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Section 2 – Financial Information
Item 2.02.

Results of Operations and Financial Condition.

On June 9, 2015, Greif, Inc. (the “Company”) issued a press release (the “Earnings Release”) announcing the financial results for its second
quarter ended April 30, 2015. The full text of the Earnings Release is attached as Exhibit 99.1 to this Current Report on Form 8-K.
The Earnings Release included the following non-GAAP financial measures (the “non-GAAP Measures”):
(i)

earnings per diluted class A share of the Company before special items for the second quarter of 2015 and the second quarter of
2014, which is equal to earnings per diluted class A share on the Company for the applicable quarter plus restructuring charges, plus
acquisition-related costs plus non-cash asset impairment charges less timberland gains and less gains or plus losses, as applicable,
on disposal of properties, plants, equipment and businesses, net of tax, each on a consolidated basis for the applicable quarter;

(ii)

net sales excluding the impact of divestitures for each of the Company’s business segments (other than the Land Management
segment) for the second quarter of 2015 and the second quarter of 2014, which is equal to that business segment’s net sales for the
applicable quarter as adjusted for divestitures occurring during fiscal years 2015 and 2014 as applicable to that business segment;

(iii) operating profit before special items excluding the impact of divestitures for each of the Company’s business segments (other than
the Paper Packaging and Land Management segments), which is equal to that business segment’s operating profit plus that business
segment’s restructuring charges, plus that business segment’s acquisition-related costs, plus that business segment’s non-cash asset
impairment charges, and less gains or plus losses, as applicable to that business segment, on disposal of properties, plants,
equipment, and businesses, net, and as further adjusted for divestitures occurring during fiscal years 2015 and 2014 as applicable to
that business segment; and
(iv) operating profit before special items for the Land Management segment, which is equal to the Land Management segment’s
operating profit less timberland gains and less gains on disposal of properties, plants, equipment, and businesses, net.
Management of the Company uses the non-GAAP Measures to evaluate ongoing operations and believes that these non-GAAP Measures are
useful to enable investors to perform meaningful comparisons of current and historical performance of the Company. Management of the
Company also believes that the non-GAAP Measures provide a more stable platform on which to compare the historical performance of the
Company than the most nearly equivalent GAAP data.

Section 7 – Regulation FD
Item 7.01.

Regulation FD Disclosure.

On June 9, 2015, the Company released recorded remarks of management, made available on the Company’s website at
www.greif.com/investors , regarding the Company’s financial results for its second quarter ended April 30, 2015. The file transcript of
management’s recorded remarks is attached as Exhibit 99.2 to this Current Report on Form 8-K.
On June 10, 2015, management of the Company held a conference call with interested investors and financial analysts (the “Conference Call”)
to discuss the Company’s financial results for its second quarter ended April 30, 2015. The file transcript of the Conference Call is attached as
Exhibit 99.3 to this Current Report on Form 8-K.

Section 9 – Financial Statements and Exhibits
Item 9.01.
(d)

Financial Statements and Exhibits.

Exhibits.

Exhibit
No.

Description

99.1

Press release issued by Greif, Inc. on June 9, 2015 announcing the financial results for its second quarter ended April 30, 2015.

99.2

File transcript of recorded remarks of management of Greif, Inc., made available on the company’s website at
www.greif.com/investors on June 9, 2015, regarding the financial results for its second quarter ended April 30, 2015.

99.3

File transcript of conference call held by management of Greif, Inc. on June 10, 2015.

SIGNATURES
Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on its behalf by the
undersigned hereunto duly authorized.
GREIF, INC.
Date: June 15, 2015

By /s/ Lawrence A. Hilsheimer
Lawrence A. Hilsheimer,
Executive Vice President and Chief Financial Officer
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Press release issued by Greif, Inc. on June 9, 2015 announcing the financial results for its second quarter ended April 30, 2015.

99.2

File transcript of recorded remarks of management of Greif, Inc., made available on the company’s website at
www.greif.com/investors on June 9, 2015, regarding the financial results for its second quarter ended April 30, 2015.

99.3

File transcript of conference call held by management of Greif, Inc. on June 10, 2015.

Exhibit 99.1

Contacts
Analyst: Robert Lentz
614-876-2000

Media: Scott Griffin
740-657-6516

Greif Reports Second Quarter 2015 Results
DELAWARE, Ohio (June 9, 2015) – Greif, Inc. (NYSE: GEF, GEF.B), a world leader in industrial packaging products and services, today
reported second quarter 2015 net income attributable to the corporation totaling $20.8 million or $0.35 per diluted Class A share on sales of
$915.9 million compared with net income of $38.4 million or $0.65 per diluted Class A share on sales of $1,065.5 million in the second quarter
of 2014. After adjusting for the effect of divestitures and currency translation, sales for the quarter were flat compared to the second quarter of
2014. Excluding the impact of special items 1 , earnings were $0.53 per diluted Class A share compared to $0.58 per diluted Class A share for
the second quarter of 2014.
David B. Fischer, president and chief executive officer, stated, “The second quarter adjusted earnings were in line with our expectations;
however, the forecasted results for our North American businesses are expected to be below previous forecasts for the second half of 2015.
Several positive trends emerged in our international operations during the second quarter, although foreign exchange rates continued to have a
negative impact. We are addressing specific issues to improve the company’s overall performance, and we remain committed to our long-term
plans.”
Mr. Fischer added, “During the second quarter we took significant steps to lower our structural costs which included SG&A headcount
reduction plans plus plant closures, divestitures and network consolidation in our rigid industrial packaging business. These actions are part of
our comprehensive transformation activities which are focused on creating significant value in our business. We have recently completed
installation of a new corrugator in North Carolina and we are in the final stages of completing the modernization of our Riverville
containerboard mill in Virginia and returning it to full production. These additions to the Paper Packaging network are expected to begin
contributing incremental benefits later this year as they move beyond initial start-up operations. The combination of these growth investments
with further implementation of transformation initiatives across the enterprise are expected to position us for solid improvement in fiscal 2016.”
Rigid Industrial Packaging & Services
Net sales decreased 15.0 percent to $666.6 million for the second quarter of 2015 compared with $784.3 million for the second quarter of 2014.
Excluding the impact of divestitures 2 , net sales decreased 12.5 percent to $645.7 million for the second quarter of 2015 compared with $737.6
million for the second quarter of 2014. The decrease in net sales was primarily due to the negative impact of foreign currency translation of
10.4 percent. Overall volumes were flat compared to the second quarter of 2014, with increases of 4.8 percent in Europe and decreases of 7.5
percent in Latin America and 2.2 percent in North America.
Operating profit was $25.8 million for the second quarter of 2015 compared to $51.2 million for the second quarter of 2014. The decrease was
primarily attributable to the negative impact of foreign currency translation, higher restructuring and non-cash asset impairment charges, and a
loss on the sale of a business in North America. Operating profit excluding special items and the impact of divestitures 3 was $49.4 million for
the second quarter of 2015 versus $51.5 million for the second quarter of 2014.
1
2
3

A summary of all special items that are included in the price per diluted Class A share before special items and operating profit before
special items is set forth in the Selected Financial Highlights table following the Company Outlook in this release
A summary of all adjustments related to the divestitures that are excluded from net sales, gross profit and operating profit is set forth in
the Selected Financial Highlights table following the Company Outlook in this release
A summary of all adjustments excluding special items and the impact of divestitures that are excluded from operating profit is set forth in
the Selected Financial Highlights table following the Company Outlook in this release

Note: A reconciliation of the differences between all non-GAAP financial measures used in this release with the most directly comparable
GAAP financial measures is included in the financial schedules that are a part of this release.

Paper Packaging
Net sales decreased 5.5 percent to $160.4 million for the second quarter of 2015 compared with $169.8 million for the second quarter of 2014.
Excluding the impact of divestitures, net sales decreased 2.8 percent to $160.4 million for the second quarter of 2015 compared with $165.1
million for the second quarter of 2014. The decrease was attributable to lower prices for containerboard produced by the Company’s mills and
slightly lower volumes in the corrugated sheet business.
Operating profit was $27.1 million for the second quarter of 2015 compared with $26.5 million for the second quarter of 2014. The increase
was primarily due to lower freight, maintenance and utility costs, partially offset by the same factors impacting net sales, as described above.
Flexible Products & Services
Net sales decreased 22.1 percent to $82.0 million for the second quarter of 2015 compared with $105.3 million for the second quarter of 2014.
Excluding the impact of divestitures, net sales decreased 9.3 percent to $82.0 million for the second quarter of 2015 compared with $90.4
million for the second quarter of 2014. The decrease was primarily attributable to the negative impact of foreign currency translation of 15.2
percent, partially offset by an increase in selling prices.
Operating loss was $5.3 million for the second quarter of 2015 versus operating loss of $10.3 million for the second quarter of 2014. Operating
loss before special items and excluding the impact of divestitures was $5.7 million for the second quarter of 2015 versus $7.7 million for the
second quarter of 2014. This decrease in operating loss was primarily due to lower personnel, security and alternative supply costs compared to
the prior period, because the prior period included costs associated with the occupation of the Hadimkoy facility, partially offset by higher costs
of the move to an in-house labor force, prompted primarily by changes in the local regulatory environment.
Land Management
Net sales increased 13.1 percent to $6.9 million for the second quarter of 2015 compared with $6.1 million for the second quarter of 2014. The
increase was due to higher timber sales as planned for the second quarter of 2015.
Timberland gains were immaterial for the second quarter of 2015 compared with $8.7 million for the second quarter of 2014. Operating profit
was $3.5 million for the second quarter of 2015 compared with $11.7 million for the second quarter of 2014. The decrease was due to the
impact of timberland gains in the second quarter of 2014. Operating profit before special items was $2.6 million for the second quarter of 2015
compared with $1.7 million for the second quarter of 2014. This increase was due to the same factor impacting net sales.
Company Outlook
While positive demand and gross margin trends in international operations emerged during the second quarter and the impact of the company’s
transformation actions have begun being realized, annual adjusted earnings are expected to be lower than forecasted at the beginning of the
year. The principal factors contributing to this expected decline are based on recent results and near term expectations on lower volumes and
gross margins for the company’s North American businesses, and the continuing impact of unfavorable foreign exchange rates. Based on these
factors, fiscal 2015 adjusted Class A earnings per share are now expected to be in the range of $1.65 to $1.75, excluding gains and losses on the
sales of businesses, timberland and property, plant and equipment, and acquisition related costs, as well as restructuring and impairment
charges.

GREIF, INC. AND SUBSIDIARY COMPANIES
SELECTED FINANCIAL HIGHLIGHTS
UNAUDITED
(Dollars and shares in millions, except per share amounts)
Three months ended
April 30
2015
2014

Selected Financial Highlights
Net sales
Operating profit
Operating profit before special items
EBITDA
Cash provided by (used in) operating activities
Net income attributable to Greif, Inc.
Diluted Class A earnings per share attributable to Greif, Inc.
Diluted Class A earnings per share attributable to Greif, Inc. before special items

$915.9
51.1
72.6
83.3
32.8
20.8
$ 0.35
$ 0.53

Special items
Restructuring charges
Acquisition-related costs
Timberland gains
Non-cash asset impairment charges
Gain (loss) on disposal of properties, plants, equipment and businesses, net
Total special items
Total special items, net of tax
Impact of total special items, net of tax, on diluted Class A earnings per share attributable to
Greif, Inc.

Working capital 4
Net working capital 4
Long-term debt
Net debt 5

Net Sales
Gross Profit
Operating Profit
Operating Profit before special items :

$ (0.18) $

0.07

0.15

$

915.9
181.1
51.1
72.6

$

1,065.5
204.3
79.1
71.9

303.0
217.9
1,087.4
1,068.0

Impact of
Divestitures

$

20.9
0.1
(2.7)
(1.7)

Impact of
Divestitures

2014

Net Sales
Gross Profit
Operating Profit
Operating Profit before special items :

(6.3)
(0.8)
17.1
(0.2)
3.5
13.3
8.7

October 31, 2014

$

$

66.3
7.5
0.8
0.1

Impact of
Divestitures
2015

4
5

$

895.0

$

0.05

$

April 30, 2014

$

362.0
274.6
1,300.8
1,298.8

Excluding the
Impact of
Divestitures
2015

$

895.0
181.0
53.8
74.3

Excluding the
Impact of
Divestitures
2014

$

999.2
196.8
78.3
71.8

Excluding the
Impact of
Divestitures and

Excluding the

Net Sales

$1,818.2 $2,067.0
116.5
150.5
114.9
137.2
183.2
224.1
(26.5)
41.5
50.9
69.1
$ 0.87 $ 1.18
$ 0.82 $ 1.03

(3.9) $ (10.5) $
(0.3)
(0.2)
8.7
24.3
—
(4.7)
2.7
(7.3)
7.2
1.6
4.8
2.7

$

2015

$1,065.5
79.1
71.9
116.3
103.7
38.4
$ 0.65
$ 0.58

$ (7.3) $
—
—
(4.5)
(9.7)
(21.5)
(10.7)

April 30, 2015

360.3
292.9
1,127.2
1,148.7

Six months ended
April 30
2015
2014

Impact of
Currency
Translation

$

(97.6)

Currency
Translation
2015

$

992.6

Working capital represents current assets less current liabilities. Net working capital represents working capital less cash and cash
equivalents.
Net debt represents long-term debt plus the current portion of long-term debt plus short-term borrowings less cash and cash equivalents.

Conference Call
The company will host a conference call to discuss the second quarter of 2015 results on June 10, 2015, at 10 a.m. Eastern Time (ET). To
participate, domestic callers should call 877-485-3107 and ask for the Greif conference call. The number for international callers is +1 201689-8427. Phone lines will open at 9:50 a.m. ET. The conference call will also be available through a live webcast, including slides, which can
be accessed at www.greif.com in the Investor Center/Conference Calls. A replay of the conference call will be available on the company’s
website approximately one hour following the call.
About Greif
Greif is a world leader in industrial packaging products and services. The company produces steel, plastic, fibre, flexible and corrugated
containers and containerboard, and provides reconditioning, blending, filling and packaging services for a wide range of industries. Greif also
manages timber properties in North America. The company is strategically positioned in more than 50 countries to serve global as well as
regional customers. Additional information is on the company’s website at www.greif.com.
Forward-Looking Statements
This release contains forward-looking statements within the meaning of the Private Securities Litigation Reform Act of 1995. The words
“may,” “will,” “expect,” “intend,” “estimate,” “anticipate,” “aspiration,” “objective,” “project,” “believe,” “continue,” “on track” or “target” or
the negative thereof and similar expressions, among others, identify forward-looking statements. All forward-looking statements are based on
assumptions, expectations and other information currently available to management. Such forward-looking statements are subject to certain
risks and uncertainties that could cause the company’s actual results to differ materially from those forecasted, projected or anticipated,
whether expressed or implied. The most significant of these risks and uncertainties are described in Part I of the company’s Annual Report on
Form 10-K for the fiscal year ended Oct. 31, 2014. The company undertakes no obligation to update or revise any forward-looking statements.
Although the Company believes that the expectations reflected in forward-looking statements have a reasonable basis, the Company can give
no assurance that these expectations will prove to be correct. Forward-looking statements are subject to risks and uncertainties that could cause
the Company’s actual results to differ materially from those forecasted, projected or anticipated, whether expressed in or implied by the
statements. Such risks and uncertainties that might cause a difference include, but are not limited to, the following: (i) historically, our business
has been sensitive to changes in general economic or business conditions, (ii) our operations subject us to currency exchange and political risks
that could adversely affect our results of operations, (iii) the current and future challenging global economy and disruption and volatility of the
financial and credit markets may adversely affect our business, (iv) the continuing consolidation of our customer base and suppliers may
intensify pricing pressure, (v) we operate in highly competitive industries, (vi) our business is sensitive to changes in industry demands,
(vii) raw material and energy price fluctuations and shortages may adversely impact our manufacturing operations and costs, (viii) we may
encounter difficulties arising from acquisitions, (ix) we may incur additional restructuring costs and there is no guarantee that our efforts to
reduce costs will be successful, (x) tax legislation initiatives or challenges to our tax positions may adversely impact our results or condition,
(xi) full realization of our deferred tax assets may be affected by a number of factors, (xii) several operations are conducted by joint ventures
that we cannot operate solely for our benefit, (xiii) our ability to attract, develop and retain talented and qualified employees, managers and
executives is critical to our success, (xiv) our business may be adversely impacted by work stoppages and other labor relations matters, (xv) we
may be subject to losses that might not be covered in whole or in part by existing insurance reserves or insurance coverage, (xvi) our business
depends on the uninterrupted operations of our facilities, systems and business functions, including our information technology and other
business systems, (xvii) a security breach of customer, employee, supplier or company information may have a material adverse effect on our
business, financial condition and results of operations, (xviii) legislation/regulation related to environmental and health and safety matters and
corporate social responsibility could negatively impact our operations and financial performance, (xix) product liability claims and other legal
proceedings could adversely affect our operations and financial performance, (xx) we may incur fines or penalties, damage to our reputation or
other adverse consequences if our employees, agents or business partners violate, or are alleged to have violated, anti-bribery, competition or
other laws, (xxi) changing climate, climate change regulations and greenhouse gas effects may adversely affect our operations and financial
performance, (xxii) the frequency and volume of our timber and timberland sales will impact our financial performance, (xxiii) changes in U.S.
generally accepted accounting principles and SEC rules and regulations could materially impact our reported results,

(xxiv) if the company fails to maintain an effective system of internal control, the company may not be able to accurately report financial
results or prevent fraud, and (xxv) the company has a significant amount of goodwill, and if impaired in the future, would adversely impact our
results of operations. Changes in business results may impact our book tax rates. The risks described above are not all-inclusive, and given
these and other possible risks and uncertainties, investors should not place undue reliance on forward-looking statements as a prediction of
actual results. For a detailed discussion of the most significant risks and uncertainties that could cause our actual results to differ materially
from those forecasted, projected or anticipated, see “Risk Factors” in Part I, Item 1A of our most recently filed Form 10-K and our other filings
with the Securities and Exchange Commission. All forward-looking statements made in this news release are expressly qualified in their
entirety by reference to such risk factors. Except to the limited extent required by applicable law, we undertake no obligation to update or
revise any forward-looking statements, whether as a result of new information, future events or otherwise.

