“Creating sustainable growth
in shareholder value, by
doing the right thing”
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AGENDA naked:

10.30 Traimeparts Liverpool St
12.27 ArrivéNorwich

12.30 Transfeio Naked HQ and lunch Introduction: Our Group Vision
on arrival

13.00 Presentations and Questions
14.45 Walkound
15.15 Wine Tasting and Presentation Part2: CustomerEngagement

16.30 Busleparts for Norwich Train Part3: Proof the model works:

station / Football Taste the difference!
17.00 Traideparts for London

18.57 Trainarrives atLiverpool St

V4 |

Presentations

Part 1: Naked Wines a real life
workingexample
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Deliversustainablegrowth in
shareholdewalue
X 0 @oing the right thing
‘ for our customerssuppliersand people
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GROUPR

Market size* £2.2bn £17bn £2.0bn
(UK) (Global)
Sales for the year £231m £81m £42m
to March2015
Proposition Help people find Making a privilege Making your wine
wines they will into a pleasure list profitable
love
Competitive 800 delightful The modek 200 delivery hubs
advantage graduates who crowdfunding
love wine independent
winemakers

* Source: Internal data

naked:

£0.7bn

£10m

Your trusted
guide into fine
wine

Normal people
who happen to
love fine wines



NAKED WINEFODEL [ naked | @&

Deliveringsustained growth in | o

. Delivering high levels o
sharehplder value by doing the customer loyalty, drives
right thing for our customers, NBGSydAa?
suppliersand people

XSyl ot Ay3
profitable segments with
compelling customer
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High retention drives
aAauNRy3 Ol a

High growth attracts the XgKAOK ¢S
best people and suppliers aggressively in growth
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Sales (£) Margin (%)

£12 £16 £20

Price

£5 £10 (£)

Naked & Majestic target the most profitable segment of
the wine market:customers looking for inspiration

) 2 K&K . SOl dza SX

A These customers value SERVICE

A QUALITY mattersa good buyer can add value
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naked:

Gross Profit (£)

£12 £16 £20

Price

£6 £12 ()

£

@ Majestic Average Price Poitfif7.88 / bottle*
@ Naked Average Price Poifi8.54 / bottle*

* FY16 YTD, ex sales tax, excluding beer/spirits
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British woman speaks of her anguish after
vandals poured £60,000 of white wine down
the drain

« Katie Jones, 47, has been making wine in France for four years

« Lost 4,000 bottles of white wine - a year’s vintage in attack

+ Claims she was victim of ‘wine vandalism' - targeted for being British
By HUGO DUNCAN FOR THE DALY MALL

PUBLISHED: 01.16, € May 2013 | UPDATED: 09:29. § May 2013
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Ammmmthabwmdmdmlmmm'wu
her anguish afler vandals poured £60,000 of her product down the

Katie Jones, who left Leicestershire two decades ago, lost the equivalent of 4,000 botties of white wine
~ an entire year's vintage.

The 47-year-old said it was her Worst nightmare' o discover she had Iost a year's work when she
returned home after a business inp.

One of our wine
makers needed
KSt LIX
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From: Naked Wines MarketPlace <:osanogkedwine couc>
Date: @ May 2013 11:50

Subject: Please read - help Katie get back on her feet

Te: on.fitzgers akedwines cor

Dear Esman
Pieasa read carefudly. This can criy hanpen with your hefp.

For the past 20 years, Katie Jones has been living her winemaking dream in France

In 2008 she tock & massive leap of fsith, staking her future on & Sy vineyae perched on 3 hilside in the Languedac

Since then Katie has been grafing away and iving the dream, with ehiny mmmhp in thick and fest. Last year &
wen @ GOLD medal and the Fitou traphy 61 the prestiglous Inlamations! Wine Chal

A few weeks ago vandals brought Katle's business to its knees

the p..-nn:mg discovery that vandals had empred the vats containing har antire vinzage of Janes Blanc
Katie's winerrsking dream had tumed into 8 nightmare.

ine Fvestng 18 monthe of blocd. sweet and $ears... coly Lo see your Ivelinood draired away inlo the guner. Seriously
aribrasking.

