Climate Action
Plan 2023
G Clinat Solar / PV adoption across new and existing Leading roofing positions

ermany. Imalte SURT é . . .
Action P¥Ogramme buildings In France and UK with expanding solar offering
2030

Benelux: Energy Stimulating building envelope demand
Performance of

2 Foiidings Directive G Alternative heat source adoption - Performance of alternative heat sources requires good
\ / insulation of building envelope

—-----------------------------------—-\
~_-----------------------------------_—




Resilient LFL Revenue performance in our largest OpCos In a
challenging market %

LFL growth? H1 23 Revenue per OpCo (Em)
UK Interiors 4% 382
France Exteriors 200 | N
- Germany 0%
UK Exteriors —— (2)% | A
France Interiors 1% “
H Poland (9)% “
Benelux 7% “
Ireland (18)%

Note: 1) LFL revenue growth vs H1 22.

o

100 200 300 400




OpCo Margins temporarily impacted by challenging market %

Resilience In France at ¢5% with Germany and UK Interiors improving yoy

H1 23 Operating margin? H1 23 Operating profit! (Em)

B B France Interiors 5.5%
I I France Exteriors 4.8%
o Germany 4.1%
UK Exteriors > 704,

— Poland 5 504
UK Interiors 1 79%,

Ireland 1 1%

Benelux (2.6)% m

Note: 1) Underlying operating profit




Improving our operating platform for long term growth
Motivated people, winning branches and efficient operations are key to performance

In H1 we have retained
our focus on:

Branches Productivity
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France Exteriors

I I LaRIVIERE H1 23

H122 Changel

Revenue (£'m) 249.7 239.8 1.6%
Operating profit (£'m) 12.1 15.3 (3.2)
Operating margin (%) 4.8% 6.4% (1.6)%

Strategic development

A Improving product mix with continued development in own
brands (Irondel & Galiza)

A Sales development to key accounts and solar

A Enhancing customer experience i shop-in-shop, branch
refurbishment, digital services

A Increasing employee skills and training: launch of SIG
Academy across both French businesses

Notes: 1) Revenue growth rate change (%) is on a LFL basis.

SIO

H1 Trading

A Residential new-build market demand slowed in Q2
A RMI (larger projects) also impacted

A Strong growth in small but expanding solar category

Solar offering expanded in H1

A Now stocking a wide range of brands and innovative products for
In-roof solar for commercial and residential

A Continuing sales and customer training




