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Welcome to Stenprop’s
2021 Annual Report

Who we are

Stenprop is a UK REIT listed on the Specialist Fund
Segment of the London Stock Exchange (‘LSE’) and the
Johannesburg Stock Exchange (‘JSE’). We specialise in
the ownership and operation of UK multi-let industrial
(MLI) property.

Our story

In 2018, we set out to transform our portfolio from

a passive diversified portfolio across multiple asset
classes and geographies into a focused operational
business specialising in owning and operating UK MLI
assets. We have simultaneously reduced our leverage
and exited a legacy fund management business.

We anticipate being a 100% focused MLI business by
31 March 2022.




Highlights

Resilient financial performance
through our transition

Total Accounting Return (TAR)

Diluted IFRS earnings per share Adjusted earnings per share*

Diluted IFRS net asset value
per share EPRA NTA per share”

Distribution per share Group loan-to-value

* Previously called diluted adjusted EPRA earnings per share
~ EPRA NTA recalculated for earlier years

Readers should refer to Key Performance Indicators on page 22 for further detail.
Terms are defined in the Glossary on page 198
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Our Purpose and Culture

OUR PURPOSE OUR ASPIRATIONAL GOAL

WHY do we do this? WHAT do we want to be?
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Our three-page Smart Lease uses
short, clear sentences and everyday
words without unnecessary jargon.
Its lifecycle is entirely digital - it is
created, shared and signed all online.

It is the most popular choice for our
customers as its simple terminology
makes it easy for them to understand
their rights and obligations, with
most opting not to use a lawyer as

a result. This saves time and delivers
a significant up-front cost saving,
which makes moving into their space
more affordable.

Most notably, the ability to transact
electronically has helped our
customers lease space more quickly
and efficiently by being able to

sign their Smart Lease online from
the convenience of their PC or
smart phone.

We have implemented several
policies to make our space more
energy efficient, from simple
changes such as rolling out LED light
fittings on all refurbished space to
enhancing the fabric of our buildings
with modern insulation systems.

The benefits are numerous for us, our
customers and the environment. We
can offer more energy efficient space
to the market whilst prolonging the
life of our assets with contemporary
fittings and materials. Our customers
benefit from cost savings in their
energy bills whilst lowering emissions
and reducing their carbon footprint
when using their space.

Read more about this
in Our Sustainable Business: ESG
section on pages 72 to 77

BUSINESS OVERVIEW

How We Have Benefited
Our Customers

Revolutionising MLI in the UK for the benefit of our stakeholders

The onset of the COVID-19 pandemic
led to unprecedented challenges,
most notably during the first
lockdown. With the most stringent
restrictions in place, businesses
across the country faced huge
uncertainty about how their business
might survive the ‘new normal’.

Our team engaged with our
customers in advance of the first
lockdown to create a direct channel
to log their individual concerns. We
offered a deferred payment structure
to qualifying customers to help
support their cashflow.

With the easing of the initial
restrictions, our team of customer
engagement managers remained
present on our estates to support
our customers whilst adhering to
government guidance and strict
social distancing protocol.

Early dialogue, proactive payment
options and ongoing engagement
with our customers helped ensure
they could continue to use their
space and trade with as limited
disruption as possible.

Read more about this
in A Year of Living With COVID-19
on pages 26 to 31
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Why Invest in Us

> 2

COVID-19 has
accelerated existing
trends that were already
leading to growth in MLI
demand, most notably
due to e-commerce

Supply is severely
constrained due to
a lack of available
land and expensive
build costs

Existing fully let MLI
properties can be
acquired for less than
replacement cost

The imbalance between
demand and supply

is leading to 4-5%

per annum MLI rental
growth across the UK

growth in MLI enquiries
in the quarter ended
March 2021 vs the
guarter ended
December 2020

Read more about

this in Key Performance
Indicators on

pages 22 to 24

STENPROP
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Integrated operating
platform with a common
data structure

Cloud-based, mobile-
friendly platform that
puts data in the hands of
customer-facing staff

Evolved direct
marketing platform
that delivers enhanced
customer experience,
data and results

Evergreen technology
platform, which is
constantly updated

to deliver the latest
innovations

Highly scalable platform
built on the Microsoft
Dynamics platform

MLI lease renewal rate

Read more about

this in Key Performance
Indicators on

pages 22 to 24

Almost 75% of
Stenprop’s portfolio is
UK MLI property

Target 100% MLI by
March 2022

Scalable management
platform, which will
deliver significant
efficiency savings

Strong pipeline of MLI
opportunities

target Total Accounting
Return

Read more about

this in Key Performance
Indicators on

pages 22 to 24

Over 1,100 unique
customers

Top 10 MLI customers
account for less than
12.5% of the MLI rent roll
80% MLI customer
retention rate

of MLI rent roll
accounted for from top
10 MLI customers

Read more about

this in Key Performance
Indicators on

pages 22 to 24




Conservative LTV
target of 40% or lower

Average debt expiry
of 3.9 years

33.1% of LTV covenant
headroom

MLI loan structure
conservatively ring
fenced across three
different lenders
offering future scope
for efficiencies through
consolidation and
re-finance as

portfolio grows.

Directors are the
largest shareholder
group

Total Accounting
Return of 32.3% over
the four years since the
Company launched its
MLI strategy.

Disposed of
£500 million of assets
in last four years at an
average 9.5% premium
to valuation

Strong track record
of identifying value
within property

Wide reaching ESG
initiatives in action
across the business
Ability to influence
the property-related
carbon footprint

of over 1,100 SME
businesses in the UK

Supportive culture that
promotes charitable
initiatives

BUSINESS OVERVIEW

total raised for
charity over the past
three years

average cost of debt directors’ shareholding

in Stenprop

Read more about

this in Key Performance
Indicators on

pages 22 to 24

Read more about
this in Analysis of
Shareholders on page 193

Read more about

this in Our Sustainable
Business: ESG on
pages 72 to 77
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At a Glance

>

MLI comprises multi-purpose,
flexible space, with units generally
of 500-10,000 sq ft arranged

in terraces and let to multiple
tenants. MLI estates are typically
standalone, secure and fenced
assets, allowing the landlord the
ability to differentiate and adapt
the product by controlling the
immediate environment. Units tend
to be generic in nature, commonly
comprising a large open space
accessed through a roller shutter
door plus 5-10% office content and

service facilities (toilet, kitchen, etc.).

A typical estate will comprise

5-50 units and be of 25,000-
250,000 sqg ft, with an investment
value of £2-25 million. Most leases
are three to five years in duration,
and rents will range from

£4-10 per sqg ft depending upon
unit size, quality and location.

MLI occupiers are usually very
diverse in nature, with approximately
half being from the manufacturing
and retail sectors, whilst the
remainder comprise a varied range
of uses from medical and financial
services through to technology

and logistics.

STENPROP
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The MLI opportunity -
Our customers are the powerhouse
of the UK economy.

Our customer base is diverse. The majority of our customers comprise UK SMEs
(Small to Medium Size Enterprises) from a variety of different sectors.

UK SMEs are growing in number. Macro-economic trends have favoured their
business models (such as online retail and last mile logistics), and we have
witnessed a structural shift in demand for MLI space over the last year.

Since 2000 there has been a growth in the number of
SMEs of 72%, and in the 3rd quarter of 2020 the number
of new companies incorporated was the highest figure
in the last decade (Source: Office of National Statistics).
In the first three months of 2021 there were 137,000 new
businesses registered across the UK, up 14% compared
with the previous quarter and the highest figure

since quarterly records began in 2017 (Source: The
Interdepartmental Business Register).

STENPROP



We have built an operating platform that
enables our business to operate more
efficiently, and is flexible and dynamic in
meeting our customers’ needs, whilst also
enabling our business to scale at a reduced
marginal cost.

Please see Our Serviced Industrial Operating Platform
section on pages 32 to 33

STENPROP
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Transition into a 100% MLI
Business is Almost Complete

Throughout the year under review we continued our transition to become a
100% UK MLI business through a series of MLI acquisitions and non-MLI disposals.

9% average uplift in sale price over book value at year end over the past three years

Total: £103.6 million

Nine transactions

30 MLI estates

1,683,966 sq ft of MLI space

Total: £249.3 million

Argyll Street, London: £41.7 million
(Sold: June 2018)

Mixed portfolio, Switzerland: £80.8 million

(Sold: July 2018)

Aldi portfolio, Germany: £31.8 million
(Sold: December 2018)

Euston House, London: £95 million
(Sold: March 2019)

Change in our portfolio based on property value

2019

W 42.7% UK MLI

M 9.4% Guernsey

M 3.5% UK urban logistics

W 0.7% UK Other
M 41.0% Germany

2.6% Switzerland

[[

LTV: 35.2%
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2020

|

Total: £38.8 million

11 transactions

10 MLI estates

504,137 sq ft of MLI space

Total: £144.3 million

The Marlowes, Hemel Hempstead: £1.9 million
(Sold: June 2019)

Park Street, Walsall: £1.7 million
(Sold: August 2019)

Victoria Street, Grimsby: £1.0 million
(Sold: December 2019)

Bleichenhof, Hamburg: £139.7 million
(Sold: March 2020)

W 58.0% MLI

M 10.8% Guernsey

B 4.0% UK urban logistics
M 24.5% Germany

2.7% Switzerland

LTV: 26.2%




BUSINESS OVERVIEW

Total: £91.5 million Total: £100.0 million
14 transactions

13 MLI estates
1,089,037 sq ft of MLI space

-
prL-

—
-

Total: £127.2 million book valuation

Trafalgar Court, Guernsey: £56.2 million

-

Care Homes portfolio, Germany: £32.8 million

Total: £79.5 million Hermann Local Centre, Berlin
Neucodlin Carrée Retail Park, Berlin: £24.6 million (notarised): £26.2 million

(Sold: September 2020) Spa and wellness centre, Lugano, Switzerland:
Victoria Centre, Berlin: £31.9 million £12.0 million
(Sold: March 2021)

Bikemax portfolio, Germany: £23.0 million
(Sold: March 2021)

i
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2021 2022

TARGET

W 74.3% UK MLI o
M 9.7% Guernsey o

B 3.8% UK urban logistics

B 10.1% Germany U K M |_ | *k

2.1% Switzerland . .
* Inclusive of existing

UK urban logistics.

LTV: 28.1% Target LTV: <40%
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Chief Executive’s Statement

Our transition is mostly behind
us and we have almost achieved
our goal of becoming a fully
focused MLI REIT.

Strong asset class fundamentals

| am pleased to be able to report that
we have ended the financial year with
our portfolio at over 74% UK multi-let
industrial (‘MLI"). This is very satisfying,
given that we began the year at 58% MLI
and were intent on holding cash, which
stood at approximately £70 million, as
COVID-19 struck and the UK went into
an unprecedented first lockdown. A year
later, the UK was in its third lockdown,
yet by this time, we had been investing
in the acquisition of additional MLI
since summer 2020, fully confident to
push ahead with the completion of our
transition into 100% MLI based on the
data of accelerated enquiries for space
we were receiving from our Industrials
Hive operating platform. Our customers
have proven to be very resilient and

our collection rates are standing at

over 90%, with MLI benefitting from an
acceleration of e-commerce penetration
in the UK which is driving greater
demand for space from SME occupiers.

Our strategic decision taken in 2018

to become a focused UK MLI business
has been the right one. The MLI asset
class continues to enjoy strong demand,
high levels of rent collection, significant
rental growth and low levels of vacancy.
This has enabled Stenprop to maintain
its fully covered dividend of 6.75p for
the financial year, notwithstanding the
impact of both COVID-19 on collections
and of holding large cash balances for
the first few months of the pandemic.

Our transition to 100% MLl is
almost complete

We view our transition to a 100% UK MLI
business as largely complete. Our focus
for the financial year to 31 March 2022
and beyond is now firmly on continuing
to improve the performance of the
Group’s MLI portfolio.

All that is left for us to do to complete
the transition is to sell our remaining
non-MLI assets (excluding our urban
logistics assets) valued at £127.2 million.

1 2 STENPROP
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In terms of growth and replacing the
income that we will lose from these
disposals, our intention is to acquire
approximately £100 million of MLI
property in the financial year to 31 March
2022, using previous and anticipated
proceeds from the sale of non-MLI
assets, together with approximately
40% leverage.

During the year, we acquired 14
individual MLI estates at an aggregate
cost of £91.5 million before costs. We
sold our Bike Max portfolio of retail
warehouses and two of our three Berlin
daily needs centres, and notarised on
the sale of the third. We achieved an
average of 15% uplift to the March 2020
valuations on these sales.

Prudent financial management

In addition, we were able to take
advantage of historically cheap debt
markets to refinance a portfolio of
properties with a £66.5 million loan,
which we fixed for seven years, interest-
only at an all-in rate of 1.66% per annum.
We also extended an existing five-year
tranche of debt by £23 million against
recently acquired MLI assets at an all-in
rate of 1.8% per annum, interest-only. We
ended the financial year with an overall
LTV of 28.1% when unrestricted cash

is considered and having reduced the
average cost of debt while increasing
the average term.

A specialised MLI
operating platform

Furthermore, we made excellent
progress in evolving our platform
strategy, both on the ground and by
embracing technology, to enhance
efficiencies and enable us to manage
significantly more scale with marginal
incremental cost. Our decision to
continue investing in our technology
during COVID has proved to be the
right one. Our customer relationship
management (‘CRM’) system went live at
the beginning of the 2021 financial year
and has been a big success in assisting
us managing our digital marketing and
leasing process. A significant roll out
of our unified finance and operations
system is now well under way and
anticipated to go live in the second
quarter of the financial year to 31
March 2022. This will complete the first
phase of our Industrials Hive platform
development, allowing us to in-source
several key processes and control the
customer experience throughout its
lifecycle. The Industrials Hive platform
will provide Stenprop with the ability to

grow its business, expand its offering to
customers and achieve future economies
of scale through the use of technology
and streamlined processes.

We believe our strategy to invest in and
build a market-leading, technology-
enabled MLI operating platform will be a
part of fundamental changes to the way
in which the UK MLI sector is likely to be
managed in the future. In much the same
way as platforms have transformed the
risks, efficiencies, ratings, and valuations
in other sectors like self-storage,
student accommodation and hotels, we
believe the MLI sector is ready for this.
Our intention is to continue with the
investment into our platform during this
year to ensure that Stenprop is at the
forefront of this process of change.

Performance of the
UK MLI sector

Notwithstanding COVID-19 and the three
UK lockdowns, the structural imbalance
in supply and demand for UK MLI
continued to deliver inflation-beating
rental growth throughout the year. The
fundamentals in the sector remained
extremely positive and Stenprop
experienced underlying like-for-like
rental growth of 5-6% for the year.

We hold the view that this imbalance will
continue for several years, as it is still not
economically feasible to build MLI units
in most locations at current rental levels
and yields, and because in and around
many conurbations, supply is also being
taken out of the market in favour of
other uses such as residential. Our MLI
portfolio is valued at approximately
£71.20 per sq ft on average.

STRATEGIC REPORT

Building a focused,
scalable MLI
operating business.”

Paul Arenson
Chief Executive Officer

STENPROP
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Chief Executive’s Statement

We estimate that replacement build costs
are at least £125 per sq ft, which means
rents must rise by a further 30-40% in
most regions before development of

new MLI units becomes widely viable,
assuming suitable development land

is available in and around densely
populated towns and cities.

On the demand side, we are seeing
increasing numbers of new types of
businesses, enabled by the internet,
needing MLI space. These are businesses
who have not previously occupied MLI
space and are now realising the value of
affordable, flexible space close to towns
and cities. Whilst COVID-19 has caused
immense disruption to the economy,

we can see that the response to it by
business is paving the way for greater
demand for MLI units. The internet
sales and distribution channels for all
businesses have taken another big step
forward as the population was forced
into isolation and had no choice but

to embrace new technology, as well

as supply and distribution channels.
Home working and the explosion of
communication technologies have
fostered greater ability to work in a
decentralised way, further fuelling
demand for MLI space.

Companies have reassessed their
globalised ‘just-in-time’ supply chains.

It is becoming apparent to many
businesses that it is not viable to rely
solely on geographically distant supply
chains from single undiversified sources.
We sense an increasing desire from
companies to have greater control over
supplies and easier access, even if it
means more cost. Similarly, retailers have
expanded into online trading through
websites, and many restaurants have
opted for dark kitchens to facilitate the
rapid increase in demand for delivered
meals. There has also been a significant
increase in demand from new businesses
benefiting from COVID-19 seeking MLI
space, such as those that are part of the
PPE supply chain and those operating in
entirely new industries like 3D printing.
We believe that this type of strategic
switching of business models will
continue to drive the structural shift in
demand for MLI units.

We have provided regular trading
updates on our rent collection statistics
and readers can find more about the
financial impact of COVID-19 on the
business on pages 26 to 31. The diversity
and granularity of our customer base,
both as to type of business and region,

has contributed to a high degree of
resilience on the part of our portfolio
during COVID-19. Fortunately, most
have been able to continue working
throughout as MLI units generally allow
for socially distanced working, and most
businesses in MLI have some form of
e-commerce component, either being
part of the distribution supply chain

or as part of an online sales channel.
Legislative restrictions remain in place
which prevent landlords from enforcing
against tenants who do not pay their
rent. These restrictions are likely to

be relaxed later in 2021, and we are
optimistic that once this happens we
will be able to recover additional historic
rent arrears.

With the Company now firmly focused
on MLI, we are introducing a new KPI
metric of Total Accounting Return
(‘TAR’) to benchmark and measure the
future performance of this portfolio. TAR
comprises the percentage EPRA NTA
NAV per share increase in the financial
year plus the distributions per share for
the financial year, as a percentage of the
opening EPRA NTA NAV per share at the
beginning of the financial year.

Based on the past and current
performance of our MLI portfolio and
of the MLI asset class characteristics in
general, we believe the MLI portfolio
should deliver a TAR of at least 10% for
the financial year to 31 March 2022 and
for several years to come.

At least half of this (>5%) will come from
valuation growth within the portfolio, as
higher rents are translated into higher
capital values. The balance (+/-5%) will
come in the form of distributions.

Read more on total accounting return
on page 21 and refer to Key performance
indicators on page 23.

While our primary purpose as a business
is to revolutionise MLI in the UK for

the benefit of all our stakeholders,

we recognise the critical role that
environmental, social and governance
(‘ESG’) factors play in delivering
operational and financial performance. In
this respect we also understand

that monitoring and disclosing the
performance of our portfolio is
fundamental to delivering value to

our shareholders and meeting their
expectations around ESG. As you will
see later in this report, during 2020, we
developed an ESG strategy and policy to

help further embed sustainability within
our organisation whilst establishing

our own internal ESG Steering

Group to track our progress and
identify new opportunities to drive
further improvements. We look forward
to updating shareholders as our
strategy evolves.

