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DEAR SHAREHOLDERS,
We are pleased to share with you the results of Welbilt’s
successful 2017. In this letter, we’ll briefly review our
2017 performance incorporating the progress we’ve
made against the four objectives we shared with you last
year. We’ll also provide a preview of 2018 and beyond
as we continue our journey to become the leader in the
commercial foodservice equipment market.

2017 REVIEW SOLID PROGRESS ON OUR PRIORITIES
IN A CHALLENGING MARKET ENVIRONMENT
Our 2017 objective was to grow with the overall market
while continuing to focus on our Deliver and Delever
strategy – continue to Deliver operating improvements
that result in improved margins and to Delever the balance
sheet by reducing debt. We did grow with the overall
market in 2017, achieving Organic Net Sales growth of 0.3%
in a challenging market. We did this while improving our
Adjusted Operating EBITDA margin by another 130 basis
points and paying down $49 million of debt.
Looking at our top-line results, we started 2017 with
strong growth internationally, continuing the trends that
began late in 2016. Rollouts of our Merrychef® eikon®
e2s high-speed ovens with several large chain customers
drove strong Organic Net Sales growth in the EMEA
segment. In APAC, demand surged from our large chain
customers as they began refurbishing their kitchens
following a soft period due to their restructuring and
ownership changes. Towards the end of the year, these
drivers of superior growth in both segments slowed,
creating difficult comparisons in the fourth quarter.
However, we were very pleased with the full year Organic
Net Sales growth of 2.1% and 4.6% delivered by our EMEA
and APAC segments, respectively.

In the Americas segment, we began the
year with solid growth in the general market,
led by strong growth of Manitowoc® ice machine sales.
This offset some continued softness in orders from our
large chain customers. Beginning in the third quarter,
we saw orders from our large chain customers begin to
stabilize and then to improve towards the end of the year.
The opposite was true in the general market: conditions
began to soften in the third quarter and remained that way
through the end of the year. Overall, Organic Net Sales in
the Americas segment declined by 0.7% in 2017.

PRIORITY #1 CONTINUE TO DRIVE OUR
SIMPLIFICATION AND RIGHT-SIZING INITIATIVES
The 130 basis points of Adjusted Operating EBITDA margin
improvement we achieved in 2017 was again driven by
continued focus on our Simplification and Right-Sizing
Initiatives.
Under our Simplification Initiatives, we made great
progress in 2017 in addressing our Product Line
Simplification (“PLS”) and our Customer Line Simplification
(“CLS”) strategies through our 80/20 methodology. Within
PLS, we pruned 62% of our total equipment SKUs in
2017, eliminating many slow or non-moving SKUs from
our system. These SKU reductions are important as they
advance us further on our Lean journey by reducing the
complexity in the infrastructure, processes and tooling
within our manufacturing plants. Since we began PLS in
2016, we have reduced our gross SKUs by 68%, or 56% net
of new product introductions.
We entered into a new phase of CLS in 2017. Our initial
efforts focused on our pricing strategy which increased
prices and reduced discounts for non-strategic customers.
This new phase of CLS is focused on pursuing sales and

BRINGING INNOVATION TO THE TABLE
projects that meet our future margin objectives and moving
away from those that don’t. This new phase supported the
margin growth we achieved in 2017.
We made further progress on other Simplification Initiatives
in 2017. Some of our plants that have completed their
initial PLS phases have begun to refocus their efforts on
beginning their Lean journeys. One example worth noting is
our plant that manufactures Convotherm® combi ovens in
Eglfing, Germany. Our operations team has had an intense
focus on implementing Lean principles in this plant over
the last two years and have already achieved significant
margin improvement as a result. The majority of our other
plants will begin their Lean journeys over the next 12
months, which will support continued progress toward our
1,000 basis point margin improvement journey.

PRIORITY #2 DELEVER OUR BALANCE SHEET
We continued to focus on improving our capital structure
in 2017 by using our free cash flow generated in the U.S.
to pay down debt. This resulted in a $49 million debt
reduction in 2017 and $180 million since our spin-off in
March 2016. In addition, we ended 2017 with $128 million
of cash on our balance sheet, an increase of $75 million
in 2017. Nearly all of the $128 million of cash at the end
of 2017 was held by our international subsidiaries and
therefore was not available to be used for debt repayment
in the U.S. without resulting in significant tax costs. We plan
to use this cash to reinvest in our international operations
for future growth.

We will be investing in our business in 2018 to support
this changing market demand for fitKitchen systems. With
connectivity playing a key role in making a kitchen system
a reality, we will be investing more resources to further
improve our leadership position in the connectivity of
our equipment to our customers’ kitchen management
systems. We will also further enhance the capabilities of
our KitchenConnect® system that provides data analytics
from our equipment, remote monitoring of equipment
operations for preventive maintenance and automatic
menu downloading to the kitchen equipment.
We will also be expanding and remodeling our Customer
and Innovation Center at our headquarters in New Port
Richey, Florida. This expansion will add more test kitchens
and laboratories to support the growing customer demand
for connected and automated kitchen systems.

