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Structure of the Offering

Securities OfferedSecurities Offered
15.2 million ordinary shares (excluding 15.2 million ordinary shares (excluding GreenshoeGreenshoe))
GreenshoeGreenshoe: 15%: 15%
Approximately 35.6% of outstanding sharesApproximately 35.6% of outstanding shares

Purpose ofPurpose of
OfferingOffering

Create more liquid stock and broaden investor baseCreate more liquid stock and broaden investor base
Increase analyst coverage and highlight valueIncrease analyst coverage and highlight value
Create acquisition currencyCreate acquisition currency

Spanish Stock ExchangeSpanish Stock ExchangeListingListing

Three Three tranchestranches: International Institutional, Domestic: International Institutional, Domestic
Institutional and Domestic Retail  (including employeeInstitutional and Domestic Retail  (including employee
tranchetranche))

StructureStructure

180 days from 180 days from AltadisAltadis, , Grupo PlanetaGrupo Planeta and the Company and the CompanyLock upLock up

BBVABBVA
J.P. MorganJ.P. Morgan

GlobalGlobal
CoordinatorsCoordinators

RoadshowRoadshow: July 4: July 4thth  - July 14  - July 14thth

Pricing: July 17Pricing: July 17thth

Trading: July 18Trading: July 18thth
TimetableTimetable

€€20 - 20 - €€23 per share23 per sharePrice RangePrice Range



Altadis

Free
float

Grupo 
Planeta

Current Shareholder StructureCurrent Shareholder Structure

1 Assuming full exercise of greenshoe

76%76%

10%10%

14%14%

Secondary Offering of Shares by Altadis and
Grupo Planeta

Shareholder Structure PostShareholder Structure Post
TransactionTransaction11

Altadis

Free
float

Grupo 
Planeta

Shareholder StructureShareholder Structure

3%3%

51%51%

46%46%



July 2000July 2000

La mejor compañía para su empresa



Juan Rizo
CEOCEO



Logista’s Management Team

Luis Luis EgidoEgido
General ManagerGeneral Manager

Tobacco,Tobacco,
DocumentsDocuments
& Logistics& Logistics
ServicesServices

José MariaJosé Maria
SanjuanbenitoSanjuanbenito
General ManagerGeneral Manager

PublicationsPublications

Javier Javier SolánsSoláns
CommercialCommercial

ManagerManager

Manuel Manuel SuárezSuárez
Chief FinancialChief Financial

OfficerOfficer

Teresa Teresa CaslaCasla
Director ofDirector of
CorporateCorporate

DevelopmentDevelopment

TechnologyTechnology
andand

InfrastructureInfrastructure
e-commerce fore-commerce for

BooksBooks
Contract LogisticsContract Logistics
and e-commerceand e-commerce

SolutionsSolutions

e-commercee-commerce
InvestmentsInvestments

e-commerce Corp.e-commerce Corp.
DevelopmentDevelopment

andand
InternationalisationInternationalisation

Juan Juan RizoRizo
Chief Executive OfficerChief Executive Officer

César AliertaCésar Alierta
ChairmanChairman

Rafael de JuanRafael de Juan
Secretary of Board of DirectorsSecretary of Board of Directors

& Legal Advisor& Legal Advisor
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Logista: A Leading Logistics Provider in
Spain and Portugal

Key Investment HighlightsKey Investment Highlights

•• Widest and most technologically advanced logistics Widest and most technologically advanced logistics 
platformplatform

•• Double digit bottom line CAGR expected in next yearsDouble digit bottom line CAGR expected in next years

•• Balance sheet strengthBalance sheet strength

•• Leading logistics provider in Spain & Portugal withLeading logistics provider in Spain & Portugal with
presence in stable sectors with high barriers to entrypresence in stable sectors with high barriers to entry

•• Significant future growth opportunities in:Significant future growth opportunities in:
•• Contract logisticsContract logistics
•• e-fulfilmente-fulfilment

