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Our value proposition

Bunzl applies its resources
and expertise to reduce or
eliminate many of the
“*hidden” costs of self
distribution

INVENTORY INVESTMENT

CGASH ELOYY

DIRECT LABOR 0".-‘ERTIME ‘ DEST_TU
: PROCESS

INHENTOR‘T’ DAMAGE & SHRINKA

ACGOUNTS PAYABLE ADMIN
& STORAGE SPAGE ;
CAPITAL EMPLOYED

Outsourcing adds value to the customer

-2-

2012 Investor Day Presentation



]
BUNZL .
] Overview

1. UK & Ireland — Delivering results in a challenging environment
2. Continental Europe — Opportunities for expansion

3. Brazil — Entering and growing in a new market

4. North America — Customer opportunities — winning new accounts
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IFI

Markets we serve

Other 5% Grocery
12%

Foodservice

24%
Non-Food
Retail 12%
Safety 11% Cleaning &
Hygiene
17%
{ Diversification across customer markets }
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UK & Ireland businesses

cleaning & hygiene supplies

== GREENHAM

Safety & Workplace Supplies

catering supplies

=LOCKHART

Catering Equipment

— BUNZL I

BUNZL BUNZL

= healthcare Ireland
keenpac retail supplies

[ Decentralised businesses with own P&L and balance sheet]
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BUNZL _ _
I Decentralised operating structure

Managing

Director

 Motivated to achieve and exceed budgeted PBIT and ROACE

 Low growth has brought specific needs for management

« Sales resource » Service
o Suppliers » Costto serve
* Products * Margins

Accountable teams each headed by a MD
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BUNZL
T

Benefits to customers: supply chain

Global sourcing
& procurement

Bunzl UK & Ireland

Warehousing
& distribution
infrastructure

Consolidation
of consumables

Range of
delivery options

Supported by an integrated I.T. platform

Customer
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Customers

* Relationship and account management
« Access to competitive product sources and pricing

 Understand cost to serve and value of services
provided

« In providing service we have to ask ourselves:
« Can we do it well?
« Will it add value for the customer?
* Isthe business profitable?

Retained and won new customers
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Preferred suppliers

Identify key suppliers - consolidate purchasing power

Work with preferred suppliers to grow revenue and
margin

Rationalise purchasing around these suppliers
Eliminate purchases from non-preferred sources

Benefits in buying plus logistics and control for
customers

Preferred supplier optimisation

-11-



Own brands

Develop own brands and import programme

Own brands as guality alternative = savings to
customers plus a margin opportunity

Access low cost manufacturing
Define products into good, better and best

Optimise own brand penetration whilst maintaining
balance with brands

Developing Bunzl exclusive brands
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Bunzl exclusive brands
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Warehouse footprint

Acquisitions bring an inherited property portfolio

As leases expire, opportunity to consolidate

Cleaning and hygiene - 32 to 23 branches since 2008
Hospitality - 13 to 9 branches since 2008

Ongoing facility consolidation
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Bunzl UK & Ireland

Headcount

Reduction since end 2008 ¢.900 (>25% of current
headcount)

Reductions across all businesses
Adapt to changing requirements

Constant assessment of resource levels

Proactively managing headcount levels

-15-
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Operational efficiency

e Electronic trading
— Process simplification and improved accuracy

e Operation efficiency
— Warehouse management — Red Prairie

— Route planning software and electronic proof of
delivery

— Green Road driving efficiency and accident
reduction

Continuing best practice implementation

-16-
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Working capital management

Average working capital to sales %

9.4
8.7
. « Key measures constantly
I monitored
6.3

« Management incentivised

2008 2009 2010 2011

[ Strong working capital management ]
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Bunzl UK & Ireland

Four small acquisitions since 2009
* WK Thomas
* Industrial Supplies
« Cannon Consumables

» SIG Safety and Workwear
All “bolt ons” with immediate synergies
Managed and integrated into existing businesses
Identify key elements to preserve
Settle customers and employees

Deal with restructuring swiftly - maximise profitability

Highly synergistic — ROIC 20%-+

-18-

Acquisitions
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BUNZL
— Summary

e The foundations are set:
» Qur offer is attractive
» Grip on the detalil

» Focused on the right priorities

« Well positioned to take advantage of
macro economic growth

Positioned well for recovery

-109-
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Bunzl UK & Ireland

/4

YOUR QUESTIONS
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- Opportunities for expansion
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Introduction

