











MEETING REGISTRATION

September 22-24, 2008 Panama City, Panama
September 25-26, 2008 San Jos@, Costa Rica

Attendee Information (please complete a separate form for each attendee)

Name:

Title:

Company:

Address:

City, State or Province, Postal Code, Country:

Telephone: Fax:

E-mail:

I AM REGISTERING FOR: HECNA Members Non-HECNA Members
(d Panama City Retail Tour $50 $75

4 Panama City educational & networking sessions
and group meals $600* $900

(1 Costa Rica Retail Tour, educational & networking
sessions and group meals $400* $600

* Second person from same company will receive a discount of $50, which applies to each event

d My company has never been a HECNA member. Please register me for complimentary
membership for the remainder of the 2008/09 membership year.

d Please renew my HECNA membership at $350 so that | may take advantage of the special
program price for members.

PAYMENT

[ | am enclosing a check in the amount of $ (made payable to IHA).
[ Please bill my credit card: @ VISA [ Mastercard 1 American Express

Credit Card Number: Expiration Date:

Name (as it appears on card): Security Code:

(3 or 4 digit number)
Cardholder s Billing Address:

City, State or Province, Postal Code, Country:

Signature:

Invitee(s):
On my behalf, please invite

Name Company Phone

Cancellation refunds for registration fees are available until 8/13/08

Mail or fax this form fo:

International Housewares Association
6400 SHAFER COURT, SUITE 650, ROSEMONT, IL 60018 USA
TeL: +1-847-292-4200  Fax: +1-847-292-4211
www.housewares.org



HECNA Key Retailer Report

HOUSEWARES EXPORT COUNCIL

Edeka is the number one grocery retailer in Germany.
In the company's own words, the key to Edeka's success is that they offer
customers absolute freshness and quality, as well as always great service.

Website (corporate/consumer): www.edeka.de E D E KA

Contact Information (buying office)

Edeka Zentrale AG
New-York-Ring 6
22297 Hamburg
Germany

Home / housewares category buyer 1
Mr. Helmut Hortz, Director Goods/Sales
Tel: +49-40-63770

Fax: +49-40-6377-2231

Email: helmut.hortz@edeka.de

Home / housewares category buyer 2

Ms. Constanze Korb, Household Appliances Buyer
Tel: +49-40-63770

Fax: +49-40-6377-2231

Email: constanze.korb@edeka.de

Home / housewares category buyer 3

Mr. Peter Jordan, Senior Divisional Merchandise Manager
Tel: +49-40-63770

Fax: +49-40-6377-2231

Email: peter.jordan@edeka.de

Background Information

Year Established: 1907
Number of Stores: 10 018
Total Annual Sales (US$): 57 billion
Store Locations: All over Germany, no retail activities outside Germany.
Type of Store: Grocery stores (6642), supermarkets (1939), hypermarkets (186),
DIY markets (150), discount stores (1101)
Average Store Size: Grocery stores <400 m?
Supermarkets 400-1000 m?
Hypermarkets 1000-3500 m?
DIY markets 2000 m?
Discount stores 800 m?

(Continued on back)



Housewares Percentage of - Total Sales: 2%

— Total Square Meters: 2%
Position within the Market: The largest grocery retailer in Germany
Target Consumer: Depending on the store type, every income level
is targeted.

Stores and Products

Store Layout / Look / Feel: Typical markets in all categories, nice, clean and friendly.
Home / Housewares Product Categories: All categories.

Pricing Strategy: Discounters low prices (not extremely), other stores mid to high.
Quality / Design / Branding Strategy: Mid to high quality, good design.

Brands are appreciated but also private label is very strong.
Company Brands Sold: Numerous - Saeco, Silit, Fissler, Rastal,
Leifheit, etc.

Private Label Brands Sold: Elkos, Edeka, Gut & Glnstig

Key Marketing Tools & Promotions: TV, radio, direct mailings,
advertising flyers.

Suppliers and Sourcing

Sourcing Strategies — Global sourcing
— Direct from factories
— Direct from vendors / product suppliers
— Through Distributors

Supplier Expectations Regarding — Products: Good quality, novelties
— Pricing: Low to mid prices
— Promotions: Promotions help but are not necessary

Expansion Plans and Expectations

Expansion Plans: Edeka is to expand only in Germany as international business is limited to sourcing.

Market Expectations for Next Three Years: Decent market growth is expected in all product categories.

Edeka is part of the European Alidis/Agenor alliance - international marketing alliance of independent European retail
trade chains. Amongst the partners involved are the French group “ITM Entreprises”, the Spanish “Grupo Eroski” and,
since April 2005, Edeka Group. Together, they represent retail trade turnover to the amount of 75 billion Euros in ten
European countries.

The objective of the alliance is to generate synergy and cost advantages within the entry-level price range during the
marketing of branded items and the bundling of flows of commaodities through the joint purchase of brands.
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Report prepared by:
IHA Germany Office
Michael Pfeiffer - MP*MC
Tel. +49 (0)6172 285 949, Email: michael.pfeiffer@mp-mc.de
www.mp-mc.de





