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Building on our potential  



Disclaimer: Forward -looking statements  
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This presentation may include certain forward-looking statements, beliefs or opinions, including statements with respect to SIG plcôs business, 

financial condition and results of operations. These forward-looking statements can be identified by the use of forward-looking terminology, 

including the terms ñbelievesò, ñestimatesò, ñplansò, ñanticipatesò, ñtargetsò, ñaimsò, ñcontinuesò, ñexpectsò, ñintendsò, ñhopesò, ñmayò, ñwillò, 

ñwouldò, ñcouldò or ñshouldò or, in each case, their negative or other various or comparable terminology. These statements are made by SIG plc 

Directors in good faith based on the information available to them at the date of this presentation and reflect the SIG plc Directorsô beliefs and 

expectations. By their nature, these statements involve risk and uncertainty because they relate to events and depends on circumstances that 

may or may not occur in the future. A number of factors could cause actual results and developments to differ materially from those expressed 

or implied by the forward-looking statements, including, without limitation, developments in the global economy, changes in the UK and 

European governmentsô policies, spending and procurement methodologies, and failure in SIGôs health, safety or environmental policies. 

 

No presentation or warranty is made that any of these statements or forecasts will come to pass or that any forecast results will be achieved. 

Forward-looking statements speak only as at the date of this presentation and SIG plc and its advisers expressly disclaim any obligations or 

undertaking to release any update of, or revisions to, any forward-looking statement in this presentation. No statement in the presentation is 

intended to be, or intended to be construed as a profit forecast or profit estimate and no statement in the presentation should be interpreted to 

mean that earnings per SIG plc share for the current or future financial years will necessarily match or exceed the historical earnings per SIG 

plc share.  As a result, you are cautioned not to place any undue reliance on such forward-looking statements. 

 

This presentation does not constitute or form part of any offer or invitation to sell or issue, or any solicitation of any offer to purchase or 

subscribe for any securities. The making of this presentation does not constitute a recommendation regarding any securities. 

 

This presentation and its contents are confidential and should not be distributed, published or reproduced (in whole or in part) or 

disclosed by recipients to any other person. 
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Our leading market positions  
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2% 

Estimated market shares 

Distribution 
 

Exteriors 

 

France 
 

Germany 
 

Poland 
 

Benelux 
 

Air Handling 
 

Note: ONS, Euroconstruct, GFK, BMI, Eurostat, INSEE, FBF, OC&C analysis, company estimates 

2016 revenue reflects continuing operations as at 30 June 2017 

 Market leader Specialist market leader #1 specialist roofing 

#1 technical insulation 

#3 structural insulation 

#3 interiors 

#1 technical insulation 

#3 structural insulation 

#3 interiors 

#1 technical insulation 

#1 interiors 
 Market leader  Market leader #1 interiors 

#1 insulation 

#3 roofing 

#3 construction  

     accessories 

Ireland 

 

2016 Revenue: £2.6bn 
Total UK & Ireland   £1.3bn 

Mainland Europe     £1.3bn  

Distribution, 
£770m  

Exteriors, 
£415m  

Ireland, 
£86m  

France, 
£589m  

Germany, 
£386m  

Benelux, 
£100m  

Air Handling, 
£131m  Other, £25m  



Our experienced people  
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NOTE: SIG staff tenure at October 2017 

Length of tenure provides bedrock of experience  
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ÅLoose central organisation with 

individual Opco focus 

ÅHeadcount reduced by c.3,000 

and 180 branches closed 

ÅGroup fragmented with many 

disparate brands and businesses 

ÅInvestment in central capability adds £45m 

administration costs 

ÅMany initiatives pursued, though few deliver 

ÅWeak incentive structures and performance 

management mechanisms 

ÅPoor allocation of capital 

 

ÅNew leadership     

(Chairman, CEO, CFO) 

ÅComprehensive review 

of strategy 

Profit 

Warning #1 

Profit 

Warning #2 

2010-12 2013-16 2017 -  

Investment in capability 

adds cost but does not 

deliver growth 

Margin recovery but below 

pre-crisis levels 
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Lack of meaningful profit growth since 2010  
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Poor operational and financial control over 2013 -16  

10 

Gross margin 

% 

Administration costs 

£m 

Headline financial leverage 

Net Debt / EBITDA 

26.4% 

26.9% 
26.8% 26.7% 

24%

25%

26%

27%

28%

2013 2014 2015 2016

1.0x 1.0x 

1.8x 

2.1x 

0.0

0.2

0.4

0.6

0.8

1.0

1.2

1.4

1.6

1.8

2.0

2.2

2013 2014 2015 2016

£45m increase 



Considerable scope to improve margin  
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SIG Return on Sales % Peer ROS % 

NOTE: Travis Perkinsô ROS% consists of 1.6% statutory and 4.7% adjustment for one-offs; Grafton Groupôs ROS% consists of 4.8% statutory and 0.7% adjustment for one-offs. 