GREIF, INC. AND SUBSIDIARY COMPANIES
CONDENSED CONSOLIDATED STATEMENTS OF INCOME
UNAUDITED
(Dollars and shares in millions, except per share amounts)
Three months ended
April 30
2015
2014

Net sales
Cost of products sold
Gross profit
Selling, general and administrative expenses
Restructuring charges
Timberland gains
Non-cash asset impairment charges
Gain on disposal of properties, plants and equipment, net
(Gain) loss on disposal of businesses
Operating profit

$915.9
734.8
181.1

$1,065.5
861.2
204.3

Six months ended
April 30
2015
2014

$1,818.2
1,483.2
335.0

$2,067.0
1,676.6
390.4

108.5
7.3
—
4.5
(0.7)
10.4
51.1

132.7
3.9
(8.7)
—
(1.5)
(1.2)
79.1

220.3
10.5
(24.3)
4.7
(2.3)
9.6
116.5

254.0
6.3
(17.1)
0.2
(4.1)
0.6
150.5

18.2
2.5

20.4
2.2

37.8
2.6

40.8
5.0

30.4

56.5

76.1

104.7

9.6

19.5

27.1

36.0

Equity earnings (losses) of unconsolidated affiliates, net of tax
Net income
Net loss attributable to noncontrolling interests
Net income attributable to Greif, Inc.

(0.3)
20.5
0.3
$ 20.8 $

0.1
37.1
1.3
38.4

$

(0.3)
48.7
2.2
50.9 $

0.2
68.9
0.2
69.1

Basic earnings per share attributable to Greif, Inc. common shareholders:
Class A Common Stock
Class B Common Stock

$ 0.35
$ 0.53

$
$

0.65
0.98

$
$

0.87
1.29

$
$

1.18
1.76

Diluted earnings per share attributable to Greif, Inc. common shareholders:
Class A Common Stock
Class B Common Stock

$ 0.35
$ 0.53

$
$

0.65
0.98

$
$

0.87
1.29

$
$

1.18
1.76

Interest expense, net
Other expense, net
Income before income tax expense and equity earnings of unconsolidated affiliates, net
Income tax expense

Shares used to calculate basic earnings per share attributable to Greif, Inc. common
shareholders:
Class A Common Stock
Class B Common Stock

25.7
22.1

25.5
22.1

25.6
22.1

25.5
22.1

Shares used to calculate diluted earnings per share attributable to Greif, Inc. common
shareholders:
Class A Common Stock
Class B Common Stock

25.7
22.1

25.6
22.1

25.7
22.1

25.5
22.1

GREIF, INC. AND SUBSIDIARY COMPANIES
CONDENSED CONSOLIDATED BALANCE SHEETS
UNAUDITED
(Dollars in millions)
April 30, 2015

October 31, 2014

$

$

ASSETS
CURRENT ASSETS
Cash and cash equivalents
Trade accounts receivable
Inventories
Other current assets
LONG-TERM ASSETS
Goodwill
Intangible assets
Assets held by special purpose entities
Other long-term assets
PROPERTIES, PLANTS AND EQUIPMENT

67.4
459.8
363.2
180.2
1,070.6

85.1
501.3
381.1
187.2
1,154.7

813.4
143.3
50.9
109.3
1,116.9

880.2
166.5
50.9
122.1
1,219.7

1,233.3

1,293.0

$

3,420.8

$

3,667.4

$

357.5
63.1
25.8
263.9
710.3

$

471.1
48.1
17.6
314.9
851.7

LIABILITIES AND EQUITY
CURRENT LIABILITIES
Accounts payable
Short-term borrowings
Current portion of long-term debt
Other current liabilities
LONG-TERM LIABILITIES
Long-term debt
Liabilities held by special purpose entities
Other long-term liabilities
TOTAL EQUITY
$

1,127.2
43.3
436.3
1,606.8

1,087.4
43.3
461.8
1,592.5

1,103.7

1,223.2

3,420.8

$

3,667.4

GREIF, INC. AND SUBSIDIARY COMPANIES
CONDENSED CONSOLIDATED STATEMENTS OF CASH FLOWS
UNAUDITED
(Dollars in millions)
Three months ended
April 30
2015
2014

CASH FLOWS FROM OPERATING ACTIVITIES:
Net income
Depreciation, depletion and amortization
Asset impairments
Other non-cash adjustments to net income
Working capital changes
Increase (decrease) in cash from changes in certain assets and liabilities and other
Net cash provided by (used in) operating activities
CASH FLOWS FROM INVESTING ACTIVITIES:
Acquisitions of companies, net of cash acquired
Purchases of properties, plants and equipment
Purchases of timber properties
Proceeds from the sale of properties, plants, equipment, businesses, timberland and other
assets
Payments on notes receivable with related party, net
Other
Net cash used in investing activities
CASH FLOWS FROM FINANCING ACTIVITIES:
Proceeds from (payments on) debt, net
Dividends paid
Other
Net cash provided by (used in) financing activities
Effects of exchange rates on cash
Net increase (decrease) in cash and cash equivalents
Cash and cash equivalents at beginning of the period
Cash and cash equivalents at end of the period

Six months ended
April 30
2015
2014

$ 20.5
34.7
4.5
(2.3)
(21.3)
(3.3)
32.8

$ 37.1
39.4
—
(14.7)
47.6
(5.7)
103.7

$ 48.7
69.3
4.7
(23.9)
(80.0)
(45.3)
(26.5)

$ 68.9
78.6
0.2
(24.7)
(54.3)
(27.2)
41.5

—
(30.6)
—

—
(27.5)
(25.7)

(0.4)
(69.8)
(25.4)

(52.3)
(62.0)
(33.7)

12.7
—
—
(17.9)

21.8
(0.4)
0.9
(30.9)

51.7
—
—
(43.9)

36.6
—
0.9
(110.5)

24.1
(24.7)
(0.9)
(1.5)

(51.8)
(24.7)
5.4
(71.1)

108.4
(49.2)
(1.4)
57.8

123.2
(49.1)
4.9
79.0

(1.8)

3.7

(5.1)

(0.7)

5.4
82.0
$ 87.4

(17.7)
85.1
$ 67.4

11.6
55.8
$ 67.4

9.3
78.1
$ 87.4

GREIF, INC. AND SUBSIDIARY COMPANIES
FINANCIAL HIGHLIGHTS BY SEGMENT
UNAUDITED
(Dollars in millions)
Three months ended
April 30
2015
2014

Six months ended
April 30
2015
2014

Net sales:
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products & Services
Land Management
Total net sales

$666.6
160.4
82.0
6.9
$915.9

Operating profit (loss):
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products & Services
Land Management
Total operating profit

$ 25.8 $ 51.2 $ 46.0 $ 80.4
27.1
26.5
55.2
56.5
(5.3)
(10.3)
(14.1)
(9.5)
3.5
11.7
29.4
23.1
$ 51.1 $ 79.1 $ 116.5 $ 150.5

EBITDA 6 :
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products & Services
Land Management
Total EBITDA

$ 48.0 $ 77.6 $ 92.8 $ 131.4
34.4
33.8
69.9
71.8
(3.7)
(7.6)
(10.7)
(3.8)
4.6
12.5
31.2
24.7
$ 83.3 $ 116.3 $ 183.2 $ 224.1

6

$ 784.3
169.8
105.3
6.1
$1,065.5

$1,316.3
319.6
170.1
12.2
$1,818.2

$1,496.6
339.6
218.5
12.3
$2,067.0

EBITDA is defined as net income, plus interest expense, net, plus income tax expense, less equity earnings of unconsolidated affiliates,
net of tax, plus depreciation, depletion and amortization. However, because the company does not calculate net income by segment, this
table calculates EBITDA by segment with reference to operating profit (loss) by segment, which, as demonstrated in the table of
Consolidated EBITDA, is another method to achieve the same result. See the reconciliations in the table of Segment EBITDA.

GREIF, INC. AND SUBSIDIARY COMPANIES
GAAP TO NON-GAAP RECONCILIATION
NET WORKING CAPITAL AND NET DEBT
UNAUDITED
(Dollars in millions)
April 30, 2015

October 31, 2014

April 30, 2014

Current assets
Less: current liabilities
Working capital
Less: cash and cash equivalents
Net working capital

$

1,070.6
710.3
360.3
67.4
292.9

$

1,154.7
851.7
303.0
85.1
217.9

$

Long-term debt
Plus: current portion of long-term debt
Plus: short-term borrowings
Less: cash and cash equivalents
Net debt

$

1,127.2
25.8
63.1
67.4
1,148.7

$

1,087.4
17.6
48.1
85.1
1,068.0

$

$

$

$

$

$

$

1,175.8
813.8
362.0
87.4
274.6
1,300.8
15.0
70.4
87.4
1,298.8

GREIF, INC. AND SUBSIDIARY COMPANIES
GAAP TO NON-GAAP RECONCILIATION
CONSOLIDATED EBITDA 7
UNAUDITED
(Dollars in millions)
Three months ended
April 30
2015
2014

Six months ended
April 30
2015
2014

Net income
Plus: interest expense, net
Plus: income tax expense
Plus: depreciation, depletion and amortization expense
Less: equity earnings (losses) of unconsolidated affiliates, net of tax
EBITDA

$ 20.5
18.2
9.6
34.7
(0.3)
$ 83.3

$

37.1
20.4
19.5
39.4
0.1
$ 116.3

$ 48.7
37.8
27.1
69.3
(0.3)
$183.2

$ 68.9
40.8
36.0
78.6
0.2
$224.1

Net income
Plus: interest expense, net
Plus: income tax expense
Plus: other expense, net
Less: equity earnings (losses) of unconsolidated affiliates, net of tax
Operating profit
Less: other expense, net
Plus: depreciation, depletion and amortization expense
EBITDA

$ 20.5
18.2
9.6
2.5
(0.3)
51.1
2.5
34.7
$ 83.3

$

$ 48.7
37.8
27.1
2.6
(0.3)
116.5
2.6
69.3
$183.2

$ 68.9
40.8
36.0
5.0
0.2
150.5
5.0
78.6
$224.1

7

37.1
20.4
19.5
2.2
0.1
79.1
2.2
39.4
$ 116.3

EBITDA is defined as net income, plus interest expense, net, plus income tax expense, less equity earnings of unconsolidated affiliates,
net of tax, plus depreciation, depletion and amortization. As demonstrated in this table, EBITDA can also be calculated with reference to
operating profit.

GREIF, INC. AND SUBSIDIARY COMPANIES
GAAP TO NON-GAAP RECONCILIATION
SEGMENT EBITDA 8
UNAUDITED
(Dollars in millions)
Three months ended
April 30
2015
2014

Rigid Industrial Packaging & Services
Operating profit
Less: other expense, net
Plus: depreciation and amortization expense
EBITDA

$ 25.8
2.0
24.2
$ 48.0

$

Paper Packaging
Operating profit
Less: other expense, net
Plus: depreciation and amortization expense
EBITDA

$ 27.1
—
7.3
$ 34.4

$

Flexible Products & Services
Operating loss
Less: other expense, net
Plus: depreciation and amortization expense
EBITDA

$ (5.3)
0.5
2.1
$ (3.7)
$

Land Management
Operating profit
Plus: depreciation, depletion and amortization expense
EBITDA
Consolidated EBITDA
8

$

3.5
1.1
4.6

$ 83.3

Six months ended
April 30
2015
2014

51.2
0.4
26.8
77.6

$ 46.0
1.6
48.4
$ 92.8

$ 80.4
3.3
54.3
$131.4

26.5
0.8
8.1
33.8

$ 55.2
—
14.7
$ 69.9

$ 56.5
—
15.3
$ 71.8

$ (10.3)
1.0
3.7
$ (7.6)

$ (14.1)
1.0
4.4
$ (10.7)

$ (9.5)
1.7
7.4
$ (3.8)

$

11.7
0.8
12.5

$ 29.4
1.8
$ 31.2

$ 23.1
1.6
$ 24.7

$ 116.3

$183.2

$224.1

$

$

$

EBITDA is defined as net income, plus interest expense, net, plus income tax expense, less equity earnings of unconsolidated affiliates,
net of tax, plus depreciation, depletion and amortization. However, because the company does not calculate net income by segment, this
table calculates EBITDA by segment with reference to operating profit (loss) by segment, which, as demonstrated in the table of
Consolidated EBITDA, is another method to achieve the same result.

GREIF, INC. AND SUBSIDIARY COMPANIES
GAAP TO NON-GAAP RECONCILIATION
FREE CASH FLOW 9
UNAUDITED
(Dollars in millions)
Three months ended
April 30
2015
2014

Net cash provided by (used in) operating activities
Less: Capital expenditures
Free Cash Flows
9

Free cash flow is defined as net cash provided by operating activities less capital expenditures.

$ 32.8
(30.6)
$ 2.2

$ 103.7
(27.5)
$ 76.2

Six months ended
April 30
2015
2014

$(26.5)
$(69.8)
$(96.3)

$ 41.5
$(62.0)
$(20.5)

GREIF, INC. AND SUBSIDIARY COMPANIES
GEOGRAPHIC DATA
UNAUDITED
(Dollars in millions)
Three months ended
April 30
2015
2014

Six months ended
April 30
2015
2014

Net sales:
North America
Europe, Middle East and Africa
Asia Pacific and Latin America
Total net sales

$452.1
322.8
141.0
$915.9

$ 499.4
415.7
150.4
$1,065.5

$ 886.7
642.6
288.9
$1,818.2

$ 966.9
790.7
309.4
$2,067.0

Operating profit:
North America
Europe, Middle East and Africa
Asia Pacific and Latin America
Total operating profit

$ 10.5
24.4
16.2
$ 51.1

$

$

$ 109.9
32.3
8.3
$ 150.5

Notes:

$

56.2
18.4
4.5
79.1

68.1
26.9
21.5
$ 116.5

The North America region includes businesses from Rigid Industrial Packaging & Services, Paper Packaging, Flexible Products &
Services and Land Management.
The Europe, Middle East and Africa region includes businesses from Rigid Industrial Packaging & Services and Flexible Products &
Services.
The Asia Pacific and Latin America region includes businesses from Rigid Industrial Packaging & Services and Flexible Products &
Services.

