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Agenda 

09:00 Welcome and agenda ςFrida Adrian
Indutrade overview and strategy ςBo Annvik
Finance ςPatrik Johnson 
Acquisition strategy ςJonas Halvord

10:30 Break
10:40 Business Area Flow Technology and subsidiary ESI 

ςtŜǘŜǊ 9Ǌƛƪǎǎƻƴ ŀƴŘ aƻǊƎŀƴ hΩ.ǊƛŜƴ

Business Area Measurement & Sensor Technology
and subsidiary Pentronic ςPatrik Stolpe and Rikard Larsson

12:00 Sum up & questions  
12:20 Mingle lunch with Indutrade Management 
13:00 Facility tourincluding brief company presentations



Bo Annvik
President and CEO



Purpose of the day

ÁPresent our business model 
and strategic direction

ÁInitiatives for growth and 
continues improvement

ÁOur acquisition approach

ÁIndutrade as an owner



Founded in 1978, average 
growth of 17 per cent p.a

1978 16BN SEK

Net sales
R12M 2018 Q3

No companies 

>200 >6,700
Employees



Whoweare
and our history

Fundamental principles 

Decentralization Entrepreneurship Profitable growth

Long history of adapting to global changes

All expansion funded by own cash flow



CoreValues

People make the difference

Entrepreneurship

with a passion 
for business

Decentralisation

built 
on trust

Long-term

built on 
profitable growth



Stability based on diverse segments

No/low segment dependency

.ǳǎƛƴŜǎǎ ŎȅŎƭŜ άƘŜŘƎƛƴƎέ

Engineering

17%

Construction/
Infrastructure

12%

Energy

12%

Healthcare

Net sales per customer segment %, financial year 2017

16%



Companies with
trading brands

Companies with
proprietary brands

Good balance of companies



LƴŘǳǘǊŀŘŜΩǎoverall strategic direction

Sustainable profitable growth through structured development
of the portfolio companies and further acquisitionsof stable 
and well managed small and medium sized technical trading 
and industrial companies

Indutrade is a long term owner with a buy and build strategy. 
The Group is truly decentralisedwith MDs fully responsible 
for P&L and balance sheet



Business objective

Sustainable Profitable Growth



Business model remains!

Develop Acquire



9ǾƻƭǳǘƛƻƴΣ ƴƻǘ ǊŜǾƻƭǳǘƛƻƴΧ



ÁRight MD/Management

ÁEngage strategic direction

ÁFocused agenda ςprioritize initiatives

ÁTalent management

ÁKnowledge sharing ςbenchmarking 

ÁInvestments in business-, product 
development, add-on acquisitions

Develop



ÁProfitable and well managed companies

ÁLeading position in niche market with 
clear offering

ÁLead by entrepreneurs 

ÁNo restrictions regarding size

ÁRationale for selling: 
Expansion, investment phase, 
internationalization, generation shift

Acquire



Opportunistic 
acquisition approach

Healthy pipeline

Add-on acquisition

Geographical areas 
of interest



Strategic initiatives

ÁPeople ςtalent management

ÁKnowledge sharing

ÁIndutrade tool box

ÁSustainability as business opportunity

Increase efficiency and productivity 



Leadership and talent management

Review

Talent and 
succession reviews

Build

Leadership and 
competence 

development offering

Recruit

Talent acquisition 
strategy

Embed ςin a decentralised context



our platform for active 
knowledge sharing 



Indutrade Toolbox

ÁVoluntary ςMDs decides if value creating! 

ÁToolbox and best practice to support 
the companies in various areas

Business Strategy

Digitalization

Sales efficiency

Purchasing etc.



