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SECTION 01

Executive Summary

e Bitburger's iconic 'Bitte ein Bit' positioning has created strong brand recognition but the premium Pilsner segment
faces commoditization as German consumers increasingly explore craft alternatives and alcohol-free options.

@ The company's exclusive partnership with the German national football team provides significant brand visibility but
this sports-centric positioning limits appeal to the growing health-conscious and experience-seeking consumer
segments.

e Bitburger's traditional brewing heritage (since 1817) and Reinheitsgebot compliance are industry table stakes in
Germany, requiring a strategic pivot toward experiential differentiation rather than product purity messaging.

® The alcohol-free segment (Bitburger 0,0%) represents Bitburger's strongest growth vector, yet current investment
levels trail category leaders like Krombacher and Warsteiner in this rapidly expanding market.

@ Regional brewery consolidation and the rise of direct-to-consumer craft brands threaten Bitburger's traditional Gastro
(on-premise) stronghold, demanding a fundamental rethink of channel strategy and brand experience delivery.
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SECTION 02

Strategic Opportunity

Bitburger can escape the premium Pilsner price war by becoming Germany's leading 'Social Brewing Experience'
brand—pivoting from product-centric marketing to owning the moments of connection that beer facilitates. This means
dramatically reducing investment in traditional TV advertising and brewing heritage messaging while creating a
nationwide network of 'Bitburger Treffpunkt' community spaces and pioneering a subscription-based 'Stammtisch Digital'
platform that recreates German beer culture for younger, urban consumers.

STRATEGIC ARCHETYPE TOP STRATEGIC MOVE

Experience Innovator Launch 'Bitburger Gemeinschaft'—a membership

platform combining digital community features (virtual
Stammtisch, beer education, exclusive releases) with
physical touchpoints (priority access to brewery tours,
partner Gastro benefits, local meetup support). This
transforms Bitburger from a commodity Pilsner brand
into a cultural community platform, creating switching
costs and emotional loyalty that transcend price
competition.
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SECTION 03

Red Ocean vs Underserved Opportunity

CURRENT RED OCEAN FOCUS

TV and stadium advertising spend—all major German brewers
compete for identical sports sponsorship slots with
diminishing differentiation returns

Reinheitsgebot purity messaging—every German brewery
claims this heritage, making it meaningless as a differentiator

Premium Pilsner taste optimization—marginal flavor
improvements are imperceptible to most consumers and
easily matched by competitors

National distribution breadth—all major players have
near-universal availability, eliminating distribution as a
competitive advantage

Price promotions and retailer trade spend—destructive margin
erosion with temporary volume gains that competitors
immediately match

Traditional brewing heritage storytelling—century-old
founding stories have become generic category wallpaper

UNDERSERVED STRATEGIC FACTORS

Alcohol-free variety and taste innovation—demand growing
10%+ annually but major brewers offer limited, often
inferior-tasting options

Community and social connection facilitation—consumers
seek belonging but brewers only sell products, not
experiences

Sustainability transparency and carbon-neutral
brewing—younger consumers demand environmental
accountability beyond greenwashing

Local/hyper-regional relevance—national brands feel
impersonal compared to craft brewery community integration

Digital engagement and beer education content—minimal
investment in helping consumers appreciate beer culture and
brewing craft

Personalization and limited edition experiences—mass
production mindset ignores desire for exclusivity and
discovery
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SECTION 04

Competing Factors

These factors define the strategy canvas axes — what buyers decide based on and what the industry competes on in this
specific market context.

Brand Heritage & Authenticity Product Taste Quality Price Competitiveness National Distribution Reach
Sports & Event Sponsorship Alcohol-Free Portfolio Strength Sustainability Credentials

Digital & Social Engagement On-Premise (Gastro) Presence Product Innovation & Variety

Community & Experience Offerings Premium/Craft Positioning

Factors were validated using a combination of independent consumer research, German beer market analyses, brand perception studies, and
competitive positioning assessments from industry publications. Consumer decision priorities were cross-referenced against market research
identifying brand heritage, experience, and alcohol-free innovation as the dominant buyer criteria in the German B2C beer segment.

