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In format ion for  shareholders

A n n u a l  G e n e r a l  M e e t i n g
The 1998 Annual General Meeting of the shareholders of OY Stockmann AB will be held on Tuesday, April 21, at 4.00
p.m. in the Concert Hall of Finlandia Hall at the address Karamzininkatu 4, Helsinki.
Registrations for the meeting must be received no later than on April 16, 1998 at 4.00 p.m., telephone +358-9-121 3133,
+358-9-121 3802, +358-9-121 3089 or +358 -9-121 3327.
Those shareholders are entitled to participate in the Annual General Meeting, who have been entered, no later than on
April 16, 1998, as shareholders in the Shareholder Register kept by Finnish Central Securities Depository Ltd.
Also a shareholder whose shares have not been transferred to the book-entry system has the right to participate in the
Annual General Meeting if that shareholder has been registered in the company’s Share Register before September 28,
1994. In this case the shareholder must present, at the Annual General Meeting, his share(s) or other documentation
indicating that title to the shares has not been transferred to the book-entry system.

P a y m e n t  o f  d i v i d e n d
The Board of Directors proposes to the Annual General Meeting that a dividend of 9.00 markkaa per share be paid for
the 1997 financial year. The dividend decided by the Annual General Meeting will be paid to a shareholder who on the
record date for dividend payments confirmed by the Board, April 24, 1998, has been entered in the Owner Register kept
by Finnish Central Securities Depository Ltd. The Board proposes to the Annual General Meeting that the dividend be
paid on April 29, 1998 upon termination of the record period.

C h a n g e s  i n  n a m e  a n d  a d d r e s s
We kindly request shareholders to report changes of address to the bank or to Finnish Central Securities Depository Ltd
in accordance with the place where the shareholder’s book-entry account is kept.

F i n a n c i a l  i n f o r m a t i o n  o n  S t o c k m a n n
Stockmann will publish the following financial bulletins on the 1998 financial year:

January-March Interim Report  May 13, 1998
January-June Interim Report August 12, 1998
January-September Interim Report November 11, 1998
Financial Statement Bulletin for the 1998 financial year February 23, 1999
Annual Report for 1998 week 12, 1999
Reservation for the date of the Annual General Meeting April 13, 1999

In addition to these reports and bulletins, we will provide the stock exchange, during the third week of the following
month, with a monthly report on the sales of the units.

Bulletins can be ordered from: OY Stockmann AB, Corporate Communications, P.O.Box 220, 00101 Helsinki, Finland,
telephone +358-9-121 3089, fax +358-9-121 3153. Financial bulletins are published in Finnish, Swedish and English.

The following banks and brokerage houses have reported that they carry out investment analyses connected with the
operations of OY Stockmann AB.
Stockmann is not responsible for the evaluations that are presented in the analyses.

ABN Amro Hoare Govett Securities Ltd.
AG Private Bankers Ltd
Aktia Securities
Alfred Berg (UK)
Aros Securities Oy
Barclays de Zoete Wedd
Enskilda Securities
Evli Securities plc
Handelsbanken
HSBC Securities
Kleinwort Benson Securities Ltd.
Merita Securities Ltd
Opstock Securities Ltd
Arctos Securities Ltd
Protos Stockbrokers Ltd
Postipankki Ltd
SBC Warburg
Williams de Broë

The words Stockmann or company refer to OY Stockmann AB as
the parent company as well as to all those companies in which
the parent company has a direct or indirect holding of more than
50%.
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S tockmann in  Br ie f

Stockmann's  core  values

P r o f i t  o r i e n t a t i o n
We are in business to make money;

all our operations should support this

goal. Healthy earnings mean a good

return for investors and latitude of

movement and risk-taking ability for

the company. For good people who

are committed to our common goals,

it means a highly respected job and

an opportunity for self-development.

C u s t o m e r  o r i e n t a t i o n
We earn money only by offering ben-

efits which the customer perceives as

real and better than those of our com-

petitors. The sum total of these bene-

fits is high customer satisfaction and

loyalty. Competitive pricing, reliable

quality and good customer service

are vital elements in achieving these

goals.

E f f i c i e n c y
By performing better than our competi-

tors, we boost sales, secure high cost-

effectiveness and use capital efficiently.

C o m m i t m e n t
In all our activities, success calls for

an understanding of the importance of

Stockmann's company-wide success

factors and the role of our own unit

in achieving them as well as a com-

mitment to the goals we all share to-

gether.

R e s p e c t  f o r  o u r  p e o p l e
We respect and value people's capac-

ity for commitment, taking calculated

risks and producing results. We reward

success.

Stockmann is a Finnish listed company which was established in 1862
and is engaged in the retail trade. It has about 11 000 shareholders.
Customer satisfaction is the central objective of Stockmann's trading in
all its areas of business. Stockmann's five commercial units are the
Department Store Division, which includes the Academic Bookstore,
the Automotive Sales Division, Hobby Hall, which is specialized in mail
order sales, Sesto, which operates in the supermarket trade, and Sep-
pälä, a chain of clothes stores. Stockmann operates in Finland, Russia
and Estonia.

C o n t e n t s

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

S t o c k m a n n

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

S t o c k m a n n ’s  c o r e  v a l u e s  1

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

S t o c k m a n n  i n  1 9 9 7  2

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

I n t r o d u c t i o n  o f  t h e  c o m m e r c i a l  u n i t s  A p r i l  1 ,  1 9 9 8  3

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

I m p o r t a n t  e v e n t s  i n  1 9 9 7  4

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

M a n a g i n g  D i r e c t o r ’s  r e v i e w  6

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

B o a r d  o f  D i r e c t o r s  8

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

C o r p o r a t e  m a n a g e m e n t  a n d  a u d i t o r s  9

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

R e v i e w  o f  o p e r a t i o n s

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

D e p a r t m e n t  S t o r e  D i v i s i o n  1 0

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

A c a d e m i c  B o o k s t o r e  1 6

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

A u t o m o t i v e  S a l e s  D i v i s i o n  1 8

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

H o b b y  H a l l  2 2

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

S e s t o  2 4

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

S e p p ä l ä  2 6

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

R e p o r t  a n d  a c c o u n t s ,  D e c e m b e r  3 1 ,  1 9 9 7

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

B o a r d  r e p o r t  o n  o p e r a t i o n s  2 8

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

S h a r e  c a p i t a l  a n d  s h a r e s  3 4

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

S h a r e h o l d e r s  3 5

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

S h a r e  g r a p h s  3 6

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

K e y  f i g u r e s  a n d  p e r- s h a r e  d a t a  3 7

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

F o r m u l a s  u s e d  i n  c a l c u l a t i n g  k e y  i n d i c a t o r s  3 8

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

S t o c k m a n n ’s  p r o f i t  a n d  l o s s  a c c o u n t  ( c o n s o l i d a t e d )  3 9

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

S t o c k m a n n ’s  b a l a n c e  s h e e t  ( c o n s o l i d a t e d )  4 0

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

S t o c k m a n n ’s  f u n d s  s t a t e m e n t  ( c o n s o l i d a t e d )  4 2

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

O Y  S t o c k m a n n  A B  p r o f i t  a n d  l o s s  a c c o u n t  ( p a r e n t  c o m p a n y )  4 3

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

O Y  S t o c k m a n n  A B  b a l a n c e  s h e e t  ( p a r e n t  c o m p a n y )  4 4

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

O Y  S t o c k m a n n  A B  f u n d s  s t a t e m e n t  ( p a r e n t  c o m p a n y )  4 6

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

N o t e s  t o  t h e  f i n a n c i a l  s t a t e m e n t s  4 7

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

P r o p o s a l  f o r  t h e  d i s t r i b u t i o n  o f  p a r e n t  c o m p a n y  p r o f i t  5 6

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

A u d i t o r s ’  r e p o r t  5 7

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

C o n t a c t  I n f o r m a t i o n  5 8

A n n u a l  R e p o r t  f o r  t h e  1 3 6 t h  y e a r  o f  o p e r a t i o n s
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1 9 9 3  1 9 9 4  1 9 9 5  1 9 9 6  1 9 9 7
S a l e s  F I M  m i l l .  4  4 6 3 . 8  5  4 8 6 . 1  6  2 4 9 . 1  7  4 2 0 . 2  8  2 8 9 . 4
Tu r n o v e r  F I M  m i l l .  3  7 1 2 . 6  4  5 5 6 . 6  5  2 1 3 . 8  6  1 6 4 . 5  6  9 0 0 . 0
S t a f f  c o s t s  F I M  m i l l .   6 2 0 . 2   6 5 6 . 6   7 6 2 . 8   8 5 0 . 2   8 9 5 . 2
S t a f f  c o s t s / t u r n o v e r  %   1 6 . 7   1 4 . 4   1 4 . 6   1 3 . 8   1 3 . 0
P ro f i t  f r o m  o p e r a t i o n s
b e f o re  d e p re c i a t i o n  F I M  m i l l .   1 9 2 . 1   3 0 2 . 1   3 4 0 . 4   4 0 3 . 8   5 1 5 . 2
O p e r a t i o n a l  re s u l t  1 ) F I M  m i l l .   1 6 0 . 2   2 4 6 . 9   2 8 0 . 3   3 1 5 . 9   4 1 5 . 2
I n v e s t m e n t s  F I M  m i l l .   1 8 5 . 2   1 3 2 . 9   2 7 3 . 7   3 3 3 . 2   3 1 5 . 2
I n v e s t m e n t s / t u r n o v e r  %   5 . 0   2 . 9   5 . 2   5 . 4   4 . 6
To t a l  a s s e t s  F I M  m i l l .  2  6 5 7 . 6  2  8 9 9 . 7  3  1 7 6 . 2  3  6 4 5 . 9  3  8 8 9 . 5
C a p i t a l  a n d  re s e r v e s  F I M  m i l l .   1 9 2 . 2   2 8 8 . 3   2 8 8 . 3   2 8 8 . 6   2 8 8 . 9
M a r k e t  c a p i t a l i s a t i o n  D e c .  3 1  F I M  m i l l .  2  3 9 7 . 5  3  3 9 0 . 3  3  4 4 6 . 2  4  0 0 9 . 6  5  0 3 5 . 5
D i v i d e n d  p a i d  F I M  m i l l .   5 7 . 7   8 6 . 5   1 0 0 . 9   1 0 8 . 2  1 3 0 . 0 *
D i v i d e n d  p e r  s h a re  2 )  F I M   4 . 0 0   6 . 0 0   7 . 0 0   7 . 5 0  9 . 0 0 *
E a r n i n g s  p e r  s h a r e  2 )  F I M  8 . 0 1  1 2 . 5 8  1 3 . 9 5  1 5 . 1 3  2 0 . 1 1 * *
E q u i t y  r a t i o  %   6 1 . 3   6 0 . 4   5 8 . 1   5 4 . 0   5 5 . 6
R e t u r n  o n  i n v e s t m e n t  %   9 . 2   1 2 . 7   1 3 . 2   1 3 . 3   1 5 . 6
1 ) P ro f i t  b e f o r e  e x t r a o rd i n a r y  i t e m s ,  v o l u n t a r y  p ro v i s i o n s  a n d  i n c o m e  t a x e s
2 ) A d j u s t e d  f o r  s h a re  i s s u e s
*   B o a rd  p ro p o s a l  t o  t h e  A G M
* * T h e  d i l u t i o n  e f f e c t  o f  b o n d s  w i t h  w a r r a n t s  h a s  b e e n  t a k e n  i n t o  a c c o u n t

Key f igures

Dist r ibut ion of  sales  and commercial  prof i t

S a l e s  b y  c o m m e rc i a l  u n i t

S a l e s  b y  s e c t o r

D i s t r i b u t i o n  o f
c o m m e rc i a l  p ro f i t *

S o u r c e s  o f  i n c o m e

3 9 %  D e p a r t m e n t  S t o re  D i v i s i o n

2 2 %  A u t o m o t i v e  S a l e s  D i v i s i o n

1 3 %  H o b b y  H a l l

1 1 %  S e s t o

9 %  S e p p ä l ä

6 %  A c a d e m i c  B o o k s t o re

4 6 %  D e p a r t m e n t  S t o re  D i v i s i o n

2 1 %  S e p p ä l ä

1 6 %  H o b b y  H a l l

7 %  A u t o m o t i v e  S a l e s  D i v i s i o n

6 %  A c a d e m i c  B o o k s t o re

4 %  S e s t o

3 0 %  F a s h i o n

1 9 %  F o o d

1 3 %  H o m e

2 2 %  M o t o r  v e h i c l e s

7 %  L e i s u r e

9 %  B o o k s ,  p u b l i c a t i o n s ,
      s t a t i o n e r y

7 7 %  C o m m e r c i a l  u n i t s

1 9 %  R e a l  e s t a t e

4 %  N e t  f i n a n c i a l  p ro f i t

*  o p e r a t i n g  p ro f i t

S t o c k m a n n  i n  1 9 9 7
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Offers customers a knowledge-
able shopping environment
and good service in a congenial
atmosphere. The key to Stock-
mann’s success is a unique and
broad assortment of good prod-
ucts at competitive prices.

AUTOMOTIVE

SALES DIVISION

Aarno Pohtola

Offers a very wide range of
high quality makes and mod-
els. The repair shops and spare
parts services are areas where
good quality and reliable cus-
tomer service are particularly
important.

10 outlets in the Greater Helsinki
area: Ford, Volkswagen, Audi, Seat,
Mitsubishi and Skoda dealerships
plus a wide selection of used cars

2 outlets in Turku: Ford, Mitsubi-
shi and Skoda dealerships

HOBBY HALL

Veikko Syvänen

Hobby Hall’s catalogue offers
a fast and convenient way to
buy quality products at afford-
able prices. Its offerings con-
sist primarily of household and
leisure articles.

Finland’s largest mail-order company

2 stores in the Greater Helsinki area

Estonia’s largest mail-order com-
pany

A store in Tallinn

SESTO

Lasse Lehtinen

The traditional Sestos are ser-
vice-minded, high-quality and
moderate-price supermarkets
that offer product selections
which are by far the best in
their size class. The Sesto Etu-
jätti markets are modern hy-
permarkets whose competitive-
ness is based on large prod-
uct assortments, delicious spe-
ciality counters, shopping con-
venience and overall thrift.

13 supermarkets in the Greater
Helsinki area

4 Etujätti hypermarkets in Vantaa,
Espoo, Turku and Tampere

SEPPÄLÄ

Marjatta Björn

up to June 1, 1998

Lars Eklundh

as from June 1, 1998

Seppälä offers its youthfully
minded customers a sensible
alternative for dressing fash-
ionably. Centralized, chain-
store operations guarantee very
affordable prices and reliable
quality.

Some 100 clothes stores in Finland

A store in Tallinn

Units and their Offerings Locations Share of Stockmann’s
management sales in 1997

DEPARTMENT

STORE DIVISION

Hannu Penttilä

5 department stores in Finland

A department store in Tallinn,
Estonia

5 stores in Moscow and
St Petersburg

5 Academic Bookstores in
localities in Finland where
Stockmann has a department
store

 FIM 3 748.4 million

 FIM 1 824.8 million

FIM 1 071.2 million

FIM 924.2 million

FIM 714.4 million

2 2 %

1 3 %

1 1 %

9 %

4 5 %

In t roduct ion of  the commercia l  uni ts ,  Apr i l  1 ,  1998

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○
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Impor tan t  even ts  in  1997

F e b r u a r y
•On February 7, 1997, Stockmann pur-

chased from Kesko Oy a 14 per cent

holding in TukoSpar Oy in order to en-

sure reasonably priced purchases of

supermarket goods. The deal was con-

summated in April when the EU Com-

mission approved it.

M a r c h
•The 2 000 square metre extension to

the retail space in the Helsinki depart-

ment store was opened on March 5, 1997,

together with the ancillary tunnel link-

ing the department store and the park-

ing hall of the Forum shopping centre.

•The Academic Bookstore in Turku

moved into new premises and opened

its doors on March 17, 1997.

A p r i l
•Extension works in the Tapiola depart-

ment store got started on April 12, 1997.

In the autumn 1998, the department

store’s retail space will grow from the

present 6 700 square metres to about

10 500 square metres and plenty of

new parking space will be added.

M a y
•The department store in Itäkeskus

Shopping Centre in Helsinki received

much needed additional space when

the Academic Bookstore moved into

new  premises.  The  extension  was

fully completed on May 25, 1997, and

brought the department store and the

Academic Bookstore a total of about

1 000 square metres of additional re-

tail space.

J u n e
•Stockmann bought in May Helkama

Oy’s Mitsubishi and Skoda dealerships,

Helkama Auto-Center Oy and Autota-

lo Helkama Oy, which were transferred

to Stockmann on June 1, 1997.

•On June 18, 1997, Stockmann and Merita

Bank Ltd announced that they were

offering their joint customers a com-

bination card that can be used as both

a Merita debit card and a Stockmann

loyal customer card with or without a

credit limit. At the same time, Stock-

mann announced that its loyal custom-

ers would be able to use the Merita

debit card incorporated in the combi-

nation card to make cash withdrawals

at the cash registers of the department

stores and other Stockmann’s business

units. The combination cards were in-

troduced in February 1998.

A u g u s t
•Stockmann announced on August 19,

1997, that it had signed a memoran-

dum of intent concerning the leasing

of facilities for opening a department

store in Moscow. If all the project-re-

lated details are worked out, the project

- when completed - will mean a sig-

nificant improvement in the compa-

ny’s competitive position in the Mos-

cow market.

•On August 27, 1997, Stockmann pur-

chased from Polar Corporation a plot

bordering the Sesto Etujätti Hypermarket

in Friisilä, Espoo, for the purpose of

opening Hobby Hall and Seppälä stores

there during 1998. A total of about

2 000 square metres of retail space will

be built.

S e p t e m b e r
•The Turku department store was ex-

tended into about 800 square metres

of space that had been vacated by Ac-

ademic Bookstore. The extension was

completed on September 3, 1997.

O c t o b e r
•Stockmann announced on October 9,

1997, that it had decided to develop

the operations of the Academic Book-

store in closer cooperation with the

department stores. The decision in-

volved selling off the local Academic

Bookstores in places where Stockmann

does not have a department store. The

six stores that were sold to Suoma-

lainen Kirjakauppa Oy (the Finnish

Bookstore) were transferred to the new

owner on January 1, 1998.

•A new 5 500 square metre Ford deal-

ership was completed for the Auto-

motive Sales Division on October 11,

1997, next to the Volkswagen, Audi

and Seat dealership in Helsinki’s Hert-

toniemi district.

D e c e m b e r
•On December 3, 1997, the Tampere

City Council approved a town plan

modification providing for an expan-

sion of the Tampere department store

by building one new floor. As plans

now stand, the extension will be com-

pleted in the spring of 1999.

•On December 30, 1997, contract agree-

ments were signed concerning the

building of Sesto’s fifth Etujätti Hyper-

market in Turku’s Kupittaa district right

near the railway station. The store will

be completed just as the 1998 Christ-

mas market gets under way.
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The Tapiola department store will expand by about 3 800 square metres. The extension that will be completed in the autumn of 1998 is Stockmann’s
largest single capital expenditure after the building of the Helsinki department store’s Argos Corner.

A new 5 500 square metre Ford outlet was completed for the Automotive Sales
Division in Helsinki’s Herttoniemi district in October.

Stockmann and Merita Bank Ltd offer their joint customers a Com-
bination Card that can be used as both a Merita debit card and a
Stockmann Loyal Customer Card.
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Tre n d  i n  t h e  v a l u e  o f  S t o c k m a n n ´ s
s a l e s  1 9 9 6 / 1 9 9 7  C h a n g e  %
S t o c k m a n n ,  t o t a l   1 1 . 7
D e p a r t m e n t  S t o re  D i v i s i o n
i n  F i n l a n d   7 . 3
A u t o m o t i v e  S a l e s  D i v i s i o n   2 7 . 6
H o b b y  H a l l   1 2 . 3
S e s t o  -  0 . 5
S e p p ä l ä   6 . 6
A c a d e m i c  B o o k s t o re   1 0 . 7

Tre n d  i n  t h e  v a l u e  o f  re t a i l  s a l e s ,
e x c l u s i v e  o f  VAT,  i n  F i n l a n d *  1 9 9 6 / 1 9 9 7

C h a n g e  %
R e t a i l  t r a d e ,  t o t a l   4 . 3
D e p a r t m e n t  s t o r e s   3 . 7
Ve h i c l e s ,  s p a re  p a r t s   8 . 1
H o u s e h o l d  a p p l i a n c e s ,
f u r n i s h i n g s   5 . 3
S u p e r m a r k e t s   2 . 7
Te x t i l e  a n d  g a r m e n t   2 . 3
B o o k s  a n d  o f f i c e  s u p p l i e s   3 . 6
*  s o u r c e :  S t a t i s t i c s  F i n l a n d

O p e r a t i o n a l  re s u l t  1 9 8 8 - 1 9 9 7 ,
F I M  m i l l i o n

R e s u l t  ( p ro f i t  b e f o re  e x t r a o rd i n a r y
i t e m s ,  v o l u n t a r y  p r o v i s i o n s  a n d
i n c o m e  t a x e s )

D e p re c i a t i o n

N e t  f i n a n c i a l  i n c o m e

S a l e s  1 9 8 8 - 1 9 9 7 ,
F I M  m i l l i o n

Va l u e

Vo l u m e

S t o c k m a n n  s t r e n g t h e n s  i t s  p o s i t i o n

Managing Director’s  review

Stockmann’s strong growth
continued. Our sales notched up
by another billion marks - for the
fifth year in a row - reaching FIM
8.3 billion last year. We are aiming
to do this again in 1998.

We also performed well in gener-

ating profits. Stockmann’s oper-

ational result improved by about FIM

100 million, to FIM 415 million. This put

our earnings into the FIM 400 million

bracket, the third time in succession that

the hundreds digit has increased by one.

The outlays on developing our op-

erations, which got started at the be-

ginning of the decade, are bearing fruit.

Now that we are in boom times, the

pace keeps accelerating. Our sales have

more than doubled compared with 1990

and our net profit has more than quad-

rupled. This trend is shown in the col-

umn diagram below.

Our market share and customer vol-

umes have also grown by leaps and

bounds. This is proof positive that our

business ideas work. It has been grati-

fying to note that in a number of differ-

ent surveys Stockmann has been ranked

in the select group of Finland’s most

admired companies. Our uncompromis-

ing objective is indeed to be the best in

all the areas where we operate. In seeking

to achieve this, a central factor is knowl-

edgeable personnel who are commit-

ted to shared goals and have the will

to win. I wish at this time to express

my warm thanks to all our Stockmann

team for what we have accomplished.

I m p r e s s i v e  g r o w t h  f i g u r e s
Stockmann’s sales grew last year by FIM

869 million, to FIM 8 289 million, up

11.7 per cent. The growth came nearly

entirely from the increase in our own

commercial efficiency. Thanks to our

active sales efforts, our comparable rate

of growth was double that of the retail

sector, as it was in the previous year

too.

The 31 per cent increase in the op-

erational result - from FIM 316 million

to FIM 415 million - set a new record. I

said in my review a year ago, that the

value added which all our marketing

efforts and capital expenditures will

produce for the company does not im-

mediately show up on the bottom line

of the profit and loss account. This still

holds. Nonetheless, part of the improve-

ment in our earnings is due to the real-

ization of growth-driven value added.

The performance of the commercial

units is described in the Board Report

on Operations and in detail in the re-

views of the divisions. Two bright spots

merit a special mention: that all our units

succeeded in improving their earnings

and that the Department Store Division

again made a “tiger’s leap” - its operat-

ing profit of FIM 173 million increased

by FIM 54 million on the previous year

and by FIM 102 million on 1995.

We l l  p o i s e d  t o  p u s h
a h e a d
As the saying goes, in the retail trade

you’ve got to keep running “for your

life” just to stay where you are. As the

leading company in our own fields of

operations, we have had enough of a

lead that even though we have been

moving at a good clip, we have not,

after all, had to run “for our life” in re-

cent years.

At the same time as we’ve made sub-

stantial outlays on implementing our

growth strategy, we have sought to safe-

guard our good profit-making ability -

which of course means the ability to

pay good dividends. This has called for

judicious management of risks in car-

rying out the company’s development

programme. We intend to continue this

policy.

Over the past three years we’ve in-

vested more than FIM 900 million in de-

veloping our operations, more than a

third of the outlays being made last year.

This year our capital expenditures will

be of the order of FIM 400 million. I

believe that the pace will continue at
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least at the same level far into the next

millennium.

R i g h t s  i s s u e  a n d  l o y a l
c u s t o m e r  s h a r e  o p t i o n s
The objective of Stockmann’s growth

strategy is to pave the way for future

success. Development of the company

to the extent planned calls for external

financing to support the entire pro-

gramme. Accordingly, the Board of Di-

rectors has decided to propose to the

Annual General Meeting that the par

value of Stockmann shares be halved,

that shareholders be offered a bonus

issue and a rights issue and that loyal

customers be given share options.

A  p r o m i s i n g  f u t u r e
The Finnish economy looks set to con-

tinue its favourable growth over the next

few years, although the growth rate may

gradually slow down. This is largely due

to the fact that the problems connected

with high unemployment, high indebt-

edness and high taxation are still unre-

solved. The outlook for the consumer

goods trade is nevertheless good.

Bolstered by the growth potential

we have built and continue to build,

we have what it takes to cash in on this

positive development. I also believe that

in the years ahead we shall have op-

portunities for profitable growth in Russia,

the Baltic countries and perhaps farther

afield in the Baltic region.

I conclude my tenth review as man-

aging director by reaffirming yet again

that this year too, we shall generate rea-

sonably good earnings. This statement

has become a tradition by now, but this

time I can express my conviction more

easily than ever before.

Helsinki, February 11, 1998

Ari Heiniö

Managing Director
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The members of Stockmann’s Board of Directors and the personnel representatives on the Board. Standing, from the left:
Lasse Koivu, Erkki Etola, Henry Wiklund, Pertti Niemistö, Kurt Stenvall and Ari Heiniö. Seated, from the left: Christoffer
Taxell, Pirkko Laisi and Pirkko-Liisa Reijonen.

Chairman
Lasse Koivu (born 1943), B.Sc.(Econ.),
managing director, Föreningen Konst-
samfundet. Member of the Board since
1991, due to resign in the spring 2000.

Vice Chairman
Erkki Etola (born 1945), M.Sc.(Eng.),
managing director, Oy Etola Ab. Mem-
ber of the Board since 1981, due to re-
sign in the spring 1999.

Ari Heiniö (born 1945), LL.M., manag-
ing director, OY Stockmann AB. Mem-
ber of the Board since 1989, due to re-
sign in the spring 1998.

Pertti Niemistö (born 1931), Commer-
cial Counsellor, LL.M.. Member of the
Board since 1989, due to resign in the
spring 1998.

Kurt Stenvall (born 1932), LL.M.. Mem-
ber of the Board since 1988, due to re-
sign in the spring 2000.

Christoffer Taxell (born 1948), LL.M.,
CEO, Partek Group. Member of the Board
since 1985, due to resign in spring 2000.

Henry Wiklund (born 1948) M.Sc.
(Econ.), managing director, Svenska lit-
teratursällskapet i Finland rf. Member
of the Board since 1993, due to resign
in the spring 1999.

Personnel representatives on the
Board, April 1, 1997 - March 31, 1998.

Pirkko Laisi (born 1942), Chief shop
steward, administration. Personnel rep-
resentative on the Board, elected by the
Corporate Board.

Pirkko-Liisa Reijonen (born 1949),
B.Sc.(Econ.), sales manager, Academic
Bookstore. Personnel representative on
the Board, elected by Stockmann's senior
salaried employees.

B o a r d  o f  D i r e c t o r s
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Management Committee

Ari Heiniö (born 1945), LL.M., manag-
ing director.

Stig-Erik Bergström (born 1941) D.Sc.
(Econ.), deputy managing director with
responsibility for finance, treasury, in-
formation systems and real estate.

Hannu Penttilä (born 1953), LL.M., dep-
uty managing director with responsibility
for the Department Store Division.

Aarno Pohtola (born 1956), LL.M.,
director, Automotive Sales Division.

The commercial unit management in-
cludes the above mentioned members
of the Management Committee plus:

Marjatta Björn (born 1944), M.Sc.
(Econ.), managing director, Seppälä, until
June 1, 1998.

Henri Bucht (born 1951), M.Sc.(Econ.),
director, Helsinki department store, re-
sponsible for the department stores in
Finland and the Academic Bookstore.

Lars Eklundh (born 1955), B.Sc. (Econ.),
managing director, Seppälä, as of June 1,
1998.

Lasse Lehtinen (born 1958), M.Sc.
(Econ.), director of Sesto.