GREIF, INC. AND SUBSIDIARY COMPANIES
SPECIAL ITEMS BY SEGMENT
UNAUDITED
(Dollars in millions)
Three months ended
April 30
2015
2014

Rigid Industrial Packaging & Services
Restructuring charges
Acquisition-related costs
Non-cash asset impairment charges
(Gain) loss on disposal of properties, plants, equipment and businesses, net
Total special Items

$

6.4
—
4.8
10.7
21.9

$

0.8
0.3
—
(1.3)
(0.2)

Six months ended
April 30
2015
2014

$ 8.8
0.2
4.9
9.5
23.4

$ 3.1
0.8
0.2
0.2
4.3

Paper Packaging
Restructuring charges
Non-cash asset impairment charges
Gain on disposal of properties, plants, equipment and businesses, net
Total special Items

0.5
0.5
(0.1)
0.9

—
—
—
—

0.5
0.5
(0.1)
0.9

—
—
(0.8)
(0.8)

Flexible Products & Services
Restructuring charges
Non-cash asset impairment charges
Gain on disposal of properties, plants, equipment and businesses, net
Total special Items

0.4
(0.8)
—
(0.4)

3.1
—
(0.1)
3.0

1.2
(0.7)
(0.8)
(0.3)

3.2
—
(0.2)
3.0

Land Management
Timberland gains
Gain on disposal of properties, plants, equipment and businesses, net
Total special Items

—
(0.9)
(0.9)

(8.7)
(1.3)
(10.0)

(24.3)
(1.3)
(25.6)

(17.1)
(2.7)
(19.8)

(7.2)

$ (1.6)

$(13.3)

Total special items

$ 21.5

$

GREIF, INC. AND SUBSIDIARY COMPANIES
GAAP TO NON-GAAP RECONCILIATION
SEGMENT OPERATING PROFIT (LOSS) BEFORE SPECIAL ITEMS
UNAUDITED
(Dollars in millions)
Three months ended
April 30
2015
2014

Operating profit (loss):
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products & Services
Land Management
Total operating profit (loss)
Restructuring charges:
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products & Services
Total restructuring charges
Acquisition-related costs:
Rigid Industrial Packaging & Services
Total acquisition-related costs
Timberland gains:
Land Management
Total timberland gains
Non-cash asset impairment charges:
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products & Services
Total non-cash asset impairment charges
(Gain) loss on disposal of properties, plants, equipment and businesses, net:
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products & Services
Land Management
Total (gain) loss on disposal of properties, plants, equipment and businesses, net:
Operating profit (loss) before special items 10 :
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products & Services
Land Management
Total operating profit (loss) before special items
10

$ 25.8
27.1
(5.3)
3.5
51.1

$

51.2
26.5
(10.3)
11.7
79.1

Six months ended
April 30
2015
2014

$ 46.0
55.2
(14.1)
29.4
116.5

$ 80.4
56.5
(9.5)
23.1
150.5

6.4
0.5
0.4
7.3

0.8
—
3.1
3.9

8.8
0.5
1.2
10.5

3.1
—
3.2
6.3

—
—

0.3
0.3

0.2
0.2

0.8
0.8

—
—

(8.7)
(8.7)

(24.3)
(24.3)

(17.1)
(17.1)

4.8
0.5
(0.8)
4.5

—
—
—
—

4.9
0.5
(0.7)
4.7

0.2
—
—
0.2

10.7
(0.1)
—
(0.9)
9.7

(1.3)
—
(0.1)
(1.3)
(2.7)

9.5
(0.1)
(0.8)
(1.3)
7.3

0.2
(0.8)
(0.2)
(2.7)
(3.5)

47.7
28.0
(5.7)
2.6
$ 72.6

51.0
26.5
(7.3)
1.7
71.9

69.4
56.1
(14.4)
3.8
$114.9

84.7
55.7
(6.5)
3.3
$137.2

$

Operating profit (loss) before special items is defined as operating profit (loss) plus restructuring charges plus acquisition-related costs
plus non-cash impairment charges less timberland gains less (gain) loss on disposal of properties, plants, equipment and businesses, net.

GREIF, INC. AND SUBSIDIARY COMPANIES
GAAP TO NON-GAAP RECONCILIATION
SEGMENT EBITDA BEFORE SPECIAL ITEMS
UNAUDITED
(Dollars in millions)
Three months ended
April 30
2015
2014

EBITDA 11 :
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products & Services
Land Management
Total EBITDA
Restructuring charges:
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products & Services
Total restructuring charges
Acquisition-related costs:
Rigid Industrial Packaging & Services
Total acquisition-related costs
Timberland gains:
Land Management
Total timberland gains
Non-cash asset impairment charges:
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products & Services
Total non-cash asset impairment charges
(Gain) loss on disposal of properties, plants, equipment and businesses, net:
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products & Services
Land Management
Total (gain) loss on disposal of properties, plants, equipment and businesses, net:
EBITDA before special items 12 :
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products & Services
Land Management
Total EBITDA before special items
11

12

$ 48.0
34.4
(3.7)
4.6
83.3

$ 77.6
33.8
(7.6)
12.5
116.3

Six months ended
April 30
2015
2014

$ 92.8
69.9
(10.7)
31.2
183.2

$131.4
71.8
(3.8)
24.7
224.1

6.4
0.5
0.4
7.3

0.8
—
3.1
3.9

8.8
0.5
1.2
10.5

3.1
—
3.2
6.3

—
—

0.3
0.3

0.2
0.2

0.8
0.8

—
—

(8.7)
(8.7)

(24.3)
(24.3)

(17.1)
(17.1)

4.8
0.5
(0.8)
4.5

—
—
—
—

4.9
0.5
(0.7)
4.7

0.2
—
—
0.2

10.7
(0.1)
—
(0.9)
9.7

(1.3)
—
(0.1)
(1.3)
(2.7)

9.5
(0.1)
(0.8)
(1.3)
7.3

0.2
(0.8)
(0.2)
(2.7)
(3.5)

69.9
35.3
(4.1)
3.7
$ 104.8

77.4
33.8
(4.6)
2.5
$ 109.1

116.2
70.8
(11.0)
5.6
$181.6

135.7
71.0
(0.8)
4.9
$210.8

EBITDA is defined as net income, plus interest expense, net, plus income tax expense, less equity earnings of unconsolidated affiliates,
net of tax, plus depreciation, depletion and amortization. However, because the company does not calculate net income by segment, this
table calculates EBITDA by segment with reference to operating profit (loss) by segment, which, as demonstrated in the table of
Consolidated EBITDA, is another method to achieve the same result. See the reconciliations in the table of Segment EBITDA.
EBITDA before special items is defined as EBITDA plus restructuring charges plus acquisition-related costs plus non-cash impairment
charges less timberland gains less (gain) loss on disposal of properties, plants, equipment and businesses, net.

GREIF, INC. AND SUBSIDIARY COMPANIES
GAAP TO NON-GAAP RECONCILIATION
CLASS A EARNINGS PER SHARE EXCLUDING SPECIAL ITEMS
UNAUDITED
(Dollars in millions, except per share amounts)
Class A

Three months ended April 30, 2015

Net Income Attributable to Greif
Less: (Gain) loss on disposal of properties, plants, equipment and businesses, net
Less: Timberland Gains
Plus: Restructuring charges
Plus: Non-cash asset impairment charges
Plus: Acquisition related costs
Net Income Attributable to Greif Excluding Special Items

$ 20.8
2.9
—
4.9
2.9
—
$ 31.5

Class A

Three months ended April 30, 2014

Net Income Attributable to Greif
Less: (Gain) loss on disposal of properties, plants, equipment and businesses, net
Less: Timberland Gains
Plus: Restructuring charges
Plus: Non-cash asset impairment charges
Plus: Acquisition related costs
Net Income Attributable to Greif Excluding Special Items

$ 38.4
(1.7)
(5.5)
2.3
—
0.1
$ 33.6

$ 50.9
1.5
(14.9)
7.6
3.0
0.1
$ 48.2

* All special items are net of tax and noncontrolling interests

$ 0.87
0.02
(0.25)
0.13
0.05
—
$ 0.82
Class A

Six months ended April 30, 2014

Net Income Attributable to Greif
Less: (Gain) loss on disposal of properties, plants, equipment and businesses, net
Less: Timberland Gains
Plus: Restructuring charges
Plus: Non-cash asset impairment charges
Plus: Acquisition related costs
Net Income Attributable to Greif Excluding Special Items

$ 0.65
(0.03)
(0.07)
0.03
—
—
$ 0.58
Class A

Six months ended April 30, 2015

Net Income Attributable to Greif
Less: (Gain) loss on disposal of properties, plants, equipment and businesses, net
Less: Timberland Gains
Plus: Restructuring charges
Plus: Non-cash asset impairment charges
Plus: Acquisition related costs
Net Income Attributable to Greif Excluding Special Items

$ 0.35
0.05
—
0.08
0.05
—
$ 0.53

$ 69.1
(2.2)
(11.0)
3.9
0.1
0.5
$ 60.4

$ 1.18
(0.04)
(0.19)
0.07
—
0.01
$ 1.03

GREIF, INC. AND SUBSIDIARY COMPANIES
GAAP TO NON-GAAP RECONCILIATION
SELECTED FINANCIAL INFORMATION EXCLUDING
THE IMPACT OF DIVESTITURES
UNAUDITED
(Dollars in millions)
Three months ended
April 30
Excluding the

2015

Impact of
Divestitures

Net Sales:
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products and Services
Land Management
Consolidated

$ 666.6
160.4
82.0
6.9
$ 915.9

$

Gross Profit:
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products and Services
Land Management
Consolidated

$ 125.8
41.2
10.8
3.3
$ 181.1

$

$

25.8
27.1
(5.3)
3.5
51.1

$

47.7
28.0
(5.7)
2.6
72.6

$

Operating Profit:
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products and Services
Land Management
Consolidated
Operating profit (loss) before special items 14 :
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products and Services
Land Management
Consolidated

$
$

$

$

$

$

$

Six months ended
30-Apr
Excluding the

Impact of
Divestitures
2015 13

20.9
—
—
—
20.9

$

0.1
—
—
—
0.1

$

(2.7)
—
—
—
(2.7)

$

(1.7)
—
—
—
(1.7)

$

$

$

$

$

2015

Impact of
Divestitures

645.7
160.4
82.0
6.9
895.0

$1,316.3
319.6
170.1
12.2
$1,818.2

$

125.7
41.2
10.8
3.3
181.0

$ 230.3
81.9
17.9
4.9
$ 335.0

$

28.5
27.1
(5.3)
3.5
53.8

$

46.0
55.2
(14.1)
29.4
$ 116.5

$

49.4
28.0
(5.7)
2.6
74.3

$

$

69.4
56.1
(14.4)
3.8
$ 114.9

$

$

$

$

40.9
—
3.3
—
44.2

$

0.5
(0.1)
0.5
—
0.9

$

(4.3)
(0.1)
0.1
—
(4.3)

$

(3.4)
(0.1)
0.1
—
(3.4)

$

Excluding the

2014

Impact of
Divestitures

Net Sales:
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products and Services
Land Management
Consolidated

$ 784.3
169.8
105.3
6.1
$1,065.5

$

Gross Profit:
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products and Services
Land Management
Consolidated

$ 144.1
43.1
14.8
2.3
$ 204.3

$

$

$

Operating Profit:
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products and Services
Land Management
Consolidated

51.2
26.5
(10.3)
11.7
$ 79.1

$

$

$

$

4.2
0.7
2.6
—
7.5

$

0.2
0.2
0.4
—
0.8

$

$

$

$

$

$

$

$

1,275.4
319.6
166.8
12.2
1,774.0
229.8
82.0
17.4
4.9
334.1
50.3
55.3
(14.2)
29.4
120.8
72.8
56.2
(14.5)
3.8
118.3

Excluding the

Impact of
Divestitures
2014 13

46.7
4.7
14.9
—
66.3

Impact of
Divestitures
2015 13

2014

Impact of
Divestitures

737.6
165.1
90.4
6.1
999.2

$1,496.6
339.6
218.5
12.3
$2,067.0

$

139.9
42.4
12.2
2.3
196.8

$ 263.1
86.3
36.5
4.5
$ 390.4

$

51.0
26.3
(10.7)
11.7
78.3

$

$

80.4
56.5
(9.5)
23.1
$ 150.5

$

$

$

Impact of
Divestitures
2014 13

88.1
9.5
34.9
—
132.5

$

7.4
1.4
6.9
—
15.7

$

(1.3)
0.4
2.5
—
1.6

$

$

$

$

1,408.5
330.1
183.6
12.3
1,934.5
255.7
84.9
29.6
4.5
374.7
81.7
56.1
(12.0)
23.1
148.9

Operating profit (loss) before special items 14 :
Rigid Industrial Packaging & Services
Paper Packaging
Flexible Products and Services
Land Management
Consolidated

$

$

51.0
26.5
(7.3)
1.7
71.9

$

$

(0.5)
0.2
0.4
—
0.1

$

$

51.5
26.3
(7.7)
1.7
71.8

$

84.7
55.7
(6.5)
3.3
$ 137.2

$

$

(1.8)
0.4
2.3
—
0.9

$

$

86.5
55.3
(8.8)
3.3
136.3

Note: The 2014 acquisitions were completed at the beginning of the fiscal year and are not adjusted because they are fully reflected in both
periods.
13
14

Results excluding the impact of divestitures reflects net sales, gross profit and operating profit adjusted for divestitures occurring during
FY14 and FY15.
See table contained herein entitled GAAP to Non-GAAP Reconciliation Segment Operating Profit (Loss) Before Special Items for a
reconciliation of each segment’s operating profit (loss) before special items.

Exhibit 99.2
Scott Griffin
Welcome! Beginning this quarter and consistent with Greif’s ongoing commitment to enhance transparency, we are pleased to provide a copy
of conference call slides and management remarks in combination with the 2015 second quarter earnings release.
You are encouraged to submit questions today to investors@greif.com for the June 10 th second quarter earnings call beginning at 10 am ET.
Management will discuss the 2015 second quarter results and transformation plans.
I am now on slide 3. The information provided contains forward looking statements and uses certain non-GAAP financial measures. Please
review the information provided on this slide.
I am now on slide 4. Today’s agenda includes:
•

Management’s review of our 2015 second quarter financial results,

•

Presentation of our transformation plans, and

•

David Fischer’s closing remarks.

Presenting management’s remarks today are David Fischer, President and CEO; Pete Watson, Chief Operating Officer; and Larry Hilsheimer,
Executive Vice President and CFO.
We issued our 2015 second quarter earnings release before the market opened on Tuesday, June 9 th . It is posted on our website,
www.greif.com in the Investors section under earnings releases and conference calls.
I will now turn the presentation over to David Fischer.
David Fischer – President and CEO
Thank you, Scott.
I am on slide 5. Overall, second quarter 2015 results were in line with our expectations. Early transformation benefits are offsetting volatile
market conditions.
On a consolidated basis, second-quarter net sales were $916 million versus $1.066 billion a year ago. Foreign currencies remained a headwind
for the quarter with a consolidated negative impact of $98 million, which represents a majority of the year-over-year shortfall. The impact of
divestitures on net sales in the second quarter 2015 was $21 million. Volumes were flat versus a year ago with increases in Europe offset by
decreases in North America and Latin America.
Second quarter gross margin, as a percent of sales, improved across most businesses including North America.
However, during our second quarter North American based businesses were impacted by increased competition and weaker volumes. In our
paper business, we faced increased pressure from new entrants searching for volume for recycled medium products and relatively softer
volumes overall than were anticipated. More details on this will follow later in the presentation.
The negative impact of increased competition in our paper business was somewhat mitigated by our level of internal integration. While we
expect the operating environment to remain challenging for at least the next couple of quarters, we are encouraged by the incremental capacity
and cost benefits to be realized by the recent investments including the modernization of our Riverville, Virginia Mill and the new sheet feeder
capacity added in North Carolina. These investments have been completed and now move to the start-up phase.
In our North American rigid industrial segment, market conditions were the primary cause for the performance shortfall. Recently, forecasted
weak demand required us to issue our pre-release on the
1