•• MarketplacesMarketplaces
•• International expansionInternational expansion



19961996

Up to 1995Up to 1995

Proven Track Record in Expanding from our
Core Business

Activities Incorporated to Activities Incorporated to Logista’sLogista’s Core Businesses Core Businesses

•• StampsStamps
•• PublicationsPublications
•• CollectiblesCollectibles
•• Tobacco SpainTobacco Spain
•• Documents &Documents &

Phone CardsPhone Cards

•• ContractContract
with with RepsolRepsol

•• LoyaltyLoyalty
campaignscampaigns

•• NewspapersNewspapers

•• EuroEuro
contractcontract

•• TobaccoTobacco
PortugalPortugal

•• FirstFirst
e-commercee-commerce
contractscontracts

•• BooksBooks

•• InternationalInternational
partnershipspartnerships

•• IberiaIberia

19971997

19981998

19991999

20002000



TraditionalTraditional
BusinessBusiness

Contract LogisticsContract Logistics
& B2C e-fulfilment& B2C e-fulfilment

>25%

<75%

++
••  B2B sales B2B sales
••  International Business International Business

2003E Economic Sales2003E Economic Sales
BreakdownBreakdown

Tobacco

Total = Total = €247 mm€247 mm

1999 Economic Sales1999 Economic Sales

15%

54%
6%

25%

Publications Publications 
& Books& Books

Leveraging Existing Strengths Into New
Growth Areas

Documents,Documents,
 Stamps  Stamps 
& Other& Other

  productssproductss

Other logisticsOther logistics
servicesservices



Luis Egido
General Manager Tobacco, Documents &General Manager Tobacco, Documents &

Logistics ServicesLogistics Services
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Logista has Demonstrated Ability to Offer
Fully Integrated Logistics Services

e-fulfillere-fulfiller

Tailor made logistic servicesTailor made logistic services
(3PL)(3PL)

Integrated logistics operatorIntegrated logistics operator

CustomerCustomer
ServiceService

OrderOrder
ReceptionReception

Post SalePost Sale
ServiceService

InvoicingInvoicing
andand

PaymentPayment
SupplySupply

and Stockand Stock

OrderOrder
PreparationPreparation

TransportTransport

LogistaLogista: a One-stop-shop in the Supply Chain: a One-stop-shop in the Supply Chain

WarehousingWarehousing

ManagementManagement



Distribution NetworkDistribution Network

The Broadest Distribution Platform in Spain
and Portugal

SpainSpain

••   350,000m350,000m2 2 of storageof storage
capacitycapacity

•• 8 regional warehouses8 regional warehouses
•• 80 storage facilities80 storage facilities
•• Capacity of 2.5 million mCapacity of 2.5 million m33

••  Subcontracted fleet Subcontracted fleet
•• 282 trucks282 trucks
•• 1,000 delivery vehicles1,000 delivery vehicles
•• Exclusive and identifiedExclusive and identified

••  Access to 45,000 points of Access to 45,000 points of
salesale

PortugalPortugal

•• 10,000m10,000m22 of storage of storage
capacitycapacity

••   4 warehouses  4 warehouses
••  36 storage facilities 36 storage facilities

•• Access to 20,000 points Access to 20,000 points 
of saleof sale

•• Subcontracted fleetSubcontracted fleet

•• 170 delivery vehicles170 delivery vehicles



•• TelematicsTelematics

•• GPS Route ControlGPS Route Control

•• Automatic WarehousesAutomatic Warehouses

•• Automatic Picking SystemsAutomatic Picking Systems

•• Online connection with all links ofOnline connection with all links of
supply chainsupply chain

•• Bar code I.D.Bar code I.D.

