


DISCLAIMER 
THIS PRESENTATION IS NOT AN OFFER OR 
SOLICITATION OF AN OFFER TO BUY OR SELL 
SECURITIES. IT IS SOLELY FOR USE AT A CAPITAL 
MARKETS EVENT AND IS PROVIDED AS INFORMATION 
ONLY. THIS PRESENTATION DOES NOT CONTAIN ALL 
OF THE INFORMATION THAT IS MATERIAL 
TO AN INVESTOR. THIS PRESENTATION IN AND OF 
ITSELF SHOULD NOT FORM THE BASIS OF ANY 
INVESTMENT DECISION. BY ATTENDING THE 
PRESENTATION OR BY READING THE PRESENTATION 
SLIDES YOU AGREE TO BE BOUND AS FOLLOWS: 
This presentation is not an offer for sale of securities in the United 
States, Canada or any other jurisdiction. 

This presentation may not be all-inclusive and may not contain all of 
the information that you may consider material. Neither H&M 
group nor any third party nor any of their respective affiliates, 
shareholders, directors, officers, employees, agents and advisers 
makes any expressed or implied representation or warranty as to 
the completeness, fairness or reasonableness of the information 
contained herein and none of them accepts any responsibility or 
liability (including any third party liability) for any loss or damage, 
whether or not arising from any error or omission in compiling such 
information or as a result of any party’s reliance on or use of such 
information. 

Certain data in this presentation was obtained from various 
external data sources and H&M group has not verified such data 
with independent sources. Accordingly, H&M group makes no 
representations as to the accuracy or completeness of that data. 
Such data involves these risks and uncertainties and is subject to 
change based on various factors. 

By accessing this presentation the recipient will be deemed to 
represent that they possess, either individually or through their 
advisers, sufficient investment expertise to understand the 
information contained herein. The recipient of this presentation 
must make its own independent investigation and appraisal of the 
business and financial condition of H&M group. Each recipient is 
strongly advised to seek its own independent financial, legal, tax, 
accounting and regulatory advice in relation to any investment. 

This presentation does not constitute a prospectus or other offering 
document or an offer or invitation to subscribe for or purchase any 
securities and nothing contained herein shall form the basis of any 
contract or commitment whatsoever. This presentation is being 
furnished to you solely for your information and may not be 
reproduced, copied, shared, disseminated or redistributed, in whole 
or in part, in any manner whatsoever to any other person. The 
distribution of this presentation in certain jurisdictions may be 
restricted by law and persons into whose possession this 
presentation comes should inform themselves about, and observe, 
any such restrictions. 

No securities have been or will be registered under the U.S. 
Securities Act of 1933, as amended (the Securities Act) or with any 
securities regulatory authority of any state or other jurisdiction of 
the United States and securities may not be offered, sold or 
transferred within the United States or to U.S. persons except 
pursuant to an exemption from, or in a transaction not subject to, 
the registration requirements of the Securities Act and applicable 
state securities laws. This presentation is not a public offer of 
securities for sale in the United States. 

In the United Kingdom this presentation is being made only to and 
is directed only at (a) persons who have professional experience in 
matters relating to investments who fall within Article 19(1) of the 
Financial Services and Markets Act 2000 (Financial Promotion) 
Order 2005 (the Order) and (b) other persons to whom it may 

otherwise lawfully be communicated in accordance with the Order 
(all such persons together being referred to as relevant persons). 
Any investment activity to which this communication may relate is 
only available to, and any invitation, offer, or agreement to engage 
in such investment activity will be engaged in only with, relevant 
persons. Any person who is not a relevant person should not act or 
rely on this document or any of its contents. 

