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FORWARD LOOKING STATEMENTS

This presentation contains forward-looking statements based on our
expectations and assumptions as of August 15, 2016. All forward-looking
statements are expressly qualified in their entirety by the following cautionary
statements. Forward-looking statements involve known and unknown risks and
uncertainties that may cause actual results, performance or events to differ
materially from those expressed or implied by the forward-looking statements.
Forward-looking statements are not guarantees of future performance and undue
reliance should not be placed on them.

Additional risk factors that may affect future results are contained in our Form
10-K for the year ended December 31, 2015 and in our quarterly and current
reports. These risk factors expressly qualify all forward-looking statements
contained in this presentation and should be considered by the reader. We
undertake no obligation to publicly update or revise any forward-looking
statements or to make any other forward-looking statements, whether as a result
of new information, future events or otherwise.
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EXECUTIVE SUMMARY H1 2016

The Strategy is to further expand as a Top Global Spirit Business, with a portfolio of high equity
brands in all price segments, and playing in all profitable geographies:

o Brands: Invest in high equity brands with attractive margins, and a strong consumer
proposition. In vodka have brands in all price and consumer segments.

o Poland: Expand profitably our number one share position, be the leader in all segment and
channels, continue our recent success in flavor and pack innovation

0 Russia: Acceleration of high margin brands, increase mainstream vodka volumes
supported by the improving vodka category conditions, execute in-store excellence following
the successful Polish model

0 International: Become a top 3 player in all major vodka markets 1 UK, Germany, France,
USA, Israel, Duty Free with a portfolio of brands.

0 Innovation: Launch new brands and flavours to drive incremental growth at higher margins

o Agency brands: Maintain our position as the Number 1 imported spirits and wine importer
in Russia and Eastern Europe, developing brands in Whiskey, Wine, and premium spirits

0 Costs and expenses: Control of our cost base and continual efforts to optimize our
expenses, capture the economies of scale and cost/expenset savings available through the
combination of alcohol entities
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EXECUTIVE SUMMARY H1 2016

We see positive economic conditions in Poland, Hungary, Europe, and improving economic, political
conditions in Russia, which have resulted in vodka category growth in 2016

Roust Corp. shipments volume growth of +8% in Q2 vs last year, continuing the Q1 growth trend:

o Poland: Volumes +11% vs LY in Q2, with strong growth on both vodka and agency brands.
Poland expanded its vodka market leadership position to 42.5% market share. Strong EBITDA
growth of +$8.6M vs Q2 2016

0 Russia: Strongly improving results in Q2 with strong growth vs LY :on RSV (+35%), Remy
(+15%), Jagermeister (+10%), Talka (+8%) and May/June ruble revenue equal to last year (
+13% vs LY without low margin wine and economy vodka brands) .In Russia recent positive
actions from the Government have driven the growth of the legal vodka market. EBITDA above
previous year for Q2 2016

o International: Continued very strong growth of +44% in Q2 vs LY, driven by strong performance
in Western Europe. Share increases continued in core markets UK, Germany, France and Israel

o Hungary: Volume growth of +16% vs LY in Q2, led by excellent performance of Royal and
Jagermeister. Gancia, RSV andt u b r - aerkirrued exponential growth trend

o Global Russian Standard Vodka: Excellent growth of +17% inJan-J un616 vs | ast
core global brand with strong results in the UK, Germany, Israel and Russia
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EXECUTIVE SUMMARY H1 2016

EBITDA : Strong Roust Corp Global Q2 2016 with $16.2M EBITDA for Q2, which is +$7.0M higher
than last year, with Half 1 2016 EBITDA of $22M, now above Half 1 2015 by +$4.4M

EBITDA margin: For Q2 was 11.2%, which is +4.4 p.p. higher compared to Q2 2015.

Business optimization for further expansion: In order to further accelerate revenue, and increase
enterprise value, we are in positive discussions with our Bondholders how to optimize and boost our
capital.

