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Report'on 1997 Operations

0 Income after net financial items rose to
SEK 1,558 M(1,530).

O Consolidated sales in' 1997 amounted to
SEK 7,465 M (7,416), the same level as a
year earlier.

0 Increases in Swedish tobacco taxes during the
year, total 63%o. [Taxed cigarette sales in
Sweden declinded by 27%.

o Sales for Snuf.f rose 20% to SEK 1, 079 M and
operating mcomg by 21% to SEK 522 M.
Market shate mfthe u.S. rose from 2. 3% to
320 (. Pikat 2 s :

5] f J i 7

0 Smokeless chacCo s share of operatmg Income

increased td' 51% (41) Clgarette s share fell to

29% (41).

feredemption for approximately SEK
WMproposed by the Board.

Swedish Match sales during 1997 amounted to SEK
7,465 M (7,416). Sales were affected positively by a
currency effect of 5%. Higher sales by several divi-
sions, particularly the Snuff Division, compensated for
lower sales by the Cigarette Division.

Operating income, before items affecting compara-
bility, amounted to SEK 1,586 M (1,723) after a positi-
ve currency effect of 5%. Lower operating income
reported by the Cigarette Division could only be partly
offset by improvements from smokeless products and
matches.

Summary of Consolidated Income Statement

(SEK M) 1997 1996
Sales 7,465 7,416
5 peratm g e
items affecting comparability 1,586 1,723
Operat|ng|ncome1586 .................... B 600
Income after net financial tems 1,558 1,530
N o 1045 .................. 1109

Sales by Division
(SEK M)

1996 Percent change

Chewing Tobacco 1,149 1,043 10

Group-wide operations
and eliminations

701* 529 33
7,465 7,416 1

* After May 1, 1997, external invoicing of Prince cigarettes is reported under
Group-wide operations. Subcontracted production remains within the
Cigarette Division. The change results in SEK 121 M of total Prince sales
during May—December of SEK 340 M being reported in the Cigarette
Division and SEK 219 M under Group-wide operations.

Operating income before items affecting
comparability, by division

(SEK M) 1997 1996 Percent change
Chewing Tobacco 420 368 14
Clgarettes .................................. e Cag s
Clgar5131 ............. e a
nghters ......................................... 5 348 ......................... 10
Matchesl47 ............. 118 ......................... 25
Plpe b s a5
Gt o am 51
aro pW|de ope o
and eliminations —252* - 208 -21
Total ............................... 1586 1723 5

* Most of the contribution from sales of Prince cigarettes is reported under
the Cigarette Division.



Chewing Tobacco
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. Share of Group Oper-
ating Income, 23%

’ Share of
Group Sales, 15%

The Chewing Tobacco Division op-
erates solely in the North American
market, primarily in the U.S.

Sales amounted to SEK 1,149 M
(1,043), an increase of 10% compar-
ed with 1996. The increase was at-

tributable to price increases and the
strong U.S. dollar. Operating inco-
me rose to SEK 420 M (368), an
increase of 14%. Expressed in local
currency (USD), sales declined 3%,
compared with 1996, while oper-
ating income was unchanged. The

chewing tobacco market in the
U.S. during the 1990s has
declined 2-3% annually.

The market decline
appears to be
greater in 1997.

2

. Share of

Group Sales, 21%

Share of Group Oper-
ating Income, 29%

The swedish market accounts for
80% of sales invoiced by the Cigar-
ette Division. The Division also sells
cigarettes to Estonia and to the tax-
free market as well as cigarette
papers and related products in the
U.K.

Sales by the Cigarette Division in
1997 amounted to SEK 1,546 M
(1,983), down 22%. The decline is
attributable mainly to the sharp
volume drop on the Swedish market.
As a result of hoarding in the
Swedish market toward year-end
1996, triggered by the increase in
tobacco tax and prices that took
effect on January 1, 1997, estimated
sales of SEK 75 M that would nor-
mally have been made in 1997 were
invoiced toward year-end 1996.
Favorable sales were reported for
Estonia, UK and the taxfree market.
The new agreement with Skandin-
avisk Tobakskompagni A/S (STK)
regarding sales of Prince cigarettes
came into effect on May 1, 1997.
Under terms of the agreement,
Swedish Match is responsible for
production and distribution of Prince

Cigars

cigarettes, and STK, through its sub-
sidiary House of Prince, is responsi-
ble for sales and marketing. SEK 160
M of the Division’s sales decline is
attributable to lower price levels on
deliveries of Prince cigarettes from
the Division to Tobaksvaruimporten
(external invoicing is carried out
from Tobaksvaruimporten which is
reported under Groupwide.