The fundamentals of the MLI asset class
remain very positive in the medium to
long term. We believe MLI continues to
be well positioned to benefit from these
fundamentals and to take a strong leap
forward as the COVID-19 crisis passes.
Our transition to a 100% UK MLI business
is now largely complete, and we are
delighted that over this four-year period
we have delivered a Total Accounting
Return of 32.3%. Looking forward, we
return our focus to delivering sustainable
and growing earnings and NAYV, based
upon MLI fundamentals which we
believe will consistently deliver a

10% per annum total accounting return.
We are also planning the transfer of

our LSE listing from the Specialist Fund
Segment to the Premium Segment of
the Main Market, which we anticipate will
take place before the end of the current
financial year.

We are also increasingly focused on
the operational aspects of managing
this single-focused business and are
confident that the work we have done
and the investment we have made into
our operating platform will soon start
to show significant and long-lasting
earnings enhancing benefits. It has been
built to enable Stenprop to achieve the
benefits of scaling the business with
marginal increments in cost.

We take this opportunity to thank all of
our stakeholders and our Board for their
support. In particular, we wish to thank
our staff who have adapted really well
to working from home and to managing
the relationships with our customers
through these challenging times.

Paul Arenson
Chief Executive Officer

10 June 2021

STENPROP
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STRATEGIC REPORT

Fixed rate refinancing

In December 2020, we secured a new
£66.5 million fixed rate senior debt facility
with ReAssure, replacing an existing £61.5
million senior floating rate loan, which
was due to expire in June 2022. The new
loan was secured against 30 multi-let
industrial assets located across the UK
with a loan-to-value ratio of 38%.

The refinancing to a fixed rate facility
was part of our existing business plan to
diversify our borrowing base and extend
our debt maturity profile. Until this point,
our debt strategy had been focused on
short-term flexible facilities to allow us
to execute our non-MLI sales programme
efficiently. The profile of a fixed rate

loan matched our long-term investment
approach, whilst also offering significant
cost savings.

We ran a comprehensive process to
identify the right lender both in terms

of partner fit and pricing. We initially
approached 10 active lenders in the debt
market, using the current strong demand
for industrial exposure to negotiate
favourable terms and pricing.

Real estate senior debt pricing

3.5%
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The timing of the refinancing was critical.
We originally planned to run the process
at the start of 2020, but the onset of the
pandemic and the uncertainty caused

in the marketplace delayed this. Seeing
the debt market bounce back strongly

in favour of industrial property over

the summer signalled an opportunity

to take advantage of the appetite for
low-leverage industrial lending. The
market dynamics allowed us to create
competitive tension in the process,
leading to significantly reduced financing
costs of around £930,000 per annum, as
a result of the new loan being fixed at an
annual rate of 1.66%, compared to 3.2%
on the previous arrangement. We believe
this all-in rate was lower than we could
have achieved prior to the pandemic and
reflects the substantial amount of capital
looking to be deployed into the sector.

We were very pleased with the result

and appreciative of our partners and
advisers for their hard work in helping

us deliver this solution. Across the whole
MLI portfolio, the transaction reduced our
average cost of debt from 3% to 2.2%,
and substantially extended the weighted
average maturity from 2.8 years to

5.6 years.

Refinance date
O O O O O O O O O F§ §
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All in rate comprises seven year GILTS yield at the time of fixing plus the
weighted average spread of a basket of 14 UK real estate bonds as a proxy

for senior debt pricing.

The timing of the refinancing allowed us

to secure very competitively priced capital
with a partner who demonstrated a strong
understanding of our business model and
provided us with the flexibility to deliver our
ambitious business plan.”

James Wakelin
Head of Debt and Special Projects

STENPROP
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Our Business Model

Our business model is evolving from the transition phase to
becoming a fully-fledged MLI operating business, focused on
delivering investor returns through the ownership and operation of
a leading serviced industrial platform.

> >

We are entering the final stages of our transition into a 100% MLI business intent
on revolutionising the MLI sector. We are focused on delivering investor returns
Focus and deep supported by a leading technology-enabled platform, strong management
experience in MLI capabilities and an ability to deliver scale efficiencies.

- doing things the

‘Industrials way’

N (\(\C‘\p\es
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solutions, where
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efficiency
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Our scalable operating platform
creates efficiencies through the use of
technology, forward-thinking policies
and physical infrastructure.

él See pages 32 to 33 to read more

about our serviced industrial
operating platform

Internalised management structure with

highly skilled and multi-disciplinary team

of 43 enables growth and the execution
of our business strategy.

él See pages 15, 44, and 52 to read more

about Stenprop’s management approach
and talent in the Fixed rate refinancing
case study and Property Report and
Investment Update

With 1,500 units and 1,100 customers,
our portfolio is highly diversified and
benefits from increasing economies
of scale.

él See pages 42 to 43 of our portfolio

Our ability to source and acquire high-
quality MLI assets facilitates growth
and scaling, whilst also supporting the
execution of our transition strategy.

él See pages 52 to 53 to read more
about our transactions overview

Our unique approach to managing MLI
through initiatives such as our Smart
Lease and fixed cost leasing, enables us
to generate more value from our assets
whilst better meeting the needs of

our customers.

Our shareholders

Once we complete our transition,
we will target to deliver investors
a minimum 10% total accounting
return on an annual basis.

Our customers

High-quality customer service is
at the core of what we do. Our
serviced industrial concept with
frictionless leasing and flexible
terms is designed to provide our
customers with a best-in-class
experience.

Business partners, lenders
and suppliers

We aim to be the partner of choice
by nurturing long-term, consistent,
transparent and mutually beneficial
relationships with quality operators
across our business.

Our people

We deliver an innovative, engaging
and caring work environment for
our staff, with rewarding career
opportunities from our offices in
London and Stockport.

Local communities and the
environment

Through our expanding ESG policy
and environmental initiatives, we
aim to be both a good corporate
citizen and a positive community
influence across the 80+ locations
where we operate.

@ See pages 69 to 71 to read more
about our section 172 statement
and stakeholder engagement

él See pages 22 to 24 to read more
about Key Performance Indicators
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Our Strategy

Our strategy is to own and operate a high-quality portfolio of UK urban
multi-let industrial estates, operated in a way that supports the growth

and prosperity of our stakeholders. We do this by focusing on the

following key strategic goals:

} SPECIALIST OPERATING PLATFORM

We have built an operating platform that enables our
business to operate more efficiently, and be flexible and
dynamic in meeting our customers’ needs, whilst also
enabling our business to scale at a reduced marginal

cost. For more information on our Industrials Hive platform,
please see our serviced industrial operating platform
section on pages 32 to 33.

} DELIVER SUSTAINABLE AND
GROWING INCOME AND NAV

i

Delivering a minimum 10% total accounting return is a key
aspect of Stenprop’s strategy. The fundamentals of UK MLI
enable us to grow like-for-like rents, and hence also values,

by 4-5% per annum, which, after modest leverage, will deliver
our target return. The REIT structure and listings on the
London and Johannesburg Stock Exchanges ensure enhanced
efficiency, liquidity and access to a substantial marketplace

of investors.

STENPROP
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} QUALITY PROPERTIES

We only own and acquire buildings that work for our
customers (urban locations, value for money, regular
configuration, secure). Having the right assets enables us to
maximise demand for our space and convert this into higher
occupancy and rents. As we recycle our capital out of
non-core assets, we are constantly seeking to grow our MLI
portfolio, and in addition to our own contacts we maintain
an extensive network of brokers around the UK to do this.

> DELIVERING FOR
ALL OUR STAKEHOLDERS

-

Making Stenprop a responsible, sustainable business that
generates value and contributes to our shareholders; our
customers; our people; our local communities and the
environment, as well as business partners, lenders and
suppliers requires the careful balancing of the needs of all
of our stakeholders. Delivering upon our financial targets
whilst also meeting our sustainability objectives is a critical
business goal.



Objectives

We are in the final year of our four-year transition. We have
met all our milestones over this period and have full confidence
that we will complete the transition in the financial year to

31 March 2022. Whilst we intend to focus on completing the
transition and the initial implementation of the platform this
year, we are increasingly turning our attention to delivering on
our longer-term growth potential.

a. Managing our business through the COVID-19 crisis.
Through the year, we achieved our COVID-19 goals
by maintaining a defensive balance sheet position,
engaging actively with our customers, utilising our
digital leasing platform to manage transactions
and managing our workforce wellbeing through a
challenging period. Going into the COVID-19 crisis, we
benefited greatly from the historic investments we had
made into cloud-based computing technology and our
CRM system, meaning that little change was required to
adapt to the new way of working. We have successfully
collected 90% of rents due, whilst reducing vacancies
and growing rents, and have grown our headcount from
28 to 43 over the period.

él Read more about this in a year of living with COVID-19
on pages 26 to 31

b. Recycling of assets - selling and buying. During the
course of the year, we continued to use the proceeds
of sales to maintain leverage below 40% and acquire a
further £91.5 million of new MLI assets. This is despite
choosing to hold a significant cash balance for the first
three months of the financial year when the COVID-19
pandemic hit the UK.

Group loan-to-value
(LTV)%
Historic
target Actual
40% =
40% 28.1%
40% 26.2%
40% 35.2%

MLI1%
Historic
target Actual
100% -
75% 74.3%
60% 58.0%
40% 42.7%

2022
2021
2020
2019

For the financial year to 31 March 2021, we achieved our
transaction targets with over €122.3 million of non-MLI
assets sold (target: €106.6 million) and £91.5 million MLI
assets acquired (target: £90 million) to get to nearly
75% MLI.

. Capital management - For the financial year, our goal
was to proactively manage liquidity levels, debt and
cashflows as we entered the COVID-19 pandemic, whilst
maintaining an LTV ratio of below 40%. The Group
entered the first COVID-19 UK lockdown with
£71.1 million of available cash, which given the prevailing
uncertainty was preserved until July 2020 when it was
clear that MLI performance was picking up strongly, and
hence it was appropriate to recommence our transition
plans. However, at all times during the financial year
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We have maintained our dividend
throughout our transition

despite the impact of cash drag
and transaction costs.”

Julian Carey
Managing Director

ended 31 March 2021, we maintained a strong balance
sheet with a prudent minimum cash balance of

£20 million in light of the risks posed by the pandemic
and Brexit, whilst also raising capital through three
successful refinancings.

él See page 15 to read more in the Fixed rate refinancing
case study

. Multi-let industrial platform - our goal for the financial
year to 31 March 2021 was to continue investing into
our operating platform, enhance efficiencies, explore
additional products and services to grow revenue,
and scale the business at marginal additional cost.

We started the financial year with the launch of an
all-new CRM system, which has revolutionised how

we track, manage, and execute upon our leasing leads
and has materially grown our ability to lease directly

to customers. We have also implemented many policy
and process improvements that enhance how we

work; rolled out the remainder of our on-site customer
engagement management network and enjoyed record
take-up of our Smart Lease. We have held back on
additional products and services whilst we continued to
invest in our integrated technology stack, with new ERP
and CMS systems due to go live in 2021.

él See pages 32 to 33 to read more on our serviced
industrial operating platform

. Dividend - Understanding the importance of
distributions to our shareholders, our target was to
maintain our full year dividend at 6.75p and to pay this,
even if uncovered if this was a short-term position.
However, the business performed well enough to allow
us to maintain a covered 6.75p dividend for the financial
year, despite a c.10% decline in rent collections over the
period due to COVID-19.

STENPROP
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Our Strategy ... RN

The financial year ending 31 March 2022 is the last of our transition into a 100% MLI business.
As we close in on this important milestone, our focus is turning to maximising the potential of our
MLI portfolio (see page 21: Post-transition Stenprop).

Our high level objectives for the financial year ending 31 March 2022 revolve around completing the transition to 100% MLI and
further expanding the reach of our Industrials Hive Operating Platform. We also have significant corporate activity planned with
a planned transfer to the Premium Segment of the Main Market of the LSE and rebrand of the Company.

a. Complete transition to 100% MLI - complete the d. Liquidity and brand - Move from the Specialist

remainder of the transition to a portfolio of 100% MLI
assets by disposing of the remaining £127.2 million
of non-MLI assets in Germany, Switzerland and
Guernsey, and reinvesting the proceeds as soon as
practically possible into UK MLI property.

. Maintain dividend - target at least 6.75p dividend

for the year. Through the careful management of
disposals, acquisitions, cash drag, and third-party
finance, Stenprop has maintained the full year
dividend at 6.75p through the three-year transition.
Stenprop seeks to establish property-related
earnings from the MLI portfolio, which will support
sustainable growth in the dividend from the financial
years commencing 1 April 2022 onwards.

. Industrials Hive operating platform - complete

the roll out of our new integrated ERP platform,
content management platform, and data
architecture. Evolve our sales and marketing process
to extract greater value through the integration of
our on-site customer engagement management and

CRM system, whilst also in-sourcing all customer
relationship management to deliver enhanced and
consistent customer service through all phases of
the lease lifecycle.

Funds Segment to the Premium Segment of the
Main Market of the LSE and, subject to shareholder
approval, change the status of our JSE listing from
Primary to Secondary to appeal to a wider range
of investors. Rebrand the Company to complement
the strategic direction of the business and enhance
understanding of our value proposition.

. Sustainability - enhance our ESG reporting by
improving the measurement and reporting of
key metrics. Encourage and embrace a culture of
responsible and sustainable operations by making
sustainability, and the needs of all our stakeholders,
central to all decision making.

4N dddd s
ddd's
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Sustainable and growing earnings and NAV

Once we hold a portfolio wholly of MLI properties
which is not impacted by the disruption, cash drag
and costs associated with transition, we are confident
Stenprop can generate a Total Accounting Return of
at least 10% per annum for investors. This return will
broadly be made up of the following components:

> > P

Income Capital Total

return growth accounting
return

The 4-5% income return is represented by the dividend
we are already paying on our portfolio, but in future
will be derived solely from our MLI portfolio. This
diversified income stream collected from over 1,000
different businesses forms the backbone of our Total
Accounting Return.

The 5-6% capital return is delivered through the uplift

in capital values of our MLI assets. This is predominantly
realised through the revaluation of our assets each year
and is reflected in the NAV of the Company. With the
rental income and rental values growing at 4-5%

per annum we expect property values to follow suit.
The impact of leverage will add further to the NAV.

Combined, these two elements should deliver a

Total Accounting Return of at least 10% per annum.
We believe that MLI in the UK has the potential to
continue growing in the medium to long term as
favourable structural shifts take place to our economy
and society, and as a result Stenprop will be able to
deliver sustainable and growing earnings into the
foreseeable future.

dddddldddas
> P p
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Further upside potential through the
Industrials Hive Platform

The Industrials Hive platform has been designed and
built to allow Stenprop to grow the MLI portfolio at a
progressively lower incremental cost, and hence benefit
from economies of scale. These scale benefits are
largely derived from a fixed central cost base which is
increasingly diluted as the wider business grows.

Our early stage modelling indicates that the central
costs associated with managing an average MLI unit of
c. 3,000 sq ft are currently £5,600 per annum, whilst
each additional MLI unit that we add to the portfolio

is likely to cost approximately only £1,500 per annum
more. This represents a saving of 73% on the current
cost per unit. With the assumption of a series of equity
raises and deployment of capital into new MLI assets,
the model shows that if Stenprop were to double the
gross asset value of properties in its portfolio it should
be able to cut the EPRA Cost Ratio by an absolute
amount of approximately 6% as a result of this scale
saving, producing in additional EPS of approximately
1p per share per annum.

Further upside can be achieved through the efficiencies
and revenue opportunities presented by the Industrials
Hive platform. Industrials Hive has been designed to
cut out friction and reduce costs from the process of
managing MLI property, whilst also supporting the
generation of additional revenue streams through a
sophisticated billing platform. Built on the Microsoft
Dynamics platform, when fully operational, Industrials
Hive will provide Stenprop with the latest technologies
and tools to deliver a class leading customer
experience, operating efficiencies and high-quality data
and business intelligence tools. We believe that these
benefits will materialise over the course of the next

few years, and that the platform itself will become a
valuable part of Stenprop’s business in years to come.

él See pages 04 to 05 and 16 to 17 to read more in
why invest in us and our business model
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Key Performance Indicators

Financial KPIs

[> ADJUSTED EARNINGS PER SHARE (PENCE)* [> DISTRIBUTION PER SHARE (PENCE)

Description

Calculated as EPRA earnings after Company-specific
adjustments. Adjusted earnings per share provides an
indication of underlying operating earnings that support
dividend payments. It excludes components not relevant
to core earnings performance of the portfolio such as
property and derivative fair value adjustments and gains/
losses on disposals. This earnings measure is applied
against all dilutive share options (see note 14 to the
financial statements).

Year ended 31 March 2021 review

Despite the uncertainty created by the COVID-19 pandemic,
we reported strong adjusted earnings per share of 6.78p,
which covered the full year dividend of 6.75p per share.
Earnings were impacted by an increased credit loss provision
in the year as a result of COVID-19, but also reflected the
strong leasing activity and demand for our MLI space.

‘dddde
dddds

* Previously called diluted adjusted EPRA earnings per share

Description

The growth in property valuations of our MLI properties,
owned throughout the current and previous periods
under review.

Year ended 31 March 2021 review

Our like-for-like MLI portfolio valuation increased
substantially as a result of the capitalisation of strong
growth in rents during the year (65%), together with a
component of yield compression (35%). The MLI asset class
has performed well, driven by the fundamentals of strong
demand and limited supply.

‘ddd's
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Description

The total distribution per share that Stenprop makes to
shareholders in respect of the financial year. Distributions
are paid twice yearly.

Year ended 31 March 2021 review

The 2021 financial year full year dividend of 6.75 pence per
share is fully covered by earnings. We are pleased that the
dividend has been maintained at previous levels despite
the pandemic and continued impact upon earnings of our
transition in terms of cash drag and costs. The dividend
reflects a yield of 4.6% on the year-end EPRA NTA of
£1.47 per share.

‘dd <

[> LIKE-FOR-LIKE MLI VALUATION INCREASE % [> EPRA COST RATIO %

Description

Administrative and operating costs expressed as a
percentage of gross rental income.

Year ended 31 March 2021 review

The EPRA cost ratio has increased over the year as we
continue to put in place the operational infrastructure
needed to scale our business. As we continue to grow the
MLI portfolio, the costs associated with our platform and
people will grow in smaller increments and we expect our
EPRA cost ratio to decrease steadily going forward after
we have completed our transition in March 2022.

él See page 21 to read more on
our post-transition Stenprop and page 173 for the
EPRA cost ratio calculation
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EPRA NET TANGIBLE ASSETS (‘NTA’)
PER SHARE (£)"

Description

EPRA NTA is aligned with IFRS NAV in that it includes
deferred tax liabilities with regard to properties classified
as held for sale. EPRA NTA per share represents the net
assets, as calculated by IFRS, but excludes the mark-to-
market on derivative financial instruments, the carrying
value of intangibles and deferred taxation in relation to fair
value adjustments of investment property and financial
instruments not held for sale. EPRA NTA is adjusted for the
dilutive impact of share options.