Our strateqy is working: To profitably expand our business globally, and with the improved vodka
market conditions in our core markets, we see substantial further opportunity for global increases in
volumes, revenues and profitability for 2016 and beyond.
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ROUST CORP Q2 2016 GLOBAL VOLUME +8% VS LAST YEAR  INOJUN]]

Global ROUST Nielsen retail offtake vs shipments volumes (%)

Nielsen Retail sales vs -6% -6% -8% -4%
PY
Roust Shipments vs -13% -12% -7% -3%
PY

8,273k cases

6,069k cases 6,189k cases

5,740k cases

4 525k cases

Q1'15 Q2'15 Q315 Q415 Q116
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VODKA MARKET VOLUMES ARE NOW GROWING IN BOTH
RUSSIA AND POLAND, SUPPORTING ROUST CORP GROWTH

A The Russian Government has not increased excise during 2015 and 2016, and the
benefit is now showing with stable retail pricing and vodka category volume growth.
General economic conditions are improving and this is assisting positive growth in
consumer demand

A Poland has not increased excise since January 2014

(TX)ZSI:Z category, %) i _17 8 ® "
(REg(ScSiis?e tax, Rouble) 24 400 >0 >0 >0
(Fi?olgﬂg category, %) *1 B -5 A "
Poland 50 50 57 57 57

(Excise tax, Zloty)
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POLAND HIGHLIGHTS




ROUST POLAND VOLUMES YEAR TO DATE 2016 ARE g
GROWING AND THE MAJOR COMPETITOR IS DECLINING ROUST-

A YTD vodka category grew +2.5% vs. PY.
A Roust depletions grew +18% vs. PY compared to -14% for Stock Spirits Group.

A Traditional trade engine of our growth.

Roust vs. main competitors
Volume sales change by channels (in%)
[Period: YTD TY]

B Roust @ Stock Polska
30 -
25 -
20 -
15 -
10 -

26,0

-10 -
-15 -
-20 -
-25 -

-19,1

Total Poland Total Poland excl. Modern Trade excl. Discounters Traditional Trade
Disc Discounters
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MARKET LEADERSHIP IN POLAND EXPANDED ROUST

As a result, Roust has expanded market share leadership in every channel

Volume share
change vs.
PYTD in p%

45
40
35
30
25
20
15
10

% of Total
Market

Roust vs. main competitors Volume % share by channels
[Period: YTD TY]

B ROUST @ Stock Polska @ MARIE BRIZARD

Total Poland Total Poland excl. DiscModern Trade excl. Discounters Traditional Trade
Discounters

@D @& GO G ¢
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ROUST POLAND EXTENDS LEADERSHIP POSITION B
ACROSS ALL THE CHANNELS ROUST

42.5 39-2
37.6
32.6
Record market share | 29

Clear leadership with
shares reaching

0,
of 42.5% 24.2 39.2% in Modern
+13 points vs 2014 4.4 18.0 | Trade excluding
Discounters.
14.4 15.6 15.8 14.7
May2014  Nov2014  May2015  Nov20l5  May2016 May2014  Nov20l4  May2015  Nov20l5  May 2016

TRADITIONAL TRADE, % DISCOUNTERS, %
46.0 45.2

Record market share L
) 36.2 Clear leadership in
of 42.4% in . .
. Discounters with
Traditional Trade
26.3 shares amounted to

0,
+16 points vs 2014 29.4 20.7 45.2%.
. — W
13.9 14.2 14.8 13.2
May 2014  Nov20l4  May2015  Nov2015  May 2016 May 2014  Nov2014  May2015  Nov2015  May 2016

Roust Stock Polska = Marie Erizard

Source: AC Nielsen Poland monthly reporting © ROUST | CONFIDENTIAL INFORMATION 11



RECENTLY TAKEN LEADERSHIP IN SMALL PACKS AND 0
ALMOST EQUAL TO STOCK IN FLAVOURS ROUST-

42.8 42.6

Roust with 42.8% )|31.3 32.4 Roust dominates in
shares is by far the clear vodka segment
strongest player in 31.6 299 with shares reaching
big packs vodka 19.7 18.7 | around 43%
segment .

