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Safe Harbor Statements 

Forward Looking Statements: This presentation contains forward-looking statements within the meaning of Section 27A of the Securities 
Act of 1933, Section 21E of the Securities Exchange Act of 1934 and applicable Canadian securities laws conveying management's 
expectations as to the future based on plans, estimates and projections at the time the Company makes the statements. Forward-looking 
statements involve inherent risks and uncertainties and the Company cautions you that a number of important factors could cause actual 
results to differ materially from those contained in any such forward-looking statement. The forward-looking statements contained in this 
presentation include, but are not limited to, statements related to expected future operating results of the Company and the potential 
impact the acquisition of DSS Group, Inc. will have on the Company. The forward-looking statements are based on assumptions regarding 
management's current plans and estimates. Management believes these assumptions to be reasonable but there is no assurance that 
they will prove to be accurate. Factors that could cause actual results to differ materially from those described in this presentation 
include, among others: (1) changes in estimates of future earnings; (2) expected synergies and cost savings are not achieved or achieved 
at a slower pace than expected; (3) integration problems, delays or other related costs; (4) retention of customers and suppliers; and (5) 
unanticipated changes in laws, regulations, or other industry standards affecting the companies. The foregoing list of factors is not 
exhaustive. Readers are cautioned not to place undue reliance on these forward-looking statements, which speak only as of the date 
hereof. Readers are urged to carefully review and consider the various disclosures, including but not limited to risk factors contained in 
the Company's Annual Report in the Form 10-K for the year ended January 3, 2015 and its quarterly reports on Form 10-Q, as well as 
other periodic reports filed with the securities commissions. The Company does not, except as expressly required by applicable law, 
undertake to update or revise any of these statements in light of new information or future events. 
  
Non-GAAP Measures: The Company routinely supplements its reporting of GAAP measures by utilizing certain non-GAAP measures to 
separate the impact of certain items from its underlying business results. In this presentation, we use non-GAAP measures such as 
EBITDA, adjusted EBITDA, adjusted free cash flow yield and certain ratios using these measures. Since the Company uses these non-GAAP 
measures in the management of its business, management believes this supplemental information, including on a pro forma basis, is 
useful to investors for their independent evaluation and understanding of the business. Any non-GAAP financial measures used by the 
Company are in addition to, and not meant to be considered superior to, or a substitute for, the Company's financial statements prepared 
in accordance with GAAP. In addition, the non-GAAP financial measures included in this presentation reflects management's judgment of 
particular items, and may be different from, and therefore may not  be comparable to, similarly titled measures reported by other 
companies. A reconciliation of this non-GAAP measure may be found on www.cott.com.  

http://www.cott.com/
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Agenda 

ÅThe New Diversified Cott Corporation 

ÅDS Services ς Company Overview 

ÅNorth America Business Unit ς Update 

ÅQ&A 

ÅAppendix 



The New Diversified Cott Corporation 
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Investment Highlights of the Combined Business 

¶ Highly diversified product, package and channel mix 

¶ High-quality, efficient and well-utilized facilities with multiple product and package capabilities 

¶ Low-cost philosophy concentrating on Customers, Costs, Capex and Cash 

¶ Scale business with enhanced EBITDA and margin growth profile 

¶ Platform for M&A to enhance business profile and provide upside through synergies 

¶ Strong adjusted free cash flow yield that drives returns to shareholders 

Extensive manufacturing footprint for private label, 
contract manufacturing and own brands 

         low-cost philosophy and high cash generation 

High-quality facilities with diversified capabilities 

Supply chain provider of choice 

Significant growth potential in contract 
manufacturing 

Market leader in growing water and coffee services 
categories with strong regional brand heritage 

Established national direct-to-consumer distribution 
network ς diverse customer base and service focus  

New initiatives and partnerships driving customer 
growth 

Proven acquirer, with ongoing capacity to pursue 
synergistic and complimentary acquisitions 

