[00:10:58.22] - Thierry

Good morning, good afternoon and thanks for joining us for this investor call to give
you the update on the first half 2025 results of Aliaxis. Today we'll be covering a number
of topics. The two speakers for the session will be, besides myself as the managing
director, will be Koen Sticker, our global chief financial officer, and we basically have
three main captions for this event. One is the business update. So, what is happening
in our markets, what is happening in Aliaxis and what has happened in the first half of
2025. Then Koen will walk you in detail through the financial numbers, the results for
the first half of 2025 and then hopefully we have time available and also energy
available to answer your questions. To answer your questions, you should see on your
computer an information bar there. Basically, you can click on the Q&A button and
then you will be able to ask your questions. It wil come in a queue and if the
technology is working as it's supposed to work, it should be coming here somewhere
in an internal chat and then we will field your questions as good and as fast and as
well as we can do. In the deck there's always the normal disclaimer that any company
puts in there, so give a minute for or a couple of seconds for you to read it, but it's kind
of the normal disclaimer for these kinds of financial meetings. | think that without
further ado, we can actually go into the business update for the first half of 2025. So,
what has happened? | mean, we're not going to go to all of the details of who Aliaxis
is, although there's probably some newer people participating in the call. But as you
know, we are basically a global leader in designing innovating and reliable
sustainable solutions for fluid and energy management. And in fact, since about
September of last year when | came in as managing director, we've very much been
focusing increasingly in our core business in view of the challenges that we saw in our
core markets. And more of that in the call later. If you look at our key geographies
and major brands here, the operating way of the operating model for Aliaxis is very
much global leveraging of knowledge, of capabilities of insights, but then of course a
shameless local rollout with brands, with companies.

[00:15:12.14] - Thierry

The legacy of having acquired a number of these companies, the fact that the
markets are very different, the fact that codes and standards are very different, forces
us and it's also success formula to operate very locally. As you know, we're a big player
of course in EMEA, the original home market. We're a big player in the Americas, both
North America and Latin America. And then we are quite well represented in Asia,
specifically in the Indian region and then the Pacific, Australia and New Zealand,
where we have leader roles in it. All of our products have one thing in common, that
they are everywhere, but they are behind the scenes. In fact, we are one of those
companies who produces products. When you notice them, there's something wrong
with them. So, they should be seamless, flawless for many, many years behind the
scenes to basically produce and transport fluids from one place to the other. If you
go back to market segments where we're operating, it's a good reminder, specifically



to understand the numbers that come afterwards, that we are about half of our
business in building, plumbing and mechanical solutions. That means that yes, a
company like Aliaxis is heavily impacted on the positive or the negative on how the
housing market, both residential and commercial, how that is evolving.

[00:16:33.09] - Thierry

And then the other 50% is split between a number of segments that are more
important or less important depending on the geographic region where we operate
in. So, it'simportant to understand this, that the building and the housing market in the
segments and geographies | just spoke to are a big driver for what our numbers are
doing. In 2025, and that was a decision at end of 2024 when it was clear that markets
were changing, that the post Covid period really was a big change for the
construction market in general and that therefore, in fact it was a number of priorities
that stared us in the face. One, was to achieve operational excellence, where we felt
that the company could really still make lots of steps to make it infto one company
and in fact work better on this leveraging globally our systems and processes.
Secondly, is the impact to deliver our impact to marketing, innovation and people
development. And maybe less focusing on adjacencies to the company than really
doubling down on where we're really good at. It's in innovation marketing solutions to
really dedicated and engaged and skiled people who know the whole fluid
management market.

[00:17:54.03] - Thierry

We were also really looking at our investments in a context of growing value. Value,
which is a compounded over long period of time of cash flows because we felt the
investments were often driven by innovation, were driven by excitement about
opportunities, but maybe less balancing that with the return on the capital employed
and the cash flow targets that a company like ours should be looking at. So that
continues and has been a step up in focus in 2025 and will be so for many years to
come. And last but not least, given that so many companies who are in the
construction building industry worldwide were maybe somewhat in wishful thinking,
extrapolating the COVID trajectory, which was in fact a pretty good trajectory on all
fronts for our end markets. Basically, it was clear that, that was not going to be an
extrapolation exercise and that we actually had to start resetting our costs with a
market outlook. And anyway, even if the market would be growing, it would actually
drive the performance of the company even further. So, we've been very much
focusing on those four elements, and we will continue to focus on it through 2025 and
beyond. On operational excellence, one element | would like to bring forward, which
is really a proud achievement of the whole Aliaxis organization, is our performance on
safety. To be very honest, in 2019 our performance was really not good. Not get you
in all of the details of the numbers here, but the reportable incident rate as it's called



was 11 which is really not good for the industrial light, industrial company that we are.
And in fact, through the management of Eric Olson, the whole operations team, but
the whole engagement of all of the Aliaxis employees, we confinue to make strong
progress in our safety record. We are now at the 2025 target which was set around 4.
We are not yet at a world class level, which is the select group of companies that get
closer to three. But it is our determination to get there and that's not only to keep our
people safe, but it's also a true indicator of how well our people have their eyes on
the ball. And that also reflects in operational performance, it reflects on financial
performance, etc. So lots of steps being taken, lots of learnings around the globe,
which is proud to see that Aliaxis is moving into closely to the world class targets that
we aspire to achieve.

