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How important do you believe each of these time
horizons are to investors?
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Future performance seen as most critically important
iInformation for investors

Past performance
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What should a strategy include?

Is this a good example of a strategy?

“We want to be the nhumber one or
number two in all the markets in
which we operate”



ﬁ'he answer is: No \

‘Many so-called strategies are in fact goals.

“We want to be the number one or number two in
all the markets in which we operate” is one of

those.

It does not tell you what you are going to do; all it
does is tell you what you hope the outcome will be.

\But you'll still need a strategy to achieve it.’ /

Source: Many Strategies Fail Because They’re Not Actually Strategies, Harvard Business Review, November
08, 2017, https://hbr.org/2017/11/many-strategies-fail-because-theyre-not-actually-strategies







PN ﬁ»? -

===t Contents

Strategic report

02 Abouwtus

04 Value potential

10 Business model

12  Q&A with the Executive Chairman

14 Market review
16 Strategic review

26 Kayperformance indicators

28 Bond restructuring

30 O&A with the Chief Executive Ofhcer
32 Strategy

34 Stakeholder engagement

36 Sustainability review

20 Risk management
52 Principal risks and uncertainties

56 Viability statement
2B Financial revew
64 Five-year summary

Financial report

116 Independent auditor's report to the
members of Nostrum Qil and Gas PLC

@l Our purpose 125 Consclidated financial statements
&t/  Towork as a close-knit and well-integrated team across 153 Parent company financial statements somal
all disciplines to deliver excellence across the whole of Corporation
Ik GROUE

our value chain

Regulatory information




Circular Process for Business Strategy

Clarify business
Evaluate & control o PUTPOsE and vision @
DA,
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Strategy and Reporiting: an ongoing process
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< Mission/Vision/Purpose >

Operating
Environment

Strategic
Objectives

Business
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direction
or plan
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Stakeholder

Interests and
concerns

Risks,
opportunities
and material
issues

International
IF Finance Corporation
WORLDBANE GROUP



Toyota Motors 2019 Annual Report

Message from the President

Reforming Our Company to Become a “Mobility Company™

Toyota's growth to date is within the established business model of the automotive industry. in light of technolog-
ical innovations in “CASE,™ lhe very concepl of the automobile is on the verge of major change. Given this silua-
tion, we must transform our business model into one that is in line with the CASE era.

Transforming the Business Model for the CASE Era

As we make changes to our business mode, it is crucial that we go back to the basics, that Is, our roots, to
re-examine the role Toyota should play and consider how we should proceed, for example, in the advancement
in electrification. Given that people can only contribute to the environment when eco-friendly technologies are
widely used, we redlized that we need 1o embrace Iresh ideas and new ways of thinking.

Therefore, rather than focus solely on passenger cars and individual customers, we can spread these technolo-
gies via commercial vehicles and vehicles for government offices and fleet customers. Rather than conduct
development on our own—without friends and partners—we can partner and collaboralte with others who share
our aspirations. Rather than keep our patents to ourselves, we can open them up and create more new friends.
Rather than sell only cars, we can provide various services in which vehicles are incorporated into a system and
focus more broadly and openly on contributing to the improvement of society.




Rio Tinto: Value maximization strategy

Strategic report

Our strategy

Our strategy is to create superior
value for shareholders by meeting
customers’ needs, maximising cash
from our world-class assets and
allocating capital with discipline.

Our strategy comprises four key areas:

Portfolio

Low-cost, long-life assets that deliver attractive returns

People
Building capability to drive performance

Performance
Safety, operational and commercial excellence
drive superior margins and returns

Working with others for future success

IFC
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CREATE GREAT CLIENT EXPERIENCES AND GROW CLIENTS

ENABLED BY ..
Technology Peo
ple
Managed Evolution and
DigimlgFast Lane + and Brand

.

DELIVERED THROUGH ..

