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REG-SABMiller PLC Company Secretary Change
Released: 26/05/2006

RNS Number:6522D
SABMiller PLC
26 May 2006

SABMILLER ANNCUNCES AN EXECUTIVE APPOINTMENT

COMPANY SECRETARY AND GENERAL CCUNSEL

London and Johannesburg, 26 May 2006. SABMiller plc (SABMiller) is pleased to
announce that John Davidson, currently a senior corporate partner at Lovells, a
leading London-based international law firm, has agreed to take up the mantle of
Company Secretary and General Ccunsel at SABMiller plc on the planned retirement
of the current Company Secretary, Andrew Tonkinson. The changeover is expected
to be effective during August this year. John will join the SABMiller Executive
Committee.

John has worked extensively with SABMiller for a number of vears, starting in
1898 when Lovells were appointed UK legal advisers to SAB for the group
reconstruction and re-listing of the holding company in the UK, and including
notably the Miller Brewing Company and Bavaria S.A. transactions in 2002 and
2005.

Graham Mackay, Chief Executive, commented:

"I am very pleased to welcome Jchn to SABMiller. He brings a combination of
extensive legal experience as well as considerable knowledge of the beer
industry gained as an adviser tc the Group. He will be an excellent addition to
the management team at SABMiller and we all look forward to working with him.

"Lovells has made a significant contribution to SABMiller's progress over the
period of our association, based on the firm's client dedication, legal
knowledge, gquality service and organisational capability. We hope that John's
appointment will result in us centinuing to benefit from this well founded
relationship.'’

David Harris, Lovells Managing Partner, said:

"John is a first class lawyer and has advised SABMiller over many years, during
which he has developed a very good understanding of their commercial and legal
reguirements. We look forward very much to continuing to work closely with John
in his new role."

Ends
Notes to editors:

John Davidson biography

John Davidson is from Motherwell in Scotland, studied law at Oxford University,
and has spent his entire legal career with Lovells, becoming a partner in 1991,
and including five vears in Lovells' New York office from 1990 to 1995. As a
partner, he has spent the last 15 years working mainly on international
corporate finance, cross border mergers and acquisitions and securities
transactions, as well as general corporate advisory work, and in addition toc his
work for SABMiller, he has extensive experience on transactions in the insurance
industry. He is a member of the Company Law Sub-Committee of the City of London
Law Society, and is listed as a leading corporate finance lawyer in Chambers
Guide to the UK Legal Profession. He is also recognized as a leading lawyer in
the fields of mergers and acquisitions and corporate governance by The
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International Who's Who of Merger and Acquisitions Lawyers and The International
Who's Who of Corporate Governance Lawyers. He is married, with four sons.

SABMiller

SABMiller plc is one of the world's largest brewers with brewing interests or
distribution agreements in over 60 countries across five continents. The group's
brands include premium international beers such as Miller Genuine Draft, Peroni
Nastro Azzurro and Pilsner Urquell, as well as an exceptional range of market
leading local brands. Outside the USA, SABMiller plc is also one of the largest
bottlers of Coca-Cola products in the world.

In the year ended 31 March 2006, the group reported US$2,626 million adjusted
pre-tax profit and a turnover of US$15,307 million. SABMiller plc is listed on
the London and Johannesburg stock exchanges.

This announcement is available con the company website: www.sabmiller.com

High resolution images are available for the media to view and download free of
charge from: www.vismedia.co.uk

Enquiries:
SABMiller plc Tel: +44 20 7659 0100
Sue Clark Director of Corporate Affairs Tel: +44 20 7659 0184
Gary Leibowitz Senior Vice President, Investor Tel: +44 20 7659 0174
Relations
James Crampton Media Relations Manager Tel: +44 20 7659 0172
Lovells
Chris Hinze Head cf Public Relations Tel: +44 20 7296 2745

This announcement does not constitute an offer to sell or issue or the
solicitation of an offer to buy or acquire securities of SABMiller plc (the
"Company") or any of its affiliates in any jurisdiction or an inducement to
enter into investment activity.