[00:20:28.23] - Thierry

Many other elements we have been working on for achieving operational
excellence, again, that was maybe the bigger step improvement possibility for the
company. And I'm sure this is really going to pay off in the medium and in the long
term. One, we spent quite some time to finalize the implementation, to design and to
finalize the implementation of an aligned course corporate operating model. Maybe
for too long there have been discussions between what is global, what should be the
global headquarters be deciding on, what is the regional decision power, what
should they be working on, etc. So very, very encouraged by detailed work we did at
the top of the company to really refine what should be global. And in fact, not
surprisingly, the financial and the legal governance should really be strongly
coordinated globally. But then also to be very clear on what can be done really
regional, because that's really close to the customers and giving the very
heterogeneous nature of our end markets where we basically are faster and more
impactful to do so. | dare to say that in a relatively short period of time, a lot of noise
has disappeared out of the system where people are either overreaching or
underreaching on what their mandate is to do their job.

[00:21:45.12] - Thierry

The second element that we really have started to launch and affect our
accelerating up to the point of our ambition to be IBP capable by the end of 2026, is
in fact the rollout of integrated business planning. Intfegrated business planning is
nothing more, but also nothing less than really having a clear forecasting, looking at
the accuracy, the biases of how you forecast your markets and then really integrate
that in rituals intfo your operations planning, your supply chain planning, new product
infroductions, etc. Because that has been a churn in the company and given the
hundreds of thousands of artficles that we produce and it gets shipped to tens of
thousands of customers at any given moment. It is important to get that right if we
want to have our working capital under control in a way that does not impact the



service levels to our customers. In some of the regions very big progress. | would say in
EMEA significant progress has been done to really get that right. Still steps to be taken
but that is going to be an engine for us to really right size as | said, our working capital.
Specifically, around inventory and then marrying this with an improved service level
to our customers.

[00:23:03.14] - Thierry

So that's a big part of the agenda where we have started and more to be done. And
last but not least connect this is driving the ERP. The implementation Aliaxis had a
significant amount and still has by the way in certain regions significant amounts of
legacy systems that were increasingly not able to handle the complexity of our
business or in fact were more or less being at the end of being supported by the
original vendor of these systems. So, we had to step it up. Just as a reminder, Latin
America and Asia, specifically India, are already on their regional ERP system. So that
was already done. A big step has been taken in January 2025 to have Vinidex, one
of our Australian entities, to go to the SAP S/4 HANA launch, that actually went quite
well. There was issues in the shipping module of the ERP rollout which actually
temporarily became a crisis. Vinidex has more or less dug themselves out of that
problem and is back to normal operating levels now and is more or less on operating
levels as normal for the second half of 2025. But that was heavy sledding for that
organization, and you will see that also in the results of that region in the first half of
this year.

[00:24:33.06] - Thierry

North America is of course our biggest single organization. That was really the big ERP
rollout that had to happen. The first go live has happened for the release 1 of the SAP
S/4 HANA that happened in March 2025. Allin all, that went quite well. As always there
are certain elements that actually then create some crises that resulted in a significant
step up in hyper care to make sure that we could pay some of our vendors etc when
they send their invoices through specific channels. But | think there we're also getting
through those issues. Didn't necessarily impact the business numbers with more stress
in the organization but | would say we're stable on our skis right now and basically
looking them at the consequent next two to three years the rollout of the future further
modules of SAP in North America. Now you will ask what's happening with EMEA? | will
cover that also a bit later. But in EMEA there's a lot of organizational work that needs
to be done, alot of resulting data alignment and data cleanup that needs to happen.
And then basically once we see a clear timeline for when that would be coming to
an acceptable quality level of data, then we basically can start looking at an ERP
program for EMEA.



[00:25:55.04] - Thierry

But that's not in the next 18 months, an activity that we're planning to engage in. Big
step for the company. Lots of work for many, many employees around the globe. Lots
of tense, long working hours for many of the people. But it's a necessary step for Alaxis
to basically be ready for the future. So good work but pretty fough to get through it in
parallel in one year. On the deliverimpact through marketing, innovation and people
development, a couple of highlights that | would like to bring forward that we did in
the first half of this year. First of all, we're very proud that we maintained a really high
score for what is our net promoter score of 51. As you know, the score is basically the
net result between the people who would really recommend us to other customers
minus those who basically would not recommend us. It's a very tough test for any of
the company and in fact having an NPS score of 51 is considered excellent. So that is
of course a very solid foundation for the company to keep growing from. So very, very
proud on how we achieved this.