Target Operating Model (TOM)
Largely by new Ways of Work

LEADING TO ..
Client growth Operating
and client satisfaction efficiencies
RESULTING IN ..
FINANCIAL TARGETS'
Medium term Long term
ROE = 17% ROE COE + 4%

Cost-to-income ratio = 53% Cost-to-income ratio < 50%

ey




Module 3: Strategy

Unit 2
Operating Environment and Strategic Context

Business
Model

Strategy
or
strategic
plan

What information allows report readers

to asses the quality of a company’s strategy?

Operating
Environment

* Interests and concerns of key stakeholders

Stakeholder
interests and
concerns

* Operating environment

®* Business model



Market share %

Home loans

Vehicle and asset finance

Credit card

Personal loans

Core corporate loans

Commercial mortgage
loans

Household deposits

Non-financial corporate
deposits

Nedbank

V 4%

A 364%

V 130%

V 102%

A 212%

V 387%

V 169%

V 16,5%

23,1%

19,7%

25,1%

11,1%

211%

15,2%

22,0%

17,0%

21,0%

28,6%

27.4%

23,6%

21,5%

7,0%

21,9%

24,7%

Standard

Bank

33,9%

13,7%

25,1%

16,3%

19,1%

16,9%

18,9%

2/.3%

Other

7,6%

1,6%

Q.4%

38,8%

17,1%

22,2%

20,3%

14,5%




Our strategy

A strategy addressing
long-term trends

Our strategy was developed against the backdrop of six long-term

trends, which will continue to significantly shape the economies and

broader landscape in the markets in which we operate. We believe

that each of these long-term trends presents opportunities that we 1
are uniguely positioned to capture

1 Rise of urban middle class

Markets in our footprint are urbanising rapidly and becoming more
consumption-led, driving rapid growth in demand for wealth and
financing solutions

Our strategic response: Focus on the affluent and wealth offerings

2 Digital revolution
Digital adoption in our markats is often ahead of atherwise more developed
Weastemn markets. Digitisation offers an opportunity for us o deliver 3
more convenient and efficient solutions to clients and thus to increase
our client reach and engagement in a cost-effective manner
Our strategic response: Accelerate pace of our digitisation

3 Increasing regional connectivity Six
Despite a nse in anti-globalisation sentiment in several parts of the world, IOI"I g -term
we are witnessing in the long term the emergence of complex supply tren d s
chains, combined with new frameworks for cooperation, such as the
Balt and Road initiative and the ASEAN Economic Community. With our
long history in the markets that are driving these trends, we are uniguely
positioned to capture the benefits they bring
Our strategic response: Leverage our network capabilities 4




Business Model Template

Value creation (preservation, diminution) over time

—
‘ w

Financial Mission and vision Financial Eﬂﬂﬂﬂﬂ[@m[ﬂ 1517

Governancg
Manufacture Manufactured 1246 9110121314117

w Risks and Strategy and VN
Intellectual opportunities resource allocation 36 [@h0211314)16)17]

Business model

SUSTAINABLE Business
DEVELOPMENT crr iz

Human T erenEe Bﬂﬂmmmm

Social and relationship Social and relationship M 1[2/3/4]5]6 7 8|9 10[11112)13/14)151617|
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MNatural Eﬂﬂm[ﬂ[ﬁ

EXTERNAL ENVIRONMENT
Including limits on availability of capitals, availability of/potential for substitute capitals to achieve goals

INTEGRATED REPORTING <{IR> S

& IFC
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Linking outcomes to the UN Sustainable Development Goals
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i
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M:TI:H IH.EI’H WATER ON LAND AND STRONG FOR THE GOALS
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(ECENT WORK AND

ECONOMIC GROWTH

S|y ®B




Stakeholder disclosure (with outcomes): Barclays PLC, UK
aSESESEEGEGTEGETESTESTESTESTESTESTETETEESTESTE ST E TS E E E E E E s

'| How do we respond to them?