Attractive growing financial profile 

Diversified 

1 

2 

3 

4 

5 

6 
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Strategic Initiatives and Acquisitions Transform Profile While 
Reducing Risk & Concentration 

6/18/2013 

Purchase Price: ~$12mm 

~$60mm sales (3) 

5/30/2014 

Purchase Price: ~$139mm (2) 

~$108mm sales (3) 

12/12/2014 

Purchase Price: ~$1.25bn 

~$966mm sales (3) 

FY12 Sales by Channel (1) Pro Forma FY14 Sales by Channel (4) 

Pro Forma FY14 Sales by Product (3) 

1. Own Brands includes concentrate sales. 
2. Reflects working capital adjustment, deferred consideration and on-target earnout (based on estimate of $17.9mm contingent payment to be paid in July 2016).  
3. Annual sales figures are as of LTM June 2013, LTM March 2014 and LTM Sept. 2014 for Calypso, Aimia Foods and DS Services, respectively. 
4. Cott management estimate. 

Dedicated resources behind 
growing contract manufacturing 
(Nearly doubled volume in 2014) 

 

3-year goal of 50mm ς 80mm 
serving equivalent cases by 

2017 

Contract 
Manufacturing 

FY12 Sales by Product 
2013                  2014                   2015 
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A Diversified Cott with an Increased Health &  
Wellness Product Mix 

2014 Pro Forma Sales by Product (1) 

·More consistent growth in line with beverage category expectations 

ÁWater, sparkling water, energy, and coffee are expected to grow in line with or exceed category growth 

ÁGrowth of private label juice and drinks is expected to be flat to slightly positive    

·Less exposure to large format retailers 

·LƴǘǊƻŘǳŎŜǎ ǎƛƎƴƛŦƛŎŀƴǘ ǇǊŜǎŜƴŎŜ ƛƴ άDƻƻŘ-for-¸ƻǳέ ōŜǾŜǊŀƎŜ ŎŀǘŜƎƻǊƛŜǎ 

Source:  Cott and DS Services management. 

1. Cott management estimate.  

2. Euromonitor, 2014. 

2014-2019 North America Retail Volume Growth (2) 

/ƻǘǘΩǎ diversified beverage platform is more reflective of the total beverage category 
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/ƻǘǘΩǎ Strategic Priorities Build on the Platform Created 

¢ƘŜ ŎƻƳōƛƴŀǘƛƻƴ ƻŦ ŎƻƴǘǊŀŎǘ ƳŀƴǳŦŀŎǘǳǊƛƴƎ ƎǊƻǿǘƘ ŀƴŘ ŦǳǊǘƘŜǊ ŘƛǾŜǊǎƛŦƛŎŀǘƛƻƴ ŀƭƻƴƎǎƛŘŜ 5{ {ŜǊǾƛŎŜǎΩ 
ƛƴǘŜƎǊŀǘƛƻƴΣ ǎȅƴŜǊƎƛŜǎ ϧ ŜȄǇŀƴǎƛƻƴ ǎǘǊŜƴƎǘƘŜƴǎ /ƻǘǘΩǎ ŦƛƴŀƴŎƛŀƭ ǇŜǊŦƻǊƳŀƴŎŜ ŀƴŘ ǎƘƻǳƭŘ ŘǊƛǾŜ Ǿŀƭǳŀǘƛƻƴ ƛƳǇǊƻǾŜƳŜƴǘΦ 

Continuation of our                approach including tight operating controls and a focus on cash generation 

1 

Further contract manufacturing growth and diversification supported by dedicated resources (note: lower  
revenue per case but similar margins) 

2 

Incorporation of DS Services: 
Å Integration & synergy capture 
Å Customer expansion and HOD water market roll-up 3 

Focus on deleveraging the balance sheet and early redemption of preferred shares 

4 

Continuation of our return of funds to shareowners through our quarterly dividend in USD 

5 
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1. Represents a non-GAAP measure. This measure does not have any standardized meaning prescribed by GAAP and is therefore unlikely to be comparable to similar measures presented by other issuers. Please refer to 
slide 2 of this presentation for more information regarding the use of this measure and to the appendix of this presentation for a reconciliation to GAAP figures. 