2013 2014 2015 Grafton Group 

2016 

3.9% 
4.2% 

Travis Perkins 

2016 

3.8% 

2016 

5.5% 

6.3% 

3.3% 

ÅSIG has historically delivered a 

through cycle average ROS of 

4.5 - 5.5% 

ÅEvery 100bps improvement in 

SIGôs ROS% adds c.Ã27m 

additional profit 

 

Through cycle average 4.5 ï 5.5% 
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Review of strategy  
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ÅInitiated April 2017 

ÅThorough and robust review  

o Preliminary view from granular external benchmarking 

o Detailed bottom-up analysis by Opco 

o Supported by external consultants 

o Importantly, aspirations set by local management teams and only then aggregated at Group level 

o Output in form of medium term plan, focusing on a small number of strategic levers and key 

strategic enablers that will deliver materially improved performance 

ÅReview has confirmed that there is considerable opportunity to deliver significantly 

improved operational and financial performance in each major Opco, and across the 

Group as a whole 

ÅImprovement will come from focused delivery of three strategic levers around customer 

service, customer value and operational efficiency 

ÅHighly disciplined execution will be required to deliver this opportunity 

o SIGôs track record highlights the considerable challenge in delivering lasting change 

 

 

 



Our specialist business model  

Retail / DIY 
General 

merchants 

Specialist 

distribution 

Specialist 

merchants 

End customers 
 

Developers    Contractors    Specialist installers   Independent merchants 

 

Advantages of specialist focus  

ÅDefined product focus 

ÅKey supply niche 

ÅPartnership with both suppliers and customers 

ÅMarket leadership 

ÅLess asset intensive than traditional merchants 

Insulation & Interiors 

Air Handling 

Roofing & Exteriors 

SIG is focused on specialist distribution and merchanting  

of specialist products for our business customers  
14 



Value -add through our specialist business model  

Our customers 

Our suppliers 

OUR BRANCHES 

 

 

 

 

 

 

 

 

OUR PEOPLE 

 

 

 

 

ÅDepth and availability of stock 

ÅBreak bulk 

ÅDelivery and logistics 

VALUE-ADD 

ÅCredit provision 

ÅSpecialist and technical advice 

ÅProduct enhancement 

We bring value to our customers as a specialist ômiddle manõ 

in our core markets  
15 



Strong positions in our core markets  
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ÅSpecialist distribution of both value-add 

and commodity products 

ÅBroad product range across technical 

and structural insulation and interiors 

ÅConsolidated markets 

ÅFew key suppliers, many large and 

small customers 

Insulation and Interiors   

       Market leader 

    Market participant 



Strong positions in our core markets  
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ÅSpecialist merchanting business 

ÅBroad product range across pitched 

and flat roofs, facades and 

accessories 

ÅMarkets more regional and 

fragmented 

ÅFew key suppliers, many small 

customers 

Roofing and Exteriors   

       Market leader 

    Market participant 



Strong positions in our core markets  
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ÅSpecialist through the value chain 

ÅBroad product range from ducting 

to climate ceilings 

ÅHighly unconsolidated market 

ÅMany suppliers, many customers 

Air Handling   

      European specialist  

      market leader 

  



79%

8%

13%

Our core markets present a significant opportunity  
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Drive performance 

Invest 

and grow 

Improve 

or exit 

2016 total revenue: £2.8bn  

NOTE: 2016 total revenue of £2.8bn includes revenue from continuing operations as at 30 June 2017 of £2.6bn and revenue associated with disposals of £0.2bn 

Drive performance
Insulation & Interiors / Roofing & Exteriors

¶        Major financial contribution

¶        Sustainable positions and clear strategic rationale

¶        Significant potential for improvement

Invest and grow
Air Handling with other specialist businesses over time

¶        Strong financial performance and trajectory

¶        Highly profitable market potential

¶        Scope to invest and grow

Improve or exit
5% already addressed (incl. Carpet & Flooring, Building Plastics), with a further

8% potential exit candidates (other peripheral businesses)

¶        Small scale is a management distraction

¶        Limited fit with Group strategy

¶        Poor financial performance

(incl. discontinued) 