Year ended 31 March 2021 review

The increase over the year of our EPRA NTA of 6.5% has
been driven by like-for-like valuation increases of our MLI
portfolio of £31.0 million, or 10.1%. The impact of the MLI
increase has been diluted by frictional costs of buying and
selling and the fact that MLI represented 74% of the total
portfolio at year end.

"4

~ EPRA NTA recalculated for earlier years

>

Description

The percentage of Stenprop’s total property portfolio
reported in sterling as represented by MLI properties.

Year ended 31 March 2021 review

Stenprop continues to deliver on its strategy to become a
100% UK MLI business by 31 March 2022. At year-end, we
held MLI valued at £432.9 million, up from £309.0 million
a year earlier. We acquired 14 estates in the year for a total
purchase price of £91.5 million.

"4
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[> TOTAL ACCOUNTING RETURN %

Description

Total accounting return is the ratio of growth in EPRA
NTA per share plus dividends paid (cash and scrip) as a
percentage of opening EPRA NTA per share.

Year ended 31 March 2021 review

Total accounting return for the year was 11.4% and reflects
the increased NAV as a result of strong MLI valuation
uplifts in the year, together with the dividend that has been
maintained throughout our transition at 6.75p per share.

‘4

>

Description

The Group LTV is the ratio of the principal value of gross
debt, less unrestricted cash, to the Group’s aggregate value
of properties.

Year ended 31 March 2021 review

The Group considers it appropriate to maintain its level of
borrowings at no more than 40% of its gross asset value on
a see-through basis. The reduction in LTV during the year
reflects valuation increases in the year and unencumbered
MLI properties at year end valued at £27.2 million.

GROUP GROUP LOAN
LOAN-TO-VALUE TO VALUE
(LTV) EXCLUDING CASH
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Key Performance Indicators ...

Operational KPIs

MLI OCCUPANCY % LIKE-FOR-LIKE MLI RENTAL GROWTH %

Description Description

Occupancy of the MLI portfolio as a percentage of total The growth in the passing rent of the MLI portfolio owned
lettable area at the start of the financial year.

Year ended 31 March 2021 review Year ended 31 March 2021 review

Occupancy has increased over the year as a result of MLI like-for-like rental growth was 5.6% p.a. for the second
the strong demand for MLI space. This is evidenced by consecutive year as we successfully secured strong rental
increasing leasing enquiries over the year, culminating in uplifts upon rent review, the letting of vacant space and
Q4 2021 with enquiries 56% higher than the comparative at lease renewal. The gap between ERV and passing rent
perlod inQ4 .2020..Structura.I voids are decreasmg.a.s e remains substantial, delivering strong potential for further
improve efficiency in the letting process through digital uplifts in future.

marketing, the Smart Lease and the ability to sign on-line.

93.7% Link to strategy

o PPP

89.8% Link to risks

84.7% P b»

5.6% Link to strategy

son PP

4.8% Link to risks

T 4

2021

2020

2019

2018

MLI LEASE RENEWAL RATE

Description

The percentage of tenants who have chosen to remain in
occupation post a contracted lease expiry or break option,
during the current financial year.

Year ended 31 March 2021 review

We saw a healthy uplift in renewal rate during the financial
year due to a combination of enhanced customer service
from our Industrials platform and a lack of available supply
in the market limiting alternative options for customers.

il

Link to strategy

444

Link to risks

A 4 4 <

2021

2020

2019

2018
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A Year of Living With COVID-19

The last year has brought unprecedented challenges and opportunities for our Company.
Whilst we have battled with challenging market conditions, we have emerged a stronger and more
cohesive business, where a technology-enabled workforce has successfully delivered on behalf of

all our stakeholders. The table below plots the impact of COVID-19 over the course of the year from
the perspective of staff, customers and the wider market, and reviews some of our 2020 objectives
around managing the risks and uncertainties brought about by COVID-19.

As a Company, we
adapted to working
from home quite
seamlessly on the

back of significant IT
upgrades, which we
had undertaken over
the previous two years.
All staff were given
access to additional
home working
equipment, and on-site
staff were provided
with detailed guidance
as to what was and was
not possible in terms of
viewings and meetings.

Upon lockdown being
implemented, we
proactively wrote

to all customers to
provide information
and support around
rent payment. We
also hosted a page on
industrials.co.uk with
extensive information
on government grants
and other assistance
available. We set up

a case management
programme to
monitor requests and
conversations around
rent concessions

and abatements and
started offering rent
deferral options to

all customers.

30 day collections for
these initial lockdown
months were 60-66%
on monthly rents,

and 68% for the

March quarterly rents.
However, by the end
of June, the monthly
rents were up to
around 80% collected,
so signs were already
emerging that long-
term collection rates
would be more positive
than originally feared.

We started this period
with £77.9 million of
unrestricted cash. We
chose to conserve this
cash until the impact of
the COVID-19 pandemic
became clearer. The
only MLI transaction
we completed during
this time was for £3.75
million, which we had
under offer going into
the pandemic, and
which we completed
towards the end

of June when the
situation appeared to
be improving. However,
we did proceed with
the marketing of our
German retail assets,
as initial feedback on
the ground was the

German investment
market remained
largely unaffected by
the pandemic.

During this time,

many of our letting
agents were put on
furlough. As a result,
we relied heavily on
our on-the-ground
customer engagement
managers and digital
Smart Leasing process
to enable us to keep
transacting. This
enabled us to complete
42 leasing transactions
during the quarter,
some of which were

to occupiers seeking
to fill urgent space
requirements in the
early stages of the
pandemic. Overall
occupancy in the MLI
portfolio grew from 91%
to 92% as a result.

STENPROP
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After the initial
lockdown eased, staff
started venturing back
into the offices in
London and Stockport.
Changes were made to
the offices to allow safe
working with social
distancing in place,
whilst attendance was
purely optional. All staff
were rewarded with a
day off to thank them
for their hard work and
commitment during the
first lockdown.

The resurgence of
COVID-19 led to a
return to work from
home towards the

end of the quarter. We
ran a series of virtual
Christmas events for
staff, which brought the
team together for some
light-hearted fun.

Customer requests for
assistance reduced
dramatically in this
quarter and the
majority of businesses
were back up and
trading to normal
capacity. Many
customers reported
record months of
trading in July 2020.
Conversations about
clearing historic
arrears commenced.
The larger transactions
that had stalled in

the previous quarter
regained momentum.

October and November
were strong months for
most of our customers,
and those in the

leisure and hospitality
sectors managed to
enjoy a period of busy
trade, which helped

to compensate for
shutdowns earlier in
the year. However,

as December came
around and a second
lockdown beckoned,
we reintroduced
support packages

for customers unable
to meet their

rental obligations.

There was a marked
improvement in rent
collection over this
period, with UK

MLI monthly 30-day
collection rates
increasing 10% between
July and September.
Older arrears were

also decreasing, with
early pandemic periods
improving to register
85-90% collection
rates. Non-MLI
collections were close
to 100% for the period.

October and November
were strong months for
MLI rents, with 30-day
collections nudging
over the 80% mark in
November. However,
December saw the
start of a decline in
collections as concern
rose amongst our
customers regarding
the next lockdown.
Despite this, overall,
most remained in
occupation and trading.

In Europe, we

saw a slight dip in
collections, especially
in Switzerland where
our leisure asset was
once again closed.
Our Guernsey office
and UK urban logistics
remained unaffected.

Following strong
leasing enquiry data
coming out of the
Industrials platform, the
decision was made to
recommence our MLI
buying programme.
We completed the
acquisition of

£36.2 million of new
MLI assets during the
quarter in a market
with little competition.
The pricing of these
assets was attractive as
a result.

We also completed
on the sale of the first
German retail centre,
at a 15% premium

to 31 March 2020
book value.

Acquisition activity
remained high this
quarter with a further
£25 million of MLI
acquisitions. We also
successfully exchanged
contracts to sell

two more German
shopping centres at

a 19% premium to

31 March 2020 book
values. Marketing of
our remaining German
retail assets continued.
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Customer demand for
MLI hit record highs
during this quarter
and stabilised at levels
higher than pre-
pandemic. This surge
in demand facilitated
77 new lettings and
drove occupancy
levels up to 93.3%

by 30 September.
Demand for expansion
space to meet online
demand resulted in

a number of deals with
existing customers.

While leasing activity
slowed down in this
quarter as concerns
about a second wave
materialised, we still
completed 57 MLI
leasing transactions.
Demand from MLI
occupiers fell materially
in December, partly
due to the Christmas
period, but overall
occupancy remained
largely unchanged

at 93.1% as of

31 December 2020.
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A Year of Living With COVID-19

INTERNAL

CUSTOMERS

RENT COLLECTIONS

TRANSACTIONS

LEASING

The year started with
efforts to promote the
benefits of exercise and
wellbeing during the
third lockdown with
our 10,000 steps-a-day
challenge on behalf of
Brain Tumour Research.

él See pages 71and 75
to read more on
our Charity of
the year
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It became clear

early in 2021 that the
restrictions were not
going to impact our
customers as much as
they had before. Most
remained open and
trading, and it was just
our leisure customers
who remained shut and
unable to trade for a
prolonged period. As
a result, requests for
rent assistance were
extremely limited.

In Europe, our
customers were feeling
the second lockdown
more than the first
and, as a result, rent
concessions were
agreed, which were not
necessary in 2020.
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January and February
were poorer months
for rent collections

in the MLI portfolio,
although not as bad
as we had seen in

the first lockdown.
However, March
showed significant
signs of improvement,
and we continued

to have success in
collecting older arrears
from 2020, which took
overall collection rates
to over 90% for the
financial year to

31 March 2021.

In Europe, we struggled
more than usual. It

was a subdued quarter
with collections around
83%. Our Swiss leisure
asset remained closed
throughout.

The year started
well with a further
£25 million of MLI
acquisitions in four
transactions across
the UK.

We successfully
completed on two
further German retail
disposal transactions.
The first was one of
the shopping centres
where contracts were
exchanged at the end
of 2020; the second
was the Bikemax retail
warehouse portfolio.
The combined value
of these transactions
was €64.5 million.
Despite the impact of
the pandemic on rent
collections in Germany,
the investment market
remained strong for
the duration of the
year, whilst the quality
of the assets delivered
good liquidity and
higher pricing than pre-
COVID-19.

We saw a sustained

and material pick-up

in enquiries in 2021,
with levels rising

56% compared to

the December 2020
quarter. This resulted in
our busiest ever quarter
of MLI leasing, with 83
transactions comprising
over 212,000 sq ft of
space. Rents continue
to rise too, with 5.6%
like-for-like rental
growth over the year,
and average lease
incentives of under

a month for a

four-year lease.

At the end of the
quarter, we had a
further 234,000 sq ft
of space under offer,
which is encouraging as
we head into the new
financial year.




INTERNAL

CUSTOMERS

RENT COLLECTIONS

TRANSACTIONS
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LEASING

April 2021 onwards

We have successfully
grown a strong and
diverse office in
Stockport over the
last 12 months, and
this has enabled the
business to attract
both high quality

local talent and those
seeking to relocate
away from London. Our
geographically diverse
workforce, as a whole,
is more cohesive as a
result of working online
over the last year, but
we acknowledge that
a lack of personal
interaction has not
impacted everyone
equally. A work group
has been implemented
to help shape our
evolving hybrid work
model to ensure

a strong work/life
balance.

@ See page 76 to read
more on our people

and culture

The majority of our
customers are open
and trading. Our annual
customer survey
showed real optimism
about the future, the
need for more space
and relatively little
negative impact from
the pandemic on their
space requirements.

If social distancing
restrictions subside
more permanently and
when restrictions on
the enforcement of rent
collection are removed,
we will need to move
to settle outstanding
liabilities with
customers and seek

a return to a more
normal and sustainable
rent payment/collection
environment. We
remain committed to
supporting customers
with viable businesses
once normal

life resumes.

The early signs are that
April rent collections
remain in line with
March, and previous
experience from the
last lockdown gives

us cautious optimism
for the months ahead.
We expect that the
reopening of our
leisure occupiers will
significantly reduce the
amount of irrecoverable
rent, and that, in the
medium term, we will
successfully collect
around 95% of all rents
due over the past
financial year.

The MLI investment
market remains
buoyant and,
competitive, but
attractive. We continue
to see a strong pipeline
of opportunities at
below replacement
cost and with room

for significant rental
growth. The demise of
retail and uncertainty
over the future of
offices caused by the
pandemic continues

to push more capital
towards industrial
property, so we

expect more yield
compression whilst the
sector continues to
out-perform alternative
asset classes.

Our disposal
programme for the year
ahead is expected to
take us to 100% MLI by
March 2022, and we
are confident that the
quality of the assets
we are selling and the
strength of the markets
they are in will enable
us to successfully meet
this objective.

The pandemic appears
to have delivered

a structural shift in
demand for MLI units
in the UK. This, coupled
with our Industrials
platform and customer
focused offer, has
enabled us to transact
faster and with less
cost than ever before.
We are optimistic that
this will lead to further
downward pressure on
vacancies and deliver
rental growth in-line
with our 4-5% per
annum target.
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A Year of Living With COVID-19

STUDY

The onset of the COVID-19 crisis
affected all types of business in different
ways. The immediate impact of the
government announcements in March
2020 caused much uncertainty across
the business community, where our
customers questioned not only whether
they could use their space but whether
their business might survive.

The UK government’s first
announcement issued on 16 March 2020
asked the general population to stop all
non-essential contact and travel. With
rumours of a national lockdown already
circulating the prime minister ordered a
national lockdown on 23 March, which
came into effect on 26 March.

On 18 March 2020, we implemented a
digital solution to capture all contact
requests via an online form. The form
was shared amongst the main roles
that interface with our customers,
including asset and property managers,
customer engagement managers and
our accounts team. It helped us gather
key information to understand the
impact and the steps our customers
had taken to safeguard their business.
This information helped us to make fast

STENPROP
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Customer Contact Data Capture Form

Data capture form to manage our customer requests during Covid-19

* Required

1. Form submitted by (industrials or Workman staff member name): *

2.Unit Address *

3. Customer Name *

4.Customer Phone Number *

5. Customer Email Address *

6.What sector does the Customer operate/trade in? *

7.What has been the impact of the current crisis? *

Enter

8. What support has the Customer requested from Industrials?

9. Has the customer investigated any Government Support Schemes to support their business? *

10.General Customer Comments

11.Has a follow up call been arranged with the Customer? *

) No

decisions and implement the right policies to support them. We also posted advice
on the industrials.co.uk website on loans, support and other measured put in place by
the government to support SME businesses in the UK.

Over the course of the year, we logged 235 contact requests from customers. Most
requests came in March and April 2020, when the first lockdown was at its height,
before falling as lockdown measures eased and our customers returned to their

space to continue to trade.



To support our customers, we created a
COVID-19 rent arrears policy. The policy
enabled us to offer several options
based on specific circumstances. These
included:

Change to

payment frequency

Many of our customers pay their rent
quarterly in advance. This option
permitted them to change their
payment frequency to offer smaller
advance payments which supported
their cashflow.

Quarterly rents -

50% Deferral

This option was offered to those who
pay their rents quarterly in advance.
It permitted qualifying customers to
defer 50% of their quarter’s rent by
six months.

Monthly rents -

50% Deferral

This option was offered to those who
pay their rents monthly in advance.

It permitted qualifying customers to
defer 50% of their monthly rent by
three months.

Our team reviewed each individual
circumstance and delivered the
preferred solution to customers on

a case-by-case basis. The speed of
implementation of workable solutions
was widely welcomed by our customers,
who had been supported further by
our team of field-based customer
engagement managers who continued
to visit our assets, with in strict
adherence to COVID-19 guidance

and protocols. These factors helped
support rent collection during the year,
despite the restrictions imposed on
debt collection by the moratorium on
rent arrears.

Whilst several existing customers had
contacted us to seek payment support
from the onset of lockdown, the release of
restrictions in June 2020 unleashed a new
wave of demand for industrial space, as
businesses repositioned their operations to
continue to trade via alternative routes to
market. This was most notable within the
e-commerce sector as businesses sought
good-quality storage space near their
customer base to sell goods online.

Our digital marketing strategy helped
us capture new leads directly without
interruption and, whilst some of our
external agency partners had been
placed on furlough, our team of CEMs
remained fully functioning while
observing strict social distancing
measures during viewings.

STRATEGIC REPORT

Our digital leasing platform also proved invaluable to securing new demand for our space,

helping us contract with customers electronically. This removed several
points along the journey and allowed us to continue to lease our space
and efficiently.
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Our Serviced Industrial
Operating Platform

What do our customers expect?

User

riendly
0 Responsive
Serviced
Industrial
Customer
H focused

Over 50% of our customers have never
signed an industrial lease before. As

a result, many are unfamiliar with the
traditional practices of commercial
leasing and are wary of risks associated
with leasing industrial premises. They
are also increasingly looking to their
landlord to provide space as a service
(rather than just a simple box of space),
complete with after-sales customer care
and additional products and services
(such as cleaning or utilities).

7>

él Readers can read more on how we
incorporate the expectations of small
business owners in how we work
on page 39

To fulfil the requirements of our
customers, Stenprop has developed
the following additional products
and services:

» Multi-channel communications

» Customer relationship/account
management

» Online digital marketing

» Flexible terms

» Transparent and/or fixed price leasing
» Digital transaction management

» Direct to landlord leasing proposition
» Accurate billing and credit control

» Easy check in/check out processes

» Additional products and services (e.g.
utilities, refuse, etc.)

The benefit to the landlord of providing
a serviced industrial proposition is that
customers are willing to pay a premium
price for a service which reduces the
risk, hassle, and burden of leasing
commercial space. In addition, it offers
the landlord:

1. Differentiation - in a marketplace
with a relatively homogenous
product, the customer experience
and service offering is a key point of
differentiation for prospective and
existing customers.

2. Revenue - expanding the range of
products and services offered to
occupiers beyond the basic sq ft
lease opens up opportunities for
the serviced industrial landlord to
grow revenue.

3. Stickiness - customers receiving good-
quality customer service are less likely
to leave, especially if other competing
landlords are unable to replicate the
service currently received.

3 2 STENPROP
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Why do we need a platform?

83

locations

1.100+

customers

16,000+

invoices p.a.

100,000+ 5,500+
website visitors customer
p.a. enquiries p.a.

250
lettings p.a.

In order to deliver a consistent, high-
quality service to our customers, it is
necessary to implement and operate a
comprehensive operating platform. The
platform has three principal objectives:

1. Deliver a consistent, efficient and
comprehensive service to potential
and existing customers seeking
MLI space.

2. Deliver a significant and long-lasting
competitive advantage for Stenprop
and allow us to capture additional
revenue streams.