We need YOU to help us STICK IT to the vandals

Wa need 1,000 Angais t raly togather and show Kabi that she has aur support in har sme of narc. ‘Wt yaur help we
G get Katie back on ger feet producing sensatonsl wine in ng time.

And because no, deed goes unnoticed... save £51
Yeur good ceed | e you @ case of Franch dalghts at & frarkly ficiculous prics — with free celivery to your
d00r 1 August"

‘s negbour (we've bastad ‘am and trust

an appeal

X I b the satisfaction
of helping a&alented
wine maker

Pack | Naked MarketMace

2+ [ wew nskeowees com c
= Carte MAYRO  Liskedtin  Maked Wises  Coll Costre  Amasue  Congle Does st Soner  MhLoom  guadiancouh  Maps

Katie Jones Rescue Pack Armiing: 30082013

TheDeal  Tha Winemaker This deal has
now finished
What we think

 Kana overy 2500 bidders saved
wramaserA's worst ngrATATS whan 39% with a final seling
vardals eTpted her entre 2012
Mae-“hamn Now she price of £79.49

b your e, delivery date
"‘""‘””’"‘v"""" for this wine is
s, st ot your 30082013

—lLIE

< Customers got
greatR S I f

in @)  Katie Jones Rescue Pack

2) 8 DO
Almost cried when | read about these stupid people. Delighted that so many good people
came 10 the rescue but more than disappointed that | was not one of them !

Share on [ 3 (iatest reply 2 years ago)

Katie Jones (ST

Dear Michael, many thanks and look out for the wine in August! Katie

Likae 1

Lorraine Amle. @) : Katie Jones Rescue Pack

Read story in the news, absolutely heartbreaking but know that there are people out there
who will support your dream. Good luck!
Like 1 Share on [fj £ i

Katie Jones @S9

You are so right - and they are called angels

ly 2 years ago)

Likee1 2years




© DELIVERING®YALTY AND LIFETIME VAL [ preked

Naked Wines UK Totabntribution by year of Angel acquisition (£k)

10,000
9,000
8,000 y
7,000 L~
6,000 <

5,000

. | Contribution compounds year
3,000 o g
on-year, driving growtlg with
2,000 .
even the earliest cohorts of

1,000 oy -
. Angels still in growth

2008 2009 2010 2011 2012 2013 2014
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O X2 | LDRIVES STRONGSH FLOW naked

[l standstill EBITDAJ] Reported EBITDA

If we stopped investing
. in growth,we would
. — I . make £5m a year

FY13 FY14 FY15 FY16 H1

£m
OO ANONNO
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© X2 | L/ IINEYAGGRESSIVEL naked!

Growth spend & ROI historrolling 12 months)

Increasing
iInvestment while
improving ROI

=] 12M Spend ==—L12M ROl

12



® X2 | LDRIVESROWTH noked

Mature Angel Numbergthousands)

300 HUK BMUsA EAUS

H1: +29k net new
250 Mature Angels*
(vs+16k in H1 FY15)
200
150
100
50
0

2008 2009 2010 2011 2012 2013 2014 2015

*Reminder: A Mature Angel is an Angel who has started their fourth month
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@ GROWTHTTRACTS THE BPEOPLE DOKeCH
ANDWINE MAKERS

Some of our Famous Wine Labels:

Pl

*
Ruinart € HANDON

V729

VASSE FELIX W@m"

Y‘h EEEEEEEE Lc‘l ? ‘ o

.t /’ «\%m
% 78

CRAGGY RANGE
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OUR APPROACH TO INVESTNIENT naked
AGGRESSIVE ANLCSCIPLINED

W a9{Q Wh. 59{/wLt¢LhbyY
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AIM TO DELIVEROVE MARKHEROI naked

WEARE AGNOSTIC ABOUT COUNTRY, COMPANY, OPEX/CAPEX, ACQUISITION/RETENTIOP

New Customers 30%+ 6080%  >100% We have a rich
opportunity to
Stores <25% n/a n/a n/a redeploy capital
: - efficientl
Hi el B TBC TBC ~20% TBC <I Y
ageing
Wine Quality- Product TBC TBC 50%+ TBC
Serviceg 5* Inbound TBC TBC >100%
: <0% to
Serviceg Outbound TBC TBC >100% TBC