This document includes "forward~lcoking statements". These statements may
contain the words "anticipate”, "believe", "intend", "estimate", "expect" and
words of similar meaning. All statements other than statements of historical
facts included in this announcement, including, without limitation, those
regarding the Company's financial position, business strategy, plans and
objectives of management for future operations (including developnment plans and
objectives relating to the Company's products and services) are forward-looking
statements. These forward-looking statements involve known and unknown risks,
uncertainties and other important factors that could cause the actual results,
performance or achievements of the Company to be materially different from
future results, performance or achievements expressed or implied by such
forward-looking statements. These forward-looking statements are based on
numerous assumptions regarding the Company's present and future business
strategies and the environment in which the Company will operate in the future.
These forward-locking statements speak only as at the date of this announcement.

The Company expressly disclaims any obligation or undertaking to disseminate
any updates or revisions to any forward-looking statements contained in this
announcement to reflect any change in the Company's expectations with regard
thereto or any change in events, conditions or circumstances on which any such
statement is based.

Any information contained in this announcement on the price at which the
Company's securities have been bought or sold in the past, or on the yield on
such securities, should not be relied upon as a guide to future performance.

This information is provided by RNS
The company news service from the London Stock Exchange
END

http://production.investis.com/sabtools/ms/rnsitem?id=1148644803nRNSZ6522D

31/05/2006



L
COSKGGZKGVNGVZM

http://production.investis.com/sabtools/rns/msitem?id=1148644803nRNSZ6522D 31/05/2006



REG-SABMiller PLC Director/PDMR Shareholding
Released: 22/05/2006

RNS Number:3788D
SABMiller PLC
22 May 2006

NOTIFICATION OF TRANSACTIONS OF DIRECTORS, PERSONS DISCHARGING MANAGERIAL
RESPONSIBILITY OR CONNECTED PERSONS

This form is intended for use by an issuer to make a RIS notification required
by DR 3.1.4R(1).

An issuer making a notification in respect of a transaction relating to the shares or det
of the issuer should complete boxes 1 to 16, 23 and 24.

An issuer making a notification in respect of a derivative relating to the shares of the
should complete boxes 1 to 4, 6, 8, 13, 14, 16, 23 and 24.

An issuer making a notification in respect of options granted to a director/person dischs
managerial responsibilities should complete boxes 1 to 3 and 17 to 24.

An issuer making a notification in respect of a financial instrument relating to the sha:
the issuer (other than a debenture) should complete boxes 1 to 4, 6, 8, 9, 11, 13, 14, 1¢
24.

Please complete all relevant boxes in block capital letters.

1.

Name of the issuer

SABMiller plc

2.

State whether the notification relates to (i) a transaction notified in

accordance with DR 3.1.4R(1) (a); or

(ii)

DR 3.1.4(R) (1) (b) a disclosure made in accordance with section 324 (as

extended by section 328) of the Companies Act 1985; or

(1ii)

(iii)

3.

both (i) and (ii)
both (i) and (ii)

Name of person discharging managerial responsibilities/director

Mr A O C Tonkinson

4.

State whether notification relates to a person connected with a person

discharging managerial responsibilities/director named in 3 and identify the
connected person

Relates only to person named at 3

5.

Indicate whether the notification is in respect of a holding of the person

referred to in 3 or 4 above or in respect of a non-beneficial interest

Relates only to person named at 3

6.

Description of shares {including class), debentures or derivatives or

financial instruments relating to shares

Ordinary shares of US$0.10 each

7. Name of registered shareholders(s) and, if more than one, the number of
shares held by each of them

N/A - exercise and subsequent sale of options (see 15 below)

8.

State the nature of the transaction

Exercise of options and subsequent sale of shares

9.

Numper of shares, debentures or financial instruments relating to shares
acquired
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70,655

10. Percentage of issued class acguired {treasury shares of that class should
not be taken into account when calculating percentage)

0.0647%

11. Number of shares, debentures or financial instruments relating to shares
disposed

70,655

12. Percentage of issued class disposed (treasury shares of that class should
not be taken into account when calculating percentage)

0.0047%

13. Price per share or value of transaction

70,655 shares acquired at £4.1575 per share (exercise of options)
70,655 shares sold at £10.588547

14. Date and place of transaction

18 May 2006 - London

15. Total holding following notification and total percentage holding following
notification (any treasury shares should not be taken into account when
calculating percentage)

62,719 - 0.004%

16. Date issuer informed of transaction

18 May 2006

If a person discharging managerial responsibilities has been granted options by
the issuer complete the following boxes

