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Scapa Group 

Revenue of £226.1m and Trading profit of £15.5m - 12 months to March 2014 

Scapa is a worldwide leading manufacturer of bonding solutions and adhesive components for 
applications in the Healthcare, Industrial and Electronics markets 

Sales and manufacturing facilities 
throughout Europe, Americas and Asia 

+1,200 employees in 18 locations 

Scapa Dryers Limited 

Market leading developer and  
manufacturer of bonding materials and 
solutions 

1927 

Global HQ in 
Manchester UK 



FY14 highlights 

2014 Results 

Financial highlights 

Operational highlights 

Á Record performance 
Á Growth both in revenue and profit across all markets 

Á Revenue increased 8.3% to £226.1m   
Á Trading profit increased 13.1% to £15.5m  
Á Trading margins up to 6.9% from 6.6% 
Á Net cash increased to £5.4m 
Á Underlying EPS increased 30.9% to 7.2p 
Á Final dividend up 100% to 1.0p 

Á Healthcare continues to go from strength to strength 
growing 20.6%  

Á Invested in capabilities and capacity with the Knoxville 
site moving to 24/7 

Á Clear focus and strategy for Industrial 
Á Strong balance sheet to support future strategic 

investment - £40m committed facility 
Á Three UK pension schemes merged 
Á Centralised organisational structure and support 

services 



                                                                 
Á Growth across all segments and regions 

Á Revenue  up +8.3% or +8.1% adjusted for FX 

Á Trading profit up 13.1%, and trading profit margin 
increased to 6.9%  

Á Cash interest on new £40m facility 

 

Á Non-cash IAS 19R finance charges increase with 
change in discount rate from 4.35% to 4.4%. 

Á UK deferred tax write off results in high exceptional 
tax charge 

Á Adjusted EPS increased 30.9% 

Á 100% increase in final dividend to 1.0p 

2014 2013 

£m £m 

Revenue 226.1 208.8 

  Trading profit 15.5 13.7   

Margin % 6.9% 6.6% 

Amortisation of intangibles (1.5) (1.5) 

Exceptional items 0.2 1.1 

Pension administration costs (0.8) (1.6) 

Interest payable - cash (0.6) (0.7) 

Interest payable - non cash (1.6) (1.4) 

Taxation on operating activities (4.4) (4.9) 

Taxation on exceptional items (13.5) (3.5) 

(Loss)/profit for the year (6.7) 1.2 

Basic EPS (p) (4.6p) 0.8p 

Adjusted EPS (p) 7.2p 5.5p  

Dividend (p) 1.0p 0.5p 

Income statement 
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2014 2013 

£m £m 

Trading profit 15.5 13.7 

Cash interest payable (0.6) (0.7) 

Tax on operating activities (4.4) (4.9) 

Adjusted profit after tax 10.5 8.1 

Shares in issue 146.4 146.1 

Adjusted EPS 7.2p 5.5p 

Reconciliation of adjusted EPS 



2014 

£m 

Building sale and demolition 0.8 

  
Webtec deferred consideration 2.2 

UK pension settlement gain 0.2 

  Total exceptional income 3.2 

  Abortive acquisition costs (0.3) 

Contract start-up costs (0.5) 

Exceptional bonus payments (0.8) 

Re-organisation costs (1.4) 

Total exceptional costs (3.0) 

Net exceptional income 0.2 

                                                                 
ÁBuilding sale relates to disposal of site in France. Additional 

capex of £2.8m to be incurred in 2014 and a further £2.1m 
in 2015.  

Á92% of Webtec earn out paid, with remaining balance now 
released. 

ÁPension merger (or simplification) has resulted in settlement 
gain 

ÁTapex ς abortive acquisition costs. 

ÁStart up costs relate to non-recurring cost of setting up 24/7 
manufacturing at a key healthcare site. 

ÁRelates to a one-off exceptional bonus payment. The 
amount was not included in the prior year, nor will be a cost 
in future years. 

ÁGroup reorganisation costs have been treated as exceptional 
as not expected to recur in future years. 

 

 

 

*Before assets held for resale 

Exceptional items 



ELECTRONICS HEALTHCARE 

Mar 13 Mar 14 

£57.4m 

£8.4m 

£69.2m 

£10.2m 

Mar 13 Mar 14 

£10.7m £11.2m 

(£0.3m) (£0.2m) 

Á Revenue grew strongly up +20.6% 

Á Revenue now accounts for 30.6% of 
Group 

Á Trading profits up +21.4% 

Á Margins improved to +14.7%  

Á Accounts for 65.8% of trading profits 

Á High quality earnings stream 

Revenue split  30.6% 
                               2013: 27.5% 
 

Margin           +14.7% 
                                2013: 14.6% 

Revenue split  5.0% 
                               2013: 5.1% 
 

Margin improved 

Á Revenue saw steady growth up +4.7% 

Á Margins broadly flat 

Á Opportunity remains in a profitable 
large market 

 