In 2019, we developed our services following
engagement with our customers
and clients. These included:

« The upgrade of BARX as an integrated cross-
asset electronic trading platform to create a
better experience for investment bank clients

« Raising the unsecured lending limit to £100k
for SME clients with a digital application
process

International
IF Finance Corporation
WORLD RANK GROUP



Applying insights from stakeholders

Whi are our stakeholders?

CUSTOMERS AND CLIENTS

Our customers and clients are those
stakeholders who use owr products,
sersices and firancial expertise.

Society is represented by the
comrmunities in which we serve as
well as the world inwhich we lbee.

See pages 3210 35

Our irvestor stakeholder group
encompasses all partes

In the success and sustainability

of the business, from our shareholders
and bondholders to regulators

and public policy makers.

See page 36
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Module 3: Strategy

Unit 3
Objectives, Targets and KPlIs

Why are strategic objectives, targets and KPls important? Strategy or
strategic

* Details about plans and progress plan

* Accountability over time

Strategic
Objectives

Targets and
KPIs



Reporting against long-term strategic targets: HSBC (UK/HK)
-

Performance in

Strategic 2020 target AONRS

e riorit erformance
T from oupdsi revenue growth p.a. in Insurance”, imgrevéd 13%
from Asia franchise — Five of egm-sﬂble markets” gained loan and/or deposit
~ Market share e
gains in eight ~~Belt and Road Initiative: Awarded 'Best Belt and
5 scale markets® Road Bank’ in Asia for the second consecutive year
Deliver ~ No. 1 international — Wealth in Asiaf- +1% by FinanceAsia
growth bank for Belt and - Sustainable finagicing  — Peart River Delta: Launched co-brand credit card - - -
from areas ontoa  Rosdiniive it 40 Fnance e the iniion ustainaple
of y - $100bn in gon — Awarded ‘Asia’s Best Bank for Sustainable Finance'
\ financing and latiye . by Euromoney
investment g . . . .
Complete the " Wsrkalshare gaine—— Market shara in —empleted set-up of UK ring-fenced bank and opened
2 esiabishment mortgages: 6.6% newJK head office in Birmingham in October 2018 I I I I
of UK ring-fenced {+0.5 percentage Launched dedicated SME fund with £12bn of funding,
bank and grow points) includingt4bn of funding to help UK companies
market share arow overseas, ]
Launched Conndcted Money app 10 enable retail banking
customers to viewdglances and transactions from their
UK bank accounts, inclading those with other providers,
in one place S 0o . " -
Gain market — Mid o high ~International client  — GLCM revenue +21%; FX revénye +10%; Securities .
W P TR T T ransition to inancin investmen
growth from our growth perannum - Transaction banking®  subdued global trade environment " .
intemational from intemationsl revenue: +14% — Market share gains in GLCM, GTRF and¥*% GTRF
network network'* market share in Singapore and Hong Kong up by three - -
- Market share gains in and one percentage points, respectively ~
e ~ a low-carbon | and $17.5 billion
Turn around ~US retum on tangible — US ROTE: 2.7% (+1.8 - US adjusted ravenue of $4.8bn up 1% vs 2017 S
4 ourUsbusiness equity >6% percentage points)  — Adjusted profit before tax of $1.06n up 32%vs 2017 . I
$ Nearly 200,000 more active retail customers ~
Commyeted Mol year core banking svaem uporade, | econom Investment IHion
paving the way for significantly enhanced client digital AN 9
improve capital “Increaseinasset - Revenue/average - Overall capital efficiency improvement driven by 4% -
:!‘;‘;x:;::‘;m 5 efficiency productivity RWA: 6.2% (+30bps]  revenue growth
- Continue to redeploy RWAS 10 higher-return businesses 3

International
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Reporting against long-term strategic targets: HSBC (UK/HK)

Strategic priorities

Performance in
2018 (vs prior
period)