second half of 2015 earnings outlook despite the relatively good second-quarter consolidated results and signs of strengthening economic
activity in areas outside of North America. We will be prepared to discuss these conditions in more depth during our live Q and A.
Let us switch now and talk a little bit about our Flexibles Business.
Over the past several months, and in conjunction with our joint venture partner, Al Dabbagh, we have reviewed all strategic options for the
Flexibles business. As many of you already know this business has struggled to perform over the past couple years. Our review was fact-based,
objective and aided by a well-respected third-party consulting firm. Our conclusion is that the best path forward for our shareholders is to refoot this business and return it to profitability over the next 8 to 10 quarters with a four year plan to reach double digit EBITDA margins.
Considering all aspects of where the business stands today, we believe this is the best and highest value creating option for shareholders despite
the challenging past twelve months in Turkey which has delayed our progress. Most recently we have been encouraged by the FPS team’s
progress. We will discuss FPS and their plan to move forward in detail during our presentation on the transformation.
I am now on slide 6.
Before discussing specific elements of our transformation I want to publicly welcome 3 new leaders to our executive team. DeeAnne Marlow
recently joined us as our Senior Vice President of Human Resources from Cummins Engine Inc. She has more than 25 years of global
experience, principally with fortune 500 manufacturing companies. DeeAnne is working closely with Karen Lane, who is retiring from this
position. DeeAnne will be reporting to me directly.
There have also been two key additions of Division Presidents to our Rigid Industrial Packaging business. Michael Cronin has joined us to lead
our EMEA Rigid Industrial Packaging operations due to the upcoming retirement of Ivan Signorelli at the end of October. I want to publicly
thank Ivan for his service, his wisdom and his contributions to the company which have been tremendous and he will be sorely missed.
Additionally, Ole Rosgaard will be joining us later this summer and will be assuming responsibly for our Rigid Industrial Packaging operations
in North America. Ole has extensive business leadership experience in the packaging sector in both Europe and the United States. These three
additions bring considerable years of experience and further strengthen our executive management team as we precede with our transformation
plans.
Turning to our transformation activities, during the quarter we completed the detailed performance improvement plan for each asset within the
company’s portfolio and accelerated the implementation of steps required to improve our financial performance. Actions were taken to
significantly reduce our structural costs, improve capacity utilization rates and operational efficiencies via the Greif Business System. Year to
date, we have implemented SG&A headcount reductions of 7% or nearly half of our year end 2016 commitment.
Furthermore, during the second quarter we consolidated six production facilities and divested two non-strategic businesses. The net impact of
these actions including manufacturing labor is a reduction of nearly 500 people. You should expect us to continue to be active on these
initiatives during the second half of the year and accelerate realized savings from these activities.
We will be providing additional details of our activities during the transformation presentation.
I now will turn the call over to Pete Watson our Chief Operating Officer.
Pete Watson – Chief Operating Officer
Thank you, David. I am on slide 7.
In Rigid Industrial Packaging, sales were down 15% year over last year. The primary factor was unfavorable foreign currency exchange
impact, and to a lesser extent, divestitures that occurred in 2014.
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While our volumes across this global business increased 1.3%, we continue to see significant deflation in our key raw material input cost –
steel and resin which is affecting selling prices.
The reduction in operating profit before special items is a result of declining performance in North America and significant negative impact in
foreign currency exchange.
North America operating profits before special items are down versus prior year. Our performance is a result of sub-par execution, lower
volumes in all substrates and a fire in our Florence, Kentucky steel drum plant. Other factors include decrease in net sales as a result of
deflationary raw material cost and some softness in the North American economy.
Latin America continues to show profit improvement year over year despite significant impact of foreign currency exchange. During the
quarter, we divested a plastic drum and IBC business in Brazil.
I am now on slide 8.
The Europe, Middle East and Africa region continues to perform well. This business showed excellent volume improvement in all substrates
vs. the prior year. Net sales decreased due to the negative impact of foreign currency and the deflation of raw material input costs. Significant
transformation efforts are underway that are creating value for the business.
In the Asia Pacific region, operating profit before special items was flat in spite of the negative impact of foreign currency, flat volumes and
competitive market pressures. We divested our Taiwan steel drum business during the quarter.
I am now on slide 9. In our Paper Packaging business, operating profit before special items increased 5.7% vs. prior year. Net sales were down
due to lower containerboard prices and slightly lower volume in our corrugated sheet feeder business. Increased market capacity has put some
recent pressure on volume and pricing.
We are on schedule regarding two of our growth projects in this business. This includes the modernization of our Riverville Mill project and
the installation of our second corrugator in North Carolina. Both projects expect to drive incremental benefits later this year.
I am now on slide 10. In our Flexible Products and Services business, sales declined year over year due to the negative impact of foreign
currency exchange and the sale of our multiwall packaging business in 2014.
Operating profit before special items improved versus the prior year and multiple actions are underway to improve the performance of this
business.
Strategic plans have been developed and transformation actions are underway which are expected to create benefits beginning later this year.
I am now on slide 11. Land Management had higher sales and improved operating profit versus the prior year, primarily based on higher timber
sales for the quarter.
That concludes my remarks. I will now turn it over to Larry Hilsheimer, our Chief Financial Officer.
Larry Hilsheimer – Chief Financial Officer
Thank you, Pete. I am now on slide 12 – Second quarter 2015 Financial Performance.
As David indicated, our consolidated second quarter results were in line with our expectations. Positive trends internationally have emerged
more rapidly than we anticipated, though the bottom line impact continues to be dampened by the continuing strength of the U.S. dollar.
3

The combined performance of our North American businesses was below our expectations. As Pete mentioned, the rapid decline in steel costs
in the U.S. caused a decline in price and profitability over what we had forecast. This was attributable to our contractual price adjustments with
steel drums against inventories of higher cost steel.
The timing of our contractual price adjustments in plastics in our North American business provided some relief and margin gain as inventories
were utilized in advance of price decreases.
However, lower fiber drum demand in the chemical industry and lower demand in plastics and IBCs due to the decrease in oil and gas drilling
activity, along with lingering impacts of the west coast port strike, negatively impacted our North American Rigid Industrial Packaging
business.
In Paper Packaging, beyond the 2.8% decline in net sales related to our 2014 divestitures, net sales decreased due to lower containerboard
prices and lower volumes as we worked to maintain gross margins.
Our operating profit was slightly above a year ago due to solid cost management.
Please move to slide 13.
Our free cash flow results were lower primarily as a result of decreased earnings year-over-year, and the impact of currency translation on cash
flow. However, net debt remains $150M lower than a year ago.
Please turn to slide 14.
As I previously mentioned, shifts in foreign currency continue to impact our results negatively. This slide depicts the impact on net sales of
negative currency translation based on multiple currencies key to us.
Please turn to slide 15.
There are several key factors impacting our view concerning the remainder of this year, particularly for our North American businesses. The
significant drop in global oil prices is impacting a number of our product segments and industries which we serve in the United States. In
addition, U.S. industrial production has fallen for five straight months and railcar shipments are down for the first 19 weeks of 2015 versus the
prior year, this is normally an indicator of lower demand for Greif products.
In our North American Paper Packaging business, the increased market capacity from the new entrants in the mid-weight recycled medium
product will continue to provide pressure on volume and pricing in our product mix. Positive trends in Europe point to a somewhat more stable
overall economy which is encouraging, and we anticipate continuing to be beneficiaries of their current monetary policies. Although China’s
economy has slowed from its high growth pace of the prior decade, it continues to grow and we are encouraged by our increasing success there.
I will now address the revision of our full-year earnings guidance. First, let me do some context setting. When we came into fiscal 2015, we
budgeted substantial improvement in our North American operations based on expectations of a positive economic environment in the
industrial sector within the United States. That has not materialized as reflected in our U.S. industrial production data, which has declined in
recent months.
Within Paper Packaging, we expected favorable conditions related to a strong U.S. economy to offset the impact of the extended downtime we
took to complete the modernization of our Riverville Mill. However, market conditions have been a headwind this year.
I am now on slide 16.
Originally, at the start of the year, we budgeted the second half of the year for the North American Rigid Industrial Packaging business to have
a significant improvement over the prior year. This was based on
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addressing loss-making operations and also taking advantage of an upturn expected in the U.S. industrial economy, which we had forecast to be
more than sufficient to offset the negative impact of negative foreign currency translation.
At the time of our first quarter earnings call, there had been further deterioration in key currencies relative to the strengthening U.S. dollar from
the time we provided our earnings guidance. However, at that time, we felt that our cost cutting efforts would be sufficient to offset the impact
of the deterioration to that point and, though cautious, we were continuing to expect the benefits of an improving US industrial economy for the
remainder of the year.
Since that point, currency has deteriorated further, though it has become more stable as of late, and the US industrial economic uplift we
expected has not occurred and has, in fact, weakened. These headwinds are outstripping our cost cutting efforts and the positive international
trends.
As a result of these trends and the impact they have on our US Rigid and Paper and Packaging businesses, we have determined that the
significant reduction in our earnings outlook for the remainder of this fiscal year that was communicated in May is appropriate.
As communicated in May, our new adjusted EPS guidance for the year is $1.65 to $1.75. While we are disappointed to reduce our guidance, we
are confident our transformation actions will significantly improve our business going forward.
Thank you.
Let me know turn this back to Scott Griffin.
Scott Griffin
Thank you, Larry.
At this point we have concluded our remarks regarding the second quarter results and we will now discuss our transformation plans.
I will now turn the presentation back to David Fischer.
David Fischer – President and CEO
Thank you, Scott.
I am now on slide 17 – Transformation
We are excited to share with you our path of transformation, highlight our progress to date, and clearly articulate our near-term next steps.
What you should expect from us today is an open and transparent discussion about our commitment to transform the company and reward our
shareholders.
Let me start by highlighting three specific developments since our January investor day held in New York City.
First, we have completed our asset-by-asset improvement plans and have aggregated those by our 4 key businesses: Rigid Industrial Packaging,
Flexible Packaging, our paper business, and lastly our land holdings.
Second, we have mobilized sixty five of Greif’s top leaders and aligned the necessary Greif business specialists to execute against our plan.
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Third, we have made significant progress on our portfolio optimization plans and our efforts to reduce our structural costs.
Turning to slide 18 – The Safe Choice, I would like to reinforce that our brand promise is to be THE SAFE CHOICE – the best at protecting
customers’ products. This is reinforced by the elements of this triangle built around delivering long-term profitable growth. We have worked
very hard to clearly communicate to the Greif enterprise that we must be intensely and doggedly focused on these three key priorities.
•

One: We will pursue growth with our customers by being the best at delivering value that meets or exceeds our customers’ needs.

•

Two: We will drive world-class efficiencies at all of our operations and lower our structural and operational costs.

•

Third: We will work as one team across all geographies, all businesses and functions to become more efficient, and everything we
do will be carried out in a manner consistent with our responsibility for the safety of all employees and adhering to The Greif Way.
The bottom line is simple: We are intensely focused on rewarding our shareholders.

I am now on slide 19 – The financial metrics.
You will see this is the same table we presented back in January that outlines our aspirational targets for the company by year-end 2017. The
collective impact of the individual segment improvements is significant, but more importantly, the transformation provides us with a path to a
very bright future.
The Operating Profit lift is $110 Million by the end of 2017 over our 2014 baseline levels. I am very pleased today to tell you that our current
plans meet or exceed this performance, and major progress has already been made against these goals.
I am now on slide 20 – Portfolio Optimization Analysis.
We first shared this slide with you during the 2015 Investor Day. As discussed, our global businesses were disaggregated into discrete value
cells. Each value cell was run through a rigorous review and allocated into one of the four segments based upon business factors such as market
attractiveness, strategic fit and potential for long term value creation.
The Four segments are:
•

Transform or Fix

•

Invest to Grow

•

Potentially Divest

•

And Protect the Core

This analysis yielded significant insights into our ability to meet customer needs and generate a compelling return for our shareholders. Most
importantly it forced us to have a candid debate about where we are effective at creating shareholder value and where we are not business by
business.
Based on this analysis we went to work and developed a balanced plan to better reward shareholders through a combination of growth, fixing
what isn’t working and divesting certain assets where we are not able to compete or generate an adequate return.
I now will turn the call over to Larry Hilsheimer our CFO.
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Larry Hilsheimer – Chief Financial Officer
Thank you, David.
Please turn to slide 21
So let us transition from the process and tools we utilized to develop the bases of our transformation efforts, to discussing and reporting on it in
the manner in which we report publicly.
This transition slide merely depicts the adjustments from the portfolio analysis to our fiscal year 2014 results for Net Sales and Operating Profit
before Special Items. We will no longer refer to our portfolio analysis going forward.
Please turn to slide 22.
This slide demonstrates the range of financial results that we are committed to delivering by the end of 2017, on a run-rate basis. This is the
current forecast of the results of planned actions. Of course, we will seek to do even better.
Our 2014 actual results serve as the basis for the creation of our financial baseline. We have adjusted our 2014 actual results for the estimated
impact of currency changes from 2014 rates utilizing our blended 2015 currency rate impact, assuming currencies remain stable at April 2015
rates. Then, we further adjusted the 2014 actual results for all anticipated divestitures to arrive at the second column figures, titled baseline.
The column on the right – 2017P – represents the range of results we commit to achieving through execution of the transformation plan. These
meet the financial metrics initially shared with you in our January Investor Day presentation, which are reflected on slide 19.
Realizing these financial results, along with the achievement of our working capital management objectives will produce significant
improvement in our Free Cash Flow. As an aside, EBITDA on a consolidated basis is expected to be in the range of $510M – $530M. We
remain committed to delivering on these commitments despite the additional North American pressures reflected in our 2015 results.
Should be noted that if raw materials prices rise significantly, we could see our SG&A ratio drop significantly due to increasing Net Sales, as
we have reported in the past with significantly higher steel costs. With volume-based growth in excess of our current assumptions, which
assumptions are based on a modest volume demand increase in most businesses outside of Paper Packaging, we will be able to leverage our
SG&A infrastructure to drive enhanced Operating Profit Margins.
Please turn to slide 23 – So, is this a start date? No!
We have been actively executing on elements of this plan throughout the year. We have previously discussed growth initiatives with you,
including the Riverville Mill modernization and capacity expansion project. All upgrades are nearing completion on time and on budget.
This investment will add approximately 55 thousand tons of container board production annually. The Riverville Mill modernization will also
lower our variable processing costs and enhance effective capacity. Additionally, we recently doubled our North Carolina corrugated capacity
45 days ahead of plan.
In the Rigid Industrial Packaging business, we remain on track with our Jubail steel drum plant in Saudi Arabia, which is being completed to
fulfill a committed 1M drum per year multi-year customer contract. We have also dramatically increased our IBC footprint and capacity four
fold.
On the efficiency front, we have already reduced our employee base by 170 SG&A positions. We have closed other facilities which have
resulted in additional non-SG&A headcount reductions of 324. In addition, we have entered into a contract to sell our Canadian timber holdings
and implemented mandatory T&E reductions with stringent controls.
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The continued implementation of our global ERP system will be a true enabler of a better control environment and ultimately cost savings.
Currently, over 60% of our worldwide business is now on the LN system, which will be 85-90% by the end of 2017.
Please move to slide 24. As part of our SG&A savings focus, we are implementing an approach to eliminate complexity, enhance controls and
eliminate redundancy. We have identified at least 350 positions to be eliminated and, as previously mentioned, 170 of them have already exited
the company.
Please now move to slide 25 and let me transition the presentation to our COO, Pete Watson following this slide. This slide depicts the
breakdown of our business into our 4 segments, tying back to our 2014 results and bridging over to our baseline, which I described previously,
which is delineated on the right hand of the slide.
Pete Watson – Chief Operating Officer
Thank you, Larry
I will now review the 2017 Transformation Goals for each of the 4 portfolio businesses including key highlights for each plan.
All of the financial comments reference improvement versus the baseline
I am now on slide 26 – Rigid Industrial Packaging.
Our 3 year plan commits us to increase operating profit by $58 million. We will achieve revenue growth of $146 million. Our plan is to reduce
our SG&A costs by $22 million which is nearly half of our company’s commitment toward SG&A savings.
Key elements of this plan include the following:
One; Growth through targeted customers. A few examples of our plans include:
•

Our new steel drum plant in the Kingdom of Saudi Arabia with Sadara is expected to begin operations at calendar year end. This
project currently holds a contract for 1 million drums annually.

•

We will continue to expand our IBC business concentrating on the regions of EMEA, North America and APAC building upon the
footprint we have established during the past few years.

Secondly; lower structural and operational costs. We will consolidate our operational footprint in select markets around the world. Examples of
actions underway include the reduction of our North American steel drum capacity by 30%, which will be concluded by the end of 2015. We
have also consolidated manufacturing sites in Germany, China and Latin America to-date. We will continue to address similar opportunities
throughout our 3-year plan.
Third; we will fix, close or divest underperforming business units. We have divested or closed 8 operations in our Rigid Industrial Packaging
business in 2015 year to date.
Fourth; benefits from SG&A initiatives will occur through structural organization changes and back office efficiency enabled through the
implementation of our ERP strategy.
Please turn to slide 27.
Paper Packaging – Creating value through differentiation.
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Our financial commitment includes Operating Profit growth of $26 million with EBITDA expansion of $35 million. This includes revenue
growth of more than 29%. Key highlights of the plan include:
•

One; increasing our internal integration to over 90% thru the expansion of our unique sheet feeding model in target markets.

•

Secondly; growing our specialty product portfolio from the current level of 10% of revenue to 18% by 2017.

•

Third; innovation through product performance to create greater customer value. This includes enhancing our medium performance
characteristics, corrugating light weight liner combinations to meet customer performance standards and the innovation of unique
coating applications to paper substrates.

Please turn to slide 28 – Flexible Products and Services
We extensively evaluated all potential options for our FPS business. They included Sell Now, Fix and Sell, or Retain and Improve. Upon
completing our evaluation and a thorough strategic review update, we have determined our best course of action is to retain and improve
through a course of action Fix / Stabilize / and Selectively Grow this business.
From a market back perspective, we expect FIBC product growth rates to be 4%-5% annually. This growth rate is higher than expected in our
Rigid Industrial packaging business. While the market is highly fragmented, Greif is the only company with a global presence which our
current customers consider to be of significant value.
We also see high growth opportunities in niche, specialty markets such as food, pharma and high hygiene products, which all have higher
margin potential. From a Greif perspective, FIBCs complement our Rigid Industrial Packaging portfolio to strategic global customers. Our
global key accounts in the Rigid Industrial Packaging business represent 40% of our FPS revenue. With FIBCs, we are able to provide a full
line of packaging products and services to these important customers.
Please turn to slide 29.
I will continue to review the highlights of the Flexible Products and Services transformation plan. Our financial commitment is to achieve a
$30 million improvement in operating profit. This includes achieving gross profit margins of 19% and $10 million of SG&A savings. The plan
for 2017 commits us to achieving an EBITDA of 6.5% and over 10% by 2020.
Key highlights of this plan include: One, balancing the capacity output of our manufacturing footprint more evenly across all 3 global regions
North America, EMEA and APAC.
Secondly, we will grow 15% over a three-year period with emphasis on niche / high end market segments in North America and Europe.
Third, we will achieve the targeted operating margin gains through the following actions:
•

Pricing initiatives aimed at rationalizing lower margin commodity products.