Veikko Syvänen (born 1946), business
college graduate, managing director,
Hobby Hall.

Doris Stockmann, M.Sc.(Econ.) and di-
rector of the Academic Bookstore, re-
linquished her membership of the com-
mercial unit management by handing
over the directorship of the Academic
Bookstore to Stig-Björn Nyberg (born
1947), M.A. Director Stockmann retired
on March 1, 1998.

Auditors

Eric Haglund (born 1934), B.Sc.(Econ.),
Authorized Public Accountant. Stock-
mann's deputy auditor since 1971 and
regular auditor since 1977.

Krister Hamberg (born 1943), B.Sc.
(Econ.), Authorized Public Accountant.
Stockmann's deputy auditor since 1988
and regular auditor since 1995.

Deputy auditor
KPMG Wideri Oy Ab

The members of Stockmann’s Management Committee are (from the left) Deputy Managing Director Hannu Penttilä,
Deputy Managing Director Stig-Erik Bergström, Managing Director Ari Heiniö and Director Aarno Pohtola.

C o r p o r a t e  m a n a g e m e n t  a n d  a u d i t o r s
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D e p a r t m e n t  S t o re  D i v i s i o n  1 9 9 7  1 9 9 6  1 9 9 5
S a l e s  F I M  m i l l .  3  2 2 2 . 0  2  9 5 5 . 0  2  6 6 1 . 8
P ro p o r t i o n  o f  G r o u p  S a l e s  %   3 8 . 9   3 9 . 8   4 2 . 6
P ro f i t  f r o m  o p e r a t i o n s
b e f o re  d e p r e c i a t i o n  F I M  m i l l .   2 2 5 . 8   1 7 2 . 2   1 1 9 . 2
O p e r a t i n g  p ro f i t  F I M  m i l l .   1 7 2 . 8   1 1 8 . 7   7 0 . 7
R e t u r n  o n  i n v e s t m e n t  %   2 4 . 7   1 8 . 0   1 1 . 8
I n v e s t m e n t s  F I M  m i l l .   6 1 . 4   8 2 . 1   9 3 . 6
S t a f f ,  D e c e m b e r  3 1  4  3 6 0  4  0 5 8  3  9 0 3

S a l e s  1 9 9 6 - 1 9 9 7
 C h a n g e

F I M  m i l l .  1 9 9 7  1 9 9 6  %
H e l s i n k i  1  5 1 2 . 0  1  3 9 2 . 8   8 . 6
Ta p i o l a   3 2 1 . 6   3 1 5 . 0   2 . 1
I t ä k e s k u s   2 9 2 . 9   2 6 7 . 3   9 . 6
Ta m p e r e   3 0 8 . 7   2 8 8 . 8   6 . 9
Tu r k u   2 9 3 . 1   2 7 8 . 4   5 . 3
D e p a r t m e n t  s t o r e s  i n  F i n l a n d  2  7 2 8 . 3  2  5 4 2 . 4   7 . 3
I n t e r n a t i o n a l  o p e r a t i o n s  4 9 3 . 7  4 1 2 . 6  1 9 . 7
To t a l  3  2 2 2 . 0  2  9 5 5 . 0   9 . 0

Department Store Division

Record  p ro f i t s  aga in

Stockmann’s department stores in
the centre of Helsinki and in the
Itäkeskus shopping centre as well
as in Tapiola, Tampere and Turku
offer customers a knowledgeable
shopping environment and good
service in a congenial atmos-
phere. The key to Stockmann’s
success is a unique and broad
assortment of good products at
competitive prices. Our operations
abroad include the department
store in Tallinn, Estonia, as well as
four stores in Moscow and one in
St Petersburg. The five Academic
Bookstores in localities where
Stockmann has department stores
became a part of the department
store operations as from the
beginning of 1998.

The Department Store Division’s sales

and net profit grew significantly in

1997. Sales inclusive of VAT were FIM

3 222.0 million. Turnover was FIM 2 685.0

million, up 9.3 per cent on the previ-

ous year. Sales by the department stores

in Finland grew by FIM 185.9 million,

or 7.3 per cent. International Operations

registered a sales increase of FIM 81.1

million, up by an impressive 19.7 per

cent.

Sales by the domestic department

stores were on a par with last year’s.

During the year the Helsinki department

store got additional retail space with the

opening of the Basement floor in April.

The department stores in the Itäkeskus

shopping centre and in Turku also in-

creased their retail space somewhat. On

the other hand, construction works ham-

pered sales in Turku and especially in

the Tapiola department store, which

managed to increase its sales by 2 per

cent despite big inconveniences.

The strong growth in sales by the

International Operations units is due to

the first full year of business for the

Tallinn department store and the Sep-

pälä store that is located in Tallinn in

the Viru Centre. Both stores were opened

in Estonia in April 1996. The develop-

ment in the Tallinn department store’s

sales exceeded even the boldest esti-

mates.

Thanks to the good sales develop-

ment and efficient cost management by

the department stores, the Department

Store Division increased its profit from

operations before depreciation and its

operating profit significantly. Earnings

have improved for many years running,

and now they leapt to a new record

level.

Competition hotted up in Finland.

Swedish chains, among others, strength-

ened their position in the Finnish mar-

ket. All the domestic competitors made

heavy outlays on their own loyal cus-

tomer programmes. Despite the keener

competition, the growth in Stockmann’s

department store sales outstripped the

market average. In the areas of opera-

tions outside Finland, too, there was

tougher competition as the stabilizing

market conditions began to interest new

players. Thanks to the market savvy

Stockmann has built up over the years

and its very positive image, the compa-

ny is excellently placed to improve its

competitive position in Russia and Es-

tonia.

S a l e s  i n  1 9 9 7  b y  m e r c h a n d i s e  s e c t o r

%  o f  t o t a l  C h a n g e
M e r c h a n d i s e  s e c t o r  s a l e s  %
M e n ’s  w e a r  a n d  a c c e s s o r i e s   9 . 9   7 . 3
L a d i e s ’  w e a r  a n d  a c c e s s o r i e s   1 7 . 5   6 . 1
C h i l d r e n ’s  w e a r  a n d  j u n i o r  w e a r   6 . 3   8 . 6
F o o t w e a r   3 . 0   1 0 . 3
C o s m e t i c s   4 . 6   1 0 . 2
F a s h i o n s  t o t a l   4 1 . 3   7 . 5

H o m e  f u r n i s h i n g s ,  f a b r i c s ,
n e e d l e w o r k ,  h o u s e h o l d   1 0 . 9   1 . 7
L e i s u re  a n d  s p o r t s   1 1 . 2   1 8 . 4
F o o d   1 9 . 1   5 . 4
C a f e t e r i a s  a n d
m i s c e l l a n e o u s  s e r v i c e s   2 . 0   1 . 0
O t h e r s ,  t o t a l   4 3 . 2   7 . 3

I n t e r n a t i o n a l  o p e r a t i o n s   1 5 . 5   1 9 . 7
To t a l   1 0 0 . 0   9 . 0
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Ril’s is a brand that was designed for Luhta by Ritva-Liisa Pohjalainen. The entire Ril’s design team
won the Golden Clothes Hanger Award in February 1998.

The pacesetters for the strong growth in men’s
business attire are the top labels Boss and Turo
of Finland.

Each year Stockmann presents an award to its
best suppliers. The top supplier in 1996 was
InWear Oy.

T h e  d o m e s t i c  d e p a r t m e n t
s t o r e s  m a k e  a  t i g e r ’s  l e a p
The department stores in Finland had

sales inclusive of VAT of FIM 2 728.3

million, up 7.3 per cent on the previ-

ous year. The number of customers grew

by 2 per cent. Sales by the concessions

in the department stores also developed

favourably and were FIM 202.0 million.

The department stores in Finland

came in clearly above their targets for

sales and profit from operations before

depreciation. The trend was particular-

ly strong for the following merchandise

sectors: sports (+27 per cent), leisure

and hobbies (+16 per cent), footwear,

cosmetics (+10 per cent each) and youth

clothing (+9 per cent).

Major investments were made in the

department stores in Finland during the

year with an eye to future growth.

At the Helsinki department store, the

pedestrian tunnel between the Forum

car park and the department store to-

gether with the adjoining Basement store

was opened in April. Thus, the Sports

Department on the sixth floor was par-

tially expanded and renewed. The

projects were a big success: customers

quickly found the new access route, and

sales of leisure goods developed very

positively.

The sizeable extension project at the

Tapiola department store progressed

according to schedule. By the time the

extension is completed at the beginning

of October 1998, the department store’s

floor area will increase from 6 700 square

metres at present to about 10 500 square

metres. The department store’s sales trend

has remained favourable despite the in-

convenience caused by construction

works.

The approximately 1 000 square

metre extension to the department store

in the Itäkeskus shopping centre was

completed according to plans in May

1997. The extension, which was carried

out together with the Academic Bookstore,

has already proven to be a success.
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In October, the first Crazy Days ran at the Tallinn department store and were a great success.

The yellow Crazy Days shopping bags were a frequent sight in Tallinn streets. The local media head-
lines announced that Tallinn people had found a new meeting place.

Department Store Division

The department store in Turku ex-

panded by about 800 square metres at

the beginning of September when the

Academic Bookstore moved out of the

department store to premises that were

vacated elsewhere in the Hansa block.

At the same time, the furnishings on the

department store’s second floor were

renewed in their entirety. The expan-

sion was well justified in sales terms

and it was completed on schedule.

At the department store in Tampere,

design work and the licensing proce-

dure got under way for expanding the

department store by adding one new

floor. According to plans, the extension

will be completed in the spring of 1999.

To ensure that the department stores

and Sesto have continuing access to

favourably priced food purchases, Stock-

mann bought a 14 per cent holding in

TukoSpar Oy. The company was sold

to new owners as part of the arrange-

ments connected with the dismantling

of Kesko’s (Wholesale Corporation Kes-

ko) acquisition of Tuko. The compa-

ny’s other shareholders are Wihuri Oy,

Suomen Spar Oy (formerly Sentra Oy)

and the wholesaler Heinon Tukku Oy.

In accordance with a cooperation

agreement concluded with Arctia Oy,

the customer and personnel cafeterias

in the Itäkeskus and Turku department

stores were placed under Arctia’s man-

agement in connection with the exten-

sions that were being made to the de-

partment stores. The Kitchen Grill and

Bar for patrons of the Basement facili-

ties in the Helsinki department store was

also carried out in cooperation with

Arctia. When Arctia’s operations were

transferred to a new owner, negotiations

got started with the aim of exploring

future possibilities of cooperation.

Towards the end of the year an agree-

ment was concluded with ICL Edacom

concerning upgrading of the cash desk

systems and terminals at the department

stores in Finland and the Academic Book-

store stage by stage during 1998 and

1999.
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S a l e s  b y  t h e  D e p a r t m e n t  S t o re
D i v i s i o n  1 9 9 3 - 1 9 9 7 ,  F I M  m i l l i o n

O p e r a t i n g  p ro f i t  b y  D e p a r t m e n t  S t o re
D i v i s i o n  1 9 9 3 - 1 9 9 7 ,  F I M  m i l l i o n

Va l u e

Vo l u m e

The Sampokuja pedestrian precinct in Tapiola after the extension to the department store is com-
pleted. The objective is to create a neat, light and airy, and pleasant shopping environment.

EBO (European Brands Organisation) B.V. is a com-
pany that is owned by five ACI department stores
and whose business idea is to develop European
brand concepts for its owner companies. The first
new brand will be launched in August 1998.

C l o s e r  c o o p e r a t i o n
b e t w e e n  t h e  d e p a r t m e n t
s t o r e s   i n  F i n l a n d  a n d  t h e
A c a d e m i c  B o o k s t o r e
In October 1997 a decision was taken

to sell off the local Academic Bookstores

located in areas where Stockmann does

not have department stores. Under the

agreement reached with Suomalainen

Kirjakauppa (the Finnish Bookstore), the

Academic Bookstore’s outlets in Jyväsky-

lä, Oulu, Joensuu, Lappeenranta, Kuo-

pio and Vaasa became part of  Finnish

Bookstore’s chain of stores as from Jan-

uary 1, 1998.

Right after the deal was concluded,

planning was started on combining the

functions of the Academic Bookstore and

the Department Store Division in the lo-

calities in Finland where the company

has department stores. The objective is

to seek cost-effectiveness through inte-

gration, especially from the functions

that support sales, thereby at the same

time strengthening both units’ potential

for success. The overhauled joint organ-

ization went into effect in January 1998.

I n t e r n a t i o n a l  O p e r a t i o n s
m a k e s  a  b i g  i m p r o v e m e n t
i n  e a r n i n g s
Sales inclusive of VAT by the Interna-

tional Operations units were FIM 493.7

million. Sales in Russia amounted to FIM

295.6 million, an increase of 2.5 per cent

on the previous year. Sales by the de-

partment store in Tallinn and the Sep-

pälä store totalled FIM 198.1 million,

resulting in hefty growth of 59.4 per cent.

The sales growth indicates that the de-

partment store has achieved an impor-

tant position in Tallinn’s retail trade and

at the same time has changed local pur-

chasing habits. The fast growth in food

sales was especially gratifying. The number

of loyal customers in Estonia already grew

to more than 26 000. In February 1998,

Stockmann was the first retailer to come

out with its own account card, which has

a credit facility.

In Russia operations continued in the

existing network of stores. The restruc-

turing measures that were initiated a year

earlier showed up in the earnings de-

velopment, as fixed costs decreased

steadily all year long. The rising rate of

the dollar, which was used as the sales

currency in Russia up to the end of 1997,

contributed to improving the gross profit

on sales, which grew strongly in spite

of increased competition. The sell-off

of non-merchandable products and im-

proved stock turnover also helped to

improve the gross profit on sales. Fol-

lowing Russia’s currency reform, the

rouble began to be used as the pricing

currency as from the beginning of 1998.
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A new pedestrian tunnel now links the Helsinki department store to the car park of the Forum shopping centre.

The sports departments of all the department stores have been given a new, harmonious look. Shown
here is the Nike Shop in the Helsinki department store.

The Helsinki department store expanded downwards in March. The Basement witnessed the opening of a
leisure world that covers 2 000 square metres of retail space and whose many offerings include an
excellent environment for test-listening to hi-fi equipment before making a purchase decision.

As a consequence of the above de-

scribed development, the profit from op-

erations before depreciation of the In-

ternational Operations units improved

significantly. The performance of the

department store in Tallinn, which posted

a clearly positive operational result al-

ready in its first full year of operations,

was a particular cause of joy.

Stockmann has made heavy outlays

on training the local personnel in both

Estonia and Russia. The objective is to

replace key employees who are returning

to Finland with local people whenever

this is possible. This will be important

as plans for expanding operations move

ahead.

C r a z y  D a y s  t a k e  Ta l l i n n  b y
s t o r m
The marketing of the department stores

was further consolidated and, thanks to

energetic marketing measures, yielded

record results all year long.

A central factor of success was the

continual keeping up of loyal custom-

ers’ interest and satisfaction. Notwith-

standing the increased competition from

other cards, Stockmann’s department

stores succeeded well both in recruit-

ing new customers and in developing

purchasing loyalty. Purchases by loyal

customers again accounted for well over

half of the sales by the department stores

in Finland. This represents top class per-

formance even on an international yard-

stick, and compared with, say, the leading

European department stores. At the close

of the year there were a total of

530 000 holders of Stockmann loyal

customer cards, of whom 26 000 were

customers of the Tallinn department store.

The record-breaking popularity of

the Crazy Days campaign rose to diz-

zying new heights. In the autumn the

sales of the five department stores in

Finland topped FIM 107.7 million in four

days, drawing nearly a million custom-

ers. The campaign was carried out si-

multaneously for the first time in Tallinn,

Department Store Division
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D i s t r i b u t i o n  o f  s a l e s  1 9 9 7

4 7 %  H e l s i n k i

1 5 %  I n t e r n a t i o n a l  o p e r a t i o n s

1 0 %  Ta p i o l a

1 0 %  Ta m p e re

9 %  Tu r k u

9 %  I t ä k e s k u s

Number  o f  Loya l  Customers  1987-1997

The Household area in the Turku department store was renewed as part of the extension works. The
Cup and Pot department shown in the picture prominently features Stockmann’s own Casa brand.

too. Tallinn shoppers took to the

Crazy Days right from the start. In four

days, 70 000 customers visited the de-

partment store, and the local media

reported that Tallinn people had found

a new meeting place: Stockmann’s “Hul-

lud Päevad” - which is the Estonian

equivalent to the Finnish name for the

Crazy Days: Hullut Päivät.

The main campaign of the year, in

addition to the ones mentioned above,

was LOOK AT THE WORLD, which ran

successfully in September in place of

the traditional country campaign. The

most outstanding of the interesting prod-

uct offerings was Ril’s, which is a new

premium quality women’s clothes col-

lection that was designed for Luhta by

Ritva-Liisa Pohjalainen. The foods fea-

tured during the campaign were choice

examples of French cuisine.

A  g o o d  o u t l o o k  f o r  1 9 9 8
The main challenge for department store

operations in Finland in 1998 is to see

the sizeable extension works at the Ta-

piola department store to completion

and to open them to the public in Oc-

tober. The objective is to make the Ta-

piola department store Finland’s sec-

ond largest in sales terms, right after

the Helsinki department store. Work on

the extension to the Tampere depart-

ment store will also get started in the

autumn. The business operations of the

five Academic Bookstores will be de-

veloped in future as part of the Depart-

ment Store Division. By combining back-

ground and support functions, it will

be possible to achieve substantial syn-

ergy benefits.

The top priority in the development

of international operations will be to

carry out the Moscow department store

project, which has been pending for a

long time. When completed, the project

will mean a significant improvement in

the company’s competitive position in

the Moscow market.

The outlook for department store

sales in 1998 is good. Sales will contin-

ue to grow steadily. Because of sub-

stantial capital expenditures and the

opening costs they entail, operating profit

is likely to remain at the level of 1997.
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A c a d e m i c  B o o k s t o re  1 9 9 7  1 9 9 6  1 9 9 5
S a l e s  F I M  m i l l .   5 2 6 . 4   4 7 5 . 7   4 4 4 . 8
P ro p o r t i o n  o f  G r o u p  s a l e s  %   6 . 4   6 . 4   7 . 1
P ro f i t  f r o m  o p e r a t i o n s
b e f o re  d e p r e c i a t i o n  F I M  m i l l .   2 6 . 1   1 8 . 7   1 9 . 8
O p e r a t i n g  p ro f i t  F I M  m i l l .   2 1 . 6   1 4 . 6   1 5 . 8
R e t u r n  o n  i n v e s t m e n t  %   2 0 . 6   1 5 . 5   1 8 . 8
I n v e s t m e n t s  F I M  m i l l .   8 . 5   5 . 5   4 . 1
S t a f f  D e c .  3 1  6 9 2  6 3 8  5 7 9

S a l e s  1 9 9 6 - 1 9 9 7
 C h a n g e

1 9 9 7  1 9 9 6  %  F I M  m i l l .
H e l s i n k i   3 1 6 . 5   2 9 7 . 6   6 . 3   1 8 . 9
Ta m p e re   4 0 . 3   3 6 . 3   1 1 . 0   4 . 0
Tu r k u   3 6 . 2   3 2 . 5   1 1 . 4   3 . 7
Ta p i o l a   3 2 . 8   2 5 . 2   3 0 . 2   7 . 6
J y v ä s k y l ä   2 0 . 3   1 8 . 5   9 . 7   1 . 8
I t ä k e s k u s   2 1 . 1   1 6 . 8   2 5 . 6   4 . 3
O u l u   1 6 . 6   1 5 . 1   9 . 9   1 . 5
J o e n s u u   1 2 . 4   1 4 . 3  -  1 3 . 3  -  1 . 9
L a p p e e n r a n t a   1 4 . 2   1 3 . 8   2 . 9   0 . 4
K u o p i o   1 1 . 6   5 . 3   1 1 8 . 9   6 . 3
Va a s a   4 . 4  4 . 4
To t a l   5 2 6 . 4   4 7 5 . 7   1 0 . 7   4 6 . 6

Va l u e

Vo l u m e

S a l e s  b y  A c a d e m i c  B o o k s t o re
1 9 9 3 - 1 9 9 7 ,  F I M  m i l l i o n

4 6 %  B o o k s ,  i n - s t o re  s a l e s

1 6 %  S u b s c r i p t i o n s

1 8 %  B a s i c  s t a t i o n e r y

1 2 %  M i c ro n i a

8 %  B o o k s ,  o rd e r s

S a l e s  b y  A c a d e m i c  B o o k s t o re
b y  m e rc h a n d i s e  s e c t o r

( e x c l u s i v e  o f  t a x )

Academic Bookstore

Integrat ing Academic into the department stores

The Academic Bookstore offers its
customers books and magazines
as well as microcomputer and
stationery products in localities in
Finland where Stockmann has
department stores: in the centre of
Helsinki and in the Itäkeskus
shopping centre as well as in
Tapiola, Tampere and Turku.
The bookstore’s main succes
factors are its superior assort-
ments and a high level of person-
nel expertise.

Sales of books published in Finland

grew by around 3 per cent. The

growth in sales of stationery products

and office supplies was about 10 per

cent.

The total unit sales volume of com-

puters to companies grew by about 12

per cent. Sales of computers to consumers

did not increase, but the growth in sales

of peripherals, software and games con-

tinued.

Finnish publishers, book clubs and

bookstores were banking on the Inter-

net in 1997, and this emphasis will con-

tinue in 1998. The international Inter-

net stores, which are specialized in books,

are already competitors to be reckoned

with.

A  b i g  i m p r o v e m e n t  i n
s a l e s  a n d  e a r n i n g s
The Academic Bookstore’s sales inclu-

sive of VAT were FIM 526.4 million, an

increase of 11 per cent. Turnover was

FIM 462.7 million, up 11 per cent on

the previous year.

All the product groups reported ex-

cellent sales trends. Only institutional

book sales, mainly to corporate custom-

ers, declined somewhat.

The Academic Bookstore’s gross mar-

gin kept pace with the growth in sales.

Since costs grew clearly less than sales

and the gross margin, operating profit

improved considerably and was FIM 21.6

million.

A n  i n c r e a s e d  m a r k e t
s h a r e
 The Academic Bookstore’s market share

grew in 1997 thanks to good customer

service, wide assortments and success-

ful campaigns. Among the campaigns

which the bookstore carried out were

a book bargain sale – a list of the re-

duced price books was available for

browsing on the Internet for the first

time –, the Crazy Days in the spring and

autumn, the Academic Breakfast for of-

fice supply customers, the Book and Rose

Day as well as the Meeting Place and

Academic Night events in different lo-

calities.

Sales to loyal customers grew by 11

per cent, becoming more important year

by year. A greater variety of  books was

offered to loyal customers.

C h a n g e s  i n  t h e
s t o r e  c h a i n
In April the Academic Bookstore in Turku

moved into more spacious 1 000 square

metre premises in the Hansa Block, right

across from the Turku department store.

In May the Academic Bookstore in

Itäkeskus shopping centre in Helsinki

* c h a n g e  i n  VAT  J u n e  1 ,  1 9 9 4
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The Book and Rose Day was celebrated for the first time in April.

Finland’s former President Mauno Koivisto was interviewed at a weekly event called the Meeting
Place in October. The moderator was Stig-Björn Nyberg, who took over as director of the Academic
Bookstore at the beginning of 1998.

The Academic Bookstore in Turku moved into new premises in March.

received better and more spacious fa-

cilities. A new store was opened in Vaasa

in October.

In the autumn it was decided to de-

velop the operations of the Academic

Bookstore in closer cooperation with

Stockmann’s department stores in the

department store localities. It was thus

decided to peel off the local Academic

Bookstores that operate in localities

where Stockmann does not have a de-

partment store. The bookstores in Jy-

väskylä, Oulu, Joensuu, Lappeenranta,

Kuopio and Vaasa were sold to the Finn-

ish Bookstore and became a part of its

operations, effective January 1, 1998. The

Academic Bookstore’s Institutional Serv-

ices Department will continue to cater

to its nationwide clientele.

E f f i c i e n c y  t h r o u g h
i n t e g r a t e d  o p e r a t i o n s
The objective of closer cooperation be-

tween the department stores and the

Academic Bookstore is to form an or-

ganizationally efficient and smoothly run-

ning operation that will be capable of

increasing its market share and achiev-

ing savings through cooperation.

The renewed joint organization of

the Department Store Division and the

Academic Bookstore became operational

in January 1998. The Academic Book-

stores are a part of Director Henri Bucht’s

area of responsibility, along with the de-

partment stores in Finland. Stig-Björn

Nyberg was appointed director of the

Academic Bookstore, effective January

1, 1998, and he will also be directly in

charge of the Academic Bookstore in

Helsinki. He will furthermore coordi-

nate the commercial operations of the

Academic Bookstores in the Itäkeskus

shopping centre, Tapiola, Tampere and

Turku. Director Doris Stockmann handed

over her duties as director of the Aca-

demic Bookstore on January 1, 1998 and

took on special tasks until she retired

on March 1, 1998.
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A u t o m o t i v e  S a l e s  D i v i s i o n  1 9 9 7  1 9 9 6  1 9 9 5
S a l e s  F I M  m i l l .  1  8 2 4 . 8  1  4 2 9 . 6   9 9 6 . 2
P r o p o r t i o n  o f  G ro u p  s a l e s  %   2 2 . 0   1 9 . 3   1 5 . 9
P r o f i t  f r o m  o p e r a t i o n s
b e f o re  d e p r e c i a t i o n  F I M  m i l l .   3 3 . 3   2 2 . 8   2 3 . 4
O p e r a t i n g  p ro f i t  F I M  m i l l .   2 7 . 9   1 8 . 5   2 0 . 8
R e t u r n  o n  i n v e s t m e n t  %   1 0 . 3   7 . 8   1 1 . 5
I n v e s t m e n t s  F I M  m i l l .   1 1 . 1   1 7 . 8   4 . 0
S t a f f  D e c .  3 1  5 6 4  4 9 3  3 4 0

Va l u e

Vo l u m e

S a l e s  b y  A u t o m o t i v e  S a l e s
D i v i s i o n  1 9 9 3 - 1 9 9 7 ,  F I M  m i l l i o n

Automotive Sales Division

A s t rong  range  o f  makes

Stockmann’s Automotive Sales
Division serves its customers at
nine full-service sales outlets in
the Greater Helsinki area and at
two outlets in the Turku economic
area. The division’s success is
based on high quality products, a
very wide range of makes and
models, competitive prices thanks
to large volumes and good and
reliable customer service. The
vehicles sold are Ford, Volkswa-
gen, Audi, Seat, Mitsubishi and
Skoda cars and an extensive
selection of trade-in vehicles. The
repair shops and spare parts
services are areas where good
quality and reliable customer
service are particularly important.

T he growth in Finland’s motor trade

did not continue as strongly in 1997

as it did in the previous three years. A

total of 104 507 new cars were sold, an

increase of 9.1 per cent on the previ-

ous year. The growth rate in the Great-

er Helsinki market was slightly higher

than in the rest of the country. The

growth in the Turku economic area also

exceeded the country’s average. The total

volume of the motor vehicle trade was

still at a modest level in spite of the

growth that took place. In the 1980s,

an average of about 140 000 new cars

were sold each year. The popularity of

diesel cars grew in 1997 and their share

of car sales rose to nearly 15 per cent.

Sales of vans grew by nearly a third.

A total of 11 701 new vans were regis-

tered during the year.

European car makes retained their

strong hold on the overall market.

A tough battle for market shares was

again waged in the growing total mar-

ket. This led in part to unhealthy price

competition which, if it continues, will

weaken profitability in the field. The

increased need for operating capital to

fuel growth and the financing of a

number of necessary investments will

pose problems for many players. The

shakeout in the motor trade is continu-

ing and it will mean further consolida-

tion and the appearance of bigger enti-

ties.

On June 1, 1997, Stockmann became

a Mitsubishi and Skoda dealer in the

eastern Helsinki area and in Turku,

whereas it gave up sales and servicing

of Nissan vehicles in the summer 1997.

S a l e s  g r o w t h  c o n t i n u e s ,
b r i n g i n g  i m p r o v e d  p r o f i t s
Sales by the Automotive Sales Division

inclusive of VAT increased by FIM 395.2

million, to FIM 1 824.8 million. The di-

vision’s turnover was FIM 1 500.8 mil-

lion, up FIM 326.2 million, or 28 per

cent on the previous year. A good third

of the growth in turnover came from

newly established outlets. Growth on a

same outlet basis was 17 per cent, which

meant that the Automotive Sales Divi-

sion again succeeded in increasing its

sales clearly faster than the growth of

the market as a whole.