Key Facts
2011 revenue €1.2bn

P&L responsibility

||||| II|I'III

Small central team in Amsterdam
Decentralised - strong local management
Importing via Bunzl Shanghai

Uniform financial reporting & clear

Bunzl Continental

Europe
Frank van Zanten

12 countries, 60+ distribution centres Managing Director

Benelux Denmark

Germany & :
Central Spain & Israel

Europe

France

Switzerland

Leading positions by country

Bunzl Continental Europe
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Our countries and core sectors

0,

Non-Food
Retail 9%

Foodservice
20%

]
= [
e ]

Cleaning &

[ sovada | Hygiene 319%

Well positioned in our markets

Bunzl Continental Europe -24-
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IFI

Evolution of revenue growth

Strong historic
performance driven by:

- organic revenue growth

- acquisition growth

- CAGR - 19%

£1,067m

Israel
Switzerland
Spain
Slovakia Belgium
Czech Rep.
France
Hungary
Romania
£308m I

2004 2005 2006 2007 2008 2009 2010 2011

9 countries added - revenue tripled since 2004

Bunzl Continental Europe
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Presentation Notes
Background:  Bunzl Outsourcing (E&A) was established in 1993 through the acquisition of a company called ACS (Automatic Catering Supplies).  Over the years organic growth and acquisition have significantly increased the size of the business.

This chart represent the growth of Outsourcing. 

Explain chart: If 1995 is taken at an index of 100 then each year represents the growth of the company compared to 1995.  i.e By 1998 Bunzl Outsourcing (E&A) had increase its turnover 2.1 times when compared to 1995. 
If you compare 1995 to 2001 Outsourcing (E & A)  has increased it turnover 7 ½ times which represents a compound annual growth rate of 40%.
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Profit growth drivers

Bunzl Continental Europe

management

Better
sourcing
capabilities
than
competition

Improving
competitive
position

Profit
growth
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Consolidation
of customers

Product

range

extension
(‘one stop

shop’)
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Bunzl Continental Europe

Position in supply chain

Low customer concentration

Increasingly important for branded suppliers due to our rapid
expansion

Biggest customer for many of our Global suppliers

Growth increases opportunities to import through Bunzl
Shanghai and build own brands

Significant own brand businesses — Marca (E), Juba (E),
Weita (CH) and Majestic (NL)

Strong competitive position
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Successful acquisition strategy

Disciplined in
choice of
target
companies

Target
Retain companies in
former core
owners business
sectors
Successful

acquisitions

Experienced
in integrating Substantial
family synergies
businesses

[ 20 announced acquisitions since 2004 ]
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Benelux

Revenue Majestic
Global Net D-Care
Van't Veer
Worldpack
[ J
King Benelux
[ J
Gelpa
Hopa I I
!—_// .\ T T T T T T Y
1994 2004 2005 2006 2007 2008 2009 2010 2011
v /Y v v Y
v v v v v v /
L L
AR
/

Presence in all core sectors

Acquisitions integrated quickly
and re-branded where
appropriate

Synergies achieved from best
practice and purchasing

Consolidating aregion

Bunzl Continental Europe
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Denmark
Clean Care
Revenue Hamo
* Acquisitions integrated quickly
. * Synergies achieved from best
MultiLine . .
practice and purchasing
DKI1 Group
Greenham
2000 2001 2003 2004 2009 2010 2011
S 4 A A
AN A A A
/
I v L
Y v v 7 Y

A model for future growth
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Spain
Revenue King Spain
Juba * In process of consolidating a
fragmented market
Marca
Hicosa e Cleaning & Hygiene presence in
Sudecol Catalonia since 2007
Iberlim
. * Two leading PPE companies
e / (2008-2010)
v * National coverage in
Foodservice and Cleaning &
_ Hygiene from 2011
v v v v
A,

Creating market leadership
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Continental Europe

presence
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[ Significant opportunities to grow in new and existing markets ]
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Acquisition opportunities

Competition

Fragmented mostly local
market — family owned
penetration still businesses —
low growing scale

advantage

Significant
acquisition Family
growth potential businesses see
in large areas Bunzl as a
e.g.Germany & preferred buyer
Scandinavia

[ Ambitious expansion plan for the future ]
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Summary

» Strong revenue and profit growth during the last 7 years
 Good, experienced management teams
* No reliance on big customers; good spread by sectors and countries

* Experienced in making acquisitions and realising synergies post
acquisition

« Good cash conversion enables expansion through acquisition

» Acquisition opportunities continue

Potential for business area revenue to exceed €2bn

-34-
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Bunzl Continental Europe