Certain statements contained in this presentation reflect H&M 
group’s current views with respect to future events and financial 
and operational performance. Except for the historical information 
contained herein, statements in this presentation which contain 
words or phrases such as “will”, “aim”, “will likely result”, “would”, 
“believe”, “may”, “result”, “expect”, “will continue”, “anticipate”, 
“estimate”, “intend”, “plan”, “contemplate”, “seek to”, “future”, 
“objective”, “goal”, “strategy”, “philosophy”, “project”, “should”, 
“view ”, “will pursue” and similar expressions or variations of such 
expressions may constitute “forward-looking statements”. These 
forward-looking statements involve a number of risks, uncertainties 
and other factors that could cause H&M group’s actual 
development and results to differ materially from any development 
or result expressed or implied by such forward-looking statements. 
H&M group undertakes no obligation to publicly update or revise 
forward-looking statements contained herein, whether as a result 
of new information, future events or otherwise. In addition, 
forward-looking statements contained in this presentation 
regarding past trends or activities should not be taken as a 
representation that such trends or activities will continue in the 
future. You should not place undue reliance on forward-looking 
statements, which speak only as of the date of this presentation.



MODERN, DESIGN-DRIVEN HOME INTERIOR

37 markets online
332 Shop-in-shops, 46 markets
2 LAB stores

2009 launched online
2012 first Shop-in-shop
2016 own brand organization

47% AAGR since 2012

AT A GLANCE

2012 2013 2014 2015 2016 2017

+39%

+55%

+45%

+47%

+47%



BIG POTENTIAL AHEAD

1. PROVEN BUSINESS MODEL

2. LEARNINGS FROM CUSTOMER & INDUSTRY

3. NEXT STEP - CAPTURING THE FULL POTENTIAL

• Why we exist
• Who we are
• Where we are going
• What will take us there



NEW CUSTOMER BEHAVIOUR

1. INTERIOR NEW BIG KEY FOR CUSTOMERS TO EXPRESS 
PERSONALITY & STYLE

2. INTERIOR CUSTOMER DIFFERENT & COMPLEMENTS FASHION 

3. DESIGN, VALUE, INSPIRATION & DIVERSITY – H&M HERITAGE



INTERIOR INDUSTRY GROWING, 
FRAGMENTED & RAPIDLY CHANGING 
1. GROWING INDUSTRY

2. FRAGMENTED, FEW GLOBAL PLAYERS

3. TRENDS DRIVING CHANGE IN TRADITIONAL INDUSTRY

• More households, smaller families
• Generation rent 
• New consumerism: Lifestyle, Sustainability & Technology



THE INTERIOR BRAND



PURPOSE
We make it possible for many people 
to create a modern and inspiring home.



VISION
Be a world-class interior brand and 
top-of-mind for our core target customer.



BRAND MISSION
Modern design and quality at the best price, in an inspiring 
and sustainable way.



ON TREND 

PERSONAL

INSPIRING 

CREDIBLE 

BRAND DNA
Communicating a clear, genuine and attractive 
brand enabling customer engagement & loyalty.



PRODUCT OFFERING
30 designers creating diverse collections in five rooms; 
Living, Kitchen, Bed, Bath and Kids.



FUTURE GROWTH

1. COMPARABLE GROWTH IN EXISTING CHANNELS

2. EXTENDED OFFERING

• More on existing types
• New product types
• New product line

3. EXPANSION 

• Shop-in-shop
• Online 
• Concept stores

2022: >200%



LAUNCHING NEW 
PRODUCT RANGE

FALL 2018

SMALL FURNITURE & LAMPS
Tables, stools, shelves, pendant and table lamps.

A high quality line for the Livingroom, Bedroom and 
Bathroom. Sophisticated and timeless by design.

H&M HOME 



LAUNCHING
CONCEPT STORES
1. ESTABLISH BRAND - CREDIBILITY & CLARITY

2. EXPERIENCE LARGE ASSORTMENT & BRAND

3. DRIVE AWARENESS & SALES ONLINE,  S-I-S AND CS

4. 7 STORES PRIME LOCATIONS, MAJOR EUROPEAN CITIES

FALL 2018



SUMMARY/FOCUS

EXTEND THE PRODUCT OFFERING

LAUNCH CONCEPT STORES

INCREASE PRESENCE IN SOCIAL MEDIA

RAISE VISUAL INSPIRATION & PERSONALIZATION ONLINE

GROW & EXPAND ALL CHANNELS 

>200% until 2022



THANK YOU
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