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These presentation materials (“the Presentation Materials”) are being issued by Science in Sport plc (“the Company”) to Investment Professionals as
defined in Section 21 of the Financial Services and Markets Act (Financial Promotion) Order 2005 and are therefore exempt from the general restrictions
(contained in section 21 of the Financial Services and Markets Act 2000 (“FSMA”)) on communications of invitations or inducements to engage in
investment activity. The Presentation Materials are only available to and are only being made to such persons who have professional experience in
matters relating to investments and those persons who do not have such experience should not act upon or rely on these Presentation Materials. If you
are in any doubt about the investment to which the document relates, you should consult an authorised person specialising in advising on investments
of this kind.
The Presentation Materials do not constitute or form part of any offer for sale or subscription or any solicitation for any offer to buy or subscribe for any
securities in the Company nor shall they or any part of them form the basis of or be relied upon in connection with any contract or commitment
whatsoever.
These Presentational Materials are not, nor does the Company purport them to be, all inclusive or to contain all the information that potential investors
may require to evaluate the investment to which it relates. These Presentational Materials are not, and should not be construed as, a recommendation
or advice by the Company or its advisers to potential investors to participate in any investment in the Company. In all cases potential investors should
conduct their own investigations and analysis concerning the risks associated
with investing in shares in the Company, the business plans, the financial condition, assets and liabilities and business affairs of the Company, and the
contents of these Presentational Materials.
These slides may contain certain forward-looking statements, including revenue and profit forecasts. Whilst the directors believe all such statements to
have been fairly made on reasonable assumptions, there can be no guarantee that any of them are accurate or that all relevant considerations have
been included in the directors’ assumptions; accordingly, no reliance whatsoever should be placed upon the accuracy of such statements, all of which
are for illustrative purposes only and are based solely upon historic financial trends and information. Accordingly, neither the Company nor its directors
makes any representation or warranty in respect of the contents of the Presentation Materials.
The Presentation Materials are being supplied to you for your own information on a strictly private and confidential basis and may not be reproduced,
further distributed to any other person or published, in whole or in part, for any purpose whatsoever. In particular, they must not be distributed to
persons with addresses in Canada, Australia, Japan or the Republic of Ireland, or to persons with addresses in the United States of America, its territories
or possessions, or to any national or resident of Canada, Australia, Japan, the Republic of Ireland or the United States or to any corporation, partnership,
or other entity created or authorised under the laws thereof. Any such distribution could result in a violation of Canadian, Australian, Japanese, Irish or
United States law.
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• Successful commissioning of Blackburn facility and 
completion of strategic investment cycle 

• Challenging year with unprecedented rises in input 
costs and weakening consumer confidence

• Mitigating actions put in place over summer delivering 
improved margins in H2 2022 and flowing into 2023

• Revenue growth of 2.0% to £63.8m (FY 2021: £62.5m). 

• Underlying EBITDA loss of £2.7m (FY 2021: £1.5m profit), 
with H2 being EBITDA break-even

• Headroom of £4m in facilities at 31 December 2022
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• Apr 22 – New China commercial partnership

• May 22 – Blackburn logistics opened

• Jul 22 – Blackburn manufacturing opened

• Aug 22 - Lean organization structure

• Oct 22 – Systems and process control 

• Jan 23 – Bar line completed

• Feb 23 – Flywheel Digital in place for Amazon

• Feb 23 – US business transitioned to The Feed

• Apr 23 – Subscription Service launched

• Apr 23 – SiS Protein Bar launched

• Apr 23 – Appointed M&C Saatchi as strategic brand 
partner
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• Building momentum with H1 revenue +7%  (Q2 +12% 
YoY; Q1 +2.3%) 

• H1 trading contribution c19% compared with 11% for 
the same period in 2022. 