16.6 17.4 174 18.6

May2014  Nov2014  May2015  Nov2015  May2016 May2014  Nov2014  May2015  Nov20l5  May 2016

SMALL PACKS, % FLAVORED VODKAS, %

Record market share Sr:g;zmgin flzv%r:(eec;
of 41.7% in small . ) vodka

packs

+20 points vs 2014 . . jrtglw irolpzpoolr(taunlty to

May 2014 Nov 2014 May 2015 Nov 2015 Mav 2016 Mav 2014 Nov 2014 Mav 2015 Nov 2015 May 2016

Roust Stock Polska = Marie Erizard

Source: AC Nielsen Poland monthly reporting © ROUST | CONFIDENTIAL INFORMATION 12



t UBRC WKA PACKAGI NG EBRIQAUNCH g
YTD DEPLETIONS GROWTH +21% VS. PY ROUST-

2016 ¢t ub r-lanmdhdo furtleer underline unique credentials (Bi al owi e
origin, 500y traditi onPureaPowerchNatire)lvi t al

¥
k)
A

Tapered bottle shape
boosts brand premiumness,
orchestrates leadership
position, elegant slim and tall
progressive shape

Back embossment: evoked
wow effect, big realistic bison
enhances masculinity of the
bottle

Wide big logotype:
communicating brand power
Brand lookup under bison
displays a bigger bison and
more of its world

Frosted label enhances
crystal clear ice cold origin of
Zubrowka and consumption
of clear vodka

L& ORYGINMALNA 3

S——

Bottle change: HIGHEST EVER scores:
Overall liking top2box 95% vs current 88% vs comp 78%
Purchase intent top2box 95% vs current 88% vs comp 82%
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ASARESULT:t UB R ¢ WKRBADERSHIP HAS EXPANDED ROU‘SA

Share of total vodkas: t u b r - extknaled its leading position as Nol brand in Poland

& 18.1

wObKA

“IvaNa

4 et Ubr - wk a $B+@4CzystaDelLuxeR ——Krupnik R

Source: AC Nielsen Poland monthly reporting © ROUST | CONFIDENTIAL INFORMATION 14



t UBRC WK2ARNA: ENTRY INTO THE SUPER
PREMIUM SEGMENT. FORECAST FOR YEAR DOUBLED

A Super Premium vodka segment
accounts for around 1.3M 9-liter
cases and approx. $215M in Poland

A Challenge status quo of
AScandinaviano sup
segment with Polish Pride concept

A Launch of super premium offer from
t ubr - wikha

Alnnovative packaging from most
credible brand

15R0m, |

»

CZARNA

ABest liquid on the market:
carefully selected wheat spirit
combined with secret recipe and
purest spring water from
Bi a § o foiest; Bxaeptional
filtration through charcoal coming
fromBi a § o wakse Ua

I

—— e
WODEA
. e

roLsKA
A We already doubled our original
sales estimate for 2016.

A J

\
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SOPLICA FLAVOURS: #1 FLAVOURED BRAND IN POLAND ROU‘ST

Soplica Flavoured YTD Performance:

AYTD depletions growth: +32% vs. PY

AMarket leader in flavoured segment for the 6™ consecutive month

\
SOPLICA: #1 FLAVOURED VODKA O

TOP 3 brandsVolume market shares in Flavoured vodka segments
[Total Poland Market]

SOPLICA

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May Jun ] e .«‘ > B’J

2014 2014 2014 2014 2014 2014 2014 2014 2014 2014 2014 2014 2015 2015 2015 2015 2015 2015 2015 2015 2015 2015 2015 2015 2016 2016 2016 2016 2016 2016 . * 3
=®-SopicaF  —e—Zoladkowa Gorzka  —e—Lubelska ¢ /'(mé/c:/'(z /)/('/gy//z)/mz/m preez /)(%(%’///(1
\ / C C
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t YTNI ¢ WEW PACKAGING WILL FURTHER ACCELERATE ~71(c
GROWTH : YTD DEPLETIONS GROWTH +31% VS. PY ROUST