[00:27:09.12] - Thierry

And this is for the total company and with really every region contributing to this. The
second pointis that we in North America, in Canada, we've opened close to Toronto
our new R&D center in North America which is really bringing it to world class where
we can make our own formulations. In the past we were a bit more forced to make
our prototypes but also prototypes formulations on our existing production lines that
were often fully booked out. Here now we have a lab that really can do the whole
modelling from modelling to producing prototypes. So, it's really going to speed up
our innovation cycle quite tremendously for a key region in the company. The
engagement score you may know that we do on a regular basis, it's biannual basis.
The Aliaxis & Me survey, which is a survey that goes out to all the employees around
the globe, both white collar and blue collar. High participation rate, but also a very
high and stable engagement score of 84% which is also probably one of the engines
for the net promoter score but also a good foundation to build on for the future. And
been very involved and very intensely involved in the reorganization of EMEA, our
home region for of course a Belgian based multinational.

[00:28:36.16] - Thierry

If you go around EMEA, we had strong units that were more operating as independent
companies with lots of complicated transfer pricing, lots of self-imagined veto rights
and modifications on how we were doing things. There we really, as of the beginning
of the year, rolled out an EMEA wide reorganization which will and is already paying
off in a more leaner structure but also much faster decision making and is driving our
business results in a tough region, economically speaking, in markets speaking, is
actually driving our performance for the future and is a necessary step then to go
back to one ERP system etc in the future, and really make EMEA a strong, reliable



bottom line performer for the company. If | go to the invest to grow, so the way that
we actually use our capital spend, you see here the line of how we were investing. It
is probably fair to say that in the past, | would say before 2020, that maybe our capital
investment was a bit too right sized and therefore was not always allowing us to
maintain or actually have the assets ready for the growth. There was a strong catch
up that happened in the year 2022 up to 2024 and in fact with new plans for actually
in specifically to enable the growth and based on innovation, as you see in the donuft,
that's next to that.

[00:30:12.21] - Thierry

In fact, in 2025 is the first year of a normalization. The spend is higher than in 2020, 2021,
but it is nowhere near what this catch-up period in the last two years has been. And
in fact, we believe that in the future our spend will be probably somewhere between
150 and 200 million, which would allow us not only to really make sure that we maintain
and actually, literally safeguard our units, but also allows enough spend forinnovation,
for growth, etc. So, we basically get info more of a steady mode moving forward. So,
what is happening in our markets¢ As you probably also have heard from other
companies who are in the construction infrastructure market, our markets remain very
challenging. As | said, more than 50% of our business is related to housing and both
residential and commercial construction. That has actually been in our core markets,
relatively tough. If | look at one of our key markets, Canada, which is a little bit less
than half of our North America region, the Canadian region has been doing quite
well. But even there, for example, the Ontario market has been relatively slow.
Whereas basically the rest of Canada has been doing quite well, which result in an |
would say resilient performance.

[00:31:38.12] - Thierry

The somewhat higher disappointment for all of us has been the USA because the year
started with high enthusiasm in the market. But the combination of, | would say
political decisions that resulted in uncertainty and therefore people holding back,
therefore also relatively high interest rates have basically or continued to slow down
and to somewhat paralyze the housing-built market. So, you see that it's really down
and in fact during the year it was actually continuing to be at a lower pace. And for
us the US market is a key market for what we try to do. You see also the line for
Australia, almost a similar view of the other markets, mostly because of the uncertainty
there around China. Although we are not active in China, the Chinese economy is
doing relatively badly and that has a whole impact on products, that being raw
materials that come out of Australia. And if that doesn't go well and basically then the
housing market goes down in Australia too. That's exactly what is the case. Somewhat
optimism for the latter part of the year, but it is somewhat limited | would say in what
we see in the short term.



[00:32:49.17] - Thierry

And then Europe has basically been dabbling along. | would say the markets have
stabilized after the drop that we've seenin 24 and 25. If you look across Europe, | would
say the building markets in general are down 6% to 7% with some optimism maybe
that that is going to be by the latter part of this year and then in 2026 start normalizing
again. The interesting element here is that the inventory of housing in all of our key
markets is now too low. Everybody is convinced that there needs to be a catch up in
housing and therefore that would have a positive impact on our markets. But for the
time being, at least for the first half of 2025, we have not been able to enjoy that so
far. So it's really kind of the reset after the COVID period where in fact raw materials
were low in cost and where basically then the demand was pretty high. That has
obviously flushed out of the systems and has given a much more normalized market
outlook. A market that is not mentioned here on the list, but | would like to point out is
India. And although India continues to be a growth market also there in the first half
of 2025, there have been quite some lower government spending which then has also
resulted in a more quieter market together with dumping of Chinese resin which is now
by the courts has been stopped and should actually be a positive.

