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Annex 

Questions and answers 

 

1. Question 1 – The year 2023 was the first year in the implementation of the three-year transformation plan 

announced by the Company. Meanwhile, the Company is almost halfway through the implementation of that 

plan. Can you explain the current status of this plan? Is the implementation on track?  

 

Answer by Mr Gustavo Calvo Paz: The Company's transformation plan has a timeframe of three to five years. 

The main focal point is in the first three years and there one of the main objectives is to become more 

competitive again in the core markets where we operate. The Company has been able to successfully 

implement the actions it had planned for 2023. However, even if that is a third of the timeframe, it is not a 

third of the actions. Further actions are planned for 2024 and 2025. These actions are aimed at achieving 

structural improvements in the Group's operations and business, which will be reflected in our financial results. 

 

2. Question 2 – Can you comment on the status of the sale of your non-core assets, including those in Brazil 

and Turkey? 

 

Answer by Mr. Gustavo Calvo Paz: Following the successful sale of the Company's Mexican operations in 

2023 (with the exception of our Tijuana plant), the Company recently reached a second milestone with the 

sale of its Algerian activities. This transaction was completed on April 1, 2024. Meanwhile, the Company is 

taking further steps in completing the sale of its activities in Pakistan and in the sale of its Brazilian and Turkish 

operations.  

 

3. Question 3 – Can you comment on the price evolution of raw materials used by the Company in its 

production?  

 

Answer by Mr Gustavo Calvo Paz: The raw materials for our products have evolved back to a more normal 

cycle of supply and demand. The prices of certain raw materials continue to show an upward trend, while 

certain other raw materials show a constant or slightly downward trend. One of the important objectives of 

our cost transformation program is to become more efficient as a company in our operations and in the 

procurement of our raw materials. We aim to achieve this in part by increasing the scale of purchases of our 

raw materials, allowing us to negotiate better price terms. 

 

4. Question 4 – How does the Company's growth in North America evolve? In a recent article in De Tijd, Mr. 

Gustavo Calvo Paz indicated that he was aiming for 35-40% growth in that market. When announcing the 

results for the first quarter of 2024, there was some talk of “double-digit” growth. What is meant by this?  

 

Answer by Mr Gustavo Calvo Paz: Indeed, the Company experienced strong growth in North America during 

the first quarter of this year. In the North American market, the Company has two objectives: (i) increase its 

market share; and (ii) contribute to the relative growth of the retail market as a share of the total market in our 

product categories. To achieve these objectives, our primary focus is on growing our market share in baby 

care. Growing in this product category and increasing our scale will enable us to be successful further. 

Regarding our growth in North America during the first quarter of this year, I can confirm that this growth was 

near the 30-40% I indicated earlier this year.  
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5. Question 5 – How do you view Drylock as a competitor? More generally, how is the competitive landscape 

evolving in North America? 

 

Answer by Mr Gustavo Calvo Paz: Drylock is one of our competitors in the retail brand market in Europe, but 

we obviously have several other competitors. We also have several competitors in North America (e.g. First 

Quality and Attindas), some of which are not active in Europe. We see competition as a positive, as it 

challenges us to constantly raise our own targets. In addition, we also see the A-brands as our competitors, 

and we work closely with our customers to compete effectively with those brands as well. 

 

6. Question 6 – How is the market evolving in Europe, especially in the UK after Brexit? 

 

Answer by Mr Gustavo Calvo Paz: The Group has a strong customer base in the UK, which is also the case 

in the other markets in which we are present. We have regular discussions with our customers with the aim 

of further developing our relationships and product portfolio. At the same time, we also make the necessary 

choices in the development of our business, products and customers, with the aim of achieving profitable 

growth. 
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