Pricing and product 

To deliver significantly improved operational and financial performance  

as a leading European supplier of specialist building materials 

Our vision 

Customer value 

Our strategic levers 

Sales and service 

Customer service 

Growth in line with market 

Baseline growth 

Balance sheet strength 

Investment in core 

Selective acquisitions 

Capital discipline 

Overheads and      

working capital 

Operational 

efficiency 

Key strategic enablers 

Our strategic vision  

Simplify, focus and deliver 

IT 

Optimise ways of working 

to deliver effective 

solutions focused on 

business priorities 

20 

Data 

Deliver improved 

reporting, insight and 

ability to make informed 

decisions 

Capability 

Raise talent levels across 

organisation, supported 

by specialist short term 

change management 
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Executing our strategy  
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Strategic lever: Customer service  

Å Invest in trade counter, branch and sales staff 

training 

ÅEstablish central telephony-enabled sales teams 

providing consistent response levels  

ÅCreate specialist customer retention teams 

ÅRestructure external sales teams to track 

performance and increase accountability 

ÅReduce administration distractions 

Å Improve process for inbound leads and use of 

CRM to drive quote prioritisation and conversion 

ÅDevelop enhanced B2B óclick and collectô 
capability 

 

Selected actions: 

Delivers LFL sales growth, gross margin improvement 



Executing our strategy  
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Strategic lever: Customer value  

ÅExpand coverage of specialist product offering 

ÅFurther develop own label brands and value-add 

fabrication capability 

ÅWider use of pricing tools and enhanced pricing 

data 

ÅSystematic and prioritised approach to renegotiate 

unprofitable / unattractive business 

ÅReview and manage spot pricing 

Å Introduction of carriage and ancillary charges 

where appropriate 

ÅManagement focus and training to drive 

compliance to target price levels 

ÅAlignment of branch and management incentives 

 

Selected actions: 

Delivers LFL sales growth, gross margin improvement 

NOTE: Estimated net profitability in the 12 months ended June 2017 based on equal allocation of cost to serve by customer 
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Profitability at SIG Distribution 

Gross margin by customer  

c.30% of revenue 

does not cover cost 

to serve 



Executing our strategy  
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Strategic lever: Operational efficiency  

ÅDownsize Group and functional structure 

ÅOrganisation redesign across major Opcos to allow for 

leaner structure and quicker decision-making 

ÅProcess standardisation and system integration at 

Opco level to generate front and back office synergies 

ÅOptimise branch resource activity 

ÅClose sub-performing branches and centralise stock 

around óhubsô 

ÅShort-term levers to reduce working capital: changes 

to purchasing rules, stockholding guidelines, number 

of SKUs, centralised stock control 

ÅMedium term structural reduction in net working 

capital: stock, rebates 

ÅAlignment of branch and management incentives 

5.5% 
5.8% 

6.1% 

6.7% 

4.0%

5.0%

6.0%

7.0%

8.0%

2013 2014 2015 2016

Admin costs as % sales 

8.9% 

8.1% 

9.0% 

9.9% 

6.0%

7.0%

8.0%

9.0%

10.0%

11.0%

2013 2014 2015 2016

Working capital as % sales 

Selected actions: 

Deliver reduced operating costs and improved returns 



Executing our strategy  

Strategic enabler: Data  

·Inconsistent data across 

Opcos, with lack of common 

hierarchies / definitions 

·Limited analysis by product, 

supplier, category  

·Many KPIs dependent on 

financial close 

Where are we now? 

·Consistent MDM and data 

architecture 

·Visibility of profitability by  

product, supplier, category 

·Understanding of stock levels  

and ability to optimise 

·Ability to inform deployment  

of capital, opex and time 

Where do we want to be? 

Currently SIG lacks a consistent data foundation,  

making it difficult to analyse and improve performance  
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Executing our strategy  

Strategic enabler: IT  

·Inconsistent / divergent IT  

architecture 

·óLow-costô internal resource  

approach 

·Significant customisation 

·Poor understanding of cost  

drivers 

Where are we now? 

·Common infrastructure and  

central portfolio management 

·Projects delivered under   

standard framework 

·Leverage external support  

to deliver change 

·Configured but not bespoke 

·Platform for future integration 

Where do we want to be? 

SIGõs IT organisation has significant scope for improvement in critical areas 

26 



Executing our strategy  

Strategic enabler: Capability  

·Varying capability in senior  

management and across  

organisation 

·Lack of change management  

capability  

·Weak alignment of rewards to  

priorities 

·Many layers of management  

and administrative inefficiency 

 

Where are we now? 