The Division’s operating income
amounted to SEK 537 M (789). The
effect on earnings of the volume de-
cline could only be offset by a third
through price increases. The effect of
hoarding on operating income to-
ward year-end 1996 has been estima-
ted at approximately SEK 45 M.
Earnings were charged with the costs
incurred in conjunction with the re-
launching of the new Blend and to
meet the stiffening competitive situa-
tion on the Swedish market. How-
ever, profit improvements were re-
ported for Estonia, U.K. and the tax-
free market. Compared with 1996,
the new Prince agreement affected
the Division’s operating income ad-
versely by about SEK 60 M. How-
ever, an additional SEK 16 M was

reported for distribution compensa-
tion, under Group-wide operations.

The total Swedish market for
cigarettes declined during the year by
27% (6% due to the hoarding effect
as a result of the tax increase last
year), from sales in 1996 of 8.3 billi-
on cigarettes to 6 billion in 1997.
The decline in volume is strongly
correlated with the two tax increases
on tobacco during the year totaling
62.8%. The effect of the tax increas-
es will gain full impact on sales
during 1998. The market share for
Swedish Match’s products amounts
to slightly more than 50%. All indi-
cations are that the decline in con-
sumption is substantially less than
the 27% die to a sharp increase in
smuggling, crossborder, postorder
and taxfree sales.

As a result of lower de- +
liveries, tobacco tax for 4
cigarettes paid by Swedish l i f
Match in Sweden during '«
1997 declined by 0.6% :
to SEK 6,343 M, despite
an average tax increase
during 1997 of about 40%.

' Share of Group Oper-
ating Income, 7%

' Share of
Group Sales, 9%

The Cigar Division is one of the
world’s largest producers of cigars
and cigarillos. Western Europe is the
most important market for the
Division.

Sales in 1997 totaled SEK 691 M
(678). Operating income declined to

SEK 131 M (136). A temporary de-
cline in the Netherlands and costs
incurred for the introduction of new
products and the investment in the
U.S. market are the main reasons for
the income decline.

Continued introduction of premi-
um cigars, so-called long fillers, with

test sales and initial market invest-
ments was carried out in the U.S.
resulting in a certain volume increase,
concurrent with an adverse earnings
impact for the Division. A total of
about one million hand-rolled cigars,
which were produced at the Divi-
sion’s unit in Indonesia, were sold
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during the year. In addition to hand-
rolled cigars, wrappers and binders
are produced in Indonesia for the
European plants. Accordingly, the
currency crisis in Asia has a certain
positive effect on the Division’s ear-
nings. If the political situation in
Indonesia is growing worse it is a
possibility that it can cause problems
in the production. Production in

Lighters

Harndsand, Sweden, was shutdown
in 1997 and transferred to the
Division’s factory in Belgium.

At the end of November, Swedish
Match acquired R.J. Reynolds cigar
production and cigar brands in
Finland, which has an annual volume
of 50 million cigars, corresponding to
SEK 80 M, and an 67% share of the
Finnish market. R.J. Reynolds will

continue to handle sales and distribu-
tion. Co-determination negotiations
with employee representatives in
Finland were concluded, resulting in
the shutdown of the plant

in Jakobstad during Sep-

tember 1998 and trans-y & FEc= .
fer of production to >
the Belgian factory.

’ Share of Group Oper-
ating Income, 3%

' Share of
Group Sales, 11%

Swedish Match is the world’s third
largest manufacturer of disposable
lighters, with annual production of
about 400 million lighters. The
most important markets are West-
ern Europe, Eastern Europe, the
U.S. and certain parts of Asia.

Sales amounted to SEK 834 M
(846), a decline of slightly more
than 1% compared with a year earl-
ier. Operating income increased to
SEK 53 M (48), which resulted in a
somewhat higher profit margin,
6.4% (5.7). Delivered volumes fell
by 3.5% due mainly to lower sales

in the U.S. market. The year’s earn-
ings include costs totaling SEK 10 M

for rationalization of the plant in
Manila, Philippines. Cost savings
were achieved due among other
factors to a sharp reduction in
range and increased automat-
ion in production. Both
sales and earnings were
affected favorably by
currency exchange
rate trends.

' Share of Group Oper-
ating Income, 8%

’ Share of
Group Sales, 17%

The Match Division is the world’s
only global match manufacturer.
The Division sells matches primarily
in Europe and Brazil, but also has
large export volumes to other market
worldwide. The Division also pro-
duces machinery for match produc-
tion through Swedish Match Arenco.