N/A

17 Date of grant

18. Period during which or date on which it can be exercised

19. Total amount paid (if any) for grant of the option

20. Description of shares or debentures involved (class and number)

21. Exercise price (if fixed at time of grant} or indication that price is to be
fixed at the time of exercise

22. Total number of shares or debentures over which options held following
notification

23. Any additional information
24. Name of contact and telephone number for queries
Steve Whiffen 01483 264268

Name and signature of duly authorised cfficer of issuer responsible for making
notification

Stephen Shapiro - Deputy Company Secretary

Date of notification
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22 May 2006

END
This information is provided by RNS
The company news service from the London Stock Exchange
END
RDSEAKSAADLKEFE
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REG-SABMiller PLC Preliminary Announcement - Part 1
Released: 18/05/2006

RNS Number:1757D
SABMiller PLC
18 May 2006

Preliminary Announcement

Strong growth profile drives earnings

London and Johannesburg, 18 May 2006. SABMiller plc today announces its
preliminary (unaudited) IFRS results for the year to 31 March 2006. Highlights
are:

2006

Uusém
Revenue (a) 15,307
EBITA (b) 2,941
Adjusted profit before tax (c) 2,626
Profit before tax 2,453
(including net exceptional credits of US$415 million in prior year)
Adjusted earnings (d) 1,497
Adjusted earnings per share (d)
- US cents 109.1
- US cents on a comparable basis (see note 5) 109.1
- UK pence {(up 12%) 61.0
- SA cents (up 11%) 699.2
Basic earnings per share (US cents) 105.0
Dividends per share (US cents) 44,0
Net cash generated from operations 3,291

- Group lager volumes up 19% to 176 million hectolitres (hl), organic growth
of 5%

- New growth platform in South America through Bavaria

- Growth in Europe continues with market share gains and mix improvements
- South African profit increase driven by premium sales growth

- Volume growth in China supports good Africa and Asia contribution

- Resilient performance by Miller despite intense competitive pricing
environment

- Strong cash flows support dividend increase of 16%
{a} Revenue excludes the attributable share of assoclates' revenue of USS$1,774
million (2005: USS$1,642 million).

(b) Note 2 provides a reconciliation of operating profit to EBITA which is
defined as operating profit before exceptional items and amortisation of
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intangible assets (excluding software) but includes the group's share of
assoclates' operating profit, on a similar basis. EBITA is used throughout the
preliminary announcement.

{c) Adjusted profit before tax comprises EBITA less net finance costs of
US$299 million (2005: USS$143 million), and share of associates' net finance
costs of US$16 million (2005: US$24 million).

{d) A reconciliation of adjusted earnings to the statutory measure of profit
attributable to equity shareholders is provided in note 5.

Organic,

2006 Reported constant

EBITA growth currency

USSm % growth

3

North America 454 (7) (7)
Latin America (1) 436 385 (12)
Europe 569 18 14
Africa and Asia 422 10 11
South Africa: Beverages 1,062 11 14
South Africa: Hotels and 84 14 18

Gaming

Corporate (86) - -
Group 2,941 23 9

(1) Organic, constant currency growth relates only to Central America
and excludes Bavaria. Reported results include Bavaria from 12 October
2005.

Statement from Meyer Kahn, Chairman

"This was another year of good growth in volumes, margins and earnings
reflecting the growth profile that the group has built over the years. Our track
record reflects well-judged acquisitions and investments, successful integration
and subsequent operational improvements.

"It was also a year of strategic progress for the group as it completed the
initial turnaround of Miller notwithstanding the challenging market conditions.
The group has continued to improve its access to long term growth markets,
establishing a major new platform in South America through the Bavaria
transaction, whilst making further significant investments in China, India and
Vietnam.

"SABMiller now has a stronger global portfolio of businesses and brands.
Looking forward a key focus will be on ensuring that we continue to nurture and
build brands which are the first choice of consumers."