Targets by end of

2020 Highlights

Accelerate growth - High single-digit - Asia adjusted - Wealth in Asia’ revenue, excluding market impacts
M 1 from our Asia revenue growth p.a. revenue: +11% in Insurance™, improved 13%
franchise; be the from Asia franchise - Hong Kong: +14%  — Five of eight scale markets™ gained loan and/or deposit
‘ . leading bank 1o - Market share — Pearl River Delta: market share™
support drivers of gains in eight +31% ~ Belt and Road Initiative: Awarded 'Best Belt and
B global investment: scale markels' — ASEAN: +3% Road Bank' in Asia for the second consecutive year
Deliver China-led Beltand - No. 1 international — Wealth in Asia”: +1% by FinanceAsia
growth Road Initiative and bank for Belt and — Sustainable financing  — Pearl River Delta: Launched co-brand credit card
from areas the transition 10 3 Road Initiative and investment with JD Finance
of strength low-carbon economy — $100bn in sustainable  (global): $28.5bn — Awarded ‘Asia’s Best Bank for Sustainable Finance'
financing and cumulative (+$17.4bn by Euromoney
investment”' in 2018)
Compiete the — Market share gains - Market share in — Compleated set-up of UK ring-fenced bank and openead
2 establishment mortgages: 6.6% new UK head office in Birmingham in October 2018
of UK ring-fenced {+0.5 percentage - Launched dedicated SME fund with £12bn of funding,
bank and grow points) including £1bn of funding to help UK companies
market share grow overseas
- Launched Connected Money app 10 enable retail banking
customers 1o view balances and transactions from their
UK bank accounts, including those with other providers,
in one place
Gain market - Mid to high - International client -~ GLCM revenue +21%,; FX revenue +10%; Securities
3 share and deliver single-digit revenue revenue: +7% Services revenue +11%; GTRF revenue +2% despite
growth from our growth per annum - Transaction banking™ subdued global trade environment
international from international revenue: +14% — Market share gains in GLCM, GTRF and FX'%; GTRF
network neiwork' market share in Singapore and Hong Kong up by three
— Market share gains in and one percentage points, respectively
ransaction banking
Turn around ~ US return on tangible - US RoTE: 2.7% (+1.8 - US adjusted ravenue of $4.8bn up 1% vs 2017
4 our US business equity >6% parcentage points) — Adjusted profit before tax of $1.0bn up 32% vs 2017
$ - Nearly 200,000 more active retail customers
- Completed multi-year core banking system upgrade,
paving the way for significantly enhanced client digital
experience
Turnaround : _ : - : :
of low-return 5 Impr_ove capital - Increase in asset - Revenue / average - Overall capital efficiency improvement driven by 4%
businesses efficiency productivity RWA: 6.2% (+30bps) revenue growth

— Continue to redeploy RWAS 10 higher-return businesses
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BC

Beo Cista
Energija d.owo.

How transparent and accountable are these
objectives and targets?

« Close existing waste dump at Vinca (polluting Danube River)
« Open new EU-compliant landfill

« Achieve Serbia national goal of diversion of 65% of biodegradable
waste from landfill by 2030 (compared to 2008 quantities)

* Generate clean energy from new landfill

« Use landfill gas at new site to generate up to 29MW of electricity
and 56MW of heat
» Achieve greenhouse gas savings of 130,000 tonnes CO2-equivalent

annually (per annum) @ IFC | 5



BC

Beo Cista
Energija d.owo.

How transparent and accountable are these
objectives and targets?

« Close existing waste dump at Vinca (polluting Danube River)
« Build new EU-compliant landfill

« Achieve Serbia national goal of diversion of 65% of biodegradable
waste from landfill by 2030 (compared to 2008 quantities)

* Generate clean energy from new landfill

« Use landfill gas at new site to generate up to 29MW of electricity
and 56MW of heat
» Achieve greenhouse gas savings of 130,000 tonnes CO2-equivalent

annually (per annum) @ IFC | 5



Which KPIs Should You Include in Reporting?