•• Extensive DatabasesExtensive Databases

•• Expert SystemsExpert Systems
(Artificial Intelligence, (Artificial Intelligence, TeseoTeseo Web) Web)

Proprietary Development of State-of-the-Art
Technology

•• Dedicated IT teamDedicated IT team
(40 people)(40 people)

•• €50 mm IT budget€50 mm IT budget
(next 3 years)(next 3 years)



Strong Business Relationships with Leading
Corporations



Logista: a Value Added Logistics Operator

•• Tobacco Tobacco 

•• DocumentsDocuments

•• PublishingPublishing

•• BooksBooks

Leader in strong cashLeader in strong cash
generating sectors with highgenerating sectors with high
barriers to entry:barriers to entry:

•• High quality integratedHigh quality integrated
logistics serviceslogistics services

•• Complete coverage ofComplete coverage of
Spain and PortugalSpain and Portugal

•• Proprietary technologyProprietary technology
through own R&Dthrough own R&D

•• High barriers to entryHigh barriers to entry

Logista’sLogista’s Strategy Strategy
Leader in contract logistics andLeader in contract logistics and
e-fulfilment:e-fulfilment:

•• Leverage existingLeverage existing
infrastructure and know-howinfrastructure and know-how

•• Profitable margins throughProfitable margins through
high value added serviceshigh value added services

•• Leading edge technology andLeading edge technology and
in-house R&Din-house R&D

•• First mover in B2CFirst mover in B2C

•• Alliances with market leadersAlliances with market leaders

•• Focus on geographicalFocus on geographical
expansionexpansion

•• Contract logisticsContract logistics

•• E-fulfilment (B2C, B2B)E-fulfilment (B2C, B2B)

•• Market PlaceMarket Place

•• International expansionInternational expansion
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Economic Sales Economic Sales (€mm)(€mm)

HighlightsHighlights

118 133 136

1997 1998 1999

118 133 136

1997 1998 1999

Longstanding Relationships with Core
Tobacco Clients

Change in product mix andChange in product mix and
growth from cigars in Spaingrowth from cigars in Spain

Moderate growth in PortugalModerate growth in Portugal
in volume and pricesin volume and prices

Participation in PortugueseParticipation in Portuguese
consolidationconsolidation

Increasing productivityIncreasing productivity
through continuousthrough continuous
investmentinvestmentMarket leader in Spain (95% share)Market leader in Spain (95% share)

and Portugal (20% share)and Portugal (20% share)

Strong barriers to entryStrong barriers to entry

Smuggling reduced to below 5%Smuggling reduced to below 5%

Shift towards higher valueShift towards higher value
products (blonde, cigars)products (blonde, cigars)

CAGR: 7.1%CAGR: 7.1%

Tobacco ProductsTobacco Products

ObjectivesObjectives



294 309 342

388 370 330

1997 1998 1999

294 309 342

388 370 330

1997 1998 1999

Sales at Retail Price Sales at Retail Price (€mm)(€mm)

HighlightsHighlights

Increasing Exposure to Higher Value
Document Products

Renew contract onRenew contract on
postage and fiscal stampspostage and fiscal stamps
on attractive termson attractive terms

Change in product mix toChange in product mix to
higher margin productshigher margin products

Increase number of clientsIncrease number of clients
and referencesand references

ExclusivExclusivity ity for stamps to 2002for stamps to 2002

Integrated services to high valueIntegrated services to high value
documentsdocuments

Over 100 contractsOver 100 contracts

Increasing exposure to higherIncreasing exposure to higher
margin productsmargin products

Stamps and DocumentsStamps and Documents

ObjectivesObjectives

StampsStamps

OtherOther



60 61

155 152 186

185 197
215

77

1997 1998 1999

60 61

155 152 186

185 197
215

77

1997 1998 1999

CAGR: 9.2%CAGR: 9.2%

Sales at Retail Price Sales at Retail Price (€mm)(€mm)

HighlightsHighlights

Leading Independent Logistics Provider in
Publications in Spain and Portugal

Retain sector leadership inRetain sector leadership in
growing collectiblesgrowing collectibles
market (1996-1999 CAGRmarket (1996-1999 CAGR
of 8%)of 8%)

