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EXPECTATIONS OF OUR

BUSINESS PARTNERS

Collaborating with business partners involves risks that require careful management. Our business
continues to build upon a large network of business partners, such as contractors, suppliers,
customers, and other collaboration partners. The actions of these partners impact not only their

reputation, but also ours.

A business partner is a commercial entity with which Ragn-Sells has a business relationship.
A business partner can, for example, be a supplier, a contractor or sub-contractor, a customer,

a research or collaboration partner, and more.

For more information about our business partner and supplier expectations, see our separate

Code of Conduct for Business Partners.

@ Our policies and principles

@ We only engage with business partners who share the same
high standards as our company regarding legal and regula-
tory compliance, integrity, human rights, privacy and cyber-
security, labour rights, health and safety, protection of the
environment, and the fight against corruption.

@ We conduct appropriate checks on business partners to
ensure their background, reputation, capabilities, and
standards meet our expectations.

@ We collaborate with business partners where we can build
mutually beneficial relationships.

@ We review and monitor our key business partners and
suppliers throughout the life of our relationship to ensure
we are standing by our commitments to them and that they
are fulfilling their obligations to us.

@ We will communicate our expectations to our business
partners transparently.

@ We will collaborate with our key suppliers in different areas
s0 we can reach our sustainability goals.

%2, What does this mean for you?

O When you order goods and services, it is done through
contracted suppliers and according to our processes.

O You show no bias in favour of a supplier, service provider, or
partner company. Always disclose if you have any personal
links with a business partner or supplier to avoid possible
conflicts of interest.

O You always follow our internal rules on gifts, entertainment,
and hospitality in your dealings with business partners. At

Ragn-Sells, we have zero tolerance for corruption and bribery.
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ké We want to be proud of the business partners
we work with, and for them to be proud of working
with Ragn-Sells.”

O You engage in truthful and transparent interactions with
business partners and suppliers and ensure that they sign
and commit to our Business Partner Code of Conduct.

O If you are aware of any non-compliance with our Business
Partner Code of Conduct, contact the Procurement or
Compliance team.

af2 I you are a manager

O Ensure that members on your team are informed about the
requirements of the procurement process for procuring
goods and services at Ragn-Sells.

O Follow the procurement process to ensure that business
partners we collaborate with have undergone proper
reviews, have adequate agreements in place, and are
informed about Ragn-Sells' commercial, sustainability, and
responsible business practices before engaging with them.

?

Learn more

» Business Partner Code of Conduct

» Business Ethics Directive

» Procurement Directive and local procurement process

Who do | contact if | need more information or guidance?
» Your local procurement team

» Trading function representative in your country (Recyclables)
» Group Compliance
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A conflict of interest can arise when we have overlapping interests between our job responsibilities
and our personal relationships or circumstances. If we fail to recognise and manage any conflict,
or the potential for conflict, we risk damaging Ragn-Sells' long-established reputation for integrity
and trustworthiness, jeopardising our company brand and good standing in our industry and the

marketplace.

@ Our policies and principles

@ We rely on all our employees to make fair decisions based
on objective criteria.

@ We will seek to avoid conflicts of interest impacting our
business dealings, but where they cannot be avoided,
we will deal with them in advance and with transparency.
All Ragn-Sells employees must disclose any possible
conflict between their work and private interests.

@ We will work to manage conflicts when they do exist via
disclosure and avoidance or remediation of the situation,
such as removal from connected decisions, where
appropriate.

%2, What does this mean for you?

O If you identify that you may face or suspect that you may
face a potential conflict of interest, you immediately notify
your manager and the relevant HR and Compliance
functions to disclose the facts.

O If you are not sure if there is a conflict, get a second,
objective opinion. If the answer is yes, there is a potential
conflict, or the appearance of one, you must seek guidance
on how to proceed from your manager or another person in
leadership, or from the Compliance function. Do not act
until you have received authorisation to do so. And, if you
are told not to proceed, don’t.

O Follow any actions put in place to manage a disclosed
conflict.

O Strive to avoid any appearance of bias or favouritism.

af2 |f you are a manager

O Ensure people on your team are aware of examples of
situations that can create a conflict of interest.

