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JIX5RETAILGROUP )4 Disclzimes

This presentation does not constitute or form part of and should not be construed as an advertisement of securities, an offer or invitation to sell or issue or the solicitation of an offer to buy or
acquire or subscribe for securities of X5 Retail Group N.V. or any of its subsidiaries or any depositary receipts representing such securities in any jurisdiction or an invitation or inducement to
engage in investment activity in relation thereto. In particular, this presentation does not constitute an advertisement or an offer of securities in the Russian Federation.

No part of this presentation, nor the fact of its distribution, should form the basis of, or be relied on in connection with, any contract or commitment or investment decision whatsoever.

No representation, warranty or undertaking, express or implied, is given by or on behalf of X5 Retail Group N.V. or any of its directors, officers, employees, shareholders, affiliates, advisers,
representatives or any other person as to, and no reliance should be placed on, the fairness, accuracy, completeness or correctness of the information or the opinions contained herein or any
other material discussed at the presentation. Neither X5 Retail Group N.V. nor any of its directors, officers, employees, shareholders, affiliates, advisors, representatives or any other person shall
have any liability whatsoever (in negligence or otherwise) for any loss howsoever arising from any use of this presentation or any other material discussed at the presentation or their contents or
otherwise arising in connection with the presentation.

This presentation includes statements that are, or may be deemed to be, “forward-looking statements”, with respect to the financial condition, results, operations and businesses of X5 Retail
Group N.V. These forward-looking statements can be identified by the fact that they do not only relate to historical or current events. Forward-looking statements often use words such as”
anticipate”, “target”, “expect”, “estimate”, “intend”, “expected”, “plan”, “goal” believe”, or other words of similar meaning.

By their nature, forward-looking statements involve risk and uncertainty because they relate to future events and circumstances, a number of which are beyond X5 Retail Group N.V’s control. As
a result, X5 Retail Group N.V’s actual future results may differ materially from the plans, goals and expectations set out in these forward-looking statements. X5 Retail Group N.V. assumes no
responsibility to update any of the forward looking statements contained in this presentation.

This presentation is not for distribution in, nor does it constitute an offer of securities for sale, or the solicitation of an offer to subscribe for securities in Australia, Canada, Japan or in any
jurisdiction where such distribution, offer or solicitation is unlawful. Neither the presentation nor any copy of it may be taken or transmitted into the United States of America, its territories or
possessions, or distributed, directly or indirectly, in the United States of America, its territories or possessions or to, or viewed by any U.S. person as defined in Regulation S under the US
Securities Act 1933 (the "Securities Act”). Any failure to comply with these restrictions may constitute a violation of United States, Australian, Canadian or Japanese securities laws. The
distribution of this presentation in certain jurisdictions may be restricted by law and persons into whose possession this document or any other document or other information referred to herein
comes should inform themselves about, and observe, any such restrictions. Any failure to comply with these restrictions may constitute a violation of the securities law of any such jurisdiction.

For Russian law purposes, the securities mentioned in this presentation (the "Securities") represent foreign securities. It is not permitted to place or publicly circulate the Securities on the
territory of the Russian Federation at present. No prospectus for the issue of the Securities has been or is intended to be registered with the Federal Service for Financial Markets of the Russian
Federation. The information provided in this presentation is not intended to advertise or facilitate the offer of the Securities in the territory of the Russian Federation. This presentation does not
represent an offer to acquire the Securities or an invitation to make offers to acquire the Securities.

The information and opinions contained in this document are provided as at the date of this presentation and are subject to change without notice. Some of the information is still in draft form
and neither X5 Retail Group N.V. nor any other party is under any duty to update or inform recipients of this presentation of any changes to such information or opinions. In particular, it should
be noted that some of the financial information relating to X5 Retail Group N.V. and its subsidiaries contained in this document has not been audited and in some cases is based on management
information and estimates.