/BEST PRACTICE Is to use the same or x

similar KPIs in reporting which are used
iInternally for the management dashboard or
for individual performance measurement,
such as to determine variable remuneration.

--IFC’s Disclosure & Transparency Toolkit

. 4




Main-banked markel share (%)

ey
———__—_ -—__~~~
( Key performance indicators How it links to: yoy change "
Value Executive 1
T~ - creation remunergliont. = = -
™ — e — — — —
G Delivering innovative market-leading client experiences
Digitally active clients (% of total
clients) Enabling more entrenched clients and more cost-efficient channals GCC A
Digital sales (% of total sales) Enabling more entrenched chents and more cost-efficient channels GCC A
Increase client satisfaction and market share by delivering innovative
Managed Evolution complation (%) technology ecosystems GCC A
T e Gl T
Retail man-banked clients (m) p—
- -
- 2019 2018 2017  Benchmark? QOutlock/Target

Retail cross-sell ratio (%)

Household deposit market share (

Commercdial transactional-deposit]
market share (%) 24 20 18 NIA
CIB NIR-to-advances ratio (%) a 12 <1 »35
MNIR-to-expenses ratio (%,
—” 70 60 52 NIA
2,95 298 278 MIA
nz 131 127 174 peer average
133 .33 132 > 30
16,9 180 189 20% peer average
14,0 14,5 13,4 247 peor average
21 24 20 N/A
808 821 BO.7 762 peer average

Increase

=13
{target)

Increase

Increase
=20

Increase

Increase

= 65

Materially
complete

50

Increase

»15

= 16,9
»20

=85

Increase

=>2.0

=19

>1B

=20

> 85

[MO] [LA]

[MO] [LA]

[MO]

(MO][LA]

[MOT [LA] [N
Consulta]

MO

[IN - SARB
BAS00]

[IN - SARB
BATOO]

MO

[Fs]




more clarity and certainty of the impact on our business.

Key performance indicators How it links to: yoy change 2019 2018 2017  Benchmark® Outlook/Target Assurance

‘Value Executive
creation remuneration’ 2020 Medium term Long term

Digitally active clients (% of total

clients) Enabling mere entrenched clients and mere cost-efficient channets GCC A 24 20 | N/A Increase Inerease =70  [MOIILA]
Digital sales (% of totol sales) Enabling more entrenched clients and more cost -efficient channets GCC A 21 2 <l »35 Increase =45 >75  [MOIILA]
Increase client satisfaction and market share by delivering innovative Materially
Managed Evolution completion (%) technology ecosystems GCC A 70 60 52 N/A 80 complete MO]
ring our i ing faster than the market
Retail main-banked clients {m) Driver of revenue growth GeC | 4 295 298 278 NIA Increase 50 Increase  [MO] [LA]
>15 [MOTILAJIIN -

Main-banked market share (%) Driver of revenue growth CcPT v n2 131 27 174 peer average (target) Increase Inerease  Consulta)
Retail cross-sell ratio (%) Number of products per client (holistic client value proposition) GCC ’ 133 133 132 >30 Increase =15 >20 [MO]

[IN - SARB
Household deposit market share (%) Attractive source of funding in a Basel Il world cPT v 16,9 18,0 89 209 peer average Increase Increase =19  BA00]
Commercial transactional-deposits [IN - SARB
market share (%) Attractive source of funding in a Basel lll world CPT v 140 45 13.4 247 peer averoge Increase >169 >18  BA%00]
CIB NIR-to-advances ratio (%) Leveraging our strong position in lending to grow NIR GCC v 21 24 20 N/A >20 >20 =20 [MOI]
NIR-to-expenses ratio (%) Extent to which NIR covers expenses GCC v 808 a21 807 762 peer average Increase >85 >85 [FS]

._H,E Being operationally excellent in all we de

Branch floor optimisation (m?) Cost savings through smaller, more efficient branches GCC A 41156 3z9n 26485  N/A 49 000 Increase Increase  [MO]