3. Enable Stenprop to manage
significantly greater scale at a
reducing marginal cost.

él Readers can read more on our strategy
to manage scale in Post-transition
Stenprop on page 21




Introducing Industrials Hive - our operating platform

Properties &
Products

Process & policy

There are three critical components to
our operating platform.

The key elements to each are as follows:

1. Process and policy - this element
governs how we operate our
business, the rules we stick to and the
policies we have in place as to how
we respond to specific circumstances.
For example, within this element
of our platform we would include
our marketing and sales strategy,
building maintenance policy, lease
pricing methodology, debt policy and
customer lifecycle strategy. This is
the ‘how to’ guide for managing MLI
and dictates the experience that a
customer will have when occupying
industrials premises.

2. Systems and technology - this
element covers all the software
and hardware that are required to

Our enquiries data

Enquiries is a good example of a data set that we did not
have before we introduced this capability to our operational
platform, having previously only used outsourced leasing
providers. This data tells us the number of customer enquiries
we receive daily, and can be stratified in many different ways
(such as by type, source, location, form, etc.). We use this

single data set to inform us of:

1. Enquiry volumes - how is the market performing this week

vs. last week/month/year?

2. Enquiry volumes by type - where should | spend my
marketing budget? How is customer behaviour changing?

3. Seasonal enquiry trends - when should | spend my

marketing budget?

4. Impact of COVID-19 - when should | conserve or spend
money? What is likely to happen next? What are the trends

post-lockdown?

Enhanced
Value

operate our MLI business, including
our finance and operating system,
customer relationship management
system, content management
platform, websites, apps, third-party
integrations, data model and business
intelligence system. These critical
pieces of software help govern and
implement the processes and policies,
whilst also capturing, cataloguing and
surfacing business data for users.

. Physical infrastructure - these are

the tangible elements of the platform
that are required to operate, such as
our UK-wide network of customer
engagement managers, the on-site
branding or our maintenance regime.
For our customers, these are the
visible elements that differentiate

an industrials estate from

our competitors.
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With the platform in place, we insert
properties and products as the raw
materials and generate enhanced value
as the output. This value is generated in
three principal ways:

1.

Higher revenue - happy customers
benefiting from excellent service

are less price sensitive and generate
higher margins. In the longer term,

it is our ambition to sell them more
products and services which is
mutually beneficial as our customers
have a better service while we are
able to grow revenue and business
profitability.

Lower costs - an efficient platform
can reduce complexity and enable
the business to run more efficiently,
reducing gross-to-net leakage. It
also enables the business to manage
additional units at a significantly
lower marginal cost, supporting
growth across the wider enterprise
and enhancing shareholder returns.

Data - a digital platform captures
high-quality and comprehensive data
on the operations of the business.
This data gives real-time insight to
users at the time of need enabling
better decision making and speeding
up business processes. It also delivers
valuable insight into the performance
of the wider business, enabling the
executive management team to make
key strategic decisions based upon
accurate and timely information.

6. A trend - how is the market evolving? What is the general
direction of travel? Where is the greatest demand and for
what profile of asset?

How do we use this data to create value?

As customers adjusted to life after the first UK lockdown, we
witnessed a very significant increase in customer enquiries

over the months of June, July and August 2020. On the back
of this surge in demand, in June 2020, we decided to change

our strategy of conserving cash and recommence our industrial

acquisition strategy. We did this approximately three months

ahead of many of our competitors, securing several significant
acquisitions from distressed vendors at pricing materially
below the levels that would have been paid in the quarter to

31 March 2020. This is a good example of the benefit of live

enquiry data, and how data from one sphere of our operating
business, such as leasing, can be applied effectively to other
areas of the business, such as investment.

5. Structural change - when should | increase rents? Where él See the MLI leasing enquiry
analysis graph on page 45

should | increase rents?
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Our Market

UK Multi-let Industrial (‘“MLI’)

Why MLI?
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MLI has outperformed retail and office in total returns since
1986. The chart above illustrates the average annual return for
direct industrial multi-let properties versus a range of other
financial assets over 1, 3, 5 and 10-year periods. Direct multi-
let industrial property has comfortably outperformed all these
sectors across all periods.
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The graph above shows the elements that make up MLI Total
Return. The strong and stable income return element makes
this asset class ideally suited for a long-term permanent capital
REIT investor like Stenprop.
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The graph above clearly illustrates that, whilst COVID-19 has
recently accelerated trends away from retail and towards
industrial/logistics, there has been a clear divergence in capital
values since 2014.

>
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Drivers of MLI performance

Industrial’s outperformance is driven by a number of
factors including cultural shift towards e-commerce and the
gentrification of the industrial occupational market, which
has resulted in a widening of the types of occupiers seeking
industrial space. The chart below shows the steep upward
trend of the value of UK retail spending online.
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In 2013, online accounted for 10% of the total UK retail spend,

and by February 2021 this had increased to 35% of the total.
COVID-19 significantly accelerated this trend and consumers
have embraced the convenience and cost effectiveness of home
delivery. MLI has benefited as much from this trend as ‘big box’
logistics, as many small businesses moved online, often to replace
or supplement existing high street premises that were closed.

The internet continues to make warehouse accommodation
increasingly relevant, with a greater focus on quality, value

and functionality of space. Industrial efficiency gains and new
technologies like 3D printing are enabling companies to start
‘on-shoring’ activities, driving demand for UK manufacturing,
which would previously have gone abroad. Cultural change driven
by technology such as driverless cars, big data and virtual reality
will drive demand for flexible space near conurbations, which can
adapt to changing occupational requirements. The pandemic has
highlighted the fragility of complex international supply chains.

STRATEGIC REPORT

Additional bureaucracy relating to Brexit has also made ‘on-
shoring’ attractive for many manufacturers. Retailers wanting
to preserve market share will also need to continue to secure
warehouse space to expand their online channels.

As MLI has evolved and trends in other asset classes have
accelerated, there has been a dramatic shift in equivalent yields,
as illustrated below, with MLI yields sharpening faster than office
or retail yields and surpassing both in 2018. This is driven both
by strong rental growth in industrial, a lack of investor appetite
for office and retail investments and a perceived change in the
risk premium associated with industrial investments because of
the gentrification and ‘main-streaming’ of the sector.
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Ou g Ma I‘ket CONTINUED

UK Multi-let Industrial (‘MLI’)

Demand and occupiers

Small businesses (1-49 employees) are of a size ideally suited to MLI units and account for 99.3% of all businesses in the UK

as shown in the graph below. If this is expanded to include all SMEs (1-249 employees), the proportion rises to 99.9% of all
businesses and 60.4% of all employment. Since 2000, the number of SME businesses in the UK private sector has increased by
69%. This growth has been driven by many factors, such as the advances in digital work technology, which has enabled small
business owners to operate competitively and efficiently together and often alongside large organisations.

Millions

6.0

Small Medium

H Businesses Employment Turnover

Source: ONS Source: ONS
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The graph below on the left, produced by Gerald Eve, shows the very wide range of occupiers in the MLI market as at the end of 2019.
Retail and logistics is a significant proportion of user activity in the sector, although it is even greater inside London where it is 65%

(vs. 37%). There has been a marked increase in the variety of occupiers in the MLI space as the sector has become more ‘gentrified’.
These more specialist and higher value product users are attracted to MLI space by the low rents, easy access and parking, proximity to
their customer base and increasing appeal as a customer-friendly environment. In the graph below on the right, occupiers such as high-
tech engineering, off-site servicing, leisure, and archiving are examples of user types who historically would not have occupied this kind
of space. The pace of the gentrification is illustrated below.
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Our Market

> This breadth of occupier type translates into very high demand
for space. Readers can read more on MLI leasing enquiries in
our MLI performance overview on page 45.

Within our portfolio, we have seen several new customer types

move into our units this year, including meal delivery box

distributors and forensic cleaning specialists. The latter half

of 2020 saw c.100% growth in average leasing leads vs. 2019

as the UK emerged from the first COVID-19 lockdown. After a

dip in leads as lockdown was reintroduced in December 2020,

n the first quarter of 2021 has seen a further c.50% increase in
lead volumes vs. the last quarter of 2020, indicating further

3 structural shifts in demand for MLI space.

As the occupational market has gentrified and demand has
increased, Stenprop continued to be well positioned to capture
this due to a:

High-quality portfolio in strong strategic locations and
0 densely populated areas;

Network of on-the-ground customer engagement managers
who conduct viewings, negotiate new leases and service
existing customers;

East Midlands
South West
West Midlands
East of England
Yorks/Humber
North West
North East
Scotland

Wales

Smart Lease model that offers a simple, fast and transparent
leasing solution for new customers; and

Source: Gerald Eve Proactive property management approach that ensures
estates are well-presented, enticing and offer ‘kerb-appeal’.

The estates within our portfolio are typically in densely
populated urban areas. This is the type of location that is most
desired by MLI occupiers as they seek to serve a regional
catchment and have access to a healthy pool of employees.
The creation of new multi-let industrial accommodation in
these types of area is very rare for several reasons:

1. Land supply - land availability in towns and cities in the UK
is severely restricted. Any land suitable for development will
usually be prioritised for residential uses. This is driven by
residential use ordinarily generating the highest land values and
the pressure local councils are under to have a five-year housing
land supply under the National Planning Policy Framework.

2. If residential or other high-value uses (such as care homes,
leisure, or health services) are not viable, then multi-let industrial
is still unlikely to become the preferred option of developers.
When developing industrial property, a single-let or ‘big box’
scheme is generally preferable due to lower construction costs
and the possibility of securing a ‘pre-let’ to a tenant, which will
assist in securing funding for the development.

STENPROP
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3. In most locations, multi-let industrial is not viable due to low
rents and high build costs. We estimate the cost to develop
a generic industrial estate, including acquiring the land, is
£125 per sq ft and rents of at least £7.75 per sq ft would
be required to make this viable. As MLI design has not
evolved significantly for 40 years, occupiers will typically
only pay a marginal premium to existing stock for new
build accommodation. The average passing rent across our
portfolio is £5.46 per sq ft and the average passing rent of
acquisitions this financial year is £6.21 per sq ft, meaning
that, in most locations, new MLI development is not feasible
without external assistance by way of grants, etc. Given the
quality of the locations where Stenprop owns MLI assets
and the underlying land values, we are of the opinion that in
the most attractive locations, rents of £9 per sq ft or more
would be required in order to make development viable,
should the land even be available.

It remains possible to acquire income producing estates at
significantly less than development cost, meaning that most MLI
investors are focused on investment rather than development.
The average capital value of estates acquired in the financial
year ended 31 March 2021 was £85 per sq ft, 32% less than the
construction cost of those properties. With construction cost
inflation running at levels similar to MLI rental growth, this gap
seems unlikely to close in the near future and hence the supply
of MLI space across the UK is likely to remain inelastic.

Rental growth

Due to the increased demand and continued low levels of
supply, there are strong rental growth trends in the UK MLI
market across all regions.

This is borne out by the performance we have seen in the
growth of contractual and passing rents on a like-for-like basis
within our MLI portfolio:

Year 2020 2019 2018

Growth Rate 5.6% 5.6% 4.8%

Our operating model is designed to capture growth as soon as
practicable and translate this through to improved earnings and
valuations. Short leases allow growth to be captured on a more
regular basis than longer terms. Most leases are drafted outside
the Security of Tenure provisions of the Landlord and Tenant
Act 1954 (‘Landlord and Tenant Act’), meaning that at lease
renewal terms are negotiated on an open market basis, rather
than governed by way of the strict procedure the Landlord and
Tenant Act legislation requires. In addition to this, our Smart
Lease typically includes annual fixed uplifts, which means that
the passing rent tracks more closely with market movements,
delivering incremental rent increases throughout the lease term
and reducing the discrepancy between market value and passing
rent at lease renewal. Indeed, 78% of new leases signed in the
March 2021 quarter included this provision.

STRATEGIC REPORT

How we work

HOW WE WORK

User
friendly

Flexible Responsive

Serviced
Industrial

Customer

Low risk focused

Quick

Our operating model is designed to deliver ‘Serviced Industrial’
accommodation to our customer, something that is typically
difficult to offer on single-let assets leased on full repairing
and insuring terms with no common services. We believe this
benefits Stenprop by:

1. generating additional revenue streams and enhancing
operating margin through the delivery of additional
products, services and value to our customers;

2. providing our customers with a service that better meets
their needs, helping to reduce vacancies and offering a key
differentiator between Stenprop and our competitors; and

3. increasing the barriers to exit to existing customers by
offering a service level that is difficult to replicate elsewhere.
This enhances the lease renewal rate, driving down vacancy
and the cost of new leasing.

The delivery of a Serviced Industrial product requires an
operating platform that supports a range of products and
services. Some elements of our serviced industrial offer are:

1. strong branding under our Industrials.co.uk name;

2. face-to-face customer service driven by our extensive
network of on-the-ground customer engagement managers;

3. fixed price leasing to give clarity of total expenditure over
the period of a customer’s lease;

4. reduced friction throughout the leasing process with our
Smart Lease and clear customer journey mapping;

5. a proactive approach to ESG for the benefit of our
customers and the wider community. This includes the use
of hybrid cars and the installation of solar panels and
LED lighting;

6. the use of paperless and digital transaction management to
increase speed and efficiency; and

7. multi-channel communications including live chat, our
0800 call centre and web forms.

Further information on our serviced industrial operating platform
can be found on pages 32 to 33
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Our Market ...

Investment market

All property returns in the 12 months to February 2021 were
0.6%. Industrial outperformed the market with a total return
of 1.4%. JLL forecasts this trend continuing with Industrial
projected to provide total returns of 6.2% in 2021 vs. all
property returns of 4.7%.

CBRE reports that industrial investment volumes were initially
subdued following the outbreak of the COVID-19 pandemic
but have rebounded strongly, particularly in the traditionally
strong December quarter. This has been accompanied by
slight yield compression of 0.25 to 5.25% net initial yield (‘NIY”)
for ‘Good Secondary Ex Greater London Estates’ since June
2020, as volumes began to increase. Within CBRE’s April

2021 investment yield analysis, high street retail, shopping
centres, and regional offices were all trending weaker with
only supermarkets, retail warehousing and industrial trending
stronger. CBRE anticipate industrial yields will continue to
harden due to an increased weight of capital seeking industrial
exposure, this, in part, will come from less experienced
investors entering the market through joint ventures and

M&A activity.

INVESTMENT VOLUMES
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With negative structural trends evident in the retail and office
market, industrial has attracted an in-flow of capital. The graph
above illustrates the breadth of capital investing in the UK
market, with private equity leading the way and seeking to
capitalise on rental growth and future yield compression.

Recent acquisitions

Stenprop’s specific set of investment requirements are
as follows:

» modern, purpose-built MLI estates; and

» well located within, or close to, densely populated
urban conurbations.

We generated a strong pipeline of potential acquisitions in

this financial year, and we analyse all potential investment
opportunities against these strict requirements. After a slowdown
in supply at the start of the financial year with the first lockdown
in the UK, we saw a strong recovery in supply to more typical
levels. The March 2021 quarter was a little quieter than we would
have expected, largely as a result of another COVID-19 lockdown,
but we anticipate supply to bounce back during the remainder
of 2021 as vendors seek to dispose of assets that they held back
from sale in the early part of the year.
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Our pipeline (see graph below) is generated by having a clear
investment requirement, a proven track record of executing
deals efficiently and quickly, an excellent regional network of
investment agents and, increasingly, by direct approaches from
vendors looking to sell their assets to a trusted and professional
purchaser. Six of the 14 acquisitions completed in this financial
year were on an off-market basis, and these types of transactions
allow us to agree a negotiated purchase price rather than having
to engage in ‘best bids’.

NM T ST NMMTET S AT S NS S NS S NS S
0occ%9c0do0ocdcodocPco0co0c000%a0c00C

2015 2016 2017 2018 2019 2020 2021

No. of deals

B Deal volume

In recent years, there has been a clear ‘portfolio premium’ of
up to 10% for larger transactions and, because of this, over

the last 12 months, we adopted an aggregation approach

by acquiring 14 estates in separate transactions. With this
approach, we have secured better value and have been able to
grow our portfolio by adding individual assets, each carefully
selected, based on their individual merits. However, in the
longer term, the intention is to pursue a mixed investment
strategy of acquiring both individual assets and portfolios.

STRATEGIC REPORT

In the last financial year, we acquired assets from a range of
vendors including UK institutions and UK property companies.
The below graph illustrates this breakdown relative to previous
years. The MLI market in the UK remains highly fragmented
and, as a result, we expect to continue to acquire from a
diverse range of different vendors with a similarly diverse
range of reasons for selling.

FY18 FY19 FY20

. Institutional investor Property company Other

Local authority D Private investor

. Listed property company

Private equity

- i oy
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Our Portfolio

78.1%

74.3%
UK MLI
Asset value: £432.9m

Gross lettable area:
521,288 sq m

Annual gross

rental income: £30.2m

Lettable area by
market sector

W\

3.8%

UK urban
logistics

Asset value: £22.2m
Gross lettable area:
21,861 sq m

Annual gross

rental income: £1.7m

[ ML 88.8%
¥ Nursing Homes 3.3%

Office 1.8%
M Retail 2.4%

H Urban logistics 3.7%

Annual gross rental
income by market sector

UK PORTFOLIO

\ \

GERMAN PORTFOLIO

10.1%

Asset value: £59.1m
Gross lettable

area: 27,604 sgq m
Annual gross

rental income: £3.6m

9.7%

Asset value: £56.2m
Gross lettable

area: 10,564 sq m
Annual gross

rental income: £4.4m

SWISS PORTFOLIO

2.1%

Asset value: £12.0m
Gross lettable area:
5,974 sqm

Annual gross

rental income: £1.0m

ML 73.7%
¥ Nursing Homes 5.8%

Office 10.8%
M Retail 5.5%

H Urban logistics 4.2%
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Our MLI Portfolio

UK geographic sector breakdown by value

@12.0%

Scotland

5.5%

' . North East

21.3% /
North West 13.8%
‘ Y:rlf_'shir%and
the Humber
2.6% P 379

East Midlands

(o) 11.8% Gross portfolio value
East of

North Wales

10.4% ®

England
West Midlands " . /
4.2% °°
South:Wales ‘ .
. .\
3.2% @ o 11.5%
South West . . ! South East
o O

Tenant industry sectors of MLI Portfolio, by revenue

24.5% 24.5%

Manufacturing Wholesale and retail trade;
repair of motor vehicles
and motorcycles

EE
?E%
5.7% 5.1%

Private individuals Professional, scientific
and technical activities
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Annual gross rental income

Assets

of total assets

12.7%

Administrative and support
service activities

<<

4.5%

Arts, entertainment
and recreation

(&%

7.0%

Construction

16.0%

Other
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Property Report and

MLI performance overview

Despite the global pandemic, the MLI market and
our portfolio performed well during the last year,
allowing us to reduce our vacancy rate materially
over the period. Demand has risen significantly
because of the acceleration of consumer trends
towards online retail, and the sector has proven
resilient operationally through the lockdowns.
Very limited supply of new MLI space entering
the market and low levels of vacancy have
continued to put rents under upward pressure,
whilst lease incentives are down to almost
insignificant levels. Despite the growth, witnhessed
rents remain very affordable especially for new
entrants into the market who are migrating into
MLI from more expensive sectors (such as retail
and offices). Our efficient operating platform and
Smart Lease offer has enabled us to capitalise

on the opportunity and capture the demand
generated through our Industrials brand, whilst
we have also consistently generated significant
uplifts at lease renewal from existing customers.