Operating profit was FIM 27.9 mil-

lion, an increase of FIM 9.4 million on

last year’s figure. The improved result

was attributable not only to the increase

in volume, but mainly to the fact that

the new outlets that were started up and

acquired in 1996 operated for the whole

year as part of the Automotive Sales

Division and the benefits of chain-type

operations began to show up in their
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The new Volkswagen Passat Variant is dynamic in appearance, progressively engineered and at the
same time safe and a delight to drive.

The Ford Mondeo Wagon combines roominess, safety, a wide range of accessories and driving
characteristics that are pure enjoyment.

The completely renewed Audi A6 draws on the styling of the Audi Roadster and TT Coupé.

results. The operating profit of outlets

that already belonged to the division

continued to develop in step with the

growth in sales. This was due to the growth

in volume and to the fact that the relative

share of costs diminished thanks to greater

operational efficiency.

The turnover rate of stocks of trade-

in vehicles improved. During the year

particular attention was continually paid

to the marketability of the stock of trade-

in vehicles.

T h e  m a r k e t  l e a d e r  i n  t h e
G r e a t e r  H e l s i n k i  a r e a
The Automotive Sales Division is organ-

ized into three product lines according

to its principals. Within Stockmann’s car

sales, Volkswagen captured the position

as the largest selling car of the year, with

sales up 7.6 per cent. Of the so-called

big makes, Ford clearly made the larg-

est gain in nationwide sales (18.5 per

cent). The growth in Audi’s nationwide

sales was 61.4 per cent, Mitsubishi’s 31.2

per cent and Skoda’s 82.1 per cent. Sales

of Seat grew by 12.8 per cent.

Stockmann sold a total of 17 292 ve-

hicles, of which 9 204 were new vehi-

cles. The VW, Audi and Seat line sold

4 143 vehicles (up 4.5 per cent) and

the Ford line 4 272 vehicles (up 43.5

per cent). Sales by the Mitsubishi-Sko-

da line in the latter part of the year ended

at a figure of 369 vehicles.

In the sale of new vehicles  the Au-

tomotive Sales Division was the market

leader in the Greater Helsinki area,

achieving a market share of over 25 per

cent.

The number of trade-in vehicles sold

was 8 088 (up 24.9 per cent). Sales of

trade-in vehicles in the Greater Helsin-

ki area suffered from a supply shortage

and the number of trade-in vehicles in

stock was low all year long. The stock

turnover rate remained good through-

out the year.



2 0

No-hassle driving: the new Skoda Octavia.

The fascinating Ford KA drove straight into the heart of Finns.

Thanks to new GDI direct injection technology, the Mitsubishi Carisma consumes 20 per cent less
petrol, yet boasts a clearly higher performance than conventional cars.

M o r e  s e r v i c i n g  c a p a c i t y
m u s t  b e  a d d e d
The capacity of the servicing and re-

pair operations was in full use at all the

outlets. The waiting lists at the repair

shops - particularly for the VW, Audi,

Seat product line - were still too long

from the standpoint of good customer

service. During the year the repair shop

capacity of the VW, Audi, Seat line was

increased considerably but these meas-

ures are nevertheless not yet sufficient.

The line’s repair shop capacity will be

further increased in 1998.

The capacity of the Ford product line

in the Greater Helsinki area appeared

to be more in sync with demand. Its

capacity has also been increased. There

is sufficient servicing and repair capac-

ity for the Mitsubishi-Skoda product line.

To ensure the continuous develop-

ment of servicing and repair functions,

the position of development director for

after-market sales, which is at the Au-

tomotive Sales Division’s Management

Group level, was established, effective

January 1, 1998.

O p e r a t i o n s  e x p a n d  f u r t h e r
The Automotive Sales Division again

went through a number of important

changes during the financial year.

Stockmann bought from Helkama-

Auto Oy the Helkama-Auto Center (Hel-

sinki) and Autotalo Helkama (Turku)

business operations and thus began to

act as a Mitsubishi and Skoda dealer as

from June 1, 1997. The dealership’s mar-

keting territory is eastern Helsinki and

the Turku economic area. At the begin-

ning of 1998, a second Mitsubishi-Sko-

da outlet was opened in Helsinki.

To expand its Ford product line,

Stockmann built a new outlet and of-

fices in Herttoniemi. They were opened

to the public on October 15, 1997. The

van and truck centre functions of the

Ford product line were also transferred

to the new business premises. The new

facilities will make it possible to devel-

Automotive Sales Division
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The Automotive Sales Division also offers a number of accessories pre-installed. Here the kiddie
seat is being adjusted.

The new Generation Golf writes a new chapter in the Golf success story.

op the increased operations in the Hert-

toniemi area in the years ahead. At the

Tikkurila outlet of the Ford product line,

changes enabling an increase in repair

shop capacity were made, mainly through

internal arrangements.

Stockmann bought from Kesko the

Vantaa outlet and offices of the VW, Audi,

Seat product line, where an approxi-

mately 500 square metre extension to the

sales area is to be carried out in 1998.

The repair shop capacity will be dou-

bled through internal arrangements in

the building. At the Herttoniemi outlet

a large extension was carried out which

added about 1 000 square metres of space

to the showroom and was completed

in January 1998. A separate Audi show-

room was also built as an annex to the

Herttoniemi outlet.

A project aiming to upgrade the Au-

tomotive Sales Division’s information sys-

tems was also started in 1997. The new

systems will make possible the devel-

opment of a number of functions and

further boost the effectiveness of oper-

ating as a chain.

The division’s own capital expen-

ditures amounted to FIM 11.1 million.

In addition, the Real-Estate Unit invest-

ed FIM 85.5 million in real-estate prop-

erty for the Automotive Sales Division.

During 1997 further outlays were

made on developing the quality systems

and on the continuing process of im-

proving customer service.

The Nissan functions were given up

on July 31, 1997.

G o o d  p o s s i b i l i t i e s  t o
i n c r e a s e  s a l e s
It appears that the growth in the Finn-

ish motor trade will continue in 1998.

The rate of growth in demand will nev-

ertheless slow down. It is estimated that

about 112 000 new cars will be sold in

1998, an increase of about 7 per cent.

The Automotive Sales Division con-

tinues to have good opportunities to in-

crease its sales. In the first half of the

year, growth possibilities will nevertheless

be hampered by the short supply of

Volkswagen cars and their long deliv-

ery times. It is believed that the situa-

tion will improve in the autumn. Profit-

ability is likely to remain at least at the

same level as in 1997.
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H o b b y  H a l l  1 9 9 7  1 9 9 6  1 9 9 5
S a l e s  F I M  m i l l .  1  0 7 1 . 2   9 5 4 . 0   8 1 2 . 4
P r o p o r t i o n  o f  G ro u p  s a l e s  %   1 2 . 9   1 2 . 9   1 3 . 0
P r o f i t  f r o m  o p e r a t i o n s
b e f o re  d e p r e c i a t i o n  F I M  m i l l .   6 6 . 7   6 1 . 6   6 5 . 6
O p e r a t i n g  p ro f i t  F I M  m i l l .   5 9 . 8   5 6 . 8   6 1 . 8
R e t u r n  o n  i n v e s t m e n t  %   1 5 . 8   1 9 . 1   2 4 . 3
I n v e s t m e n t s  F I M  m i l l .   1 3 . 5   3 . 9   1 0 . 3
S t a f f  D e c .  3 1  5 3 4  4 6 9  3 9 9

Va l u e

Vo l u m e

S a l e s  b y  H o b b y  H a l l
1 9 9 3 - 1 9 9 7 ,  F I M  m i l l i o n

Hobby Hal l

Sa les  top  F IM one  b i l l i on

Hobby Hall is Finland’s largest
mail order operator and is now a
market leader in Estonia as well.
Its offerings consist primarily of
household and leisure articles.
Hobby Hall’s catalogue, which is
distributed in Finland and Estonia,
offers more than a million custom-
ers a fast and convenient way to
buy quality products at affordable
prices.

H obby Hall’s sales continued their
strong growth. Sales inclusive of

VAT rose to FIM 1 071.2 million, an in-
crease of 12.3 per cent, or FIM 117.2
million. Turnover was FIM 882.3 mil-
lion.

Hobby Hall’s operating profit grew
by FIM 3.0 million on the previous year,
rising to FIM 59.8 million.

A  s t r o n g  m a r k e t  l e a d e r
1997 was not an especially successful
year for mail order sales in Finland. The
total growth in mail order sales is esti-
mated to be only 6.2 per cent, although
many new - mainly Swedish - compa-
nies expanded their operations to Fin-
land. The rate of Hobby Hall’s sales
growth was double this figure. At the
same time, Hobby Hall’s sales in Fin-
land grew to become larger than the
sales of any other Nordic mail order sales
company in a single country.

All the campaigns, especially the new
special catalogues sent out to loyal cus-
tomers, registered better success than
they did a year earlier. Only the Camp-
ing and Fishing catalogue and the Loy-
al Customer’s Summer Catalogue, which
came out in the spring, fell short of their
targets.

Large household appliances and tel-
evisions were sold to the tune of more
than FIM 100 million. In a short time
this product sector has become an im-
portant part of Hobby Hall’s operations,
and the future looks good. Sales of cloth-
ing remained at the previous year’s level.

Sales of the largest product group,
textiles for the home, fared well. To cite
an example, some 375 000 sets of quilt
covers were sold.

1 . 2  m i l l i o n  c a l l s  a n d
2 . 4  m i l l i o n  p a r c e l s
About half of the orders are phoned in.
During the busiest days, Hobby Hall’s
customer service received more than
10 000 calls. All in all, about 1.2 mil-
lion calls came in during the year, about
half of them resulting in orders. An al-
ternative that has been offered along-
side personal telephone service is the
possibility of calling in to an interac-
tive voice response system. This func-
tions very well, particularly during rush
periods, and already 45 000 orders have
been booked this way.

The number of packages sent out
has risen by a million in three years,
rising to about 2.4 million. The ship-
ping capability has nevertheless been
kept up at a fairly good level by stream-
lining functions and going over to a night
shift at the dispatch centre.

In addition to in-store purchases, cus-
tomers can now also use their Stock-
mann account card as an alternative way
of paying for their mail order purchases.

G r o w t h  c o n t i n u e s  i n
E s t o n i a  t o o
Sales in Estonia continued their growth
and were FIM 121.2 million (up 26.0
per cent). Thanks to credit sales to loy-
al customers, the average value of or-
ders has also risen clearly. In spite of
this, credit losses have remained low.
The cost of foreign exchange contracts
taken out to hedge receivables in Esto-
nian currency amounted to a couple
million markkaa.

The catalogue aimed at recruiting
new customers was expanded in Au-

93 94 95 96 97
0

200

400

600

800

1000

1200



2 3

About half of the orders are phoned in. All in all, about 1.2 million phone calls were received during
the year.

Although the number of packages sent out has
risen rapidly in recent years, Hobby Hall has
maintained a good delivery capability.

Hobby Hall sold large appliances and televisions
to the tune of FIM 100 million in 1997.

gust to a 550 000 printing covering all
Estonian households. At the end of the
year the number of customers had al-
ready risen to 140 000, of whom a whop-
ping 71 000 had registered as loyal cus-
tomers.

S t o r e s  e x p a n d e d
Hobby Hall’s Helsinki store was renewed
and expanded, giving it 1 619 square
metres of retail space. The extension
to the Vantaa store was completed just
in time for the Christmas market. Its retail
space grew to 1 354 square metres. The
growth in the retail space showed up
right away in the higher sales figures.
Sales by the Vantaa store amounted to
FIM 81.8 million (up 14.4 per cent),
whereas the Helsinki store recorded sales
of FIM 48.9 million (up 23.5 per cent).
Christmas sales in particular grew sig-
nificantly: by 52 per cent in Helsinki
and by 28 per cent in Vantaa. During
the year a decision was taken to build
a third store. The 1 200 square metre
store that will be opened in Friisilä, Es-
poo, in September 1998 will also seek
to attract new customers in addition to
its functions that support mail order sales.

A  g o o d  f o u n d a t i o n  f o r
f u t u r e  s u c c e s s
The general trend in mail order sales in
1997, particularly in the latter part of
the year, gives grounds for assuming that
in the face of the general tightening of
competition in the retail trade, the total
market will not grow substantially in the
current year. Over the longer term, how-
ever, prospects are brighter.

Hobby Hall’s customer register, which
is by far the largest in its market area,
together with the best price/quality im-
age and customers’ confidence in its
operations, provides a good foundation
for further increases in sales and mar-
ket share and for maintaining a good
level of earnings.

The planning of measures to boost
the efficiency of the logistics functions
for the warehouse and dispatching centre
is moving ahead. Hobby Hall aims to
put a thoroughly modernized picking
and packaging system into use in 1999.
This solution will contribute to ensur-
ing Hobby Hall’s competitiveness and
future growth possibilities.
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S e s t o  1 9 9 7  1 9 9 6  1 9 9 5
S a l e s  F I M  m i l l .   9 2 4 . 2   9 2 9 . 1   7 1 5 . 5
P r o p o r t i o n  o f  G r o u p  s a l e s  %   1 1 . 1   1 2 . 5   1 1 . 4
P r o f i t  f r o m  o p e r a t i o n s
b e f o r e  d e p r e c i a t i o n  F I M  m i l l .   2 6 . 1   1 9 . 7   6 . 8
O p e r a t i n g  p r o f i t  F I M  m i l l .   1 5 . 0   7 . 7   0 . 1
R e t u r n  o n  i n v e s t m e n t  %   1 4 . 6   7 . 4   0 . 1
I n v e s t m e n t s  F I M  m i l l .   4 . 5   1 3 . 3   1 7 . 8
S t a f f  D e c .  3 1  6 7 2  6 6 8  6 7 4

S a l e s  b y  S e s t o
1 9 9 3 - 1 9 9 7 ,  F I M  m i l l i o n

Va l u e

Vo l u m e

Sesto

Improved  earn ings

The traditional Sestos that oper-
ate in the Greater Helsinki area
are service-minded, high-quality
and moderate-price supermarkets
that offer product selections which
are by far the best in their size
class. The Sesto Etujätti markets
that operate in Espoo, Vantaa,
Turku and Tampere are modern
hypermarkets whose competitive-
ness is based on large product
assortments, delicious speciality
counters, shopping convenience
and overall thrift.

esto’s sales inclusive of VAT totalled

FIM 924.2 million in 1997. The same-

store trend in sales was +1.5 per cent,

which corresponds to the general trend

in the supermarket goods trade. Sesto’s

turnover was FIM 782.3 million. Oper-

ating profit rose to FIM 15.0 million. The

biggest factor accounting for the growth

in operating profit was the improvement

in profit from operations before depre-

ciation of the Etujätti chain.

New stores were not opened in 1997,

which meant that capital expenditures

fell to FIM 4.5 million, from the previ-

ous year’s FIM 13.3 million.

E f f i c i e n t  w a y s  o f  w o r k i n g
The combining of the food purchasing

organizations of the Department Store

Division and Sesto, which was carried

out at the beginning of 1997, improved

purchasing terms and streamlined deal-

ings with suppliers. Sesto’s own imports

were added as part of the assortment

strategy and its policy of offering what

customers want. The chain concepts of

the traditional Sestos and the Etujätti

hypermarkets were updated and mar-

keting was enhanced.

S e s t o  i n v e s t s  i n
e n v i r o n m e n t a l  s a v v y
At the beginning of last year, Sesto

launched an environmental affairs de-

velopment project that was kicked off

by studying both customers’ and the

personnel’s attitudes to environmental

affairs. Sesto also created a monitoring

system as a tool for developing envi-

ronmental competence. As the project

advanced, Sesto’s entire personnel were

trained: the objective is not only im-

proved customer service but increasingly

environmentally friendly and cost-sav-

ing operations. An employee in charge

of environmental affairs was named for

each store.

O u t l o o k  f o r  1 9 9 8
The largest investment in 1998 will be

the opening of a second Etujätti hyper-

market in Turku. Building of the new

4 500 square metre Etujätti represents

an investment of about FIM 45 million,

which will lead to greater efficiency in

reaching customers in the Turku area.

The building will also house a Seppälä

store. The location of the new Etujätti

right near the Kupittaa railway station

S
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Sesto’s staff are now better prepared to help cus-
tomers in environment-related matters. Shown
in the picture is Erja Kulo, who is in charge of
environmental affairs at the Etujätti Hypermar-
ket in Friisilä, Espoo.

The Forum Sesto now serves its customers on Sundays, too, following the completion of the tunnel
that links it to the Helsinki Central Station Tunnel.

The joint food purchasing organization of Sesto
and the department stores will make possible
increasingly versatile product assortments that
cater for customers’ wishes.

guarantees plenty of customer poten-

tial. When the Kupittaa Etujätti is opened,

there will be a total of 18 Sesto stores,

five of which are Etujätti hypermarkets.

The appearance and offerings of the

traditional Sestos will be developed in

1998 to correspond better to custom-

ers’ changing needs.

Slight growth is forecast for the rel-

atively stable supermarket goods sec-

tor, mainly owing to a rise in prices. At

the same time, consumption is forecast

to move to products with a higher de-

gree of processing. The location of the

Sesto stores in areas of strong popula-

tion growth, coupled with continual

inputs into the personnel’s customer

service ability, longer opening hours and

the constant provision of superior and

always low-cost assortments, lays the

foundation for positive development.
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S e p p ä l ä  1 9 9 7  1 9 9 6  1 9 9 5
S a l e s  F I M  m i l l .   7 1 4 . 4   6 7 0 . 3   6 1 3 . 0
P ro p o r t i o n  o f  G r o u p  s a l e s  %   8 . 6   9 . 0   9 . 8
P ro f i t  f r o m  o p e r a t i o n s
b e f o re  d e p r e c i a t i o n  F I M  m i l l .   8 6 . 2   7 8 . 2   8 6 . 1
O p e r a t i n g  p ro f i t  F I M  m i l l .   7 6 . 8   7 0 . 6   8 0 . 9
R e t u r n  o n  i n v e s t m e n t  %   6 2 . 9   6 0 . 3   8 6 . 9
I n v e s t m e n t s  F I M  m i l l .   1 0 . 6   1 6 . 2   1 1 . 0
S t a f f  D e c .  3 1  6 5 4  6 2 5  5 8 0

Va l u e

Vo l u m e

S a l e s  b y  S e p p ä l ä
1 9 9 3 - 1 9 9 7 ,  F I M  m i l l i o n

S a l e s  b y  S e p p ä l ä  1 9 9 7

5 2 %  L a d i e s ’  f a s h i o n s

2 2 %  M e n ’s  f a s h i o n s

2 1 %  C h i l d re n ’s  f a s h i o n s

5 %  C o s m e t i c s

Seppälä

A cen t ra l i zed  and  e f f i c ien t  cha in

Seppälä offers its youthfully
minded customers a sensible
alternative for dressing fashion-
ably. Seppälä sells women’s,
men’s and children’s wear and
cosmetics at one hundred stores
in Finland and in one store in
Tallinn, Estonia. Centralized,
chain-store operations guarantee
very affordable prices and reliable
quality.

eppälä’s sales inclusive of VAT were

FIM 714.4 million, an increase of 7

per cent on the previous year. Cost-ef-

fectiveness improved further. This meant

that even after booking larger depreci-

ation, the division achieved operating

profit of FIM 76.8 million. Thanks to the

effective use of capital, the return on

investment remained good.

T h i r t e e n  n e w  s t o r e s
The volume of textile and garment sales

in Finland grew by about 2 per cent.

Seppälä had turnover of FIM 588.2 mil-

lion, up 6.4 per cent on the previous

year. The competition situation in the

retail garment trade continued to get

tougher, and this reinforced the trend

towards chain-store operations. Foreign

competitors also strengthened their pres-

ence in the Finnish market. Seppälä’s

sales were up within women’s, men’s

and children’s fashions as well as cos-

metics. Sales of cosmetics showed the

relatively largest increase. The purposeful

development of the colour cosmetics sec-

tor brought results.

During 1997, 13 new stores were

opened: in Lapua, Ylöjärvi, Klaukkala,

Lappeenranta, Kirkkonummi, Pirkkala,

Kaarina, Kajaani, Länsikeskus in Turku,

Loviisa, Kemijärvi, Nastola and Kuopio.

At the end of the year the Seppälä chain

had 94 own stores and three jointly op-

erated stores in 74 localities in Finland.

In addition, the Seppälä store in Tallinn

is managed by Stockmann’s Department

Store Division.

In addition to opening new stores,

the fixturings of a number of stores were

renewed in connection with relocations

or refurbishing. During 1998 all the stores

will receive the same functional type of

fixturings. The new fixturing solution will

make it easier to display goods and it

will improve the visual appearance of

the stores.

Chain-s tore  s t rength
Chain-store operations are the strength

underlying Seppälä’s cost-effectiveness.

The marketing of products on television

gives the nationwide chain excellent cov-

erage. The resources that have been chan-

nelled into improving Seppälä’s processes

have had a major impact on its good

level of earnings.

Working procedures were also de-

S
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Kids have their very own playfully colourful fashi-
on collection.

The Seppälä store in the Itäkeskus shopping centre
increased its sales in spite of keener competition.

The sporty spring collection for men has a fresh classical appeal.

The spring line in clothes fashions is long and narrow. The materials are thin and hang well.

veloped in key areas by means of new

equipment. The chain’s cash register ter-

minal system that was renewed in the

previous year was used more widely to

process sales transactions and to trans-

mit documents electronically. The man-

agement of materials flows gained in

importance. The systems and equipment

at the Central Warehouse in Vantaa were

developed and procedures were perfect-

ed and speeded up. Leadership train-

ing for the store managers was contin-

ued according to plan.

P o s i t i v e  d e v e l o p m e n t  w i l l
c o n t i n u e
Private consumption is expected to con-

tinue its upswing in 1998. Seppälä be-

lieves that the positive trend in its own

operations will continue even in a tough-

er competition enviroment. During the

spring 1998, stores were opened in

Muurame, Parainen, the Laune district

of Lahti and the Columbus shopping cen-

tre that is located in Vuosaari, Helsinki.

In the autumn a store will be opened

alongside Hobby Hall and Sesto in Frii-

silä, Espoo, and another one in the same

building as Sesto in Kupittaa, Turku.

Marjatta Björn, Seppälä’s managing

director, will retire on June 1, 1998. Lars

Eklundh has been appointed her suc-

cessor.
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B o a r d  R e p o r t  o n  O p e r a t i o n s

Tu r n o v e r,  F I M  m i l l i o n
1 9 9 7  1 9 9 6  C h a n g e  %

D e p a r t m e n t  S t o re  D i v i s i o n  2  6 8 5 . 0  2  4 5 5 . 9   9 . 3
–  d e p a r t m e n t  s t o re s  i n  F i n l a n d  2  2 6 7 . 1  2  1 0 7 . 6   7 . 6
–  i n t e r n a t i o n a l  o p e r a t i o n s   4 1 7 . 9   3 4 8 . 3   2 0 . 0
A u t o m o t i v e  S a l e s  D i v i s i o n  1  5 0 0 . 8  1  1 7 4 . 6   2 7 . 8
H o b b y  H a l l   8 8 2 . 3   7 7 5 . 2  1 3 . 8
S e s t o   7 8 2 . 3   7 8 6 . 9   -  0 . 6
S e p p ä l ä   5 8 8 . 2   5 5 3 . 0   6 . 4
A c a d e m i c  B o o k s t o re   4 6 2 . 7   4 1 8 . 7   1 0 . 5
R e a l  E s t a t e   1 0 7 . 7   1 0 1 . 3   6 . 3
E l i m i n a t i o n s  -  1 0 9 . 1  -  1 0 1 . 1   7 . 9
To t a l  6  9 0 0 . 0  6  1 6 4 . 5   1 1 . 9

R E P O R T  A N D  A C C O U N T S ,  D E C E M B E R  3 1 ,  1 9 9 7

Stockmann’s sales grew by 11.7
per cent to FIM 8 289.4 million.
Turnover grew by 11.9 per cent
and was FIM 6 900.0 million.
Operating profit grew by 35.4 per
cent to FIM 394.6 million. Profit
before extraordinary items,
voluntary provisions and income
taxes was FIM 415.2 million.
Growth on the previous year was
FIM 99.3 million, or 31.4 per cent.
The operational result includes
gains of FIM 31.5 million on the
sale of shares held in fixed
assets.

R e t a i l  s a l e s  i n  F i n l a n d
Retail sales in Finland grew by 3.7 per

cent in volume terms and by 4.3 per

cent in value. The biggest gain, about

8 per cent, was in the total markka

amount of vehicle sales. The value of

sales of household appliances showed

the next best growth, about 6 per cent.

Department store sales grew by nearly 4

per cent and sales of supermarket goods

by more than two per cent.

S t o c k m a n n ’s  s a l e s  g r o w  a t
t h r e e  t i m e s  t h e  r a t e  o f  t h e

r e t a i l  t r a d e

The growth in Stockmann’s sales, 11.7

per cent, was nearly three times that

of the average for the retail trade (4.3

per cent) and its market share grew

further.

Stockmann’s sales grew by 11.7 per

cent to FIM 8 289.4 million. Turnover

grew by FIM 735.5 million, or 11.9 per

cent, and was FIM 6 900.0 million. The

largest part of the growth was achieved

through increased efficiency in sales

operations. New retail space account-

ed for about a fifth of the growth.

The Automotive Sales Division’s turn-

over showed the biggest growth, as it

has in past years, now increasing by

28 per cent compared with 1996. More

than a third of the growth came from

the new Ford dealerships that were

acquired in 1996 as well as from the

Mitsubishi-Skoda dealerships in Helsinki

and Turku that were purchased in May

1997. On the other hand, the Automo-

tive Sales Division’s turnover was re-

duced by the handing over of the Nis-

san dealership to the importer on Au-

gust 1, 1997.

The trend in Hobby Hall’s turnover

was good both in Finland and in Esto-

nia, and it grew by 14 per cent.

Turnover of the Department Store

Division increased by 9 per cent. In Fin-

land sales were up 8 per cent, whereas

they rose by 20 per cent abroad. Turn-

over of the International Operations units

grew, mainly due to the good trend in

the sales of the Tallinn department store.

In the comparison figure for the previ-

ous year, the sales of the Tallinn de-

partment store are included only for nine

months because the department store

was opened in April 1996. Internation-

al operations grew to 16 per cent of

the Department Store Division’s turn-

over, from 14 per cent a year earlier.

The 11 per cent increase in Academic

Bookstore’s turnover and the 6 per cent

increase in Seppälä’s exceeded the av-

erage growth rate in the retail trade.

Sesto’s turnover fell by one per cent

because its network of stores contract-

ed at the end of 1996 when the lease

on the store in Olari, Espoo, ran out.

Sesto’s same-store turnover neverthe-

less was up by more than one per cent.

E a r n i n g s  i m p r o v e  s i g n i f i c a n t l y

Owing to the very good earnings trend

in the latter part of the year, Stockmann’s
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net profit improved more than was fore-

cast last August when the half-year re-

port for 1997 was prepared. A factor

contributing to the improvement in net

profit was the gains on sales of shares

held in fixed assets, which boosted other

operating income by FIM 16.5 million

to FIM 31.5 million. During the year un-

der review Stockmann sold the shares

it owned in the MTV Oy, a Finnish com-

mercial television company, as well as

half of its shares in Kesko Oy (Whole-

sale Corporation).

Stockmann’s gross margin on ordi-

nary operations grew by FIM 182.8 mil-

lion, or 9.6 per cent, to FIM 2 084.0

million. The gross margin declined slight-

ly from the previous year’s 30.8 per cent

to 30.2 per cent. This was due to the

strong growth in sales by the Automo-

tive Sales Division, which has a con-

siderably lower gross margin in per cent

terms than do the other units. Fixed costs

of all the units grew less than the gross

margin in markka amounts.

Profit from operations before depre-

ciation, including other operating in-

come, improved by FIM 111.4 million

to FIM 515.2 million, or by 27.6 per cent.

Depreciation increased by FIM 8.2 mil-

lion from the previous year and totalled

FIM 120.6 million. Operating profit grew

by FIM 103.2 million and was FIM 394.6

million.

Net income from financial operations

diminished by FIM 3.9 million from the

previous year, to FIM 20.6 million, due

to the fact that interest expenses grew

more than interest income. Interest ex-

penses were increased by the FIM 300

million note issue that was floated in

October 1996.

The operational result, or profit be-

fore extraordinary items, voluntary pro-

visions and income taxes, was FIM 415.2

million, an increase of FIM 99.3 mil-

lion on the previous year.

Since there were no extraordinary

income or expenses, the profit before

voluntary provisions and income taxes

was also FIM 415.2 million.