Self-service cash deposits Shift to convenient self-service channels and downsizing physical

(% of total) footprint GCC A 73 &1 &0 N/A Increase Increase Increase  [MO]

Digitised services roflout Shift from physical to cost-efficient digital channets GCC A n4 70 LY N/A 180 Complete MO
Reducing complexity and enabling digitisation of IT systems in a risk-

Core IT system optimisati it and cost -efficient manner GCC v n7 ne 128 N/A a5 65-75 Mol
Space optimisation resulting in lower accupation and accommadation

Corporate real estate savings (m”) costs GCC A 53551 25385 14 683 N/A Increase >100 000 >120000 [MO]

Targeted Operating Model savings TOM 2.0 savings

(Rm) Improved efficiencies cPT A 1147 &80 283 NIA RI.2bn (to be disclosed early 2021} MO]

Cost-to-income ratio Key driver of angoing sustainable profitability CPT v 56,6 57.2 5846 554 Improve £53 =50 [MOI[Fs]

@ Managing scarce resources to optimise economic outcomes

Guidance

withdrawn on

ROE (%) Returns shareholders receive on their copital cPT v 150 16,8 153 N/A 14 April 2020 =17 >COE +4  [MOII[Fs]
Profit generated after adjusting for the expectad returns from

Economic profit investors (cost of capital) STI v 1412 2868 1695 N/A Guidance withdrawn on 14 April 2020 MO]
We are increasingly tilting financing of SDGs. See pages 50 and 51 for more details. GCC A Metrics are in development.
Nedbark Africa Regions number of
clients (000) Client gains support revenue growth GCC v 336 353 336 N/A Increase over time [MO1ILA]
Financing deals with ETI Financing oppor tunities with Ecobank involvernent GCC > 1 2 0 N/A Increase over time [MO]

Clients doing transactional
banking with Ecobank Servicing and protecting our client relationships GCC A ne no 85  N/A Increase over time [MO]




Module 3: Strategy

Unit 4
Embedding Sustainability Objectives into Business Strategy

Why and how to embed sustainability in the core business strategy?

* Easier for stakeholders to understand the plan. Strategy or
strategic

* As a first step, ESG objectives may support the core strategy. plan

* Ensure that sustainability objectives are related to core
business activities.

Risks,
opportunities
and material
iIssues



Some products and services advance sustainability goals
while a/so driving profitability

storgenso Annual Report 2019

Strategy

» Thisis Stora Enso
Stora Enso in 2019

CEQ’s overview

Transformation

>

>

» How we create value
>

» Divisions

>

Group Leadership Team

Substituting materials
from finite resources
Is our key competitive
advantage

Our total climate benefit

12 mtco.

€o. fossi-basedproducts, saving
20 mtco.

A <

Our forests are carbon

neutral and absorb
S meco,
Resource efficient value
N 11 meco.
Best climate benefit comes fr bining forest
forestry chain. > bout the ion method.
Asa Stora Enso b to a better climate. Trees in our sustainably

managed forests absorb CO; from the atmosphere and when harvested act as
astore. Carbon stays in the fibers when they are made into products, and even
through recycling. Carbon storage can be increased by substituting materials
from finite resources with renewable alternatives. This is a significant and growing
opportunity for us. By substituting fossil-based ials, Stora Enso'sy

saved an estimated 20 million tonnes of CO; in 2019 which is comparable to
the average annual CO; emissions of 5.1 million cars.

Our business is a net
contributor to prevent

global warming.

Fiber-based products have a lower carbon footprint

Subsititute plastic trays Substitute plastic fish boxes
Trayforma paperboard trays EcoFishBox by Stora Enso
for ready-meal packaging offers up to 30% lower carbon
offer up to 64% lower carbon footprint than a traditional
footprint than plastic trays. polystyrene fish box.
PN =
P o~-=0 o~ &
i, A =
. - P
[ o
If all plastic trays in itching to EcoFishBox
were replaced with Trayforma, in the Nordics would save
the savings in CO; emissions fossil CO, emissions equal
would equal to heating all to the annual emissions of

houses in Berlin in January.