Sustainability as a 
business opportunity

ÁFramework for our decentralised 
business model

ÁIncorporated in core processes ςdue 
diligence, acquisitions, procurement

ÁMandatory part of strategic 
board meetings

Áά¢ƻƻƭƪƛǘέ ǘƻ ǎǳǇǇƻǊǘ ǘƘŜ ŎƻƳǇŀƴƛŜǎ 



Strong platform for long 
term value creation

ÁNew Business Areas established 2018

ÁGroup Management ςextended 
and strengthened 

ÁInternational capabilities within the Group 

ÁReflect international business scope 
and growth potential

ÁScalable ςnew Business Area organization 
has the structure and capability to acquire 
and take on new companies

ÁExtra ordinary portfolio activities about 
to be finalised



New Management Team established

Peter Eriksson
Advisor to CEO

Patrik Johnson
CFO

Morgan OΩ.ǊƛŜƴ
Flow Technology

Peter Rowlands
UK

Patrik Stolpe
Measurement & 
Sensor Technology

Robert Timmer
Benelux

Bo Annvik
President and CEO

Susann Nyberg

Head of Finance

Joakim Skantze

Industrial
Components

Markus Rüedin

DACH

Juha Kujala

Finland

Jonas Halvord

Acquisitions & 
Business Dev.

Göte Mattsson
Fluids & Mechanical 
Solutions

Åsa Wirsenius
Group HR 

Frida Adrian
Communications, 
Sustainability & IR 



Financial targets
Measured over a business cycle

җ10%

Growth

җ12%
prev10%

EBITA margin

җ20%

Return on 
operating capital

Җ100%

Net debt/Equity

30%-60%
of net profit

Dividend



Financial targets and outcome
Last five-year period

12%

Average 
annual growth

Average 
EBITA margin

20%

Average return 
on operating 

capital

74-78%

Average Net 
debt/Equity

end of the respective 
year ranged

Dividend 
payout ratio

11.4% 43%

Financial year 2013-2017



Profitable growth since the IPO 
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Value creation since the IPO 2005
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Adapt to changes and ability to handle challenges
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Key takeaways
ÁContinuedexecution of successful 

business model and strategy

ÁStrategic initiatives to increase value creation 
and business performance 

ÁUpdated financial target

ÁDiversified conglomerate with agile and flexible 
companies, working closely with their customers

ÁPlatform in place with experienced Management 
Team for Sustainable Profitable Growth





Financial performance 
and operating model

Patrik Johnson
CFO



Financialperformance



Track record of profitable growth
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R12M 2018 Q3*) Excluding restructuring

+12% p.a

5 YEAR SALES DEVELOPMENT

+15% p.a

5 YEAR EPS* DEVELOPMENT

+10% p.a

5 YEAR DIVIDEND DEVELOPMENT



5 yearbridge

+12%growth p.a.

NET SALES

+3% p.a.

ORGANIC

+8% p.a.

ACQUISITIONS

+1% p.a.

CURRENCY

+14%growth p.a.

EBITA

+2% p.a.

ORGANIC

+11% p.a.

ACQUISITIONS

+1% p.a.

CURRENCY

*) Excludingrestructuring

*



Operating model



Operating model ςprinciples

FULL 
ACCOUNTABILITY

Decentralisation

Lean head office and no allocations

{ǘǊǳŎǘǳǊŜŘ ƎƻǾŜǊƴŀƴŎŜ ǘƘǊƻǳƎƘ .!Ωǎ ŀƴŘ .ƻŀǊŘǎ

Common financial scorecard

Simple and consistent performance incentives



Decentralisation ςhow it works

Independent 
companies

Sharing and 
learning encouraged

Trust, mandate 
and obligation to act

Monthly 
financial reporting

Indutrade governance 
through Board

Bank and 
treasury integration



Leanheadoffice

ÅBusiness development
ÅAcquisitions
ÅPeople Management
ÅFinancing 
ÅBusiness control
ÅSustainability
ÅCommunication

ÅBusiness development
ÅAcquisitions
ÅBusiness control

BUSINESS AREAS

~25FTE~15FTE

GROUP



Structured governance 
through company boards

ÁCompany Boards the formal 
governance fora

ÁaƻƴǘƘƭȅ .ǳǎƛƴŜǎǎ wŜǾƛŜǿǎ ǿƛǘƘ ŀƭƭ .!Ωǎ

ÁBoard composition adopted to 
company needs

ÁBusiness Area manager supported by 
network of senior and experienced MDs

ÁStandard agenda

ÁTools and best practice available in 
various areas 

ÁCapital allocation based on Business case

Q1 
meeting 

(reviewing and closing 
previous year)