Neither X5 Retail Group N.V. nor any of its agents, employees or advisors intend or have any duty or obligation to supplement, amend, update or revise any of the statements contained in this
presentation.
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X5 Retail Group today

+ 2009 net sales - USD 8,717 min; growth on 2008 of 25% on Russia’s Leading Food Retailers
ro-forma basis @ in RUR terms, 33% on consolidation basis®@ ;
P E # Company  FY 2009 Net % % in Total

in RUR terms Retail Sales in Top-10 Market ©)

* Q3 2010 net retail sales - USD 2,607 min; growth on Q3 2009 (USD mlIn)®
of 21% in RUR terms

+ Market position: # 1 R LR
+ #1 position in Moscow and St. Petersburg 2 Magnit 5,346 16.2% 2. 7%
* Leading positions in 5 other cities with population of =
500,000 people 3 Auchan 4,999 15.3% 2.6%
* Presence in 45 cities of European Russia and 4 Metro 4,203 12.8% 2.2%
the Urals
: : : 5 OKe 2,106 6.4% 1.1%
« 1,630 company-managed stores in Russia and Ukraine® y ° °
+ Three complementary formats: 6 Kopeyka 1,759 5.4% 0.9%
v Discounter (1,232 stores) 7 Lenta 1,734 5.3% 0.9%
v' Supermarket (289 stores) _
8 Dixy 1,687 5.1% 0.9%
v" Hypermarket (65 stores)
- Convenience (44 stores) 9 Seventh Continent 1,346 4.1% 0.7%
« 1,177 thousand sq. m. of net selling space® 10 Viktoria 1,022 3.1% 0.5%
» Approximately 1 billion check-out transactions per year Total 32.877 100.0%  16.9%

+ Over 68 thousand employees®

z s | -
— NEPzZKP=CTCK ﬁEPgl(PEEI‘Q!:( 5 ﬁqurma %m

g > J T A Tenieananios
(1) Including Karusel on pro-forma basis from 1 January 2008; (2) Including Karusel on consolidation basis, i.e. from 30 June 2008; (3) As at 30 September 2010;
(4) As at 31 December 2009; (5) X5 estimates for non-public companies; (6) Based on estimated gross sales; total market size (food retail) — USD 223 USD blIS'- 4
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X5 Operates Stores for Every Lifestyle and Family Budget

Soft
Discounters

Net selling space: from 300 to 800 sg.m.

% 3 Average assortment: 3,000 SKUs
i Pricing policy: Lowest price in the market
on 100% of assortment
Format strengths: Price and convenience

Supermarkets

=

Net selling space: from 800 to 1,500 sq.m.
Assortment: 6,000 — 16,000 SKUs
Pricing policy: Best price in supermarkets
Format strengths: Wide choice, focus on fresh

= |

1

—

o
i

Hyp rmarkets\ Net selling space: from 3,000 to 10,000 sg.m.
Assortment: 20,000 - 50,000 SKUs
P%b Pricing policy: Lowest price in the market on

basic assortment, super offers
for card holders on the rest

Format strengths: Wide choice at low price, ideal
place for w/e & family shopping

£ - B
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)X5RETAILGF%OUP ) Q)3 20010 Ceeraitiorizl] Perforzrce

X5 Delivered Its Best Performance of 2010 in Q3 With RUR Net Retail Sales Growth
of 21% y-0-y

Q3 2010 Net Retail Sales

* LFL growth was achieved against a backdrop of weak consumer RUR bin
spending and prices on X5’s shelves also substantially lagging the
official inflation rate

* Prices on X5'’s shelves rose on average by 5.8% in September +21%
2010 compared to September 2009. By comparison, Russia’s et
official food inflation rate in September 2010 was 8.7% due to the
effects of the summer heat

« Sales growth in the third quarter 2010 consisted of 6% LFL sales
growth with the rest coming from organic expansion (+13%) as well
as the contribution from acquired Paterson stores (+3%)