Direct taxes increased by FIM 19.9

million to FIM 117.8 million. Transitional

provisions totalling FIM 122.7 million were

discharged and accelerated depreciation

was increased by FIM 119.6 million.

Net profit grew by FIM 82.9 million

on the previous year and was FIM 300.5

million.

The return on investment improved

from 13.3 per cent to 15.6 per cent thanks

to the increase in net profit. The return

on equity likewise improved from 11.4

per cent to 14.4 per cent. Earnings per

share grew by FIM 4.98, rising from FIM

15.13 to FIM 20.11.

Stockmann’s market capitalization

grew by more than a billion markkaa,

from the previous year’s figure of FIM

4 010 million to FIM 5 036 million at

the end of 1997.

The dividends paid for the 1996 fi-

nancial year grew by FIM 7.3 million

from the previous year and amounted

to FIM 108.2 million. The Board of Di-

rectors will propose to the Annual Gen-

eral Meeting that a dividend of FIM 9.00

per share be paid for 1997, thus raising

the dividend payout by FIM 21.8 mil-

lion to FIM 130.0 million.

A l l  t h e  c o m m e r c i a l  u n i t s  r e p o r t

h i g h e r  o p e r a t i n g  p r o f i t  f i g u r e s
The operating profit of the Department

Store Division grew by FIM 54.1 mil-

lion on the previous year and was FIM

172.8 million. More than half of the

growth in operating profit came from

domestic operations. The operating profit

of the International Operations units grew

by nearly as much, mainly owing to the

good earnings trend of the Tallinn de-

partment store. The Department Store

Division’s return on investment jumped

from the previous year’s 18.0 per cent

to 24.7 per cent.
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Dividend paid dur ing the per iod

I n c o m e  t a x e s

C a s h  f l o w  f i n a n c i n g

The outlays made in recent years

on increasing the business operations

of the Automotive Sales Division showed

up in its result. The division’s operat-

ing profit grew by FIM 9.4 million on

the previous year and was FIM 27.9

million. The return on investment

notched up from the previous year’s 7.8

per cent to 10.3 per cent.

 Hobby Hall’s operating profit grew

by FIM 3.0 million and was FIM 59.8

million. The return on investment nev-

ertheless fell by more than three per-

centage points to 15.8 per cent as a re-

sult of the growth in operating capital.

Sesto’s result showed positive de-

velopment due to both the growth in

the gross margin and the reduction in

expenses. The bulk of the increase in

profits came from the Etujätti hypermar-

ket chain, which has firmly established

its operations after several years of con-

tinued capital expenditures. Sesto’s

operating profit grew by FIM 7.3 mil-

lion to FIM 15.0 million. Thanks to the

improved earnings, the return on in-

vestment also rose from the previous

year’s 7.4 per cent to 14.6 per cent.

Seppälä’s result continued to develop

well and its operating profit grew by

FIM 6.2 million to FIM 76.8 million. The

return on investment also increased from

the previous year’s high level of 60.3

per cent to 62.9 per cent.

Academic Bookstore’s operating

profit rose by FIM 7.0 million to FIM

21.6 million, mainly owing to its high-

er sales figures. The return on invest-

ment also grew by 5.1 percentage points

from the previous year and was 20.6

per cent.

T h e  R e a l - E s t a t e  U n i t ’s  r e n t a l

i n c o m e  g r o w s
The Real-Estate Unit’s income consists

mainly of internal rents which Stock-

mann’s own commercial units are

charged and which correspond to mar-

ket rents. As a consequence of rental
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income obtained from new business

premises, the Real-Estate Unit’s operat-

ing profit grew by FIM 3.8 million and

was FIM 84.9 million.

L i q u i d  f u n d s  a t  t h e  s a m e  l e v e l

Stockmann’s liquidity was again good.

After paying income taxes of FIM 117.8

million, cash flow financing was FIM

418.0 million. This sufficed to cover a

dividend payout of FIM 108.2 million

as well as capital expenditures of FIM

315.2 million almost in their entirety.

Funds committed to operating capital

likewise grew by FIM 73.7 million.

During the year loans were paid off

in the amount of FIM 36.3 million, and

FIM 49.8 million of new long-term loans

was raised.

The amount of liquid funds dimin-

ished by FIM 8.2 million and amount-

ed to FIM 380.8 million at the end of

the year.

The equity ratio remained at the

previous year’s high level and was 55.6

per cent (54.0 per cent as at December

31, 1996).

C a p i t a l  e x p e n d i t u r e s  o n  a  p a r
w i t h  t h e  p r e v i o u s  y e a r

Capital expenditures on fixed assets

totalled FIM 315.2 million, as against

FIM 333.2 million in 1996. The most

important of the projects completed

during the year was the Ford outlet in

Helsinki’s Herttoniemi district, which the

Automotive Sales Division opened for

business in the autumn. Its total costs

amounted to FIM 42.1 million. In the

spring 1997 Stockmann purchased from

Kesko Oy the VW, Audi and Seat lines’

outlet in Vantaa for the Automotive Sales

Division, paying FIM 17.7 million. At

the end of the year, the business premises

of the Mitsubishi-Skoda outlets in Turku

and Herttoniemi, Helsinki, were pur-

chased for a total price of FIM 25.7 mil-

lion. The Helkama Auto-Center Oy and

Autotalo Helkama Oy companies, which

represent Mitsubishi and Skoda, were

purchased from Helkama Oy in May 1997

for a price of FIM 9.3 million.

In Turku a total of FIM 21.0 million

was invested in expanding and furnishing

the department store and on new premis-

es for the Academic Bookstore. The ex-

tension to the Helsinki department store,

including the pedestrian tunnel linking

the department store with the under-

ground car park of the Forum shop-

ping centre, was completed in the first

part of last year. The total cost of the

project was FIM 42.4 million, of which

FIM 13.0 million was allocated to 1997.

The biggest of the company’s invest-

ments in shares was the acquisition of

a 14 per cent stake in TukoSpar Oy,

for which it paid Kesko Oy FIM 32.9

million in February. The EU Commis-

sion gave its final approval of the deal

in April 1997.

The largest of the capital expendi-

tures in progress is the extension to the

Tapiola department store. The construc-

tion works were started in the autumn

1997 and the extension will be com-

pleted in September 1998. About 3 800

square metres of retail space will be

added to the department store and it

will also gain a large amount of new

parking space. Part of the investments

will go towards improving the attrac-

tiveness of the environment in the centre

of Tapiola. The total cost estimate for

the project is FIM 120 million, of which

FIM 36.4 million was committed in 1997.

Of the other capital expenditures,

FIM 3.6 million went for buildings, FIM

75.8 million for machinery and equip-

ment, FIM 25.0 million for long-term in-

vestments, FIM 10.1 million for shares

and FIM 2.6 million for plots of land.

The most important of the capital

expenditures started after the turn of

the year was Sesto’s fifth Etujätti hyper-

market, which is to be built in Turku’s

Kupittaa district. A Seppälä store will

occupy the same building. The project
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will be completed in the autumn 1998

and its total cost estimate is FIM 45

million. In Friisilä, Espoo, a store building

that will be shared by Hobby Hall and

Seppälä is being built and it is sched-

uled for completion towards the end

of the year. The total cost estimate for

the project is FIM 15 million. In Tam-

pere, too, a new project is getting un-

der way. The owner of the department

store property will carry out an exten-

sion to it now that the modification to

the town plan, which was necessary for

the extension, was approved by the

Tampere City Council in December.

According to plans, the extension will

be completed in the spring 1999.

A  l a r g e r  p a y r o l l

Stockmann’s payroll at the end of De-

cember was 7 607 employees, or 535

employees more than a year ago. Con-

verted to full-time staff, the payroll grew

by 469 employees and was 6 508 em-

ployees at the end of the year. The in-

creased number of employees was due

to the stepped up resources to improve

customer service, the longer opening

hours and the new units that were

opened during the year. The staff at

international units grew by 39 people.

At the end of the year, 757 Stockmann

employees worked abroad, of whom

22 were Finns.

The average payroll during the year

was 6 934 people, or 345 people more

than in 1996. The parent company’s pay-

roll was on average 5 137, an increase of

207 people on the previous year.

The Academic Bookstore becomes

a part of the department stores

At the end of 1997 it was decided to

peel off the local Academic Bookstores

in localities where Stockmann does not

have a department store. Stockmann and

the Finnish Bookstore signed an agree-

ment according to which the Academ-

ic Bookstores in Jyväskylä, Oulu, Joen-

suu, Lappeenranta, Kuopio and Vaasa

became a part of the Finnish Bookstore

chain, effective January 1, 1998.

In the same connection it was de-

cided to firm up cooperation between

the Academic Bookstore and the de-

partment stores in localities where Stock-

mann has a department store. The ob-

jective is to offer the Academic Book-

store’s customers better service and to

develop cooperation with the depart-

ment stores in marketing, product as-

sortments, logistics and administration.

The new joint organization became

operational on January 1, 1998.

B o a r d  o f  D i r e c t o r s ’  p r o p o s a l  t o
t h e  A n n u a l  G e n e r a l  M e e t i n g

c o n c e r n i n g  h a l v i n g  o f  t h e  p a r

v a l u e  o f  t h e  c o m p a n y ’s  s h a r e ,
a  b o n u s  i s s u e ,  a  r i g h t s  i s s u e

a n d  s h a r e  o p t i o n s  o f f e r e d  t o

l o y a l  c u s t o m e r s
The Board of Directors will propose

to the Annual General Meeting, as a

total package to be decided, that the

par value of the share be halved such

that one share with a par value of FIM

20 be divided into two shares with a

par value of FIM 10, after which the

company will arrange a simultaneous

bonus issue and rights issue as well

as offer share options to the compa-

ny’s loyal customers.

The purpose of halving the par val-

ue of the shares, carrying out the share

issues and offering share options is to

improve the liquidity of the shares, sup-

port the company’s growth strategy,

strengthen customer loyalty and improve

the company’s competitive position.

In the bonus issue, shareholders will

be entitled to subscribe free of charge

one new Series A share for two Series

A shares with a par value of FIM 10

and one new Series B share for two

Series B shares with a par value of FIM

10. As a result of halving the share’s

par value and carrying out the bonus

issue, the number of shares outstand-

ing will treble to 44 053 830 shares and

the share capital will increase by 50 per

cent to FIM 440 538 300.

In the rights issue, four Series A or

Series B shares with a par value of FIM

10 which were held prior to the bonus

issue will entitle their holders to sub-

scribe one new Series B share with a

par value of FIM 10 at a price of FIM

75 per share. As a consequence of the

rights issue, the share capital will be in-

creased by a maximum of FIM

73 423 050 to FIM 513 961 350 and a

maximum of FIM 477 249 825 will be trans-

ferred to the Premium on share issue fund.

The share options are to be offered

by  waiving shareholders’ pre-emptive

right to subscribe shares such that pri-

vate persons who are at the same time

Stockmann’s loyal customers whose pur-

chases together with the purchases made

with other parallel cards that are charged

to the same account were at least FIM

5 000 during 1997 will be entitled to

receive a free option conferring the right

to subscribe ten Series B shares in April

and May, 2000. For each full FIM 1 000

by which the purchases calculated in

the above-mentioned manner exceed

FIM 5 000, the loyal customer will re-

ceive a free additional option on the

basis of which he or she can subscribe

a further two shares. The Board of Di-

rectors proposes that the subscription

price to be set for shares subscribed

on the basis of the options be the weight-

ed average price on the stock exchange

days from March 30 to April 17, 1998,

with the further provision that in carry-

ing out the calculations, the effects of

the above-mentioned halving of the par

value, as well as the bonus issue and

rights issue be taken into account. As a

consequence of the subscriptions made

on the basis of the options offered to

loyal customers, the share capital can

be increased by a maximum amount of

about FIM 24 million.
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A m e n d m e n t  o f  t h e  A r t i c l e s  o f
A s s o c i a t i o n

The Board of Directors will propose to

the Annual General Meeting that the

Articles of Association be amended in

the manner required by the Companies

Act. One immediately visible proposal

is the changing of the company’s offi-

cial business name to STOCKMANN Oyj

Abp, in English STOCKMANN plc.

In this connection the Board of Di-

rectors also proposes that the structure

of the Articles of Association be altered

for better readability, that the wording

be revised and that a large number of

other amendments be made to the Ar-

ticles of Association. The main content

of the proposed amendments will be

presented in the Notice of Meeting. A

detailed presentation of the amendments

is available for public scrutiny at the

company’s head office no later than one

week before the Annual General Meet-

ing, as provided for in the Companies

Act, and it will be sent to shareholders

upon request.

O u t l o o k  f o r  1 9 9 8
The growth in private consumption is

forecast to continue at a level of about

four per cent in 1998. Sales by the re-

tail trade are expected to grow in the

current year just as strongly as they did

in 1997. It is also believed that the general

economic trend will continue on its fa-

vourable course, though the growth is

likely to slow down over the next few

years.

The good future outlook for the re-

tail trade and the investments that have

been made over the past years are ex-

pected to have a positive impact on the

sales and earnings of Stockmann’s com-

mercial units. The growth in Stockmann’s

sales is forecast to continue at nearly

the same strong pace as in 1997. The

expectations for growth are based on

both the incremental sales increase

brought by the new retail space and

further increases in the sales efficiency

of the old units.

The Board of Directors estimates that

the result before extraordinary items,

voluntary provisions and income taxes

for 1998 will be at least as good as it

was in 1997.
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S h a r e  c a p i t a l  a n d  s h a r e s

S h a r e  c a p i t a l
The company’s shares are in the book-entry system. At the
closing of the books, 99.8 per cent of the company’s shares
outstanding had been registered in the book-entry system.

There were about 11 000 shareholders at the end of 1997.

S h a r e  c a p i t a l  o f  O Y  S t o c k m a n n  A B ,
D e c e m b e r  3 1 ,  1 9 9 7

Series A: 8 289 631 shares at FIM 20 each = FIM 165 792 620

Series B: 6 154 979 shares at FIM 20 each = FIM 123 099 580

Total: 14 444 610 shares at FIM 20 each = FIM 288 892 200

During 1997, 15 000 Series B shares were subscribed with
warrant B of the 1994 issue of bonds, thereby increasing the
share capital by FIM 300 000 to FIM 288 892 200, and the
total amount of Series B shares outstanding is 6 154 979.

D e v e l o p m e n t  o f  S t o c k m a n n ’s  s h a r e  p r i c e
During the financial year the prices of shares traded on the
Helsinki Exchanges rose by 32.31 per cent as measured by
the HEX general index. The trade index rose by 20.69 per
cent.

The last traded price of OY Stockmann AB’s Series A shares
at the end of the financial year was FIM 355, which is also
the high for the year, and the last traded price of the Series B
shares was FIM 340. The price of the Series A share rose by
26.79 per cent and the price of the Series B share by 23.64
per cent compared with the beginning of the financial year.

S h a r e  t u r n o v e r
Shares of OY Stockmann AB were traded on the Helsinki
Exchanges as follows during the financial year:

The total value of the shares traded was FIM 819.7 mil-
lion, representing 0.44 per cent of the share turnover on the
Helsinki Exchanges. The market capitalization of the com-
pany as at December 31, 1997, was FIM 5 036 million.

C h a n g e s  i n  t h e  s h a r e  c a p i t a l  1 9 9 3 - 1 9 9 8

1993
Issue targeted at Kesko. 87 000 Series A shares at FIM
172.48 per share and 104 000 Series B shares at FIM 144.36
per share. The issue increased the share capital by FIM
3 820 000. Following the share issue, the share capital was
FIM 192 194 800.

The share capital of OY Stockmann AB is divided
into Series A and Series B shares. Series A shares
carry ten votes and Series B shares one vote. The
shares of both series entitle their holders to an equal
dividend.

1994
Issue of bonds with warrants. The company floated a
FIM 1.5 million issue of bonds with warrants which is di-
rected at management and will be repaid, in accordance
with the terms of the issue, in one instalment on April 12,
1998. The annual interest payable on the issue is one per-
centage point below the 12-month helibor rate quoted by
the Bank of Finland.

The A warrants of the issue were used to subscribe
15 000 Series B shares during 1996. The effect of these
shares on the share capital was FIM 300 000 and they add-
ed FIM 2 900 100 to the Reserve fund.

During 1997 the B warrant of the issue was used to
subscribe 15 000 Series B shares, whose effect on the share
capital was FIM 300 000, adding FIM 3 100 050 to the Re-
serve fund.

The remaining A, B and C warrants entitle their holders
to subscribe Series B shares as follows: with warrant A,
75 000 shares from January 2 to April 12, 1998, at a price of
FIM 240.00, and with warrant B, 75 000 shares from Janu-
ary 2 to April 12, 1998, at a price of FIM 240.00 as well as
with warrant C, 90 000 shares from January 2 to April 12,
1998, at a price of FIM 240.00. The shares subscribed enti-
tle their holders to a dividend for the entire year during
which they were subscribed.

If all 240 000 Series B shares under the issue of bonds
with warrants are subscribed, the effect of the issue on the
share capital will be an increase of FIM 4 800 000, raising
the entire share capital to FIM 293 692 200. In this case the
number of Stockmann Series A shares would be
8 289 631 and the number of Series B shares would be
6 394 979.

Bonus issue. One new Series B share free of charge for
two old Series A and/or Series B shares. The increase in the
share capital via the bonus issue was FIM 96 097 400. Fol-
lowing the share issue, the share capital totalled FIM
288 292 200.

1997
Issue of bonds with warrants. The company floated a
FIM 360 000 issue of bonds with warrants directed at the
Group’s key employees. All these non-interest-bearing bonds
were subscribed during 1997. The bond issue will be re-
paid, according to the terms of the issue, in one instalment
on April 21, 2000.

The warrants attached to the bonds entitle their holders to
subscribe a total of 360 000 Series B shares at a price of
FIM 320 per share less the dividend distributed after May 1,
1997.

The subscription periods are as follows: 90 000 shares
from April 1, 2000 to January 31, 2004, and 90 000 shares
from April 1, 2001 to January 31, 2004, and 180 000 shares
from April 1, 2002 to January 31, 2004. Shares subscribed
entitle their holders to a dividend right from the year of sub-
scription.

1998
The Board of Directors has decided to propose to the An-
nual General Meeting that the par value of the company’s
share be halved so that one share with a par value of FIM
20 is divided into two shares with a par value of FIM 10,
after which the company will arrange a simultaneous bo-
nus issue and rights issue as well as offer share options to
private persons who are company’s loyal customers.

% of total shares Average
No. of shares outstanding FIM price, FIM

Series A 910 516 10.98% 278 742 292 306.14

Series B 1 866 131 30.32% 540 939 253 289.87

Total 2 776 647 19.22% 819 681 545
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S h a r e h o l d e r s  a s  a t  F e b r u a r y  2 7 ,  1 9 9 8

The  f i g u r e s  a r e  b a s e d  o n  d a t a  i n  t h e  b o o k - e n t r y  s y s t em  a nd  a c c o r d i n g l y  t h e r e  a r e  2 2  2 7 2

un r e g i s t e r e d  s h a r e s  o n  w h i c h  i n f o rma t i o n  i s  l a c k i n g .

T h e  h o l d i n g s  i n  t h e  p e r s o n a l  o w n e r s h i p  o f  t h e  membe r s  o f  t h e  c ompan y ’ s  B o a r d  o f  D i r e c t o r s

a n d  man a g i n g  d i r e c t o r  a s  w e l l  a s  i n  t h e  o w n e r s h i p  o f  i n s t i t u t i o n s  u nd e r  t h e i r  c o n t r o l  a n d

p e r s o n s  u nd e r  t h e i r  g u a r d i a n s h i p  a s  a t  D e c emb e r  3 1 ,  1 9 9 7 ,  w a s  A  t o t a l  o f  1  1 7 4   7 7 7  s h a r e s ,

wh i c h  r e p r e s e n t s  a  t o t a l  o f  8 . 1 3  p e r  c e n t  o f  t h e  s h a r e s  o u t s t a n d i n g  a n d  a  t o t a l  o f  1 0 . 6 8  p e r

c e n t  o f  t h e  v o t i n g  r i g h t s .  ( D e c emb e r  3 1 ,  1 9 9 6 :  1  1 9 1  7 9 7  s h a r e s ,  r e p r e s e n t i n g  8 . 2 6  p e r  c e n t  o f

t h e  s h a r e s  a n d  1 0 . 6 7  p e r  c e n t  o f  t h e  v o t i n g  r i g h t s . )

S h a r e ho l d e r s  S h a r e s

No  %   %

P r i v a t e  p e r s o n s  1 0  2 0 1   9 4 . 1   1 7 . 5

J o i n t  s t o c k  a n d  o t h e r  c o mp a n i e s   3 2 3   3 . 0   3 0 . 3

F ound a t i o n s  a n d  o t h e r  c o r p o r a t e  b o d i e s   2 5 7   2 . 4   4 5 . 8

F o r e i g n  c ompan i e s  a n d  c o r p o r a t e  b o d i e s   6 3   0 . 5   6 . 2

Un r e g i s t e r e d  s h a r e s   0 . 2

Tota l  10  844   100 .0   100 .0

Numbe r  o f  s h a r e s  S h a r eho l d e r s  S h a r e s

No  %  %

1  -  1 0 0  5  4 4 3   5 0 . 2   1 . 8

1 0 1  -  1  0 0 0  4  8 1 5   4 4 . 4   9 . 2

1  0 0 1  -  1 0  0 0 0   5 0 4   4 . 7   9 . 2

1 0  0 0 1  -  1 0 0  0 0 0   5 9   0 . 5   1 2 . 7

1 0 0  0 0 1  -   2 3   0 . 2   6 7 . 1

Tota l  10  844   100 .0   100 .0

Vo t e s  %  Sh a r e s  %

1 .   T h e  S o c i e t y  f o r  P r o mo t i o n  o f  t h e  A r t s   1 4 . 8 2   1 2 . 9 4

2 .   T h e  S o c i e t y  o f  S w ed i s h  L i t e r a t u r e  i n  F i n l a n d   1 1 . 6 1   7 . 2 8

3 .   E t o l a  c ompan i e s   1 0 . 4 4   7 . 8 5

4 .   N i em i s t ö  G r o up   8 . 7 2   7 . 2 2

5 .   S t i f t e l s e n  f ö r  Å b o  Ak a d em i  ( f o u n d a t i o n )   5 . 8 8   5 . 2 8

6 .   S ampo  I n s u r a n c e  Co mp a n y  L t d .  +  I n d u s t r i a l  I n s u r a n c e   3 . 8 7   3 . 7 8

7 .   P e n s i o n  Va r ma  M u t u a l  I n s u r a n c e  Co mp a n y   3 . 5 0   2 . 9 6

8 .   W i l h e lm  o c h  E l s e  S t o c kma n n s  S t i f t e l s e  ( f o u n d a t i o n )   2 . 4 6   1 . 7 5

9 .   J e n n y  j a  A n t t i  W i h u r i n  R a h a s t o  ( f u n d )   2 . 4 2   2 . 4 8

1 0 .  S am f und e t  F o l k h ä l s a n  i  S v e n s k a  F i n l a n d

( Th e  p ub l i c  h e a l t h  a s s o c i a t i o n  F o l k h ä l s a n )   1 . 8 2   1 . 7 1

1 1 .  S t i f t e l s e n  B en s o w s  B a r n h em  G r a n h yd d a n  ( f o und a t i o n )   1 . 7 5   1 . 5 1

1 2 .  H e l e n e  o c h  Wa l t e r  G r ö n q v i s t s  S t i f t e l s e  ( f o u n d a t i o n )   1 . 5 9   1 . 1 9

1 3 .  S t i f t e l s e n  B r i t a  M a r i a  R e n l u n d s  m i n n e   ( f o u n d a t i o n )   1 . 0 2   0 . 9 1

1 4 .  W i l l i am  Thu r i n g s  S t i f t e l s e  ( f o u n d a t i o n )   0 . 8 7   0 . 6 2

1 5 .  S i g r i d  J u s é l i u s  S t i f t e l s e  ( f o u n d a t i o n )   0 . 8 5   0 . 7 5

1 6 .  P e n s i o n  I n s u r a n c e  Co mp a n y  I l m a r i n e n  L t d .   0 . 6 2   3 . 8 4

1 7 .  P e n s i o n f o und a t i o n  P o l a r i s   0 . 5 6   0 . 5 3

1 8 .  K u i s t i l a  K a j   0 . 4 5   0 . 2 8

1 9 .  K u i s t i l a  K a t j a   0 . 4 5   0 . 2 8

2 0 .  S FV - Founda t i on   0 . 4 3   0 . 3 8

Tota l  74 .13  63 .54

S H A R E H O L D E R S  B Y  N U M B E R  O F  S H A R E S  O W N E D

M A J O R  S H A R E H O L D E R S  O N  F E B R U A RY  2 7 ,  1 9 9 8

O W N E R S H I P  S T R U C T U R E
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S h a r e  g r a p h s

S e r i e s  A  s h a re
p r i c e  d e v e l o p m e n t  1 9 9 7

G e n e r a l  i n d e x

S t o c k m a n n  A

S e r i e s  B  s h a re
p r i c e  d e v e l o p m e n t  1 9 9 7

G e n e r a l  i n d e x

S t o c k m a n n  B

F I M  F I M  P / E  F I M

E a r n i n g s  p e r  s h a re  a n d
P / E  r a t i o  1 9 9 3 - 1 9 9 7

( a d j u s t e d  f o r  s h a re  i s s u e s )

E a r n i n g s  p e r  s h a re

P r o f i t  c o e f f i c i e n t  ( A )

P r o f i t  c o e f f i c i e n t  ( B )

S e r i e s  A  s h a re
p r i c e  d e v e l o p m e n t  1 9 9 3 - 1 9 9 7

( a d j u s t e d  f o r  s h a re  i s s u e s )

S e r i e s  B  s h a re
p r i c e  d e v e l o p m e n t  1 9 9 3 - 1 9 9 7

( a d j u s t e d  f o r  s h a re  i s s u e s )

E q u i t y  p e r  s h a r e  a n d
s h a re  p r i c e  1 9 9 3 - 1 9 9 7

G e n e r a l  i n d e x

S t o c k m a n n  A

G e n e r a l  i n d e x

S t o c k m a n n  B

E q u i t y  p e r  s h a re

S h a r e  q u o t a t i o n  a t  y e a r  e n d
a d j u s t e d  f o r  s h a re  i s s u e s  ( A )

S h a re  q u o t a t i o n  a t  y e a r  e n d
a d j u s t e d  f o r  s h a re  i s s u e s  ( B )

F I M  F I M  F I M

M a r k e t  c a p i t a l i z a t i o n
1 9 9 3 - 1 9 9 7

F I M  m i l l i o n

D i s t r i b u t i o n  o f  s h a r e s  D i s t r i b u t i o n  o f  v o t e s

3 0 . 3 % J o i n t  s t o c k  a n d  o t h e r
c o m p a n i e s

4 5 . 8 %  F o u n d a t i o n s  a n d  o t h e r
i n s t i t u t i o n s

1 7 . 5 %  P r i v a t e  p e r s o n s

6 . 2 %  F o r e i g n  c o m p a n i e s  a n d
i n s t i t u t i o n s

0 . 2 %  U n r e g i s t e re d  s h a re s

2 7 . 8 %  J o i n t  s t o c k  a n d  o t h e r
c o m p a n i e s

5 1 . 3 % F o u n d a t i o n s  a n d  o t h e r
i n s t i t u t i o n s

1 6 . 8 % P r i v a t e  p e r s o n s

4 . 0 %  F o re i g n  c o m p a n i e s  a n d
i n s t i t u t i o n s

0 . 1 %  U n r e g i s t e re d  s h a re s
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K e y  f i g u r e s  a n d  p e r - s h a r e  d a t a

* )   T h e  d i l u t i o n  e f f e c t  o f  b o n d s  w i t h  w a r r a n t s  h a s  b e e n  t a k e n  i n t o  a c c o u n t  i n  t h e  1 9 9 7  f i g u re s
* * )  B o a rd  p r o p o s a l  t o  t h e  A n n u a l  G e n e r a l  M e e t i n g

K e y  f i g u re s
F I M  m i l l i o n  1 9 9 3  1 9 9 4  1 9 9 5  1 9 9 6  1 9 9 7
Tu r n o v e r  3  7 1 2 . 6  4  5 5 6 . 6  5  2 1 3 . 8  6  1 6 4 . 5  6  9 0 0 . 0
O p e r a t i n g  p ro f i t   1 0 6 . 7   2 1 6 . 9   2 4 8 . 5   2 9 1 . 4   3 9 4 . 6