SOURCE This analysis synthesises publicly available company filings, investor presentations, German beer market

BASIS reports, independent consumer satisfaction surveys and brand tracking data, competitive benchmarking across

Krombacher, Warsteiner, Beck's, Veltins, and Paulaner, and industry analyst reports on the German brewing
market.
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SECTION 05

Current Market Comparison

Bitburger's iconic 'Bitte ein Bit' positioning has created strong brand recognition but the premium Pilsner segment faces
commoditization as German consumers increasingly explore craft alternatives and alcohol-free options. The company's

exclusive partnership with the German national football team provides significant brand visibility but this sports-centric
positioning limits appeal to the growing health-conscious and experience-seeking consumer segments.
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Strategic canvas comparing Bitburger against 5 identified competitors across 12 market competing dimensions
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SECTION 06
Future Value Curve

Current vs Future Target Positioning — the strategy differentiation curve shows where to diverge from industry

competition.
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CURRENT DIFFERENTIATION OPPORTUNITY SCORE

5.8/10 8.4/10

TOP STRATEGIC GAPS

1 Community & Experience Offerings +6
2 Digital & Social Engagement +5
3 Alcohol-Free Portfolio Strength +2.5
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SECTION 07

Strategic Priority Matrix

STRATEGIC ACTION STRATEGIC IMPL. EFFORT PRIORITY

IMPACT

Launch Bitburger Gemeinschaft digital membership platform with .
. . . Very High Medium #1
virtual Stammtisch features and exclusive content

Triple investment in Bitburger 0,0% line extension with flavored .
. . . Very High Medium #2
variants and premium alcohol-free craft offerings

Reduce DFB sponsorship investment by 50% and redirect to

. . . Low #3
community experience infrastructure
Achieve carbon-neutral brewing certification and launch transparent Hieh 44
i
supply chain tracking for consumers &
Pilot 5 'Bitburger Treffpunkt' community spaces in major German .
. . . Very High High #5
cities combining taproom, events, and co-working
Develop quarterly limited-edition collaboration brews with regional
Low #6

craft breweries to build innovation credibility
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SECTION 08

Factor Analysis

FACTOR

Brand Heritage &
Authenticity

Product Taste
Quality

Price
Competitiveness

National
Distribution Reach

Sports & Event
Sponsorship

Alcohol-Free
Portfolio Strength

NOW TARGET

8.5 6

7.5 7.5

6.5 9

CONFIDENCE

High

High

Medium

High

High

High

EVIDENCE

Strong

Strong

Moderate

Strong

Strong

Strong

STRATEGIC NOTE

Bitburger's 200+ year history is
well-established but over-investment in
heritage messaging yields diminishing returns.
Reduce heritage-focused advertising by 40%
as younger consumers (18-35) prioritise
experience over tradition.

Bitburger's Pilsner quality is competitive but
not distinctively superior in blind taste tests
versus Krombacher or Veltins. Maintain
current quality investment without
increase—differentiation must come from
non-product factors.

Bitburger currently discounts heavily in retail,
eroding brand premium perception. Accept
higher shelf price position by reducing
promotional frequency—community value
proposition justifies premium.

Bitburger's universal availability provides no
competitive moat. Accept slightly reduced
distribution breadth to fund higher-value
selective placement in premium on-premise
venues and community spaces.

DFB partnership costs €15-20M annually but
ROI studies show diminishing brand lift as all
major brewers sponsor sports. Dramatic
reduction funds community strategy pivot with
stronger long-term loyalty impact.

Bitburger 0,0% exists but lacks variety and
innovation versus Krombacher's expanded
range. German alcohol-free beer market
growing 8-12% annually—Bitburger must lead
this category to capture health-conscious
millennials.

SharpCut Strategy | Confidential and Proprietary |(c) 2026 SharpCut Strategy | SCS-20260320-4891

sharpcutstrategy.com | SCS-20260320-4891 | Strictly Confidential | © 2026 SharpCut Strategy



SHARPCUT STRATEGY

STRATEGIC DIFFERENTIATION ANALYSIS | CONFIDENTIAL

FACTOR

Sustainability
Credentials

Digital & Social
Engagement

On-Premise (Gastro)

Presence

Product Innovation
& Variety

Community &
Experience
Offerings

Premium/Craft
Positioning

NOW

5.5

4.5

7.5

3.5

5.5

TARGET

8.5

9.5

6.5

9.5

7.5

CONFIDENCE

Medium

High

High

Medium

High

Medium

EVIDENCE

Moderate

Strong

Strong

Moderate

Strong

Moderate

STRATEGIC NOTE

Bitburger's Eifel location offers natural water
sustainability story but lacks carbon-neutral
certification or transparent supply chain
messaging. Gen Z consumers increasingly
make purchase decisions based on
environmental impact.

Bitburger's social media presence is
broadcast-focused with minimal community
features. Beer education content,
user-generated experiences, and digital
Stammtisch features represent massive white
space versus competitors.

Traditional Gastro channel declining in
Germany post-COVID with 15% venue
closures. Maintain strong presence but shift
investment toward owned experiences rather
than fighting for declining tap handles.

Bitburger's portfolio remains Pilsner-centric
while consumer preferences fragment toward
variety. Limited editions, craft collaborations,
and alcohol-free innovations required to
maintain relevance with exploratory drinkers.