YOUR QUESTIONS
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Entering and growing in a
new market

Bunzl Brazil 38- 2012 Investor Day Presentation



BUNZL

“Brazil has overtaken the UK economy

in 2011 to become the world’s 6% largest
economy’™

* The Cebr (Centre for Economics and Business Research) World Economic League Table

Bunzl Brazil 39-



Market entry

2006
Market research and roadmap

2007/2008

Target selection and detailed due diligence

2008 Market Entry

Retention of experienced management with
the acquisition

[ Model for further geographic expansion ]
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Acquisition growth

2008 — Market Entry PROT-CAP’

gy N EQUIPAMENTOS DE SEGURANGA
Yan p a

-t AR el * Acquisition of Prot-cap
T X * Entry into safety market

B 2010 — AM Supply
o o — * Expansion in safety market A.M.SUPPLY
e 2011 - Ideal /DEAL
iﬁ,ﬂ\\ i [ * Entry into cleaning and
y mf’ m hygiene market
F
) — i 2011 - Danny )
b 4
DANNY
o ExpanSIon |n Safe'[y market Entende, Protege, Inova
Bunzl Brazil _41_ 2012 Investor Day Presentation



Customers

A &
ThyssenKrupp

Nestle

= = <4
BUNGE  Whirlpool ﬁ'ransocean

" i W)\ Johnson /))I(‘
CORREA MARERIG Controls
GROUP

» Well balanced mix of global customers and small to medium size local ones
* More than 20,000 active customers
* Low customer concentration

Bunzl Brazil _42_ 2012 Investor Day Presentation



Organisation

Bunzl Brazil

Rodrigo Mascarenhas
Managing Director

— -

Prot-Cap
(incl AM

Supply)

» Business founders have stayed with us

 Investmentin finance and IT

Bunzl Brazil -43-

Ideal Global
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Acquisition growth

Ideal
Revenue Danny
AM Supply
Prot-Cap

2008 2010 2011

Safety ‘/ \/ \/

Cleaning &
Hygier?e ‘/

Foodservice

Healthcare

Retail

Revenue CAGR over 25% since market entry

uuuuuuuuuuu -44-



Brazil investments

 PAC — Multi year Government
Growth Acceleration plan:

e US$550bn investment in
Infrastructure in the next five
years " =

 Petrobras alone estimated to
iInvest US$45bn annually until
2014

Long term growth opportunities

Bunzl Brazil -45-
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Future prospects

Stable democracy

World Cup 2014

Olympic Games 2016
Long term infrastructure
Investments

Oil and gas developments
Demographic dividend
Large and growing middle
class

Bunzl Brazil
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Summary

e Revenue CAGR > 25% since 2008

* Four acquisitions in two sectors — R$350m+
(E120m+) revenue

« Experienced local management team
* Global brands and private label
* National distribution capabilities

* Further acquisition opportunities

More to go for......

Bunzl Brazil _47_



South America

T r\/—g” R
SN ] i
: . VENEZUELA
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ES

BRAZIL

Significant scope for further investment
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Bunzl Brazil

IFI

YOUR QUESTIONS
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Presenter
Presentation Notes
Geographic scale
81 North American warehouse sites
Volume scale
Multi-billion dollar market presence
Valued trading partner of major manufacturers
Operating scale
Industry best operating cost structure
Uniform IT and operating platform
Deep management expertise & experience
E-commerce capabilities
Web-accessible catalog
Transactions
Inventory & forecasting




Il-l

Markets we serve

Other 6%

Non-Food
Retail 6%

Grocery 40%

Food
Processor
13%

Redistribution
28%

[ Resilient markets ]

-52-
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BUNZL Unique presence in North America
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Presenter
Presentation Notes
Geographic scale
81 North American warehouse sites
Volume scale
Multi-billion dollar market presence
Valued trading partner of major manufacturers
Operating scale
Industry best operating cost structure
Uniform IT and operating platform
Deep management expertise & experience
E-commerce capabilities
Web-accessible catalog
Transactions
Inventory & forecasting




BUNZL

What makes Bunzl successful in the marketplace

Experienced sales force
Complete North American coverage
Our private fleet

Single IT platform
E-commerce capabillities
Multi-segmented business
Vendor relationships
Private label program
Import program