[00:34:15.17] - Thierry

There have been a lot of negative impacts in the Indian market that we hope will also
very quickly get out of that system and bring our end markets back to the normal
growth level. If you look at the market, the sales evolution of Aliaxis versus our
competitors, this is a chart that we basically anonymized to some extent, and it
probably deserves a bit of explanation. This is showing in fact how the sales and
percentage, so this is relative to the starting point in January 2020, how our sales have
evolved versus that starting point. And you really see that in fact during the COVID
years it was actually a very positive evolution of our sales and that in fact since the
beginning of 2023 there have been a constant, not dramatic, but painful nevertheless,
a reset in our markets. What you can learn from this mark, from this chart is that it
confirms also what that detailed market analysis is saying, that Aliaxis is holding on to
its market share around the globe. You would say, but why is that a difference here?
Where some who have developed faster or lower, frankly then it's all based on where
these specific competitors are in which segments in which geographies they operate.

[00:35:33.09] - Thierry

But if you really then look at our performance in those segments in those geographies,
Aliaxis is very much holding its own in those markets. So, it's frankly in that sense we're
doing well and we're holding our position in the markets. It's basically a market
slowdown across the board. That has been the reset that all of our competitors are



also seeing big time in their numbers. So, what are we doing about ite If you look in
the response that we have for what we see in the markets, the markets are what the
markets are. We continue to safeguard our share in the markets; we continue to
safeguard our pricing management so that we don't necessarily make concessions
there. And we also continue to work on innovation to introduce new products that
basically excite our customers and justify our share and the pricing that we ask. That's
about what we can do about the markets. But there's a lot of stuff that we can do
internally and that our feams are very engaged on and very encouraged also by the
tone and the progress that we start making on that. First of allis the structural reduction
of our fixed cost.

[00:36:43.24] - Thierry

In fact, in the anticipation that many construction-oriented companies had for the
markets during the COVID period, there has been maybe some exuberant forward
investments both in Capex and in fixed cost in general. And obviously the market
evolution, although we're not too negative about it, but will be at a much more
normalized pace than we actually were anticipating a couple of years ago. So we
are working on how we can, in an intelligent way, start to reset our fixed cost in line
with the normal market evolution that we are seeing. More to come on that in future
editions of these investors’ calls. In fact, what we've seen is that our sales and our
margin over direct material, | would say our variable income has been evolving in
relatively flat way over the years after Covid. But that our fixed cost effect, the growth
of our fixed costs have outpaced that. And that is something that we are determined
to change that trajectory. The second element is around sustainable working capital
reduction. We are convinced as a management team there is a significant
opportunity to right size our working capital and that's mostly then around inventory
because there's good hygiene on receivables and on payables, on inventory to really
get a good hygiene.

[00:38:09.11] - Thierry

Basically, have less money tied up in inventory, but at the same time augment our
service levels to our customers to make sure that we have the right products in the
right quantity at the right location at the right time. That is infegrated business
planning. As | indicated before, we have actually pledged to become IBP capable
by 2026. We're already well on our way. Different regions at different speeds. Because
that's really the enabler to start cranking out way more cash out of the company as
we should and how we what we deserve to do. We've also taken steps on rationalizing
our global portfolio. We did quite some work in the first six months to have a gruesome
detail on where we are making money by region, in which segments, subsegments,
etc. And frankly have concluded, and we've already taken the steps on that, that
some of these products are basically making us needlessly complex and are not



necessarily contributing to the bottom line. So, there are steps that we're taking to
basically streamline the company and make us much more impactful and have much
more resources available for those segments where we are leading and where there
is indeed value to be created.

[00:39:22.04] - Thierry

And last but not least, on our capital investments, we are well on our way, and they
took the steps already to normalize the run rate and get it at a level that we are both
maintaining our assets. But at the same time also are realistic about what the medium
and even somewhat longer than medium growth in the market is going to be or the
demand on our assets. Before | hand it over to Koen, | would like to spend a couple
of seconds talking about the whole Asheville event that happened in 2024. The major
flooding of a major plant, mostly in pipes for the North American market. And pipes,
well, if you don't have the pipes, it's difficult to convince customers to buy the fittings
that go along with it. So, it has a trickle effect or a bigger impact than just what comes
out of this site. That already impacted our numbers in 2024 quite significantly. I'm
happy to report that the reconstruction efforts and the cleanup are ongoing and are
in fact going more or less to plan, which is fantastic given the complexity and the
enormous task that the team had to face here.