Bitburger's Bitburg brewery tour exists but
lacks scalable community infrastructure. 'Bitte
ein Bit' tagline speaks to social moments but
brand delivers no actual community
platform—this gap represents the core
strategic differentiation opportunity.

Bitburger occupies ambiguous mid-market
position—not craft enough for enthusiasts, not
cheap enough for value buyers.
Community-first positioning and craft
collaborations can elevate perceived premium
status without complete brand overhaul.
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SECTION 09

ERRC-H Grid

The Eliminate-Reduce-Raise-Create framework defines the transformation path from current to future strategy curve.

ELIMINATE
Generic Reinheitsgebot purity advertising—every German

brewer makes this claim, rendering it meaningless

Mass-market TV advertising campaigns with celebrity
endorsements—diminishing ROl in fragmented media
landscape

1 RAISE

Bitburger 0,0% portfolio investment—triple R&D; and
marketing for alcohol-free variants including Radler 0,0%,
IPA 0,0%, and Wheat 0,0%

Sustainability transparency and carbon-neutral brewing
certification—achieve and communicate verified
environmental leadership

Product innovation velocity—launch minimum 4 limited
editions annually versus current 1-2

Digital content and community platform
investment—increase from €2M to €12M annually

HOLD

Core Pilsner product quality and brewing standards

J REDUCE

DFB national team sponsorship investment—cut by 50%
from ~€18M to ~€9M annually

Broad retail promotional discounting frequency—reduce
deep discount weeks from 12 to 6 per year

Heritage-focused brand storytelling budget—shift from
40% to 15% of marketing communications

CREATE

Bitburger Gemeinschaft digital membership
platform—subscription community with virtual Stammtisch,
beer education, exclusive releases, and partner benefits

Bitburger Treffpunkt physical community spaces—owned
venues combining taproom, events, local partnerships, and
brand experience

Craft brewery collaboration program—quarterly
partnerships with regional craft brewers for limited
co-branded releases

Strategic Gastro partnerships with premium venues in key
urban markets
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SECTION 10

Strategic Risks If No Action Is Taken

1 Continued erosion of premium Pilsner market share to craft alternatives and private label as price-focused retailers
gain power in German grocery

2 Loss of younger consumer relevance as 18-35 demographic increasingly views traditional beer brands as 'their
parents' drink' without experiential repositioning

3 Alcohol-free category leadership captured by Krombacher or new entrants while Bitburger under-invests in this
fastest-growing segment

4 DFB sponsorship renewal pressure from AB InBev (Beck's parent) or other well-capitalised competitors could force
expensive defensive spending

5  Gastro channel permanent contraction post-COVID leaves Bitburger over-indexed to declining on-premise volume
without owned experience alternatives
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SECTION 11

90-Day Strategic Focus Plan

MONTH 1 MONTH 2 MONTH 3

— Commission detailed feasibility — Begin Bitburger 0,0% line — Soft-launch Bitburger

study for Bitburger
Gemeinschaft digital platform
including technology
requirements, membership tier
structure, and pilot market
selection

Initiate contract renegotiation
with DFB to reduce sponsorship
commitment by 40-50% for next
renewal cycle, reallocating
savings to community strategy

Launch internal cross-functional
team (marketing, digital,
innovation, sustainability) to
design and resource strategic
transformation roadmap

extension development with
consumer research for three new
alcohol-free variants targeting
health-conscious occasions

Select first two pilot cities
(Berlin, Munich) for Bitburger
Treffpunkt community space
concept and initiate real estate
scouting

Engage sustainability consultants
to audit current carbon footprint
and define pathway to
carbon-neutral brewing
certification within 24 months
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Gemeinschaft beta with 1,000
selected brand advocates to test
digital Stammtisch features and
gather feedback

Announce first craft brewery
collaboration partner and begin
co-development of limited
edition release for Q3 launch

Reduce Q2 retail promotional
calendar by 30% and redirect
trade spend toward premium
on-premise activations and
community events
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SECTION 12

Recommended Actions

Immediately commission external digital platform development partner for Bitburger Gemeinschaft MVP
targeting Q3 2025 launch with 50,000 founding members

Restructure marketing budget to shift 35% of current advertising spend from traditional media to community
experience infrastructure over 18 months
25% annual volume increase

Negotiate exit or significant reduction of DFB sponsorship commitment, accepting potential short-term brand
awareness dip for sustainable community equity building

Acquire or partner with regional craft brewery (e.g., BRLO Berlin, Giesinger Munich) to accelerate craft

“ Establish dedicated Bitburger 0,0% business unit with separate P&L;, innovation budget, and growth targets of

credibility and innovation capability
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