Financial strength
Logistics team

Culture

People



Presenter
Presentation Notes
Our experienced sales force – gives us the knowledge and relationships needed  to work and grow with fresh&easy and  conduct long-term pursuits like Target
Our extensive North American coverage  and our private fleet, for Target , it means freight savings, shortened lead times and the ability to provide consistent  service and representation across the country
Our single IT platform and e-commerce capabilities gives us the ability to develop uniform customer reporting of Target’s KPIs and the EDI transactions and Web-ordering and order status portals Target requires
Multi-segmented business and our vendor relationships gives us the inventory base required to support regional and national account customers such as Target and provide them with exceptional fill rates and the ability to source product like we do for Tesco’s fresh&easy
We can offer Private label and  Import programs as a component of our sourcing expertise to explore sourcing alternatives for our customers
Our financial strength is huge benefit that allows us to apply the resources necessary to be successful in the marketplace
Our logistics team work with potential and existing customers to develop and evaluate programs that benefit our vendors, our customers and Bunzl
Our culture – the entrepreneurial spirit to develop programs and business well-suited for a wide-breadth of customers in a  wide-breadth of market segments
People  - our people make it happen for us every day


BUNZL -
Our value proposition

Product cost is just one component of what our customers incur
when they self distribute operating supplies

Self distribution is costly

Bunzl North America -55- 2012 Investor Day Presentation



BUNZL .
Our value proposition

Bunzl applies its resources

INVENTORY INVESTMENT

and expertise to reduce or o oSSTTY
o _ - 0STTO
?Il_mlnat”e many of the e ?!I.?ECT.LAER&OVEETIME e
hidden” costs of self v : |
distribution

INVENTORY DAMAGE & SHRINKA G
ACCOUNTS PAYABLE ADMIN. s
] STORAGE SPAGE ;
GAPITAL EMPLOYED .,-’

Outsourcing adds value to the customer
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P How do we go about winning new business?

Let’s walk through two cases...

Bunzl North America B B 2012 Investor Day Presentation



L Taking aim at a giant retailer: Target

Target’s initial state

o Target utilized seven third party logistics (“3PL”) distribution
centres (“DCs”) to distribute operating supplies to its 26
Regional DCs for the company’s 1,600+ stores coast-to-coast

« Target managed demand forecasting and replenishment of its
operating supplies through the 3PL DCs

 The company paid freight, receiving and shipping handling fees

7 3PL DCs
A 26 Target RDCs
@ @ @ @ @ @ 1,600+ Target Stores

-58-
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Presenter
Presentation Notes
Median distance from CEVA  through to Target RDC  - 240 miles

Median distance from Bunzl to Target DC  - 80 miles—1/3 the distance



§UNZL: Taking a shot at winning Target

Arranged meetings with Target on a periodic basis to explore the business
opportunity

Month 1 - Target requested us to temporarily supply 30 critical items

Month 10 - Target requested a proposal based on our previous effort

Months 11 & 12 - Demonstrated our capabilities and discussed ways
to form a strategic partnership

- Conducted branch tours - “seeing is believing”
- Focused our discussions on the following elements:
« Significant freight cost savings potential

 Increase Target’'s order fill rates

* Provide uniform reporting
* Implement Web-based ordering/reporting capabilities

Month 12 - We WON the business - a 3 plus year contract

-59-

Bunzl North America

In 48 hours, we successfully supplied 1,600+ stores with a 98% fill rate
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Presenter
Presentation Notes
Arranged meetings with Target on a periodic basis to solicit their business
    Month 1— Target requested us to temporarily supply 30 critical items
		          In 48 hours, we successfully supplied 1,600 stores with a 98% fill rate
      Month 10 —Target requested a proposal based on our previous effort
         Months 11 & 12—Conducted meetings and tours demonstrating our capabilities�                                   and discussed ways to form a strategic partnership
    Our main obstacle:  Target wanted an unbundled 3PL service pricing agreement,�       	                     NOT a distribution partner program
	       Conducted branch tours—”seeing is believing”
Forecasted significant freight cost savings
			Service Target DCs from 16 branches reducing distance
Expected to raise Target’s fill rates to 98% or better
			Utilize existing scale with like-Target vendors
Provide uniform reporting through our IT platform
Implement Web-based ordering and self-service reporting
		Month 12—We WON the business—a 3-plus-year contract!!



