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Our mission
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> 40%" shareholders from founder group Listed on Euronext Paris since 1975




GROUPE SEB PRESENTATION - JUNE 2026

Who we are

>400m

Products sold per year

>32,000

Employees worldwide

47

Industrial sites
(o/w 29 in Europe)

Presence in more than 150 countries

A life-centric innovation

~3,000 ~ 500

dedicated employees patents filedin2025

Net zero trajectory approved by SBTi

(o)
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CONSUMER MARKET PROFESSIONAL MARKET
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Our key success factors

A broad and diversified global
presencethatbolsters the
Group’sresilience and growth
Strongand More than150 countries Continuous

complementary / innovation:
brands thatensurethe @ afundamentally

Group’sleadership / life-centric approach
positions \ / \

€2.5bninsales
80% of Consume
S % OURKEY 3

generated by
sales made productslaunched

via 5brands (( SUCCESS since2023

porégggzg\gr?:gu;‘l: _ FACTORS Eﬂ- {-r\lg?lrsr;figltlfggtepﬁnt

categoriesand 4 \ allowing flexibility

cateringtoall and control of costs
consumer needs X rany, / andsupplies

anduses P .
duse = Production:

>50 product . 60% in-house
families Multi-channel go-to-market 40% external

excellence to maximize presence and
performancein all markets.

Multi-channel distribution:
55%* offline | 45%* online
l J
|
PROVEN EXPERTISE IN EXTERNAL GROWTH + PIONEER INSOCIAL AND ENVIRONMENTAL RESPONSIBILITY

* 9% of Consumer sales
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Our key success

Leadership posi

World-leading positions

of 2025 sales in
markets where the
Group is aleader”®

No.1
Professional automatic
coffee machines

No.1 No.2
Electrical Blendefs
cooking

No.1 No.1

Cookware Lifen care

Strong brands

80% of Consumer sales in 2025

Tefal

GROUPE
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Our key success factors
A "multi" model in Consumer and Professmnal

Global presence Extensive product offering

Other Asian countries
7%

Professional

12% Cookware and
’ kitchen
utensils
30%

Western Europe
36%

Home care and

ersonal care Group sales
: 19% 2025

V(itchen

electrics
39%

Consumer sales
2025

South America ’
w " Qg

North America Other EMEA countries
10% 17%

Omni-channel excellence Diversified industrial footprint

Americas
Group retail 5%

7% E-commerce Europe
' 45% 23%

Specialist
14% c ’
onsgroneeg sales Sourcing Group sales

30% 2025
Traditional
T

Mass retail
15%

10
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CONSUMER MARKET
Market estimated at €85bn

=
Development of multi-equipment and uptrading
Vacuum cleaner example

Key features of the market

= Structural growth (>3% per year) driven by various factors

A New local lifestyle and consumer habits
A Development of multi-equipment

A Uptrading, fueled by new technologies that meets the
needs of consumers

A Rise of the middile classes in emerging economies

Rapid expansion of new distribution modes (e-
commerce, social networks and more)

J
Canister 78% Versatiles 21%f Washers ' '

- J

Fragmented market

Highly seasonal market

Harris Interactive 2022, household equipment rate France
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PROFESSIONAL MARKET

Market estimated at €15bn

Sustained growth ( ) driven by:

Development of out-of-home consumption,
particularly coffee and snacks

Use of coffee as an ingredient in hot or cold drinks

Growing demand for coffee in traditionally tea-loving
countries

High barriers to entry and higher profitability { ~3

Recurring revenue from services

Concentrated market in coffee

. . Espresso Flat white Salted caramel
Fragmented market in culinary cold brew
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Full auto
coffee
machines

Traditional and
filter coffee makers

Cold
beverages

2ummo

A World leader

~machines ,

Geographic expansion and extension of our Professional Beverages offering

Product launches and coverage of a broad customer base : offices, convenience
stores, hotels & restaurants, chains & public spaces

GROUPE
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GROUPE

Before 2017 2023 2024 L

Tgfl.' _J : Cookwareand\
S AR b SEOT
PROFESSIONAL e | L REBUYER
AND SEMI- | jet re ar::ig:
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Acceleration in the transforma
environment

Transforming
brand-consumer
relationships

Shiftin the
Go-to-Market

Acceleration of
innovation

Rising importance
of sustainability

Launch cadence Social media E-commerce

Product virality Influencers, user- DTC

Product-centric to generated content Social Commerce
Consumer Experience Ratings & reviews Omni-channel

Social First Real-time data

Repairability and product
lifespan

Energy efficiency

Refurbishment, second
life

An imperative of speed, marketing practices and resources invested
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Rebound plan
Return to our profitable growth

Reinventing our
growth model

Act as aleader in innovation by
developing new product segments

Systematize our new marketing and
e-commerce practices

Accelerate in the most promising
segments

Restoring our
profitability

Simplify our organization and
operating methods

Increase our purchasing and industrial
efficiency

Reduce our overheads

Strengthening our
stakeholder
engagement

Nourish connection and involvement
of our consumers

Develop meaningful innovations and
inspiring brands

Our employees at the center of this
transformation
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Rebound plan
Product Development & Innovation

Accelerate innovationin high-
potential areas

New categories; new uses; new
Faster launches & more consumers (Gen 2)

impactful innovations
Product co-development:
consumers, partners

Professional: Shaoxing hub ramp-up

Key KPl examples

(0]

(0]

Accelerating innovation: -1/3
development time

80% of key innovations > 4.5 %
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Rebound plan
Digital Marketing & E-commerce

Focus efforts on social media and
influencers

Accelerate the production of

Systematize new digital targeted content through Al

marketing practices
Guide digital marketing investments

Accelerate online sales using data

Increased allocation of resources to
online sales, including DTC

Key KPl examples

Social media: investments x3 (by
2027-28)

Influencer videos: views x3 (by 2027-
28)

Active consumer base x2
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Rebound plan
Group-wide levers: Al, data and s1mphﬁcat1on

0

)
Reduce complexity to
gain operational agility 0

0

Focus on data and generalize use of Al
Simplify product ranges
Simplify organization and processes

Reduce indirect purchases: massifying
and harmonizing needs

Key KPl examples

0o Reduce SKUs by 25% to 30%

0 c¢.5to 6% reductioninaddressed
indirect purchases
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Rebound plan

€200m in recurring annual savmgs by 2027

c.€200m

Organizations

Indirect
purchases

Annual recurring savings
targeted

> Target of €200m in recurring annual savings, at run-rate by end of 2027

> 3 cost-saving areas:
A indirect purchases
A industrial efficiency
A overheads

Impacting up to 2,100 positions worldwide, of which 1,400 in Europe
including potentially 500 in France on a voluntary basis

P&L provisions mainly in 2026, disbursements mostly in 2027

One-time plan cost: 1x to 1.25x the recurring annual savings

23



Medium-term ambition confirmed and supported

by our strategic model
and Rebound plan implementation

Return to our historical trajectory, targeting:
> 5% annual organic sales growth

> and an operating margin of 10%,
then progressing toward 11%

GGGGGG
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In 2025
€2.5bn in sales

generated by products launched since 2023
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New categories

Washers Sp‘ot cleaners Garment steamers

€100m in sales in g ": ; €90m in sales
year 1 e ¥ | Double-digit growth

€25minsalesin
year 1

“

Position #2 inyear 1 Position #2 inyear 1 Strengthened #1 position

-
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2012-2024
Success of the Cookeo series

5m products sold
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