Increase market share inIncrease market share in
magazines andmagazines and
newspapers through localnewspapers through local
acquisitions / partnershipsacquisitions / partnerships
and increasingand increasing
outsourcing trendoutsourcing trendTailored logistics servicesTailored logistics services

Leader in collectibles with 93%Leader in collectibles with 93%
market share (75% in Portugal)market share (75% in Portugal)
Leading independent in magazinesLeading independent in magazines
(15% share in Spain, 12% in(15% share in Spain, 12% in
Portugal)Portugal)
Established presence in periodicalsEstablished presence in periodicals

PublicationsPublications

ObjectivesObjectives

PortugalPortugal

CollectiblesCollectibles

Other SpainOther Spain



89 88 90

1997 1998 1999

89 88 90

1997 1998 1999

Sales at Retail Price Sales at Retail Price (€mm)(€mm)

HighlightsHighlights

Sole Independent Logistics Provider on
Books Market in Spain and Portugal

Take market share fromTake market share from
self-distributorsself-distributors

Take advantage ofTake advantage of
e-business outsourcinge-business outsourcing
opportunitiesopportunities

Increase volumes andIncrease volumes and
margins throughmargins through
promotion of integratedpromotion of integrated
services to potentialservices to potential
clientsclients

Target 18-20% marketTarget 18-20% market
share in three yearsshare in three years

Sole independent provider ofSole independent provider of
logistics serviceslogistics services

11% market share11% market share

State-of-the-art dedicatedState-of-the-art dedicated
facilitiesfacilities

Synergies with publicationsSynergies with publications

BooksBooks

ObjectivesObjectives
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Spain Offers Attractive Growth Opportunities
for Logistics Companies

Logistics MarketLogistics Market

12%

14%

18%

19%

26%

26%

29%

37%25.5

29.0

7.1

4.5

40.6

1.0

7.9

0.9

16.1

0.8

25%

25%

Greece

Italy

Portugal

Spain

Ireland

Germany

Belgium

Netherlands

France

UK

12%

14%

18%

19%

26%

26%

29%

37%25.5

29.0

7.1

4.5

40.6

1.0

7.9

0.9

16.1

0.8

25%

25%

Greece

Italy

Portugal

Spain

Ireland

Germany

Belgium

Netherlands

France

UK

Outsourcing Levels in EuropeOutsourcing Levels in Europe

((US$US$bnbn))

EuropeanEuropean
AverageAverage

26%26%
Danzas

Logista

CAT 
Group

Exel 
Logistics

Other

Danzas

Logista

CAT 
Group

Exel 
Logistics

Other

Largest CompaniesLargest Companies

Other Major PlayersOther Major Players

SDF SDF IbéricaIbérica

TibbetTibbet&&BrittenBritten

GefcoGefco

TNT LogisticsTNT Logistics

FransFrans Maas Spain Maas Spain

58%

16%

11%

9%

6%

Source: DBK Source: DBK - Logista



Logista has Established Strong Presence in
Contract Logistics Market

Two ExamplesTwo Examples

CollectionCollectionCollection
Distribution to

2,000 Petrol
Stations

Distribution toDistribution to
2,000 Petrol2,000 Petrol

StationsStations

Payment of
supplies

Payment ofPayment of
suppliessupplies

2,000
References

2,0002,000
ReferencesReferences

RepsolRepsol Petrol Stations Petrol Stations

Petrol StationsPetrol Stations

150 Suppliers150 Suppliers150 Suppliers

EurosEurosEurosPesetasPesetasPesetas

SettlementSettlementSettlement

Withdrawal
of old

Pesetas

WithdrawalWithdrawal
of oldof old

PesetasPesetas

€ Contract€ Contract

Bank of Spain
Provincial
Branches

Bank of SpainBank of Spain
ProvincialProvincial
BranchesBranches

EurosEurosEurosPesetasPesetasPesetas



•• Exploit niche marketsExploit niche markets

•• Provide value-added integrated servicesProvide value-added integrated services