Sales increased during the year by
5% to SEK 1,299 M (1,241). Lower
volumes in the European match mar-
ket and low sales from Arenco have
been more than compensated for by
higher prices and currency gains.
Operating income increased by
25% to SEK 147 M (118). In addi-
tion to factors mentioned above, pro-
duction rationalization measures
implemented mainly in Brazil also
had favorable effects on the Divi-
sion’s operating income. The Brazi-
lian market, which is important for
Swedish Match, is moving toward

stabilization, with improved margins
as a result.

During the autumn, Swedish
Match and Kav Orman San S.A.
signed a joint-venture agreement for
development of matches and other
Swedish Match products in Turkey
and other countries in the region.
Under terms of the agreement, a new
company will be established in
Turkey in which Swedish Match will
own 60%. Kav will make a non-cash
transfer of its existing match oper-
ations (sales of SEK 100 M), which
currently holds a 40-50% share of
the Turkish market.

In December 1997, Swedish
Match acquired the majority in two
investment companies in Singapore,
which hold 39% of the shares in
Wimco Ltd, an exchange-listed
Indian match company. Wimco Ltd
is one of the largest single match pro-
ducer in the world and also has one

of the most well-developed distribu-
tion networks for consumer products
in India. Sales for the matchoper-
ation amount to about SEK 375 M.

Toward the end of the year,
Swedish Match entered into an
agreement regarding the acquisition
of 58% of the shares in PLAM
Bulgarski Kibrit JSCo, which is
Bulgaria’s dominant match producer,
with sales of about SEK 35 M. Half
of the matches produced are expor-
ted to neighboring countries.

Through these aforementioned
acquisitions, Swedish Match intends,
in cooperation with local partners
with local knowledge
and experience, to ex-
pand with matches,
lighters and tobacco
products into new
markets.
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’ Share of ’
Group Sales, 2%

Share of Group Oper-
ating Income, 2%

The Pipe Tobacco Division is one
of the world’s largest producer and
seller of pipe tobacco, with a world
market share of about 10% in
volume. The most important mar-
kets for the Division are the U.S.,
Sweden and the rest of Western
Europe.

Sales in 1997 fell 15% to SEK 166
M (196) and operating income by
32% to SEK 28 M (41). The sales
decline is attributable mainly to
weakening main markets and the
earlier deliveries at the end of 1996.
In Sweden, the plant in Arvika
was closed and production moved to
the Malmd plant. In the U.S., the
rights to market Borkum Riff on the
North American market were acquir-

ed from US Tobacco. This is expect-
ed to result in increased sales and
improved earnings in 1998. The
agreement with US
Tobacco is from
the period prior ¥
to Swedish Match
establishing own
operations in the U.S.

. Share of Group Oper-
ating Income, 28%

’ Share of
Group Sales, 15%

The Snuff Division’s largest mar-
kets are Sweden, including taxfree
(82% of sales) and the U.S. (15%).

Sales rose 20% during 1997 to SEK
1,079 M (900) The increase in sales
was attributable to higher volumes
in the U.S. market and higher prices
in Sweden.
Operating income improved by

21% to SEK 522 M (431). In addi-
tion to the afore-mentioned factors,

operating income was affected
favorably in Sweden by the rise in
the share of portion-packed, measu-
red in number of snuff cans, to
nearly 40%.

The tax increases in Sweden
during 1997 affected domestic sales
somewhat negatively in volume, but
this was offset by a more than 60%
increase in taxfree sales. Market
shares in the U.S. market rose
during the year from 2.3% to

3.2%. Market-leading US Tobacco
initiated a low-price campaign in
August. The Snuff Division re-
sponded to the challenge by reduc-
ing the price on its main product,
Timber Wolf, from USD 1.10 to
USD 0.70 per can. A price
increase from USD 0.70
to USD 0.90 was
implemented by US
Tobacco near the
end of the year.

Group-wide perations

The net costs for the Group-wide
operations increased to SEK 252 M
(208). The figure includes costs for
participation as a sponsor in the
Whitbread Round the World Race,
an international yachting competi-
tion, and costs incurred for the
Swedish Match Global Challenge,
an internal project. Costs for these
projects are estimated to be in the
same range during 1998. In accor-
dance with the Group’s new struc-
ture introduced on January 1,
1997, the Swedish Match Global
Challenge is designed to strengthen
global coordination of Group ope-
rations and strengthen worldwide
business activities.