[00:40:40.20] - Thierry

So, we are on track to get the plant up and running. Very kudos to the teams who
really have been on difficult situations getting that plant up and running. And in fact,
in that area, we are one of the first ones who basically get the plant up and
operational again, so very proud of that. But in the first half of 2025 that still resulted
into quite some business disruption that we have quantified in our numbers in the first
half, but also a number of one-off costs, basically costs in getting the plant back up
and running. So that is unfortunately impacting our first half performance as is
indicated in the numbers. But instead of talking in circles around the numbers, it's
probably the time to hand it over to Koen to walk you in detail through the financials.

[00:41:30.04] - Koen

Thank you, Thierry, and also welcome on my behalf to this investor call on the financial
results for the six months period ending June 30, 2025 for Aliaxis SA. The condensed
interim financial statements for Aliaxis Holdings SA, which actually is the level at which
we have ring fenced all our financing agreements, will be available and published on
our website before the end of September. In the first half of 2025, ourresults have been
impacted by challenging market conditions, as Thierry explained earlier on. But also,
by a series of one of events which I'll fry to come back to later in this presentation. And
in response to that, we started to further intensify our efforts to reduce costs and will



continue to do so. But also, in view of Capex and working capital, we have taken the
necessary steps to start seeing significant reductions there as well. So, in the first half
of 2025 we reported net sales of 1.8 billion, which is almost 9% below the comparable
period in 2024 on a like-for-like basis. This decrease is predominantly driven by the
softer market context that was highlighted earlier, in every region where we operate,
but also by some geopolitical and US tariff related uncertainty.

[00:42:51.16] - Koen

So as a result, we see that volumes are basically down across all regions where we
operate, with the exception of Canada and to a lesser extent in Latin America. And
we do see some price pressure basically globally everywhere where we operate. In
terms of Recurring EBITDA or REBITDA, we closed the first half with 217 million, which is
again on a like for like basis down to 28% versus the comparable period. It is because
of lower volume, but more importantly because of lower margins, predominantly in
the US and in India, which is partly offset by further actions and initiatives to reduce
our fixed cost. In addition, our Recurring EBITDA was negatively impacted by two
material events. Thierry explained: Asheville and the lost business we have, which had
a material impact. We estimate that to be 22 million EBITDA loss, so to say opportunity
loss in the first half of 2025. And the second one has to do with the SAP implementation
in Vinidex in Pacific, which is our largest entity in that region, was quite challenging.
We were not able to ship volumes as per plan. We had quite some operational
inefficiencies in the first half of the year and we also carried, | would say, one of
temporary cost to support getting the system to operate in a more stable
environment.

[00:44:18.00] - Koen

We estimate the temporary impact thereof to be 11 million euro. Going forward and
Thierry explained that on Asheville we will continue to have impact in the second half
of the year in Asheville. | think when it comes to the ERP in the Pacific region, we are
confident that we will get to a business-as-usual situation during the course of the
second half of the year. In terms of fixed costs, our fixed costs are down almost 40
million or 6% and that is after offsetting inflation and whilst still continuing to make the
crifical investments to support our business where needed. So good to see this
progress. On the other hand, we will have to further intensify our efforts to adjust our
cost base to market reality and also to the market outlook that Thierry explained earlier
on. Our net profit, in terms of net profit, we reported 13 million euro. Also, here we had
quite significant exceptional elements impacting the net profit. It's linked to Asheville
but also linked to the restructuring initiatives in EMEA. I'll come back to that. If we adjust
for that and if we take a look at net recurring profit, we are at 54 million euro, which is
still 61% down compared to 2024, basically driven by lower REBITDA in the period.



[00:45:41.01] - Koen

So, I'll first try to explain the impact of some exceptional items before | go, let's say
more to the business update and how that has translated in financial results. So as
mentioned, part of the decrease in our Recurring EBITDA is driven by two events.
Asheville and you can see that at the bottom of this slide we start with REBITDA 217.
That is what we report. We have estimated the impact the lost business in Asheville to
be around 22 million euro. And the temporary disruption that we see post go live with
our ERP system in the Pacific region to be around 11 million euro. So, in aggregate
that's 33 million euros. So, if you would adjust for these temporary one-off impacts for
EBITDA, we would be on 250 million in HT compared to 305 in the comparable period
in 2024. Just to put that into perspective. And if you take a look at the net profit there,
actually we have a number of elements impacting the net profit. So net profit as
reported is 13 million. Then we have the impact of Asheville. This is non-recurring items.
So, it has nothing to do with the lost business.