• UK and International Retail consistently in growth

• Amazon outperforming, catch up from destocking 
complete

• China COVID abated, SiS GO Gels a new growth 
opportunity

• Digital focus on Subscription Service and high LTV 
customers

• Improved contribution from USA

• Overheads in-line with plan
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• Over 320 elite teams globally as customers

• New partnership with Tottenham Hotspur 
and Nice football clubs in 2022

• Renewal of INEOS agreement 

• Extended reach into World-class running 
with the signing of the Elite running team 
(90+ individuals) which includes Gotytom
Gebreslase (World Champion Marathon 
holder)
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• -23% decline to £12.5m

• Dynamics have changed post-COVID 

• Decision not to play price & volume 
campaign

• Digital focus on high LTV customers

• Closure of non-European sites to improve 
profitability

• Shift in focus to protecting cash saw 
+17% AOV and +16% Conversion 
improvements

• Traffic down 42% and database declined 
by 34%
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• +12% to £21.1m revenue

• Strong growth in China driven 
from increased distribution of 
PhD Smart Bars with SiS range 
now expanding

• Amazon sales impacted during 
latter half FY22 due to global de-
stocking programme

• Normalised in FY23 and is 
growing strongly 
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• UK Retail up 9%
• Number #1 manufacturer of lean 

whey powder and plant-based 
protein powders

• Number #1 in plant protein bars and 
number #2 in sports nutrition protein 
bars in grocery

• International up 8%
• Focus on building scale in key global 

economies
• Closure of Russia business resulting 

in £1.4m in lost revenue

Retail sales (£m) FY 2022 FY 2021 FY 2020 2022 2021

UK Retail 19.6         18.1        16.1        9% 12%

International Retail 10.4         9.6          9.3          8% 3%

Total sales 30.0         27.6        25.4        9% 9%

LFL Change
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• Based in Colorado, The Feed works with over 500,000 endurance athletes, sells 190 brands across 
nutrition, performance supplements, and recovery/training gear. The Feed is growing at over 65% 
YoY Growth for the past 5 years.

• The Feed has relationships with 50 of the world’s top endurance athletes, 800+ Running and 
Cycling Clubs, and 700+ Athlete Influencers driving its marketing.

• The Feed is the exclusive distribution partner in the U.S. and highlighting the strength of the SIS 
brand with +20% higher average selling prices.

• The Feed continues to manage all wholesale and Amazon channels and is strategically focused on 
establishing more direct to consumer athletes for Science in Sport.

• Commercial agreement delivering significant improvement in cash generation in FY23 compared to 
FY22
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• Peak capital expenditure 
in 2022 with completion 
of strategic investment in 
new Blackburn facility

• Limited requirement for 
plant capital expenditure 
for 2023 and beyond, 
excluding any strategic 
capex

2021 – 2022 Investment Phase
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Cashflow Bridge FY2021 to FY2022 Net Debt Bridge FY2021 to FY2022

£(3.9)m



• 2022 cash and facility 
headroom over £4m

• 2022 Pre IFRS 16  net debt  of 
£10.9m as a result of full year 
peak cash outflow given the 
strategic capital investment at 
the Blackburn site is now 
complete

• 2023 forecast cash and facility 
headroom over £4.5m 
reflecting lower capital 
expenditure and cash 
generative EBITDA

• HSBC facilities renewed to 
April 2024; dialogue on optimal 
structure of facilities given 
increased mix of B2B revenue 

• In addition asset financing of 
£3.7m as at 31 December 2022

Cash + 
Facility 

Utilisation 
+ 

Headroom

Total 
Facilities

Cash + 
Facility 

Utilisation 
+ 

Headroom

Total 
Facilities
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• True global omnichannel business with two very strong brands in complementary sectors

• Proven strategic flywheel underpinned by elite insight and world-class science

• Significant improvements in margin through price and supply chain efficiencies
 
• Overhead and people efficiencies delivered with opportunity to scale

• Strategic capital investment completed

• Momentum is building, as evidenced by revenues for each of April to June being records for the 
respective months

• Focus on delivering sustainable cash generative profitable growth from FY23 onwards
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