%  o f  t u r n o v e r   2 . 9   4 . 8   4 . 8   4 . 7   5 . 7
P ro f i t  b e f o r e  e x t r a o rd i n a r y  i t e m s ,
v o l u n t a r y  p ro v i s i o n s  a n d  i n c o m e  t a x e s   1 6 0 . 2   2 4 6 . 9   2 8 0 . 3   3 1 5 . 9   4 1 5 . 2

%  o f  t u r n o v e r   4 . 3   5 . 4   5 . 4   5 . 1   6 . 0
P ro f i t  b e f o re  v o l u n t a r y  p r o v i s i o n s  a n d  t a x e s   1 3 5 . 1   2 4 6 . 9   2 8 1 . 6   3 1 6 . 0   4 1 5 . 2

%  o f  t u r n o v e r   3 . 6   5 . 4   5 . 4   5 . 1   6 . 0
R e t u r n  o n  e q u i t y   7 . 2   1 0 . 7   1 1 . 2   1 1 . 4   1 4 . 4
R e t u r n  o n  i n v e s t m e n t   9 . 2   1 2 . 7   1 3 . 2   1 3 . 3   1 5 . 6
E q u i t y  r a t i o   6 1 . 3   6 0 . 4   5 8 . 1   5 4 . 0   5 5 . 6
I n v e s t m e n t s  i n  f i x e d  a s s e t s   1 8 5 . 2   1 3 2 . 9   2 7 3 . 7   3 3 3 . 2   3 1 5 . 2

%  o f  t u r n o v e r   5 . 0   2 . 9   5 . 2   5 . 4   4 . 6
To t a l  a s s e t s  2  6 5 7 . 6  2  8 9 9 . 7  3  1 7 6 . 2  3  6 4 5 . 9  3  8 8 9 . 5
P e r s o n n e l ,  a v e r a g e   4  9 1 2   5  2 4 8   6  0 1 5   6  5 8 9   6  9 3 4

P e r- s h a re  d a t a 1 )

1 9 9 3  1 9 9 4  1 9 9 5  1 9 9 6  1 9 9 7
E a r n i n g s  p e r  s h a re ,  F I M   8 . 0 1   1 2 . 5 8   1 3 . 9 5   1 5 . 1 3   2 0 . 1 1 *
E q u i t y  p e r  s h a re ,  F I M   1 1 3 . 0 2   1 2 1 . 5 3   1 2 8 . 0 4   1 3 6 . 3 7   1 4 9 . 6 2
D i v i d e n d  p e r  s h a re ,  F I M   4 . 0 0   6 . 0 0   7 . 0 0   7 . 5 0  9 . 0 0 * *
D i v i d e n d  p e r  e a r n i n g s ,  %  4 9 . 9  4 7 . 7  5 0 . 2  4 9 . 6  4 4 . 8
E f f e c t i v e  y i e l d  o f  s h a re s ,  %

S e r i e s  A   2 . 4   2 . 5   2 . 8   2 . 7  2 . 5 * *
S e r i e s  B   2 . 5   2 . 7   3 . 1   2 . 7  2 . 6 * *

P / E  r a t i o  f o r  s h a re s
S e r i e s  A   2 0 . 9   1 9 . 2   1 7 . 8   1 8 . 5   1 7 . 2 *
S e r i e s  B   2 0 . 0   1 7 . 9   1 6 . 2   1 8 . 2   1 6 . 5 *

S h a re  q u o t a t i o n  o n  D e c e m b e r  3 1
S e r i e s  A ,  F I M   1 6 7 . 3 3   2 4 2 . 0 0   2 4 8 . 0 0   2 8 0 . 0 0   3 5 5 . 0 0
S e r i e s  B ,  F I M   1 6 0 . 0 0   2 2 6 . 0 0   2 2 7 . 0 0   2 7 5 . 0 0   3 4 0 . 0 0

H i g h e s t  p r i c e  d u r i n g  t h e  p e r i o d
S e r i e s  A ,  F I M   2 5 8 . 0 0   3 2 3 . 0 0   2 6 2 . 0 0   2 8 0 . 0 0   3 5 5 . 0 0
S e r i e s  B ,  F I M   1 6 0 . 0 0   2 0 6 . 6 7   2 4 0 . 0 0   2 7 5 . 0 0   3 5 0 . 0 0

L o w e s t  p r i c e  d u r i n g  t h e  p e r i o d
S e r i e s  A ,  F I M   1 6 3 . 0 0   2 0 0 . 0 0   1 9 5 . 0 0   2 2 9 . 0 0   2 7 2 . 6 0
S e r i e s  B ,  F I M   8 6 . 6 7   1 1 6 . 6 7   1 7 2 . 0 0   2 1 4 . 0 0   2 6 4 . 0 0

Av e r a g e  p r i c e  d u r i n g  t h e  p e r i o d
S e r i e s  A ,  F I M   1 9 1 . 5 0   2 5 8 . 9 9   2 3 0 . 8 4   2 6 1 . 4 5   3 0 6 . 1 4
S e r i e s  B ,  F I M   1 1 5 . 6 5   1 6 3 . 8 8   2 0 7 . 9 7   2 4 2 . 3 1   2 8 9 . 8 7

S h a re  t u r n o v e r
S e r i e s  A  1  3 6 7  5 1 1  1  0 8 5  8 6 3   7 4 1  5 7 0   5 6 3  8 6 9   9 1 0  5 1 6
S e r i e s  B  1  0 4 9  6 5 0  1  8 5 6  7 1 4  2  0 8 1  7 9 3  1  9 2 8  3 1 3  1  8 6 6  1 3 1

S h a re  t u r n o v e r
S e r i e s  A ,  %   1 6 . 5   1 3 . 1   8 . 9   6 . 8   1 1 . 0
S e r i e s  B ,  %   7 9 . 5   3 1 . 2   3 4 . 0   3 1 . 4   3 0 . 3

M a r k e t  c a p i t a l i z a t i o n  o n  D e c e m b e r  3 1 ,  F I M  m i l l i o n 2  3 9 7 . 5  3  3 9 0 . 3  3  4 4 6 . 2  4  0 0 9 . 6  5  0 3 5 . 5
N u m b e r  o f  s h a re s  o n  D e c . 3 1  1 4  4 1 4  6 1 0  1 4  4 1 4  6 1 0  1 4  4 1 4  6 1 0  1 4  4 2 9  6 1 0  1 4  4 4 4  6 1 0

S e r i e s  A  8  2 8 9  6 3 1  8  2 8 9  6 3 1  8  2 8 9  6 3 1  8  2 8 9  6 3 1  8  2 8 9  6 3 1
S e r i e s  B  6  1 2 4  9 7 9  6  1 2 4  9 7 9  6  1 2 4  9 7 9  6  1 3 9  9 7 9  6  1 5 4  9 7 9

Av e r a g e  n u m b e r  o f  s h a r e s  1 4  3 1 5  4 6 0  1 4  4 1 4  6 1 0  1 4  4 1 4  6 1 0  1 4  4 1 7  1 1 7  1 4  4 3 2  1 1 7
S e r i e s  A  8  2 5 3  7 9 1  8  2 8 9  6 3 1  8  2 8 9  6 3 1  8  2 8 9  6 3 1  8  2 8 9  6 3 1
S e r i e s  B  6  0 6 1  6 6 9  6  1 2 4  9 7 9  6  1 2 4  9 7 9  6  1 2 7  4 8 6  6  1 4 2  4 8 6

1 )    A d j u s t e d  f o r  s h a re  i s s u e s



3 8

F o r m u l a s  u s e d  i n  c a l c u l a t i n g  k e y  i n d i c a t o r s

Def in i t ion  o f  key  ind icators

Opera t i ng  p ro f i t  =
P ro f i t  f rom ope ra t i ons  be fo re  deprec i a t i on  -  dep rec i a t i on  on  f i xed
asse ts  and  o the r  cap i t a l  expend i tu re

P ro f i t  be fo re  ex t rao rd ina r y  i t ems ,
=  Ope ra t i ng  p ro f i t  +  f i nanc ia l  i ncome and  expenses

vo lun ta ry  p rov i s i ons  and  i ncome taxes

Pro f i t  be fo re  vo lun ta r y  p rov i s i ons
=

Pro f i t  be fo re  ex t rao rd ina r y  i t ems ,  vo lun ta ry  p rov i s i ons  and
and  i ncome taxes  i ncome taxes  +  ex t rao rd ina r y  i ncome and  cha rges

Re tu rn  on  equ i t y  =    100  x
P ro f i t  be fo re  ex t rao rd ina r y  i t ems  -  i ncome taxes  fo r  t he  pe r i od

Cap i t a l  and  rese rves  +  m ino r i t y  i n te res t  +  p rov i s i ons  l ess  de fe r red  tax  l i ab i l i t y
( ave rage  ove r  t he  yea r ) )

Re tu rn  on  i nves tmen t  =  
  

100  x
P ro f i t  be fo re  ex t rao rd ina r y  i t ems  +  i n te res t  and  o the r  f i nanc ia l  expenses

To ta l  asse ts  -  non- i n te res t -bea r i ng  l i ab i l i t i e s  ( ave rage  ove r  t he  yea r )

Equ i t y  r a t i o  =    100  x
Sha reho lde rs  equ i t y  +  m ino r i t y  i n te res t  +  p rov i s i ons  l ess  de fe r red  tax  l i ab i l i t y

To ta l  asse ts  -  advance  paymen ts  rece i ved

Ea rn ings  pe r  sha re ,
=

Pro f i t  be fo re  ex t rao rd ina r y  i t ems  -  i ncome taxes  fo r  t he  pe r i od

ad jus ted  fo r  sha re  i ssues  Ave rage  number  o f  sha res ,  ad jus ted  fo r  sha re  i ssues

Equ i t y  pe r  sha re  =
Capi ta l  and reserves + prov is ions less deferred tax l iab i l i ty

Number  o f  sha res  a t  t he  ba l ance  shee t  da te ,  ad jus ted  fo r  sha re  i ssues

D i v idend  pe r  sha re ,
=  D i v idend  pe r  sha re ,  ad jus ted  fo r  sha re  i ssues

ad jus ted  fo r  sha re  i ssues

D i v idend  pe r  ea rn ings ,  % =    100  x
D i v idend  pe r  sha re

Ea rn ings  pe r  sha re

E f f ec t i ve  y i e ld  o f  sha res ,  % =    100  x
D i v idend  pe r  sha re ,  ad jus ted  fo r  sha re  i ssues

Sha re  quo ta t i on  a t  December  31 ,  ad jus ted  fo r  sha re  i ssues

P/E  ra t i o  f o r  sha res  =
Sha re  quo ta t i on  a t  December  31 ,  ad jus ted  fo r  sha re  i ssues

Ea rn ings  pe r  sha re

Sha re  quo ta t i on  on  Dec .31 ,
=

Sha re  quo ta t i on  a t  t he  ba l ance  shee t  da te ,
ad jus ted  fo r  sha re  i ssues  ad jus ted  fo r  sha re  i ssues

H ighes t  sha re  quo ta t i on  du r i ng  the  pe r i od ,
=

H ighes t  quo ta t i on  o f  t he  company ’s  sha res  du r i ng  the  pe r i od ,
ad jus ted  fo r  sha re  i ssues  ad jus ted  fo r  sha re  i ssues

Lowes t  sha re  quo ta t i on  du r i ng  the  pe r i od ,
=

Lowes t  quo ta t i on  o f  t he  company ’s  sha res  du r i ng  the  pe r i od ,
ad jus ted  fo r  sha re  i ssues  ad jus ted  fo r  sha re  i ssues

Ave rage  sha re  quo ta t i on  ove r  t he  pe r i od ,
=

Sha re  tu r nove r  i n  markka  te rms  d i v ided
ad jus ted  fo r  sha re  i ssues  by  the  ave rage  number  o f  sha res  t r aded  du r i ng  the  pe r i od

Marke t  cap i t a l i za t i on  a t  December  31  =
Number  o f  sha res  mu l t i p l i ed  by  the  quo ta t i on
fo r  t he  respec t i ve  sha re  t ype  on  the  ba lance  shee t  da te



3 9

S t o c k m a n n ’s  p r o f i t  a n d  l o s s  a c c o u n t  ( c o n s o l i d a t e d )

J a n . 1  -  D e c . 3 1 ,  1 9 9 7  J a n . 1  -  D e c . 3 1 ,  1 9 9 6  C h a n g e
 F I M  m i l l i o n   F I M  m i l l i o n  %

Tu r n o v e r  1 ) 6  9 0 0 . 0  6  1 6 4 . 5   1 1 . 9

O t h e r  o p e r a t i n g  i n c o m e  2 )  3 1 . 5   1 5 . 0

C o s t s  :
R a w  m a t e r i a l s  a n d  c o n s u m a b l e s :  3 )

  P u rc h a s e s  d u r i n g
  t h e  f i n a n c i a l  p e r i o d  4  8 7 0 . 6  4  4 1 2 . 2
  I n c re a s e  i n  i n v e n t o r i e s  -  5 4 . 6  -  1 4 8 . 9
S t a f f  c o s t s  4 )  8 9 5 . 2   8 5 0 . 2
R e n t s   2 0 3 . 8   2 0 6 . 0
O t h e r  c o s t s  5 )  5 0 1 . 2  6  4 1 6 . 2   4 5 6 . 2  5  7 7 5 . 7   1 1 . 1

P ro f i t  f ro m  o p e r a t i o n s   b e f o re  d e p re c i a t i o n  5 1 5 . 2   4 0 3 . 8   2 7 . 6

D e p re c i a t i o n  o n  f i x e d  a s s e t s
a n d  o t h e r  c a p i t a l i z e d  e x p e n d i t u re  6 )  1 2 0 . 6   1 1 2 . 4   7 . 3

O p e r a t i n g  p ro f i t   3 9 4 . 6   2 9 1 . 4   3 5 . 4

F i n a n c i a l  i n c o m e  a n d  e x p e n s e s :  7 )

D i v i d e n d  i n c o m e   4 . 8   4 . 3
I n t e re s t  i n c o m e   7 3 . 3   6 6 . 8
O t h e r  f i n a n c i a l  i n c o m e   1 . 2   0 . 3
I n t e re s t  e x p e n s e s  -  5 5 . 2  -  3 7 . 2
O t h e r  f i n a n c i a l  e x p e n s e s  -  3 . 5   2 0 . 6  -  9 . 6   2 4 . 5  -  1 6 . 1

P ro f i t  b e f o re  e x t r a o rd i n a r y  i t e m s ,
v o l u n t a r y  p ro v i s i o n s  a n d  i n c o m e  t a x e s   4 1 5 . 2   3 1 5 . 9   3 1 . 4

E x t r a o rd i n a r y  i n c o m e  a n d  c h a r g e s :  8 )

E x t r a o rd i n a r y  i n c o m e  -  1 4 . 0
E x t r a o rd i n a r y  c h a r g e s  - - -  1 3 . 9   0 . 1

P ro f i t  b e f o re  v o l u n t a r y  p ro v i s i o n s  a n d  i n c o m e  t a x e s   4 1 5 . 2   3 1 6 . 0   3 1 . 4

I n c re a s e  i n  a c c e l e r a t e d  d e p re c i a t i o n  6 ) -  1 1 9 . 6  -  6 0 . 6
D e c re a s e  i n  v o l u n t a r y  p ro v i s i o n s   1 2 2 . 7   6 0 . 1
I n c o m e  t a x e s :

F o r  t h e  p e r i o d  -  1 2 0 . 0  -  1 0 0 . 4
F o r  p re v i o u s  p e r i o d s  2 . 2  -  1 1 7 . 8   2 . 6  -  9 7 . 9   2 0 . 4

P ro f i t  f o r  t h e  p e r i o d   3 0 0 . 5   2 1 7 . 6   3 8 . 1



4 0

S t o c k m a n n ’s  b a l a n c e  s h e e t  ( c o n s o l i d a t e d )

A S S E T S  D e c .  3 1 ,  1 9 9 7  D e c .  3 1 ,  1 9 9 6
F I M  m i l l i o n  F I M  m i l l i o n

F i x e d  a s s e t s  a n d  o t h e r
n o n - c u r re n t  i n v e s t m e n t s
I n t a n g i b l e  a s s e t s  9 )

G ro u p  g o o d w l l l   8 . 0   6 . 0
O t h e r  c a p i t a l i z e d  e x p e n d i t u re      1 1 5 . 7       9 8 . 1

 1 2 3 . 6   1 0 4 . 1
Ta n g i b l e  a s s e t s  9 )

L a n d  a n d  w a t e r   1 3 3 . 6   1 0 7 . 5
B u i l d i n g s   8 4 1 . 4   7 6 3 . 6
M a c h i n e r y  a n d  e q u i p m e n t   3 0 0 . 6   2 9 2 . 8
O t h e r  t a n g i b l e  a s s e t s   1 . 2   0 . 3
C o n s t r u c t i o n  i n  p ro g re s s     3 6 . 4     2 6 . 3

1  3 1 3 . 3  1  1 9 0 . 5
F i n a n c i a l  a s s e t s  1 0 )

B o n d s  a n d  s h a re s   2 5 1 . 2  1  6 8 8 . 1   2 3 2 . 5  1  5 2 7 . 1

C u r r e n t  a s s e t s
S t o c k s

R a w  m a t e r i a l s  a n d  c o n s u m a b l e s   8 7 9 . 9   8 2 5 . 7

R e c e i v a b l e s  1 2 - 1 5 )

Tr a d e  r e c e i v a b l e s   8 2 5 . 8   7 7 3 . 5
L o a n  r e c e i v a b l e s   1 2 . 1   2 2 . 3
P re p a i d  e x p e n s e s  a n d  a c c r u e d  i n c o m e   6 1 . 7   8 0 . 9
O t h e r  r e c e i v a b l e s      4 1 . 0     2 7 . 4

 9 4 0 . 7   9 0 4 . 1
I n v e s t m e n t s  1 6 )

B o n d s  a n d  o t h e r  p ro m i s s o r y  n o t e s   3 2 8 . 2   3 1 2 . 8

C a s h  i n  h a n d  a n d  a t  b a n k s   5 2 . 6  2  2 0 1 . 4   7 6 . 2  2  1 1 8 . 8
3  8 8 9 . 5  3  6 4 5 . 9

A s s e t s ,  F I M   m i l l i o n A s s e t s ,  %

F i n a n c i a l  a s s e t s

S t o c k s

F i x e d  a s s e t s  a n d  o t h e r
n o n - c u r re n t  i n v e s t m e n t s

F i n a n c i a l  a s s e t s

S t o c k s

F i x e d  a s s e t s  a n d  o t h e r
n o n - c u r r e n t  i n v e s t m e n t s93 94 95 96 97
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4 1

S t o c k m a n n ’s  b a l a n c e  s h e e t  ( c o n s o l i d a t e d )

L I A B I L I T I E S  D e c .  3 1 ,  1 9 9 7  D e c .  3 1 ,  1 9 9 6
F I M  m i l l i o n  F I M  m i l l i o n

C a p i t a l  a n d  re s e r v e s  1 7 , 1 8 )

R e s t r i c t e d  e q u i t y
S e r i e s  A  s h a re s   1 6 5 . 8   1 6 5 . 8
S e r i e s  B  s h a re s   1 2 3 . 1   1 2 2 . 8
To t a l  s h a re  c a p i t a l   2 8 8 . 9   2 8 8 . 6
R e s e r v e  f u n d   3 7 4 . 6   3 7 1 . 5
R e v a l u a t i o n  f u n d   1 4 0 . 0   1 4 0 . 0

D i s t r i b u t a b l e  e q u i t y
C o n t i n g e n c y  f u n d   2 6 0 . 0   2 6 0 . 0
Tr a n s l a t i o n  d i f f e re n c e   0 . 0   0 . 0
R e t a i n e d  e a r n i n g s   3 5 3 . 8   2 4 4 . 8
P ro f i t  f o r  t h e  p e r i o d   3 0 0 . 5  1  7 1 7 . 8   2 1 7 . 6  1  5 2 2 . 4

M i n o r i t y  i n t e re s t   1 . 0   1 . 0

P ro v i s i o n s  1 9 )

A c c e l e r a t e d  d e p re c i a t i o n   6 1 5 . 7   4 9 6 . 0
Vo l u n t a r y  p ro v i s i o n s

Tr a n s i t i o n a l  p r o v i s i o n s        -  1 2 2 . 7
-   6 1 5 . 7   1 2 2 . 7   6 1 8 . 7

C re d i t o r s  1 3 , 2 0 - 2 5 )

N o n - c u r r e n t
N o t e s   3 0 0 . 0   3 0 0 . 0
L o a n s  f ro m  c re d i t  i n s t i t u t i o n s   8 0 . 6   3 2 . 4
P e n s i o n  l o a n s   2 9 5 . 5   3 2 8 . 0
O t h e r  n o n - c u r r e n t  l i a b i l i t i e s       0 . 3       1 . 5

 6 7 6 . 4   6 6 1 . 9
C u r r e n t

L o a n s  f ro m  c re d i t  i n s t i t u t i o n s   0 . 7   0 . 8
P e n s i o n  l o a n s   2 2 . 8   2 5 . 2
Tr a d e  p a y a b l e s   4 1 9 . 7   3 9 5 . 6
A c c ru e d  l i a b i l i t i e s  a n d  p re p a i d  i n c o m e   2 9 8 . 9   2 7 9 . 6
O t h e r  c u r r e n t  l i a b i l i t i e s   1 3 6 . 5   1 4 0 . 6

 8 7 8 . 6  1  5 5 5 . 0   8 4 1 . 8  1  5 0 3 . 7
3  8 8 9 . 5  3  6 4 5 . 9

F i n a n c i n g ,  F I M  m i l l i o n  F i n a n c i n g ,  %

C u r r e n t  l i a b i l i t i e s

N o n - c u r r e n t  l i a b i l i t i e s

P r o v i s i o n s

C a p i t a l  a n d  re s e r v e s

C u r r e n t  l i a b i l i t i e s

N o n - c u r r e n t  l i a b i l i t i e s

P r o v i s i o n s

C a p i t a l  a n d  re s e r v e s
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4 2

Stockmann ’s  funds  s ta t emen t  ( conso l ida ted )

1 9 9 7  1 9 9 6
F I M  m i l l i o n  F I M  m i l l i o n

G e n e r a t e d  f ro m  o p e r a t i o n s
C a s h - f l o w  f i n a n c i n g

P r o f i t  f ro m  o p e r a t i o n s  b e f o r e  d e p r e c i a t i o n   5 1 5 . 2   4 0 3 . 8
F i n a n c i a l  i n c o m e  a n d  e x p e n s e s   2 0 . 6   2 4 . 5
E x t r a o rd i n a r y  i t e m s  -  0 . 1
I n c o m e  t a x e s  -  1 1 7 . 8  -  9 7 . 9

 4 1 8 . 0   3 3 0 . 5

C h a n g e  i n  w o r k i n g  c a p i t a l
S t o c k s
i n c re a s e  ( - )  -  5 4 . 2  -  1 4 8 . 9
C u r r e n t  t r a d e  re c e i v a b l e s
i n c re a s e  ( - )  -  3 6 . 6  -  9 1 . 6
N o n - i n t e re s t - b e a r i n g  c u r re n t  l i a b i l i t i e s
i n c re a s e  ( + )   1 7 . 1   7 4 . 2

-  7 3 . 7  -  1 6 6 . 3

C a s h  f l o w  f ro m  o p e r a t i o n s   3 4 4 . 3   1 6 4 . 2

I n v e s t m e n t s
I n v e s t m e n t s  i n  f i x e d  a s s e t s  -  3 1 5 . 2  -  3 3 3 . 2
S a l e s  o f  f i x e d  a s s e t s   3 3 . 6   4 0 . 0

-  2 8 1 . 6  -  2 9 3 . 2

C a s h  f l o w  b e f o re  f i n a n c i n g   6 2 . 7  -  1 2 9 . 0

F i n a n c i n g
N o n - c u r r e n t  l o a n s :  i n c r e a s e  ( + )   4 9 . 8   3 3 7 . 8
N o n - c u r r e n t  l o a n s :  d e c re a s e  ( - )  -  3 6 . 3  -  2 4 . 4
C u r r e n t  l o a n s :  i n c re a s e  ( + ) ,  d e c re a s e  ( - )   2 0 . 8  -  3 9 . 0
D i s t r i b u t i o n  o f  p ro f i t  -  1 0 8 . 6  -  1 0 1 . 2
S h a re  s u b s c r i p t i o n   3 . 4   3 . 2
O t h e r  c h a n g e s  i n  c a p i t a l  a n d  re s e r v e s   0 . 0   0 . 1
O t h e r  f i n a n c i a l  i t e m s  -  0 . 9

-  7 0 . 9   1 7 7 . 4

L i q u i d  f u n d s  d e c re a s e  ( - ) ,  i n c re a s e  ( + )  -  8 . 2   4 8 . 4

L i q u i d  f u n d s  a s  a t  J a n u a r y  1   3 8 8 . 9   3 4 0 . 6
C h a n g e  -  8 . 2   4 8 . 4
L i q u i d  f u n d s  a s  a t  D e c e m b e r  3 1   3 8 0 . 8   3 8 8 . 9



4 3

OY Stockmann AB prof i t  and loss account (parent  company)

J a n . 1  -  D e c . 3 1 ,  1 9 9 7  J a n . 1  -  D e c . 3 1 ,  1 9 9 6  C h a n g e
 F I M  m i l l i o n   F I M  m i l l i o n  %

Tu r n o v e r  1 ) 5  1 1 6 . 1  4  6 2 2 . 6   1 0 . 7

O t h e r  o p e r a t i n g  i n c o m e  2 )  3 1 . 5   1 5 . 0

C o s t s  :
R a w  m a t e r i a l s  a n d  c o n s u m a b l e s :  3 )

P u rc h a s e s  d u r i n g
t h e  f i n a n c i a l  p e r i o d  3  7 2 2 . 9  3  4 3 1 . 3
I n c re a s e  i n  i n v e n t o r i e s  -  4 5 . 6  -  1 2 6 . 4

S t a f f  c o s t s  4 )  7 1 8 . 2   6 8 2 . 7
R e n t s   1 3 8 . 2   1 4 0 . 6
O t h e r  c o s t s  5 )  2 8 2 . 2  4  8 1 5 . 8   2 6 0 . 2  4  3 8 8 . 5   9 . 7

P ro f i t  f ro m  o p e r a t i o n s  b e f o re  d e p re c i a t i o n   3 3 1 . 7   2 4 9 . 1   3 3 . 2

D e p re c i a t i o n  o n  f i x e d  a s s e t s
a n d  o t h e r  c a p i t a l i z e d  e x p e n d i t u re  6 )  9 7 . 3   9 3 . 5   4 . 0

O p e r a t i n g  p ro f i t   2 3 4 . 4   1 5 5 . 5   5 0 . 7

F i n a n c i a l  i n c o m e  a n d  e x p e n s e s :  7 )

D i v i d e n d  i n c o m e   4 . 8   4 . 3
I n t e re s t  i n c o m e   7 6 . 7   6 9 . 5
O t h e r  f i n a n c i a l  i n c o m e   0 . 0   5 . 6
I n t e re s t  e x p e n s e s  -  6 3 . 7  -  4 2 . 1
O t h e r  f i n a n c i a l  e x p e n s e s  -  2 . 9   1 4 . 9  -  1 . 2   3 6 . 1  -  5 8 . 6

P ro f i t  b e f o re  e x t r a o rd i n a r y  i t e m s ,
v o l u n t a r y  p ro v i s i o n s  a n d  i n c o m e  t a x e s   2 4 9 . 3   1 9 1 . 6   3 0 . 1

E x t r a o rd i n a r y  i n c o m e  a n d  c h a r g e s :  8 )

E x t r a o rd i n a r y  i n c o m e  -  1 4 . 0
E x t r a o rd i n a r y  c h a r g e s  - - -  1 3 . 9   0 . 1

P ro f i t  b e f o re  v o l u n t a r y
p ro v i s i o n s  a n d  i n c o m e  t a x e s   2 4 9 . 3   1 9 1 . 7   3 0 . 1

I n c re a s e  i n  a c c e l e r a t e d  d e p re c i a t i o n  6 ) -  1 0 0 . 9  -  4 6 . 7
D e c re a s e  i n  v o l u n t a r y  p ro v i s i o n s   1 0 9 . 7   4 9 . 4
I n c o m e  t a x e s :

F o r  t h e  p e r i o d  -  7 0 . 3  -  5 5 . 8
F o r  p re v i o u s  p e r i o d s  2 . 7  -  6 7 . 6  -  -  5 5 . 8   2 1 . 0

P ro f i t  f o r  t h e  p e r i o d   1 9 0 . 6   1 3 8 . 4   3 7 . 7



4 4

OY S tockmann  AB ba lance  shee t  (pa ren t  company)