[00:46:50.25] - Koen

But this cost in terms of repair and maintenance, site reconstruction and rehabilitation
and the post tax impact thereof is 21 million euro. Next to that, we have all those
restructuring costs predominantly in EMEA post tax that is 20 million euro. And if you
add that up, you come to a recurring net profit, as | said earlier on, of 54 million euros.
Again, also this recurring net profit is impacted by the business disruption in Asheville
and by the temporary business disruption we have in the Pacific region as a result of
the challenges with SAP. So, if we would adjust the recurring net profit for that, we
would be at 78 compared to 140 million in the comparable period in 2024. Now if we
take alook at performance from a regional perspective, the decrease in REBITDA that
we report is mainly driven by the Americas and then predominantly by the US and our
Pacific region, partially offset by good performance in EMEA. So, if | just go from left to
right in EMEA, you can see our REBITDA is up 10 million compared to the first half of
2024, despite the softer markets in which we operate.

[00:48:04.29] - Koen

So, this is all thanks to the cost effort, the cost initiative or cost reduction initiatives that
were introduced either at the back end of 2024 or earlier in 2025. And we'll contfinue
to make those efforts going forward. The vast majority of the decrease in the REBITDA
is coming from the Americas region, as you can clearly see. And as we mentioned in
the beginning, the Americas actually combines Canada, the U.S. and our Latin
American business. If | separate those three, we have reported solid performance in
Canada and in Latin America. So, the decreases, as | mentioned earlier,
predominantly coming from lower margins, lower volumes in our U.S. operation. We
have also singled out the impact of Asheville, which is material in the overall context,
accounting to almost 22 million out of the 80 million decreases these in the Americas



region. Moving on to the Pacific region and performance there. Also, there are softer
markets across most of the segments where we operate. But here you see the
disproportionate impact financially at least, from the business disruption we have
faced as a result of challenges post go live with ERP. As mentioned, we are well
advanced there in the stabilization efforts and we should be able to go back to
business as usual in that region in the second half of the year.

[00:49:28.15] - Koen

India is flat as we report. But actually, what is happening is that we have lower sales
and lower margins being offset by also here further efforts to right size our cost base.
And then the other is basically two main components. It's a reduction in our fixed cost
at headquarter level which is offset by unfavourable FX as the Euro has strengthened
versus most of the major tfrading currencies in which we operate. So that explains from
a regional perspective how we go from 305 million REBITDA in the first half of 2024 to
reported REBITDA of 216 in the first half of 2025. We have also, for illustrative purposes,
adjusted this. So, the 33 million is a combination of what we estimate the impact to
be of Asheville and the ERP situation in the Pacific region. And if we would adjust for
that, our REBITDA would have been around 250 million in the first six months of the year.
So, if I try to link that to the numbers we have reported in the press release. Basically,
the main lines in the P&L and the balance sheet. Let me summarize it as follows. And
again, these are reported numbers whilst we have shown like for like numbers earlier
in the presentation. So net sales around 1.8 billion, 9% down compared to last year. |
talked about the market uncertainty. Softer market conditions we see overall, leading
to lower volumes in most regions where we operate. But also, this market context
leading to price and then thereafter also margin pressure across the business we
operate. In terms of margin, you can see that we are as a result down both in absolute
terms and as a percentage of sales. So, in absolute terms we are down almost 140
million euro. And our contribution margin as a percentage of sales is at 36 but it was
close to 40% in the first six months of 2024. | think again pricing and then margin
pressure that we see predominantly in the US and in India are the main drivers for the
decrease in absolute and relative contribution margin in the period. As mentioned
before in the response, we took further action in terms of fixed costs. Our fixed costs
are down 38 million compared to the same period last year and that is after offsetting
inflation. And yes, we have secured the necessary investments where necessary for
the business.

[00:52:04.15] - Koen

As | said earlier on, we will further intensify our efforts whether it comes to fixed cost,
but also when it comes to, let's say protecting our balance sheet when it comes to
cash working capital and Capex as well. In terms of the restructuring cost, | already
alluded in the introduction to the that quite significant, this is 57 million euro. This is the



pre-tax number. We had quite some significant less one off or restructuring cost in the
same period of last year and we have a detail to break that out on the next slide. So,
in EMEA we have been quite active when it comes to restructuring. So, you can see
here restructuring costs close to 27 million Euro. The main components and the first
one is a very recent decision actually dating back to June of this year where we
decided to close our research and technology centres in France and integrating that
in the EMEA organization and leveraging what we have, which will result in a very
aftractive payback going forward. Secondly, last year we decided to exit the UK
building segment. So, we incurred a first wave of one-off cost in 2024, and we see the
remainder coming in the first half of 2025.