II'I

Implementation: Putting the plan into action

 Formed a multi-discipline implementation team to handle the project

« Four month effort with significant time spent coordinating with
Target’'s team and our branches

 Two phase operational implementation plan

-60- 2012 Investor Day Presentation
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Presenter
Presentation Notes
Formed a multi-discipline implementation team to handle the effort
National Accounts (team lead)
Information Technology
Operations
Bunzl Retail	
3 ½-month effort with significant time spent coordinating with Target’s team �    and the branches
Implemented capabilities to support Target’s voluminous key performance�     indicators (KPI’s)
Initiated new warehouse processes to support Target’s EDI requirements
Implemented a Web-based ordering system to support Target’s �     contract housekeeping operations

Two-phase operational implementation plan

	Phase 1—Mid-August 2011—5 Bunzl branches to service 8 Target DCs
	
	Phase 2— +30 days (Sept. 15)—11 Bunzl branches begin servicing �                the other 18 Target RDCs



RUMEL Initial performance: On target with Target

« Branch performance has been exceptional
« Target and Bunzl are working together as strategic partners
« As aresult, Target is experiencing...
 Reduced lead times - estimated reduction approximately 40%
« Higher fill rates - currently averaging over 98%
* Reduced overall supply chain inventory
 Lower freight costs
 Improved labor efficiencies handling our pallets and loads

 Aprime example of how we can compete against a 3PL and WIN

* Further growth is expected

-61-
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Presenter
Presentation Notes
Reduced lead times—from 7 - 10 days to 4 days. The 40% is based on 7 to 4-day reduction
Freight savings is estimated around $3 million

We are exploring increasing the size of the US program
Target plans to expand into Canada by 2013 and
 opens the possibility of servicing another �100 stores



II'I

What does Target have to say?

“Bunzl’s fill rates have been exceptional,

and the transition of business was
transparent to our stores”

Dan Riley /

Vice President of Property Development Operations, Target

A seamless transition

62-
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Creating value with Tesco’s fresh&easy

Sourcing expertise
* Demanding product specifications

 Stringent sourcing requirements

Neighborhood Market

Category budget control

 Demanding product negotiations with
international and domestic vendors

We share in our customer’s goals

“...wholesome food should be accessible and
affordable to everyone”

Our products help make this happen while improving
their margins

-63-
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Presenter
Presentation Notes
Stacy Barthel is Tesco's Corporate Purchasing Manager.  We have worked with Stacy at a number of retailers including Ralphs and Gelson's.  A demanding executive, Stacy has found Bunzl capable of finding many difficult to source items and has realized our ability to help business enhance their margins.  Very few vendors command the respect from Stacy that Bunzl and our sales rep, Lew Grindlinger has extracted from Stacy.  It is our deep relational involvement within the segments that we serve that allow us entrance to businesses as their executives move within the retail community.  These relationships are invaluable to our success. 

Category budget control  is referring to the "Total spend for Supplies".  Scot’s take was that we are constantly looking at items being used and then we seek out say 3 or 4 manufacturers that have the potential to produce the same or similar item.  We look both domestically and abroad.  We then start the arm twisting with the threat of a toilet swirly. 


fresh&easy’s position is that fresh, 



Getting in the door with Tesco

Il-l

Bunzl North America 2012 Investor Day Presentation

Tesco announced its entrance into the US market
Leveraged a previously established relationship
Our Bunzl Anaheim sales rep secured the business

We handle approximately one fifth of their operating
supplies

ltems include:
— Sampling kitchen items
» Tasting spoons
» Portion cups, etc.
— Bakery
» Bread bags and containers
— Central kitchen items
* Gloves
* Aprons
» Disposable wipers, etc.
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Presentation Notes
Tesco announced its entrance into the US market
Utilized a relationship with Tesco’s Corporate Purchasing Manager, Stacy Barthel, established from Ralphs and Gelson‘s.  
  We have worked with Stacy at a number of retailers including Ralphs and Gelson's.  
	A demanding executive, Stacy has found Bunzl capable of finding many difficult to source items and has realized our ability to help business enhance their margins. 

Our Bunzl Anaheim sales made the initial contact and secured the business  
	Very few vendors command the respect from Stacy that Bunzl and our sales rep, Lew Grindlinger has extracted from Stacy.  It is our deep relational involvement within the segments that we serve that allow us entrance to businesses as their executives move within the retail community.  These relationships are invaluable to our success. 



We handle approximately one-fifth of their operating �supplies currently providing a growth opportunity
	Items include:
Sampling kitchen items
Tasting spoons
Portion cups, etc.
Bakery
Bread bags and containers
Commissary items
Gloves
Aprons
Wipers, etc.