A S S E T S  D e c .  3 1 ,  1 9 9 7  D e c .  3 1 ,  1 9 9 6
         F I M  m i l l i o n  F I M  m i l l i o n

F i x e d  a s s e t s  a n d  o t h e r
n o n - c u r re n t  i n v e s t m e n t s
I n t a n g i b l e  a s s e t s  9 )

G o o d w i l l   4 . 2   5 . 4
O t h e r  c a p i t a l i z e d  e x p e n d i t u re     9 6 . 0     8 5 . 3

 1 0 0 . 2   9 0 . 8
Ta n g i b l e  a s s e t s  9 )

L a n d  a n d  w a t e r   5 5 . 8   5 3 . 3
B u i l d i n g s   7 4 4 . 9   6 9 1 . 7
M a c h i n e r y  a n d  e q u i p m e n t   2 3 2 . 2   2 2 4 . 6
O t h e r  t a n g i b l e  a s s e t s   0 . 3   0 . 3
C o n s t r u c t i o n  i n  p ro g re s s      3 6 . 4   2 6 . 3

1  0 6 9 . 6   9 9 6 . 2
F i n a n c i a l  a s s e t s  1 0 , 1 1 )

B o n d s  a n d  s h a r e s   5 2 4 . 7   4 7 6 . 9
L o a n  r e c e i v a b l e s        2 2 . 0     2 2 . 0

 5 4 6 . 7  1  7 1 6 . 5   4 9 8 . 9  1  5 8 5 . 9

C u r re n t  a s s e t s
S t o c k s

R a w  m a t e r i a l s  a n d  c o n s u m a b l e s   6 4 3 . 1   5 9 7 . 5

R e c e i v a b l e s  1 2 - 1 4 )

Tr a d e  r e c e i v a b l e s   5 0 0 . 2   4 8 8 . 0
L o a n  r e c e i v a b l e s   2 0 2 . 8   1 6 7 . 1
P r e p a i d  e x p e n s e s  a n d  a c c r u e d  i n c o m e   4 1 . 7   5 6 . 4
O t h e r  r e c e i v a b l e s     3 2 . 4     2 8 . 3

 7 7 7 . 1   7 3 9 . 8

I n v e s t m e n t s  1 6 )

B o n d s  a n d  o t h e r  p ro m i s s o r y  n o t e s   3 2 8 . 2   3 1 2 . 8

C a s h  i n  h a n d  a n d  a t  b a n k s   2 4 . 0  1  7 7 2 . 4   2 8 . 3  1  6 7 8 . 4
3  4 8 8 . 9  3  2 6 4 . 3

A s s e t s ,  F I M  m i l l i o n  A s s e t s ,  %

F i n a n c i a l  a s s e t s

S t o c k s

F i x e d  a s s e t s  a n d  o t h e r
n o n - c u r r e n t  i n v e s t m e n t s
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OY S tockmann  AB ba lance  shee t  (pa ren t  company)

L I A B I L I T I E S  D e c .  3 1 ,  1 9 9 7  D e c .  3 1 ,  1 9 9 6
F I M  m i l l i o n  F I M  m i l l i o n

C a p i t a l  a n d  re s e r v e s  1 7 , 1 8 )

R e s t r i c t e d  e q u i t y
S e r i e s  A  s h a re s   1 6 5 . 8   1 6 5 . 8
S e r i e s  B  s h a re s   1 2 3 . 1   1 2 2 . 8
To t a l  s h a re  c a p i t a l   2 8 8 . 9   2 8 8 . 6
R e s e r v e  f u n d   3 6 6 . 4   3 6 3 . 3
R e v a l u a t i o n  f u n d   1 4 0 . 0   1 4 0 . 0

D i s t r i b u t a b l e  e q u i t y
C o n t i n g e n c y  f u n d   2 6 0 . 0   2 6 0 . 0
R e t a i n e d  e a r n i n g s   1 0 3 . 4   7 3 . 6
P ro f i t  f o r  t h e  p e r i o d   1 9 0 . 6  1  3 4 9 . 3   1 3 8 . 4  1  2 6 3 . 9

P ro v i s i o n s  1 9 )

A c c e l e r a t e d  d e p re c i a t i o n   5 2 7 . 0   4 2 6 . 1

Vo l u n t a r y  p ro v i s i o n s
Tr a n s i t i o n a l  p r o v i s i o n s         -   1 0 9 . 7

 -   5 2 7 . 0   1 0 9 . 7   5 3 5 . 8

C re d i t o r s  1 3 , 2 0 - 2 4 )

N o n - c u r r e n t
N o t e s   3 0 0 . 0   3 0 0 . 0
L o a n s  f ro m  c re d i t  i n s t i t u t i o n s   8 0 . 6   3 2 . 4
P e n s i o n  l o a n s   2 6 3 . 8   2 9 4 . 0
O t h e r  n o n - c u r r e n t  l i a b i l i t i e s      0 . 4      1 . 5

 6 4 4 . 8   6 2 7 . 9
C u r r e n t

L o a n s  f ro m  c re d i t  i n s t i t u t i o n s   0 . 7   0 . 8
P e n s i o n  l o a n s   2 0 . 5   2 2 . 6
Tr a d e  p a y a b l e s   3 1 8 . 4   2 8 7 . 6
A c c ru e d  l i a b i l i t i e s  a n d  p re p a i d  i n c o m e   2 0 7 . 8   1 9 5 . 1
O t h e r  c u r r e n t  l i a b i l i t i e s   4 2 0 . 6   3 3 0 . 5

 9 6 7 . 9  1  6 1 2 . 7   8 3 6 . 6  1  4 6 4 . 5
3  4 8 8 . 9  3  2 6 4 . 3

F i n a n c i n g ,  F I M  m i l l i o n  F i n a n c i n g ,  %
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OY S tockmann  AB funds  s ta t emen t  (pa ren t  company)

1 9 9 7  1 9 9 6
F I M  m i l l i o n  F I M  m i l l i o n

G e n e r a t e d  f ro m  o p e r a t i o n s
C a s h - f l o w  f i n a n c i n g

P ro f i t  f r o m  o p e r a t i o n s  b e f o re  d e p r e c i a t i o n   3 3 1 . 7   2 4 9 . 1
F i n a n c i a l  i n c o m e  a n d  e x p e n s e s   1 4 . 9   3 6 . 1
E x t r a o rd i n a r y  i t e m s  -  0 . 1
I n c o m e  t a x e s  -  6 7 . 6  -  5 5 . 8

 2 7 9 . 0   2 2 9 . 4

C h a n g e  i n  w o r k i n g  c a p i t a l
S t o c k s
i n c re a s e  ( - )  -  4 5 . 6  -  1 2 6 . 4
C u r r e n t  t r a d e  re c e i v a b l e s
i n c re a s e  ( - )  -  3 7 . 3  -  4 3 . 8
N o n - i n t e re s t - b e a r i n g  c u r re n t  l i a b i l i t i e s
i n c re a s e  ( + )   1 1 1 . 3   1 3 2 . 9

 2 8 . 4  -  3 7 . 2

C a s h  f l o w  f ro m  o p e r a t i o n s   3 0 7 . 5   1 9 2 . 1

I n v e s t m e n t s
I n v e s t m e n t s  i n  f i x e d  a s s e t s  -  2 6 1 . 5  -  3 4 6 . 8
S a l e s  o f  f i x e d  a s s e t s   3 3 . 6   4 0 . 0

-  2 2 7 . 9  -  3 0 6 . 8

C a s h  f l o w  b e f o re  f i n a n c i n g   7 9 . 5  -  1 1 4 . 6

F i n a n c i n g
N o n - c u r r e n t  l o a n s :  i n c r e a s e  ( + )   4 9 . 8   3 3 7 . 8
N o n - c u r r e n t  l o a n s :  d e c re a s e  ( - )  -  3 3 . 7  -  2 1 . 6
C u r r e n t  l o a n s :  i n c re a s e  ( + ) ,  d e c re a s e  ( - )   2 0 . 8  -  3 9 . 0
D i s t r i b u t i o n  o f  p ro f i t  -  1 0 8 . 6  -  1 0 1 . 2
S h a re  s u b s c r i p t i o n   3 . 4   3 . 2

-  6 8 . 4   1 7 9 . 1

L i q u i d  f u n d s  i n c re a s e  ( + )   1 1 . 1   6 4 . 5

L i q u i d  f u n d s  a s  a t  J a n u a r y  1   3 4 1 . 1   2 7 6 . 6
C h a n g e   1 1 . 1   6 4 . 5
L i q u i d  f u n d s  a s  a t  D e c e m b e r  3 1   3 5 2 . 2   3 4 1 . 1
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Notes  to  the  f inanc ia l  s t a t emen ts

Account ing pol icy

G e n e r a l  p r i n c i p l e s

The financial statements have been pre-

pared on the basis of original purchase

value.

S c o p e  o f  t h e  C o n s o l i d a t e d
F i n a n c i a l  S t a t e m e n t s

The Consolidated Financial Statements

cover the parent company OY Stock-

mann AB and those companies in which

the parent company controls, directly

or indirectly, more than 50 per cent of

the voting rights conferred by the shares

as well as those property management

companies in which the parent com-

pany controls, either directly or indi-

rectly, 100 per cent of the voting rights

conferred by the shares. Property man-

agement companies in which Group

companies have more than a 20  per

cent interest have not been treated as

associated companies and the Group

includes no other associated companies.

I n t e r n a l  t r a n s a c t i o n s

Transactions between Group companies

have been eliminated.

S h a r e s  i n  s u b s i d i a r i e s

Shareholding between Group compa-

nies has been eliminated by the pur-

chase cost method. The difference be-

tween the purchase price of subsidiary

shares and equity has been allocated

in part to fixed assets. The proportion

exceeding going values is shown as a

separate goodwill item which is amor-

tized on a straight-line basis over a pe-

riod of five or ten years.

Of the voluntary provisions of sub-

sidiaries at the time of acquisition, 72

per cent has been deemed to consti-

tute equity. The remaining 28 per cent

has been included under liabilities in

the Consolidated Balance Sheet. In the

financial statements for 1997 the provi-

sions of subsidaries at the time of ac-

quisition have been reduced and the

deferred tax liability has been shown in

the Consolidated Balance Sheet as a re-

duction in taxes.

S u b s i d i a r i e s  a b r o a d

The financial statement figures of for-

eign subsidaries have been translated

into Finnish markka at the official rate

quoted by the Bank of Finland on the

balance sheet date. The financial state-

ment figures for Russian subsidiaries have

been translated into Finnish markkaa

using the monetary-non-monetary meth-

od according to which fixed assets, stocks

and equity are translated into Finnish

markkaa at the average rate quoted by

the Bank of Finland at the time of ac-

quisition and the other balance sheet

items at the average rate quoted on the

balance sheet date. The profit and loss

account is translated monthly at the

average rate quoted monthly by the Bank

of Finland.

S t o c k s

Stocks are valued according to the prin-

ciple of lowest value, i.e. stocks are

recorded in the balance sheet at acqui-

sition cost or a lower repurchase price

or the probable market price, which-

ever is lower. The cost of stocks is de-

termined as being the direct cost of

acquisition according to the FIFO prin-

ciple.

F o r e i g n  c u r r e n c y - d e n o m i n a t e d
r e c e i v a b l e s  a n d  l i a b i l i t i e s

Foreign currency-denominated receiv-

ables and liabilities are valued accord-

ing to the average rates quoted by the

Bank of Finland on the balance sheet

date. Gains and losses on foreign ex-

change in financial operations are en-

tered as net amounts under Other fi-

nancial income and expenses.

F i x e d  a s s e t s  a n d  d e p r e c i a t i o n

Fixed assets are valued according to the

original cost less planned depreciation.

The balance sheet values furthermore

include revaluations of land areas and

buildings. The following terms are ap-

plied to deprecation in the consolidat-

ed accounts:

-  Planned depreciation, based on the

original cost and the estimated econom-

ically useful life of each fixed asset as

follows:

- for goodwill and Group

goodwill: 5 years,

- for other capitalized expenditures:

5-10 years,

- for buildings: 20-50 years,

- for machinery and equipment:

7-12 years,

- for lightweight store furnishings,

motor vehicles and data processing

equipment: 5 years.

- Booked depreciation, which is based

on tax legislation.

The difference between booked and

planned depreciation is stated as an

increase or decrease in the accelerated

depreciation shown in the profit and

loss account. In the balance sheet, the

accelerated difference between planned

and booked depreciation is shown un-

der Provisions on the liabilities side of

the balance sheet.
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Notes  to  the  f inanc ia l  s t a t emen ts

P ro f i t  a n d  l o s s  a c c o u n t

1  Tu r n o v e r
O f  t h e  t u r n o v e r  o f  t h e  D e p a r t m e n t  S t o r e  D i v i s i o n  a n d  H o b b y  H a l l ,  R u s s i a  a c c o u n t e d  f o r  F I M  2 5 2 . 7  m i l l i o n  i n  1 9 9 7  a n d
F I M  2 3 4 . 4  m i l l i o n  i n  1 9 9 6 ,  a n d  E s t o n i a  f o r  F I M  2 7 5 . 1  m i l l i o n  i n  1 9 9 7  a n d  F I M  1 7 1 . 2  m i l l i o n  i n  1 9 9 6 .  T h e  i n t e r n a t i o n a l
t u r n o v e r  t o t a l l e d  7 . 6 %  o f  S t o c k m a n n ' s  t u r n o v e r  i n  1 9 9 7  a n d  6 . 6 %  i n  1 9 9 6 .

2  O t h e r  o p e r a t i n g  i n c o m e
O t h e r  o p e r a t i n g  i n c o m e  i n c l u d e s  a  F I M  3 1 . 5  m i l l i o n  g a i n  o n  t h e  s a l e  o f  K e s k o  O y  a n d  M T V  O y  s h a re s .

M a n a g e m e n t  p e n s i o n  l i a b i l i t i e s
T h e  a g re e d  r e t i re m e n t  a g e  f o r  G ro u p  c o m p a n y  m a n a g i n g  d i r e c t o r s  i s  5 5 - 6 5  y e a r s .
T h e  a g re e d  r e t i re m e n t  a g e  f o r  t h e  p a re n t  c o m p a n y  m a n a g i n g  d i re c t o r  i s  6 0  y e a r s .

3  G ro s s  m a r g i n
Group 1997 Group 1996 Parent company 1997 Parent  company 1996

F I M  m i l l .  %  F I M  m i l l .  %  F I M  m i l l .  %  F I M  m i l l .  %
Tu r n o v e r  6  9 0 0 . 0   1 0 0 . 0  6  1 6 4 . 5   1 0 0 . 0  5  1 1 6 . 1   1 0 0 . 0  4  6 2 2 . 6   1 0 0 . 0
R a w  m a t e r i a l s  a n d  c o n s u m a b l e s   4  8 1 6 . 0   6 9 . 8  4  2 6 3 . 3   6 9 . 2  3  6 7 7 . 3   7 1 . 9  3  3 0 4 . 9   7 1 . 5
G ro s s  m a r g i n  2  0 8 4 . 0   3 0 . 2  1  9 0 1 . 2   3 0 . 8  1  4 3 8 . 8   2 8 . 1  1  3 1 7 . 6   2 8 . 5
O t h e r  o p e r a t i n g  i n c o m e   3 1 . 5   0 . 5   1 5 . 0   0 . 2   3 1 . 5   0 . 6   1 5 . 0   0 . 3

4  S t a f f  c o s t s
G ro u p  P a re n t  c o m p a n y

F I M  m i l l i o n  1 9 9 7  1 9 9 6  1 9 9 7  1 9 9 6
S a l a r i e s  a n d  e m o l u m e n t s  p a i d  t o  t h e  b o a rd s  o f  d i r e c t o r s
a n d  m a n a g i n g  d i re c t o r s  3 . 9   3 . 7   1 . 9   1 . 8
O t h e r  w a g e s  a n d  s a l a r i e s  6 7 2 . 3   6 4 5 . 9   5 3 8 . 2   5 1 8 . 5
S t a t u t o r y  s a l a r y - r e l a t e d  e x p e n s e s

P e n s i o n  i n s u r a n c e   1 0 7 . 4   9 4 . 8   8 6 . 1   7 4 . 4
O t h e r  s t a t u t o r y  s a l a r y - re l a t e d  e x p e n s e s   9 3 . 7   8 9 . 1   7 8 . 4   7 5 . 5

Vo l u n t a r y  s a l a r y - r e l a t e d  e x p e n s e s  1 7 . 9   1 6 . 7   1 3 . 6   1 2 . 5
To t a l  8 9 5 . 2   8 5 0 . 2   7 1 8 . 2   6 8 2 . 7
Ta x a t i o n  v a l u e  o f  f r i n g e  b e n e f i t s  7 . 9   7 . 0   7 . 1   6 . 3

5  O t h e r  c o s t s
G ro u p  P a re n t  c o m p a n y

F I M  m i l l i o n   1 9 9 7  1 9 9 6  1 9 9 7  1 9 9 6
M a r k e t i n g  e x p e n s e s  1 7 2 . 9   1 6 7 . 7   7 6 . 3   7 2 . 0
Wa re h o u s e ,  p a c k a g i n g  a n d  t r a n s p o r t a t i o n   2 2 . 6   1 8 . 3   1 7 . 1   1 2 . 7
F re i g h t  c h a r g e s  o n  s a l e s   4 4 . 9   4 0 . 4  - -
R e p a i r s  2 5 . 6   2 3 . 3   1 9 . 3   1 8 . 3
E l e c t r i c i t y,  h e a t i n g  a n d  f u e l   2 6 . 5   2 4 . 3   2 1 . 4   2 0 . 1
Tr a v e l  a n d  c o n f e r e n c e s  1 8 . 5   1 7 . 3   1 4 . 4   1 2 . 9
R e a l - e s t a t e  m a i n t e n a n c e  4 1 . 9   4 2 . 3   3 3 . 7   3 3 . 2
P o s t  a n d  t e l e c o m m u n i c a t i o n s  2 3 . 9   2 1 . 5   1 6 . 2   1 4 . 2
C re d i t  l o s s e s  9 . 3   9 . 6   2 . 9   3 . 4
O t h e r  e x p e n s e  i t e m s  1 1 5 . 1   9 1 . 6   8 0 . 9   7 3 . 5
To t a l  5 0 1 . 2   4 5 6 . 2   2 8 2 . 2   2 6 0 . 2

6  P l a n n e d  d e p re c i a t i o n
G r o u p  P a re n t  c o m p a n y

F I M  m i l l i o n   1 9 9 7  1 9 9 6  1 9 9 7  1 9 9 6

P l a n n e d  d e p re c i a t i o n
G o o d w i l l   1 . 3   0 . 4
O t h e r  c a p i t a l i z e d  e x p e n d i t u re   2 2 . 7   1 9 . 8   2 0 . 2   1 8 . 3
B u i l d i n g s   2 0 . 8   1 7 . 5   1 7 . 6   1 4 . 7
M a c h i n e r y  a n d  e q u i p m e n t   7 5 . 5   7 4 . 1   5 8 . 2   6 0 . 1

 1 1 9 . 0   1 1 1 . 4   9 7 . 3   9 3 . 5
G ro u p  g o o d w i l l   1 . 6   1 . 0

To t a l   1 2 0 . 6   1 1 2 . 4   9 7 . 3   9 3 . 5
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Notes  to  the  f inanc ia l  s t a t emen ts

P l a n n e d  d e p re c i a t i o n  i s  c a l c u l a t e d  o n  t h e  o r i g i n a l  c o s t  a n d  e c o n o m i c a l l y  u s e f u l  l i f e  o f  e a c h  i t e m  o f  f i x e d
a s s e t s  o n  a  s t r a i g h t - l i n e  b a s i s .  T h e  p l a n n e d  d e p re c i a t i o n  p e r i o d s  a re :

G o o d w i l l  a n d  G ro u p  g o o d w i l l  5  y e a r s
O t h e r  c a p i t a l i z e d  e x p e n d i t u re  5 - 1 0  y e a r s
B u i l d i n g s  2 0 - 5 0  y e a r s
M a c h i n e r y  a n d  e q u i p m e n t  5 - 1 2  y e a r s

7  F i n a n c i a l  i n c o m e  a n d  e x p e n s e s

I n t e r n a l  i n c o m e  a n d  e x p e n s e s  o f  t h e  G ro u p
P a re n t  c o m p a n y

F I M  m i l l i o n  1 9 9 7  1 9 9 6
F i n a n c i a l  i n c o m e  f ro m  G ro u p  c o m p a n i e s

I n t e re s t  i n c o m e  o n  l o n g - t e r m  i n v e s t m e n t   1 . 3   1 . 4
I n t e re s t  i n c o m e  o n  s h o r t - t e r m  i n v e s t m e n t   4 . 6   3 . 7

F i n a n c i a l  e x p e n s e s  p a i d  f o r  G ro u p  c o m p a n i e s
I n t e re s t  e x p e n s e s   1 1 . 2   8 . 7

I n t e re s t  i n c o m e
I n t e re s t  i n c o m e  i n c l u d e s  F I M  4 9 . 9  m i l l i o n  o f  i n t e re s t  i n c o m e  o n  i n t e re s t - b e a r i n g  t r a d e  r e c e i v a b l e s  a n d  l e a s -
i n g  o f  f i x e d  a s s e t  p ro p e r t y  i n  1 9 9 7  a n d  F I M  4 5 . 0  m i l l i o n  i n  1 9 9 6 .

O t h e r  f i n a n c i a l  i n c o m e  a n d  e x p e n s e s
O t h e r  f i n a n c i a l  e x p e n s e s  i n c l u d e  f o re i g n  e x c h a n g e  l o s s e s  o n  t r e a s u r y  o p e r a t i o n s  i n  1 9 9 7  o f  F I M  2 . 4  m i l l i o n
a n d  f o re i g n  e x c h a n g e  g a i n s  o f  F I M  2 . 8  m i l l i o n .  T h e  c o r r e s p o n d i n g  f i g u re s  f o r  1 9 9 6  w e r e  F I M  3 . 9  m i l l i o n  a n d
F I M  2 . 9  m i l l i o n .
O t h e r  f i n a n c i a l  e x p e n s e s  i n  1 9 9 6  a l s o  i n c l u d e  a  F I M  6 . 0  m i l l i o n  m o n e t a r y  i t e m  c o r r e c t i o n  d u e  t o  t h e  c o n s o l i -
d a t i o n  m e t h o d  a p p l i e d  t o  s u b s i d i a r i e s  i n  R u s s i a  a n d  re s u l t e d  f r o m  t h e  f i n a n c i n g  o f  t h e  c u m u l a t i v e  l o s s e s  i n
1 9 9 4  a n d  1 9 9 5  b y  m e a n s  o f  a  F I M - d e n o m i n a t e d  l o a n  g r a n t e d  b y  t h e  p a re n t  c o m p a n y.

8  E x t r a o r d i n a r y  i n c o m e  a n d  c h a r g e s
G r o u p  P a re n t  c o m p a n y

F I M  m i l l i o n  1 9 9 7  1 9 9 6  1 9 9 7  1 9 9 6
P r o f i t  o n  s a l e  o f  f i x e d  a s s e t s  -  1 4 . 0  -  1 4 . 0
W r i t e - d o w n  o n  s h a re s  h e l d  i n  f i x e d  a s s e t s  - -  1 3 . 9  - -  1 3 . 9
To t a l  -  0 . 1  -  0 . 1

G r o u p  P a re n t  c o m p a n y
F I M  m i l l i o n  1 9 9 7  1 9 9 6  1 9 9 7  1 9 9 6

C h a n g e  i n  a c c e l e r a t e d  d e p re c i a t i o n
G o o d w i l l  -  0 . 4
O t h e r  c a p i t a l i z e d  e x p e n d i t u re   3 0 . 2   1 0 . 5   2 5 . 5   9 . 2
B u i l d i n g s   6 3 . 9   3 9 . 4   6 4 . 6   4 0 . 0
M a c h i n e r y  a n d  e q u i p m e n t   2 5 . 5   1 0 . 7   1 0 . 8  -  2 . 8

To t a l   1 1 9 . 6   6 0 . 6   1 0 0 . 9   4 6 . 7

F I M  m i l l i o n  1 9 9 7  1 9 9 6
P l a n n e d  d e p re c i a t i o n ,  b y  G ro u p  c o m p a n i e s

O Y  S t o c k m a n n  A B   9 7 . 3   9 3 . 5
O y  H o b b y  H a l l  A b   6 . 9   6 . 3
S e w e x  O y  S e p p ä l ä   9 . 4   7 . 6
O y  S u o m e n  P ä ä o m a r a h o i t u s – F i n l a n d s  K a p i t a l f i n a n s  A b   1 . 1   1 . 1
K i i n t e i s t ö  O y  Va n t a a n  R a s t i   1 . 1   1 . 1
S t o c k m a n n  A S   3 . 2   2 . 5
Z A O  K a l i n k a - S t o c k m a n n   0 . 7   0 . 1
O t h e r s   1 . 0   0 . 2

To t a l  i n  G ro u p  p ro f i t  a n d  l o s s  a c c o u n t   1 2 0 . 6   1 1 2 . 4
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B a l a n c e  s h e e t

9  I n t a n g i b l e  a n d  t a n g i b l e  a s s e t s
G ro u p  P a re n t  c o m p a n y

F I M  m i l l i o n  1 9 9 7  1 9 9 6  1 9 9 7  1 9 9 6
G ro u p  g o o d w i l l
C o s t  J a n . 1   7 . 0  -

I n c re a s e s  J a n . 1 - D e c . 3 1   3 . 6   7 . 0
D e c re a s e s  J a n . 1 - D e c . 3 1  - -

C o s t  D e c . 3 1 .   1 0 . 6   7 . 0
A c c e l e r a t e d  p l a n n e d  d e p re c i a t i o n  D e c . 3 1   2 . 7   1 . 0

B o o k  v a l u e  D e c . 3 1   7 . 9   6 . 0

G o o d w i l l
C o s t  J a n . 1   6 . 3  -

I n c re a s e s  J a n . 1 - D e c . 3 1  -  6 . 3
D e c re a s e s  J a n . 1 - D e c . 3 1  - -

C o s t  D e c . 3 1   6 . 3   6 . 3
A c c e l e r a t e d  p l a n n e d  d e p re c i a t i o n  D e c . 3 1   2 . 1   0 . 8

B o o k  v a l u e  D e c . 3 1   4 . 2   5 . 4

A c c e l e r a t e d  d i f f e re n c e  b e t w e e n  t o t a l  a n d  p l a n n e d  d e p re c i a t i o n  J a n . 1   0 . 4  -
I n c re a s e  i n  a c c e l e r a t e d  d e p re c i a t i o n  J a n .  1 - D e c .  3 1  -  0 . 4

A c c e l e r a t e d  d i f f e re n c e  b e t w e e n  t o t a l  a n d  p l a n n e d  d e p re c i a t i o n  D e c . 3 1   0 . 4   0 . 4

O t h e r  c a p i t a l i z e d  e x p e n d i t u re
C o s t  J a n . 1   1 5 7 . 1   1 3 0 . 9   1 3 7 . 1   1 1 4 . 1

I n c re a s e s  J a n . 1 - D e c . 3 1   4 4 . 7   3 3 . 7   3 0 . 9   2 8 . 7
D e c re a s e s  J a n . 1 - D e c . 3 1   1 1 . 7   7 . 5   3 . 7   5 . 7

C o s t  D e c . 3 1   1 9 0 . 1   1 5 7 . 1   1 6 4 . 4   1 3 7 . 1
A c c e l e r a t e d  p l a n n e d  d e p re c i a t i o n  D e c . 3 1   7 4 . 4   5 9 . 0   6 8 . 4   5 1 . 8

B o o k  v a l u e  D e c . 3 1   1 1 5 . 7   9 8 . 1   9 6 . 0   8 5 . 3

A c c e l e r a t e d  d i f f e re n c e  b e t w e e n  t o t a l  a n d  p l a n n e d  d e p re c i a t i o n  J a n . 1   2 1 . 6   1 1 . 1   1 4 . 6   5 . 4
I n c re a s e  i n  a c c e l e r a t e d  d e p re c i a t i o n  J a n .  1 - D e c .  3 1   3 0 . 2   1 0 . 5   2 5 . 5   9 . 2

A c c e l e r a t e d  d i f f e re n c e  b e t w e e n  t o t a l  a n d  p l a n n e d  d e p re c i a t i o n  D e c . 3 1   5 1 . 8   2 1 . 6   4 0 . 1   1 4 . 6

L a n d  a n d  w a t e r
C o s t  J a n . 1   1 0 7 . 5   1 0 2 . 5   5 3 . 3   4 8 . 6