·Fit for purpose and right size 

·Improved bench strength 

·Capability to execute ongoing  

change 

·Reward structures aligned to  

objectives 

·People aligned, engaged and  

energised 

Where do we want to be? 

SIG needs to reinforce the breadth and depth of its management capability  

to improve on a poor track record of successful change  

27 



Executing our strategy  

Strategic enablers: an illustration  
Improving our data and management insight  

Data Warehouse 

Improved analytics and reporting 

Middleware: Enterprise Service Bus 

Legacy ERP systems and many spreadsheets 

ÅDaily sales and profit reporting 

ÅBy customer, supplier and product 

ÅStock location and speed of turn 

Cascade 

through 

organisation 

28 

Examples : 



Executing our strategy  
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ÅImproving our capability 

ÅChange management 

ÅFocus and alignment 

ÅEngaging the branches 

 

 

ÅExternal market backdrop 

ÅCompetitor response 

 

 

Key challenges  

SIG: 

Market: 

Maintaining consistent progress 



Executing our strategy  
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ÅRuthless prioritisation 

ÅClose monitoring and support 

ÅInvestment in enablers 

ÅRobust performance management 

ÅAlignment of reward structures up and 

down the organisation 

ÅHighly disciplined execution 

 

Why this time will be differenté 

Simplify, focus and deliver Simplify, focus and deliver 



Executing our strategy  

31 

ÅOrganisational right-sizing 

ÅExit from Paddington office and Hillsborough 

ÅGroup functions scaled back 

ÅPricing trials 

ÅTelephony trials 

ÅData proof of concept 

ÅClear IT strategy and governance 

ÅChanges in Opco management  

ÅPeripheral businesses divested / closed 

ÅLeverage down 

 

What we have done so faré 

Simplify, focus and deliver Simplify, focus and deliver 
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Andrew Wakelin  

Managing Director  

SIG Exteriors  

 

Customer service  

Serving our Roofing customers  
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ÅTiles, slates, membranes and battens 

ÅSingle-ply flat roofing systems 

ÅIndustrial roofing and cladding systems 

SIG Exteriors  

Business description Key competitors 

Key products  Market drivers  

ÅPrincipally roofing merchanting 

ÅClear UK leader and only national specialist 

with c.30% share in fragmented market 

Å134 branches 

ÅFY 2016 revenue: £415m* (c.16% of Group) 

 

ÅGeneral buildersô merchants (to some degree) 

ÅOther small independent roofing specialists 

ÅBurtons 

ÅRinus 

 

   

ÅConstruction activity 

(mainly RMI) 

ÅReplacement of old / 

damaged roofs 

(particularly residential) 

 

34 
Note: market share is company estimate 

2016 revenue reflects continuing operations as at 30 June 2017 

 



Serving our Roofing customers  

ÅTrade counter refurbishment 

and training 

ÅRefresh fleet and yard 

ÅInvest in telephony and sales 
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Trade counter refurbishment  

ÅInvestment and training to maximise opportunity with local trade 

ÅSuccessful branch trials generating growth ranging from 10% - 30% in cash / collect sales 

ÅPlans to invest £1.8m over the medium term in 75 locations 

36 



Refresh fleet and yard  
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ÅFleet replacement programme underway with 45 leased vehicles (17%) 

planned for replacement by end of 2017 

ÅContinuing investment planned for 2018 and beyond to accelerate the 

historical replacement cycle 

ÅEnhanced yard maintenance funding of £1.5m planned over the medium term 

 



Telephony and sales  

ÅInvestment plan totalling £1m to upgrade telephony across the Roofing estate                        

to a communications management system 

ÅDiverts customer calls to divisional sales offices during busy trading periods at branch 

ÅImproves customer service and maximises sales opportunity 

ÅSouthern office in place, supporting one region, already handling over 2,000 overflow calls 

per month 
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Lex Hemels  

Managing Director  

SIG Air Handling  

 

Customer value  

Delivering customer value in Air Handling  
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ÅAir handling units and fans 

ÅDucts, components and fixings 

ÅVolume and fire / smoke dampers 

ÅClimate ceilings and controls 

ÅGrills and diffusers 

 

 

 

   

 

SIG Air Handling  

Business description Key competitors 

Market drivers and exposure 

ÅLargest pure-play specialist air handling 
distributor in Europe 

ÅWhole-system solution from design to supply 

ÅMarket supplied by manufacturers (55%) and 
distributors (45%) 

Å22 branches 

ÅFY 2016 revenue: £131m (c.5% of Group) 