Portfolio Change

Vacancy has reduced from 9.0% to 6.3% during the year as
demand has outstripped supply across the UK. Income has
grown as we added over £90 million of new MLI estates to the
portfolio and captured additional rent at renewal and upon
new letting.

DIFFERENCE BETWEEN CONTRACTUAL
RENT AND CURRENT PASSING RENT

Income (Em pa) Vacancy %
35 16

30 \ 14
25 \ 12

\ 10
20

15

Ql Q@2 Q3 Q4 Q5 Q6 Q7 Q@8 Q@9 QO Qn Q2
2019 2019 2019 2019 2020 2020 2020 2020 2021 2021 2021 2021

Il Contractual Rent EoP
=== Vacancy %

I Passing Rent EoP

Investment Update

Income

For the second consecutive year, like-for-like rents grew 5.6%
over the year as we captured significant rental uplifts upon
new lettings and at lease renewal.

RENTAL UPLIFTS - CUMULATIVE RENTAL
GROWTH (LIKE FOR LIKE)

6%

5%

TARGET: 4-5%
4%
3%
2%

1%

Like-for=like rental growth

0%

Rents

ERVs grew 6.2% during the course of the year, resulting in an
increased gap between passing rent and ERV (12.5% vs 10.1%
in the previous year), leading to increased potential for rental
uplifts upon reletting or renewal. The increasing number of
fixed rental uplifts in the leases is also generating 5.2% of
guaranteed rental uplifts to come within the current lease
terms vs 4.6% last year.

RENT BRIDGE AS AT MARCH 2021

£36m

+20.6%

£34m

+12.5%
£32m

+5.2%
£30m

£28m

£26m

£24m

Current  Rent free Contractual Portfolio Occupied
Passing periods Rent Reversion ERV
Rent & fixed

uplifts

Vacant ERV
Space
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Demand Leasing Activity
We have witnessed a structural shift in MLI demand as a Key statistic: £5.35 million of contractual rental income signed
result of COVID-19. Enquiries for MLI space, received into over the period in 259 transactions.

our Industrials Hive platform, have increased 56% in the first

quarter of 2021 vs the last quarter of 2020. We continue to capture significant uplifts in passing rent on

renewal and the signing of new lettings. The number of lettings
completed also remains high, as we let more units than we take
back, thus reducing vacancy.

MLI LEASING ENQUIRY ANALYSIS

INDUSTRIALS ALL LEASING ENQUIRIES DATA LEASING ACTIVITY FY21

90 30.0% .,
c
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W Other Q121vs Q4720 § - ;
o
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3 5 15.0% o
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=-—Renewal - Based rent ahead of previous passing rent
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AVERAGE LEASE TERM AND INCENTIVE TENANT RETENTION

77.8%

Average incentive given

Average certain lease term and Average Term

= 82.0%
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Property Report and Investment Update

CONTINUED

Customer Engagement Highly Diversified Portfolio

)

I North West (23%)

Il Yorkshire and the Humber (15%) L

East of England (12%)

West Midlands (11%)

Scotland (10%)

South East (9%)

North East (5%)

North Wales (4%)

South Wales (4%)

East Midlands (4%)

Q1 Q2 Q3

South West (3%)

Il Traditional lease Smart Lease

>

Contractual Rent by Top 10 Customers as % of Total Contractual Rent

87'/- 13%

Each =1%
Total = 9%

Hl Remaining JD Sports Gyms Limited

M Unipart Group Limited Sicame Electrical Developments Limited
Utopia Deals Limited Unifrax Emission Control Europe Limited
Rexel UK Limited Rigid Containers Ltd
Kerry Ingredients (UK) Limited Knorr-Bremse Rail Systems (UK) Limited

Jigsaw Foods Limited

>

Contractual Rent £ pa by Industry Type

Il Manufacturing (25%)
Il Wholesale & Retail Trade (25%)

Administrative & Support
Service Activities (13%)

Construction (7%)
Private Individual/Unknown (6%)

Professional, Scientific &
Technical Activities (5%)

Arts, Entertainment &
Recreation (4.5%)

Transportation and Storage (4%)
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Investing in our space to
meet customer needs

Old Mill Industrial Estate is located to
the south east of Preston city centre.
The estate comprises over 100,000 sq
ft of multi-let industrial space arranged
in a series of terraces. In October 2020,
we identified an opportunity to enhance
asset value by delivering a substantial
capital works project to improve the
building fabric, simplify leasing for
existing customers and maximise
income return.

The roofs on six terraces were failing as
a result of a history of underinvestment
and inadequate patch repair works by
previous owners. Most of the leases
held by customers were on Full
Repairing and Insuring (‘FRI’) terms,

meaning that they were liable for repairs.

However, the occupiers generally lacked
the knowledge or awareness of their
responsibilities under their lease and
were unable to undertake the

works required.

Our strategy centred on overhauling the
failing roof cladding whilst engaging
with customers to restructure their
leases in return for a longer lease
commitment and higher rent. We
forecasted a strong financial return

by securing higher rental values and
increasing demand for the space.

Our team of customer engagement
managers liaised with each customer
to understand their issues and their
preferred outcome. It became clear
that customers wanted simplicity and
would be willing to contribute a higher
rental offer if their ongoing repairing
obligations were simplified so they
could focus on running their business
operations from fully functioning and
hassle-free business space.

To meet customer requirements, new
leases had been drafted on Internal
Repairing and Insuring (‘IRI’) terms,
meaning that our customers must only
look after the inside of their space.
Furthermore, the new leases had

been secured using our digital leasing
platform and Smart Lease terms and
conditions, thus ensuring the cost of
each new transaction remained low.

The newly agreed income profile for
contracts secured is 30% above the
previous passing rent and 18% above the
March 2020 ERV.

With support from our customers, we
instructed a comprehensive package
of works that comprised of a full over
cladding of each terrace, upgrading the
existing rainwater goods to increase
capacity, as well as replacing all
existing rooflights with modern glass

e

STRATEGIC REPORT

reinforced plastic (‘GRP’) single skin
translucent panels.

The delivered specification provides a
watertight finish with a 15-year insurance
backed guarantee and an expected life
in excess of 25 years. The units benefit
from increased levels of natural light,
whilst the addition of an extra layer

of insulation has improved thermal
performance and energy efficiency

of the space.

Such projects can be complex,
complicated further with busy
customers who need to have
unrestricted access to their space.
The project was delivered in line with
budget and ahead of schedule. Most
importantly, customer feedback has
been emphatically positive, delivering
peace of mind and a longer-term
commitment to the estate.

This initiative was conceived and
delivered by our team of experienced
property professionals, to include

both asset and customer engagement
managers. By leveraging strong
relationships held directly with our
customers this project delivered a win-
win outcome for all parties and ensured
that Old Mill Industrial Estate continues
to offer high-quality, sustainable multi-
let industrial space long into the future.
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St Andrews Industrial Estate,”

Asset management starts on day one

Assessing where we can make
improvements to add value is a key part
of our due diligence ahead of making an
investment and allows us to start active
asset management immediately when
we acquire new properties. Two new
assets had been acquired in prominent
and central locations in Glasgow, and the
Industrials team’s early hard work and
effort secured full occupation just months
after acquisition.

St. Andrews Industrial Estate in Glasgow
was acquired in July 2020. Upon
acquisition, there were two unoccupied
units, totalling 11,000 sqg ft and
representing a 15% void rate for the asset.

We embarked upon a scheme of capital
works, which covered 49,000 sq ft of
space and comprised an overclad of the
roofs and a full external redecoration.
This scheme enhanced the quality of the
space whilst aligning the branding across
the full terrace to deliver contemporary
aesthetics.

We have subsequently let both vacant
units in December 2020 and January
2021 at a 6.4% premium to the estimated
rental value ('ERV’) we had forecast
upon acquisition.

TN
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Glasgow

Excelsior Industrial Estate in Glasgow was
acquired in September 2020. One unit
was vacant, spanning 4,300 sq ft, which
represented a 7% void rate for the asset.

The unit was fully refurbished
immediately once acquired to ensure
that it was ready to let. Within a short
space of time, our local customer
engagement manager (‘CEM’) negotiated
with an existing Industrials customer
from another Industrials asset in north
west Glasgow.

The customer was outgrowing its
existing space and, with no alternative or
available space at its existing estate, had
been assessing options to relocate. Our
CEM utilised the newly acquired stock
and devised the solution to relocate and
upsize them from one Industrials estate
to another.

Intimate knowledge of our customers’
requirements has enabled us to stay alert
to changing needs to explore options

to retain businesses. With a growing
portfolio, we can utilise our network of
high-quality and well-located MLI stock
to offer multiple unit solutions to our
customers, meaning that our clients can
adapt and expand without disruption.

Excelsior Industrial Estate,

—

P

Simon Ross Head of Asset
Management

Glasgow

STENPROP
ANNUAL REPORT 2021

48



The share of internet sales, as a
percentage of total retail sales, has
been increasing year-on-year since
2006. Consumers continue to look
online when buying goods and services
as the user experience continues to
improve to offer more choice, price
transparency and, most importantly,
fast and efficient delivery.

Peak internet sales have routinely
occurred each year in November in
the run up to Christmas, with the
share of online sales moving from
18.8% in November 2016 to 21.6% in
November 2019.

COVID-19 forced the general population
to stay at home, meaning they turned

to the internet to buy anything and
everything - from their weekly shop,
new white goods, or materials to tend to
home improvements.

New breed of demand

November 2020 set a new record

with the share of online sales reaching
36.2%. This has resulted in many small
businesses needing to develop and
launch an online arm to their business,
typically choosing to do so from
industrial business premises that offers
the benefit of low costs, good labour
supply, flexible space and easy access.

This year we’ve seen
new users entering
the MLI market, such
as last-mile grocery
operators.”

Simon Ross Head of Asset
Management

STRATEGIC REPORT

The Modern Milkman

The Modern Milkman is a plastic-
free grocery delivery service that
makes it possible for its customers
to order fresh milk and other

groceries from the convenience
of their smart phone for delivery
to their door. This is a modern
take on the traditional milk

round, where the aim is to help
customers reduce waste and reset
the throwaway society.

This customer found our space
on our industrials.co.uk website,
and took its first unit from us

in January 2021. The business
has since expanded and now
leases four units from us in
Loughborough, Sheffield, Deeside
and Wigan. Its expansion was
facilitated by our network of
customer engagement managers
who were able to co-operate

to offer a shortlist of suitable
industrial units around the UK
within their target locations.

Each new location met the
customer’s needs, being near local
households with an abundance of
nearby transport links. The space
it leases offers room to store stock
within well-configured and open-
plan space that can accommodate
the distribution of goods to

its customer base within tight
timeframes.

The Modern Milkman’s expansion
plans were made easier by its

familiarity with the Smart Lease.
The simple terms and the ability

to receive, review and complete it

all online meant that the business

was able to act quickly and secure
suitable opportunities when

they arose.

Tom Shaw, Co-Founder and
Operations Manager at Modern
Milkman said: “The Smart lease
is the best thing for us. With the
speed at which we are growing,
it is so important that we can
move quickly. The Smart Lease
has enabled us to do this despite
working remotely.”

STENPROP
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Property Report and Investment Update

We have extended the leases of three
single-let urban logistic assets over
the course of this year. WAULT is now
two years to break and 4.1 years to
lease expiry.

The transactions included:

A new 10-year lease to Menzies
Distribution Limited at 1 Europa
Drive in Sheffield. The lease included
a tenant-only break option after
three and five years, and an upward
only rent review after the fifth year.
The rent increased by 4% from the
previous passing level.

A new 10-year lease to Booker
Limited at Unit 1, Knightsbridge Park
in Worcester. The lease included a
tenant-only break option and upward
only rent review after the fifth year.
The rent increased by 12% from the
previous passing level.

Whilst extending this lease, we

took the opportunity to regear a
separate lease at Unit 35 Merthyr
Tydfil Industrial Park also let to
Booker Limited. This lease expires

in July 2021 and we have signed a
reversionary lease that extends the
term for a further 10 years with a
tenant-only break option and upward
only rent review after the fifth year.

We intend to retain
our urban logistics
assets as part of our
wider MLI portfolio.”

Julian Carey
Managing Director

Over the last year, two small leases
were renewed for a total annual rent

of £33,000. We secured an uplift from
the largest tenant at its July 2020 rent
review of £22,000 and settled an RPI
rent review on the lease to the second
largest tenant, securing an uplift in rent
of £71,000 pa.

The office investment market in the
Channel Islands remains robust. There is
strong demand, but transaction volumes
have fallen due to a lack of supply. This
was compounded in the first half of the
financial year due to COVID-19, with
total volumes of £185 million and

£220 million in 2018 and 2019
respectively, falling to only £61 million

in 2020. There was no material shift in
yields over this period.

There has been some difficulty for
investors from outside the islands
gaining access in the last year due

to travel restrictions and quarantine
requirements. As these restrictions are
lifted there is likely to be an increase in
transaction volumes. Having said that,
locally based high net-worth individuals
and syndicates have been the most
active buyers in the market in the last
three years and can acquire assets of
£50 million+ with no recourse to debt.

Despite the prevalence of local investors
there has been an expanding pool of
global investors attracted by long lease
lengths, strong covenants, and a proven
discount to mainland UK investment
opportunities.

This asset is scheduled to be sold before
March 2022, and brokers were appointed
to start marketing the property in April
2021. We anticipate strong demand
given the asset’s high quality, solid
occupational market, and positive
investor sentiment.
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There have been no material asset
management events in the previous
financial year. Rent collection has been
100% and we intend to complete the
sale of these assets by March 2022.

The food anchored, covered shopping
centre was marketed for sale at

the beginning of 2020 through a
formal process run by CBRE, and we
successfully notarised a sale contract
in December 2020. The sale will
complete following the satisfaction

of the last sale condition.

The centre performed well over the
year despite some of the COVID-related
government-imposed restrictions. Even
when these restrictions were in place
during March to June 2020 and January
to March 2021, we maintained collection
rates above 80%. We also completed
the lease regear to our anchor tenant
who represents 17% of the income from
the centre. The new lease is for a 17-year
term post the completion of tenant
enhancement works.

STRATEGIC REPORT

The health club tenant has been closed
for most of the year due to COVID-19
restrictions and remains closed as of
April 2021. Rent payments have been
intermittent with 37% of rent due,
collected over the year. We are
planning to sell the asset in this
financial year and have active interest
from potential investors.
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Property Report and Investment Update

In this financial year we completed 14
separate acquisitions for a net value

of £91.5 million in a range of large
towns and cities across the UK. These
acquisitions added good quality estates
to our existing portfolio in markets with
strong fundamentals and which met
our strict investment requirements. In
an investment market characterised

by increased demand which is driving
yield compression the average yield at
acquisition compared favourably with
those in previous years.

Of the 14 acquisitions, only two had
formal closing dates, with pricing on the
remainder being agreed on a negotiated
basis either off-market or following a
limited marketing campaign. The market
remains fragmented and hence the type
of vendors remains diverse, although
during the financial year ended

31 March 2021, we executed on a greater
proportion of distressed institutional
sales than normal as a result of open-
ended funds coming under redemption
pressure. There are a range of sale
motivations from vendors including
moving to investments that require less
management, reaching the end of their
business plans, pressure to raise capital,
and those reweighting their portfolio

or changing their asset profiles (size,
location, quality etc).

The largest acquisition during the period
was Bowthorpe Industrial Estate in
Norwich, acquired from the Blackrock
Industrial Trust. The purchase price was
£19.6 million, representing a NIY of 6.4%
and a capital value of £80 per sq ft.
This asset was formally launched in
March 2020, at a quoting price of

£20.7 million and was subsequently
withdrawn following the onset of the
COVID-19 pandemic. As we gained
comfort from the positive trends

within our own portfolio relating to
rent-collection, rental growth, and
occupational demand we made an
approach and negotiated the sale in
July 2020. With an average unit size of
c3,200 sq ft the estate is well suited for
us to release maximum value through
the use of our Smart Lease and serviced
industrial model.

We completed the acquisition of Mandale Business Park, Durham in October 2020,
for £11.2 million representing a NIY of 6.7% and a capital value of £82 per sq ft from a
developer who had completed a back-to-frame refurbishment across all five terraces.
This asset was originally marketed in June 2019 but failed to sell. We tracked the
asset and made an approach and agreed a negotiated price. This estate provides
highly specified multi-let industrial accommodation with an excellent letting history
in a strong location just off the Alin Durham.

Newburn Riverside Industrial Park, Newcastle was acquired in February 2021, for
£10.9 million representing a NIY of 6.8% and a capital value of £93 per sq ft from
Aegon’s (previously Kames) retail fund. It was marketed as part of a package with
some adjacent office accommodation, and we made an approach on the industrial
element only. This is a modern, well specified estate in a very strong strategic
location adjacent to the Al to the west of Newcastle City Centre. The Newcastle
industrial market has been performing well over recent years, and we are pleased to
increase our weighting to this market as a result of this acquisition.
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COUNT OF PURCHASES MADE BY
VENDOR MARKETING METHOD

ACQUISITIONS BY REGIONS FY2021

Openly marketed -
Formal closing date

Off market

Limited marketing -
No formal closing date

Yorkshire & Humber
West Midlands
South West

South Wales
Scotland

North West

North East

East of England

(0] 1 2 3 4

5 6 7 8

Summary of MLI acquisitions made over last 4 years

1 2 3
Number of Purchases per region

NIY (inclusive
of guarantees)

Rent (inclusive
of guarantees) at

Purchase Price GIA Cap Val assuming 6.5% costs acquisition £ per sq ft
FY17/18 £21,253,983 476,766 £44.58 6.72% £5.58
FY18/19 £103,519,650 1,683,966 £61.1 6.90% £4.75
FY19/20 £38,181,770 504,137 £75.74 6.85% £5.98
FY20/21 £91,535,000 1,089,037 £84.05 6.64% £6.21
Total/Average £254,490,403 3,753,906 £67.79 6.78% £5.43

CASE STUDY - SUCCESSFUL TRANSACTING: SALE OF BERLIN SHOPPING CENTRES ABOVE NAV

The profile of the
assets, their strong
locations and a
well-run process
allowed us to achieve
successful sales above
book values despite
the considerable
uncertainties

brought about by the
pandemic over the last
12 months.”