Upgrade of the leader in the economy segment to enable price increase

Packaging relaunch leveraging brand strengths related to RYE spirit, regional Podlasie expertise and hospitality

Goal: Superior packaging & cost neutral achieved

t yt ni newkpackaging: From generic to proprietary packaging

== Warm, golden color of cap

R
v and neck wrap referring to
ﬂ sunny rye fields
New logotype with e
integrated rye & ¥
communication (clear B hall New taller, more
vodka strong credentials) — handy, proprietary
shape of the bottle
with rye
Visualization of brand E?rgasusrz?fz;tion
\Ilavg(rjllogsgnstlne fields of (proprietary shape i
5 U, 9 first time in the
L - history)
Highlighting the heritage of @
PolmosBi agy st 0K
- J
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Zytniowka total vs. key competitors Vol % mkt shr within Economy segment
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0
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GRA NTOWSTANDING RESULTS.
YTD SELL-OUT +27% VS LAST YEAR

G R A N TACSIVATION GR AN TNESV PRODUCTS

A +27% sell-out May YTD vs PY Nielsen, (sell-in
+26% YTD growth vs. last year )

ROUST

A Key growth drivers: Gr a nRadily Reserve 1.5|
and further expansion of 1l size

A Roust Market share in whisky grew +1,7 p.p. vs

last year, reaching 16,8% in May YTD 2016. %= :

L Voyager. 1LAle 1L Cask. Gr a nSteIécBReserve)
-~

ROUST MARKET SHARE PERFOMANCE IN WHISKY GRANTO6S VOLUME PERFO

4 N/ I
Key Whisky players - Value shares Grant's
u Other 0
24% 22%
% PRIVATE 18% -~
LABEL -~
STOCK P4
» BROWN
FORMAN
m ROUST
u DIAGEO
E PERNOD Sales 2013 Sales 2014 Sales 2015 2016 12 MAT
RICARD
Y 2014 2015 YD TY IS m Volume -~ Vol chg. )

Source: AC Nielsen Poland monthly reporting © ROUST | CONFIDENTIAL INFORMATION 19



RESULTS CARLO ROSSI NEW PRODUCTS

CARLO ROSS|I SPECTACULAR H1 WITH +21%
DEPLETIONS GROWTH VS LAST YEAR

J

A Carlo Rossi sales performance +21% sell-out May YTD
growth vs. last year Nielsen, (sell-in +15% YTD growth vs.
last year,)
Q2 2016 trend +17% April-May vs last year (Nielsen)
Roust wine market share grew +1,2 p.p. vs last year,
reaching 13,8% in May YTD 2016.
A Launch of NPDs Carlo Rossi mini i 3 sweet variants of 0,187I
and Carlo Rossi Ruby Moscato i dedicated SKU to JMP )
S ) \_ Carlo Rossi Ruby Moscato Carlo Rossi 0,187ml
Roust Market Shares Perfomance in Wine CARLO ROSSI VOLUME PERFORMANCE
Table Wine players - Value shares (in %) Carlo Rossi
Other 15 16%
0
B PRIVATE LABEL 13% ~ -
DOMAIN -~
MENADA
CASTEL FRERES
s,s
r8 BARTEX
B ROUST
BJANTON Sales 2013 Sales 2014  Sales 2015 2016 12 MAT
B GRUPA AMBRA
\_ 2014 2015 YTD TY AN ® Volume~* Vol chg.

Source: AC Nielsen Poland monthly reporting
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JAGERMEISTER IS EXPONENTIALLY GROWING +154%
OF SELL-OUT YTD VS. LAST YEAR

RESULTS LIMITED BOTTLE PROMO

A Another year started with strong sales growth +154% YTD
(Nielsen May YTD vs PY)

A Next to visible on-trade activations brand is getting its
footprint in off-trade (9,5k shops reached in H1)

A Premium Traditional Trade shops contributed to growth with
500 mini-freezers installed in H1 (ice-cold Jagermeister)

-/ \_

ICE-COLD SHOT EDUCATION VOLUME PEFORMANCE

e . N
Jaermeister

56%

39%

Sales 2013

46%
/

Sales 2014

Sales 2015

Volume _~¥ Vol chg.

