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19 July 2004                                        

CONSOLIDATED TURNOVER FOR THE THREE MONTHS

APRIL - JUNE 2004
A good first quarter

At 30 June 2004, Rémy Cointreau's consolidated turnover was €178.9 million, an organic growth of 11.8% compared with the previous year. This performance demonstrates the dynamism noted at the end of 2003/04, particularly in Asia and the US, two growth drivers.

Divisional analysis:

(€ millions)                  

3 months     
3 months
% Change


to 30.6.04
to 30.6.03
Organic*



  (published)

Cognac
60.3
49.5
28.6

Liqueurs                                    
  35.8                   
36.5
1.3

Spirits
40.1
37.8
14.6

Champagne
               18.9 
                   21.1
                 (10.4)

Partner brands   
            23.8 
                    23.3   
               7.9

Total     
                             178.9    
              168.2    
             11.8

*on a like-for-like basis

Cognac
Rémy Martin achieved organic growth of 28.6% and volume growth of 21.1% compared with the first quarter of last year which was affected by the SARS crisis. Growth was particularly strong in Asia and the US.

Liqueurs 

The organic growth of 1.3% reflected the weight of  European markets, which remained sluggish. In the US, consumer demand was positive for Cointreau, which also confirmed its progress in Japan.

Spirits

The strong organic growth of 14.6% was due, in particular, to Vodka in Poland where Bols Vodka achieved an excellent first quarter. Mount Gay rum also performed well.

- MORE -

Champagne

Piper-Heidsieck continued to grow, sustained by successful innovations (Rosé Sauvage, Sublime and Rare), particularly in the UK. The organic decline in sales during the period was primarily due to a reduction in other divisional brands, particularly in France.

Partner Brands

Growth in this division was driven by Scotch whisky in the US.

These initial results are in line with the value strategy that the Group has defined for the year: improvement in the product mix and increased volumes.  

High marketing investment and the launch of innovative products should enable Rémy Cointreau to achieve its organic growth objectives for 2004/05.
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