Post Synergy EBITDA Multiples of ~3.0x 

Focus on deleveraging the balance sheet and early redemption  
of preferred shares ς accelerated via equity offering June 3rd 4 

Financially Prudent Accelerates Deleveraging Allows for Tuck-in Acquisitions 

ü $116 million issued 

ü $6.28 per share  

ü Convertible after year 3 

ü9% coupon with 1% annual 
increase ($11 million) 

Convertible Preferred Shares 

ü $33 million issued 

ü $6.28 per share  

ü No conversion 

ü10% coupon with 1% annual  
increase ($3 million) 

Early Redemption of the Preferred Shares Provides a Number of Benefits Including: 

Non-Convertible Preferred Shares 

üRedeemable with 30 days notice 

ü No cost to set up/redeem 

ü Non deductible 

ü Additional dividend tax ($2 million) 

üRedeemable with 30 days notice 

ü No cost to set up/redeem 

ü Non deductible 

ü Additional dividend tax ($1 million) 

Covenants and restrictions associated with the preferred shares limited our ability to do HOD water and OCS tuck-in acquisitions 

 More Rapidly Deleveraging ς Pro Forma Net Debt 
to EBITDA (1) 

 More Rapidly Increases Interest Coverage (1) 

5.1x 

2014 Pro 
Forma 

Leverage 

Excluding 
Preferred 

Shares 

4.7X 2.9x 

2015E Excluding 
Preferred Shares 

3.3x 
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· More balanced scale business with $3 billion  of revenue and $350 million of EBITDA. 

· Accelerated deleveraging by one year through equity offering which allowed redemption of preferred shares and 
in turn results in the allocation of cash flows to the repayment of other debt instruments.  

· Highly diversified product, package and channel mix 

· High-quality, efficient and well-utilized facilities with multiple product and package capabilities 

· Low-cost philosophy concentrating on Customers, Costs, Capex and Cash 

· Platform for M&A to enhance business profile and provide upside through synergies 

· Strong adjusted free cash flow yield that drives returns to shareholders 

Diversified Cott 

The combination of contract manufacturing growth and further diversification  
ŀƭƻƴƎǎƛŘŜ 5{ {ŜǊǾƛŎŜǎΩ ƛƴǘŜƎǊŀǘƛƻƴΣ ǎȅƴŜǊƎƛŜǎ ϧ ŜȄǇŀƴǎƛƻƴ ǎǘǊŜƴƎǘƘŜƴǎ /ƻǘǘΩǎ  

financial performance and should drive valuation improvement. 

16% 

6% 5% 5% 

2% 

Cott High Cash Flow 
Consumer 

Mid Cap 
Beverages 

Large Cap 
Beverages 

Private Label 
European 

2014 Adjusted FCF Yield % (1) 

1.     Source:  Company data, FactSet, Bloomberg.  
 Large cap beverages:  Coca-Cola, PepsiCo. Mid cap beverages: Britvic, Coca-Cola Enterprises, Dr. Pepper Snapple, Lessonde Industries, Monster.  Private label European: Ontex, Refresco Gerber.  High cash 
 flow consumer: B&G, Pinnacle, Post, {ƳǳŎƪŜǊΩǎΣ {ƴȅŘŜǊΩǎ-Lance, Spectrum Brands, TreeHouse. Adjusted free cash flow yield defined as (adjusted free cash flow / shares outstanding) / share price. 
 Represents a non-GAAP measure. This measure does not have any standardized meaning prescribed by GAAP and is therefore unlikely to be comparable to similar measures presented by other issuers. 
 Please refer to slide 2 of this presentation for more information regarding the use of this measure and the appendix of this presentation for a reconciliation to GAAP figures. Market data as of 1/3/2015 (Cott 
 share price of $7.00). Adjusted free cash flow for peer set calculated as cash flow from operations less capital expenditures.  
 