[00:53:20.28] - Koen

We also did some further efforts in terms of the procurement organization where we
rationalized. But also, across EMEA there have been a series of restructuring initiatives
going on and will continue to take place in 2025 but also in the years thereafter. Then
in terms of other income and expenses, the main item here is really the one-off cost
linked to the reconstruction rehabilitation of our site in Asheville. As Thierry said, we
had a very significant impact still in the first half of the year. We are more or less on
track in terms of the recovery plan, and we hope to be back to normal operations
around the year end or moving early into 2026. So, material one off items, as | said
before. In terms of the financial result, our financial result is 7 million below last year. It's
basically lower deposits we were able to collect on. Sorry, lower interest income we
were able to generate on deposits. We have mainly in North America. And on the
other hand, we had somewhat higher FX losses in the first six months of the year. And
that brings us to net profit assets 13 million on a reported basis, but impacted by a
series of one-off events, either reported as a restructuring cost or exceptional or
impacting REBITDA.

[00:54:45.21] - Koen

Being the situation in Asheville and the challenges we had in the Pacific region post
ERP go live, in addition to the challenging market conditions in which we operate. So,
if you move to the balance sheet, | think it's fair to say that we are stepping up and
further strengthening financial discipline in the context that we explained. Our Capex
is down 42 million euros. So, we were at 96 versus 138 in a comparable period last year.
Also working capital is going down 41 million euro compared to almost 200 million in
the first half of 2024. Our net financial debt has gone up and this is comparing to
December. So, there's a quite significant seasonal element here that I'll explain on the
next slide which is then resulting in a leverage of 2.2 times recurring EBITDA at the end
of June, whilst we were at 1.8 at December 2024.



[00:55:48.13] - Koen

In terms of working capital, we started to adjust to top line market reality. You can see
that mainly across the board, | think both in absolute and relative terms. The area
where there's further room for improvement in the next 6 / 12 to 18 months, Thierry
mentioned before, is on inventory. Once we have our processes also around IBP up
and running so that we can structurally, but also sustainably reduce our inventories
going forward. In terms of the net debt evolution, if | summarize it or try to summarize
it in one slide and again this is starting from December, the operational cash flow was
at 175 million euro and this includes all the cash out related to the exceptional events
or one off events we had, you can see that working capital is going up. Again, this is
comparing against December. The seasonal impact of our business is really peaking
in June and July. Historically that has always been the case. Hence, we are also seeing
the peak of working capitalin June. And that is why you see an increase in our working
capital which is lower than in prior years. Typically, this is anywhere between 150 to
200 million euro halfway through the year which is then reversing in the second half of
the year.

[00:57:07.28] - Koen

Despite the lower operating results, we still had 47 million of cash taxes which includes
prepayments for a full year basis. So that should be taken into consideration as well
when taking a look at cash flow, but also the net debt evolution in the first six months
of the year. Capex is at 96 million euro, significant reduction versus where we were in
2024. As Thierry mentioned, further efforts are being done to get to a more normalized
run rate level as of 2026. We paid 8 million in interest. And we, also in line with IFRS 16
lease accounting, had to recognize 20 million of additional lease debt, which is both
extensions of leases or new leases we have entered into. So that brings us to a net
debt at the end of June of just above 1 billion or 2.2 times leverage. And just in
transparency, this includes 252 million of leases in line with, as | said, IFRS 16 lease
accounting. So that's the picture from a net debt view. If you take a look at the
liquidity situation at the end of June, we still have ample liquidity headroom, more
than 1 billion at the balance sheet date, which is a good mix of cash on the balance
sheet, but also remaining financing headroom we have under the RCF.

[00:58:32.29] - Koen

In the middle of the slide, you can also see that our gross debt is close to 1.5 billion.
We have more than 400 million cash available on the balance sheet, which brings us
to the net debt of just above 1 billion that | explained on the previous page. And in
terms of the maturity profile of the financing arrangements we have, almost
everything is secured fill November 2028, whether it's the RCF or the bonds we have
outstanding in total 1.7 billion. We still have some existing surviving USPP programs. You
can see 32 million in 2025, which has been effectively repaid in July. So, we have one



more outstanding of 18 million which will be repaid in July 2027. So ample liquidity
headroom. And in terms of secured financing, | think we are well positioned with the
vast majority secured fill November 2028. In terms of covenants, we only have
maintenance covenants on the surviving USPP instruments. It is interest cover and
leverage, which is calculated in a different way than what we report. The conclusion
here is also we have ample headroom with respect to both maintenance
governance on the USPP program. Just on the balance sheet, also as we have
reported it, | think it's fair to say that we sfill have a solid balance sheet at June 2025.
Our shareholder equity is at 2.2 bilion. It has gone down by almost 300 million
compared to December 2024, so which the vast majority is revaluation at the balance
sheet date, so at June 30 2025. | just want to add that we had no impairments on
goodwill, intangible fixed assets, tangible fixed assets or financial investments in the
first half of the year. Also, in terms of pension liability, our net pension liability remains
below 30 million euro and that is in line with the position we had at December 2024.
And as also mentioned a couple of times, we will further intensify our efforts to
deleverage our balance sheet in the foreseeable future. So, in terms of the financial
policies, | think we do want to confirm that we are committed to maintain our
investment grade. So, if you take a look at leverage, | think we have been indicating
what we want to do in response to the current situation to accelerate the
deleveraging of our balance sheet. In terms of Capex here as well, you can start to
see the firstimpacts in the first half of the year, but we are going to a more normalized
run rate as of 2026.