Q3 2009 032010

Q3 2010 LFL Sales by Region
Based on RUR-

denominated gross sales
H k 3 13 - 10
ypermarkets 3) ® Traffic ™ Basket
Supermarkets 2 5 11 18
. + 10%
Soft Discounters 10 15 1 26 +8% Fom———
Total Gross Retail Sales 6 13 3 22 + 6%

Total change %, incl. FX 24 Bl !
Moscow  St.Pet. Regions | TOTAL |

o0 - ! !
P 2% |
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Strong Sales and Record New Store Openings in Discounter Segment

* X5’s LFL sales growth at 6% in RUR terms year-on-year

- Soft discounters achieved 10% LFL growth against last Supermarkets’ Q3 2010 LFL Performance
year’s high comparable base (16% LFL) Based on RUR-

denominated gross sales

» Basket = Traffic

» Supermarkets improved to slightly positive LFL sales +3% SR

this quarter as customers responded to Perekrestok’s + 204
summer price campaign and new assortment changes

0%

* Hypermarkets LFL sales declined 3% affected by
intensified competition in St. Petersburg

* LFL sales of the acquired Paterson stores surged more .
than 20% on a pro forma basis compared to pre- _
acquisition levels of Q3 2009 Moscow St. Pet. Regions | TOTAL |
Discounters’ Q3 2010 LFL Performance Hypermarkets’ Q3 2010 LFL Performance
Sased . tR(LjJR_ | Sased on thIJR- | » Basket  m Traffic
enominated gross sales m Baskete miqeac enominated gross sales + 9%
+ 6% o3y b T i
. o B o
+ 1
+ 4% | i
3% - % i !
Moscow st Pet. Regions Moscow St. Pet. Regions i_ TOTAL |

z s 5 -
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Selective and Efficient New Store Openings

Number Of Stores, EoP
In Q3 2010

44 _ 65

* Net 116 stores or 54 th. sq.m. of selling space added:
— 97 soft discounters
— 14 supermarkets

— three hypermarkets 12

— two convenience stores

Total: 1,101
Total: 1,372
Total: 1,630

Total: 868

Total: 619

In 9M 2010
* Net 258 stores or 114 th. sqg.m. of selling space added:
— 193 soft discounters
= 14/supermeriets Net Selling Space, EoP
— seven hypermarkets 4
] 000 sq.m.
— 44 convenience stores 9

2006 2007 2008 2009 Q3 2010

B SoftDiscounters ™ Supermarkets ™ Hypermarkets ™ Conv. Stores

* At 30 September 2010 X5 operated 1,630 stores
(1,177 sqg. m. of net selling space): 46

— 1,232 soft discounters
— 289 supermarkets

— 65 hypermarkets

— 44 convenience stores

Total: 1,063
Total: 1,177

Total: 610
Total: 873

2006 2007 2008 2009 Q3 2010

B SoftDiscounters ™ Supermarkets ™ Hypermarkets ™ Conv. Stores

= = G - .
O NEPzZKP=CTCK ﬁEPEI(PEEI‘OA_I:( Qﬁmlm ﬁm
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IX5RETAILGROUP ) NOISIREGIONAINPIESENCE

Further Strengthened Presence in the Regions

( North-West region \\ / Moscow & the Region ° |ncreas|ng Share Of reg|ona| Sa|es from
il Sal : Net Retail Sales 2009: . .
USD 2z \ USD 4,460min. 21.6% in Q1 2010 to 23.3% in Q3 2010
Breakdown: Breakdown: .
2™ Hypermarkets 1" bypermarkets , * As at 30 September 2010, X5 Retail Group
5% Discounters 52% Discounters /Volqo-Vvatskv region was present in 45 cities Of European Russia
| B o Net Retail Sales 2009: - !
Nl permarkets USD 387mln the Urals and Ukraine
Breakdown:

25w, Hypermarkets
26%

* In addition to Moscow and St. Petersburg, a
leading position secured in 5 large regional
cities: Nizhny Novgorod, Lipetsk, Samara,
Chelyabinsk and Perm

Discounters

a5y, Oupermarkets

N

3

Yy

[ Centralno-Chernozemny
region

Net Retail Sales 2009:

USD 256min

Breakdown:

i"m': _. M (i e | Q3 2010 Net Retail Sales by Region

0.4% Ukraine

Russian Regions

Urals region 23.3%
Net Retail Sales 2009:
USD 451min M
— S : oscow and
| /" Privolzhsky region Eﬂ/rueakdown. et the Redi
y - ) ypermarkets e Region
— (Sredne-Volzhsky region Net Retail Sales 2009: R 1 Supermarkets g9
/" Southregion Net Retail Sales 2009: USD 181min ‘ & 51.8%
Net Retail Sales 2009: cLwetar sajes sUUS: Breakdown: \ Discounters .07

USD 255min

14% ~;
USD 210min Breakdown: Discounters

Breakdown:

sHypermarkets s HYPEMMATKELS « &upermarkets St. Petersbu rg
16% \

‘.  Discounters | ‘ ' Discounters 61%Hypermarkets 24.5%

4% Supermarkets 520 Supermarkets

X5 Existing Operations as at 30 September 2010

H = g . _
NEPEKPECTOK  MEPEKPEZCTOK 5J Tiamepouxa  Bisa, KAPYCEAL
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I XSRETAILGROUP

Q3 2010 Sales up over 20% Compared to Q3 2009 Pre-Acquisition Levels

m
-—
]

Reinforces X5 positions in supermarkets, securing high quality locations in key geographies
Most stores fully compatible with X5’s requirements both operationally and geographically...

...offering opportunity of leverage X5’s operational scale & supply chain infrastructure

Substantial upside potential in sales per square meter
Margin upside by raising performance towards X5 levels

Attractive valuation and cash generation potential — approx. USD 50 min of expected
annualized synergies from 2011

Since Paterson was acquired in December 2009, 53 stores have been re-launched as
supermarkets; 22 stores were re-launched as discounters; two stores are temporarily closed and
five stores have been closed down as planned as not meeting X5’s business or financial criteria

The stores, now operating within X5’s assortment and pricing policies and supported by X5
logistics network are demonstrating positive sales growth

In Q3 2010LFL sales of the acquired Paterson stores surged more than 20% on a pro forma
basis compared to pre-acquisition levels of Q3 2009

KP=CTCK n=zp

Peliarson Intgejreition Proeress Ragori

KP=CTCK t'; Rameépouxa ’"; KAPYCEAL e ——————————————————
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IX5RETAILGROUP )4

* Build multi-format
success

» Strengthen value
propositions

*Drive LFL and top
line growth

Customer
Focus

RO SISUHALEGICIRIIGHIES

*Build supply chain

advantages *Cash generation

* Drive efficiency and *Focus on returns

margins

*Liquidity
*Ensure support for management
long-term growth

Operational Disciplined
Excellence Growth

Profitable Growth & Long-Term Leadership

- - 5
———————————— NEPZKPZCTOK ﬂ:l’;KPﬁE}’g!‘( @W *m
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YX5RETAILGROUP ) StrategicCEfficiency Rrogramss

...Impacts Every Area of X5’s Business, to Create New Competitive Advantages

Support of
Long-Term Sales Cost

Working
Capital

Scalable Growth SERIgE Improvement

Expansion

Project

Efficient Supply Chain Management

Efficient Asset Employment

ERTh THRRAMARRETON
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JIX5RETAILGROUP ). Siuaaly Crizin =Eificisney

... Now We are Bringing It to a New Level...