Q2 
meeting 
(Strategy)

Q3-Q4 
meeting 

(Target / budget 
for coming year)

Formal Board meeting 

3 times per year



Common financial scorecard to 
support performance management

ÁCommon Group reporting system

ÁFull P/L and B/S monthly

ÁScorecard with standard KPI set 

ÁAnnual target / budget

ÁForecasts reported three times per year

ÁYear over year improvements 
most important 



Main performance 
incentives

ÁCǳƭƭ άƻǿƴŜǊǎƘƛǇέ ŀƴŘ ŀŎŎƻǳƴǘŀōƛƭƛǘȅ

ÁEarn-outs (1-3 year)

ÁAnnual bonus scheme based on year 
over year profit improvement

ÁLong term warrant program

ÁQuarterly financial benchmarking 
and ranking including annual and 
5 year awards



Summary



Summary and 
key message

ÁStrong historical financial 
performance

ÁPotential to improve organic 
performance

ÁSimple and powerful governance 
and operating model

ÁDecentralisation and full 
accountability fundamental

ÁHarmonisation in Finance





AcquisitionStrategy
Jonas Halvord

Senior Vice President 
Acquisitions and Business Development 



Acquisitions is 
a team/network process



Key acquisition criteria

ÁStable and well managed small and 
medium sized technical trading and 
industrial companies

ÁLeading market position in defined niches

ÁTechnical components/products, 
preferably customised, to industrial 
customers

ÁStrong management teams motivated 
to stay on also after an earn-out period

Á/ǳƭǘǳǊŀƭ Ŧƛǘ ǿƛǘƘ LƴŘǳǘǊŀŘŜΩǎ ŎƻǊŜ ǾŀƭǳŜǎ



The decentralised 
business model

ÁEntrepreneurial business culture

ÁProfit focus and accountability

ÁCustomer orientation and passion 
for business

ÁMaintaining the identity of the 
acquired companies

ÁPeople make the difference

The attributes of the Indutrademodel is 
a key acquisition process differentiator



Business Area

Companies

Support 
functions

Acquisitions 
&

Business 
development

The organization is scaleable
and a source of leads

ÁNew business area organization ςstructure 
and capability to take on additional companies

ÁDiverse portfolio provides critical mass for 
substantial add-on acquisition opportunities

ÁBroad network provides valuable input 
of potential acquisition candidates 



Selective in the acquisition process

Á10 ς20 candidates for every closed transaction

ÁInternally generated leads and externally 
initiated contacts

Provides opportunities to successful 
acquisitions at reasonable price levels

Strong recognition as serial acquirer 
ςsteady inflow from sell-side advisors

ÁProactive vs. opportunistic approach

In general opportunistic approach to acquisitions

Increase efforts to proactively search for 
candidates in key focus areas



Pipeline management 
ςinternal leads

ÁActivities to stimulate internally 
generated candidates 

ÁEncourage and support MDs to 
leverage their contact networks

ÁRecognition for internally 
generated acquisitions



Pipeline management 
ςexternal leads

ÁIndutrade ςcredible and regular acquirer 
among sell-side advisors

ÁProactively participate in meetings / 
forums to maintain and develop network 
within sell-side community

ÁImprove contact facilitation for 
unsolicited external approaches



Proactive acquisition strategy dimensions

Customer / 
segment 

perspective

Product / 
technology 
perspective

Geographical 
focus markets

Focused separate activities in all three dimensions



Huge untapped acquisition potential of SMEs

About 100,000 entrepreneurs 
due to retire in next 2 years 
�Ç���š���š�}���(�]�v�����•�µ�������•�•�}�Œ�•�_

Financial Times, Frankfurt 21 March, 2018