Tobacco tax increases

in Sweden

During the year, the tobacco tax
was increased by 25% on January

1 and by 30% on August 1. In con-
junction with these hikes, Swedish

Match's prices were increased. The
price increases for two of the most
important products are shown

below. During 1997, Swedish
Match debited customers in
Sweden with tobacco taxes and
VAT on tobacco products in an
amount of SEK 9,387 M (9,155).

Blend Gul cigarettes (fixed highest price)

At Jan. 1, 1996

At Jan. 1, 1997 At August 1, 1997

Sales price

Swedish Match 4.38 4.76 5.28
Retail margin 5.11 5.25 5.40
Excise tax 15.31 19.19 24.92
VAT 6.20 7.30 8.90
Price to consumer 31.00 36.50 44.50

General snuff (base price)

At Jan. 1, 1996

At Jan. 1, 1997 At August 1, 1997

Sales price

Swedish Match 4.65 4.98 5.53
Retail margin 4.00 4.62 5.52
Excise tax 3.75 4.80 6.15
VAT 3.10 3.60 4.30
Price to consumer 15.50 18.00 21.50
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Preliminary agreement

in the U.S.

During the year, Philip Morris In-
corporated, R.J. Reynolds Tobacco
Company, Brown & Williamson
Tobacco Corporation, Lorillard
Tobacco Company and United States
Tobacco Company reached a preli-
minary agreement with 39 states
which among other things would
settle suits filed against these compa-
nies in the U.S.

In exchange for these suits being
withdrawn and certain limitations
regarding future suits involving
product liability, the five companies
agreed to make payments which
during the next 25 years amount to
nearly USD 370 billion. In accordan-
ce with the preliminary agreement,
the five companies have accepted
new restrictions on production,
marketing and distribution of ciga-
rettes and smokeless tobacco pro-
ducts sold in the U.S. (the agreement
does not cover pipe tobacco and
cigars). The proposed agreement is
conditional upon these conditions
being included in new legislation. If
the settlement were enacted as pro-
posed, it would have a significant
impact on the tobacco industry in
the U.S., including Swedish Match’s
operations.

The proposed settlement has been
widely debated and critized. At this
time it is not clear whether and to
what extent, legislation implementing
the proposed settlement, or any parts
thereof will be enacted. It is imposs-
ible at this time, therefore, to specu-
late over potential effects of an agree-
ment on the business activities of
Swedish Match in the U.S. market.

Income per share and

proposed dividend

Income per share was SEK 2.25
(2.39). In accordance with the com-
pany’s dividend policy, the Board has
decided to propose that the Annual
General Meeting distribute SEK 1.10
(1.10) per share to the shareholders.
The proposed dividend for the year
corresponds to 49% of net income.

Redemption of shares

Within the framework of the share-
holder program (page 7) and conside-
ring Swedish Match’s strong financial
position and substantial transfer
capacity, the Board of Swedish Match
has decided in addition to the ordina-
ry dividend for fiscal year 1997 to
propose the redemption of Swedish
Match shares to the Annual General
Meeting on April 29, 1998. Through
the redemption, capital which is no
longer required in operations is trans-
ferred to the shareholders. This redu-
ces shareholders’ equity and the num-
ber of shares. The redemption will be
proposed in an amount in the range
of SEK 1,200 M.

More detailed information on the
exact terms and conditions will be
provided in mid-April, but not later
than April 22. A Special General
Meeting is planned to be held on or
about July 7, after which the redemp-
tion amount is expected to be paid at
the end of July.

Financial result

Net interest expense amounted to
SEK 17 M (expense: 81). Other
financial items, an expense of SEK
11 M (income: 11), net, are attribut-
able to exchange gains and losses on
financial assets and liabilities. Most
of the exchange losses were incurred
in the subsidiaries in Indonesia and
the Philippines.

Investments, financing

and liquidity

Group investments in tangible assets
during the year totaled SEK 292 M
(217). Depreciation according to
plan amounted to SEK 268 M (270).
Liquid assets, including short-term
investments, totaled SEK 563 M at
the close of the period, compared
with SEK 942 M at year-end 1996.
Liquid assets include bank accounts
and bank deposits. Net debt at the
close of the period was SEK 471 M,
an increase of SEK 394 M since
December 1996. Net debt was low
at year-end 1996 because liabilities
for income tax and tobacco excise
taxes were approximately SEK 500
M higher than normal. The liabilities
have since been paid down and
reduced to a normal level. During
the year, the Group raised a three-
year, fixed-interest bond loan in the
amount of SEK 200 M. The loan
was financed primarily by a Swedish
commercial paper program with a
loan framework of SEK 2,000 M, of
which SEK 777 M had been utilized
as of December 31, 1997. In addi-
tion, there is a syndicated bank loan,
with a line of credit of SEK 2,000
M, which was entirely unutilized at
December 31, 1997.