... to Create a Fully Integrated & Efficient Supply Chain

Efficient Efficient
Transportation In-Store
Logistics

Purchasing/ Optimal Warehouse
Sourcing DC Network Productivity
Structure u

Areas of
Focus

* Assortment * Optimization of DC * Warehouse * Fleet utilization * In-store process
rationalization coverage & planning: Management System « Transportation improvement
« Partnerships with —# of DCs (WMS) Management System —Delivery
suppliers —Locations _Control over (TMS) management
—Scale leverage —Functionality movement & _Route —Personnel
—Promotions =Utilization | storage optimization education
—Packaging * Right balance _Transaction —Demurrage —Stock
—Category between operational processing reduction optimization
management efficiencies and o e —Fuel cost —Optimization of
—Private label logistics costs ggoice picking savings warehouse
* Improved planning & Targetl_sup_plyl ! . Railway shipments space
order taking centra Iz over large distances

over 80%

3 £ G
———————— NEPZKPZCTOK  MEPZKPECTOK @ﬁnnpo«xa *m
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)X5RETAILGROUP ) Disirioutiorn Infrastrueire

Supply Centralization Rate Rose From 51% to 61% by Year-End 2009,

We” Ahea‘d Of Targ et Region # of DCs 000sq. m. Dry FUJeIE]& Fresh Frozen Non-Food

Central 7 128.5 v v \ \Y

DC locations as at North-West 5 65.1 v v \ \Y

30 September 2010 Volgo-Vyatsky 1 175 % % \
Urals 4 21.8 v v \
Centralno-Chernozemny 1 23.5 v v v
Sredne-Volzhsky 1 13.4 v v v
South 1 15.6 v v %
Privolzhsky 1 13.1 v v v
National DC 1 57.6 v v
Total 22 356.1

* At 30 September 2010, X5 operated 22 DC with overall
warehouse capacity of 356.1 thousand sg.m

*In Q3 2010 X5 expanded storage capacity of three of its
DC'’s in the Moscow region, Voronezh and Rostov-on-Don
by 25.4 thousand sg.m.

* In Q3 2010 X5 closed one small DC in Lipetsk (773
sqg.m.)

L ]
Saraton

e X5 operates DCs in all regions of operations

* First national non-food DC in the Moscow region
launched in Q3 2009. National dry food capacity
added in Q1 2010

» Supply centralization target for year-end 2010 is 67%

— I'EPSKP':’CTOK ﬁEPgl(PECTQK ' ‘iﬂ;mxa wm

........
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)X5RETAILGROUP ) I'T Sysiteirns Traisiormzition,

2012 1T
Infrastructure

Operational Excellence in Our Business Management Platforms

SAP Implementation in line with initial schedule
SAP for Retail

v’ Successfully launched in a pilot region
in 2009

v' X5 earned SAP’s #1 ranking for “Highest
Quality SAP for Retail Implementation in CIS”

v Roll-out to other regions began in Q1 2010
and will be finalized by year-end
SAP for HR (SAP HCM)

v Successfully launched in a pilot region S T EriEEe
in Q1 2010 Management

v Roll-out to be finalized by year-end

Payroll &
Compensation

3

SAP for Enterprise Management i

Non-Commercial
Purchasing

Analysis, Planning
& Reporting

fsas
Real Estate
Managemen

v"In a blue-print development and testing phase
v Pilot launch planned for 2010
v Roll-out to be finalized by end of 2011

B C T
NEPEKPECTOK M= P-I(P =CTOK O Tamepoua Bk KAPYCEAD
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)XSRETAILGF%OUP ) INEStoreNIabouRProGUCHVITYA

... Can be Substantially Enhanced through Improving Efficiency of...