•

Reducing our cost structure through SG&A savings and,

•

Fix, close or divesting underperforming operations. We have currently closed / divested 2 operations to-date in 2015.

Please turn to slide 30 Land Management – These legacy assets providing strategic financial security and flexibility.
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The key highlights of this plan include:
•

One, maintaining a sustainable, timber-harvest cycle

•

Two, diversifying our revenue streams through consulting activities and special use properties

•

Three, developing surface and deep mineral opportunities and we have recently signed an agreement to exit our Canadian land
holdings later this year, subject to typical contingencies.

I will now turn this presentation over to our CEO, David Fischer.
David Fischer – President and CEO
Thank you, Pete.
Please turn to slide 31 – Financial Metrics.
As a reference point, I would like to once again revisit the aspirational goals we shared with you back in January. The agenda that Pete, Larry,
and I have just shared with you today is one that we are both committed to, and confident will meet or exceed these goals. We also have
significantly strengthened the top management of the company and the extended transformation team across the entire portfolio.
Turning to slide 32, I would like to summarize some of the critical activities to date and briefly discuss what you should expect from us going
forward.
This slide reinforces both what we have already accomplished, as well as certain initiatives that we have already begun to implement.
As described throughout the presentation, we have begun the implementation phase of our enterprise-wide agenda to transform the company.
We have significantly increased the depth of top talent and have focused a high-powered team on the necessary plans to improve our
performance and better reward our shareholders, and this is how we are going to prioritize all activities going forward.
We have already achieved a 7% reduction of total SG&A headcount which is nearly half of our year-end 2017 commitment.
We have implemented a 30% reduction in travel and entertainment expenditures across the globe.
Furthermore, we have divested or consolidated a total of eight production facilities and have launched on a definitive plan to improve the
profitability of our FPS business and position it for long-term growth.
What you should expect from us during the next earnings call is to report back to you on additional transformation activities such as:
•

The acceleration of further cost reduction initiatives;

•

Actions on underperforming assets which will free up capital for other strategic opportunities with better returns; and

•

Finally, to communicate our progress in a simple and transparent manner.

Thank you for listening today, and on Wednesday, June 10 th , Pete, Larry, and I will be happy to take your questions at 10:00 am Eastern Time
during a live Q&A session. You are welcome and encouraged to submit questions to investors@greif.com .
Thank you very much.
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Exhibit 99.3
Greif Inc.
Second Quarter 2015 Earnings Results and Transformation Plan
June 10, 2015
Operator:
Greetings and welcome to the Greif Second Quarter 2015 Earnings Conference Call. At this time, all participants are in a listen-only mode. A
question and answer session will follow the formal presentation. If anyone should require Operator assistance during the conference, please
press star, zero on your telephone keypad. As a reminder this, conference is being recorded.
I would now like to turn the conference over to Mr. Scott Griffin, Vice President of Communications. Thank you, Mr. Griffin; you may now
begin.
Scott Griffin:
Thank you, Manny. Good morning everyone and welcome to the Q&A portion of our 2015 Second Quarter Earnings and Transformation
conference call. Beginning this quarter, and consistent with Greif’s commitment to enhanced transparency, we posted a slide presentation and
recorded remarks by Executive Management yesterday under Conference Calls in the Investor section of our website regarding our 2015
Second Quarter Results and Transformation Plan.
We appreciate those of you who have taken the time to submit questions for us for today’s call. Similar questions have been combined so we
can sufficiently address as many topics as possible. Based on the volume of questions we received, we expect this call to last approximately 90
minutes.
I am now on Slide 2. Responding to written and live questions this morning are David Fischer, President and CEO, Pete Watson, Chief
Operating Officer, and Larry Hilsheimer, Executive Vice President and CFO. David Lloyd, Vice President, Corporate Financial Controller, is
also present in the room.
Before the market opened yesterday, we issued our 2015 second quarter earnings results, which are posted on our website at Greif.com in the
Investor section under Conference Calls.
Please turn to Slide 3. This morning’s Q&A session will contain forward-looking statements. Actual results or outcomes may differ materially
from those that may be expressed or implied. Please review our filings with the Securities and Exchange Commission for more information
regarding the factors that could cause actual results to differ materially from these projections or expectations.
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During this Q&A session, certain non-GAAP financial measures may be discussed, including those that exclude the impacts of acquisition and
divestitures, special items such as restructuring charges, and impairment charges and acquisition-related costs. There are reconciliation tables
included in our earnings release in the presentation posted on Greif.com yesterday.
The format for today’s call is first to respond to questions emailed to investors@greif.com regarding our second quarter results, followed by
questions about our transformation plans. We will then address live questions in the same sequence.
I would like now to turn the call over to it David Fischer, President and CEO.
David Fischer:
Thanks, Scott. I want to welcome everyone who is participating in today’s conference call and especially those who have taken the time to
submit questions in advance. We are intending to be more transparent in our reporting and investor communications and hope this format is
more efficient and responsive to your questions. This format is new for us, and therefore we may make some adjustments from time to time
based upon your feedback in the spirit of continuous improvement.
With that in mind, let’s begin with our first question.
Operator:
Thank you. Ladies and gentlemen, if you would like to ask a question over the phone, please press star, one on your telephone keypad. A
confirmation tone will indicate your line is in the question queue. You may press star, two if you’d like to remove your question from the
queue. For participants using speaker equipment, it may be necessary to pick up your handset before pressing the star keys, and we do ask that
in the interest of time you limit yourself to one question and one follow-up question so that others may ask.
Scott Griffin:
Manny, thank you. We’re going to go to prepared questions received in the queue. The first question I’m going to read is directed to Larry.
Larry, I have three questions related to free cash flow. Let me read them all first and then I’d like to ask for you to respond.
Why was free cash flow so negative for the first half of 2015? What steps are being taken to improve free cash flow in the second half, and has
Management revised its free cash flow outlook of $80 million to $110 million for fiscal 2015? Larry?
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Larry Hilsheimer:
Thank you, Scott. There were several discrete items that contributed to our reduced cash flow position in comparison to 2014. First, we paid
$18 million of taxes related to 2014 gains on sales of businesses. Our paper and packaging working capital was up as planned by approximately
$11 million as we built inventory in advance of our extended shutdown for the modernization of our Riverville mill. We also had a $10 million
currency translation impact related to cash flow that was associated with our working capital change related to enhanced European cash
management activities at October 31st related to our food season products, and contractual arrangements with our suppliers and customers
which enhanced our working capital position at October 31st due to that seasonal business. That seasonality impact is then eliminated through
the first half of the year.
We also had a $14 million impact of accelerated payments of accounts payable to take advantage of early pay discounts in excess of our
historical norms, an opportunity that we discovered in our deep dive to improve our working capital management. We also securitized less
receivables in our European operations as we amend our factoring arrangements to more appropriately manage our capital needs. The amount
of receivables sold as part of our factoring arrangement was lower at April 30th compared to October 31st. These items combined with less
cash flow as a result of reduced operating profits led to our reduced cash flow position.
We did generate cash proceeds from dispositions of businesses and property plant and equipment of $18.1 million for the first half of the year,
and we expect to generate an additional $30 million from four other business transactions closed and anticipated to be closed the remainder of
the year.
With respect to the second question, Scott, what steps are being taken to improve cash flow for the second half of the year, obviously our Paper
Packaging business will work through its inventory buildup through the extended shutdown period, and thereafter. The other businesses have
focused working capital improvement plans to permit us to achieve our flat year-over-year working capital goal. In addition, we have reduced
our cap ex plan to $130 million.
On the third item, has Management revised its free cash flow outlook of $80 million to $110 million that we talked about on our Investor Day?
Yes, we now expect our free cash flow to be $60 million to $90 million related to our revision.
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Scott Griffin:
Thank you, Larry. Larry, I’m going to stick with you. This is a question regarding operating working capital. Will working capital be neutral
this year as stated in your remarks at the New York Investor Day?
Larry Hilsheimer:
As I just stated, Scott, our plan continues to focus on driving working capital to neutral for the year and we haven’t backed off on that plan.
Scott Griffin:
Thank you, Larry. Pete, I’ve got a question for you. Regarding the rapid decline in raw material costs, do you have high priced inventory? If so,
how long will it take to correct?
Pete Watson:
Yes, we have seen a significant decline in our raw material costs. In the two major raw materials and resin, it takes 25 to 30 days to cycle
through inventory levels. In our steel business, inventories are turned between 45 to 60 days depending on the region of the world we work
with. It’s important to note that both sourcing and customer agreements we have in place that have a price adjustments mechanism works very
well with moderate raw material change, but during severe changes in raw material it takes time to work through inventories.
Scott Griffin:
Thank you, Pete. Larry, I’ve got a question for you. What’s behind the drag in our accounts payable, Greif’s account payable?
Larry Hilsheimer:
There was a large buildup of payables at October 31st, related to our food season in Europe, which related to the enhanced contractual
relationships which we had with suppliers. As we’ve worked through the first half of the year, our payables have returned to normal levels and
our current forecast is for a similar situation to occur this year, which could be impacted by the timing of the food season. You will note in our
10-Q that we, or I mean in our earnings release, that we disclosed working capital year-over-year basically at similar levels.
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Scott Griffin:
Thank you, Larry. Larry, with respect to dividends, I have two questions regarding dividends. Your dividend seems very high relative to free
cash flow and earnings. How sustainable is your dividend into the future?
Larry Hilsheimer:
Scott, the Company and its Board view the issue of dividends with a long-term lens. We don’t plan to decrease the amount of our dividend, nor
do we expect or desire that our payout ratio remain as high as it is currently. Successful execution of our transformation plan will drive
enhanced profitability, driving our payout ratio down while generating significant improvement in our cash flow. In the interim, we have access
to sufficient liquidity within our capital structure and debt covenants to continue payments as we drive operational improvement to enhance
financial returns.
Scott Griffin:
Larry, as a follow-up to the dividend question, and I believe you answered it but I’ll ask the question again. Are there any covenants in the
amended credit agreement that would preclude you from paying cash dividends?
Larry Hilsheimer:
No, and we have significant flexibility in the agreement. Let me refer anybody who wants to look to read Section 7.05 of our amended and
restated credit agreement, which can be found in our SEC filings. Let me address the dividend paying capacity.
While our leverage ratio has decreased slightly due to operating performance, our levered ratio is at roughly 2.75, which is calculated without
adding back any restructuring charge. Our restriction on an overall basis is 4.0, and again I’d refer you to the details in our amended and
restated agreement. While we anticipate some increase in our ratio over the remainder of the year, we will not have any issues related to
violating our debt covenants and our debt covenants will not restrict the payment of our dividends with our 2015 forecasted results and will not
be an issue as we accomplish our transformation commitments.
Scott Griffin:
David, I have a question for you regarding capital. It reads, given earnings results to date, have you adjusted your capital expenditures for fiscal
2015?
5