EarlierWine Maker

S 20-25%

16



EXAMPLE CUSTOMER ACQUISITION fokeds

M Spend — #MaAs
1. Cut the new business
budget by this much at
= the start of the year
2 2. Review proposals to builg
i spend back up
S 2 : 3. Ensure that deals in here
73 . are not repeated
~ Py
(€1] (4]
e}
=
g

Rolon New Mature Angel Acquisition
17



EXAMPLE 22UTBOUND SERVICE naked:

UK USA
% Contacts Rol| % Contacts Rol

Jul-15 Campaign 1 47% 148% 36% 375% A Redeployed resource out
Campaign 2 29%  1204% 24% 610% of low value campaigns
Campaign 3 11% 216% 26% 385% .
Camgaigﬂ E _~ — A Test and Learg analyzing
Campaign 5 3% -15%> 3% 20‘7> RSI 'C(ljowr totLhe lec\llel of

\ individual outboun

Dec-15 | Campaign 1 38% 54% 19% 73% campaignsg optimize our
Campaign 2 45% 1629% 60% 1223% service for ROI
Campaign 3 17% 69% 14% 236%
Campaign 4 0% n/a ) 8% 7%)
Campaign 5 0% nfa A 0% n/al

18



EXAMPLE SUBOUND SERVICE naked:

Key Metrics (Indexed to 5*=100)

12M Attrition Annual Value
1* 84 27
2* 88 43
3* 94 58
4* 97 68
Total 1 to 4* 95 60
5% 100 100

]

An Angel giving a 5* rating
has twice the lifetime value
of 1*-4* rating

90

50 - w5 Star Feedback

30

A I T e
\;Q} "C\“} 4;\\3 h\'i\ .:,}?)' a‘ﬁ‘ ,‘\é Jﬁn cg,:éx @@ \,‘)‘\3\ *{‘S& ,SZ\

N

5* ratings have gone up from 65%
to 85%
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EXAMPLE #MPACT OF WINE INVESTMENT [_naked

ON RETENTION

* BIA = Buy It Again

% New Customers Converting to Mature Angels, by First Order

Wine BIA Score, UK

Example Wine 1 :
-? Substituted with a reserve level product:

Result:Gross Profit reduced by 4.3% howeve
base BIA score increased by 10bps to 91

% Customers converting
to Mature Angels
]
[

70 75 820 85

_% First Order WindRating

Customers with strongeBIA*z Q& | ONJ
initial orders go on to deliver substantially
greater loyalty and consequently lifetime valy

90

Qx

o B

as 100

Learning points:

)

FirsKk DdzZA RS LIS2LX S (G2 GKS KAIKSa
Ba%l'gnﬁnF\Hocess

Connect new customer budgets for new angels to BIA rating
achieved

CKSYX wWS@ASG AYySYlI1Ay3a 2LIGA2Y
wine, lower price, longer aging 0



EXAMPLE SYIPACT OF FIRST ORDER fokeds
VALUE OROI

Retention rate & annual contribution/custome(by first order spend, UK)

Mature

Focus our recruitment
activity onhigher quality
prospects who are willing to
ALISYR Y2NB 2y|] FAI
Xt SIFRa laner Y dzgK
attrition and step change in
customeilifetime value

Angels

% Customers Retained 2 Years as

£ spent on first order

= Retention % == Cont/ Customer
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HOW DO YOU PUVALUEONNAKED?

naked:

G How big could it be?

° How quickly can we get there?
° The Plan...

22



HOWBIGCOULD IT BE? naked:

Benchmark examples:

I S A S T

Market size £2bn £14bn £1bn
Notable competitors and Laithwaiteg(c.£170m); LaithwaitesUSA ??
sales VirginWines (c.40m); (c.$170m?);

Wine Society (c.£80m) Winery direct (c.$1.6bn)

23



HOW QUICKLY CAN WE GHHREVIODELLING

SIMPLIFIED GROWTH MODEL

~X
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