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BackWerk — The self-service bakery
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The idea

. all bakery
products are baked
In-store

: best industrial
bakery products
available

30-40%
below traditional
bakeries

Self service

>Bread (loafs)
>Baguette/ Ciabatta
>Rolls

>Bretzels
>Croissants
>Pastries
>Sandwiches

>Drinks

100-150 m?;
>High street
>Local center
>Shopping center

>Railway station




BackWerk: an easy-to-buy experience

Seizing a tray Selecting Taking out

Filling the tray Packing up




Product range |




Product range Il




All offers are below bakery prices

Prices of traditional German bakeries vs. BackWerk Remarks

—31%— 8% — 4% —-42%— > Cost advaptages of
BackWerk:

2,59
— Reduced complexity

— Personnel cost

— Higher customer

0.79 0.84 frequency

_

Bread (loaf) Pretzel Wheat roll Croissant

Il Traditional bakeries BackWerk




Individual store design |




Individual store design ll|




The shelf




Inside the oven




B. Success




Strong outlet and sales growth

Number of stores [end of year]
> 300

Highlights:
> 215 _
- Strong organic growth
- Rising like-for-like sales (6-8% p.a.)
122 - Smooth acquisitions
- Over 170 franchise partners (2008)
43
- - No flops

‘ ‘ . ‘ Sales volume (net, mill. Euro)




Development of German bakery market

1980°s 1990°s

Traditional bakeries Bakery outlets

- Craftsmanship - Local chains

- Single stores with
production site

- Central production

- Coffee and snacks
- Ubiquitous, similar

- Loss of market share
sales concepts

to food retall
- No hospitality offers

2000's

Bakery chains

> Large regional chains
> Self-service bakeries
> |n-store production

> Hospitality offers




BackWerk in top 5 of largest bakery chains

Store sales volume of German bakery chains (2007)

Edeka Group
Kamps
Heberer

Steinecke

Siebrecht
Bumdtiller

Source: BackJournal, BackBusiness




Market leadership in self-service bakeries

Competitive position of German self-service bakeriesggt. 2008]

Stores Store growth 2008 Franchise partners

Backfactory [Jjj +10 Mr. Baker ] 38
Mr. Baker I +5 Backfactory . 28




Strong press coverage (anslated)




C. Master franchise opportunities




Our German franchise experience

» Rationale: higher sales performance of local entrepresurs

 Full partner investment, franchise licence comparabl® McDonald's
e Broad range of services for franchise partners (> 40 enhgiyees)
 Member of German Franchise Association

* One of first members with franchise quality seal

* Proven track record/ high partner satisfaction

« Strong management team

 Location of central service team in Essen, Germany

 Separate management for every country




Our reasons for master franchising

* Internationalisation of BackWerk with good prospects

e Target countries with highest attractiveness identified

« Strong conceptual and consulting skills on an internabnal basis

« Concentration of German management on core business (@wth)

« Adaptation of product range to local tastes and supplers needed
 Positive experience of German franchise systems withaster partners

 Belief in entrepreneurial spirit




Terms of master franchising

» Growth potential of partner (skills, financial soures)

 License by country or region (up to 10 million inhabitars)

« Joint business and development plan with BackWerk

 Market development support and intense know-how transer

* Obliged minimum engagement (by number of stores)

 Profit opportunities of master franchise partners in e supply-chain
» Fees: entry fee and ongoing licence fee (depending on guvth)

e Contract: international standard




What we expect from master franchisees

Sales talent

Business/Retail know-how
Proven track-record
Enthusiasm for food products
Entrepreneurship
Organisational talent
Financial resources

Mutual trust

Investment/ store;

Equity:

Contract period:

Royalties:

Other fees:

Positive cash-flow:

100-150.000 EUR

> 500.000 EUR

10+ years

3 % of sales

Initial, per store

First full financial year




Our services for master franchise partners

> Revenue and cost plan > System manual/ intranet
> Store location analysis* > |nternational procurement
> Supply chain concept* > Promotion concepts
> Cash plan* > |nternational web site
> Store design > Quality management
> Opening support > Benchmarking

> System development

> Consulting services*

* If needed

> |nitial training

> Baking seminars

> Sales trainings

> Telephone support
> Newsletter

> Central hotline

> Administrative check

> Hygiene (HACCP) system




Becoming a successful master

We ask for some basic information on the applicant
and the aspirations.

The applicant receives a set of information and
provides us with additional specifications.

Our experts get to know the applicant and respond to
his questions.

The applicant visits several store and headquarters
in order to get to know the opportunities.

The applicant discusses final questions with top
management and signs an agreement.

The new master builds up a profitable business in his
country — supported by BackWerk.




The firm

- Privately owned by two entrepreneurs
- Separate company for own stores
- Dedicated franchise service company
Dr. Hans-Christian Limmer
Subsidiaries by country Dr. Dirk Schneider

- Franchising since 2003

- Strong management team




Thank you for your interest!

www.back-werk.com