Having disposed of the majority of our
non-MLI UK assets, we began to focus on
the disposal of our German portfolio to
fund the transition to an MLI business. The
completion of the sale of our largest asset
in the portfolio, Bleichenhof took place

in February 2020 ahead of the onset of
the pandemic and at this time we were
underway with the preparation for the sale
of the three food anchored retail centres.

The three Berlin centres, Neucolln Carree,
Victoria shopping centre, and Hermann
Quartier, which had been acquired
individually over the previous 15 years,
were all anchored by prominent food
retailers to include Kaufland, REWE and
EDEKA. The three centres comprising

a total of 35,000 sq meters are located

in the popular, growing south west
suburbs of Berlin and were 99% occupied
at the point of marketing. CBRE was
appointed sales advisor given their local
retail expertise, combined with their
international investor reach, to run a
comprehensive marketing process to
allow us to maximise value from the sale
of these assets.

We commenced the sales process in early
2020 and initial interest in a portfolio
acquisition was strong from both
domestic and overseas buyers attracted
by the locations, long term secure income
and growth potential. As the impact of
the pandemic became clear, most of the
international purchasers fell away, but

Image courtesy of CBRE

we retained good interest from domestic
buyers. As the buyers became more
focused on the specific characteristics
of the assets, it became clear that to
maximise value from the sales we needed
to focus on individual asset sales rather
than a portfolio approach. We worked
hard to position the assets in the most
favourable light, extending leases where
possible and used the competition
generated from the sales process to
achieve favourable results.

At the time of writing we have
completed on the sale of Victoria and
Neucolln, with Hermann notarised
and awaiting completion. Following
the completion of Hermann we will
have achieved an aggregate sales
value across the three centres of €95
million which represents a 15% uplift to
our March 2020 valuations and most
importantly the focus and cash to
continue our transition towards a UK
MLI business.
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Financial Review

We are pleased to be reporting
strong results in a year that
saw much turbulence and
uncertainty. Whilst we were

not immune from the effects

of the pandemic, we have been
encouraged by the fact that

the MLI asset class has been
able to clearly demonstrate

its resilience and versatility.
Regional e-commerce sales

and distribution channels are
becoming ever more important,
and MLI has shown its appeal to
an increasingly diverse range of
businesses, that have translated
into increased tenant demand,
growing rents and increased
occupancy.

Our ongoing transition to being 100%
MLI was put on hold in the first quarter
of the financial year as we focused on
maintaining a healthy cash balance as
the pandemic took hold. However, early
signs of a strong recovery in MLI from
our Industrials Hive platform meant

we recommenced our acquisition
programme in June and we concluded
the year having acquired 14 MLI estates,
in separate transactions, for a total
purchase price of £91.5 million before
costs which was in line with our target
for the period. Our MLI portfolio now
totals 5.6 million sq ft, and at the
year-end made up 74.3% of our total
investment property portfolio by market
value. We also had a successful year in
terms of our planned disposals with all
our wholly owned German properties
sold or notarised during the year, at an
average premium of 15% to the March
2020 valuations.

The board of directors (the ‘Board’)
have declared a dividend of 3.375 pence
per share for the six months ended

31 March 2021, bringing the full year
distribution to 6.75 pence per share
(2020: 6.75 pence). The dividend is fully
covered by adjusted earnings per share
of 6.78 pence (2020: 6.88 pence) and,
as in the past, can be taken as a cash
payment or scrip share alternative.

Diluted IFRS earnings per share (‘EPS’)
was 18.57 pence (2020: 5.44 pence),
whilst the adjusted EPS amounted to
6.78 pence, compared with 6.88 pence
in the prior year. The significant increase
in IFRS profit was driven by a larger
uplift in the fair value of investment
properties when compared with the
prior year. Earnings were impacted by
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the pandemic and, across all operating
segments, prudent assumptions were
applied in respect of bad and doubtful
debts and tenant lease incentives, based
on rent collection rates experienced.
These COVID-19 related provisions have
contributed to an increase in the Group
bad debt expense of approximately

£2.5 million (0.87 pence per share)
relative to the prior year.

As at 31 March 2021, Stenprop’s total
property portfolio, including share

of joint ventures, was valued at

£582.3 million (2020: £532.6 million).
On a like-for-like basis, excluding the
impact of acquisitions and disposals
during the year, the portfolio value
increased 6.3%, after including a
decrease of 0.8% relating to currency
movements. This has been driven by a
like-for-like valuation increase of our
MLI portfolio of £31.0 million, or 10.1%.
The valuation uplifts contributed to an
overall EPRA NTA per share of £1.47,

an increase of 6.5% against the prior
year (2020: £1.38). The effects of MLI
acquisition costs, disposal costs, the
impact of remaining non-MLI property
valuation changes and increased bad
debt provisions partially offset the effect
of the MLI like-for-like valuation uplift on
the NAV increase. Together with the full
year dividend of 6.75 pence per share,
the increase in NAV has helped deliver a
very strong total accounting return for
the year of 11.4% (2020: 5.7%).

Stenprop reported a see-through LTV
of 28.1% using net debt (including
unrestricted cash balances). We are also
very pleased to have concluded two
major refinancings in the year, which
reduced our weighted average cost of
debt to 1.93% from 2.62% and extended
our maturity profile to 3.9 years from
2.7 years. More detail on this can be
found later in this Report.

STRATEGIC REPORT

Our four-year plan to divest our non-MLI assets,
build a quality MLI portfolio, reduce leverage
and develop a market-leading platform is
almost complete.”

2021 2020
Statement of comprehensive income
Dividend per share 6.75p 6.75p
Diluted IFRS earnings per share 18.57p 5.44p
Adjusted earnings per share' 6.78p 6.88p
Diluted EPRA earnings per share 6.62p 6.65p

1 See note 14 for reconciliation to IFRS earnings per share. Adjusted earnings per share was
previously named ‘Diluted adjusted EPRA earnings per share’.

2021 2020
Statement of financial position
Portfolio valuation (including joint ventures) £582.3m £532.6m
Like-for-Like portfolio valuation increase in year +6.3% +2.8%
Diluted IFRS NAV per share £1.48 £1.37
EPRA NTA per share? £1.47 £1.38

2 See note 15 for reconciliation to IFRS NAV per share (and for all future references in this report
to IFRS/EPRA NTA). EPRA NTA assumes that entities buy and sell assets, thereby crystallising
certain levels of unavoidable deferred tax liabilities where assets are held for sale.

2021 2020
Other
MLI portfolio percentage 74.3% 58.0%
Total accounting return 1.4% 5.4%
Loan-to-value ratio 28.1% 26.2%

FX rates in period

Average foreign exchange rates in the year: £1.00:€1.1202; £1.00:CHF1.2057 (2020: £1.00:€1.1442;
£1.00:CHF1.2544)

Year-end foreign exchange rates: £1.00:€1.1738; £1.00:CHF1.2985 (2020: £1.00:€1.1249;
£1.00:CHF1.1915)

Presentation of financial information

The consolidated financial statements are prepared in accordance with IFRS. The
Group’s subsidiaries are consolidated at 100% and its interests in joint ventures are
consolidated using the equity method of accounting. In addition to information
contained in the Group financial statements, alternative performance measures
(‘APMs”), being financial measures that are not specified under IFRS, are also used by
management to assess the Group’s performance. Definitions for APMs are included
in the glossary, with further descriptions and the most directly comparable IFRS
measure identified on pages 172 to 174.

Stenprop discloses APMs based on EPRA Best Practice Recommendations, in line
with our peers in the real estate sector. These include earnings and NAV metrics
that are referred to throughout this report, and that can also be seen in the EPRA
key performance measures table on page 172. EPRA disclosures have included
changes in the year with regard to net asset value (‘'NAV’) metrics. Stenprop has
adopted EPRA Net Tangible Assets (‘NTA”) as its reporting measure, replacing our
previously reported EPRA NAV. EPRA NTA assumes that entities buy and sell assets
and is aligned with IFRS NAV in that it includes deferred tax liabilities with regard to
properties classified as held for sale.
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Financial Review

P KEY STATISTICS

Diluted IFRS earnings per
share

Adjusted earnings per
share

Full year dividend per
share

Total accounting return

EPRA earnings per share (pence)

For the year ended 31 March 2021, basic
IFRS earnings attributable to ordinary
shareholders increased significantly

to £53.0 million (2020: £15.6 million),
equating to a diluted IFRS EPS of

18.57 pence (2020: 5.44 pence). The
increase was driven by the fair value
gain on investment properties in the
year of £36.3 million versus the prior
year (2020: £4.9 million) and was led by
strong lettings and yield compression
across our MLI portfolio. Valuations are
discussed in more detail on page 58.

Net rental income from continuing
operations was £32.0 million

(2020: £33.0 million). The MLI portfolio
contributed £21.4 million to the total at
year-end; a 19.6% increase over the prior
year contribution of £17.9 million and
representing 67% (2020: 54%) of total
net rental income.

Net rental income is presented after
provision for expected credit losses. As
a result of COVID-19, larger credit loss
provisions were booked, resulting in a
bad debt expense for the year, including
discontinued operations, of £3.0 million
(2020: £0.5 million). The total aggregate
provision for expected credit losses
stood at £3.6 million as at 31 March 2021
(31 March 2020: £1.3 million). On a
portfolio level, the expense for expected
credit losses reflected 7.4% of rents

Year to 31 March 2021 (refer note 14)
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Average foreign exchange rates in the year: £1.00:€1.1442; £1.00:CHF1.12544 (2019: £1.00:€1.1338;
£1.00:CHF1.3002) Year-end foreign exchange rates: £1.00:€1.1249; £1.00:CHF1.1915 (2019:

£1.00:€1.1617; £1.00:CHF1.2970)

invoiced compared with 1.2% in the
prior year. Although not yet quantifiable
in amount or timing, as the effects of
the pandemic start to diminish, we
anticipate that customers will be able
to begin the process of settling their
arrears. The payment of this rent will
result in the unwind, over time, of a
portion of the bad debt provision.

Operating expenses for the year were
£10.5 million (2020: £10.1 million). There
are several moving parts to this balance
with the increase to prior year driven by
staff remuneration costs, which includes
the impact of a higher staff count of

43 at the year-end (2020: 28). The new
hires include an expansion in our HR,
sales and marketing capabilities as well
as new team members to support our
operational platform as we in-house
property accounting and continue to
grow our MLI portfolio. These important
hires will allow Stenprop to own and
manage the entire customer journey
from initial enquiry through to leasing,
move-in and ultimately move-out,
helping to deliver our class leading
customer service and value proposition.

In accordance with reporting standards
widely adopted across the real estate
industry in Europe, the directors feel it
is appropriate and useful, in addition to
providing the IFRS disclosed earnings,
to also disclose EPRA earnings and
adjusted earnings (in previous reports
referred to as ‘diluted adjusted EPRA
earnings’). As disclosed in note 14, this
measure utilises EPRA’s Best Practices
Recommendations, and applies further
Company-specific adjustments to
earnings to exclude items considered
not to be in the ordinary course of
business or other exceptional items,

to provide additional information on
the Group’s underlying operational
performance. Adjusted earnings
attributable to shareholders were

£19.4 million (2020: £19.7 million),
equating to an adjusted EPS of 6.78 pence
(2020: 6.88 pence). A reconciliation of
IFRS profit to EPRA earnings and adjusted
earnings for the year is shown in note 14
to the financial statements.

In line with best practice, Stenprop also
discloses EPRA cost ratios. The EPRA
cost ratio (including direct vacancy
costs) stood at 41.6% for the year
ended 31 March 2021 (2020: 35.3%).
The cost ratio includes the effects of a
higher bad debt expense for the year
of £3.0 million (2020: £0.5 million)

as a result of COVID-19. The expense
for expected credit losses accounted
for 7.4% points of the EPRA cost ratio
(2020: 1.2% points). We anticipate that,
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EPRA NTA per share (pence) movement since 31 March 2020
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as we continue to grow the MLI portfolio
with the benefit of our Industrials Hive
operating platform, the marginal cost

of each additional MLI property will

be significantly lower than for the
existing portfolio. Hence we expect

our EPRA cost ratio to decrease

steadily going forward.

@ See pages 18 to 21 to read more
on our strategy

On 9 June 2021, the Board declared a
final dividend of 3.375 pence per share
(2020: 3.375 pence), which, together
with the interim dividend of 3.375 pence
per share (2020: 3.375 pence per share)
declared on 2 December 2020, results
in a total dividend for the year ended

31 March 2021 of 6.75 pence per share
(2020: 6.75 pence per share). The total
dividend for the year is fully covered by
earnings of 6.78 pence per share.

The dividend of 6.75 pence per share
represents a dividend yield of 4.4% on
the share price at 8 June 2021 of £1.55,
and a yield of 4.6% on the diluted EPRA
NTA per share at 31 March 2021 of £1.47.

Subject to the receipt of regulatory
approvals, the directors intend to offer
shareholders the option to receive all
or part of their dividend entitlement by
way of a scrip issue of new Stenprop
ordinary shares, or in cash. A further
announcement informing shareholders
of the salient dates and tax treatment
of the dividend will be released in

due course.

Stenprop’s business has proved resilient

to the challenges caused by the
pandemic and we are pleased to have
been able to maintain a covered total
dividend of 6.75p per share. In light

of our strong operating performance
and robust rent collection rates, it is
the Board’s intention to maintain the
dividend at 6.75p for the year ending
31 March 2022, our final transitional
year. The key factors that are likely

to determine whether this dividend

is covered or not are the levels of the
ongoing bad debt provision required
because of COVID-19 and the levels of
cash drag as a result of the sales of the
last remaining non-MLI assets and the
time taken to deploy the net proceeds
into additional MLI assets. Once we
complete the transition this coming
year and COVID-19 is largely behind
us, we anticipate growing earnings and
dividends going forward as a 100% UK
MLI business.

él See pages 18 and 21 to read more
on our strategy

STRATEGIC REPORT

EPRA NTA
31 March 2021

The IFRS basic and diluted net asset
value per share at 31 March 2021 was
£1.49 and £1.48 respectively

(2020: basic £1.38; diluted £1.37)

(see note 15). The increase over the year
has been driven primarily by like-for-like
valuation increases of our MLI portfolio
of £31.0 million, or 10.1%. At year-end,
the 83 MLI properties were valued at
£432.9 million, representing 74.3% of our
total portfolio.

As is the case regarding the disclosure
of EPRA earnings, the directors feel that
it is appropriate and useful, in addition
to IFRS NAV, to disclose EPRA NTA. The
EPRA NTA per share at 31 March 2021
was £1.47 (2020: £1.38). A reconciliation
of this against IFRS NAV is shown in
note 15 to the accounts. The EPRA NTA
excludes £1.8 million of intangible assets
related to the development of our MLI
operating platform, called Industrials
Hive. We anticipate further expenditure
of approximately £1.5 million on
Industrials Hive during the financial year
ended 31 March 2022.
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Financial Review ...

Portfolio valuation

Including the Group’s share of joint ventures, Stenprop’s investment properties were valued at £582.3 million (2020: £532.6 million),
of which £38.2 million were classified as assets held for sale (2020: £109.1 million). Assets held for sale consist of the remaining
Berlin daily-needs retail centre, known as Hermann, the sale of which was notarised in December 2020 (and which is expected
to complete within the next few months), and the remaining asset in Switzerland (let to a wellness centre/health club). On a
like-for-like basis, excluding the impact of additions and disposals in the year, the valuation of the portfolio since 31 March 2020
increased by 6.3%, after taking into account a decrease of 0.8% relating to currency movements.

Annualised Net initial

Market value contracted yield
Combined portfolio 31 March Portfolio by gross rental (weighted Voids by
(including share of joint 2021 market value Properties Area income average) area
ventures) (£°000) (%) (number) (sg m) (£°000) (%) (%)
Investment properties
Guernsey office 56,150 9.7 1 10,564 4,428 7.25 0.20
UK multi-let industrial 432,910 74.3 83 521,288 30,190 6.22 6.34
UK urban logistics 22,160 3.8 5 21,861 1,741 7.36 -
Sub-total 511,220 87.8 89 553,713 36,359 6.39 5.98
Assets held for sale:
Germany 26,239 4.5 1 8,274 1,269 4.90 3.20
Switzerland 1,967 2.1 1 5,974 953 3.37 -
Total - wholly owned 549,426 94.4 91 567,961 38,581 6.25 5.87
Share of joint ventures 32,839 5.6 4 19,330 2,379 6.15 -
Total 582,265 100 95 587,291 40,960 6.24 5.68

6.3%

Like-for-like portfolio
valuation increase

£91.5m

MLI acquisitions

74.5%

MLI percentage of total
portfolio

£582.3m

Total portfolio valuation

United Kingdom MLI portfolio

The UK MLI portfolio, totalling

83 industrial estates across approximately
5.6 million sq ft of lettable space, was
independently valued at £432.9 million
at 31 March 2021. This reflected a
like-for-like increase, after excluding
acquisitions during the year, of

£31.0 million, or 10.1%, on the valuation at
31 March 2020. The increase was driven
by the capitalisation of strong lettings
concluded in the year as well as a
component of yield compression as the
asset class continued to demonstrate

its appeal. We calculate that income
change is driving 65% of total valuation
growth with yield compression driving
the remaining 35%.

United Kingdom urban logistics

The UK urban logistics portfolio was
independently valued at £22.2 million,
an increase of £0.8 million, or 3.8%, on
the valuation at 31 March 2020. Urban
logistics represents just under 4% of
our total portfolio and we anticipate
retaining these industrial assets and
rolling them into our UK MLI segment
going forward as they complement our
wider MLI strategy.

Guernsey

The office building known as Trafalgar
Court in Guernsey was valued at year-
end at £56.2 million

(2020: £57.5 million). The unexpired
lease term at the property is 7.3 years
and it is let to a strong tenant, which

has sub-let a significant portion of its
space. Subsequent to the year-end, the
property has been marketed for sale and
we look forward to providing an update
on this process in due course.

Germany

The German portfolio (excluding

the Care Homes joint venture) now
comprises a single Berlin daily needs
retail centre, the sale of which was
notarised in December 2020. The
property valuation reflects the sales
price of €30.8 million and associated
sales costs have been provided.

Switzerland

The final Swiss property, Lugano, was
independently valued at CHF15.5 million
(2020: CHF17.0 million). The decrease
of 8.6% reflects the struggles faced by
the health spa/leisure sector as a result
of COVID-19 and having to close down
operations for long periods. This asset
was classified as held for sale in the
financial statements and represents 2.1%
of our total portfolio.