Enquiries:

SABMiller plc Tel: +¢
Sue Clark Director of Corporate Affairs Mob: +¢
Gary Leibowitz Senior Vice President, Investor Relations Mob: +¢
Nigel Fairbrass Head of Media Relations Mob: +¢
Philip Gawith The Maitland Consultancy Ltd Tel: +¢

A live webcast of the management presentation to analysts will begin at 9.30am (BST) on I
This announcement, a copy of the slide presentation and video interviews with management are avail
plc website at http://www.sabplc.com/ . Video interviews with management can also be found at htt
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High resolution images are available for the media to view and download free of charge from http:s

Coplies of the press release and the detailed Preliminary Announcement are available from the ¢
at the Registered COffice, or from 2 Jan Smuts Avenue, Johannesburg, South Afric

Registered cffice: SABMiller House, Church Street West, Woking, Surrey, GU21 ¢
Incorporated in England and Wales (Registration Number 3528416)
Telephone: +44 1483 264000
Telefax: +44 1483 264117

CHIEF EXECUTIVE'S REVIEW
Business review

After two years of outstanding results, we have completed ancther twelve months
of good performance with the group also continuing to access and develop new
long term growth positions in the global beer market. Our portfolio of
developed and developing market operations generated organic growth in overall
lager volumes of 5% and in EBITA growth of 9% on a constant currency basis. The
group EBITA margin increased to 17.2%, an 80 basis point improvement over the
prior year.

Overall, these strong results demonstrate SABMiller's superior growth profile
and exposure to attractive beer and soft drinks markets, with total beverage
volumes up by 5% on an organic basis, and 18% above last year on a reported
basis at 221 million hl. Total lager volumes were 176 million hl. We saw
particularly strong lager volume growth from Europe and China, and a strong
earnings contribution from South Africa where despite a subdued volume
performance our efforts to expand our premium brand offering are improving mix.
Our new businesses in South America are trading in line with our expectations,
and despite a challenging pricing environment our Miller business is benefiting
from the investment made during the three-year turnaround.

The group has continued to enter new markets to strengthen further its existing
positions through additional acquisitions and investments. During the period
the group purchased the balance of its joint venture, Shaw Wallace Breweries, in
India; announced its first move into Vietnam through a local joint-venture;
completed its agreement in Slovakia to buy into the brewer, Topvar a.s.

(Topvar); and made further acquisitions through its Chinese associate in the
provinces of Anhui and Fujian. Following its entry into South America in
October 2005, the group has carried out further purchases of shares in Bavaria
S.A. (Bavaria) in Colombia, and Union de Cervecerias Peruanas Backus y Johnston
S.A.A. (Backus) in Peru. The group has alsoc increased its investment in Latin
America by acquiring the minorities in Central America. In the UK, we launched a
new operating company called Miller Brands to manage the sales, marketing and
distribution of our key international premium brands in the UK market.

Net cash generated from operations was 18% above the prior year, reflecting the
overall strength of the trading performance and our strong cash characteristics.
The group's gearing increased at the year-end to 52.1% from last year's 25.2%,
principally as a result of the increase in debt following the Bavaria
transaction in South America.

The board has proposed a final dividend of 31 US cents per share, making a total
of 44 US cents per share for the year, an increase of 16% over the prior year.
The dividend is covered 2.5 times by adjusted earnings per share.

North America
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Miller has concluded its initial three-year turnaround programme and all aspects
of its business have been substantially re-shaped to ensure it is a more able
and vigorous competitor in the US market, evidence of which is continued growth
of Miller Lite. Against this, the industry pricing environment has deteriorated
over the past twelve months following sustained levels of discounting. Commodity
costs, such as that for aluminium, have risen significantly. Within this
context, Miller maintained firmer vear-on-year pricing than its domestic
competitors to protect its brand equity. Domestic sales to retailers (STRs)
decreased by 1.0% over the year whilst EBITA fell 7%.

Latin America

For the period from 12 October 2005 to 31 March 2006, the South America business
has performed in line with our expectations, with lager volumes for a pro forma
six months to 31 March 2006 up 7.5% to 15.3 million hl. The Andean region has
continued to experience positive economic conditions, with Colombia and Peru in
particular showing strong GDP growth. We have completed initial reviews of all
the businesses in the Bavaria group and an integration programme 1s being
rolled-out. Priority will be given to new portfolio and channel marketing
strategies. 1In Central America, CSD volumes were 6% above the prior year but
beer volumes continued to be adversely impacted by last vear's significant
increase in excise tax in El Salvador.

Europe

Europe delivered another excellent performance. Lager volumes were up by 5% on
an organic basis and this growth was driven principally by Poland, Romania and
Russia. In Poland, our volumes grew well ahead of the market at 11%, benefiting
from a number of new product launches and pack innovations. Overall market share
increased to an estimated 37.5%. In Russia volumes were up 14%, twice the growth
of the market and our Czech beer, Kozel, grew 55% to become the largest licensed
prand in Russia. Additional capacity has been installed in Russia and plans are
in place to expand the Kaluga brewery's annual capacity to six millien hl. Our
Czech business increased its market share, and drove strong EBITA margin
improvements from production efficiencies. Volumes grew 5% in Romania on an
organic basis where we are now expanding capacity, and in Italy our Birra Peroni
branded volumes were up 1%, leading to an improvement in profitability.

