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Dear Shareholders,

I am pleased we were able to deliver a mid-single digit increase in 
sales and a 9% increase in earnings per share without items, both 
in local currency, for fiscal 2015 despite tough externals, including 
unprecedented currency headwinds, geopolitical conflicts and 
political uncertainty. This performance speaks to the strength 
of our business model, our well-respected brand, our innovative 
products and our business fundamentals which include the 
dynamic demonstration selling method and a compelling sales 
force opportunity.

Many of our largest business units demonstrated continued strong 
local currency sales growth during the year. Brazil, China and 
Tupperware Mexico all faced tough externals and yet still grew 
local currency sales in the double-digits. Our performance in those 
units is proof that our business model continues to resonate with 
our global consumers and our worldwide sales force. That said, 
we recognize we have a number of units that did not perform as 
they should have, and we continue to have opportunities for further 
penetration in many markets.

We believe that improved performance in key markets will be driven 
by further execution of our global Vision 20/20 strategy. Conceived 
by some of our strongest leaders from 14 countries, Vision 20/20 
is our long-term plan for growing our sales force through a series 
of strategic initiatives focused on taking the best practices from 
our top units and systematizing them so that they can be adopted 
across all markets. The fundamental levers of our business remain 
the same; however, we see an opportunity to strengthen our focus 
and consistently execute on the levers unit by unit. We also know 
the world’s demographics are changing, and we want to ensure our 
company fully capitalizes on all future opportunities. 

The core of our strategy is as follows:

1) Strengthen the core business model. Our core business model 
works and it can work even better. We’ve evaluated best practices 
in many of our units, pulled the best of the best and tested how we 
can make them simpler, consistent and scalable. A more consistent 
execution of these best practices globally will allow us to improve 
sales force activity, productivity and earnings. Through these 
improvements, we will continue building our sales force size, not 
only by bringing in new sellers, but also by increasing their longevity.

2) Extend our reach to be more relevant and reachable to a 
growing sales force and consumer base. Digital communications 
and advances in technology have enabled closer relationships 
despite physical distances. Including through use of technology 
we look to extend our relationships with current and former sales 
force members and enhance the tools they use to work with each 
other as well as interact with hostesses and end consumers. This 
includes removing physical boundaries that may prevent a hostess’ 
friends and family from joining a party.

These core strategy actions support our purpose: the empowerment 
of women through enabling their financial independence and to 
help change lives through opportunity, support and relationships. 
Nowhere in the world does our purpose have more potential than 
in the emerging markets. We have tremendous runway left in our 
emerging markets, which contributed 66% of our sales in 2015, up 
from less than 50% in 2006, but include over 85% of the world’s 
population. We are well-positioned to be successful in many of 
these countries as they have an emerging middle class with a 
desire for premium products with an aspirational brand. Our channel 
is well-received due to the lack of retail infrastructure, and we offer 
opportunities to earn income, where in the emerging markets, less 
than half of women work outside the home. While the emerging 
market economies experienced some instability in 2015, we feel 
strongly this is where significant growth lies for our company and 
we will continue to build on our beachheads including our largest 
opportunities in China and India.

Finally, we know management seasoning is important, especially 
in our channel. We continue to put laser focus on leadership 
development to create bench strength for our talented management 
team. Giving them experience and ensuring our future leaders 
understand how to navigate the external environment and execute 
on the fundamentals of our business will ensure we have strong 
leadership for years to come.

We are proud that we have built a company that manages 
challenging externals and continues to capitalize on opportunities 
even in turbulent markets. We are confident that continued 
execution of our strategy will help to turnaround underperforming 
markets while also allowing us to continue to take advantage of 
the favorable long-term economic, demographic and technological 
trends.

Our experienced global management team will continue executing 
the levers of our business model and implementing our strategic 
initiatives, which we believe will lead to many years of future growth 
and creation of value for our shareholders.  As a result, we have 
confidence in our future and look forward to growing the company 
in 2016 and beyond.
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