Pl

2016 12 MAT
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GANCIA GREW IN H1 2016 BY 92% VS LAST YEAR
ON TRACK TO BECOME No 2 PREMIUM SPARKLING BRAND LACASNIE

GANCIA ACTIVITIES: BIG BRAND STATUS BUILDING

A Gancia 2016 sales YTD +86% vs LY, depletions +92% vs LY.

A NPD launch: Pinot di Pinot, Metodo Classico, Atto Primo

Prosecco.

A Over 1 300 outlets in On Trade with Gancia listing (+300 vs
last year). Dominated position in HoReCa- around 40% of
sales. Awareness building continued.

- J

-

GANCIA NEW PRODUCTS

Metodo Classico 36

Metodo Classico 18 Pinot di Pinot

MARKET PERFORMANCE

Gancia vs. Marting ytd saleschange vs.

previousyear
| Value m Volume |
107%
GANCIA
I o2
-16%
MARTINI

-15% [

/
-

J
VOLUME PERFORMANCE
Gancia
110%
-
294%
Sales 2013 Sales 2014 Sales 2015 2016 12 MAT
m Volume —¥ Vol chg. )
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REMY COINTREAU T SOLID RESULTS DRIVEN BY
METAXA YTD RESULTS +19% VS PY

ROUST

4 REMY COINTREAU MULTIYEAR 4 )
L PEREORMANCE J L METAXA ACTIVATION )
/ - )
/ A Turnaround since 2014. Solid results driven by \ _
Metaxa. Now the 2nd biggest Brown Spirit in CEDC o :
A 2016 YTD results: +19% depletions growth. STWORZ &
A Growth drivers: Naked unit 5%, Honey, 7* and for 1%
discounters (bundle offer with Tonic). : :
i v IR H#KISSYOURHONEY
E e © NAWALENTYNKI ...
« s N
L METAXA SELL-OUT PERFORMANCE ] L REMY VOLUME PERFORMANCE )
4 Metaxa- volume sales performance (in ‘000 9L CSE) N )
+1%
: 13%
. 10% -
-3% e
I )
MAT May 2014 MAT May 2015 MAT May 2016 Sales 2013 Sales 2014 Sales 2015 2016 12 MAT
l mmm Other 12 Star mmm 7 Star =5 Star == Metaxa Honey —o—MetaxaTotall
\_Nielsen data J U m Volume —¥ Vol chg. Y,
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STRENGTHENING COVERAGE IN TRADITIONAL TRADE o
DRIVES STORE ACTIVATION AND SHARE ROUST

CEDC Traditional Trade vodka market share 42.4% (+7.6 p.p.) vs PY while Stock 29.4% (-5.4 p.p.) (May16)

Sales team expansion accelerates Perfect Store execution in top traditional trade outlets thanks to
increased coverage from 30k stores (in Sep 2015) to 34.6k YTD in 2016

2016 with focus on key priorities: Local Chains T LKA (2k stores) and specialised alcohol stores (1000
outlets to be transferred to new standard)

Coverage in Traditional trade 2013-2015,
0000 of Outl ets

Coverage*

30% 35% 48%  55% 37%

CEDC CEDC CEDC CEDC Stock
2013 2014 Sept6 1 5 2016
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WE ANTICIPATE TO ONCE AGAIN ASCEND IN THE
MILLIONAIRE BRAND RANKINGS IN 2016

Poli sh vodka

In 2016 Zubrowka continues to grow further +21%, Soplica +32% and

Zytniowka +31%

brands i n

The Mil |l

MILLI@NAIRES’

