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Introduction

H1 highlights

+5%

Homewares Active
market share customers YoY
YoY growth 2 growth 3

Total YoY sales Total 3YoY
growth sales growth ?!

51.1% £11/m £102m 25p

FY22 H1: 52.8% FY22 H1: £141m FY22 H1: £106m Ordinary: 15p Special: 40p

Interim and
Free cash flow 4 special
dividends °

Profit before
tax

Gross margin

1 Total sales growth vs H1 FY20 (pre-pandemic)

2 GlobalData UK homewares market. Market share for the period January 2022 to December 2022 was 10.8%
3 Growth in unique active customers who have transacted at least once in the calendar year. Management estimates using Barclays data
4 Free cash flow is defined as net cash generated from operating activities less capex (net of disposals) and business combinat ions, net interest
paid (including leases) and loan transaction costs, and repayment of principal element of lease liabilities

5 Interim dividend of 15p per share (FY22: 14p) and special dividend of 40p per share
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Introduction

H1 highlights: Growth

Relevant products and Helping customers feel savvy Leading to further growth in
outstanding value and manage their budgets customer numbers and frequency

Active customers

2018

Total active customers’

+5.7%
vs 2021

2019 2020 2021 2022

I

Frequency

2018

. 2
Shopping frequency +4.8%
vs 2021

2019 2020 2021 2022

1 Unique active customers who have transacted at least once in the calendar year. Management estimates using Barclays data

2 Number of visits per retained customer in the calendar year. Retained customers defined as those who have shopped with Dunelm in both the reported calendar year and previous calendar year. Source: Barclays

INTERIM RESULTSFY23



Introduction

H1 highlights: Resilience T ——

Opened December 2022 , 15,000 sq ft sales area

A Strong operational grip:
A Tight commercial discipline
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A Advantaged business model:

A Strong brand with broad appeal, addressing an audience of
Tr~fk k2 «i ‘Delivering Joy’ campaign

Customers and colleagues, supporting over 550 local causes

A A distinctive product offer and long -term supplier relationships

A A cost-effective total retail system, combining local stores and
digital shopping

A Dunelm colleagues x strong shared values
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