76 000 cars.

GIFC

PET bottles

gt 8

In Europe, a fiber-based
beverage carton has up to
45% lower carbon footprint
than a PET plastic bottle.*

10 studies made

* According
by Hfeu for SIG Combibioc

International
Finance Corporation

WORLD BANK GROUP




Achieving sustainability objectives can enable

and support business growth

Our purpose Our growth pillars
| We are devotedbo LEVERAGE OUR
i growing ewery customes
| and = UNIGUE 24/7 PORTFOLIO

i comgurner 247

G Pt Peoes 30 pagaa -2

WIN IN THE
MARKETPLACE

-m P Faoes 3 pagaa TW0- 58

FUEL GROWTH THROUGH
COMPETITIVEMESS & INVESTMENT

@ Pk Feoes o0 pagaa 14-57

| While erwiching our

! communities & caring -

i for the erircnment i EARN OUR LICENCE
i : TO OPERATE

au_-"u:l-q.

Our Grovwth Mindset Valuss

How we grow 2021-2025 targets

+ Offerthe best 24/7 bevernge portfolio on the planet:

In partnership with The Coca-Cola Compary 5 - ED.'"’U'
FEL-rem.frnl revesrus growth
[P AL, O RO
+ Buibd univaled teams of trus partners for cur customers,
expcuting with excellence inewery chanrel for priomised
diriridineg rrsmesLs
+ Fast-forward critical capabilities fior growth zn_mpﬁ
EETT rmusrgin grovth
+ Trarsform, inmowte and digitalise our busingss bo arsurs
that we are fit for the future
Employee
Engagement
‘graser thar tha
ﬁ_hnt‘r—'n
+ Be anemvirorimental lader, Srgags our Communiths
bszhirec] weatesr ard werste initlatives, and emmpower youth, Accomplizh
ROegerher with our partrers P -
eommitrarta

o et T T H S Tl LT LG DL SR

o i

[ES T 1Sy TR il G FiEFORMING A GHE
T L Wow ol ww b wl)
Pt e by iy P e [
o e e L
. s Tada

International
IFc Finance Corporation
WORLD BANK GROUP



Module 3: Strategy

Unit 5
Strategy Implementation: Risks, Opportunities and
Materiality

Why should reporting link risks, Strategy or
opportunities and materiality with strategic

strategy? plan
* Provide insights into management

decision making

Risks,
opportunities

right issues and material
iIssues

* Assess if the company is managing the




Relevant material issues
aaaaaaaaaaaaaaaESESESESTESGTESGTESGTESTESGTESTE ST ST ST ETE ST ST E ST E ST EErE TS

Image source: Accountancy Europe, https://www.accountancyeurope.eu/wp-content/uploads/191220-Future-of-Corporate-

Reporting.pdf
@ IFC |5 e



Applying risk processes: Coca-Cola HBC, Switzerland

Principal risks

1. Sustainability:
Plastics and packaging

Loty Dusd sl et - O — e
: : et
=5 e aprdsonprod et muindiand . ]
1 oo whath oy, T
[T - - prrem—
e : o B
: . <
70 L e e e e e T ~o
A4 0 e oot S—"— S~
~<_
Sustainabity: R —— . [rr—— S~o
Watsr Sasg ~o
1 ° Casmdbyctactmgs . Purtr e e o e A ot s S -
. <
~<_
S <
S~
S
i ~
s walbaing ~oa
et bty el oy by ~

©00 i e aesarire ‘

P i o
— —— Key mitigations
<0 Pt ' -

= Packaging waste management and World Without Waste global programmes

00 i « Partnering with local and international NGOs on packaging recovery

» Partnering with local communities, start-ups and academia to minimise environmental impacts

o Risk included in viability assessment

Link to growth pillars Principal risks trend

oee e ’]\ Increasing €2 Stable \|, Decreasing
International
IFC Finance Corporation
WORLD BANK GROUP