Brand Company Sales 2015 Sales dynamics
mln of 9- cases vs. 2014
t UBRC WKA ROUST 6,2 +18%
Krupnik Marie Brizard 4,0 +14%
SOPLICA ROUST 2,5 +26%
t ogNdkowa Gor Stock 2,5 -41%
Sobieski Marie Brizard 2,0 0%

t YTNI ¢ WKA ROUST 1,6 +23%
Wyborowa Pernod Ricard 1,6 +14%
Lubelska Stock 1,3 -2 6 %

t ogNdkowa Gor z IStack 1,2 -10%
*The Millionairedés Cl ub,
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POLAND SUMMARY

We are delighted with strong double digit growth on our vodka portfolio in Q2 and H1 which has
further strengthened our leadership. For the first time in Polish vodka market history, we have
crossed the 40% market share barrier for the last 5 months. We are leaders in every trade channel of

the vodka market, and recently also captured small packs leadership.

We have delivered very strong EBITDA in Q2 2016, exhibiting high double digit growth vs. last year.

Our combined vodka, whiskey, wine and liquor portfolio power, expansion of route to market
coverage, and enhanced execution standards are further propelling our imported agency brands to

double digit growth and share gains across whiskey, wine and liquors categories.

Our competitor Stock is experiencing the lowest market share levels (and MAT EBITDA) over the

last several years. Over the last 3 months, we have witnessed aggressive pricing reductions by our
competitor in most mar ket segments, and apparent |l
foreseeable future. We have sufficient EBITDA reserves and market strength to respond accordingly

and have initiated our first actions over the last 2 weeks. We will defend our leadership position.
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RUSSIA HIGHLIGHTS




THE ROUST RUSSIA BUSINESS SHOWS STRONG
IMPROVEMENT Q2 2016, EBITDA INCREASED VS Q2 2015

1. Q2 results in Russia were strongly improved due to improving market conditions, improving
Government regulation, and execution of our business strategy:

A Russian Standard Vodka grew +35% driven by very strong offtake growth in National key
accounts and expanded distribution in Traditional trade

A Remy grew +15% for Q2 vs LY driven by strong acceleration plan for all major brands. According
to the AC Nielsen report (June,16) Remy Martin grew its market share by 1,1%, while total market
Is declining by 2,3%. This is 10th month in a row for Remy Martin growth in the declining
category.

A Jagermeister grew +10% for Q2 vs LY driven by constant growth of consumer demand on this
product in Russia and due to aggressive promo plan in trade and marketing.

A Talka grew +8% for Q2 vs LY driven by significantly improved Service level and distribution
growth in Traditional trade

A In May-J ulb we saw even further acceleration of the business with net sales revenue equal vs
last year ( +13% vs LY without low margin wine and economy brands), driven by continued
growth of premium brands and strong improvement of mainstream vodka volumes

2. EBITDA for Q2 2016 above Q2 2015 due to growth of high margin brands, strong cost control

© ROUST | CONFIDENTIAL INFORMATION 28



e —

THE LEGAL VODKA MARKET IS NOW GROWING DUE TO R'OUST_

POSITIVE GOVERNMENT REGULATORY CHANGES

1. No excise increases in 2015 and 2016, and minimal for 2017, stabilising pricing and vodka
market volumes

2. We partnered with the government in efforts to clamp down on the black market, which
included following new legislation:

a) Alaw has been passed by the State Duma introducing obligatory state registration of technological
equipment for production of ethyl alcohol. All unregistered equipment shall be seized and destroyed.

b) A united governmental tracking system (EGAIS) for each bottle of alcohol was introduced in retail
from the 1st of July 2016.

c) A bill was introduced in the State Duma increasing criminal sanction for the manufacture and use of

counterfeit excise stamps to the level of sanctions established for the manufacture and sale of
counterfeit money.

3. Consequently, we expect a reduction in the volume of counterfeit alcohol and an increase
in our revenue.

a) Over 10 illegal plants have been closed since the beginning of 2016

b) Over 20 criminal cases have been instituted for counterfeit since 2016

© ROUST | CONFIDENTIAL INFORMATION 29



THE RUSSIAN LEGAL VODKA MARKET WILL GROW IN 2016 ROUS

U The Government has enacted new laws to reduce the illegal market
and enforced fighting illegal production, which will allow legal producers
to recover their sales.