Africa and Asia

Africa and Asia continued its strong volume growth, with our associate CR Snow
in China maintaining its excellent first half performance with volumes up 17%
for the vyear on an organic basis. The Snow brand grew 52% to 17.3 million hl,
and is now China's number one brand by volume. In Africa, the continuing
devaluation of the Pula negatively impacted clear beer and CSD volumes in
Botswana, but the business portfolio benefited from strong underlying growth in
Mozambique, Tanzania and Uganda, driven by good economic fundamentals and
improved product availability. Our clear sorghum beers, Eagle and Eagle Extra,
which were developed with the participation of local cereal farmers, have
contributed to the 39% increase in volumes in Uganda. Reported Africa lager
volume growth was 3%.

South Africa: Beverages

Lager and soft drinks continued their positive volume growth trends, despite the
absence of an Easter period. However, buoyant first half volume growth was
fellowed by cocler weather and slower wage growth in the second half, leaving
lager volumes up 1% on a comparable basis. Our premium brands, which include
the new 660 ml packs for Miller Genuine Draft and Brutal Fruit, grew by 45% and
our share of the premium segment increased to almost 80%. Total soft drinks
volumes increased by 5%, driven by strong growth in non-CSD beverages. This
positive sales volume performance in both lager and soft drinks, combined with
the favourable mix benefits afforded by the growth of our premium portfolio,
contributed to a good increase in constant currency EBITA,

Outlook
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The 2006 results represent a year of good performance following two years of
outstanding growth. The group's global footprint and its portfolio of businesses
and brands, which have been enhanced by the Bavaria transaction, position it
well to make further progress in the current year.

Operational review

North America

2006 2005

Financial summary Ussm USs$m %
Revenue 4,912 4,892 -
EBITA* 454 487 (7)
EBITA margin (%)* 9.3 10.0
Sales volumes (hl 000)
- Lager - excluding contract brewing 47,059 47,380 (@8]

- contract brewing 10,246 10,583 (3)
- Carbonated soft drinks (CSDs) 74 75 (1
Lager - domestic sales to retailers (STRs) 43,964 44,380 (@8]

* In 2005 before exceptional credits of US$111 million being a US$104 million
gain in relation to changes to post-~retirement plans, an exceptional profit on
the sale of Tumwater brewery of US$4 million, Tumwater brewery closure costs
reversal of US$1l million and integration and restructuring cost reversal of USS2
million.

Miller has successfully completed its initial three-year turnaround programme,
continued growth in its flagship Miller Lite brand and established a platform
for sustained future growth.

Despite headwinds earlier in the year and market share gains by the spirits and
wine industries in the total alcoholic beverage market, the US beer industry
improved late in the fiscal year to finish with domestic shipments to
wholesalers (STWs) up 1.2% and sales to retailers (STRs) up some 1% for the full
year. STRs for the major domestic brewers were up by 0.2%. However, Miller's
primary competitor eliminated its long-held price premiums in a number of market
segments, driving pricing down across the industry. In this context, as Miller
maintained firmer year-on-year pricing than its domestic competitors, Miller's
STRs decreased by 1.0% in the reporting period, while Miller's domestic STWs
declined by 0.1%. Export sales continued to be depressed by difficult trading
conditions in key markets, and contract brewing volumes decreased by 3.2%
compared to the prior vyear.

Although cycling strong prior year volume growth and facing aggressive
competitor discounting, Miller Lite continued its 30-month resurgence, posting
low single-digit growth for the fiscal vear and demonstrating sustained consumer
equity. Marketing for Miller Lite, which emphasises its intrinsic strengths,
together with significant investment in on-premise activities, has been
successful in maintaining continuing momentum for the brand.

Increased marketing investment to revitalise the Miller High Life and
Milwaukee's Best Light franchises mitigated the impact of price pressure on its
key economy segment brands, such that the decline of these was limited to low
single-digit rates. Miller Genuine Draft (MGD) was re-launched late in the
fourth quarter with a new positioning targeted at "mainstream sophisticate"
consumers seeking to trade up to affordable luxury. A comprehensive new
marketing campaign has been deployed including new graphics, packaging,
advertising, point-of-sale targeting and promotional activities.
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Miller has commenced a significant programme in support of the marketing and
selling of its international worthmore brands. Peronl Nastro Azzurro recorded
impressive results in its launch year while Pilsner Urquell's growth has
continued.