[01:01:14.11] - Koen

From a liquidity standpoint, we have ample liquidity headroom and financing is
secured till November 2028. In terms of dividend, we have a specific policy in place,
and | think consistently over the last 15 years we have applied this policy also in difficult
conditions. When it comes to M&A, it's fair to say that the acquisition part of it has
been put on hold and we are also making progress on the divestment of some smaller
non-core businesses. Thierry also mentioned that we are focusing on our core going
forward. That means that non-core, whether it's now product or a legal entity or a
segment we are trying to exit. | think we are well advanced in most of these smaller
divestments and therefore we expect to see net proceeds coming in in the second
half of the year which will also help to further deleverage the balance sheet. So that's
in a nutshell. Walking through the financials. Thierry, I'll hand it back to you for the
outlook for the remainder of the year.

[01:02:16.14] - Thierry

Thank you very much Koen. For the outlook for the remainder of the year, | think we
anticipate that the current market challenges as we've seen them in the first half of
2025 will continue across the group in the second half of 2025. There is some optimism



by some observers on what would happen in 2026, but by the way, that would not be
the first fime that people are more optimistic about the far future. But for now, in fact
we don't believe for 2025 that we can really count on significant changes in our end
market. So, in response, as indicated by Koen and myself, we continue to focus on
safeguarding our market share and actually extract the value from the markets where
we operate in. But at the same time also to intensify on our efforts to structurally adjust
our costs to the market reality. Also increasing our focus in a sustainable and systemic
way on working capital preservation and streamline our global portfolio. Now it's clear
that for the company, we are very committed even in this difficult market cycle, to
maintain the investment grade rating, which is essential for us.

[01:03:45.29] - Thierry

Just in conclusion, beyond the outlook, | would say tough sledding in the markets. |
think Aliaxis held its own. There's a lot of good structural work that's happening on ERP,
on systems, on processes, on integrated business planning, on how we look at cost
and how we look at cash in the company that | believe will be a strong asset for the
future and for the coming years for the company.

[01:04:11.24] - Thierry

So, with that, | would really very much like to open it up for questions. That was a quick
question come by. | mean, there's one question, in fact, that came through the, the
chat here. Question is in the building segment, could you give a split between new
construction and renovation? Good question. It's not easy to give a real good split
that functions for the whole company because it is very different from region to region
on how these things evolve. The percentage of new build is fraditionally higher in North
America than it is for example, in EMEA. But to be honest, what is, so that was, | would
say in EMEA it was typically more around 60% renovation and more 40% of new build.

[01:05:15.07] - Thierry

But in fact, over the years we see in all of the regions an increase in the percentage
of renovation. And that affects the underlying issue for the construction market.
Because given that there has been an inflation in building material costs and building
costs in general, given the fact that interest rates are significantly higher than they
were four or five years ago, in fact, for many people who maybe are considering to
build a new house or to move to a new house, there is basically, it is actually too
expensive or too financially impactful to do so at this moment of time. Specifically in
North America, there is in fact a phenomenon of people who want to move into a
new house or who want to start that project, but frankly, look and see that when, if
they have to spend the money and the mortgage cost that they would have, that
they actually could not afford a similar house as they live in today. So that's basically



anissue that we have in there. So the 60/40 for Europe is probably sfill correct, but we
see across the globe a more frend to renovation at this moment of time than new
build.

[01:06:25.13] - Thierry

In fact, what commercial is concerned that has specifically in North America and in
the US Market that actually has taken really a nosedive, and that is probably more
based on interest rates, but also around somewhat of the commercial uncertainty,
given a lot of geopolitical and economical decisions, macroeconomic decisions that
are out there. So, it's a bit in a holding pattern which could result if these factors go
away or become more certain that could actually unleash maybe some of those
pent-up demands. But that remains to be seen.

[01:07:02.12] - Thierry

A second question that | received here is will we share the presentation after the call?
And the answer is yes. | mean, the deck will be on our and the transcript will be on our
on our website.

[01:07:20.23] - Thierry

So, I'm just waiting to see if there's any other questions that are coming in.

[01:07:31.03] - Koen

Seem to be no other questions for now, Thierry.

[01:07:33.22] - Thierry

Yeah, so with that, | mean, there's no use in staring each other in the face for foo long
a time. So, if any other questions come in, please don't hesitate to ask them to our
communications team and we will gladly answer them. So, for that, thank you for
partficipating and speak to you soon. Stay safe.



