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Wholesale Performance
First Half Review

= Growth constrained

= Performance varied by market

March Market 2006
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Spain

First Half Review

Channel challenge

Concessions development

New stores
— Madrid 1st half
— Seville 2" half

Seasonal channel shift
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Licensing Revenue
First Half Review

= Japan
— Ongoing gains offset by
terminations
= Global Product
— Strong performance

— Fragrance launches

Non-Apparel

First Half Licensing Revenue
£40.8 million
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Outerwear
Leverage the Franchise

The core of Burberry heritage
— Functionality

— lconic, authentic
Multi-generational, dual-gender appeal

Destination category
— With complementary products
=  Mufflers

= Shoes/ boots

Strength at all levels of the pyramid
— Casual to formal
— Classic to fashion

— High AUR
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Organisation and Functional Components
Leverage the Franchise

= Design
= Product development
= Functional integration

= Regional realignment

Cross-category cohesion: Quilting
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Womenswear
35%

Accessories
25%

Menswear
28%




Luxury Handbag Product Evolution
Non-Apparel Development

= Category of concentration
= AWOG6 development merger

= |cons Collection test

Icons Collection
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Luxury Handbags Marketing Evolution
Non-Apparel Development

Editorial =
<t

Advertising

Direct Mail/

Online

Retail
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Productivity
Retail-led Growth

= Key opportunity

= Drivers

Product synergies
Cross merchandising
Replenishment

Marketing synchronisation

UPT Drivers
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Emerging Markets
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Wholesale and Franchise Opportunities
Underpenetrated Markets

= Continuing importance of
Wholesale

= Greater sophistication required
to manage

= Franchise stores in emerging
markets
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UK Reinvestment
Underpenetrated Markets

= Renovations

= Expansions

= Concession conversion
= eCommerce

= New stores

Harrods
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Atlas and Beyond
Operational Excellence

= Design and merchandising
— SKU reduction

— Calendar

= Supply chain
— Replenishment

— Sourcing

September Market 2006
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