Store Personnel Personnel

In-Store and Working Workplace
P Management Education

Core Processes Hours
Management

Areas of
Focus

* Merchandising  Efficient planning of ~ * Optimization of * Performance « Education of both
« Category shifts based on: yvorkp_lace, | management store management
management .. including: » _KPls and floor staff
* Pricing/monitoring tranie — Selling and adjustment in « Development of
« Ordering _— backoffice line with key new manuals and
- Customer servicing LS space targets and their testing
« Delivery handling L) gD — In-store best practices
* In-store warehouse i QT house « Efficient & flexible
management 5 \I/:/]c?ri\l:idlggzas motivation
* Inventory P
management — Cash desks

Targeted Improvement of In-Store Labour Productivity is 10-12%

z H '
NEPEKPZCTOK  MEPZKPEZCTOK 5Jﬁ‘mepo-cxa Bid KAPYCEAL
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)XSRETAILGROUP P X5 SIStrategic EfficiencyiProgrameee:

...is a Multi-Year Effort But We Are Already Delivering Results

SG&AWD as % of Sales

17.1% 17.3%

Q4'08 Q1'09 Q2'09 Q3'09 Q4'09 Q1'10 Q2'10

= £ 5
———————— nEP;KP:mK ﬂ:P-g-KP‘%E}"g_K @m *m
(1) Excluding ESOP & D&A
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IX5RETAILGROUP ) 4

USD min = EBITDA, USD min
——EBITDA Margin, %

0,
25 8.7% 8.3%
Q22009 Q22010 Q22009 Q22010
Gross Profit Net Profit / (Loss)
== Gross Profit, USD min = Net Profit, USD min
= Gross Margin, % = Net Margin, %
o 24.1%
i 22% 6.2%
/ \
0.9%
Q22009 Q22010 Q22009 Q22010

- = ~
MEPZKPECTOK  MEPSKPECTOK @W B KAPYCEAD

(1) All P&L numbers are provided on pro-forma basis

p. 21



Q)2 2010 P&L Rlignlicpiis

IX5RETAILGROUP )4

Q2 2010 Q2 2009 % change % change

y-0-y, USD y-0-y, RUR

incl. Retail 2,637.7 2,099.6 26% 18%
Gross Margin, % 24.1% 24.7%

SG&A (excl. D&A) (449.2) (358.0) 25% 18%
% of revenue 17.0% 17.0%

ESOP Expense (8.4) (7.3) 14% 5%
% of revenue 0.3% 0.3%

EBITDA Margin, % 8.3% 8.7%

Operating Margin, % 5.6% 6.1%
Net FX Result (72.4) 86.0 n/a n/a

Income Tax Expense (29.7) (44.2) (55%) (59%)

Net Margin, % 0.9% 6.2%

z = &
————— nEP;Kl’:CTOK n=p§Kpt=’Eyg_'.( @W *

(1) All P&L numbers are provided on pro-forma basis

--------------- o
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)XSRETAILGROUP ) Kay Q)2 2000 P&L Dsveloornsiis

" Net sales increased 17% year-on-year in RUR terms to RUR 79,850 min or 25% in USD terms to USD 2,641
min;

" Gross profit totaled USD 638 min, for a gross margin of 24.1%;

= EBITDA amounted to USD 220 min, for an EBITDA margin of 8.3%;

= X5 reported a net profit of USD 25 miIn affected by a non-cash foreign exchange (FX) loss;

" Second quarter 2010 SG&A expenses as a percentage of revenue increased slightly by 20 bp year-on-year to
19.8%;

. First half 2010 net finance costs decreased 14% year-on-year in USD terms and 22% in RUR terms due to lower
interest rates on funding;

= Asat 30 June 2010, the Company’s total debt amounted to RUR 59 billion or USD 1,899 million (at RUR/USD
exchange rate of 31.19). Net debt totaled RUR 56 billion or USD 1,794 million;

. X5 reiterates 2010 sales growth and CapEx outlook, as announced on May 27, 2010;

------------------

p. 23
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% change % change
USD RUR

USD min Q2 2010 Q2 2009

Net Cash from Operating Activities

0, 0
before Changes in Working Capital -6 210.2 13% 6%
Change in Working Capital (176.9) (56.1) 215% 207%
Net Interest and Income Tax Paid (71.2) (76.2) (7%) (12%)