 

 

Multiple Lift Opportunity ς Cott vs. Peers (2)  

 

2.    Source: IBES consensus estimates per FactSet, company filings. 
 Bottlers (National Beverage, A.G. Barr, Coca-Cola Bottling, Britvic, Coca-Cola Amatil, Coca-Cola Enterprises, Coca-Cola Femsa) 
 Route Based Services (G&K Services, Unifirst, ABM Industries, Chemed, Servicemaster, Cintas Corp, Aramark) 
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DS Services ς Company Overview 
Tom Harrington, Cott Corporation ς DS Services CEO 
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Market Leading Business with High Margins  
and Direct-to-Consumer Model 

· Market leader in the direct-to-consumer beverage 
services industry 

Á Provides bottled water, coffee and filtration services 
Á Serves commercial and residential customers, with 

footprint covering ~90% of U.S. households  
Á Categories with a steady growth profile 
Á Proven acquisition track record 

 

· Largest national presence in the HOD industry for bottled 
water with 31% market share and top five national 
ƳŀǊƪŜǘ ǎƘŀǊŜ Ǉƻǎƛǘƛƻƴ ƛƴ ƻŦŦƛŎŜ ŎƻŦŦŜŜ ǎŜǊǾƛŎŜǎ άh/{έ ŀƴŘ 
Filtration Services  

Á Reaches over 1.5 million customer locations (~61% 
commercial and 39% residential) from over 2,200 
routes located across national network 

Á Over 180 sales and distribution facilities and a fleet of 
over 2,800 on-road vehicles 

 

·Well-known regional bottled water brands (e.g., Hinckley, 
Sparkletts, Crystal Springs) 

 

Revenue Business Overview 

FY14 Revenue by Product Line 

Water 
Delivery 
Services 

69% 

OCS 
15% 

Retail 
14% 

Filtration 
Services 

2% 

Adjusted EBITDA 

$765  
$895  $926  $978  

2011 2012 2013 2014 

$129  
$154  $161  $174  

2011A 2012A 2013A 2014A 

($ in millions) 

($ in millions) 

1. Source: Beverage Marketing Corporation, 2014 volume share. 
2. Represents a non-GAAP measure. This measure does not have any standardized meaning prescribed by GAAP and is therefore unlikely to be comparable to similar measures presented by other issuers. Please refer to slide 2 of this presentation for 

more information regarding the use of this measure and to the appendix of this presentation for a reconciliation to GAAP figures. 
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Four Principal Lines of Business with  
Water Delivery Services By Far the Largest 

2014 Revenue: $674mm (69%) 

Water Delivery Services Office Coffee Services 

2014 Revenue: $143mm (15%) 

Filtration Services 

2014 Revenue: $25mm (2%) 

Revenue 
$978 million 
Pro Forma 
Fiscal 2014 

Retail 

 

2014 Revenue: $136mm (14%) 

 
Source:  Cott Management 
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Leading Direct-to-Consumer Services Provider 

2014 Revenue: $674mm (69%) 

2014 Customer Base: 1,332k 

Water Delivery Services 

Office Coffee Services 

2014 Revenue: $143mm (15%) 

2014 Customer Base: 104k 

ÅProduct sales and brewer rentals primarily to commercial 
customers 

Products sales include national brand single cups, roast 
and ground (house and national brands), brewed tea, 
and accessories 

ÅTop 5 market position in highly fragmented industry. Key 
brands include Mars Alterra®, Keurig®, as well ŀǎ 5{ ōǊŀƴŘΩǎ 
Standard Coffee and Javarama 