I n c re a s e s  J a n . 1 - D e c . 3 1   2 6 . 2   5 . 0   2 . 6   4 . 8
D e c re a s e s  J a n . 1 - D e c . 3 1 .  -  0 . 1  -  0 . 0

B o o k  v a l u e  D e c . 3 1   1 3 3 . 6   1 0 7 . 5   5 5 . 8   5 3 . 3

B u i l d i n g s
C o s t  J a n . 1   8 9 9 . 5   8 5 7 . 7   8 0 4 . 7   7 7 4 . 0

I n c re a s e s  J a n . 1 - D e c . 3 1   9 7 . 8   4 3 . 0   6 9 . 9   3 1 . 7
D e c re a s e s  J a n . 1 - D e c . 3 1 .   1 . 8   1 . 2   1 . 8   1 . 1

C o s t  D e c . 3 1   9 9 5 . 4   8 9 9 . 5   8 7 2 . 7   8 0 4 . 7
A c c e l e r a t e d  p l a n n e d  d e p re c i a t i o n  D e c . 3 1   1 5 4 . 0   1 3 5 . 9   1 2 7 . 8   1 1 2 . 9

B o o k  v a l u e  D e c . 3 1   8 4 1 . 4   7 6 3 . 6   7 4 4 . 9   6 9 1 . 7

A c c e l e r a t e d  d i f f e re n c e  b e t w e e n  t o t a l  a n d  p l a n n e d  d e p re c i a t i o n  J a n . 1   3 6 7 . 1   3 2 7 . 8   3 3 2 . 9   2 9 3 . 0
I n c re a s e  i n  a c c e l e r a t e d  d e p re c i a t i o n  J a n .  1 - D e c .  3 1   6 3 . 9   3 9 . 4   6 4 . 6   4 0 . 0

A c c e l e r a t e d  d i f f e re n c e  b e t w e e n  t o t a l  a n d  p l a n n e d  d e p re c i a t i o n  D e c . 3 1   4 3 1 . 0   3 6 7 . 1   3 9 7 . 5   3 3 2 . 9

M a c h i n e r y  a n d  e q u i p m e n t
C o s t  J a n . 1   5 8 2 . 1   5 1 4 . 4   4 7 4 . 6   4 4 2 . 5

I n c re a s e s  J a n . 1 - D e c . 3 1   1 1 2 . 2   1 2 5 . 0   8 7 . 8   8 1 . 6
D e c re a s e s  J a n . 1 - D e c . 3 1   7 4 . 2   5 7 . 3   6 7 . 5   4 9 . 5

C o s t  D e c . 3 1   6 2 0 . 1   5 8 2 . 1   4 9 4 . 9   4 7 4 . 6
A c c e l e r a t e d  p l a n n e d  d e p re c i a t i o n  D e c . 3 1   3 1 9 . 5   2 8 9 . 3   2 6 2 . 7   2 5 0 . 0

B o o k  v a l u e  D e c . 3 1   3 0 0 . 6   2 9 2 . 8   2 3 2 . 2   2 2 4 . 6

A c c e l e r a t e d  d i f f e re n c e  b e t w e e n  t o t a l  a n d  p l a n n e d  d e p re c i a t i o n  J a n . 1   1 0 7 . 2   9 6 . 5   7 8 . 2   8 1 . 0
I n c re a s e  i n  a c c e l e r a t e d  d e p re c i a t i o n  J a n .  1 - D e c .  3 1   2 5 . 6   1 0 . 7   1 0 . 8  -  2 . 8

A c c e l e r a t e d  d i f f e re n c e  b e t w e e n  t o t a l  a n d  p l a n n e d  d e p re c i a t i o n  D e c . 3 1   1 3 2 . 8   1 0 7 . 2   8 9 . 0   7 8 . 2

O t h e r  t a n g i b l e  a s s e t s
C o s t  J a n . 1   0 . 3   0 . 3   0 . 3   0 . 3

I n c re a s e s  J a n . 1 - D e c . 3 1   0 . 9  - - -
C o s t  D e c . 3 1   1 . 2   0 . 3   0 . 3   0 . 3
B o o k  v a l u e  D e c . 3 1   1 . 2   0 . 3   0 . 3   0 . 3

C o n s t ru c t i o n  i n  p ro g re s s
C o s t  J a n . 1  2 6 . 3  - 2 6 . 3  -

I n c re a s e s  J a n . 1 - D e c . 3 1   3 6 . 4  2 6 . 3   3 6 . 4  2 6 . 3
D e c re a s e s  J a n . 1 - D e c . 3 1  2 6 . 3  - 2 6 . 3  -

C o s t  D e c . 3 1   3 6 . 4  2 6 . 3   3 6 . 4  2 6 . 3
B o o k  v a l u e  D e c . 3 1   3 6 . 4  2 6 . 3   3 6 . 4  2 6 . 3
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R e v a l u a t i o n  i n c l u d e d  i n  b a l a n c e  s h e e t  v a l u e s

G ro u p  P a re n t  c o m p a n y
F I M  m i l l i o n  1 9 9 7  1 9 9 6  1 9 9 7  1 9 9 6

L a n d  a n d  w a t e r   3 5 . 1   3 5 . 1   3 5 . 1   3 5 . 1
B u i l d i n g s   1 5 7 . 7   1 5 7 . 7   1 5 7 . 7   1 5 7 . 7
To t a l   1 9 2 . 8   1 9 2 . 8   1 9 2 . 8   1 9 2 . 8

Ta x a t i o n  a n d  f i re  i n s u r a n c e  v a l u e s
G ro u p  P a re n t  c o m p a n y

F I M  m i l l i o n  1 9 9 6  1 9 9 5  1 9 9 6  1 9 9 5
Ta x a t i o n  v a l u e s
  L a n d  a n d  w a t e r   3 8 1 . 5   3 6 5 . 3   3 5 8 . 1   3 5 8 . 1
  S h a re s  i n  s u b s i d i a r i e s  - -  3 7 1 . 2   2 8 7 . 0
  O t h e r  s h a re s   1 3 9 . 2   1 6 1 . 4   1 3 0 . 6   1 5 3 . 9

B u i l d i n g s
  Ta x a t i o n  v a l u e s   1 5 9 . 1   1 5 5 . 0   1 0 8 . 8   1 1 2 . 6
  F i re  i n s u r a n c e  v a l u e s  1  5 7 6 . 0  1  4 7 2 . 0  1  4 0 3 . 5  1  3 5 2 . 9

1 0  B o n d s  a n d  s h a re s
N u m b e r  P r o p o r t i o n  H o l d i n g  P a r  v a l u e  B o o k  v a l u e  N e t  p r o f i t  E q u i t y

P a re n t  c o m p a n y  h o l d i n g s  o f  v o t e s  %  %  m i l l i o n  u n i t s  F I M  m i l l .  F I M  m i l l .  F I M  m i l l .

S h a re s  i n  s u b s i d i a r i e s
Z A O  K a l i n k a - S t o c k m a n n   1  0 0 0   1 0 0 . 0   1 0 0 . 0  R U R  6 5  6 2 0 . 0 0   5 5 . 7 2   3 . 2 2   1 9 . 0 7
Z A O  S t o c k m a n n - K r a s n o s e l s k a j a    1 0 0   1 0 0 . 0   1 0 0 . 0  R U R   5 5 . 0 0   0 . 0 5  -  0 . 0 1  -  0 . 0 2
A s p i u s  O y    1 0 0   1 0 0 . 0   1 0 0 . 0  F I M   0 . 0 2   4 . 3 5   0 . 0 0   1 . 8 0
A u t o t a l o  H e l k a m a  O y   4 0  0 0 0   1 0 0 . 0   1 0 0 . 0  F I M   4 . 3 5   4 . 5 8   2 . 3 0   4 . 2 6
E s p o o n  A u t o t a l o  O y    5 1   5 1 . 0   5 1 . 0  F I M   0 . 0 1   1 . 1 3  -  0 . 0 7   0 . 1 2
H e l k a m a  A u t o - C e n t e r  O y   4  0 0 0   1 0 0 . 0   1 0 0 . 0  F I M   4 . 0 0   4 . 7 3   1 . 6 7   3 . 8 4
K i i n t e i s t ö  O y  F r i i s i n k e s k u s   1  0 0 0   1 0 0 . 0   1 0 0 . 0  F I M   0 . 0 5   0 . 0 5   0 . 0 0   0 . 8 9
K i i n t e i s t ö  O y  F r i i s i n k e s k u s  I I   1  9 0 0   1 0 0 . 0   1 0 0 . 0  F I M   0 . 1 0   3 . 5 6   0 . 0 0   4 . 3 6
K i i n t e i s t ö  O y  H e l s i n g i n  Va l u r i n k a t u  1    1 0 0   1 0 0 . 0   1 0 0 . 0  F I M   0 . 1 0   0 . 1 0   0 . 0 0   0 . 1 0
K i i n t e i s t ö  O y  M u u n t a j a n k a t u  4    3 0   1 0 0 . 0   1 0 0 . 0  F I M   0 . 0 3   1 9 . 1 3   0 . 0 0   1 3 . 0 0
K i i n t e i s t ö  O y  Va n t a a n  K i i t o r a d a n t i e  2    1 0 0   1 0 0 . 0   1 0 0 . 0  F I M   0 . 1 0   0 . 1 0   0 . 0 1   0 . 1 1
K i i n t e i s t ö  O y  Va n t a a n  R a s t i    3 8 8   1 0 0 . 0   1 0 0 . 0  F I M   3 . 0 0   2 9 . 2 6   0 . 0 1   2 6 . 4 4
K i i n t e i s t ö  O y  Va n t a a n  Va l i m o t i e   5 0 0  0 0 0   1 0 0 . 0   1 0 0 . 0  F I M   5 . 0 0   5 . 0 0   0 . 0 2   4 . 8 5
O y  H o b b y  H a l l  A b   1 2 0  0 0 0   1 0 0 . 0   1 0 0 . 0  F I M   6 0 . 0 0   1 1 1 . 7 9   5 0 . 1 8   2 5 3 . 2 4
O y  H u l l u t  P ä i v ä t - G a l n a  D a g a r  A b    1 0   1 0 0 . 0   1 0 0 . 0  F I M   0 . 0 2   0 . 0 2   0 . 0 0   0 . 0 2
O y  S u o m e n  P ä ä o m a r a h o i t u s -
F i n l a n d s  K a p i t a l f i n a n s  A b   1  0 0 0   1 0 0 . 0   1 0 0 . 0  F I M   1 0 . 0 0   1 0 . 0 0   0 . 5 2   1 3 . 2 6
S e w e x  O y  S e p p ä l ä   3 0  0 0 0   1 0 0 . 0   1 0 0 . 0  F I M   3 0 . 0 0   3 0 . 0 0   6 5 . 9 1   2 8 5 . 0 3
S t o c k m a n n  A S   1 8  0 0 0   1 0 0 . 0   1 0 0 . 0  E E K   1 8 . 0 0   6 . 7 5   1 2 . 6 7   1 7 . 3 9
T F - A u t o k e s k u s  O y    1 5 3   5 1 . 0   5 1 . 0  F I M   0 . 0 3   1 . 1 3  -  0 . 0 4   1 . 8 7
U p p e r  L i m i t  O y    1 0 0   1 0 0 . 0   1 0 0 . 0  F I M   0 . 1 5   9 . 6 5   0 . 1 1   3 . 2 9

S h a re s  i n  s u b s i d i a r i e s ,  t o t a l   2 9 7 . 0 9  1 3 6 . 4 9   6 5 2 . 9 2

N u m b e r  H o l d i n g  P a r  v a l u e  B o o k  v a l u e

 %  F I M  m i l l .  F I M  m i l l .

O t h e r  b o n d s  a n d  s h a r e s
A k t i a  S a v i n g  B a n k  L t d .   2 9 5  9 0 0   0 . 9   3 . 5 5   4 . 1 0
A s u n t o  O y  A l b e r t i n k a t u  2 8    2 3 8   1 . 0   0 . 0 1   0 . 5 6
A s u n t o  O y  E i n o  L e i n o n k a t u  7   1  5 8 3   2 5 . 0   2 . 6 9   8 . 5 3
A s u n t o  O y  H a r j u l a    2   2 . 0   0 . 0 0   0 . 5 2
H E X  L t d   2 4  4 0 0   0 . 6   0 . 2 4   0 . 1 6
H e l s i n g i n  P u h e l i n  O y j   4  2 1 0   0 . 0   0 . 0 2   0 . 2 3
H e l s i n k i  Te l e p h o n e  C o m p a n y    4 2 1   0 . 0   0 . 0 4   1 . 0 6
H e l s i n k i  H a l l i  O y    1   0 . 3   0 . 1 0   1 . 2 0
O y  K a m p p i p a r k k i  A b    5 0   6 . 1   1 . 0 0   9 . 2 5
K e s k o  O y   6 1 7  0 0 0   0 . 5   6 . 1 7   2 4 . 4 4
K i i n t e i s t ö  O y  R a i t i n k a r t a n o   1  0 2 9   0 . 2   0 . 5 1   3 2 . 9 0
K i r j a v ä l i t y s  O y   3 2  9 6 3   1 4 . 0   0 . 8 2   1 . 1 2
K u p i t t a a n  K o l m i o  O y   4  6 1 2   1 5 . 0   2 . 2 5   9 . 0 0
M e r i t a  O y,  S e r i e s  A   5 0 0  0 0 0   0 . 1   5 . 0 0   7 . 8 3
O K R - I s s u e r s  C o o p e r a t i v e    6   1 . 3   0 . 4 2   0 . 4 2
P a r t e k  O y j  A b p   3 8  9 6 6   0 . 1   0 . 3 9   4 . 6 0
P i t ä j ä n m ä e n  K i i n t e i s t ö t  O y   1 0  3 6 0   1 9 . 5   6 2 . 1 6   6 4 . 4 8
P o l a r  C o r p o r a t i o n  3  6 2 7  1 0 0   3 . 1   3 6 . 2 7   2 2 . 3 1
S a m p o  I n s u r a n c e  C o m p a n y  L t d .   5 1  3 1 6   0 . 1   0 . 2 6   1 . 0 5
Tu k o S p a r  O y    8 4 0   1 4 . 0   8 . 4 0   3 2 . 8 6
W e r n e r  S ö d e r s t r ö m  O y,  S e r i e s  B   9  0 1 8   0 . 1   0 . 0 9   0 . 1 4
O t h e r s   0 . 8 4

O t h e r  b o n d s  a n d  s h a r e s ,  t o t a l   2 2 7 . 6 0
To t a l   5 2 4 . 6 9
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N u m b e r  P r o p o r t i o n  H o l d i n g  P a r  v a l u e  B o o k  v a l u e N e t  p r o f i t  E q u i t y

S u b s i d i a r i e s ’  h o l d i n g s  o f  v o t e s  %  %  m i l l i o n  u n i t s  F I M  m i l l i o n  F I M  m i l l .  F I M  m i l l .

S h a re  i n  s u b s i d i a r i e s
B u l l w o r k e r  M y y n t i  O y   3   1 0 0 . 0   1 0 0 . 0  F I M   0 . 0 2   0 . 0 2  0 . 0  0 . 1
O y  C o n c e r t  H a l l  S o c i e t y  A b   1 0   1 0 0 . 0   1 0 0 . 0  F I M   0 . 0 0   0 . 0 0  0 . 0  0 . 0
Z A O  K a l i n k a - S t o c k m a n n  S T P   1 0 0   1 0 0 . 0   1 0 0 . 0  R U R   3 0 . 0 0   0 . 0 3  0 . 0  - 3 . 7

S h a re  i n  s u b s i d i a r i e s ,  t o t a l   0 . 0 5  0 . 0  - 3 . 6
O t h e r  s h a re s

A r a b i a n  K i i n t e i s t ö  O y  5  1 7 4  5 1 . 3   0 . 1 0   1 5 . 0 0
A r a b i a n  P i e n t e o l l i s u u s t a l o  O y  1  5 9 0  1 2 . 0   0 . 0 1   5 . 9 2
O r i o n  C o r p o r a t i o n  4  5 0 8  0 . 0   0 . 0 5   0 . 2 0
H e l s i n k i  Te l e p h o n e  C o m p a n y   1 5 2  0 . 0   0 . 0 2   0 . 5 5
S a m p o  I n s u r a n c e  C o m p a n y  L t d .   8 1 0  0 . 0   0 . 0 0   0 . 1 3
A s .  O y  R u k a n t y k k y   1 1 0  7 . 0   0 . 0 0   0 . 7 6
O t h e r s   1 . 0 7

O t h e r  s h a re s ,  t o t a l   2 3 . 6 4
To t a l   2 3 . 6 8
T h e  m a r k e t  v a l u e  o f  t h e  s h a re s  o w n e d  b y  t h e  p a re n t  c o m p a n y  a n d  t h e  s u b s i d i a r i e s  e x c e e d e d  t h e i r  b o o k  v a l u e  b y  F I M  4 6 . 0
m i l l i o n .

C h a n g e s  i n  t h e  G ro u p  s t r u c t u re
I n  A p r i l  1 9 9 6 ,  5 1  p e r  c e n t  h o l d i n g s  w e re  a q u i r e d  i n  t h e  c a r  d e a l e r s h i p  T F - A u t o k e s k u s  O y  a n d  E s p o o n  A u t o t a l o
O y  a t  a  s a l e  p r i c e  o f  F I M  2 . 2  m i l l i o n .  I n  M a y  1 9 9 7 ,  S t o c k m a n n  b o u g h t  H e l k a m a  O y ’s  M i t s u b i s h i  a n d  S k o d a
d e a l e r s h i p s ,  H e l k a m a  A u t o - C e n t e r  O y  a n d  A u t o t a l o  H e l k a m a  O y  a t  a  s a l e  p r i c e  o f  F I M  9 . 3  m i l l i o n .

1 1  L o n g - t e r m  i n v e s t m e n t  i n  s u b s i d i a r i e s  b y  p a re n t  c o m p a n y
P a re n t  c o m p a n y

F I M  m i l l i o n  1 9 9 7  1 9 9 6
S h a re s   2 9 7 . 1   2 6 4 . 8
L o a n  r e c e i v a b l e s   2 2 . 0   2 2 . 0
To t a l   3 1 9 . 1   2 8 6 . 8

1 2  R e c e i v a b l e s

R e c e i v a b l e s  f a l l i n g  d u e  i n  o n e  y e a r  o r  m o re
 G r o u p  P a re n t  c o m p a n y

F I M  m i l l i o n  1 9 9 7  1 9 9 6  1 9 9 7  1 9 9 6

L o a n  r e c e i v a b l e s   1 0 . 9   1 0 . 7   1 0 . 8   1 0 . 7
O t h e r  r e c e i v a b l e s   1 7 . 4   2 1 . 2   1 7 . 4   2 1 . 1
To t a l   2 8 . 3   3 1 . 9   2 8 . 2   3 1 . 8

1 3  R e c e i v a b l e s  a n d  d e b t s  f ro m  G ro u p  c o m p a n i e s
P a re n t  c o m p a n y

F I M  m i l l i o n  1 9 9 7  1 9 9 6
L o a n  r e c e i v a b l e s   1 9 1 . 2   1 5 2 . 3
O t h e r  c u r re n t  l i a b i l i t i e s   2 6 9 . 3   1 9 8 . 6

14 Receivables from members of the boards of directors and managing directors

T h e  m a n a g i n g  d i r e c t o r s  a n d  m e m b e r s  o f  t h e  b o a rd s  o f  G ro u p  c o m p a n i e s  h a v e  b e e n  g r a n t e d  l o a n s  i n  a  t o t a l
a m o u n t  o f  F I M  2 . 3  m i l l i o n  ( F I M  2 . 8  m i l l i o n  i n  1 9 9 6 ) .  T h e  l o a n  p e r i o d s  r a n g e  f ro m  5  t o  1 5  y e a r s  a n d  t h e  i n t e r-
e s t  r a t e  i s  p e g g e d  t o  t h e  B a n k  o f  F i n l a n d  b a s e  r a t e .

1 5  I n t e re s t  b e a r i n g  re c e i v a b l e s
G ro u p

F I M  m i l l i o n  1 9 9 7  1 9 9 6
Tr a d e  r e c e i v a b l e s   5 2 5 . 0   4 9 7 . 1
L o a n  r e c e i v a b l e s   1 2 . 7   1 2 . 6
To t a l   5 3 7 . 7   5 0 9 . 7
Tr a d e  r e c e i v a b l e s  i n c l u d e  F I M  3 0 8 . 3  m i l l i o n  o f  o n e - t i m e  c re d i t s  o n  m a i l  o rd e r  s a l e s  i n  1 9 9 7  a n d  F I M  2 7 4 . 0
m i l l i o n  i n  1 9 9 6 .  T h e  i n t e re s t  i n c o m e  o n  t h e s e  re c e i v a b l e s  i s  e n t e r e d  i n  t u r n o v e r  i n s t e a d  o f  i n  i n t e re s t  i n c o m e
b e c a u s e  i t  i s  i n c l u d e d  i n  t h e  s a l e  p r i c e .
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1 6  D i f f e re n c e  b e t w e e n  c o s t  a n d  m a r k e t  v a l u e  o f  c u r re n t  a s s e t s ,  b o n d s  a n d  o t h e r  p ro m i s s o r y  n o t e s

G r o u p  P a re n t  c o m p a n y
F I M  m i l l i o n  1 9 9 7  1 9 9 6  1 9 9 7  1 9 9 6
M a r k e t  v a l u e  D e c .  3 1   3 2 8 . 3   3 1 3 . 1   3 2 8 . 3   3 1 3 . 1
B o o k  v a l u e  D e c .  3 1   3 2 8 . 2   3 1 2 . 8   3 2 8 . 2   3 1 2 . 8
D i f f e r e n c e   0 . 1   0 . 3   0 . 1   0 . 3

1 7  C h a n g e  i n  c a p i t a l  a n d  r e s e r v e s
G r o u p  P a re n t  c o m p a n y

F I M  m i l l i o n  1 9 9 7  1 9 9 6  1 9 9 7  1 9 9 6
S h a r e  c a p i t a l

S e r i e s  A  s h a re s  J a n .  1   1 6 5 . 8   1 6 5 . 8   1 6 5 . 8   1 6 5 . 8
S e r i e s  A  s h a re s  D e c .  3 1   1 6 5 . 8   1 6 5 . 8   1 6 5 . 8   1 6 5 . 8

S e r i e s  B  s h a re s  J a n .  1   1 2 2 . 8   1 2 2 . 5   1 2 2 . 8   1 2 2 . 5
S u b s c r i p t i o n s  w i t h  w a r r a n t s   0 . 3   0 . 3   0 . 3   0 . 3

S e r i e s  B  s h a re s  D e c .  3 1   1 2 3 . 1   1 2 2 . 8   1 2 3 . 1   1 2 2 . 8

S h a r e  c a p i t a l ,  t o t a l   2 8 8 . 9   2 8 8 . 6   2 8 8 . 9   2 8 8 . 6

R e s e r v e  f u n d  J a n .  1   3 7 1 . 5   3 6 0 . 4   3 6 3 . 3   3 6 0 . 4
S u b s c r i p t i o n s  w i t h  w a r r a n t s   3 . 1   2 . 9   3 . 1   2 . 9
F o r m e d  i n  R u s s i a  -  8 . 2  - -

R e s e r v e  f u n d  D e c .  3 1   3 7 4 . 6   3 7 1 . 5   3 6 6 . 4   3 6 3 . 3

R e v a l u a t i o n  f u n d  J a n .  1   1 4 0 . 0   1 4 0 . 0   1 4 0 . 0   1 4 0 . 0
R e v a l u a t i o n  f u n d  D e c .  3 1   1 4 0 . 0   1 4 0 . 0   1 4 0 . 0   1 4 0 . 0

R e s t r i c t e d  e q u i t y,  t o t a l   8 0 3 . 5   8 0 0 . 1   7 9 5 . 3   7 9 1 . 9

C o n t i n g e n c y  f u n d  J a n .  1   2 6 0 . 0   2 6 0 . 0   2 6 0 . 0   2 6 0 . 0
C o n t i n g e n c y  f u n d  D e c .  3 1   2 6 0 . 0   2 6 0 . 0   2 6 0 . 0   2 6 0 . 0

O t h e r  d i s t r i b u t a b l e  e q u i t y  J a n . 1   4 6 2 . 3   3 4 6 . 0   2 1 2 . 1   1 7 4 . 8
D i s t r i b u t i o n  o f  p ro f i t  -  1 0 8 . 6  -  1 0 1 . 2  -  1 0 8 . 6  -  1 0 1 . 2
P r o f i t  f o r  t h e  p e r i o d   3 0 0 . 5   2 1 7 . 6   1 9 0 . 6   1 3 8 . 4
Tr a n s l a t i o n  d i f f e re n c e   0 . 0   0 . 0  - -

O t h e r  d i s t r i b u t a b l e  e q u i t y  D e c . 3 1   6 5 4 . 3   4 6 2 . 3   2 9 4 . 0   2 1 2 . 1
O t h e r  d i s t r i b u t a b l e  e q u i t y,  t o t a l   9 1 4 . 3   7 2 2 . 3   5 5 4 . 0   4 7 2 . 1

C a p i t a l  a n d  r e s e r v e s ,  t o t a l  1  7 1 7 . 8  1  5 2 2 . 4  1  3 4 9 . 3  1  2 6 3 . 9

1 8  S h a re  c a p i t a l ,  i n  p a re n t  c o m p a n y  D e c e m b e r  3 1 , 1 9 9 7

P a r  v a l u e ,  F I M  2 0  S h a r e s
S e r i e s  A  s h a r e s  ( t e n  v o t e s  e a c h )  8  2 8 9  6 3 1
S e r i e s  B  s h a re s  ( o n e  v o t e  e a c h )  6  1 5 4  9 7 9
To t a l  1 4  4 4 4  6 1 0

1 9  P ro v i s i o n s
Vo l u n t a r y  p ro v i s i o n s
A p p l y i n g  t o  a  2 8 %  t a x  r a t e ,  t h e  d e f e r r e d  t a x  l i a b i l i t y  o n  v o l u n t a r y  p ro v i s i o n s  a n d  a c c e l e r a t e d  d e p re c i a t i o n  i n  t h e  C o n s o l i d a t e d
B a l a n c e  S h e e t  w a s  F I M  1 7 2 . 4  m i l l i o n  a s  a t  D e c e m b e r  3 1 ,  1 9 9 7 ,  a n d  a t  a  t a x  r a t e  o f  2 8 %  i t  w a s  F I M  1 7 3 . 2  m i l l i o n  a s  a t
D e c e m b e r  3 1 ,  1 9 9 6 .

G r o u p  P a re n t  c o m p a n y
F I M  m i l l i o n  1 9 9 7  1 9 9 6  1 9 9 7  1 9 9 6

I n v e s t m e n t  p ro v i s i o n s  J a n . 1  -  2 . 7  - -
U s e d  i n  i n v e s t m e n t s  - -  2 . 7  - -

I n v e s t m e n t  p ro v i s i o n s  D e c . 3 1  - - - -
Tr a n s i t i o n a l  p ro v i s i o n s  J a n . 1   1 2 2 . 7   1 8 8 . 3   1 0 9 . 7   1 5 9 . 1

U s e d  i n  i n v e s t m e n t s  o r  r e d u c e d   1 2 2 . 7   6 5 . 6   1 0 9 . 7   4 9 . 4
Tr a n s i t i o n a l  p ro v i s i o n s  D e c . 3 1  -  1 2 2 . 7  -  1 0 9 . 7

To t a l  -  1 2 2 . 7  -  1 0 9 . 7

C o m p u l s o r y  p ro v i s i o n s
I n  t h e  1 9 9 7  f i n a n c i a l  s t a t e m e n t s ,  a  c o m p u l s o r y  p ro v i s i o n  h a s  n o t  b e e n  m a d e  e v e n  t h o u g h  a n  a p p l i c a t i o n  f o r  a  s u m m o n s  w a s
s u b m i t t e d  t o  t h e  H e l s i n k i  D i s t r i c t  C o u r t  i n  J a n u a r y  1 9 9 8  a c c o rd i n g  t o  w h i c h  a  c l a i m  f o r  d a m a g e s  h a s  b e e n  f i l e d  a g a i n s t  S t o c k m a n n
f o l l o w i n g  t h e  c o m p a n y ’s  w i t h d r a w a l  t o w a r d s  t h e  e n d  o f  1 9 9 4  f ro m  n e g o t i a t i o n s  w h i c h  c o n c e r n e d  a  d e p a r t m e n t  s t o re  p ro j e c t  t h a t
w a s  p l a n n e d  f o r  S t  P e t e r s b u r g .  T h e  c o m p a n y ’s  m a n a g e m e n t  c o n s i d e r s  t h e  c l a i m  f o r  d a m a g e s  t o  b e  g ro u n d l e s s  a n d  e s t i m a t e s  t h a t
t h e  c o m p a n y  w i l l  n o t  i n c u r  a n  o b l i g a t i o n  t o  p a y  d a m a g e s  i n  t h e  c a s e .
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2 0  N o t e s  1 9 9 6
I n  Oc tobe r  1996  a  F IM 300  m i l l i on  no te  was  i ssued  wh ich  had  a  f i xed  nom ina l  r a te  o f  i n te res t  o f  5 .5%.  The  no tes
w i l l  be  pa id  back  i n  a  bu l l e t  paymen t  i n  Oc tobe r  2000 .