Average number

of Group employees

The average number of Group em-
ployees 1997 was 6,467, compared
with 6,580 during 1996. The aver-
age number of employees in Sweden
was 1,485, compared with 1,467 last
year.
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Capital structure

In February 1998, the Board of
Directors and management of
Swedish Match concluded an extens-
ive analysis of the company’s long-
term financial situation and structu-
re. The analysis work resulted in the
further development of existing
financial goals, the addition of new
financial goals and that the Board
has issued a new program statement
for the transfer of surplus funds to
the shareholders, a shareholder pro-
gram.

Financial goals

Shareholder program

< Average return requirement on
acquisitions and new investments

Acquisitions and expansion invest-
ments aimed at organic growth in
existing operations must provide a
return of at least 10% after tax on
invested shareholders’ equity. The
requirement pertains to invest-
ments in Swedish kronor at cur-
rent inflation and interest levels.
The return requirement for indivi-
dual investments and acquisitions
varies depending on type of invest-
ment, product area and geographic
market. Based on specific condi-
tions, each major separate invest-
ment is assigned an individual risk
premium.

e Debt/equity and interest
coverage ratios

The goal is that the debt/equity
ratio should not exceed 100%
long term. With the prevailing
balance sheet structure, this corre-
sponds to an equity/assets ratio of
about 30%. Interest coverage
should, at current interest levels,
be not less than 10.

e The Board has made the following
program statement for transfer of
surplus funds to the shareholders:

“Under the condition that the
goals set for the Group’s financial
risk-taking are fulfilled, the Board
will, in addition to the ordinary
dividend, consider transfer in a
proper manner of the surplus
funds, which are considered not to
be necessary for the Group’s
expansion and consolidation, to
the shareholders. The form for the
transfer will be determined at any
given time based on a combined
assessment of available methods
and the total effects for the
Swedish Match Group and its sha-
reholders.”

« Dividend policy

The company’s dividend policy to
date remains valid. Accordingly,
Swedish Match intends to distribu-
te long term 40-50% of the
Group’s net income. The size and
timing of the dividend depends on
Swedish Match’s financial posi-
tion. Net income, anticipated futu-
re profitability, cash flow, invest-
ments, expansion plans and other
factors which must be considered.

Incentive program

The Board has decided to offer
approximately 20 senior executives
in the Group call options pertaining
to shares in Swedish Match AB. The
offering will comprise packages
with options featuring three diffe-
rent lifetimes: 3, 4 and 5 years. At
full acceptance, the options will cor-
respond to 1 065 000 shares being
issued. The allotment corresponds
to a maximum of 30 000 and

105 000 options for the executives
involved. The price of the options
will be determined on market terms.
The company is also investigating
the possibility of establishing a pro-
fit-sharing system for the Group’s
employees.

Other information

This report has not been subject to
special examination by Swedish
Match auditors.

The Annual General Meeting will
be held in Stockholm, on April 29,
1998. The 1997 Annual Report is
scheduled to be published during
week 12 in 1998. The interim report
for operations in the first three
months of the year will be published
on April 29.

Stockholm, February 24, 1998

Board of Directors
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Key Data

1997 1996
Operating margin, % 21.2 23.2
Return on operating capital before items
affecting comparability, % 42.7 49.9
Return on shareholders’ equity before items
affecting comparability, % 39.5 57.3

Income per share after full tax, before items

affecting comparability, SEK 2.25 2.59
. per G tax i S
affecting comparability, SEK 2.25 2.39
Sivido ndpers o G A 11
" arketpnceat y earend S epe sio
Sharehoiod o quny pershare g Gar o
. . 56
Number of shares outstanding | 463 558 252 463 558 252

* Board proposal

Consolidated Income Statement in summary
(SEK M) 1997 1996
Sales, include. tobacco tax 15,231 15,007

Net income 1,045 1,109
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Consolidated Balance Sheet in summary