Top 5 players account for only ~20% of market 

Å Bottled water direct delivery to commercial and residential 
customers 

Includes 3 and 5 gallon returnable bottles, dispenser rental, 
premium water and small pack sales 

Å Largest national presence and top market position in HOD bottled 
water market. Key brands include Sparkletts, Crystal Springs and 
Hinckley Springs 

#1 or #2 HOD bottled water brand in 39 of the 43 largest 
U.S. cities in which we operate  

Å Periodic payment model creates recurring revenue stream with 
average tenure of over 4 years 

Source:  Cott Management 
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Leading Direct-to-Consumer Services Provider 

Å Installation, rental and repair of filtration products to 
commercial customers 

ÅTop 5 market position in highly fragmented industry 

Top 5 players account for less than 35% of market 

ÅUpfront revenues from installation/repair services and 
recurring revenues from filtration rentals and service 

ÅPartnership with national office supply stores to provide 
installation of their products through our national 
footprint 

ÅDS Services brand product sales and premium sparkling 
water distribution to retailers 

Product sales for 1 gallon, 2.5  gallon and small 
pack, as well as Sparklets Sparkling Water and 
Sparkletts ice, and U.S. distribution for Ferrarelle 

ÅPrivate label manufacturer for 1 gallon and 2.5 gallon 
bottles for large national retailers 

ÅProvides an additional source of fixed cost leverage 
within our manufacturing plants 

Filtration Services 

2014 Revenue: $25mm (2%) 

2014 Customer Base: 75k 

Retail 

 

2014 Revenue: $136mm (14%) 

 Source:  Cott Management 
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DS Services ς Leadership Position in Attractive Growth Categories 

 
 

·Established national direct-to-consumer distribution Network 
consisting of ~2,200 routes stemming from ~180 depots and 28 
manufacturing facilities 

·Highly diversified customer base 

 
 
·Access to 90% of the U.S. households 
·Customer density enables low cost operations  
·Growing HOD water, OCS and water filtration markets 

Source: Beverage Marketing, Packaged Facts, Zenith International, Management estimates, Ernst & Young. 
1. Volume indexed to 2010. 
2. Filtration 2014 market estimated per management. 

B A 

Market Leader in Growing Water and Office Coffee Services Categories A 

Established National Direct-to-Consumer Distribution Network ς Diverse Customer Base and Service Focus B 

Market Leader in Brands with Strong Regional Heritage C 

Attractive Growing Financial Profile D 

Large Opportunity Set of Value Enhancing Acquisitions E 

Market Leader in Growing Water and 
Office Coffee Services Industries 

Established National Direct-to-
Consumer Distribution Network 

2010 2011 2012 2013 2014 
HOD OCS Water Filtration 

Volume(1) CAGR 2010 ς 2014 

~5% 

~3% 

~10% (2) 

CAGR 

Water, Coffee and Filtration Locations 

Coffee and Filtration Locations 

Production Facilities 

Co-Packer 

Water, Coffee and Filtration Coverage 

Coffee and Filtration Coverage 
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DS Services ς Leadership Position in Attractive Growth Categories 
continued 

Market Leader in Brands with 
Strong Regional Heritage 

C 

1. Represents a non-GAAP measure. This measure does not have any standardized meaning prescribed by GAAP and is therefore unlikely to be comparable to similar measures presented by other issuers. Please refer to slide 2 of this presentation 
for more information regarding the use of this measure and to the appendix of this presentation for a reconciliation to GAAP figures. 

