
The challenging macroeconomic conditions 
in some of the key markets we operate in, 
persisted last year, putting pressure on 
beverage consumption and, consequently, 
on our customers’ cooler investments. In the 
Glass business, Naira’s devaluation continued 
to adversely affect demand for glass products 
in Nigeria. 

Notwithstanding the impact of a volatile 
economic environment and the capital 
restructuring process, we remained focused 
on innovation, cost leadership and efficiency 
improvement related initiatives to limit any 
adverse effect on our business. 

The year has been filled with continued 
product innovation. Particularly in Africa, 
we piloted Hybrid cooler that is designed 
to mitigate the impact of power outages, 
as it maintains low temperatures for hours 
without requiring an electrical power source. 
We are pleased with the positive feedback 
from our customers in the continent. We also 
adjusted our coolers business commercial 
strategy to account for the latest market 
trends and set the way forward in developing 
cost-competitive coolers and filling gaps in 
our product portfolio in the mid to low priced 
market segment. Finally, we strengthened 
our relationship with breweries through the 
Smart range that was successfully rolled out 
in targeted countries around Europe. 

Our vision is to put customers at the heart of 
our operations, integrate their requirements 
into our products and serve them with great 
value, under the leadership of our new ICM 
Chief Commercial Officer. 

2016 Highlights

Cool business
Our sales in the Cool business declined by 
8% compared to the prior year. This decline 
was primarily driven by the unfavorable 
macroeconomic conditions in Russia and 
increased competition in Asia. In Western 
Europe, we experienced sustained sales 
growth in double-digits reflecting increased 
demand for ICOOL from Coca-Cola bottlers 
in the region. Our Integrated Service system 
gained further ground in 2016 through the 
expansion of our services to more countries 
and regions in Russia. 

Another highlight in 2016 was the decision 
to establish a new operating model in 
the Asian market. In July, we announced 
the discontinuation of our manufacturing 
operations in China. This development will 
enable the optimization of the production 
capacity in Asia, improve the company’s fixed 
cost structure and strengthen its long-term 
competitiveness.  

Glass business
Trading conditions in our core Nigeria 
market were difficult, primarily driven by the 
sharp devaluation of the local currency in 
June 2016. Weakened consumer sentiment 
and shrinking disposable income impacted 
beverage consumption in terms of value and 
made our key customers cautious in injecting 
new bottles into their existing pool of bottles. 
Together with lower demand in our Dubai-
based business resulted in overall Glass sales 
declining by 10% in 2016. 

The past year has been one of challenge and change for 
Frigoglass. The year was marked by the all-important capital 
restructuring process, aiming to create a stable and long-term 
capital structure for Frigoglass. In April 2017, we reached an 
agreement with an ad-hoc committee representing certain 
holders of the 8.25% Senior Notes due 2018, core lending 
banks and Frigoglass major shareholder to restructure 
our indebtedness.   

The year has been 
filled with continued 
product innovation.”

“
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Through pricing initiatives in our Nigerian 
Glass business we limited the effect in 
our operating profitability caused by the 
Naira’s devaluation.

Despite the unfavorable macroeconomic 
environment, we have made solid 
progress on many areas, especially in the 
implementation of our strategy and the 
improvement of our cost competitiveness in 
both Cool and Glass businesses. The progress 
we have made would not have been possible 
without the firm commitment of our people. 
I would like to take this opportunity to thank 
each and every one of our 5,000 employees 
around the world for their hard work and 
dedication through difficult times. I would 
also like to extend my sincere appreciation 
to the Board of Directors for their support, 
guidance and active engagement. 

Outlook 

2016 has been a very challenging year for 
Frigoglass, but I remain confident about the 
future of this great organization. 

The transformational capital restructuring 
transaction will significantly reduce our 
outstanding debt and annual interest cost. 
The new capital structure and improved 
liquidity will allow us to focus on delivering 
our strategic priorities going forward. The 
progress that has been made in the past year 
will continue and will reap rewards. The key 
strategic drivers that we have put in place 
- Customer Focus, Innovation Leadership, 
Quality First, Winning Organization, 
Integrated Services and Cost Leadership 
- will be at the heart of this sustained 
improvement. 

Strong foundations have been laid with 
regards to our commercial transformation. 
Our revamped commercial organization 
will focus on strengthening partnerships, 
adopting a go-to-market approach and 
developing commercial team capabilities 
that will help us achieve our goals. 

In addition, we will continue to differentiate 
our business through our industry leading 
innovation, expanding our product portfolio 
pipeline and offering pioneering solutions 
and best-in-class services. 

I am aware that it will be another challenging 
year, but with the customer at the center 
of our business, 2017 will be a year of 
further progress. 

Nikos Mamoulis
Chief Executive Officer
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The key strategic 
drivers that we have put 
in place - Customer Focus, 
Innovation Leadership, 
Quality First, Winning 
Organization, Integrated 
Services and Cost 
Leadership - will be at the 
heart of this sustained 
improvement.”

“