O Never approve any conflict of interest situation without
proper review and discussion with HR, Compliance, and
leadership.
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ké Conflicts can be managed when disclosed in
advance. When hidden, they put good decisions
and personal reputation at risk. Think ahead to

prevent issues.”

Examples of potential
conflicts of interest include:

@ Doing business with business partners that employ, or are owned
by, your family members, friends, or former colleagues.

® Hiring or supervising anyone with whom you have a personal
relationship.

® Working in your free time for Ragn-Sells’ customers, suppliers,
or other business partners.

® Working outside Ragn-Sells or taking on engagements or director-
ships that interfere with your job performance, require you to use
Ragn-Sells' confidential and proprietary information, intellectual
property, or assets.

@ Engaging on behalf of Ragn-Sells with customers, suppliers,
or other external stakeholders of a company in which you have
ownership or other significant financial interest.

?

Learn more
» Business Ethics Directive

Who do | contact if | need more information or guidance?
» Your manager
» Your local Compliance Coordinator or Group Compliance
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We know that free and fair competition is essential to a thriving marketplace as it drives efficiency and
innovation. We outperform our competition legitimately and honestly, maintaining a competitive advantage
because of the value and quality of our business offering. Furthermore, anti-competitive conduct has the
potential not only to significantly damage the good reputation of Ragn-Sells, but can also result in severe

fines, penalties, and financial compensation for damages.

@ Our policies and principles

@ We follow competition laws in all markets in which we are active.

@ We do not seek competitive advantages through illegal or
unethical business practices.

@ We do not enter into anti-competitive agreements with
competitors, suppliers, or customers. If our company holds
a dominant market position, we do not abuse this position.

@ We train relevant employees to ensure that they are know-
ledgeable about competition law and make sure they can
identify situations where competition law considerations
are relevant.

%2, What does this mean for you?

O You have a responsibility to understand Ragn-Sells' position
on competition law rules and requirements related to your
daily work.

O You must always act within applicable competition and
antitrust laws and regulations in all your dealings.

O You must not enter into any agreements or otherwise partic-
ipate in discussions with competitors that could give rise to
competition concerns, such as price fixing, fixing other
terms of purchase or sale, the sharing of competitively
sensitive information, or other cartel-like behaviour.

O You must ensure that agreements with suppliers or customers
do not contain conditions that hinder or distort competition.

O You must seek timely legal advice from your local legal
counsel or Group Legal if you become aware or suspect that
competition law has been breached or if you are in doubt as
to whether competition law might be relevant in a particular
situation.

O You must regularly attend or complete training if you are
exposed to competition law risks and especially if you
participate in trade or industry associations or otherwise
meet competitors, for example, at trade shows or conferences.
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ké lllegal anti-competitive agreements can he formed
in writing, verbally, or even implied by remaining
silent when others agree on a course of action. Voice
your concern if you experience such situations.”

Q
afa If you are a manager

O Make sure your team is informed about Ragn-Sells' compe-
tition rules set out in the Business Ethics Directive, and
follow up that employees have completed Ragn-Sells
competition rules training if your team members are
exposed to competition rules risks.

?
Learn more
» Business Ethics Directive

Who do | contact if | need more information or guidance?
» Your manager

» Your local legal counsel or Group Legal

RAGN-SELLS CODE OF CONDUCT m



WE RESPECT

INTRODUCTION

% CHAPTER 1: OUR PEOPLE
AND WORKPLACE

INTERNATIONAL TRADE AND
MONEY-LAUNDERING LAWS

Ragn-Sells operates worldwide and must adhere to international laws on exports, imports, taxation,
and sanctions. Cross-border transactions may face restrictions, approvals, or oversight requirements
based on partners, goods, countries, or intended use. We conduct business with reputable customers
and business partners involved in legitimate business activities. The company also prohibits money
laundering — disguising illegal funds as legitimate — and terrorist financing, ensuring no business

activities support these crimes.

@ Oour policies and principles

@ We deliver products, solutions, and materials to countries
worldwide, and we aim to comply with all trade laws that
apply to our business around the world, including export
controls, import and customs laws, international tax and
money-laundering laws, and sanctions.

@ We follow appropriate sanctions processes to ensure we do
not engage in any transaction with sanctioned countries,
regions, companies, individuals, goods, or services.