Joint ventures

The care homes portfolio in Germany,
comprising four care homes, was
independently valued at €38.9 million,
a 3.2% decrease compared with

the 31 March 2020 valuation of

€40.2 million.
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Debt

STRATEGIC REPORT

Total borrowings at 31 March 2021 were £214.5 million with the LTV ratio being 28.1% when calculated on a see-through basis using
net debt (debt after taking into account unrestricted cash balances). The Group considers it appropriate to maintain its level of
borrowings at no more than 40% of its gross asset value on a see-through basis.

31 March 31 March
Group debt metrics 2021 2020
(including share of joint ventures) £m £m
Nominal value of debt (214.5) (217.3)
Unrestricted cash 50.7 779
Net debt (163.8) (139.4)
Market value of investment property 582.3 532.6
LTV (%) 28.1 26.2
Weighted average debt maturity (years) 3.9 2.7
Weighted average interest rate (%) 1.93 2.62
Loan facilities hedged/fixed (%) 76 77

Stenprop was able to benefit from favourable lending conditions towards the end of 2020 and refinanced a significant component
of its MLI debt at attractive pricing levels. The two refinancings completed in December 2020 and are detailed below:

» A new seven-year, £66.5 million
fixed rate senior debt facility with
ReAssure, a life and pensions
company who have experience of
writing sizeable loans secured by UK
industrials assets. The new facility
refinanced an existing £61.5 million
loan, which was due to expire in
June 2022, and is secured against
a portfolio of 30 multi-let industrial
assets located across the UK with
an LTV ratio of 38%. The new facility
allows the Company to significantly
reduce its financing costs by around
£0.9 million per annum as a result of
the new loan being fixed at an all-in
annual rate of 1.66% compared to
3.2% on the previous arrangement.

» The extension of an existing
debt facility from £27 million to
£50 million, raising additional monies
against recently acquired MLI assets.
The refinance saw the original swap
of 1.27% replaced with an interest rate
cap at 50bps on 85% of the loan. This
brought the annual cost of debt on
this loan to approximately 1.8% all-in,
from its previous level of 3.1%, and is
expected to result in annual savings
of approximately £0.3 million. The
loan matures in February 2024.

The weighted average debt maturity
stood at 3.9 years at 31 March 2021
compared with 2.7 years at 31 March
2020. We have deliberately kept our
debt maturity short during the transition
in order to minimise loan break costs.
When considered in isolation, our MLI
portfolio has a weighted average debt
maturity of 4.9 years, with the next
maturity occurring in February 2024.
We will continue to proactively manage
our debt maturity profile as well as
reviewing and diversifying our lender
base as we grow the UK MLI portfolio.

exists for both interest cover and

reduction in net rents of 73%.

The Group enters into hedging

The all-in contracted weighted average
cost of debt was 1.93% at year-end,
compared with 2.62% at 31 March

2020, and reflects the impact of the
two refinancings completed in the year.
At year-end, we held unencumbered
properties valued at £27.2 million. These
will be refinanced in due course to help
fund our acquisition programme.

efficient portfolio management.

The £30 million rolling credit facility
provided by Investec Bank Plc to bridge
the potential funding gap between
property acquisitions and sales was
extended on 21 May 2021 and matures
at the end of April 2022. The facility
was not utilised during the year and
was undrawn as at 31 March 2021. There
are no non-utilisation fees payable on
the facility.

Stenprop has been in compliance
with its lending covenants throughout
the year and significant headroom

LTV loan covenants. Loan facilities
subject to LTV covenants allow for an
average 33% reduction in values. Loan
facilities subject to debt service cover
ratio covenants allow for an average

arrangements or fixed interest rate
facilities to mitigate the risks associated
with movements in interest rates in
respect of at least 75% of its interest rate
exposure. The Group utilises derivative
instruments solely for the purposes of
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Liquidity and COVID-19

We began the year focused on
maintaining liquidity in a period of
intense market uncertainty. With

our regional network of customer
engagement managers, we were able
to proactively liaise with our customers
to understand the immediate issues
facing their businesses. Following
disruption caused by the first lockdown,
we were pleased to report robust rent
collection levels at our Interim results of
90% across the portfolio, with MLI rent
collection trending between 85-90%.
The resilience of the MLI asset class was
proven again in the second half of the
year when we continued to experience
strong demand for our units, growth in
passing rents and ERVs, and reduced
vacancy. Supply remains restricted, with
acquisition cost still significantly below
replacement cost and we believe that
the effects of COVID-19 have accelerated
the demand for the flexibility and
affordability that MLI offers. At the end
of the year, and despite the severity of
the third lockdown, we are reporting
rent collection across the Group of 92%,
with MLI rent collections still trending at
approximately 90%.

We maintained appropriate cash
balances as the pandemic took hold but
were able to deploy cash for acquisitions
quickly as our platform gave us early
insight into the increasing demand for
MLI space. The first half of the year

saw £40.0 million of acquisitions with a
further £51.5 million completed by

31 March 2021.

Following the completion of the two
German sales prior to the year-end,
Stenprop held unrestricted cash
balances of £51 million at

31 March 2021. Holding cash at these
levels for prolonged periods
has a detrimental impact
on earnings in the form
of cash drag and

STENPROP
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we continue to appraise appropriate
acquisition opportunities that meet our
disciplined investment criteria, and aim
to deploy cash as quickly as we can.
Combined with the continued, albeit
reducing, impact of COVID-19, the
timing of sales and acquisitions remains
one of the biggest challenges of the
coming year in terms of maximising
earnings.

Conclusion

Our four-year plan to divest our non-
MLI assets, build a quality MLI portfolio,
reduce leverage and develop a market-
leading platform on which to deliver
strong returns is almost complete.

The most recent financial year has

been challenging, but we end it having
delivered a strong set of financial
results, both in terms of robust earnings
and a stronger balance sheet. Our

MLI portfolio has proven itself to be
resilient and we are gratified that we
have performed well in a year that has
created such instability across both

the economy and our personal lives.
Our staff and business have adapted
brilliantly to remote working and we are
capitalising on efficiencies learned over
the last 12 months.

As we start the process of delivering
our final transitional year, we look
next to scaling our MLI business and
leveraging off our Industrials Hive
operating platform to deliver

growing earnings and NAV. We are
confident that a stabilised MLI portfolio
managed on our platform will deliver

a total accounting return of at least

10% per annum, of which at least half will
come from NAV increases as a result of
capitalising predicted rental growth. The
balance will come from earnings that
are underpinned by the rental growth
that we are currently experiencing. We
are also excited about the opportunities
that will be created by our technology
enabled operating platform in improving
our own efficiencies and returns and in
opening up further market opportunities
for Stenprop.

James Beaumont
Chief Financial Officer

10 June 2021
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Risk Management

Stenprop’s board of directors (‘the Board’) has ultimate responsibility for maintaining sound risk
management and internal controls systems. It also reviews and determines the Group’s risk appetite,
bearing in mind the opportunities that often accompany risks and can drive performance. This is the
foundation of the Stenprop five-step risk management plan.

Identity

Risk identification is supervised by the executive directors and senior
managers but involves every individual staff member in the Group.

Assess

All risks identified are assessed on a continuous basis. They

are awarded an inherent risk rating which may lead to the
implementation of controls/ actions to mitigate them. Risks are then
assessed and awarded a residual risk rating after considering the
adequacy and effectiveness of such controls, the financial and non-
financial impact, as well as the probability of occurrence of a risk.

Manage

Identified risks can be avoided, transferred, accepted or mitigated.
The executive team will assess risks against potential benefits when
considering how to manage risks. Decisions and actions are recorded
and identified, weaknesses are highlighted and rectified with the aim
of bringing the risk back within an acceptable limit.

Monitor

Risks and the effectiveness of the corresponding actions to manage
these risks are monitored on an ongoing basis by management and
reviewed on a quarterly basis by the Audit and Risk Committee.

Report

Significant risks, key controls, details of risk management decisions
and all relevant management actions implemented as part of the risk

assessment process are reported to the Audit and Risk Committee
on a quarterly basis. Key risks which may have a material impact on
the ability of the Company to achieve its strategic objectives are
routinely reviewed and considered by the Board.

The Audit and Risk Committee is
responsible for providing oversight and
advice to the Board in relation to current
and potential future risk exposures of
the Group. It routinely considers risk at
each quarterly meeting, reviews the risk
profile of the Group and the significant
risks identified alongside mitigating
factors and action plans. The intention
is not to eliminate risk entirely, but to
manage our risk exposures across the
business, whilst making the most of
business opportunities that have the
potential to create value.

In addition, the Board and the executive
directors promote a risk awareness
culture coupled with an open and
accountable culture in which employees
at all levels of the organisation are
encouraged to participate in the risk
identification process and to maintain
an open dialogue with their colleagues
and managers, as opposed to a

blame culture. This ensures the early
identification and management of risks.

More information regarding the work

of the Board, the Audit and Risk
Committee, and the executive and senior
teams on risk management during the
year ended 31 March 2021 can be found
in the Audit and Risk Committee Report
on pages 90 to 92 of this report.

At the Board meeting in June 2021,

the Board completed its annual
assessment of risks. This followed the
Audit and Risk Committee’s formal
assessment of risks and their review of
the effectiveness of internal controls.
Although it concluded that an effective
system of risk management remained

in place, it was agreed that a review of
the risk management framework would
be conducted during the financial year
ending 31 March 2022 to identify areas
of improvements in light of the growing
workforce and the expected completion
of the transition into a 100% MLI
business by March 2022. The conclusion
of this review will be set out in our 2022
Annual Report.
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Risk Management

The Company took a proactive and
pre-emptive approach to managing the
business in response to the challenging
macroeconomic environment linked to
the COVID-19 pandemic, particularly
regarding customers and the impact

of the pandemic on their business, and
the wellbeing and safety of employees.
The Board actively monitored these
risks throughout the period, with

Board discussions scheduled every
two weeks during the initial lockdown
through to September 2020, at which
it received updates on certain key
indicators of future performance such
as rent collection levels and voids. These
regular meetings allowed the Board
and the executive team to react and
adapt quickly to the rapidly evolving
situation, assess and mitigate its impact
on the Company’s long-term strategy,
continuously review the Company’s

risk appetite, agree short-term policies
and implement appropriate measures
when required.

The Board started FY2021 with a more
prudent approach to risks compared
to the previous financial year. The risk
appetite of the Group was assessed
against the context of the COVID-19
pandemic and the results of various
cashflow stress tests applied to the
Group’s financial model. An initial
decision was made to carefully
consider the merits of MLI acquisition
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opportunities on a case-by-case basis,
assessing them against the need to
maintain sufficient liquidity in the
business to cope with a prolonged
period of uncertainty.

However, as the year unfolded, it became
evident that the impact of the pandemic
on the business of the Company was
not as severe as originally feared. The
Company was able to operate remotely
very quickly. Rent collections were
impacted, but improving over time and
still reached an average of 90% for

the year. The demand for MLI space
remained and the Company was able

to secure the sale of its German
shopping centres at a premium to
March 2020 valuations.

Read more about A Year of Living
With COVID-19 on pages 26 to 31

As the Board and the management team
regained confidence, the risk appetite

of the Group was again assessed, and
the decision was made to resume our
MLI acquisition programme. Today,

the risk appetite of the Group has
largely reverted to its pre-pandemic
levels, although risks (and related
opportunities) are still assessed regularly
with an emphasis on their impact on all
stakeholders. The long-term strategic
objectives of the Group, its purpose

and vision remain unchanged, and the
Group’s financial model will continue

to be used to assess the impact of

key decisions on its prospects with
appropriate sensitivity analysis.

A Risk increasing
} Risk stable

Risk decreasing

This will guide and form the basis of any
changes in the Group’s risk appetite.

More information on the assessment

of prospects and viability undertaken

by the directors in accordance with
provision 31 of the 2018 UK Corporate
Governance Code is set out on pages 98
and 99.

Stenprop understands the importance
of proactively addressing environmental,
social and governance (‘ESG’) risks.
During FY2021, the Company partnered
with sustainability specialist Carbon
Intelligence and engaged with
employees and directors on these

risks, and conducted a materiality
assessment to help develop a new ESG
policy and strategy. The ESG regulatory
and reporting compliance framework
applicable to Stenprop was also
reviewed, bearing in mind the strategic
decision to transfer the Company’s
listing from the SFS to the Premium
Segment of the Main Market of the LSE
later this year. An internal ESG Steering
Group composed of key members

of staff representing all areas of the
business was established, to ensure
compliance with the new ESG policy
and ensure progress is made against the
ESG strategy. Please see pages 72 to 77
for additional information on the ESG
strategy and policy.

1. Macroeconomic and political uncertainty, including the
impact of the COVID-19 pandemic

Bank covenants

LEF NN

platform

© 0 N O

10.People
High

Complete the transition into 100% focused MLI business

. Availability and cost of finance
Costs of development of the Industrial Hive operating

. Inability to operate the Industrials Hive operating platform
Asset management

. Information security and cyber threat

. Reliance on service providers

1. Climate related risks
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For the first time this year, Stenprop
provides its corporate disclosure against
the recommendations and best practices
of the Task Force on Climate-related
Financial Disclosures (‘TCFD’). They
cover the 11 recommended disclosures
across the four core elements of
governance, strategy, risk management,
and metrics and targets. Please see
pages 176 and 177 for an overview of
the climate risks and opportunities
identified.

Brexit

The Board considered the impact

of Brexit on the Group, and again
concluded that Brexit did not, in itself,
constitute a significant risk to the
business. As Stenprop completes its
transition, the Group is relying on its UK
MLI portfolio with no reliance on import
and export. The Board considered
certain areas that may impact business
operations, such as property valuations
and interest rates, as well as the impact
on our MLI customers, but concluded
that the impact from this specific risk
factor was not material.

Robust assessment of
principal risks

The Board has carried a robust
assessment of the principal and
emerging risks facing the Group. These
are the risks that would threaten its
business model, strategic objectives
and future performance, solvency

and liquidity. The process for how the
Board reviews these risks is explained
above and the key risks identified are
presented on pages 64 to 68, including
an assessment of their potential impact
and controls and mitigating factors.

Statement of viability

Assessment of prospects

In accordance with provision 31 of the
UK Corporate Governance Code and
King IV, the directors have assessed the
prospects of the Group for a period of
five years to 31 March 2026. The Board
considers this period to be appropriate
as the Group’s financial review and
business plan forecasts cover a five-year
look forward period.

The Group’s five-year plan is supported
by a detailed financial model, which
considers the effects of the Group’s
business model and strategy on earnings
and dividends, taking appropriate
account of the Group’s principal risks.
See pages 16 to 21 of the Report for
further details on the business model
and strategy of the Group.

The forecast model is kept under regular
review by management and the Board
and is updated at least on a quarterly
basis against actual performance.

Consideration of significant

risks and uncertainties faced by
the Group

The principal risks and uncertainties
faced by the Group are outlined on
pages 64 to 68. The directors have
carefully considered the significant risks
and uncertainties within the context

of the Group’s viability and prospects,
with specific emphasis placed on the
unprecedented challenges posed to the
business and the Group’s occupiers as
a result of the COVID-19 pandemic, and
the potential microeconomic impact

of Brexit.

The forecast model was subjected

to appropriate scenarios to consider
the impact of the significant risks and
uncertainties facing the business, taking
into account likely effectiveness of
mitigating actions that the Group would
have at its disposal. The significant risks
and uncertainties identified as relevant
to the forecast and its ability to continue
to meet its obligations as they fall due,
relate to the timing and quantum of
acquisitions and disposals, financing

of acquisitions, debt maturity and
compliance, rental growth rates, void
periods and REIT obligations.

Assumptions

The Group has significant cash resources
at the start of the look forward period,
which is a key factor in assessing the
viability of the Group.

Key assumptions underlying the base-
case scenario of the model are as follows:

» It has been assumed that debt
facilities can be refinanced as
required in normal market lending
conditions, consistent with the
successful refinancings achieved
during the period.

» Despite the disruption in the
economy caused by COVID-19, The
Board does not expect the risk of
default to have increased and no
breach cures have been assumed in
the forecast model. This is considered
appropriate in light of the strong
relationships with facility providers,
and, at the time of publishing this
report, the significant headroom
that exists for all interest cover ratios
and, with the exception of Lugano
discussed separately below, for loan
to value (‘'LTV’) ratio covenants.

» The assessment has not assumed any
specific implications as a result of

STRATEGIC REPORT

Brexit, which the Board considers
to have a low potential impact on
the business.

» In respect of the current COVID-19
pandemic, Stenprop believes that the
demand for MLI space will remain
strong and that the majority of rents
due will ultimately be collected as
shown by rent collection rates and
trends since the start of the pandemic.
Readers are referred to a year of living
with COVID-19 on pages 26 to 31. With
the exception of Lugano, discussed
separately below, the forecast model
has assumed a collection rate of 90%
for 18 months to September 2022,
after which it is assumed that bad
debts will fall back to pre-COVID levels
(1.5%). The Board believes that the
scenarios included in the base case
model suitably address the low impact
of COVID-19 on our business.

» Lugano: The Group owns a property
known as Lugano in Switzerland
with a rehabilitation medical facility
and health club tenant. The property
investment comprises 2% of the
portfolio. No revenue has been
assumed for this property until its
targeted sale date. The property
is subject to an LTV covenant only
(no interest cover ratio covenant)
of 50%. At year end, the LTV based
on an external valuation was 48.9%.
Notwithstanding this, the bank
supports the ongoing sale process
and the cash flow forecast illustrates
that the Group would have sufficient
cash resources available to cure a
covenant breach if it crystallised
and should the lender take a hard
stance. It is further worth noting that
the loan is not cross-collateralised
and accordingly if the bank did
act aggressively, the Group would
continue to operate with the
remaining portfolio of assets if any
foreclosure event were to arise.

The model was subjected to sensitivity
analysis to consider the impact of
downside assumptions around these
factors, specifically in regard to rental
income given the uncertainty of the
pandemic, taking into account the likely
effectiveness of mitigating actions that
the Group would have at its disposal.

Viability statement

In light of this review, the significant
liguid assets at year end and the

£27 million of unencumbered property
at reporting date, the directors have a
reasonable expectation that the Group
will be able to continue in operation and
meet its liabilities as they fall due over
the five-year period of their assessment.
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Risk Management........

PRINCIPAL

RISK

POTENTIAL
IMPACT

HOW WE MONITOR AND
MANAGE THE RISK

MOVEMENT IN
THE PERIOD

TREND

LINK
TO KPIs

Strategic risks

>

Economic outlook
and political

risk, including

the impact of

the COVID-19
pandemic and

Brexit

>

Inability to
increase the MLI
component of
our portfolio and
complete the
transition

Macroeconomic conditions
can impact both the delivery
of our strategy and our
financial performance.

The economic disruption
resulting from the COVID-19
pandemic has affected some
of our tenants and impacted
our rent collection levels,
although not in a material
manner. Significant political
events, including decisions
related to Brexit, could
further impact the health of
the UK economy.