Coca-Cola HBC: Applying risk processes

Thisa sk e rialro wbabbskbier onc e naliting = Prnchacgiig meibn rrisscmgerel and W] Withoul Wissbe-giobal peadgrarmrmes
By pciaging wisls ard plirstes polution that wil = = Partrriog with kocal and inbesrationsl WOCs on packagng recsvry
wasto ittt sl o prersch e tion rrsathoeds ard . = Partrariceg i A - LT o] e 2T TTECI T A T TS sl s = Seamidig

T Q0 T

Z. Sustninabdity: mﬂm:hﬂl\a L] wmmmM o Caben e gy

it and carb-on chanips aparc arel s falles Iorecheu oo ] = Partrriog with kocal and inbesratonsl SOk on oormnmon s sach o ratus cortssnvation » Senaridng
u arvdrrrnerial feolpeng. npacts boour opseraliors. = Partrariceg i A - LT e ed S O T T A T Tl s,
-T arelwabes chain iy sk from mon wlatie afecs
of NGO N o Frowam s rslairsddes s reirmernd
i e " . rearit 1y TCFD: it

carber e and corrgallares with TOFD.

I Susstninabdity: Tha sk ol mwybiar ol by, wele slrss B Bhe . = Mislier rechiction ard mavie waler restrrenl prograriree, sl s spport Fowater slewsndshic o Vialue slewarskig
Waker errrrnilis i which wa operabe, and watie qualiy . 1R e b1 e -t ik, = Seamcing
'T u i pise] by it e, . = Partrarieg with el andd imbaeratrsrd B o wiker il sssechdpn tratagem
= Parireriog e T atart-ug are] asaSaiE b M e iR mpacis
A Concsuarmsr heisad By Fiahur Lo akapt Le-chargng oo haalth ey, - » Fonmsmipesielr s e e 247 e porkfale o Mudritis
aed wolling sl it ol k a] Tk " = Espired cur sirngps o eww- e rer-carin e ragee = Markating
Hnn Attt cur foamo it are, sg ot b et B e e e = Porischicd cpsility arclintsgrity
of e ol et . o T Hres cabor i s o dsi of prot s mste oo ik
= Ol laballng o peckaging
= Poreorresb dethen eyl thiough comsones engecs e pegr ST S |
5. Cyher incidants Bcybuar- aitack or daba carine falun niciting . = el @ Cpter sty e priescy conbiol ramsrsok nd moniior complance = Edrwic iyt
T ﬂ b Eridrnich i e o b of Eorporiata . = Mt cortifeation aait e 150 P00 standard ard corfirm oo oormrmitrrent L secons information
ot perscrml cala conficerd ety . L ] Sy with Intisratonal e by atandards

. = Safey i eritical IT ared cpmsational st s
= Disbsct, recspeore] drn recioesr frorm Syploer rcicknts and altecks
= Pl i posil e ullurs of Gpbr- sty

= B Hirws lsrnchs " | sk meratolin

5. Foraign axchangs Fiomicgn st ared cormmodiy sepoare . = Ty jusiy reepoines Hh Ruacigiog of 259 g S0P of reling 1.2 -month onecesbed tarmssctional forslgn. « Bosneamic impecs
Hmm _hlﬁ:rﬂd‘.l-?l'l.ﬂ'.?r‘.l’l.ﬂ u ELITT Y S T
P nﬂ cormmaity prices. . = Hasdging beyond 12 rrerthas rayacdur insachptionsl s st Leappnesl of G roop CFRD

Currancy dimvibstion. in oormisnation with capial . = Ty jrsliicy repoinas b b afl el e S Tcadily o e i e gy Ienits

crrliobs et s e Lof e el ira s gy for sach hedge- abls cormamadity
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DISCUSSION OR QUESTIONS