David Fischer:
Yes, Scott. Back in January, we clearly stated our intention to be very deliberate and much more aggressive in how we manage cap ex and even
restrict or eliminate it for underperforming businesses. You can’t do that week to week, month to month or even sometimes quarter to quarter,
but when we see downturns in our business, like we’ve most recently seen, there are constantly being reviewed a list of investment projects.
We’ve gone through that and our resulting cap ex expenditure for this year will be more in the area of $130 million versus $150 million. But I
want to emphasize that we’ve fully funded all three of our strategic growth projects this year and much of that cash, if not all, has been pretty
much deployed. Those projects—just to it remind our audience—are the Jubail steel drum plant with Sadara in the Kingdom of Saudi Arabia,
the modernization of our Riverville paper mill, and the expansion of a second corrugator down in North Carolina. I’m very happy to report that
those three growth projects are all within budget, they’re all on time, and most impressively, particularly for the Riverville mill where we had
as many as 500 workers at any one time in the plant—300 of those from the outside—we have executed on all three of those to date with zero
safety incidents. So we’re on track, we’re pulling back where we need to be pulling back, and we’re continuing to push forward on our growth
projects.
Scott Griffin:
Thank you, Dave. Pete, I’ve got a question for you regarding our Rigid Industrial Packaging business. The first question is, what are you doing
to improve RIPS’ North America business and restore your margins in the core business with an emphasis on margins?
Pete Watson:
At this point we’re very, very dissatisfied with the performance of our business in North America. What I’d like to do is share two things. One,
what the issues are that impacted the performance in Q2, and secondly, what actions we are doing to restore the performance of the business.
Overall, we’ve really had subpar execution in all areas of the business. We’ve had a reduction in our revenue caused by two things: one, lower
volumes in all of our substrates, and lowering selling prices primarily due to deflation in our raw materials. We’ve had operational
inefficiencies in most of our operations. A good example of that is we had the impact of a fire in our Florence, Kentucky steel drum plant. This
plant was closed for 45 days starting in mid-April. This had significant impact on our supply chain efficiencies and our efforts to serve our
customers. We have restored the operation, effective June 1st, and are serving customers in that region. We have had some economic factors in
North America creating some headwinds in our customers’ business segments.
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More importantly what I’d like to do is explain the actions we’re taking to restore the performance of the business. First, our focus is to deliver
higher levels of service to our customers on a consistent basis. Some of the specific actions we’re taking: we are having more disciplined
commercial initiatives aimed at value-based pricing to improve margins in selected product lines and geographical regions that are consistent
with our consolidation of manufacturing operations.
Secondly, we are taking actions to improve our operational efficiencies on our factory floors. A good example of that is in our operational
excellence initiative and the transformation. We have made significant improvement in our parts line that provides our Houston steel plant tops
and bottom components. This efficiency improvement has had a 60% change in cycle time, and what this does, it eliminates the bottleneck in
our steel drum line process which will enable higher output to finish large steel drums.
Third, we are aggressively reducing our structural cost base by consolidating our manufacturing footprint. To date, in 2015, we have closed our
divested five plants in North America. These include the New Orleans steel plant, our Fenton, Missouri steel plant, our Oakville, Canada steel
plant. We’ve also divested two delta plants in Chicago and Denver, and we are addressing underperforming businesses with our transform and
fix plans.
The last point of emphasis is we are taking very decisive actions to reduce our SG&A costs that are necessary but difficult.
Scott Griffin:
Thank you, Pete. David, staying in RIPS, the question is regarding our investments in the Kingdom of Saudi Arabia. Regarding the KSA steel
drum operations, how big is this revenue opportunity? Greif had previously discussed this being a $40 billion investment for the chemical
industry. Is that still correct?
David Fischer:
Scott, back in January at the Investor Day, we discussed that the Sadara JV between Dow and Saudi Aramco was publicly described as a $40
billion investment complex at maturity. That makes it one of the largest chemical complexes in the entire world at maturity, and we’re very
pleased that we were awarded the initial 100% supply for steel drums at the complex, and that will be under a long-term contract; the first stage
of that is a million drums. So our plant is being constructed. We’ve made the investment, and I think it points to another good example of how
we’re fulfilling our aspirations to grow with customers around the world. And our Middle East team led by Abdnour Elmosor is just one
example of how we’re winning with customers, and he and his team have done a great job.
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We don’t discuss specific revenue or pricing for customer contracts for obvious reasons, but just to state why in this case, it’s 100% supply to a
major customer. The numbers of units of drums are known and it’s a very easy math to calculate the financial arrangements made with our
customer and we’re simply not going to talk about those kind of details. But it’s a good opportunity; we’re very happy to have it and we’re
looking forward to more of those.
Scott Griffin:
Thank you, David. Pete, we’re still in RIPS. The question is, please provide more color on the geographic developments for volumes in RIPS
for the quarter and for the outlook.
Pete Watson:
If I could, I’ll walk around the world on our Rigid Industrial Packaging volumes and some color around the circumstances. In the second
quarter—and these comparisons are same-store sales, they don’t include divestitures or closures. In RIPS, our volumes were up 1.3% on a
global basis, and I’ll walk through the specific regions.
Our best performance in the quarter is EMEA. Overall they’re up 4.8%. All the product lines showed positive improvement, and that’s
indicative of the improving economic activity we’re seeing in this region. We have particular strength in plastic drums and IBCs.
In APAC, our volumes are even, but we’ve had much stronger volumes in plastic and IBCs, which is a targeted growth business for us in that
region, but today it is a much smaller percentage of our overall business.
In Latin America, we’ve seen a decline of 4% in volumes in the second quarter. We did see an increase in our steel drum volume, but we had
much lower volume in plastics due to a delay in the ag season. I would comment that Brazil continues to be a challenging region for us but the
rest of Latin America is showing very favorable results in profit and volume.
Finally, in North America, our volumes are down 0.9%. That’s been impacted in part by IBC volumes, driven by slower activity in end use
markets that use this type of packaging.
I’d like to also comment on our Greif packaging accessories business, which this business manufactures closures for steel and plastic drums
and other industrial packaging products. We are seeing volume trends in our steel drum closures that are
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consistent with our volume and rates in each of our four regions of our RIPS business. We are seeing some volume improvement in our plastics
closure business, which is created by the development and growth of new innovative products by our team.
I also will comment we have a new closures plant in China this year and we are progressing very well ahead of plan during the first year of
production.
Scott Griffin:
Thank you, Pete. Larry, back to you. I’ve got a question regarding controls. What remaining processes need to be implemented from an
accounting control standpoint?
Larry Hilsheimer:
Thanks, Scott. With David Lloyd joining our organization as Controller, we are making significant strides in our focus on controls. We
continue on a cultural journey for some of the entities that we acquired over the past decade and moving from a decentralized model to a more
centralized control model, but we feel very good about the commitment of Management worldwide to control execution. We have had clear
communication about the importance of controls and commitments from each leader to execute within their businesses. We have plans in
process to remediate the material weaknesses, and as disclosed in our 10-Q, we expect them to be remediated over the remainder of the year.
The biggest challenge from a control standpoint remains our disparate ERP systems. While we have made significant progress and have 60% of
our businesses now on our LN system, our control structure will continue to be enhanced as that percentage increases and we become more
centralized on one system. We anticipate 85 to 90% of our business will be on the LN system by 2017, and a great deal of credit goes to Adry
Kooyman and Doug Lingrel for their excellent job in leading this implementation.
Control is a mind set and a commitment and it has to do with people understanding what their jobs are day-to-day, and like I said, I’m
extremely encouraged by the commitment of our leadership worldwide to enhancing our control procedures. We have established many
ancillary communication tools to continuously emphasize the importance of this control environment worldwide, and again, I’m just very
pleased with how teams are responding.
Scott Griffin:
Thanks, Larry. Staying in that same space, when will you be able to provide a clean re-stated version of your fiscal 2014 historicals on a
quarterly basis?
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Larry Hilsheimer:
Yes, Scott, thanks for that question. There must be some confusion out there but just to be clear, our Form 10-K for 2014, which is available on
our website and through SEC processes, presents the re-stated quarterly information already. It’s in Note 20 to our 2014 10-K.
Scott Griffin:
Thank you, Larry. Larry, I’m sorry but we’re going to keep bringing them your way. We’ve got another question coming in on foreign
exchange. This question is, FX was cited in the pre-release announcement. How much a factor is it expected to have on earnings in the second
half of 2015?
Larry Hilsheimer:
I had shared that our estimate of the second half impact on sales is $190 million, approximately, and then our rough estimate of the impact to
EBITDA is roughly $21 million. I would share that that’s from a translation standpoint. It ignores the transaction impacts of supply chain
transactions, as those of you who know work with global businesses with complex supply chains like ours where purchases of various raw
materials can shift between markets, you know, the estimation of the exact currency impact on a forecasted basis is one that is subject to
estimation error. So I would just caution on that, but that’s the estimate that we’ve built into our forecast at this point in time.
Scott Griffin:
A follow-up question on that space. What actions are being taken to mitigate the translational impact of FX on your earnings? Emphasis there
on the translational impact.
Larry Hilsheimer:
Thank you, Scott. We’ve discussed before we do not try to hedge our translation risk for currency matters. We do work very diligently to try to
enter into natural hedge situations to manage our currency exposure, and we continue to explore with our advisors other ways to try to manage
our currency risks and supply chain-related currency matters.
Scott Griffin:
Thank you, Larry. David, I’ve got a question for you. This question is regarding our land business. Do you anticipate any major transactions in
land in fiscal ‘15 or fiscal ‘16?
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David Fischer:
We have previously mentioned that we have a signed agreement to exit our Canadian land holdings. That agreement will be closed upon in the
next few months. Beyond that, for the next couple years we see no further major transactions in the pipeline.
Scott Griffin:
Thank you, David. Larry, regarding tax: early this year, Management indicated an effective tax rate of 32% for fiscal ‘15. What has been the
effective tax rate, and what do you expect for the remainder of ‘15?
Larry Hilsheimer:
Thank you, Scott. You might recall that in our first quarter earnings call we explained that the tax rate for the year was then projected to be
38.3% due to the shift in projected earnings into higher tax rate jurisdictions with losses being incurred in geographies where we are required to
establish valuation reserves due to the uncertainty of the use of those losses to offset income in the future. Our current global tax rate remains in
that 38 to 39% range. For the year of the tax rate for our Q2 earnings is approximately 31 percent. That is due to the recognition of discrete tax
benefits associated with the loss on the sale of a business in the US, and also the release of tax reserves related to resolution of certain tax
examinations and the statute of limitations within certain non-US tax jurisdictions which occurred during this period.
Scott Griffin:
Thank you, Larry. David, I’ve got a question regarding people and talent. It appears the Company has suffered from a loss of executive talent
over the past few years. Can you comment on this and what actions are being taken to address this matter?
David Fischer:
There may be a bit of misperception around here that that question sort of implies that everyone who has left has done so on their own accord.
That’s simply not the case. We’ve always been and remained focused on making sure the right people are in the right position. This means
sometimes changes are required, like Pete talked about for North America more recently, and for folks that have visited us or spent any time in
our facilities with our people over the last couple years, they immediately recognize and often comment that the quality of the people we have
throughout the entire organization is very high and impressive. Our unique culture has enabled us to attract a lot of top talent as evidenced by
our recent hires and three new executives, experienced leaders
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like DeeAnne Marlow for HR, Michael Cronin in Europe and Ole Rosgaard who is going to be joining us here in North America. Those types
of talents could go anywhere but they’ve chosen to join Greif due to our culture and the quality of the people here.
Lastly, I would point to the transformation process. That process itself has created an opportunity for numerous young leaders to rise to the
occasion. These younger talents have demonstrated true leadership in the first half of 2015 as we implement the transformation, and they are
taking the opportunity to grow their own careers in this process. So not only are we attracting top people from the outside, but we’re also
growing talent from within.
Scott Griffin:
Thank you, David. Pete, a follow-up question on North America. Can you provide some context around the change to the North America
leadership?
Pete Watson:
Yes. As we’ve discussed, the RIPS North America business performance needs to be improved, and based on that, we made a change in
leadership. We hired Ole Rosgaard to lead the business due to his experience in the US and Europe, as David indicated. He’s been very
successful in leading businesses in similarly competitive environments. He starts in August. In the interim, I’m going to personally run the
business.
Scott Griffin:
Thank you, Pete. We’re going to transition over to questions relating to transformation. David, the first question is regarding FPS and the
question is, can you please explain the rationale for your Board approved decision to remain in FPS versus the divestment option?
David Fischer:
Sure, it’s a common question I get posed. Clearly, the initial investment thesis that we outlined at the inception of this business has changed
dramatically with the unrealized benefits coming from the low-cost country feedstock strategy we had. Furthermore, the labor unrest and
occupation of our Turkish operation caused great disruption to the main facility in our whole network. Our own poor performance and missteps
have also made a challenging environment, but we are where we are now and the challenge for us as leaders is to pick the best path forward for
shareholders.
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Certainly the easiest decision would be to sell it now and take the loss but our job is to do what’s best for the shareholders and for our
investment, not necessarily to do what’s easiest.
We took recently a careful look and in-depth review of our situation with our JV partners, and we also consulted with several outside third
parties on the subject, and from where we are now, we believe that rehabilitating the business is the best value for our shareholders. Key
reasons that that business still is a fit for Greif is that it’s in our space. This is an industrial packaging business and we know that space very
well and we have a broad network in over 50 countries. We have good customer overlap with the other activities we do, whether it’s rigids or
even in some cases in the paper business. Our customers globally want the product from us; we hear that resonate with customers. Offering
them a consolidated source for this product on a global basis is very attractive. And lastly, we’re the only global player. There’s nobody else
who’s following or has the type of scale that we have.
Things that give me confidence looking forward: several of our facilities most recently had demonstrated a best-in-class production
breakthrough on production efficiencies, and the Management has a good plan to replicate that capability. That’s only in a small portion of our
network right now across all sites but it is clearly going to be a real advantage for us, and it’s being practiced as we speak.
The bottom line is that this business currently contributes essentially zero to our overall valuation as a company, and we strongly believe that
the planned improvement we have will provide ample upside to our valuation.
Scott Griffin:
Thanks, David. I’ve got a follow-up question in FPS . How do Management’s previously stated goal in EBIT and SG&A relate to the revised
FPS strategy?
David Fischer:
Well, about a year ago, or a little more than a year ago, we put out that we would reduce SG&A in the FPS business from about 17% down to
10, and we’d improve margins significantly in that business. Last year’s events were unprecedented and we’re just now working out of that.
When we outplace a thousand people from a site under one roof, then have to rehire and retrain a thousand people to get your main capability
back up and operational, it takes quite a bit of time. So, those goals are still out there for us to achieve but they have been delayed and we’re
outlining in the transformation deck for our investors and analysts to look at what we’re saying in terms of the path forward for that business.
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Scott Griffin:
Thank you, David. Pete, staying in FPS, is FPS still incurring higher costs from the illegal occupation of Hadimköy, Turkey?
Pete Watson:
Unfortunately there are two issues that continue to impact this business due to the occupation. The first concerns customers. While a large
majority of those customers continue to use Greif as a major source for FIBCs, some of them are due to the occupation added a second supplier
from a risk management situation. This has reduced some of our volumes versus a year ago, but we’re diligently working to earn that business
back.
The second issue involves around staffing of our plants in Turkey. We continue to train and develop new personnel in the sewing departments,
which employ a very large percentage of our employee workforce in those factories. This effort is part of our implementing a shift from an
outsourced labor model, which was employed in all of our Turkey operations, to employing an in-house labor model using all Greif employees.
Through this structural shift in this labor model, we are effectively increasing the volume and efficiencies each month in Hadimköy. I would
like to highlight this implementation of change has created an opportunity where we’ve redesigned our cell manufacturing layout and we are
currently achieving gains in 100% in productivity of finished bags in sections of this factory. This is an ongoing process and will continue to
create value for this operation in the coming months.
Scott Griffin:
Thank you, Pete. David, a question for you regarding the progress we’re making on SG&A. Can you update us on your efforts to reduce SG&A
by the previously announced $35 million?
David Fischer:
Yes, Scott. If you back up to the January Investor Day, we outlined our plan to reduce our structural costs. We recognize that our structural
costs are simply too high for the competitive commodity markets that we work in, and as a senior executive team we are taking a hands-on
approach to fixing that. We’ve also assigned several strong leaders in the Company, led by Chris Luffler, to a task force that is helping us
implement this on a global basis, and I’m pleased to report they’re making great progress.
As I’ve mentioned on previous calls, the rapid growth over the past decade, including numerous acquisitions, drove up our SG&A costs in
parallel with sales and we didn’t
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really realize any of the benefits from scale. By reducing complexity across our business lines and by reducing complexity across functions,
we’ve already achieved this year a significant reduction in headcount. So to be more specific about the nearer term goals you mentioned, Scott,
in 2015 we will complete the process that’s already underway and reduce SG&A expense by more than what we had discussed in the January
Investor Day. Back then we forecasted $15 million to $25 million reduction on a run rate basis for FPS, and about $10 million in all others by
the end of this year.
Now foreign currency exchange rates have challenged us a bit on this goal as some of our marks move on a local currency basis translated into
US dollars, but since that time we have developed plans and are implementing them for FPS and we will be in the range I described previously
in January, and we’re going to do a bit more than the $10 million in the other areas as a result of our transformation activities.
So we’re going to continue to drive this initiative. We’re going to manage it from the top down. We’re going to reduce complexity in our
geographies and we’re going to reduce complexity in our businesses. By the end of 2016, we will have reduced our SG&A expenses by at least
$45 million on a run rate basis.
Lastly, I’ll point to Larry’s previous comment which I think is a very good one: our global ERP system implementation is progressing and is
progressing very well, and it will continue to be a big key enabler for us to achieve this goal by the end of 2016.
Scott Griffin:
Thank you, David. I have a follow-up question on SG&A. It’s very specific; it’s in reference to one of the slides in the deck that we posted
earlier. It reads : $50 million of lower SG&A by 2017, RIPS in excess of $22 million, Flexibles $10 million; is the balance of the $18 million
related to general corporate?
David Fischer:
No. The corporate allocations are rolled forward into the business numbers. I didn’t hear you mention PPS, so you’d have to go back and look
at the slide and add in the PPS figure as well; that will count for a portion the of the 18. But if you go back and you add up the ranges that we
shared with folks in the deck, you’ll see that our range encompasses what our goal is, and we have, like I said, clear plans to achieve those. Our
range in the deck, I think, runs somewhere around 37, 38 to like 50 or 52, and if you take a look at that, we have plenty of runway to get there.
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Scott Griffin:
Thank you, David. Larry, I’ve got a question for you. What are the expected cost savings amounts in restructuring cash component for the
fiscal year ending October 2015?
Larry Hilsheimer:
Thanks, Scott. Year-to-date, we’ve incurred $10.5 million of restructuring expense. Most of the restructuring expenses that I’ll talk about, the
majority are severance-related costs on different elements of our plans. We’ve paid $4.8 million in cash year-to-date through April 30th.
For the year, we anticipate $30 million of restructuring expense as our current forecast and the amount of cash anticipated is expected to be
roughly that amount as well, although some of that relates to accruals at the end of last year. You always have that carryover effect. We
anticipate ongoing transformation run rate savings from these restructuring costs to be slightly above $30 million between operational savings
related to plant consolidations and overall SG&A benefits, with $15 million of similar savings this year. This is what we are already
anticipating, and then as David just covered, the transformation deck addresses the incremental savings going forward.
Scott Griffin:
Thank you, Larry. A follow-up question: is the $75 million to $85 million restructuring costs on Slide 34 all cash? How much is cash?
Larry Hilsheimer:
You know, with respect to that $75 million, you know, a good portion of that will end up being—ultimately it’s all cash. The issue gets to be
how much ends up being accrued at any point in time, but it ends up being ultimately all cash expenditures, and again, a significant portion of
that will be related to severance-related costs.
Scott Griffin:
Thank you, Larry. Pete, we’re going to go over to a question on transformation with respect to the portfolio. How do you feel about the relative
size and trajectory of each of your business lines? How will transformation impact the portfolio in terms of size?
Pete Watson:
Let me reference—to answer the question let me reference us back to the slide deck starting on Page 26. It might be easier just to walk through
the four portfolio businesses and talk about the transformation as it relates to the question of relative size and where we’re going from our
current baseline to 2017.
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I’ll start first on Page 26 with the RIPS business. As we know it’s a global business and our focus is improving customer satisfaction,
shareholder return. The size of the business is a reflection of an active portfolio management process based on the closures, divestitures, and it
also includes FX adjustments. This reflects in size a plan that’s a case of profit growth as opposed to growth for growth sakes. Some of the key
elements are: we need to as a global business consistently perform to our customers in regard to quality and customer service, and be
recognized across the globe as a consistent, safe choice brand. Our growth opportunities will be very selected in regions with targeted
customers. Examples of that are, as David indicated, our new steel drum plant in Saudi Arabia with Sadara. We will also continue, as part of
this plan and our profitable growth path on the IBC businesses, focused in EMEA, North America and APAC. A big part of this plan to manage
the growth has to due to the strong emphasis on reducing our structural costs, both in footprint consolidation and improved manufacturing
efficiencies, and as we’ve already discussed, we’ll continue to fix or close underperforming business operations in all of our plants. To date,
we’ve closed or divested eight operations in this business in RIPS globally, and as David said, we have targets to save a minimum of $22
million in run rate through the transformation and that is nearly half the Company’s target.
If I could go to the next slide, Page 27, it shows our Paper Packaging business and it’s a business where our focus is on creating value through
differentiation. We’re in a niche position in the North American market, and I believe we’re positioned for profitable growth opportunities.
We’re showing pretty significant growth relative to our baseline in the model. Part of this is the completion of the previously announced
growth projects at our Riverville mill under Semichem medium machine. That also includes our expansion in North Carolina of the additional
corrugator plant and our sheet team operation. Other parts of that include growth in our specialty products area, focusing on triple-wall litholaminated sheets and some unique and proprietary coated products that we are developing. Our focus on this is to increase our current
integration position over 90% and we’ll do that in part to some of the growth projects we talked about, including continued expansion of our
unique sheet feeder model and core choice. Part of this also includes how we innovate on product performance, both on the medium products
we have, how we produce our lightweight corrugated sheets, and again, some of the unique coating applications we’re developing in this
business.
If I could turn now to Page 29 and talk about flexible products and services. Our focus is really to become a supply chain and productivity
partner, positioning ourselves to grow our profits. As David indicated, our intention in this business is to fix first and then stabilize the business
and selectively grow it. So if you look at the growth rate or the scale of this business, it really reflects that strategy, and our plan is on profit
restoration
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first and growth second. The size initially is smaller versus the baseline due to divestitures of multi-wall and some other divestitures, smaller
divestitures on the way, and including FX adjustments. Three key parts of this plan is to spread the production capability across all three
regions of APAC, EMEA and Americas, and reduce our dependency on our production footprint in the EMEA region. From a growth
standpoint, we intend to grow over 15% in that three-year period with a high focus in the Americas where our largest growth region is in this
plan. We also have higher growth in some of the niche end use segments such as high hygiene applications in food and pharma.
Part of our improvement in our profit restoration, which you can see is a $30 million improvement from baseline, has to do with pricing
initiatives to rationalize some of our lower margin products, reducing our SG&A cost structure, and again, we’ll have a strong focus on fixing,
closing or divesting underperforming operations. To date in 2015, we’ve closed or divested two operations and will continue to evaluate
opportunities in an effort to improve the profitability of the business.
Finally, what I’d like to do is go to Slide 30, which is on land management. This is a very entirely different business than the other three
businesses in our portfolio. The strength in land management is that it provides significant strategic financial security and flexibility, and our
whole mission in this business is to create the greatest amount of value per acres in our portfolio.
Scott Griffin:
Thank you. I appreciate that. We’re going to now move over to a question for David in the portfolio category of transformation. It would seem
an appropriate path during the transformation to spin off timber and land to Greif shareholders. Is this being considered?
David Fischer:
Thanks, Scott. Periodically we review our entire portfolio, not just timber but all aspects of our portfolio and our holdings, which many of you
know on our timber platform or timber business specifically, we’ve owned a lot of these timberlands for a very, very long time, and they
remain significantly undervalued on our balance sheet. Our bankers find those holdings very attractive, as do many long term shareholders, and
that has come very clear to us repeatedly over the years. We manage our lands with one of the very best teams in the industry, and it’s no
coincidence that the revenues we get per acre are among the best, if not the best, in the industry, even compared to the professional REITs.
We’re taking measured steps on several opportunities to enhance the value of what we do in our land portfolio. Those opportunities include
surface and deep mineral evaluations on all of our lands in Louisiana, and we’re also looking into surface minerals such as aggregates, sand and
gravel on all of our lands across the south, so we’re pretty optimistic that we’re going to get some good opportunities out of there.
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We will continue to evaluate our land holdings. We’ll continue to weigh tax-effective options that are suggested to us by bankers and
shareholders alike against the long-term hold option, and we’ll certainly keep investors apprised of our position as we go.
Scott Griffin:
Thank you, David. Larry, you got the first set of questions and you get the last one of the ones we received. It’s still in the portfolio category
with respect to land, and the question is, would it be possible to move the land SBU from a C Corp to a REIT? Do you have a view on that as
far as actions such as this in the future?
Larry Hilsheimer:
I think David did a great job of just laying out how we assess our portfolio from time to time. There are many different options that you could
consider with the land portfolio. That would be tax-preferred structures; a REIT spinoff is one that we’ve studied before. We understand how it
works. Most people would indicate that it would be too small a group of assets to do that, but, you know, it could be a small cap entity. There’s
favorable rulings with respect to the IRS on spinouts of timber assets into REITs. So I think, yes, it’s a technical aspect of it. Is it possible?
Sure, but it’s one of the things that, like David said, we’ve looked at before, we understand it. It’s just not something that our Board has
considered us at the point of doing at this juncture.
Scott Griffin:
Thank you, Larry. I’d like to again thank all you have that have submitted questions ahead of time that allowed us to go through this. We’re
going to move into the second phase of this, which are live questions. So Manny, I would like to turn it over to you and your team to allow the
first live question to be asked.
Operator:
Certainly. Our first question is from Chris Manuel of Wells Fargo. Please go ahead.
Chris Manuel:
Good morning, gentlemen. I feel like we’ve been waiting a couple days to ask questions.
David Fischer:
Sorry about that.
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Scott Griffin:
We hope you sent them in early, Chris, so we can give you adequate answers.
Chris Manuel:
Well, we get to see how you think on your feet now, so this’ll be more fun. A couple questions for you. Let me start with—to kind of circle
back to the RIPS North American business, and then I’ve got a follow-up related to the Flexibles business and I’ll jump back in the queue, but
when I look at the North America business, you cited through the quarter that volumes were actually up in the business, but that you were
seeing significant slowdown in the back half. So, we did a little math around this, and if you look at what you preannounced first half to second
half, or what the preannouncement was, it suggested about a $53 million of op income hole. I guess my question here that I’m getting to is,
even if volumes were up 10% in just the North American business, that’s only the normal contribution rate, 15 or so million of EBIT. There’s a
pretty big hole as to what happened. Currency, from the last time you gave guidance, now is actually benefiting you. You cited this is really a
North American business. Also, in your prepared remarks yesterday, you cited that steel was hurting you, so can you give us a sense—I mean,
it would sound like, given my math, you’ve got a 40 or so million dollar hole that steel is hurting you. Can you help us understand how long
that’s going to be the case, how we should think about quantifying some of those numbers, and perhaps what happened from a risk
management standpoint that got you so upside-down in steel?
Pete Watson:
Chris, this is Pete. I’ll take that question. In regard to volumes in the second quarter, we actually saw a reduction of nine-tenths of a percent in
North America on volumes. A large majority of that are IBC volumes in plastics, and steel was relatively flat at that point. Let me kind of go
through what is causing some of the performance issues and hope that answers some of the question.
I’ll just be really honest, we are really poorly executing in that business right now, which is one of the reasons for some of the changes we
made. Our volumes are lower overall and they continue to show that trend. We’ve had a significant amount of operational inefficiencies in
some of our operations, most specifically steel. I cited the fire in Florence, Kentucky, but I think again, overall, some of our operating
inefficiencies are creating challenges to us and we just aren’t efficiently operating that business right now. We are seeing headwinds in the
markets in certain businesses that we see. We highlighted some of those headwinds in the transcript and in the slides. What we see going
forward is some shortfalls in our forecast based on some of those operating inefficiencies.
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Larry Hilsheimer:
Chris, let me add a little bit to this. So, two elements. You mentioned currency being favorable to us. It’s not favorable to us relative to the
guidance we gave, and I know that a number of people were wondering why we didn’t call down guidance at the first quarter call, because
currency had shifted downward from the beginning of January. At that time, as I indicated in my prerecorded remarks, we thought that if it
remained stable we could overcome that further degradation through cost cuts and other things, but at that time we were also still contemplating
an uplift in the North American business, we were looking at what everybody else was talking about, a robust US economy. That hasn’t played
out. So, our gap to what we had built into our guidance was significant, because it’s not just a gap to last year. We had predicted that the North
American business would be up over last year, given everything that everybody was predicting about the economy, and we are actually now
seeing the opposite. So, currency is a significant headwind to us, which we can’t overcome just through the cost cuts, and then we’re seeing the
downdraft relative to even last year, when we had predicted an upturn.
David Fischer:
I think he also asked about the risk management on steel for the imports.
Larry Hilsheimer:
Yes, just our managing of the cost of the steel on the imports, is that what you’re talking about, Chris?
Chris Manuel:
Well, look, so kind of three elements here. When you say mismanagement or mistakes or elements within the business, we in the investment
community outside of the industry don’t have any idea what you’re talking about, so that’s kind of what I’m looking for, for color, to
determine, quite frankly, is this something that is going to continue for the next 50 years, is this something that’s going to continue for the next
five months. You’ve laid out a baseline for this business and a path where you get to in ‘17, and now you’re in a hole starting from, so that’s
kind of the nature of that first element of question.
The second, I guess rather direct question is, are you upside-down selling steel right now? I’ve been through a number of your plants and I’ve
covered you for 15 years. You don’t have more than a couple of days of finished goods inventory and a week or two of
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steel coming in, so to be—with mechanisms that adjust in 90 days, to be upside-down in steel—you’ve lived through much more volatile steel
environments than this and not had this kind of a problem. There’s something that doesn’t make sense here. Are you upside-down in steel is the
direct question.
David Fischer:
Let me take that Chris, because you do know our plants well and you’ve been through many of them. We have had, for the recent quarters, a
pretty big exposure to foreign Chinese steel imported. Our pricing mechanisms, when they’re tied to the indices, work very well when raw
material prices are rather moderated up or down, but when you see a rapid decline, as we have seen most recently, the index adjustment outruns
the supply chain for incoming raw materials and you get a squeeze. So, we have a few months to work through that, and I’ll let Pete comment
about color commentary on mismanagement.
Pete Watson:
Yes, again, I think I talked in terms of some of the actions we’re taking on margin restoration had improved the business, so let me review
those again. From a pricing initiative, we’re addressing products in regions. We’re unsatisfied with our pricing margins and we’re taking
actions. We have some operational inefficiencies. Some of it is our structural costs. We have too many plants for the volume we run, so we’re
consolidating our manufacturing footprint. I think that’s evident of the size plants we’ve closed or divested this year, which I referenced. We
also have a group of plants that are grossly underperforming from what they have done in the past, for a variety of reasons, which is creating a
large drag on our performance, which we will either continue to put in a transform-and-fix mode or we will close or consolidate those plants.
So, we are taking a lot of decisive actions in this. This is not an issue that you will see fixed overnight. I think you will see continued
improvement in this through the next six months, but those are the issues that we’re facing operationally right now and we’ve have a good plan
to fix them and go after it.
Chris Manuel:
Okay, thanks for some of the extra color. Let me switch gears, a question for David regarding flexibles. Look, I fully appreciate you can’t fix
something you don’t have, so you need the asset there to fix it, to do work on it, to make it better, but I guess my question for you is—I mean,
you’ve spoke with us quite a bit over the past five years or more that you’ve owned these assets and gone through a number of different
strategies and thoughts as to how you would fix these. What’s different or new that you’re using, what different tools are you using to try to fix
the situation today moving forward that you haven’t in the past? Looking through what you talked about in the slide deck,
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you’ve cited pricing, you’ve cited consolidating some facilities there, you’ve cited creating some business, I believe, lower margin, a number of
things of that nature, but those all sound like the same tools that you’ve utilized in the past that haven’t necessarily worked. So, what’s different
now versus in the past?
David Fischer:
I would point to two key—it’s a good question, Chris, thanks, and I would point to two key differences. When we embarked on the strategy, we
embarked on it with a hub-and-spoke concept that we would be dependent upon low-cost country sourcing like, we’ve talked about many
times, and the supply chain was set up accordingly to work off of that assumption. When we dissolved of the KSA fabric strategy, because we
did not realize the savings we thought we would on both resin and power, we had to regroup around the current asset base that that we then
had.
Subsequent to the now one-year impact from the illegal occupation of our Turkish asset, which is our number one—I know it sounds like an
excuse, but it’s our number one highest productivity main production facility for the both the webbing, meaning the fabric, and the
confectionary bags coming out of it. When that was disrupted, we ended up with just trying to continue to serve our customers by spreading the
load to other assets and buying bags and fabric from the outside. It made for a very, very expensive supply chain and operation, and not one I
would call stable.
What we’re doing now is what I would call spreading the load. We’re getting closer to the customer. We’re spreading the load of
manufacturing, not being consolidated around a hub-and-spoke, nor not consolidated around a Turkish-concentric production capacity that I
would call overweighted. So, we’re moving those assets that we’ve bought, and they’re very good assets, to other facilities, to Greif facilities
around the world, moving closer to the customer.
The third thing we’re doing is we’re taking our demonstrated best-in-class production capability from a couple of sites and we’re going to
transfer that across the network. So, we’re getting back to blocking and tackling and making things better, faster and cheaper than anybody else
in the world, and we’re leveraging our global relationships with large accounts. It’s a quite attractive proposal, when we go into one of our—I
won’t name them—large accounts, which there are numerous, and you say to them, “you can get rid of 17 suppliers” or “you could get rid of
11 suppliers and you can go to one,” and they depend upon us on, on the kind of quality and service that we can deliver in the rest of our
businesses.
So, those are kind of some of the fundamentals that we’re pursuing this time around.
Chris Manuel:
Okay, thank you. I have a bunch of other questions, but I’ll jump back in the queue.
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David Fischer:
Thank you, Chris.
Operator:
Thank you. The next question is from George Staphos of Bank of America Merrill Lynch. Please go ahead.
George Staphos:
Thanks. Good morning everybody. I appreciate the efforts here to give us more information. I’m not sure we totally like the Q&A process, but,
anyway, appreciate your efforts here.
I guess, piggybacking on Chris’ question, very simplistically, can you bridge between price, volume, operating inefficiency, and any sub
categorization you’d like, what the difference in second half outlook looks like relative to your prior guidance? That’s question number one.
Question number two I’ve got is, within RIPS, and perhaps within North America, can you comment at all whether your weighting across your
product categories is any of the contributing factor to your underperformance? In other words, metal was, I think you said flat or up. Plastics
was down. Given our own trade contacts, it would seem to us that plastic is doing better than what you’re seeing, and is that feeding back into
your poor performance, and if so, how do you attempt to fix it? Thank you.
David Fischer:
George, let me try to hit—you asked for sort of a can we simplistically explain, you know, going from our guidance to what we’re now
providing as revised guidance, so I’ll do it very high level. We gave you guidance around a $430 million EBITDA before specials. We’re
basically taking gross profit down $70 million related to additional FX and just sales that will be significantly less than what we had projected.
As I indicated, we projected North American business growing rapidly. We’ve got SG&A savings that plays into that, of about $25/26 million,
which is benefited by some FX trends, as well, but those are the elements, just those two key items. It’s just drop in sales, drop in margin and
improvement on SG&A, as I stated, by currency. That takes you down to a new EBITDA range. It’s about $385 million.
Pete, do you want to address the second half?
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Pete Watson:
Yes, sure will. If you look at—one key issue around North America is our loss makers. As I indicated, we’ve got some plants that are
consistently underperforming in all substrates. We are doing consolidation of those plants and eliminating those that are nonperforming. We
also have significant margin pricing activities, unacceptable margins in certain products or regions we’re undertaking. If you look at overall
substrates in the portfolio in North America, there is some product migration or product decline inherently in some of our more profitable
businesses, and I think that balance of mix is one small cause of the decline, but I go back to my comments earlier on what the key issues are in
regard to commercial activities and pricing initiatives, and some of our operational inefficiencies, the fact we have too many rooftops in our
business and can’t sustain that fixed cost structure.
George Staphos:
Pete, Larry, just if you can clarify the answer to my first question, and maybe the answer is you can’t and I appreciate that. How much of the of
the $70 million—you said FX—how much is related to price cost squeeze, how much is related to, you know, operating inefficiencies, as you
term them? Thanks, I’ll turn it over.
Larry Hilsheimer:
George, most of that is volume related, relative to what we initially had forecast in our guidance for the year. That’s what it’s primarily driven
by.
George Staphos:
Thank you.
Operator:
Thank you. The next question is from Adam Josephson of Key Bank. Please go ahead.
Adam Josephson:
Good morning, Dave and Larry and Pete. Thanks for taking my questions. David, one on the transformation. Obviously, the Company’s
strategy over the past five years or so has not worked. You can see that in the A shares stock performance compared to the market. Presumably,
as a result, the Board recently formed this special committee, I think from which many investors were expecting meaningful changes. The
presentation
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came out yesterday. I think I and others were surprised by the lack of substantive changes announced, which had me wondering what happened
within the special committee. So, David, given your presence on the Board, can you shed some light into what happened and why there were
not more substantive changes made to the Company? Thank you.
David Fischer:
Yes, Adam, thanks for the question. I won’t go into too much detail about Board dynamics, but I will tell you that the entire Board, as well as
the Transformation Committee, are deeply involved in what we’re doing. We may have a little bit difference of opinion in terms of the scale of
changes. We were never intending to paint a picture from the Transformation Committee that there would be holistic changes in our portfolio,
meaning divestitures of paper or timber, or what have you, that we are commonly asked about. We believe that within the current portfolio we
have over $100 million worth of profit improvement that lays in front of us, and perhaps then some, just from doing the kind of things that we
have outlined in our transformation deck.
We’re going to first fix our structural costs with what I would consider by any company’s standard a big reduction in headcount of around 15%
and a significant SG&A goal tied to the overall financials. We’re also going to drive out, like I mentioned previously, the underperforming
businesses either through divestitures or fixing them, and that in itself is a big move for us, because we do have a very large population of
plants and a significant portion of our revenue stream that’s performing quite well. So, we’re going to differentiate going forward with a little
bit more—from our past performance, with a little bit more aggressive approach on how we deploy capital and resources, and what we choose
to do and not do.
So, with $100 million onto the current bottom line, I think, I think the definition is appropriate in terms of transformation. If we have misled
people with the title, that they were thinking there would be a breakup or a spinout, or something different, then probably we have overused
that term.
Adam Josephson:
Got it, thanks, David, and Larry—I have one more then I’ll get back in the queue. Larry, regarding the dividend, you talked about taking a
longer term view regarding the dividend. If I include fiscal ‘15, you will have financed the dividend partly with debt in three of the past six
years. That seems like a long time horizon to me, perhaps you think otherwise. But, why would you use debt to pay the dividend when your
leverage ratio is approaching three times and clearly higher than normal? Thank you very much.
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Larry Hilsheimer:
Adam, I’m just looking at our payout ratio relative to earnings per share and, effectively it’s been below 100% every year, except ‘14, so
maybe I have a different calculation, but we …
Adam Josephson:
I’m just comparing free cash flow after cap ex to the dividend.
Larry Hilsheimer:
Yes, okay. Obviously eventually earnings turn into cash, but I respect your view and you know, we are not happy with the payout ratio relative
to the free cash flow or earnings, that’s why we’re going about transforming the Company, but we do feel very comfortable about our balance
sheet. Clearly, if we are not successful at achieving the objectives of our transformation, we will be forced to look at that situation, but that’s
not what we anticipate and we’re confident that we’re going to get this done.
Adam Josephson:
Lastly, Larry, a follow-on, what leverage ratio are you comfortable with?
Larry Hilsheimer:
What leverage ratio I’d like to be in is the one we previously stated, is 2 to 2.5.
Adam Josephson:
Okay. Thank you.
Operator:
Thank you. The next question is from Ghansham Panjabi of Robert W. Baird. Please go ahead.
Matt Krueger:
Hi, good morning. This is actually Matt Krueger sitting in for Ghansham. Thanks a lot for take my question. First, given that you previously
mentioned increased levels of competition, which businesses are experiencing a more aggressive competitive environment, and what specific
product types and regions are dealing with that dynamic?
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Pete Watson:
Thank you, this is Pete, I’ll answer that question. I’ll comment there are always competitive pressures in any markets, but today I think we can
point to increased pressures in all three of our large businesses, both RIPS, which is a global business, Paper Packaging, which is
predominantly North America, and our flexible products business which, too, is a global business.
I’ll make a comment that, typically, competitive prices intensify when there’s a significant deflationary trend in raw materials, and that is very
consistent with what we’re seeing in all our markets around the world.
To answer specifically, in each product line, in each region, I think there’s a little different story, but I will tell you we are seeing more pricing
activity and volume attempts occurring in all the regions. I think the key is not necessarily what’s happening, but what we’re doing, and I’ll tell
you every single competitive situation we’re in, our goal is to make a sound commercial decision to ensure that we protect the profit of the
business, and it further enforces the fact that we need to continue to reduce our costs in our operations, eliminate the number of rooftops we
have, and continue to drive SG&A costs to offset any market headwinds that we’re experiencing.
Matt Krueger:
Great, thanks. Then, then just expanding on what you mentioned about pockets of strength outside the US, I know you mentioned Europe, but
could you provide some additional details surrounding exactly where you’re seeing that strong demand in terms of product types and I guess by
region other than Europe?
Pete Watson:
Yes, our largest volume growth for the quarter was around EMEA, and we certainly read about some improving economic activity in that
region. There are certain regions than are stronger than others in EMEA. Some of the parts of southern Europe are stronger, specifically around
some of our agricultural products, like conical drums. Eastern Europe continues to show good growth, and we also continue to have good
strength in volumes and profits in the Middle East and North Africa, in South Africa and Sub-Sahara.
Matt Krueger:
Great. Thanks.
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Operator:
Thank you. The next question is from George Staphos of Bank of America Merrill Lynch. Please go ahead.
George Staphos:
Hi, guys. I guess the first question I had, how—when we look at the incremental margin that you’re projecting out towards 2017, some of them
are significant. In FPS, I think it’s around 80%, I don’t have the precise calculation in front of me. Recognizing you’re confident in that,
because you put it in the slide deck in the first place, how do we bridge to that type of incremental pickup over the next three years? Again, if
you’d just do it simplistically in buckets, that would be helpful.
Then, broadly, you know, it sounds—you said the volume is the biggest issue in terms of the reduction in your guidance, yet you called out
pricing a number of times on this call, and certainly in your pre-call and in your slide deck. So, I guess the question I have is, is pricing
significantly worse than your expectations, and if so, is there a way to quantify how much that is off versus your expectation? Thanks for taking
my follow-up.
Pete Watson:
Yes, this is Pete, and what I’ll address is your comment on price and volume. So, in North America, it’s really two businesses. In Paper
Packaging, we obviously have our mill containerboard business and our core choice sheet feeding model. In our mills, the headwinds were
around the pressure on selling prices, and specifically recycled medium aligner, that’s directly related to the new containerboard mill entrance;
also, to a lesser extent, projected increases in OCC for the balance of the year. I will say that those pricing pressures are consistent with what
we’ve seen published in Pulp & Paper. We have not had those concerns through the first half of the year, but we are seeing concerning going
forward in our second half.
In sheet feeding, our concern is in volume. We’ve had lower volumes in the Midwest due to competitive pressures from entrants, and we are
consciously making commercial decisions not to chase volume that has competitive price pressures. I will tell you in the Southeast, our forecast
is for the second half to have stronger volumes, as part of our new corrugator expansion.
In RIPS North America, as Larry indicated, the biggest headwind we have that’s causing results to be less than expected, it has to do more on
volume and a small amount on pricing pressure.
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Larry Hilsheimer:
George, with respect to your question on the Flexibles margin increment—I’m just looking at it. The margin increment relative to gross profit
margin relates to a couple of elements. One is the targeting and development of high skilled capabilities to target the niche high profit margin
markets, which are food and pharmaceuticals, which have much higher margin opportunities, and which we have unique capabilities to go
after.
The second—Pete and David both talked about the significant improvement in our operational capacities by applying some of our Greif
Business Systems, operational excellence capabilities to improve, and Pete mentioned already that the productivity in the last 60 days in the
plants to which this is deployed are up 100%.
The other element is that in that baseline we had a lot of these third-party sourced materials, which were high cost.
So, you put all of those elements together and you go out through ‘17, and that drives a lot of the gross profit margin. On the operating profit
margin, we obviously have a big shift in taking out the SG&A costs that we talked about last year. The SG&A takeout costs on a US dollar
basis is significantly less because of the FX translation impact, but all of those things contribute to the margins reflected on that slide.
One thing that I do want to emphasize, and Pete mentioned this earlier, this is a four-year plan, five-year plan for Flexibles going out through
2020, with all the piece and parts that have to be executed, and so we actually expect margins to be better than what’s reflected on this slide
through 2020.
Operator:
The next question is from Chris Manuel of Wells Fargo. Please go ahead.
Chris Manuel:
Good morning again, just a couple follow-ups. Along those lines, when you’re talking about the RIPS volumes in North America, I think you
cited again they were down nine-tenths of a percent through the most recent quarter, but you’ve seen a significant reduction. Can you help
frame us what you’ve seen as far as a reduction? I mean, again, if it’s a volume issue and not as much of a price issue, it would suggest you
have volumes down like 40/50% to account for the shortfall. Can you give us a sense as to—and that doesn’t seem realistic. But, what are you
seeing presently and budgeting in to your new forecast for RIPS volumes in North America?
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Pete Watson:
Yes, it’s not nearly what you’re saying. We’re seeing volume projections of the 5% range, and, again, it’s different by each business. We’re not
going to get into the specific forecast of volumes by substrates and regions, but we’re seeing softness in certain sectors that we do business,
specifically IBCs, which was a big part of our profit improvement in the second half, and end-use markets as it relates to oil and gas activities
are showing very, very mediocre economic activity, and, again, that was a big part of our profit growth in the second half. I think we’re just
seeing flat to slow growth or no growth in steel. We are also doing pricing initiatives. We have made some conscious decisions to walk away
from business in the short term, because we don’t feel the margins are sufficient for what we expect to make in that business. So, those are all
contributing factors.
Chris Manuel:
Okay, and then the next follow-up is in the paper business, and you just addressed some of this a moment ago, but you specifically talked about
seeing price pressure from folks that—new entrants adding capacity in the marketplace. You’re one of those new entrants. You have 55,000
tonnes of new capacity coming in the back half of the year, and additional sheet feeding capacity, etc. How would we think about how much
price pressure are you seeing, or how much have you had to discount to sell those tonnes? How would we kind of think about that?
Pete Watson:
I’ll first answer the question regarding our own capacity coming on board, and it’ll come on board fairly soon. As you know, we have increased
our corrugated capacity in North Carolina, and that will consume a good part of that volume. We have a very high percentage of integration, so
we feel very comfortable that the volume that’s coming on in our Semichem medium, we’ll consume that internally, and we will just consume
more of our internal usage through our system.
In regard to pricing, the mills have, through our internal integration, have kind of isolated ourselves from a lot of the pricing pressures in the
first half, we are seeing that change, and our forecasts reflect pricing that’s consistent with what’s currently published in the Pulp & Paper
Index for the second half, and another part of that has to do with projected increases in OCC for the balance of the year that has created some
margin erosion in our forecast model.
Chris Manuel:
Okay, that’s helpful, and then the last question. David, Larry, you’re laying out 2017 commitment for free cash flow in the 225 to 235 range. I
mean, we’re coming off of 2014, it’s 125. We’re seeing that close to cut in half here in ‘15. What’s the bridge
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between here, the 60, 70, 80, you know, the range here to the 225? Is there maybe a couple of the elements in it? Is there a significant
component to restructuring spending in ‘16 that’s needed to get there in ‘17, or how am I to think about the path?
Larry Hilsheimer:
Yes, it’s a combination of things, Chris, as you might imagine. We’ve got the uplift of our SG&A savings that will end up driving, as you can
see on slide 22 in our deck, off of the adjusted baseline. A significant impact there just in and of itself would—you know, over $45 million,
which translates obviously directly to bottom line and cash flow. So, as those headcount reductions that David mentioned, of our 350 people in
SG&A, plus the pickup that we get on cost savings, the closures of plants and consolidations, that end up working through not just some of the
SG&A but also in our gross profit analysis—I mean, we’re consolidating that footprint and seeing those op ex improvements.
Then, you have the growth activities out of our Sadara million drum commitment that will produce profitability, and ultimately we do believe
in the paper business, the investment that we’ve made in the modernization of River mill and the corrugators will tie it all together.
All those things working together, along with some plain blocking and tackling operational improvements in some of the plants that Pete
mentioned are underperforming, all of those elements come together to give us a very high level of confidence in this plan, and you’re exactly
right, we looked at it and said look at how the second part of this year is, that’s already incorporated in us achieving these commitments.
Chris Manuel:
Maybe I didn’t ask the question very well, let me try to approach it a little differently. If I look at the baseline of $68 million going to the kind
of the midpoint 230, that implies about $80 million of improvement per year along the way. Is it somewhat linear, or does ‘16 look like another
year, to Adam’s point earlier, where you’re borrowing to pay the dividend and then suddenly we have this massive pop in ‘17. What does the
path look like?
Larry Hilsheimer:
We are looking right now on accelerating some of the actions, as a result of what we’re seeing in ‘15, to try to accelerate as much as we can.
We have the teams working on it right now. The original timeline on some of our headcount reductions, it is not linear, there is more push
falling into 17, but ‘16, in and of itself, we’ll not be in a situation where we would have to borrow to pay our dividend.
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Chris Manuel:
Okay, that’s helpful, and the last question for David. When I look at Slide 20, where you talk with the portfolio optimization, I think you
mentioned in your prepared remarks a day or so ago that this is the last time you’re going to be referring to this. I think this slide has stayed the
same since you introduced it at Analyst Day, but yet you’ve made quite a bit of—or it seems like you’ve made some progress along
divestitures, and tying that to Slide 44 in the back, where the divestitures are coming from, can you maybe help us with where you sit today in
this process with respect to the divestitures? Are you going to get 450 flagged in the back here, 330 in rigid, 20 in paper, 100 in flexibles?
What’s been done, what’s left to go?
David Fischer:
Yes, I would say—I don’t have that specific figure of where we stand today, once we execute everything we’ve currently done, but we have
closed a number of facilities, consolidated six or eight of those this last—let’s say four or five months, and that’s when the implementation
phase really took hold. We also divested a couple.
With that, I would say, you know, in approximate terms, halfway home in terms of our activities. We have a handful of others that are
remaining, that we’re currently active on. With those, they’re not simply just divest and walk away, a lot of these are consolidations, so the
volume leaves those plants goes to our other plants, and we intend to have some better pricing leverage out of those moves. So, I would say
maybe halfway home in terms of the progress, so you’re going to hear from us in the coming two quarters about additional progress, not only
on the consolidation moves but we’re going to report back to it you as well on advancements on our headcount reduction, as well.
Chris Manuel:
Okay. Thank you, guys, and good luck on the process.
David Fischer:
Thank you.
Operator:
Thank you. The next question is from Adam Josephson of Key Bank. Please go ahead.
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Adam Josephson:
Thanks for taking my follow-ups. David, just three for you. One on—you talked earlier about potentially selling the land. Why aren’t you
selling or doing a tax-free spin of either the land or containerboard businesses, given their obvious lack of connection to the core steel drums
business, and what would be the tax implications of selling either one?
Larry Hilsheimer:
I can take the tax consequences of selling either one, Adam; it would be very, very significant. Our bases in our timber holdings are very low,
which is why, if we did anything, we would try to do it in a tax preferred structure, and as we explained earlier, we’ve looked at those from
time to time and it’s our current view that we like the assets in our portfolio, and that’s where our Board of Directors has landed, as we’ve
discussed those options in working through the strategy, but we’ll always continue to look at these from time to time and explore it. Our tax
basis in our mill is also very low. I don’t have the exact number for you, because we haven’t gone to that point of saying “let’s look at actually
selling it.” We’ve said this before, and David also elaborated on it, we believe that that is one of our core businesses. We’ve been in it for a
very, very long time and it’s just another packaging business.
David Fischer:
I would add that we do not, and haven’t for a while, viewed ourselves as only a steel drum company, we look at ourselves as an industrial
packaging company, and we’re getting deeper in the supply chain activities of our customer base in many fronts around the world. So, I would
make that point.
I would say, as far as the timing of which, and there may be a time that that changes and our board changes their position, that’s their
prerogative, but right now, in the paper business, we have several more runway extension programs, I’ll call them, where we’re going to
increase the profitability of this segment. In our competitive marketplace, we’re among the highest in terms of performers, in terms of margin,
and we have several projects that are developing that are going only enhance that from a niche play, so our runway looks very attractive to us. I
would certainly want to run that runway out to its completion, and it is not restricted or limited to the capacity of our mills, because, as Pete
mentioned, our core choice operations are significant in terms of their contribution to not only our profitability, but also our competitive
advantages. So I think we have a long way to go before we would press on that.
I addressed land earlier. Until we run out some of our other options of the surface minerals and deep minerals, we would not be in a position to
recommend even to our Board that we’d want to divest with those.
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Adam Josephson:
Thanks for that, David and Larry. I have two others, David. One is—just regarding 2017 targets, I mean, obviously your visibility in fiscal ‘15
has been quite limited, right, as evidenced by the substantial guidance reduction a couple weeks ago. Why bother giving 2017 targets in light of
that lack of visibility?
David Fischer:
Well, I think it’s very key to our transformation process. Our plan is a multi-year plan. We gave two-year goals, because we didn’t think it was
credible to talk about three-, four- or five-year goals. We wanted to hold ourselves accountable to this performance. Our plan is structured to
achieve those goals in what I would call not only a deliberate but very specific plan asset by asset. So, that’s what path we need to motivate
14,000 people to start delivering on, and those seem very reasonable to us given what our analysis has been over the past year in the
transformation progress.
I also would add, and you can probably tell it from the tempo of our questions or our comments to your questions throughout the call, that we
don’t anticipate the situation in North America to be permanent. We think it’s a blip in our performance. We can’t control market demand, by
any stretch of the imagination, but we can control what’s not working, and we are already about fixing those, so we don’t anticipate the
problems in North America to be persistent.
Adam Josephson:
Thanks, David, and just one last one. Can you talk about how the Board pays for performance? Obviously, Shareholders want to know that
there’s a strong connection between the two.
David Fischer:
Sure. Our Compensation Committee is very active on that subject at each quarter, and certainly on the annual meeting. You can access how
they view that in our Proxy Statement and how they pay for performance and what goals and policies they use to manage that dynamic. I think
that’s in our proxy filing each year, so you could access that.
Adam Josephson:
Okay. Thank you.
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Scott Griffin:
Okay, Manny, that was the last question.
Operator:
Yes, I would like to turn the floor back over to Mr. Griffin.
Scott Griffin:
Thank you, Manny. The replay of the question and answer session will be available later today on our website at greif.com. We appreciate your
interest and participation. Thank you.
Operator:
Thank you. Ladies and gentlemen, this does conclude today’s teleconference. You may disconnect your lines at this time and thank you for
your participation.
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