Total revenue grew by 0.4% to US$4,9%12 million, while US domestic revenue
excluding contract brewing increased by 1.0%. These increases were driven by
front~-line pricing, partially offset by higher price promotions. Favourable
brand mix resulting from the improvement in Miller Lite sales was partially
offset by unfavourable pack and geographic mix. Contract brewing revenues
increased as a result of favourable mix impacts and despite volume declines.

Miller continued to extract operational efficiencies in its breweries and
realise cost savings on brewing materials, waste reduction and procurement.
These gains were more than offset by significantly higher aluminium, fuel and
energy costs, resulting in an increase in domestic costs of goods sold per
hectolitre slightly below the US Consumer Price Index. Efforts to improve the
management of health care and retirement costs began to produce positive results
in the reporting period.

In the face of these challenges, Miller continued to invest in the
organisational capabilities necessary to drive future growth. The acquisition
of new marketing talent, development of specialised sales forces, and increased
promotional and alliance marketing programmes resulted in an increase in
marketing costs despite continued marketing efficiency savings.

EBITA for the year of US$454 million was 7% lower than in the prior year, driven
by the highly competitive pricing environment and higher commodity, fuel and
energy costs. EBITA margin decreased to 9.3%. Miller is entering a new phase of
its business strategy with an emphasis on stepping up its organisational and
management capabilities and creating a strong and highly differentiated
portfolic of brands capable of capturing consumer preference. New marketing
campaigns for Miller Lite recently debuted with the aim of retaining core users,
attracting new consumers and increasing the impact of the successful on-premise
activities of the past three years. With its comprehensive re-launch, Miller
will focus on stabilising the share of Miller Genuine Draft, and will continue
to invest in creating brand equity for the Miller High Life and Milwaukee's Best
franchises. Finally, Miller will continue to maximise the long-term growth
potential of Peroni Nastro Azzurro and Pilsner Urquell at superior price points
with a new systemic focus on a differentiated approach to marketing and sales in
the international worthmore premium segment.

Given the significantly higher level of aluminium costs, uncertainty in the
pricing environment and Miller's commitment to invest in production, marketing
and sales capabilities to fuel future growth, both volume and profitability are
difficult to predict for the year ahead. 1In this environment, short-term
fluctuations in both competitive price gaps and market segment share positions
are to be expected. However, Miller remains confident that its brand-led,
consumer~focused approach will allow it to achieve sustainable growth over time.

Latin America

2005 Organic Bavaria Currency
growth
Financial summary Ussm Usém UsS$ém Ussm
Group revenue 521 18 1,634 (8)
(including share of associates)
3%
EBITA* g0 (10) 358 (2)
(12%)
EBITA margin (%) 17.2 21.9
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Sales volumes (hl 000)

- Lager 1,828 (88) 14,423
(5%)

- Carbonated soft drinks (CSDs) 5,622 324 1,389
6%

- Other beverages 2,749 177 3,123
6%

* In 2006 before exceptional items of US$1l million being integration and
restructuring costs

Latin America includes the results of the operations in Central America as well
as those in South America for the period since the transaction invelving Bavaria
was completed on 12 October 2005. Following the initial investment in a 71.42%
controlling effective interest in Bavaria, the group carried out further
purchases of shares in Bavaria and also in its subsidiary companies. At the year
end, the group held a 97.2% effective interest in Bavaria and had increased its
effective economic interest in Backus in Peru to 83.3%. During the year the
group also acquired the remaining 41.8% minority interest in the Central
American business.

More to follow, for following part double-click [nRN1R1757D]
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REG-SABMiller PLC Preliminary Announcement - Part 2
Released: 18/05/2006

RNS Number:1757D
SABMiller PLC
Part 2 : For preceding part double-click [nRNSR1757D]

The results of the South America operations have been included for the first
time. Since 12 October the units have performed according to our expectations at
the time of the transaction. The Andean region as a whole has continued showing
positive economic conditions with Colombia and Peru in particular experiencing
strong GDP growth. Lager volumes of 15.3 million hl for the € month period to
March 2006 were up by 7.5% over the comparable prior year period, while other
beverage volumes of 4.8 million hl (comprising malt beverages, carbonated soft
drinks, water and julces) were up by 10% cover the same period.