•• Offer tailor-made servicesOffer tailor-made services

•• Target high unit value products and complex servicesTarget high unit value products and complex services

•• Provide unbeatable value-service proposition forProvide unbeatable value-service proposition for

clientsclients

•• Sign profitable long-term contractsSign profitable long-term contracts

Logista’s Growth Strategy in Contract
Logistics: Built on Key Strengths

Logista’sLogista’s Strategy Strategy



Teresa Casla
Director of Corporate Development
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Significant e-commerce Growth in Europe
Offers Opportunities for Logista

e-commerce in Continentale-commerce in Continental
Europe¹ Europe¹ (€(€bnbn))

   Source: IDC, January, 2000
1 Includes Spain, Portugal, France, Italy, Germany

34

79

159

292

2000 2001 2002 2003

e-commerce in Spain ande-commerce in Spain and
Portugal Portugal (€(€bnbn))

e-commerce Markete-commerce Market

B2C B2BB2C B2B

23.7

6.0

12.6

2.5
0.8

1999 2000 2001 2002 2003



Logista has Developed the Platform for
Successful e-fulfilment

B2CB2C B2BB2B

Logista’sLogista’s Supply Chain for e-commerce Supply Chain for e-commerce

One-stop-shopOne-stop-shop

CRMCRM
Real Time OrderReal Time Order

ManagementManagement

Online Online 
Financial Financial 
BackingBacking

Online Online 
Contact Contact 

with with 
SuppliersSuppliers

WarehousingWarehousing

Radio Frequency Radio Frequency 
Pick & PackPick & Pack

Online Online 
TrackingTracking

Fulfilment e-integratorFulfilment e-integrator

AutomaticAutomatic

ManagementManagement
and Stockand Stock



Unparalleled Experience in Home Delivery
to be a Leader in B2C

Logista’sLogista’s Experience in B2C Experience in B2C

B2CB2C

•• CatalogueCatalogue
and TVand TV
SalesSales

•• Joint ventureJoint venture
with Europeanwith European
leader inleader in
catalogue salescatalogue sales

11

•• Deliveries inDeliveries in
promotionalpromotional
campaignscampaigns

•• Spanish financialSpanish financial
institutionsinstitutions
(BBVA, La (BBVA, La CaixaCaixa,,
other)other)

•• Tobacco loyaltyTobacco loyalty
campaignscampaigns

•• 1.3 mm deliveries1.3 mm deliveries
in 1999in 1999

22

Since 1996Since 1996
•• B2CB2C33

Since 1999Since 1999

•• B2C global partnershipB2C global partnership

•• New contracts:New contracts:

Since 1989Since 1989

To May 2000To May 2000



Proven Track Record in Developing
Relationships with B2C Leaders

Principal AgreementsPrincipal Agreements

B2CB2C

ViaPlusViaPlus as a Client as a Client

•• Leading Spanish B2CLeading Spanish B2C
company, with 45,000company, with 45,000
references from 200references from 200
supplierssuppliers

•• LogistaLogista provides e- provides e-
fulfilment services (virtualfulfilment services (virtual
stock management, pickingstock management, picking
& packing, delivery and& packing, delivery and
returns management)returns management)

•• LogistaLogista has developed ad- has developed ad-
hoc IT interfaces to linkhoc IT interfaces to link
suppliers, suppliers, ViaPlusViaPlus, and call, and call
centrescentres

Partnership with TerraPartnership with Terra

•• Leading portal in Spain, BrazilLeading portal in Spain, Brazil
and Mexico, establishedand Mexico, established
presence throughout LATAMpresence throughout LATAM

•• Initial agreement to provideInitial agreement to provide
logistics to B2C companies inlogistics to B2C companies in
Europe and LATAMEurope and LATAM