$765  
$895  $926  $978  

2011 2012 2013 2014 

($ in millions) 

Revenue 

$129  
$154  $161  $174  

2011A 2012A 2013A 2014A 

($ in millions) 

Adjusted EBITDA (1) 

Large Opportunity Set of Value 
Enhancing Acquisitions 

E 

Post Synergy EBITDA Multiples of ~3.0x 

Market Leader in Growing Water and Office Coffee Services Categories A 

Established National Direct-to-Consumer Distribution Network ς Diverse Customer Base and Service Focus B 

Market Leader in Brands with Strong Regional Heritage C 

Attractive Growing Financial Profile D 

Large Opportunity Set of Value Enhancing Acquisitions E 

Attractive Growing Financial  
Profile 

D 
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A Market Leader in Growing Water Delivery  
and Office Coffee Services Categories 

DS Services 
~31% 

Nestle 
~30% 

Smaller 
Competitors 

~39% 

Note: 2014 market shares based on management estimates. 
1. Source: Beverage Marketing Corporation. Category size of $1.6 billion reflects only bottled water and excludes items such as cooler rent, cups, etc. 
2. {ƻǳǊŎŜΥ ΨCoffee sales rise, so do costs: State of the Coffee Service IndustryΩΣ !ǳǘƻƳŀǘƛŎ aŜǊŎƘŀƴŘƛǎŜǊΣ {ŜǇǘŜƳōŜǊ нлмпΦ 

DS Services 
~3% 

Remainder 
of Top 5 

~17% 
Smaller 

Competitors 
~80% 

·DS Services has the largest HOD water national presence 
with access to ~90% of the US households and ~31% 
market share 

·Nestle is the other leading player with a ~30% market 
share but a regional presence 

·Remaining ~39% of the market is made up of roughly 
3,000 regional players 

 
On-trend category with health & wellness, and 

environmental focus 
 

·2014 Category Size: $1.6bn (1) 

·2010-2014 Category Growth: ~3% 
·Market Share (volume): ~31% 

 
 

Water Delivery Services 

·DS Services is a top 5 player, with top five making up only 
20% of the market 

·Remaining market is highly fragmented 
 

 
 

Stable commercial customer base with growth potential 
from single-cup expansion 

 
·2014 Category Size: $4.5bn (2) 

·2010-2014 Category Growth: ~5% 

·Market Share: ~3% 

 
 

 

Office Coffee Services 



19 

National Direct-to-Consumer Distribution Network ς Covers over 
90% of U.S. Households with Low Customer Concentration 

Diverse Customer Base ς  
Top Brewed Beverages Customers 

Diverse Customer Base ς  
Top Water Delivery Services Customers  

3% 

4% 
5% 

6% 

4% 

# 1 Top 5 Top 10 Top 20 Top 20 

% of Water Delivery Services Revenue % of Total DSS 
Revenue 

8% 

18% 
22% 

25% 

4% 

# 1 Top 5 Top 10 Top 20 Top 20 

% of Brewed Beverages Revenue % of Total DSS 
Revenue 

Direct Route-to-Market Overview 

Route Service Representatives 

Proprietary Routing Technology 

·Largest HOD bottled water 
national presence with a footprint 
that covers ~90% of U.S. 
households 

·Leading market positions in most 
major cities 

·Provides customers with regular 
personalized point of contact 

·~1.5 million customer locations 
·~30 million deliveries per year 

·Additional 15+% of route truck cube 
space available for portfolio 
expansion 

·Route optimization software 
·Operates ~2,200 routes stemming 

from ~180 depots and 28 
manufacturing facilities 

·Tracks key performance metrics at 
the route level 
 

5{{Ω ŜȄǘŜƴǎƛǾŜ ŀƴŘ ŘƛǾŜǊǎŜ ŎǳǎǘƻƳŜǊ ōŀǎŜ ŘŜƳƻƴǎǘǊŀǘŜǎ ƻǇǇƻǊǘǳƴƛǘȅ ǘƻ ŜȄǇŀƴŘ ŀƴŘ ƎǊƻǿ ŎƻƳōƛƴŜŘ ǿŀǘŜǊ ŀƴŘ ŎƻŦŦŜŜ ǇƭŀǘŦƻǊƳ 

Source: Cott Management FY2014.  

·Extremely diversified customer base with top 20 HOD water 
customers accounting for only 4.0% of total revenue 