 

ÅSystemair  

ÅLindab 

ÅFläkt Group 

ÅTrox 

ÅSwegon 

 

ÅConstruction activity 

(particularly non-residential) 

ÅHigher energy efficiency and 

air quality standards 

ÅMore rigorous fire protection 

standards 

Åú7-8bn p.a. and growing 

40 
Note: market share is company estimate 

2016 revenue reflects continuing operations as at 30 June 2017 

 

 

Key products  

Commercial 
25% 

Schools 
19% 

Health 
11% 

Industrial 
18% 

Offices 
23% 

Car parks 
2% 

Sports 
facilities 

2% 



Focus on indoor air quality to deliver customer value  
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ÅAn estimated 30 million people are 

suffering from airway diseases and 

allergies across Europe due to poor 

indoor air quality 

ÅAn estimated 600,000 early 

mortalities in Europe annually 

because of poor indoor air quality 

ÅResearch suggests learning capability 

of children could be increased by 15% 

if class rooms are well ventilated 



Providing  solutions across  a broad  range of segments  

42 Added  value through  project  solutions  

Car parks Shopping malls 

Hospitals 

Industrial 

Homes 

Sports facilities 

Offices 

Schools 

Distribution 

Our propositions 

Projects 

Services 

Our brands Our markets 



Unmatched  product  and systems  breadth  
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Delivering customer value  

44 

ÅBuild on SIGôs position as a leading Air Handling business in 

Europe 

o Grow organically and, in due course, consolidate fragmented market 

ÅOpportunities to increase future sales 

o Increase product offering, own fabrication and own-label sales 

o Expand e-commerce offer 

o Develop ventilation solutions per market segment, including 

residential 

ÅEnhance SIGôs gross margins and returns 

o Operational efficiency from leveraging existing platform 

o Deliver sustained customer value across a broad range of segments 

 

 



 

Philippe Dénecé  

Managing Director  

SIG France  

 

Driving operational excellence in France  
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ÅTiles, slates, membranes, battens (Larivière) 

ÅStructural insulation, dry lining and partitions 

(LiTT) 

ÅTechnical insulation (Ouest Isol) 

ÅAir handling (Ouest Ventil) 

 

SIG France  

Business description Key competitors 

Key products  Market drivers and exposure 

ÅRoofing merchanting and insulation / interiors / 
air handling distribution 

ÅMarket leader in specialist roofing (c.17% share) 
and technical insulation (c.35%); Number three 
in structural insulation / interiors (c.7%) 

ÅNational coverage through 210 branches  

ÅFY 2016 revenue: £589m (c.23% of Group) 

 

 

 

ÅPoint P (Saint Gobain) 

ÅLôasturienne (Saint Gobain) 

ÅSFIC (Saint Gobain) 

ÅChausson 

   

 

ÅConstruction activity 

ÅHigher energy efficiency          

standards 

Å Increased regulation                   

(Reglementation Thermique) 

ÅReplacement of old / damaged roofs 

Å2017 sharp improvement in 

construction confidence 
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Note: market share is company estimate 

2016 revenue reflects continuing operations as at 30 June 2017 

 

 



Dry Wall 

Ventilation 

Insulation 

Roof Insulation Roofing 

Floor Insulation 

47 

SIG France delivers a specialist complementary  

product offer and service  



Developing our operating model  
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ÅChange programme leveraging best practice 

across Litt / OIV / Larivière 

ÅFocused on 

o Organisation structure 

o Process standardisation 

o Data alignment 

o Supported by the implementation of modern 

systems 

ÅSales transformation, placing customers      

at the heart of our business 

o Demonstrable results at Litt 

o Early wins emerging at Larivière 

 

 



The transformation of Litt  
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ÅDrive customer relationship 

o The preferred specialist to our customers 

o Special attention to our customersô needs 

o Committed to their success  

ÅDiversify our customer portfolio 

o Deconcentration of customer portfolio; less 

dependence on large customers, resulting in 

higher margins 

o Gain market share 

ÅEnhance product offer and service 

o Enlarge product offer; wood panels, tooling  

o Provider of solutions in interiors 

 

AMBITION PôREFERENCE LiTT  

Litt  LFL sales c.15% ahead of prior year for 

the four months to October 2017  
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Nick Maddock  

Chief Financial Officer  

 

 

Financial guidance  
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Market outlook  
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UK market uncertainé European markets reinvigoratedé 

Brexit vote General 

Election 

French 

Election 

German 

Election 

Positive confidence 

Negative confidence 