•• Other participants :Other participants :

•• BBVABBVA

•• BertelsmannBertelsmann

•• Agreed time frame to developAgreed time frame to develop
business planbusiness plan



Vertical MarketsVertical Markets

Services Provider for Horizontal and
Vertical Markets in B2B`

•• WarehousingWarehousing

•• Stock managementStock management

•• Labeling, assemblingLabeling, assembling

•• Quality controlQuality control

•• Returns managementReturns management

•• Order Order mangementmangement

•• Information managementInformation management

•• Billing, collectionBilling, collection

•• InsuranceInsurance

•• Customer servicesCustomer services

Physical servicesPhysical services Information servicesInformation servicesH
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Logista has Established Priorities for
International Strategy

Our Vision:Our Vision: “We intend to engage in joint“We intend to engage in joint
ventures and acquisitions which either provideventures and acquisitions which either provide
us with competencies which we currently dous with competencies which we currently do
not have or extend the geographical reach ofnot have or extend the geographical reach of
our existing business”our existing business”

•• One stop shopOne stop shop

•• Technology drivenTechnology driven

•• Supply chainSupply chain

•• Owned /Owned /
acquisitionsacquisitions

•• Subcontracted/ 3PLSubcontracted/ 3PL

FirstFirst
prioritypriority

SecondSecond
prioritypriority

International StrategyInternational Strategy

e-integrator / Fulfillere-integrator / Fulfiller



Spain, Portugal and FranceSpain, Portugal and France

One-stop-shop to French andOne-stop-shop to French and
Spanish clientsSpanish clients

•• Joint e-fulfilment strategy Joint e-fulfilment strategy

•• Share know-how and Share know-how and
   technology   technology

SeitaSeita distribution at a glance distribution at a glance

•• 185,000 m² of storage capacity 185,000 m² of storage capacity

•• 18 regional warehouses and18 regional warehouses and
31 storage facilities31 storage facilities

•• Coverage of 73,800 points of Coverage of 73,800 points of
    sale (34,100 tobacconists)    sale (34,100 tobacconists)

Implementing the International Strategy

Latin AmericaLatin America

Be the leading e-fulfillerBe the leading e-fulfiller
•• Profitable growth:Profitable growth:

•• Acquisitions/partnershipsAcquisitions/partnerships
•• Expansion with clientsExpansion with clients

(e.g. Terra)(e.g. Terra)
•• LogistaLogista - Iberia partnership - Iberia partnership

•• One-stop-shopOne-stop-shop
•• Integrated information systemsIntegrated information systems

•• Iberia highlightsIberia highlights
•• Market leader in Spain - LatinMarket leader in Spain - Latin

America freight trafficAmerica freight traffic
•• Leading same-day expressLeading same-day express

service in Spainservice in Spain
•• Implementing LATAM expansionImplementing LATAM expansion



Manuel Suárez
CFO
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•• Consistent revenue and earnings growthConsistent revenue and earnings growth

1997-1999 Growth1997-1999 Growth 1Q1999-1Q20001Q1999-1Q2000
GrowthGrowth

•• Net salesNet sales 11.9%11.9% 12.8%12.8%

•• Economic salesEconomic sales 7.9%7.9% 16.9%16.9%

•• EBITDAEBITDA 18.6%18.6% 18.5%18.5%

•• Net incomeNet income 16.4%16.4% 8.3%8.3%

•• Stable cash flow from operations: €64 mm (1999)Stable cash flow from operations: €64 mm (1999)

•• Strong balance sheet to support strategy (1Q 2000)Strong balance sheet to support strategy (1Q 2000)