In Colombia, total beverage volume increased by 5% with beer volumes growing by
6% over the 6 month period despite the loss of three days of sales because of
the "dry law" during the elections and the absence of an Easter period. Pricing
was ralsed some 5%, on average, in the period. The results include the impact of
initiatives that were already underway at the time of the transaction including
a broader focus on the Costenita brand, which included a new bottle, and the
relaunch of Poker and Aguila in parts of the country. Major marketing activities
have focused on trade initiatives such as refrigeration.

In Peru, the beer market grew in volume terms by 24%, however industry revenue
growth was only 9% as a competitor entered at a price discount to the market and
then subsequently implemented further aggressive price promotions. Our beer
volumes were up 12% over the six month period and our prices on average have
fallen. Nevertheless, in the final quarter, we held an approximate 92% national
beer market share and posted 15% growth in lager volumes over the prior year
comparable 3 month period. Our principal brand, Cristal, gained market share in
the final quarter, reaching 46% as compared to 41% in the previous quarter
reflecting focused promotion activity in Lima and Trujillo. Pilsen Callao
maintained its market share of 20% through focused promotional efforts in Callao
and in the jungle cities.

Profitability has benefited from the strong volume trends in Colombia together
with robust growth in Ecuador and Panama whilst in Peru the impact of the more
competitive environment has restricted profit growth.

In South America, one-time integration and restructuring costs of US$11 million
were incurred in the period under review and we expect further significant costs
in the next financial year as integration initiatives get fully underway. A
regional office and management team have been established in Bogota and the
outgoing chief executives in Colombia and Peru have been replaced by experienced
SABMiller executives.

We have completed market-mapping for the brand portfolios and segmentation
studies in each of the countries and will be completing our portfolio strategies
shortly. We have enhanced our marketing capabilities through the appointment of
specialist resources in the regional office and have separated marketing and
sales functions in Colombia and Peru. In the areas of trade marketing and
route-to-market we are customising a channel marketing approach using the best
methodologies sourced from around the group. The region's strategic commodity
requirements have been incorporated into the group's global procurement
arrangements to access scale benefits.
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Although we believe Bavaria to have been well-managed and profitable,
significant opportunities exist in the South America operations to create
further value by leveraging SABMiller expertise in category leadership, brand
portfolio development, channel marketing, pricing management and the
introduction of best in class operating practices. We have reviewed current
operations in each of the countries and are refining our earlier broad estimates
of cost productivity and performance improvement opportunities. We are
structuring our findings into a prioritised integration programme, which will be
rolled out in the coming year, and remain confident that the value benefit
estimates for 2010 indicated at the time of the transaction will be met.

In Central America, performance in both El Salvador and Honduras was impacted by
hurricanes. Total volumes for the year were 4% above prior year with carbonated
soft drink volumes for the year at 6% above prior year, offsetting the decline
in lager volumes which were 5% below prior year.

Volume grew in Honduras despite the impact of heavy rains and Hurricane Gamma
during November 2005. Lager volume grew by 1% and a number of price increases
were successfully implemented across the portfolio. Barena was launched to a
contemporary target consumer segment and Port Royal was relaunched with a new
bottle. Carbonated soft drink volumes grew by 3%, however overall CSD revenue
fell due to mix issues in response to continuing competitor activity. Marketing
investment grew significantly in support of Coca-Cola brands and increased
market activation in beer.

The trading environment in El1 Salvador continues to be difficult, with continued
economic slowdown, severe flooding and diminishing purchasing power. Lager
volumes declined by 11%, following the excise tax increase in 2005 with the
conseguent price increases leading to a contraction in the Salvadoran beer
market. In addition, a competitor entered the market in 2005 and whilst
initially gaining a market share of some 14%, this has fallen to 6% in the final
quarter. Carbonated soft drink volumes grew by 11% driven by a decrease in
market pricing levels.

Europe

2006 2005
Financial summary UsSsm Uss$m
Revenue 3,258 2,909
EBITA* 569 482
EBITA margin (%)* 17.5 16.6
Sales volumes (hl 000)
- Lager 35,664 33,669
- Lager organic 35,519 33,669

* In 2005 before exceptional items of US$51 million being Naples brewery closure
costs of US$35 million and restructuring costs in the Canary Islands of USS$16
million.