(SEK M) Dec. 31, Dec. 31,
1997 1996
Intangible fixed assets 757 516

Net debt 471 e

Consolidated Cash Flow Analysis in summary

(SEK M) 1997 1996
Cash flow from operations 773 1 806
T
Investments in property, plant and equipment 202 217
e oy
b Bt T
Cash flow from investments 652 -340
: |nancmg ..................................................................................................................................
Changelnloans ........................................................................................ TR _1012
Dividends to shareholders/parent company 510 -300
P T g ......................................................... = a2
Translation differences attributable to cash and bank balances a1 -16
Decrease (increase) in cash and bank balances -379 138
Cash and bank balances at January1 942 804
Cash and bank balances at December 31 563 942
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Quarterly data

(SEK M) Q3/96 Q4/96 Q1/97  Q24/97 Q3/97 Q4/97

Net income 317 394 234 294 284 233

Sales by division

(SEK M) Q1/96 Q2/96 Q3/96 Q4/96 Q1/97 Q2/97 Q3/97 Q4/97
e e T s i s i i ph—s gy g
IR i o e s s s o
G e s D e e e i 2
Lo s S o s pag e o
e e e e oy S RO —
B P R R S o P e >
SRS R o e o o o o o .
e ooeraion e T BB BB B B B
and eliminations 110 128 139 152 100 182 235 184
Total 1,733 1,848 1,855 1,980 1,684 1,942 1,954 1,885

Operating income before nonreccuring items, by division

(SEK M) Q1/96 Q2/96 Q3/96 Q4/96 QL/97 Q2/97 Q3/97 Q4/97
o tommee i R o o it A
e o o e g g e
o S— " i pr— S e
Lo S o i e — Fp— >
S o e — — g i p—
b et e p— i S el e— T X
i P I S T i T s
o aids overations e R B BB AR B PR
and eliminations -39 -54 -48 -67 -50 -39 -80 -83
Total 319 422 482 500 334 407 460 385
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Product Divisions

Swedish Match

Chewing Tobacco Division
P.O. Box 11588

Richmond, Virginia 23230-1588
USA

Tel. +1 804 287 3220

Fax +1 804 287 3282

Swedish Match
Cigarette Division
SE-118 85 Stockholm
Sweden

Tel. +46 8 658 0200
Fax +46 8 668 7217

Swedish Match

Cigar Division

P.O. Box 1

NL-5550 AA Valkenswaard
The Netherlands

Tel. +31 40 208 5555

Fax +31 40 208 5501

Swedish Match
Lighter Division
P.O. Box 222
CH-1260 Nyon 1
Switzerland

Tel. +41 22 363 9111
Fax +41 22 361 9912

Swedish Match
Match Division

P.O. Box 222
CH-1260 Nyon 1
Switzerland

Tel. +41 22 363 9111
Fax +41 22 363 9172

Swedish Match

Pipe Tobacco Division

P.O. Box 11588

Richmond, Virginia 23230-1588
USA

Tel. +1 804 287 3220

Fax +1 804 287 3208

Swedish Match
Snuff Division

Box 77

SE-401 21 Goteborg
Sweden

Tel. +46 31 80 86 00
Fax +46 31 15 61 04

Sales Regions

Swedish Match

North European Sales Region
SE-118 85 Stockholm

Tel. +46 8 658 0200

Fax +46 8 720 6928

Swedish Match

West European Sales Region
P.O.Box 1

NL-5550 AA Valkenswaard

The Netherlands

Tel. +31 40 208 5555

Fax +31 40 208 5507

Swedish Match

East European Sales Region
SE-118 85 Stockholm

Sweden

Tel. +46 8 658 0200

Fax +46 8 84 20 15

Swedish Match

North American Sales Region
P.O. Box 11588

Richmond, Virginia 23230-1588
USA

Tel. +1 804 287 3220

Fax +1 804 287 3208

Swedish Match

Latin American Sales Region
P.O. Box 70052

22422-970 Rio de Janeiro, RJ
Brazil

Tel. +55 21 522 1122

Fax +55 21 522 1904

Swedish Match
Asia/Pacific Sales Region
P.O. Box 222

CH-1260 Nyon 1
Switzerland

Tel. +41 22 363 9111

Fax +41 22 361 9912

Swedish Match

Africa/Middle East Sales Region
Centro Comercial

Gran Via de Hortaleza

C/Arequipa, 1

E-28043 Madrid

Spain

Tel. +34 1 381 6400

Fax +34 1381 7873

Swedish Match
Advertising Products
P.O. Box 222

CH-1260 Nyon 1
Switzerland

Tel. +41 22 363 9111
Fax +41 22 361 9912
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