•• Solid equity base: €285 mmSolid equity base: €285 mm

•• Net cash: €312 mmNet cash: €312 mm

•• Negative working capital: €334.8 mmNegative working capital: €334.8 mm

•• Above market profitabilityAbove market profitability

•• 1999 ROE: 19.5%1999 ROE: 19.5%

•• 1999 ROCE: 36.2%1999 ROCE: 36.2%

Strong Financial Track Record



2,543
2,774

2,214

1997 1998 1999

2,543
2,774

2,214

1997 1998 1999

223

247

212

1997 1998 1999

223

247

212

1997 1998 1999

1997-99 CAGR: 7.9%

1997-99 CAGR: 7.9%

Logista has Generated Strong Revenue Growth …

Net Sales Net Sales (€mm)(€mm) Economic Sales Economic Sales (€mm)(€mm)

1997-99 CAGR: 11.9%

1997-99 CAGR: 11.9%

1997 - 1998 Proforma



64

76

54

1997 1998 1999

64

76

54

1997 1998 1999

43

50

37

1997 1998 1999

43

50

37

1997 1998 1999

… and Bottom Line Results

EBITDA EBITDA (€mm)(€mm) Net Income Net Income (€mm)(€mm)

1997-99 CAGR: 16.4%

1997-99 CAGR: 16.4%

1997-99 CAGR: 18.7%

1997-99 CAGR: 18.7%

1997 - 1998 Proforma



Strong Financial Base to Support Growth

•• Self financedSelf financed

•• Net cash positionNet cash position

•• Favourable working capitalFavourable working capital
positionposition

•• Low capital intensityLow capital intensity

•• Large debt capacityLarge debt capacity

–– Stable low-risk cash flowsStable low-risk cash flows
–– Critical massCritical mass

Balance Sheet StrengthBalance Sheet Strength Net Cash Position Net Cash Position (€mm)(€mm)

1997 - 1998 Proforma
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5 Year Investment Programme to
Support Growth Strategy

•• No further investment expected for B2B expansionNo further investment expected for B2B expansion
•• Does not include investments in international expansionDoes not include investments in international expansion

Investment PlanInvestment Plan

€ € mmmm 2000E2000E 2001E2001E 2002E2002E TotalTotal

MaintenanceMaintenance 7.27.2 7.67.6 7.97.9 22.722.7

WarehousesWarehouses 20.120.1 25.625.6 45.745.7

New investmentsNew investments 4.84.8 5.35.3 5.65.6 15.715.7

ITIT 3.93.9 4.14.1 4.34.3 12.312.3

Spanish e-commerceSpanish e-commerce 10.210.2 16.316.3 7.77.7 34.234.2

TotalTotal 46.246.2 58.958.9 25.525.5 130.6130.6

--
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•• B2B salesB2B sales
•• International ExpansionInternational Expansion

Logista has Developed Strategy for Growth
From Current Business Strengths

Virtual MarketVirtual Market

Contract LogisticsContract Logistics

e-fulfilment in B2Ce-fulfilment in B2C

e-fulfilment in B2Be-fulfilment in B2B

InternationalisationInternationalisation

Traditional BusinessTraditional Business

Growth AreasGrowth Areas 2003E Economic Sales2003E Economic Sales
BreakdownBreakdown

TraditionalTraditional
BusinessBusiness

Customised &Customised &
e-fulfilmente-fulfilment
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La mejor compañía para su empresa



Logista: A Leading Logistics Provider in
Spain and Portugal

Key Investment HighlightsKey Investment Highlights

•• Widest and most technologically advanced logistics Widest and most technologically advanced logistics 
platform in Spain and Portugalplatform in Spain and Portugal

•• Double digit bottom line CAGR expected in next yearsDouble digit bottom line CAGR expected in next years

•• Balance sheet strengthBalance sheet strength

•• Leading logistics provider in Spain & Portugal withLeading logistics provider in Spain & Portugal with
presence in stable sectors with high barriers to entrypresence in stable sectors with high barriers to entry

•• Significant future growth opportunities in:Significant future growth opportunities in:
•• Contract logisticsContract logistics
•• e-fulfilmente-fulfilment

•• MarketplacesMarketplaces
•• International expansionInternational expansion