@ We never engage in a business transaction if we suspect
that it involves funds derived from illegal activity.

& We want to be a leader when it comes to responsible and
transparent trade of recycled material and circular solu-
tions, as we believe that the recycled material market is
global.

@ We know this is an area of rules and laws that is constantly
changing, and we strive to keep our controls and systems
up to date.

@ We make sure that the receiver of any exported waste is
informed of how the waste can, directly or indirectly, affect
the environment and agrees to comply with all applicable
laws and regulations.

@ We review and have mechanisms to follow up on material
export to ensure our material is not sold to business
partners who do not share the same values, business
ethics, integrity, or sustainability principles as we do.

%2, What does this mean for you?

O You have a responsibility to understand the trade compli-
ance requirements and regulations related to your daily
work in your country.

O You ensure the receiver of any exported waste can take
care of the waste ethically and sustainably.

O You have a responsibility to report suspicions or concerns of
money laundering or other unusual financial activities to
Finance.

O If you become aware that export control regulations are being
violated in your area of responsibility, you immediately take
every possible action to prevent or remedy such violations.

CHAPTER 2:
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ké Recognise that trade laws can at times be
technical and detailed, do not hesitate to pause
and seek expert guidance if required.”

af2 |f you are a manager

O If you are thinking of or planning to develop a new product,
always make sure to follow the Ragn-Sells End of Waste
Process and requirements.

O If you are planning to offset material abroad or sell waste
as material outside your home market, always connect
with the trading function representative in your country
(Recyclables) to ensure compliance with internal rules and
external laws and regulations.

¢

Learn more

» Local P&L (Profit and Loss unit) routines for the offsetting of
material and waste abroad

Who do | contact if | need more information or guidance?
» Your manager

» Trading function representative in your country (Recyclables)
» Local Marketing function or the Group Go-To-Market function
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WE PARTICIPATE IN THE
POLITICAL PROCESS IN A
TRANSPARENT AND ETHICAL WAY

The shift from linear to circular material flows has the potential to create new business models, new collaborations
throughout the entire value chain, as well as the creation of new sustainable technologies. However, there are
challenges to this readjustment. Ragn-Sells works continuously to create long-term attitude changes among
decision-makers. We aim to impact rules and regulations to enable circular material flows. We see our participa-
tion in the political process as an important way to secure a sustainable society and the future of our business.

@ Our policies and principles

@ We engage in public policy issues vital to our company’s
success and related to our business.

@ When engaging in public policy issues or lobbying, we
always follow all applicable laws, act with integrity and
honesty, and show respect.

@ Our company is politically neutral. Our employees are free
to participate in public matters and political life in their free
time and their capacity as private citizens.

@ We will not make any contribution, directly or indirectly, to
any candidate for public office, political parties, or other

political organisations except through industry organisations.

@ We ensure that all lobbying activities performed on our
behalf are appropriate to Ragn-Sells' business and do not
adversely reflect upon us.

@ We welcome interest in Ragn-Sells’ projects and initiatives
from elected officials of all parties.

@ We wish to provide elected officials and decision-makers
with relevant information about our industry so they can
make informed decisions.

@ Political contact should always be conducted in line with
Ragn-Sells' values and purpose.

%2, What does this mean for you?

O You must be mindful that any political activities in which
you engage as a private citizen are not done on behalf of
the company. It is on your own time and clearly separated
from your professional role.

O When you are representing the company, you need to
adhere to the strategy and company position. If you are
unsure what that is, seek guidance from the Public Affairs
team.

O You have the right to make political contributions out of
your own pocket, but you must never seek reimbursement
from Ragn-Sells for such expenses.

O You understand that a lobbyist or interest organisation
is a business partner, and you always follow the internal
routines and processes for engaging suppliers and business
partners.
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ké Making society circular requires a whole new
view on waste, where waste is treated as a source
of sustainable resources. This requires extensive
reforms of legislation, taxes, and regulations.”

Q
afa If you are a manager

O Itis part of your duties to showcase your part of the business
when requested to do so.

O You must always contact your local Public Affairs represent-
ative to inform them about any public affairs activity you are
planning.

?

Learn more
» Business Ethics Directive

Who do | contact if | need more information or guidance?
» Your manager
» Public Affairs function or local representative
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