2 1  B o n d s  w i t h  w a r r a n t s  1 9 9 4
I n  1994 ,  a  F IM 1 .5  m i l l i on  i ssue  o f  bonds  w i th  wa r ran ts  t a rge ted  a t  t he  Group  management  was  f l oa ted ,  wh ich
acco rd ing  to  the  t e rms  and  cond i t i ons  o f  t he  i ssue  p rov ides  fo r  a  bu l l e t  paymen t  on  Ap r i l  12 ,  1998 .  Annua l  i n te r-
es t ,  wh ich  i s  one  pe rcen tage  po in t  unde r  t he  12-month  he l i bo r  i n te res t  r a te  quo ted  by  the  Bank  o f  F i n l and ,  w i l l
be  pa id  on  the  l oan .  Du r i ng  1997 ,  15  000  Se r i es  B  sha res  we re  subsc r ibed  w i th  the  B  wa r ran ts  a t t ached  to  the
bonds .  These  sha res  i nc reased  the  sha re  cap i t a l  by  F IM 0 .3  m i l l i on  and  the  rese rve  f und  by  F IM 3 .1  m i l l i on .  The
rema in i ng  wa r ran ts  A ,  B  and  C  con fe r  t he  r i gh t  to  subsc r ibe  Se r i es  B  sha res  as  fo l l ows :  w i th  wa r ran t  A ,  75  000
sha res  f rom Janua ry  2  to  Ap r i l  12 ,  1998 ,  a t  t he  p r i ce  o f  F IM  240 .00  each ,  and  w i th  wa r ran t  B ,  75  000  sha res  f rom
Janua ry  2  to  Ap r i l  12 ,  1998 ,  a t  t he  p r i ce  o f  F IM  240 .00  each ,  and  w i th  wa r ran t  C ,  90  000  sha res  f rom Janua ry  2
to  Ap r i l  12 ,  1998 ,  a t  a  p r i ce  o f  F IM  240 .00  each .

2 4  O t h e r  c u r re n t  l i a b i l i t i e s
O t h e r  c u r r e n t  l i a b i l i t i e s  i n c l u d e d  F I M  1 1 2 . 0  m i l l i o n  o f  i n t e re s t - b e a r i n g  b o r ro w e d  c a p i t a l  i n  1 9 9 7  a n d  a  c o r r e -
s p o n d i n g  a m o u n t  o f  F I M  8 9 . 8  m i l l i o n  i n  1 9 9 6 .

2 6  P l e d g e s  a n d  m o r t g a g e s  g i v e n  f o r  l o a n s ,  g u a r a n t e e s  a n d  c o n t i n g e n t  l i a b i l i t i e s

2 3  L o a n s  w i t h  m a t u r i t i e s  l o n g e r  t h a n  f i v e  y e a r s
G ro u p  P a re n t  c o m p a n y

F I M  m i l l i o n  1 9 9 7  1 9 9 6  1 9 9 7  1 9 9 6
P e n s i o n  l o a n s   2 1 8 . 0   2 4 2 . 8   1 9 4 . 3   2 1 7 . 3
O t h e r  l o a n s   4 5 . 6   1 5 . 6   4 5 . 6   1 5 . 6
To t a l   2 6 3 . 6   2 5 8 . 4   2 3 9 . 9   2 3 2 . 9

2 5  I n t e re s t - b e a r i n g  n e t  l i a b i l i t i e s
G r o u p

F I M  m i l l i o n  1 9 9 7  1 9 9 6
+  N o n - c u r r e n t  l i a b i l i t i e s   6 7 6 . 4   6 6 1 . 9
+  C u r r e n t  l i a b i l i t i e s   1 3 5 . 5   1 1 5 . 8
-  Tr a d e  r e c e i v a b l e s ,  i n t e re s t  b e a r i n g   5 2 5 . 0   4 9 7 . 1
-  L o a n  re c e i v a b l e s   1 2 . 8   1 2 . 6
-  I n v e s t m e n t s   3 2 8 . 2   3 1 2 . 8
-  C a s h  i n  h a n d  a n d  a t  b a n k s   5 2 . 6   7 6 . 2
To t a l  -  1 0 6 . 7  -  1 2 1 . 0

        G ro u p  P a re n t  c o m p a n y
F I M  m i l l i o n  1 9 9 7  1 9 9 6  1 9 9 7  1 9 9 6

F o r  l o a n s  o f  t h e  c o m p a n y
M o r t g a g e s  o n  l a n d  a n d  b u i l d i n g s   3 9 2 . 3   3 8 1 . 9   3 3 6 . 1   3 1 6 . 6
P l e d g e s   2 1 . 1   2 0 . 7   2 0 . 8   2 0 . 4

F o r  l i a b i l i t i e s  o f  a  G ro u p  c o m p a n y
M o r t g a g e s  o n  l a n d  a n d  b u i l d i n g s   1 6 . 2   2 5 . 3
G u a r a n t e e s   2 3 . 4   2 2 . 0

O t h e r  c o n t i n g e n t  l i a b i l i t i e s
L e a s i n g  c o m m i t m e n t s  1 )  5 . 4   7 . 5   4 . 3   6 . 7
O t h e r  c o m m i t m e n t s   1 3 5 . 4   7 8 . 5   1 2 5 . 4   7 1 . 0

To t a l
M o r t g a g e s  o n  l a n d  a n d  b u i l d i n g s   3 9 2 . 3   3 8 1 . 9   3 5 2 . 3   3 4 1 . 9
P l e d g e s   2 1 . 1   2 0 . 7   2 0 . 8   2 0 . 4
G u a r a n t e e s  - -  2 3 . 4   2 2 . 0
O t h e r  c o m m i t m e n t s   1 4 0 . 8   8 6 . 0   1 2 9 . 7   7 7 . 7

To t a l   5 5 4 . 2   4 8 8 . 6   5 2 6 . 2   4 6 1 . 9
1 ) A f t e r  1 9 9 8 ,  F I M  2 . 4  m i l l i o n  ( F I M  3 . 5  m i l l i o n )  i n  l e a s i n g  c o m m i t m e n t s  w i l l  b e  d u e  f o r  p a y m e n t .

2 2  B o n d s  w i t h  w a r r a n t s  1 9 9 7
I n  1997 ,  a  F IM 0 .4  m i l l i on  i ssue  o f  bonds  w i th  wa r ran ts  t a rge ted  a t  t he  key  emp loyees  was  f l oa ted ,  wh ich  ac -
co rd ing  to  the  t e rms  and  cond i t i ons  o f  t he  i ssue  p rov ides  fo r  a  bu l l e t  paymen t  on  Ap r i l  21 ,  2000 .  No  i n te res t  w i l l
be  pa id  on  the  l oan .  The  subsc r ip t i on  p r i ce  o f  one  sha re  i s  F IM  320  l ess  d i v idends  pa id  a f t e r  May  1 ,  1997 .  The
subsc r ip t i on  pe r i ods  a re  as  fo l l ows :  90  000  B  sha res  f rom Apr i l  1 ,  2000 ,  90  000  B  sha res  f rom Apr i l  1 ,  2001 ,  and
180  000  B  sha res  f rom Apr i l  1 ,  2002 .  The  sha re  subsc r ip t i on  pe r i ods  w i l l  end  on  Janua ry  31 ,  2004 .
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2 7  P e n s i o n  l i a b i l i t y
T h e  p e n s i o n  l i a b i l i t y  o f  G r o u p  c o m p a n i e s  i s  i n s u r e d  t r o u g h  e x t e r n a l  p e n s i o n  i n s u r a n c e  c o m p a n i e s  a n d  i s  f u l l y
c o v e re d .

2 8  F i n a n c i a l  r i s k  m a n a g e m e n t  a n d  d e r i v a t i v e  i n s t r u m e n t s
T h e  p u r p o s e  o f  S t o c k m a n n ’s  f i n a n c i a l  r i s k  m a n a g e m e n t  i s  t o  m i n i m i z e  t h e  n e g a t i v e  i m p a c t  o f  f o re i g n  e x c h a n g e ,  i n t e r-
e s t  r a t e ,  c r e d i t  a n d  l i q u i d i t y  r i s k s  o n  t h e  G ro u p ’s  n e t  p ro f i t ,  s h a re h o l d e r ’s  e q u i t y  a n d  c a s h  re s e r v e s .  F i n a n c i a l  r i s k
m a n a g e m e n t  i s  h a n d l e d  o n  a  c e n t r a l i z e d  b a s i s  b y  t h e  Tre a s u r y  D e p a r t m e n t  o f  G ro u p  A d m i n i s t r a t i o n .  T h e  r i s k  m a n a g e -
m e n t  p o l i c y  h a s  b e e n  d e t e r m i n e d  b y  t h e  B o a rd  o f  D i re c t o r s  o f  O Y  S t o c k m a n n  A B .  F i n a n c i a l  r i s k  re p o r t i n g  i s  s u b m i t t e d
t o  t h e  B o a rd  o f  D i r e c t o r s  q u a r t e r l y,  a n d  m o n t h l y  t o  t h e  t o p  m a n a g e m e n t  o f  t h e  G ro u p .

F o re i g n  e x c h a n g e  r i s k
S t o c k m a n n ’s  f o re i g n  e x c h a n g e  r i s k  c o n s i s t s  o f  p u rc h a s e s  m a d e  i n  f o re i g n  c u r r e n c i e s ,  t h e  m o s t  i m p o r t a n t  p u rc h a s i n g
c u r r e n c i e s  b e i n g  U S D ,  G B P,  I T L  a n d  D E M ,  a s  w e l l  a s  s a l e s  d e n o m i n a t e d  i n  U S D ,  R U R  a n d  E E K .  F o re i g n  e x c h a n g e  r i s k
m a n a g e m e n t  i s  b a s e d  o n  m o n i t o r i n g  t h e  f o re i g n  e x c h a n g e  p o s i t i o n  f o r  e a c h  c u r r e n c y  a g a i n s t  t h e  F i n n i s h  m a r k k a .  T h e
f o re i g n  e x c h a n g e  p o s i t i o n  c o n s i s t s  o f  t h e  n e t  f o r e i g n  e x c h a n g e  c a s h  f l o w s  f o r  t h e  c o m i n g  1 2  m o n t h s .  T h e  Tre a s u r y
D e p a r t m e n t  u s e s  f o r w a rd  a g re e m e n t s  a n d  o p t i o n s  f o r  h e d g i n g  f o re i g n  e x c h a n g e  r i s k .  T h e  f o re i g n  e x c h a n g e  r i s k  o f  t h e
t h e  G ro u p ’s  i n v e s t m e n t s  i n  i n t e r n a t i o n a l  u n i t s  a r e  h e d g e d  s e p a r a t e l y  f r o m  t h e  f o re i g n  e x c h a n g e  c a s h  f l o w s .

I n t e re s t  r a t e  r i s k
S t o c k m a n n ’s  i n t e re s t  r a t e  r i s k  i s  t h e  e f f e c t  o f  i n t e re s t  r a t e  c h a n g e s  o n  t h e  v a l u e  o f  t h e  i n v e s t m e n t  p o r t f o l i o  a n d  a l s o
t h e  e f f e c t  o f  t h e  i n t e r e s t  r a t e  c h a n g e s  o n  f u t u re  a s s e t s  a n d  l i a b i l i t i e s ,  i . e .  re p r i c i n g .  I n  h e d g i n g  t h e  i n t e re s t  r a t e  r i s k s
c a s h  i n f l o w s  a n d  o u t f l o w s  a re  m a t c h e d  a c c o rd i n g  t o  t h e  t i m e  p e r i o d .  T h e  h e d g i n g  i n t r u m e n t s  t h a t  a re  u s e d  a re  B o n d
f u t u re s ,  F R A’s ,  o p t i o n s  a n d  s w a p s .

C o u n t e r p a r t y  r i s k
C o u n t e r p a r t y  r i s k  i s  m a n a g e d  b y  m a k i n g  a g re e m e n t s  o n l y  w i t h  t h e  l e a d i n g  b a n k s ,  f i n a n c i a l  i n s t i t u t i o n s  a n d  b ro k e r s
a n d  b y  i n v e s t i n g  c a s h  a s s e t s  o n l y  i n  s e l e c t e d  d e b t  i n s t r u m e n t s  o f  c o u n t e r p a r t i e s .

T h e  p r i n c i p l e s  o b s e r v e d  i n  c a l c u l a t i n g  m a r k e t  v a l u e

B o n d  f u t u re s  a n d  f o r w a r d  r a t e  a g re e m e n t s
F o r w a r d  r a t e  a g re e m e n t s  a re  v a l u e d  a t  m a r k - t o - m a r k e t  v a l u e s  o n  t h e  b a l a n c e  s h e e t  d a t e .

I n t e re s t  r a t e  s w a p s
T h e  m a r k e t  v a l u e  o f  i n t e re s t  r a t e  s w a p s  i s  e s t i m a t e d  o n  t h e  b a s i s  o f  t h e  n e t  p r e s e n t  v a l u e  o f  f u t u re  c a s h  f l o w s .

F o re i g n  c u r re n c y  o p t i o n s  a n d  f o r w a rd  a g r e e m e n t s
F o re i g n  c u r r e n c y  o p t i o n s  a n d  f o r w a rd  e x c h a n g e  c o n t r a c t s  a re  v a l u e d  a t  m a r k - t o - m a r k e t  v a l u e s  o n  t h e  b a l a n c e  s h e e t
d a t e .

I f  a l l  t h e  d e r i v a t i v e  i n s t r u m e n t s  h a d  b e e n  c l o s e d  o n  D e c e m b e r  3 1 ,  1 9 9 7 ,  t h e  n e t  r e s u l t  w o u l d  h a v e  b e e n  F I M  0 . 3
m i l l i o n .

D e r i v a t i v e  i n s t r u m e n t s
U n d e r l y i n g  a m o u n t  R e m a i n i n g  o p e n

F I M  m i l l i o n  a t  t h e  e n d  o f  t h e  p e r i o d  a t  t h e  e n d  o f  t h e  p e r i o d
I n t e re s t  r a t e  d e r i v a t i v e s

F o r w a r d  a g re e m e n t s  1  1 7 7 . 3   2 2 0 . 0
I n t e re s t  r a t e  s w a p s   1 5 0 . 0   1 5 0 . 0

F o re i g n  e x c h a n g e  d e r i v a t i v e s
F o r w a r d  a g re e m e n t s   1 7 0 . 0   7 3 . 6
O p t i o n s
  S o l d   2 7 . 1   2 7 . 1
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Proposa l  fo r  the  d is t r ibu t ion  o f  pa ren t  company  p ro f i t

According to the Consolidated Balance Sheet, the distributable equity totalled FIM 914.3 million on December 31, 1997.

The parent company distributable equity totalled FIM 554.0 million on December 31, 1997.

According to the Parent Company Balance Sheet as at December 31, 1997, the following amounts are at the disposal of the

Annual General Meeting:

- retained earnings from previous years 103 443 985.88

- profit for the period 190 596 380.73

294 040 366.61

The Board of Directors proposes that this amount be distributed as follows:

- a dividend of FIM 9.00 per share be paid 130 001 490.00

- reserve for benevolent purposes 400 000.00

- be carried forward to the retained earnings account 163 638 876.61

294 040 366.61

Helsinki, March 11, 1998

BOARD OF DIRECTORS

Lasse Koivu

Erkki Etola

Ari Heiniö

Pertti Niemistö

Kurt Stenvall

Christoffer Taxell

Henry Wiklund
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Audi to rs ’  r epor t

To  t h e  s h a r e h o l d e r s  o f  O Y  S t o c k m a n n  A B

We have audited the accounting records and the financial statements, as well as the administration by the Board of

Directors and the Managing Director of OY Stockmann AB for the year ended 31 December 1997. The financial statements,

which include the report of the Board of Directors, consolidated and parent company income statements, balance sheets,

notes to the financial statements and cash flow statements, have been prepared by the Board of Directors and the Manag-

ing Director. Based on our audit we express an opinion on these financial statements and the company's administation.

We have conducted our audit in accordance with Finnish Generally Accepted Auditing Standards. Those standards require

that we plan and perform the audit in order to obtain reasonable assurance about whether the financial statements are free

of material misstatement. An audit includes examining, on a test basis, evidence supporting the amounts and disclosures in

the financial statements, assessing the accounting principles used and significant estimates made by the management, as

well as evaluating the overall financial statement presentation. The purpose of our audit of the administration has been to

examine that the Board of Directors and the Managing Director have complied with the rules of the Finnish Companies

Act.

In our opinion, the financial statements have been prepared in accordance with the Finnish Accounting Act and other rules

and regulations governing the preparation of financial statements in Finland. The financial statements give a true and fair

view, as defined in the Accounting Act, of both the consolidated and parent company result of operations, as well as of the

financial position. The financial statements can be adopted and the members of the Board of Directors and the Managing

Director of the parent company can be discharged from liability for the period audited by us. The proposal made by the

Board of Directors on how to deal with the retained earnings is in compliance with the Finnish Companies Act.

We have acquainted ourselves with the interim report made public by the company during the year. It is our understanding

that the interim report has been prepared in accordance with the rules and regulations governing the preparation of such

reports in Finland.

Helsinki, 13 March 1998

Eric Haglund, Authorized Public Accountant Krister Hamberg, Authorized Public Accountant
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Contac t  in fo rma t ion

S T O C K M A N N
M A N A G E M E N T  A N D
A D M I N I S T R AT I O N

Aleksanterinkatu 52 B
P.O.Box 220, 00101 HELSINKI
Tel. +358 9 1211
Fax +358 9 121 3101
Internet: http://www.stockmann.fi
e-mail: first name.surname@stockmann.fi

ARI HEINIÖ, Managing Director
STIG-ERIK BERGSTRÖM,
Deputy Managing Director
HANNU PENTTILÄ,
Deputy Managing Director
KURT BLOMQVIST, Manager, Real Estate
REIJO HAKAOJA, Director,
Information Technology
RAIMO HÄNDELIN, Manager,
Internal Audit up to 1.6.1998
HELI LEHTONEN, Manager,
Internal Audit as of 1.6.1998
MERJA LINDROOS, Manager,
Corporate Communications
MERJA LÖNNROTH-LAAKSONEN,
Personnel Director
EVA MANSIKKA-MIKKOLA,
Accounting Manager
PIRKKO SALMINEN, Financial Manager
TIINA TARMA, Company Lawyer

D E PA RT M E N T  S T O R E
D I V I S I O N

Kutomotie 1 C
P.O.Box 147, 00381 HELSINKI
Tel. +358 9 121 51
Fax + 358 9 121 5812

Purchasing
Fax +358 9 121 5960, +358 9 121 5665 and
+358 9 121 5299

Marketing
Fax +358 9 121 5512

M a n a g e m e n t
HANNU PENTTILÄ, Director
HENRI BUCHT, Helsinki Department Store
and Department Stores in Finland
JUKKA HIENONEN, International Operations
MAARET KUISMA, Marketing
LEENA LASSILA, Purchasing: Fashion
RISTO PENTTILÄ, Administration
KARL W. STOCKMANN, Purchasing:
Non-fashion Goods, International Operations

H e l s i n k i  D e p a r t m e n t
S t o r e
Aleksanterinkatu 52
P.O.Box 220, 00101 HELSINKI
Tel. +358 9 1211
Fax +358 9 121 3632

Export and Shopping Service
Fax +358 9 121 3781

Business to Business Service
Fax +358 9 121 3782

HENRI BUCHT, Director

I t ä k e s k u s  D e p a r t m e n t
S t o r e
Itäkatu 1-5 C 124, 00930 HELSINKI
Tel. +358 9 121 461
Fax +358 9 121 4655

TARJA BERGHOLM, Director

Ta m p e re  D e p a r t m e n t
S t o r e
Hämeenkatu 4
P.O.Box 291, 33101 TAMPERE
Tel. +358 3 248 0111
Fax +358 3 213 3573

EIJA VARTILA, Director

Ta p i o l a  D e p a r t m e n t  S t o re
Länsituulentie 5, 02100 ESPOO
Tel. +358 9 121 21
Fax +358 9 121 2269

ANJA TAINA, Director

Tu r k u  D e p a r t m e n t  S t o r e
Yliopistonkatu 22
P.O.Box 626, 20101 TURKU
Tel. +358 2 265 6611
Fax +358 2 265 6714

CAROLA NYMARK, Director ad.int.

I n t e r n a t i o n a l  O p e r a t i o n s
Joint Operations
Stockmannintie 1 H
P.O.Box 147, 00381 HELSINKI
Tel. +358 9 121 51
Fax +358 9 121 5250

JUKKA HIENONEN, Director

Russia
Moscow Office
ZAO Kalinka-Stockmann
Proezd Olminskogo 3 a
129085 MOSCOW
Tel. +7 095 974 0122
Fax +7 095 282 0189

Stores
Moscow: Danilov, Dolgoruk, Leninski,
Zacepskiy Val
St. Petersburg

Estonia
Stockmann AS
Tallinn Department Store
Liivalaia 53
EE0001 TALLINN
Tel. +372 6 339 500
Fax +372 6 339 556

JUHA OKSANEN, Director up to 1.7.1998
PENTTI KORHONEN, Director as of 1.7.1998

Seppälä
Viru Väljak 4
EE0001 TALLINN
Tel. +372 6 301 981
Fax +372 6 313 426

A c a d e m i c  B o o k s t o r e
Keskuskatu 1
P.O.Box 128, 00101 HELSINKI
Tel. +358 9 121 41
Fax +358 9 121 4245
Internet: http://www.akateeminen.com

STIG-BJÖRN NYBERG, Director

Bookstores
Helsinki centre, Itäkeskus, Tapiola, Tampere,
Turku

A U T O M O T I V E  S A L E S
D I V I S I O N

Kutomotie 1 A
P.O.Box 157, 00381 HELSINKI
Tel. +358 9 121 51
Fax +358 9 121 5401

M a n a g e m e n t
AARNO POHTOLA, Director
FREDRIK EKLUNDH, Ford
JYRKI JAALA, Mitsubishi, Skoda
EERO LEMBERG, Service
MARKKU LÖNNQVIST, VW, Audi, Seat
KALEVI TIKKA, Trade-in-vehicles
TUIJA YLINEN, Administration
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Contac t  in fo rma t ion

F o r d
S t o c k m a n n  A u t o
HELSINKI, Herttoniemi
Valurinkatu 1
00810 HELSINKI
Tel. +358 9 121 481
Fax +358 9 121 4848

HELSINKI, Herttoniemi, Van and Truck Centre
Valurinkatu 1
00810 HELSINKI
Tel. +358 9 121 481
Fax +358 9 121 4858

HELSINKI, Pitäjänmäki
Kutomotie 1 A
P.O.Box 157, 00381 HELSINKI
Tel. +358 9 121 51
Fax +358 9 121 5401

ESPOO, Niittykumpu
Kotitontuntie 2
02200 ESPOO
Tel. +358 9 525 9300
Fax +358 9 423 225

VANTAA, Tikkurila
Kuriiritie 17
01510 VANTAA
Tel. +358 9 825 4130
Fax +358 9 870 1707

TURKU
Satakunnantie 164
20320 TURKU
Tel. +358 2 273 6900
Fax +358 2 273 6940

M i t s u b i s h i ,  S k o d a
A u t o C e n t e r  S t o c k m a n n
HELSINKI, Herttoniemi
Mekaanikonkatu 17
00810 HELSINKI
Tel. +358 9 121 491
Fax +358 9 121 4949

HELSINKI, Tikkurila
Aamuruskontie 6
00750 HELSINKI
Tel. +358 9 121 496
Fax +358 9 121 4996

TURKU, Oriketo
Piiskakuja 10
20380 TURKU
Tel. +358 2 255 0255
Fax +358 2 255 0256

Vo l k s w a g e n ,  A u d i ,  S e a t
S t o c k m a n n
HELSINKI, Herttoniemi
Mekaanikonkatu 10
00810 HELSINKI
Tel. +358 9 121 721
Fax +358 9 121 7300

HELSINKI, Kruununhaka (Service)
Mariankatu 22
00170 HELSINKI
Tel. +358 9 121 5660
Fax +358 9 121 5637

HELSINKI, Pitäjänmäki
Kutomotie 1 A
P.O.Box 157, 00381 HELSINKI
Tel. +358 9 121 51
Fax +358 9 121 5401

ESPOO, Suomenoja
Isonniitynkuja 2
02270 ESPOO
Tel. +358 9 804 601
Fax +358 9 8046 0222

VANTAA, Seutula
Kiitoradantie 2
01530 VANTAA
Tel. +358 9 825 991
Fax +358 9 821 280

I n s t i t u t i o n a l  S a l e s  o f
S p a r e  P a r t s
(all product lines)
Ormuspellontie 2
00700 HELSINKI
Tel. +358 9 121 6410
Fax. +358 9 121 6400

H O B B Y  H A L L

Hämeentie 157
00560 HELSINKI
Tel. +358 9 777 611
Fax +358 9 7776 1381

M a n a g e m e n t
VEIKKO SYVÄNEN, Director
SEPPO JURVAINEN, Data Management
YRJÖ STENBERG, Finance
PENTTI TIISTOLA, Materials Management

Stores
Helsinki, Vantaa
Estonia

S E S T O

Stockmannintie 1 H
P.O.Box 152, 00381 HELSINKI
Tel. +358 9 121 51
Fax +358 9 121 5671

M a n a g e m e n t
LASSE LEHTINEN, Director
PIRJO K. HYVÄRINEN, Director,
Food Products Purchasing
OLAVI LEHTINEN, Director,
Non-food Goods Sales
EERO LESTELÄ, Etujätti Hypermarkets
ARJA RISSANEN, Administration
JARMO VÄISTÖ, Sesto Stores

Sesto Stores
Annankatu, Eino Leinon katu, Forum,
Herttoniemi, Kauniainen, Lauttasaari,
Lähderanta, Mellunmäki, Puistola, Reimarla,
Tehtaankatu, Tikkurila, Vaasankatu

Etujätti Hypermarkets
Espoo, Vantaa, Tampere, Turku

S E P P Ä L Ä

Tikkurilantie 146
P.O.Box 234, 01531 VANTAA
Tel. +358 9 825 981
Fax +358 9 870 1383

M a n a g e m e n t
MARJATTA BJÖRN, Director up to 1.6.1998
LARS EKLUNDH, Director as of 1.6.1998
AKIF BESHAR, Field Operations,
Administration
KIRSTI LEHMUSTO-ERÄNEN, Marketing
MERJA ILMAKUNNAS, Children’s products,
Cosmetics
ANJA RISSANEN, Ladies’ products
TIMO SINKKONEN, Men’s products

Store localities
Espoo, Forssa, Hamina, Heinola, Helsinki,
Hollola, Hyvinkää, Huittinen, Hämeenlinna,
Iisalmi, Imatra, Joensuu, Jyväskylä, Jämsä,
Järvenpää, Kaarina, Kajaani, Kangasala,
Kankaanpää, Kauhajoki, Kemi, Kemijärvi,
Kempele, Kerava, Kirkkonummi, Klaukkala,
Kokkola, Kotka, Kouvola, Kuopio, Kuusamo,
Kuusankoski, Lahti, Lappeenranta, Lapua,
Laukaa, Lieksa, Lohja, Loimaa, Loviisa,
Mikkeli, Muurame, Nastola, Nivala, Nokia,
Orimattila, Oulu, Parainen, Pello, Pieksämäki,
Pietarsaari, Pirkkala, Pori, Porvoo, Raahe,
Rauma, Raisio, Riihimäki, Rovaniemi, Salo,
Savonlinna, Seinäjoki, Sodankylä,
Tammisaari, Tampere, Tornio, Turku,
Uusikaupunki, Vaasa, Valkeakoski, Vammala,
Vantaa, Varkaus, Ylivieska, Ylöjärvi,
Äänekoski

Estonia: Tallinn, see International Operations.







Aleksanterinkatu 52 B
P.O. Box 220
FIN-00101 HELSINKI
FINLAND
Tel. +358 9 1211
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