VODKA AND STRONG SPIRITS CONSUMPTION IN RUSSIA (MLN. DAL)

200 _
mmm |_egal shipments of
strong spirits
150
Sales of illegally
produced spirits in
100 legal retail
mmm [||egal retail, hootch,
etc.
50
—e—Share of legal
0 alcohol

Forecast
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THE NEW RETAIL LAW WILL IMPROVE VODKA
MARGINS AND ACCELERATE VODKA GROWTH

A new trade law has been passed by the State Duma reducing the maximum fees
and allowances payable to retail chains from 10% to 5% of turnover.

I The new trade law also removes Excise and VAT tax from the calculation of back
margin fees, a major improvement for Roust Corp alcohol margins

I Previously retailers were very fixated in Russia on back margin fees for shelf share
which led to ineffective product ranging and out of stocks

I The new law will focus retailers more on generating profit from increased sales,
leading to better ranging and shelf share for high equity brands such as the Roust
Corp portfolio.

I Given the vodka category has high back margin fees, we expect to see significant
total reduction in discounts and improvement to profitability for Roust Corp.

The maximum time for buyers to pay for products has been cut, in particular for
alcohol from 45 to 40 days. This will help Roust Corp working capital.
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THE RUSSIAN VODKA MARKET IS NOW GROWING: —
+1.5% YTD IN 2016 VS LAST YEAR ROUST

Growth vs last year, %

1.9 1.2 15

o 1 = [N

-6.4

Apr-May'15
Jun-Jul'l5
Aug-Sep'l5
Oct-Nov'l5
Dec-Jan'l6
Feb-Mar'16
YTD'16

Source: Nielsen © ROUST | CONFIDENTIAL INFORMATION 32



LEGAL PRODUCERS INCREASED PRODUCTION BY o
+9.5% IN THE FIRST HALF OF 2016 VS LAST YEAR ROUST»

Legal vodka production, (M dal)

-19% -16% I +6% +31% +29% +9%

|

I 6.3

| 5.8
|
|
|
|
|
3.8 I
|
32 1
2.9 |
|
2.3 I
|
|
|
|
|
|
!
January February March April June
2015 m 2016

A Legal vodka producers significantly increased production in March-June period

A Vodka production reached 29M dal in Jan-J u D6avhich is +9.5% vs last year
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ROUST RUSSIA SALES IMPROVED IN LAST 3 MONTHS ROU‘SA

A Roust Russia significantly improved sales within the last 3 months (May-J ul6)6

A Net sales revenue grew +13% (without wine and economy vodka) in May-J ulb s LY

Roust Russia Net sales revenue, (M USD)

w/o low margin wine and
economy vodka

71.3 +13%

56.7 56.7 52.2
46.1

45.1

Aprl5 YTD ®mApri6 YTD May-Jul'l5 = May-Jul'l6 May-Jul'l5 = May-Jul'l6
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ROUST INCREASING SALES/SHARE IN THE HIGHLY PROFITABLE
COGNACSO,

PREMI UM VODKA,

ROUST

Bl TTERSG

-

2016 shipments result

Q12016 Q22016

Q12016 Q22016

N

7

A Depletions grew +11% in 2015 vs 2014

Premium vodka

Jagermeister market share in premium liquors, %

" 20%

17%

®May YTD'15 mMay YTD'16

-

vs Last vs Last
(K9lcs) (K9lcs) Year Year

Russian Russian Standard share in premium segment, %

S 131 | 220 | +17% | +35% 2% . 33%

Remy 16 20 | +34% | +15%

Cointreau

Jagermeister 19 21 +11% | +10%
\ ) \ = 2014 m 2015
4 Jagermeister hYS Remy Martin

A Market sharegrew+3poi nts i n Ma20l5YTDo616  vsA Market share grew +1.2 points

Remy Martin market share, %

/
12% 14%

®May YTD'15 mMay YTD'16

\_

_J
S

J

Source: AC Nielsen reporting, Russia
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