Expansion
for Customer and
Innovation Center will
add more labs and test
kitchens to support
growing customer
need

PRIORITY #3 BRING INNOVATIONS TO THE
MARKET, REFRESH OUR PRODUCT LINES AND DRIVE
FITKITCHEN℠ SYSTEM SOLUTIONS
We continued to focus on introducing new-to-world and
upgraded products with more than 20 product introductions
in both 2016 and 2017. Among the 2017 introductions
was the touchscreen version of the Frymaster® low oilvolume fryer, the Multiplex® FreshBlender™ smoothie
machine, the Lincoln triple-stackable electric conveyor
oven, the Manitowoc Indigo®NXT™ ice machine, the Merco®
MercoMax™ Visual Holding cabinet, the Garland® XPress®
Grill and the Garland INSTINCT™ countertop induction
system. We are continuing our push to have the broadest
and freshest product lines in the commercial foodservice
equipment market.
We made significant progress on winning over our large
chain customers with our fitKitchen systems. These large
chains want to address either specific process flow issues
in their kitchens, or the set-up of their entire kitchens
through equipment selection, connectivity and automation.
We are uniquely positioned to help serve these large
chain customers’ needs as we are the only commercial
foodservice equipment manufacturer that has a full product
suite of hot, cold and beverage equipment with an internal
organization structured to efficiently and effectively improve
their entire operation. After winning our first fitKitchen
system project in the summer of 2016, we now have 18
active projects with large chain customers and see requests
for new projects coming to us at an increasing pace.

PRIORITY #4 DEVELOP OUR ACQUISITION PIPELINE
We continued our strategic review of companies within
the commercial foodservice equipment space in 2017,
focusing on those companies that could fill either a global
product gap where we do not have a product offering
currently, or a regional product gap where the existing
products in our portfolio do not meet the particular needs
of a specific region. In addition, we continue to look for
new technologies that haven’t been commercialized yet but
potentially have big upside for us and our customers.
We achieved our first success in October with the purchase
of a convection frying technology. This technology allows
for significantly higher fryer output with less heat drop
as cold or frozen product is placed in the fryer. The
convection fryer continuously circulates and filters the oil,
ensuring no flavor transfer between different food types
in the same fry pot. We are receiving high levels of interest
from large chain customers for the efficiency gains offered
by the convection fryer and because the platform lends
itself to automation.
Our second success came with our announcement that we
entered into an agreement to purchase Crem® International.
Crem is unique in the hot coffee space in that it has the
broadest range of professional coffee machines currently
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Crem
International
offers a full line of
espresso, filter coffee
and free standing
liquid machines

in the market: manual and
automatic espresso machines,
manual and automatic filtered
coffee machines, instant and liquid coffee
freestanding machines, and a full aftermarket
offering. This is a strategic acquisition as it fills a
global product gap in our portfolio: hot coffee. Crem’s
complete range of professional coffee equipment and
unique dispensing technologies, combined with Welbilt’s
wide range of cold beverage equipment, will give Welbilt
the broadest and most complete portfolio of beverage
equipment in the global industry – further enhancing our
ability to provide a full range of commercial foodservice
equipment.
Our acquisition pipeline remains full as we continue to
pursue companies that fit both strategically and financially.
We believe there could be additional acquisitions in 2018,
although these are likely to be smaller and focus on specific
regional product gaps or small technology purchases.

2018 AND BEYOND – PROFITABLE GROWTH
We have clear priorities for 2018 and beyond as we focus
on becoming the leader in the commercial foodservice
equipment industry.
•

First, we seek to outgrow the global commercial
foodservice equipment market organically by
continuing to make significant investments into
innovation, channel partners and our people as we
have done over the past two years. We also plan to
seek external growth opportunities through smaller
bolt-on acquisitions.

•

Second, we will continue to drive our Simplification
and Right-sizing agenda. Not only will we continue
to execute our previously announced initiatives, we
will also identify additional opportunities to achieve
and further deliver on our 1,000 basis point margin
improvement journey.

•

Third, we will continue to bring innovations to the
market, refresh our product lines and drive connected
and digital system solutions in the kitchen.

•

Last but not least, we will continue to delever our
balance sheet by using all available US cash for debt
reduction.

We’re very excited about 2018’s prospects for growth:
organically with improved demand from our large chain
customers, the initial rollouts of some of our first fitKitchen
systems wins, from improved conditions in the U.S. general
market in the second half of 2018, and continued strong
growth in EMEA and APAC.
We’d like to thank all our employees for their relentless
dedication to serving our customers and making Welbilt the
best company in our industry. Each of you plays a key part
in our success every day as we work to become an even
better and more diverse and inclusive workplace.
We also thank our dealer and distribution customers for
their continued support and for giving us the opportunity
to add value to the operations of their end-customers.
We fully support the successful distribution model in our
industry and strive to be their most valued and trusted
partner by delivering the best products and service in the
industry.
And an additional thanks to our large chain customers for
seeing the value we can jointly create by bringing the best
equipment, connectivity and automation into an intelligent
kitchen system to help you improve your operations.
And finally, we thank you, our shareholders, for your
continued confidence and support.

Cynthia M. Egnotovich
Chairperson of the Board

Hubertus M. Mühlhäuser

President and Chief Executive Officer

This letter should be read in conjunction with Welbilt, Inc.’s Annual Report on Form 10-K for the year ended
December 31, 2017, including the sections titled “Cautionary Note Regarding Forward-Looking Information”
and “Risk Factors, ” which discuss important assumptions, risks, uncertainties and factors that could cause
actual results to differ materially from forward-looking statements, and “Non-GAAP Financial Measures,”
which discusses important limitations regarding the use of non-GAAP financial measures and provides a
reconciliation to the most comparable GAAP measure.

welbilt.com

Bringing innovation
to the table

Welbilt provides the world’s top chefs, and premier chain operators or growing independents with
industry-leading equipment and solutions. Our cutting-edge designs and lean manufacturing tactics
are powered by deep knowledge, operator insights, and culinary expertise.
All of our products are backed by KitchenCare® – our aftermarket, repair, and parts service.

Connect with us @ www.welbilt.com
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