The inability to identify

and acquire suitable MLI
properties (which deliver
returns sufficient to meet
the Group’s investment
return criteria) will impact
on the Group’s ability to
become the leading UK MLI
business and the ability to

deliver sustainable dividends.

A downturn in economic
outlook may impact our
ability to sell non-MLI assets
at attractive prices.

The Board considers
economic conditions and
political uncertainty when
setting strategy, as well

as when overseeing the
implement of the strategy
and setting the Group’s

risk appetite. The executive
and senior teams are highly
experienced and have

a strong track record of
understanding the property
market. It ensures effective
forecasting and scenario
planning as well as the
maintenance of appropriate
liquidity levels.

See pages 26 to 31 of

this Report for additional
information on our approach
to COVID-19.

The Company benefits

from an experienced asset
management team that
continuously monitors and
researches the multi-let
industrial space to identify
acquisitions opportunities.
During FY2021, we exceeded
our pre-pandemic acquisition
MLI target of £90 million
and successfully completed
the sale of our German retail
assets (other than the sale
of Hermann Quarter, which
exchanged in December
2020 and is expected to
complete later in the year).
As at 31 March 2021, MLI
constitutes over 74% of
Stenprop’s total portfolio
and we remain confident

in our ability to dispose

of our remaining non-MLI
assets by 31 March 2022.

To mitigate any delays in
our sale programme, we
have also secured a credit
facility for another year that
could be used to finance MLI
acquisitions and bridge the
gap in our financing needs
until completion of the sale
of non-MLI assets.

Despite an initial decision at
the beginning of the financial
year to retain cash to ensure
the Group would be able to
sustain a prolonged period
of uncertainty due to the
pandemic, it became evident
as the year unfolded that the
impact of the pandemic on
the business would not be as
severe as originally feared.

The Company was able

to operate remotely very
quickly. Rent collections were
impacted, but still reached an
average of 90%. The demand
for MLI space remained and
we were able to secure the
sale of our German shopping
centres at a premium to
March 2020 valuations.

We believe that this risk
remained constant during the
period despite the pandemic.
See the Property Report and
Investment Update on pages
44 to 53 of this Report for
additional information on the
UK MLI market.

VVVVY

TVVVY
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PRINCIPAL
RISK

POTENTIAL
IMPACT

HOW WE MONITOR AND
MANAGE THE RISK

MOVEMENT IN
THE PERIOD
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LINK

TREND TO KPIs

Financial risks

This may result in the
acceleration of the Group’s
obligations to repay
borrowings and the disposal
of assets at discounted
values

B>

Bank covenants

The inability to raise
adequate funding or
refinance existing facilities
would impact the ability of
the Group to transition into a
fully focused UK MLI business
and would increase the costs
of borrowing.

>

Availability and
cost of finance

Loan facilities usually
incorporate covenant
headroom and cure
provisions. Management
closely monitors compliance
with bank covenants and
continuously assesses the
likelihood of future breaches
based on valuation and rental
income.

The Group maintains strong
relationships with top-
rated financial institutions

through a solid track record

at achieving strategy. It
operates a conservative
gearing policy with an LTV at
31 March 2021 of 28.1% as.

Despite the disruptions in
the economy caused by
COVID-19, we believe that
this risk has decreased.
This is due to the strong
relationships we maintain
with our facility providers,
the existing significant
headroom for both interest
cover and LTV loan
covenants, and our Group
LTV ratio being maintained at
40% or below. See page 59
of this Report for additional
information on loan
covenants.

-
>

Although the costs of
financing increased at the
beginning of the period, they
later reduced, and we were
able to successfully refinance
some of our existing facilities
during the period at the same
time significantly reducing
our financing costs. See the
Fixed rate refinancing case
study on page 15.

VYV

KPI Key Trend Key
b Adjusted earnings per bTotal accounting return % > MLI portfolio % > Like-for-like MLI Increase

share (pence) rental growth %

. ) . Decrease
o _ Like-for-like MLI valuation > Group loan-to-value

b Distribution per share increase % (LTV) % > MLI lease renewal rate No change

(pence)

b EPRA cost ratio % > HMLI occupancy %

b EPRA net tangible assets

(‘NTA") per share (pence)
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Risk Management........

PRINCIPAL

RISK

IMPACT

Operational risks

B

Costs of

development of
the Industrial

Inadeqguate planning,
technical issues and
inadequate budgeting would
result in increased costs and
delays and may impact rental
growth and earnings.

Hive operating

platform

b

Inability to
operate the MLI

platform

Failure to achieve its vision of
becoming the leading UK MLI
business leading to poorer
than expected performance
and earnings.

POTENTIAL

HOW WE MONITOR AND
MANAGE THE RISK

Adequate planning

and budgeting are key

to managing this risk
effectively. Our in-house tech
platform manager leads the
planning, development and
implementation of all tech
solutions under the active
supervision of the Managing
Director. The executive team
keeps the implementation
plans under constant review
to identify early potential
issues, suitable alternatives
and solutions, and review

its budget expectations to
the extent required. The
Board is regularly updated
and monitors progress and
budget.

We have designed the
platform in collaboration
with industry and technology
experts. We have also made
the strategic decision to
internalise the property
accounting function and have
hired a team of professionals
to do that, who, together
with our experienced and
dedicated team of asset
managers, bring deep
expertise in managing

MLI properties. They are
supported internally by our
in-house tech team and data
analysts.

MOVEMENT IN
THE PERIOD

This risk is not expected to
increase now that the new
system is in the advanced
stages of implementation.
See pages 32 and 33 for
additional information.

We have continued to

make significant progress

on developing our MLI
operating platform during
the year under review.

We perceived this as an
increased area of risks as

we implement new systems
and processes. However, we
are confident that we have
the appropriate controls in
place to mitigate this risk and
have recruited the right team
of professionals. See pages
20 to 21 of this Report for
additional information and
our plans for the financial
year ending 31 March 2022.

LINK
TO KPIs

p
>

VWV VVYV
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PRINCIPAL POTENTIAL HOW WE MONITOR AND MOVEMENT IN LINK
RISK IMPACT MANAGE THE RISK THE PERIOD TREND TO KPIs

Operational risks

This may result in the inability The Group relies on an This risk is not expected to »
b to meet rental growth targets experienced team of asset increase as the Company’s
and negatively impact managers who actively ability to manage a growing
Poor asset earnings. engage with tenants and portfolio efficiently will grow b
management monitor payments. All with the development of the
prospective tenants go MLI operating platform. See b
through a robust credit pages 47 to 49 of this Report
check and deposits for additional information on
are usually required. In how our asset managers add >
addition, the MLI platform value to the Group.
focuses on a high-quality >
customer service culture.
With the development of
the operating platform >

and the increased use of
technology, the interaction
with the tenants is increased,
potential difficulties spotted
early, solutions discussed
and remedial actions taken
early, reducing arrears and
irrecoverable expenditure.

This could lead to The Group engages external This risk is increasing due b
b disruptions in effective asset  information technology to the increased reliance of

management, impeded experts to ensure the the Group on technology as
Information access to systems for tenants  systems operate effectively part of the Group’s long-term b
security and and business partners, loss of and that the Group responds  strategy and due to recent
cyber threat business or confidential data  adequately to the evolving changes in working practices

and reputational damage. IT security environment. IT as a result of the pandemic.

systems are reviewed and
tested periodically. All staff
receive regular training and
we have improved awareness
for employees on information
risks of working from home.

KPI Key Trend Key
b Adjusted earnings per bTotal accounting return % > MLI portfolio % > Like-for-like MLI Increase
share (pence) rental growth %
. ) . Decrease
o _ Like-for-like MLI valuation Group loan-to-value
Distribution per share increase % (LTV) % > MLI lease renewal rate No change

(pence)

b EPRA cost ratio % > HMLI occupancy %
b EPRA net tangible assets

(‘NTA") per share (pence)
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Risk Management........

PRINCIPAL
RISK

POTENTIAL
IMPACT

HOW WE MONITOR AND
MANAGE THE RISK

MOVEMENT IN
THE PERIOD

LINK

TREND TO KPIs

Operational risks

>

Reliance on key
service providers

The Group relies on key
service providers and

is dependent on the
performance of external
property managers for
successful and effective
operations and financial
reporting.

The Group has established
and maintains a
comprehensive system of
procedures and controls.
The Company’s asset
managers, as well as a team
of qualified in-house finance
managers, work in close
collaboration with property

managers and accountants to

ensure an appropriate level
of oversight.

This risk remained constant
during the reporting period.

VWV VVYV

The departure of key
individuals and the

inability to recruit suitable
replacement could negatively
impact the ability of the
Group to source adequate UK
MLI acquisition, development
its MLI platform and realise
its vision of becoming the
leading UK MLI asset. It could
impact performance and
earnings.

p

Employment and
retention of key
personnel

The Company maintains
policies and procedures

to support and develop

all employees. See pages

76 and 77 for additional
information on our corporate
culture, as well as the
Remuneration Committee
Report on pages 96 to 108
for additional information on
the Company’s remuneration

policy and incentive schemes.

This risk remained constant
during the period. The
Company is proud of its
caring working culture, which
focuses on the wellbeing

of its employees as well

as results. It continues to
promote team working, trust
and accountability, learning
and innovation, and offers

a supporting environment

in which all employees are
able to develop and make a
meaningful contribution to
the success of the Company.

A 4

The inability to efficiently
assess, monitor and report
on the impact of the
Group’s activities on the
environment with a view to

B>

Climate-related

We partnered with
sustainability specialist
Carbon Intelligence and
developed a new ESG policy
and strategy, which included

As we complete our
transition to a fully focused
UK MLI business, the
regulatory environment
becomes more stringent,

vVVvyvV

risks limit that impact over time is  a detailed assessment of all and we understand the
expected to impact investors’ ESG risks, including climate- increased expectation of
and other stakeholders’ related risks, that may all our stakeholders around
confidence in the Company, impact the Group. During the reducing the impact of our
and ultimately impact on year ended March 2021, we activities on climate change.
its ability to deliver on its continued investing in various  We believe that this risk is
long-term strategic goals. initiatives as described in our  increasing and will continue
Climate change risks also sustainable business: ESG to focus our efforts in
include regulatory risks section on page 74. this area.
(ongoing development of
climate-related regulations),
physical risks (the impact of
extreme weather events) and
transition risks (associated
with the transition to a low-
carbon economy).
KPI Key Trend Key
b Adjusted earnings per bTotaI accounting return % > MLI portfolio % > Like-for-like MLI Increase
share (pence) rental growth %
o ) Like-for-like MLI valuation > Group loan-to-value Decrease
Distribution per share increase % (LTV) % > MLI lease renewal rate No change

(pence)

b EPRA cost ratio %
p EPRA net tangible assets

(‘NTA’) per share (pence)

> HMLI occupancy %
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Section 172 Statement and
Stakeholder Engagement

The Company seeks to comply with the
2018 UK Corporate Governance Code
(the ‘Code’) wherever possible, which
requires that a description be included
in this report of how the interests of its
key stakeholders and the matters set
out in Section 172 of the UK Companies
Act 2006 (‘Section 172’) (set out in the
table below) have been considered in

board discussions and decision-making.

The Board welcomes this opportunity
to provide further insights to all its
stakeholders as to how it operates.

Section 172 imposes a statutory
obligation on each director to act in
the way that they consider, in good
faith, would be most likely to promote
the success of the Company for the
benefit of its stakeholders as a whole
having regard to certain factors. The
Board understands and believes that
the long-term success of the Company
is intrinsically linked to the interests
of its stakeholders. A summary of
how we engage with our stakeholders
is provided on pages 70 to 71 with
examples and additional information
disseminated throughout this report.

STRATEGIC REPORT

In the table below, we explain how the
directors considered the matters set
out in Section 172 when discharging
their duties to the Company and its
stakeholders by reference to some of
the key activities and strategic decisions
made during the year. Where relevant
it includes explanations as to how the
directors assessed and mitigated the
impact of these decisions

on stakeholders.

Additional information on the operation
of the Board and its key activities during
the year are also set out on pages 85

to 89.

HOW THESE MATTERS WERE CONSIDERED IN DISCUSSIONS AND

SECTION 172 MATTER

Likely consequences
of any decisions in the
long term

The Board continued its sales and purchase programme as well as

its investment in technology. It was aware that some of the strategic
decisions made may have the effect of dampening earnings in the
short term, but were still necessary to ensure the long term success of
the Company.

The interests of the
Company’s employees

DECISION MAKING

The long-term strategy of the Group remains to deliver sustainable
and growing income to shareholders. Every strategic decision is made (pages 16 to 17)
after considering how it may impact this long-term objective.

The Board is aware that the needs of its workforce may change as
Stenprop transitions further into a 100% focused MLI business. It
encourages feedback from employees and continues to review and

assess its working practices accordingly.

Business relationships
with suppliers, lenders
and customers

The Board closely monitors the performance of key suppliers and
promotes excellent customer service.

READ MORE

Our Business Model

Our Strategy
(pages 18 to 21)

Risk Management
(pages 61 to 68)

Stakeholder Engagement
(page 70)

Our Sustainable Business:
ESG, and case studies from
employees

(pages 76 to 77)

A Year of Living With
COVID-19

(pages 26 to 31)

Our response to the challenges presented by the COVID-19 pandemic

has been driven by the way it impacted our customers. We have
actively engaged with our customers on an individual basis to assess
the financial and operating impact of the current crisis on their

Investing in our space to
meet customer needs
(page 47)

business. The feedback and knowledge gained by the Group has driven

the decisions of the Board on the Company’s COVID-19 rent arrears
policy and offers of rent deferrals and changes to payment frequency.

Fixed rate refinancing
(page 15)

The Board also monitors the lending market and benchmark debt
pricing ensuring we achieve the most competitive terms when securing
new facilities and refinancing transactions.

The community and
the environment

The Board recognises that the Group’s activities have an impact on
the community and the environment. This year, the Board reviewed
and approved Stenprop’s new ESG policy and strategy. For the
first time the Company is also reporting in line with the Taskforce
for Climate-related Financial Disclosure recommendations, EPRA

Our Sustainable Business:
ESG (page 74)

Risk Management
(pages 61to 68)

Sustainability Best Practices Recommendations and the Government’s
Streamlines Energy and Carbon Reporting.

Maintaining high
standards of
business conduct

The Board continuously promotes the core values of the business

- customer focus, results oriented, innovation and decisive - via

the monitoring of the Group’s culture. It also seeks to maintain the
highest standards of conduct and has made the decision to seek to
comply with governance standards and reporting requirements even

Our values (page 02)

Corporate governance
overview
(pages 85 to 89)

though these are not currently directly applicable to the Company

such as compliance with the Code and TCFD disclosures.

Our shareholders

The Board recognises the need to act fairly in the interest of
all shareholders. This year we have regularly engaged with our

Our Shareholders
(page 71)

shareholders and provided regular updates on our progress against
targets and performance through the pandemic.
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Section 172 Statement and
Stakeholder Engagement

STAKEHOLDER
[c]3{e]V] 3

WHY WE
ENGAGED

Understanding our
customers is key to
providing space which
meets their needs, and
improving customers’
experience, which
ultimately leads Stenprop
to being recognised as
the MLI provider of choice.
Engaging with our
customers has been
particularly important
during the COVID-19
pandemic.

Our customers

Our people are at the
heart of our business. We
strive to promote a strong
culture focusing on results,
teamwork and innovation
where our employees feel
proud, passionate and
motivated to be part of
the journey.

Our people

STENPROP
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HOW WE
ENGAGED

We have grown our network of
customer engagement managers and
continued to interact and transact
directly with our customers.

We have maintained closed
relationships with our customers
throughout the pandemic

Once again, we have conducted
an annual customer survey to
understand better our customers’
concerns and improve customer
service.

Weekly live updates from our CEO,
Managing Director and CFO and
encouraging direct feedback and
ongoing dialogue.

Live strategy presentations to all
employees with an emphasis on
short and long-term goals and
setting expectations.

All employees’ surveyed on work
conditions during the pandemic
and establishment of a working
group with representatives of all
departments and of all levels of
the organisation to discuss future
working practices.

We engaged with all employees

on ESG and conducted a detailed
materiality assessment to understand
what was important to them.

WHAT WE DID FOLLOWING
ENGAGEMENT

Additional investment in people
and technology.
Read more - pages 32 to 33.

We have continued our Smart
Lease roll out.
Read more - page 03.

We constantly and proactively
adjust our sales and marketing
strategy based upon feedback
received from customers and the
annual customer survey.

We reviewed our annual leave
policy to give employees more
flexibility as to when to take leave.
We also provided all employees
with an additional bonus day leave
in recognition of all their hard work
and support during the pandemic.

We reviewed and updated our
annual performance review process
to increase employee engagement
and align performance with the
Stenprop culture.

Read more - page 77.

We launched new initiatives
to encourage diversity in the
workforce. Read more - page 76.

We developed and launched our
new ESG policy and strategy.
Read more - page 72.



STAKEHOLDER WHY WE HOW WE
GROUP ENGAGED ENGAGED
Business We understand the »  We maintain close and constructive

importance of building
trusted relationships with
our business partners,
lenders and suppliers to
deliver on our strategy.

partners, lenders
and suppliers

relationships with our business
partners, lenders and suppliers.

We provide clear and transparent
reporting on key metrics and targets
and demand the same in return.

We monitor the lending market and
continually benchmark debt pricing
in the market.

STRATEGIC REPORT

WHAT WE DID FOLLOWING
ENGAGEMENT

We refinanced one of our existing
MLI facilities onto a longer

term fixed rate facility on very
competitive terms.

Read more - fixed rate refinancing
case study on page 15.

Our value proposition >
includes delivering
consistent total returns to
our investors, while meeting
investors’ expectations
around sustainability,

social responsibility

and governance.

Our shareholders

We have continued to issue quarterly
trading updates, in addition to our
half-year and annual results, and
organised regular webinars with Q&A
sessions to discuss our results.

Investor meetings and presentations.

We encourage feedback from our
shareholders via our annual general
meeting.

We have taken the strategic
decision to transfer our listing
from the Specialist Fund Segment
to the Premium Segment of the
Main Market of the London Stock
Exchange.

We have appointed two new
independent non-executive
directors to the Board.

Read more - page 84.

We have reviewed our

remuneration policy.
Read more - page 100.

We believe that supporting >
the local communities in
which we operate is key
to building the long-term
sustainable success of the
Company and we consider
ESG factors in every
decision we make.

We maintained ongoing
communication with our Charity of
the Year, Brain Tumour Research, to
find ways to support them during
the pandemic.

We promote a culture of awareness
of ESG matters and seek to
increase our engagement with

local communities via our customer
engagement managers and through
our customers.

We continued to support our
Charity of the Year with various
fundraising initiatives.

Read more - pages 7