BUNZL Growing with Tesco

 We experienced significant growth with fresh&easy’s 160+ stores in 2011
 An example of a program contributing to our growth:
 New in store baked bread program

— fresh&easy requested that we develop all of the packaging

— Piloted several options in four stores

— Rolled out the program to two thirds of the stores last year

— Remaining one third to convert this year

Sales Growth

\\ \\\ \ | \\ \\ \ \

— _— .T’
2009 2010 2011 2012 Est.
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Presenter
Presentation Notes
An example of a program contributing to our growth with Tesco helped us to grow their sales in their 174 store group in 2011.  Stacy asked that we develop all of the packaging for their baked in store bread program.  After testing several different options in their 4-store pilot test, the decision was to utilize polypropylene perforated bags, imported from Asia.  The program has been rolled out to 2/3 of the stores with the remaining 1/3 to convert this year.  The breathability of the bags was important to promote the fresh baked, crusty freshness.  



What does the customer have to say?
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Presentation Notes
Stacy Barthel is Tesco's Corporate Purchasing Manager.  As I mentioned previously, we have worked with Stacy at a number of retailers including Ralphs and Gelson's before she joined fresh&easy. 
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Bunzl North America

YOUR QUESTIONS
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Agenda

Michael Roney, CEO: Welcome

Paul Budge, MD UK & Ireland

Frank van Zanten, MD Continental Europe
Break

Rodrigo Mascarenhas, MD South America

Patrick Larmon, CEO North America

. Michael Roney, CEO: Close

Refreshments
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]
BUNZL .
] Overview

1. UK & Ireland — Delivering results in a challenging environment
2. Continental Europe — Opportunities for expansion

3. Brazil — Entering and growing in a new market

4. North America — Customer opportunities — winning new accounts
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BUNZL

Strategy

Operating
Model
Efficiencies

GDP+
Organic
Growth

Acquisition
Growth

Consistent and proven strategy

-70-



04-05 continuing operations only 5.1

2.9
24

4.8
4.6

4.2

3.6
3.3

2004 2005 2006 2007 2008 2009 2010 2011

As reported

38.7
321

68.5

60.6

55.9
52.7

41.7

2004 2005 2006 2007 2008 2009 2010 2011

Financial track record

Operating profit (Em)

353

Before amortisation and acquisition
related and corporate costs
04-05 continuing operations only

259

241

2004 2005 2006 2007 2008 2009 2010 2011

Dividend per share (p)

26.4

As reported

2004 2005 2006 2007 2008 2009 2010 2011

All CAGRs greater than 10%
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I Agenda

. Michael Roney, CEO: Welcome
. Paul Budge, MD UK & Ireland

. Frank van Zanten, MD Continental Europe

. Rodrigo Mascarenhas, MD South America
. Patrick Larmon, CEO North America
. Michael Roney, CEO: Close

8. Refreshments

1
2
3
4. Break
5
6
7
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Bunzl Investor Day
22 March 2012




Disclaimer

No representation or warranty (express or implied) of any nature can be given, nor is any responsibility or
liability of any kind accepted, by Bunzl plc with respect to the completeness or accuracy of the content of or
omissions from this presentation.

This presentation is for information purposes only and does not constitute and shall not be deemed to
constitute an offer document or an offer in respect of securities or an invitation to purchase or subscribe for
any securities in any jurisdiction. Persons in a jurisdiction other than the United Kingdom should ensure that
they inform themselves about and observe any relevant securities laws in that jurisdiction in respect of this
presentation.

The presentation does not constitute an offer of securities for sale in the United States. None of the securities
described in the presentation have been registered under the U.S. Securities Act of 1933. Such securities may
not be offered or sold in the United States except pursuant to an exemption from such registration.

This presentation contains forward-looking statements. They are subject to risks and uncertainties that might
cause actual results and outcomes to differ materially from the expectations expressed in them. You are
cautioned not to place undue reliance on such forward-looking statements which speak only as of the date
hereof. Bunzl undertakes no obligation to revise or update any such forward-looking statements.

Where this presentation is being communicated as a financial promotion it will only be made to and directed
at: (i) those persons who have professional experience in matters relating to investments falling within Article
19(5) of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005 (the “Order™); (ii)
those persons falling within Article 49 of the Order; or (iii) to persons outside of the United Kingdom only
where permitted by applicable law (all such persons together being referred to as “relevant persons”) and
must not be acted on or relied on by persons who are not relevant persons.
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