Total volumes rose 6% (5% on an organic basis) with strong volume growth in
Poland, Russia and Romania. The business again produced excellent profit growth,
with EBITA up 18% (14% in organic constant currency). Margin growth benefited
from improved sales mix, as worthmore volumes rose by 12%, and increased
productivity.

In Poland, volumes were up 11% compared to market growth of 5% and our market
share improved to an estimated 37.5% for the year ended 31 March 2006. Several
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novel fridge and rack designs with improved trade service levels, plus targeted
above-the-line advertising executions and enhanced point of sale material
assisted this performance. In the upper mainstream segment, Lech's momentum
continued with volume up 17%, and the first non-alcoholic variant of a major
domestic brand, Lech Free, was launched in March 2006. At the premium end Redd's
was up 12%, and two new flavoured variants, Redd's Red and Redd's Sun, were
introduced. Tyskie is stabilizing at 4.8 million hl, with a 17% share of the
total market. Growth was strong in the lower mainstream segment and our Zubr
brand grew by 48%. Further capacity has been installed in Poland bringing total
production capability to 12.5 million hl.

Improving product visibility and cold availability, expanding on-trade share and
key account presence, and further development of premium brand organisational
capabilities continue as major focus areas. Pricing remains constrained in the
industry and on average declined 3% in real terms, with Kompania Piwowarska
achieving selective price increases.

In the Czech Republic, volumes grew 2% assisted by strong March volumes while
the industry was level, and as a result our domestic market share increased
slightly. The Pilsner Urquell brand grew 2% domestically and 4% overall, while
Germany and the USA were strong export markets. Gambrinus remains the market
leader with a 26% share. A complete packaging redesign, including bottles,
labels and crates, was launched for the Gambrinus brand at the end of the vear.

Industry pricing remains muted with a 1% real decrease during the vyear. Plzensky
Prazdroj (PP) on-trade volume grew 9% and continues to be a key value enhancing
segment, with its overall value share estimated to be 4-5 percentage points
ahead of its market volume share. During the year, productivity was improved,
particularly through regional procurement activities, boosting margins. Capital
projects currently under way will increase PP's production capacity to 9.8
million hl., In October 2005, the remaining 3.1% interest in PP held by minority
shareholders was acquired.

In Russia, second half volumes accelerated bringing the full year's volume
growth to 14% against the industry's estimated 7%. We continue to focus on the
premium segment and, with a market share of 5%, we have an estimated 15% share
of the national profit pool. The combined growth of Miller Genuine Draft and
Redds exceeded 7%. Kozel grew by 55%, making it the largest licensed brand in
Russia according to AC Nielsen. Zolotaya Botchka, our local premium brand, grew
11%. Margins were assisted by increased procurement from local sources. An
increase of 20% in our sales force and the extended cooler programme have
improved our focus on selected geographies as well as the on-trade. Additional
canning capacity has been installed and planning for Kaluga's expansion to six
million hl is in progress.

In Italy, Birra Peroni's performance was creditable given the effective 27%
increase in excise on lager per hectolitre, which followed a similar increase in
the previous year. Total branded volumes grew by 1% with the trademark brands,
Peroni and Nastro Azzurro, performing well with 2% and 9% growth respectively. A
managed exlt strategy from private label saw our volumes in this segment decline
41%. The net result is a far better portfolic with revenues per hectolitre up 9%
and a significant improvement in gross margins.

Notwithstanding the overall weakness of the Italian economy and the pressure on
FMCG pricing, Birra Peroni has been able to exploit limited pricing
opportunities and successfully implemented increases of up to 3%. We increased
investment in marketing behind our trademark brands, introduced a new approach
towards independent distributors, focused on driving channel share in selected
local markets and established a new sales organisation.

Ursus Breweries in Romania produced an improved performance with EBITA margin
expanding significantly driven by production efficiencies and an estimated
market value share increase to 23%. Our organic volume growth was constrained to
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5%, compared to the industry's 8%, due to capacity limits specifically for PET.
Production capacity is now being expanded to 3.9 million hl. We continued to
focus on the Ursus Premium brand which grew 9%. Timisoreana Lux was the fastest
growing brand in the market, up 48% as distribution reach expanded. Distribution
and trade development of the imported Peroni Nastro Azzurro brand will be
extend