Net Increase in Cash & Cash Equival% 27.8 63.2 (56%) (43%)

-----------------

p. 24



IX5RETAILGROUP ), Dgot Finzineine) zieel Licjuiclity
Debt Maturity Profile as at 30.06.10

« As at 30 June 2010, the Company’s total debt amounted to RUR USD min
59 billion or USD 1,899 million (at RUR/USD exchange rate of _ _ _ _
31.19). Net debt totaled RUR 56 billion or USD 1,794 million. ® Denominatedin RUR ® Denominatedin USD

* Net debt totaled RUR 56 billion or USD 1,794 million

* Most of X5’s debt at 30 June 2010 is classified as short-term (USD
1,886 million or RUR 59 billion), the Company has a guaranteed
source of refinancing both for USD 1.1 billion syndicated loan and
RUR 9 billion corporate bonds

* As of 30 June 2010, the Company had access to RUR- 12.3
denominated credit facilities of approximately RUR 29.6 billion
(approximately USD 948 million). .
Within 1 Year 1-3 Years

USD min 30-Jun-10 % in total 31-Mar-10 % in total 31-Dec-09 % in total
Short-Term Debt 1,886.2 99% 1,530.9 85% 1,656.6 85%
Long-Term Debt 12.3 1% 280.4 15% 287.4 15%
Denominated in USD 1,097.2 61% 1,091.7 63% 1,162.8 76%
Denominated in RUR 696.9 39% 643.0 37% 369.5 24%
FX, EoP 31.20 29.36 30.24

= - G
e ——— n:P;KP=CT°K n:PEI(P‘:)EIQIN_( QWKG *m
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2010 Outlook

e Net new store addition:

—-Hypermarkets: 7-10 stores;
-Supermarkets: ~15 stores;
-Discounters: 200-250 stores.

e Capital Expenditures of up to RUR 18 bin

Due to significantly lower food inflation to date and in the official forecast rate for the year, X5
provides a more conservative 2010 revenue growth outlook in the low-20 percent range in
nominal RUR terms. Actual top line performance will depend on inflationary trends and the timing
of a recovery in consumer spending.

We expect consumer spending to begin to show improvement towards the end of the year, and
this, in combination with new store openings and post-integration contribution from Paterson in

the second half of 2010, should enable X5 to deliver on its objectives.
nzpz SKPECTOK iz P-I(P CTOK 5‘nin7poqxa Bis KAPYCEAL

.........................
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X5 Steife Caojizll Siryeitre

0.1%

27.0%

m Alfa Group

1.9%
® Founders of

Pyaterochka
m X5 Management

® Free Float

® Treasury Shares Total number of shares — 67,893,218

Equivalent of 271,572,872 GDRs

s H '®
MEPZKPECTOK  MEPSKPECTOK @m-m B KAPYCEAL

-----------------
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Anna Kareva Egor Voytenkov Anastasiya Kvon

IR Director Senior IR Manager IR Manager

X5 Retail Group N.V. X5 Retail Group N.V. X5 Retail Group N.V.

28 bldg., 4, Sr. Kalitnikovskaya, 28 bldg., 4, Sr. Kalitnikovskaya, 28 bldg., 4, Sr. Kalitnikovskaya,
Moscow, Russia Moscow, Russia Moscow, Russia

Tel.: +7 (495) 792 3511 Tel.: +7 (495) 662 8888 ext. 22-455 Tel.: +7 (495) 662 8888 ext. 22-452
Mob.: +7 (903) 624 3234 Mob.: +7 (985) 298 3350 Mob.: +7 (926) 291 2530

E-mail: Anna.Kareva@x5.ru E-mail: Egor.Voytenkov@x5.ru E-mail: Anastasiya.Kvon@x5.ru
Web: www. X5.ru Web: www. X5.ru Web: www. X5.ru
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