Market analysis  

INDUSTRIAL 

Á Revenue growth of +3.6% 

Á Trading profit + 9.7% 

Á Margins improved to +5.4% 

Á Clear definition of opportunity 

Á Automotive sector double digit growth 

Á Retail + 6.7% 

Revenue split  64.4% 
                              2013: 67.4% 
 

Margin up to    +5.4% 
                                  2013: 5.1% 

Mar 13 Mar 14 

£7.2m 

£140.7m 

£7.9m 

£145.7m 

Revenue 

Trading profit 



2014 2013 

£m £m 

Goodwill and intangible assets 27.5 31.7 

Fixed assets 35.7 38.4 

  Working capital 32.9 28.6   

Other (13.4) (20.1) 

Tax (3.3) 6.8 

    

  Pension deficit (40.0) (41.2)   

  Deferred tax on pensions 2.9 10.0   

  Net pension deficit (37.1) (31.2)   

    

  Net cash 5.4 2.2   

    

Net assets 47.7 65.6 

                                                                 

ÁGoodwill and intangible assets driven by Webtec acquisition. 
The reduction in the asset relates to FX, as all held in $USD 

ÁReduction in fixed asset balance is all due to foreign exchange 
movements of £2.7m (as capex equals depreciation) 

ÁStock and debtors have increased in line with the growth of 
the business. Working trading capital at 14.5% (2013:15.9%) 

ÁΨhǘƘŜǊΩ ǊŜƭŀǘŜǎ ǘƻ ǇǊƻǾƛǎƛƻƴǎ ŀƴŘ ƻǘƘŜǊ ƴƻƴ-trade creditors 
(reduction principally relates to payment of Webtec deferred 
consideration)  

ÁTax creditor position following deferred tax write off 

ÁGross pension deficit reduced in line with assumptions 

Balance sheet 
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ÁWorking capital tightly managed 

ÁPension payments ς UK asset backed arrangement will provide certainty into the future 

ÁFinal tranche of Webtec earn out paid 

ÁCapex focused on cost out and quick pay-back ς not capacity 

ÁGroup remains highly cash generative  

 

Strong cash generation  
from operations 

Mar 13 EBITDA 
Working/other 

capital 
Pensions 

Tax, interest 
& dividend 

Acquisitions CAPEX YTD 

£20.7m (£6.0m) 

(£4.8m) 

(£3.9m) 

(£2.2m) 

(£4.9m) 

£2.2m 

£5.4m 

£4.3m 

Branly 
Disposal 



2013 2014 

Underlying ETR (%) 37.7 29.5 

Cash tax paid (£m) 2.6 2.7 

Cash tax rate (%) 19.7 18.1 

Tax rates and cash tax payable 
 

ÁGroup Head of Tax appointed 

ÁImplementation of our tax strategy reflects 
ongoing OECD projects to align profits with 
ΨǎƛƎƴƛŦƛŎŀƴǘ ǇŜƻǇƭŜ ŦǳƴŎǘƛƻƴǎΩ 

ÁThe write off of UK deferred tax undertaken     
after a review of profit forecasts and the likely 
utilisation period 

Tax overview 

Headline Tax background 

The UK remains an attractive 
place to be headquartered 

The UK has the lowest headline tax 
rate of the G7, a business friendly 
CFC regime and good tax treaty 
network 

The DǊƻǳǇΩǎ cash tax rate 
should remain below ETR in 
the short to medium term 

The Group continues to utilise 
brought forward tax losses in both 
the UK and US. 

The Group should be 
unaffected by the changing 
tax climate targeting artificial 
tax structures 

Tax projects undertaken are based 
on an underlying commercial 
rationale 

Tax highlights 



Market Review 
Diversified Business 
Portfolio 

HEALTHCARE 

INDUSTRIAL 

ELECTRONICS 



ELECTRONICS HEALTHCARE INDUSTRIAL 

Market summary 

Á B2B partnership strategy 

Á Turn-Key solutions capabilities 

Á Rapid speed to market 

Á Broad technology portfolio 

Á Vertical integration and strong 
manufacturing know-how 

Á Single supplier, dual source 

Á Trusted quality 

Á Asia based strategy 

Á Focus and targeted approach 

Á Position as credible alternative 
supplier 

Á Acquisitions being targeted 

 

Á Focused on sectors with critical mass 
and leverageable position 

Á Focused on Automotive, Cable, Retail 
and Distribution 

Á Address greater share of customer 
spend by offering solutions not just 
stand-alone products 

Á Position as trusted supply chain 
partner 

Á Customer orientated strategy 

 



Healthcare  

Revenue 

Trading profit 

Trading margin  

2014 2013 

£69.2m 

£10.2m 

14.7% 

£57.4m 

£8.4m 

14.6% 

Á Strong growth driven by Advanced Wound Care  

Á New programmes launch and ramp up leading to 24/7 production at 

Knoxville facility 

Á Investment made to expand capacity and capabilities 

Á {ƛƎƴŜŘ aŀǎǘŜǊ {ŜǊǾƛŎŜ !ƎǊŜŜƳŜƴǘ ǿƛǘƘ ǿƻǊƭŘΩǎ ƭŀǊƎŜǎǘ ŎƻƴǎǳƳŜǊ 

healthcare company to establish framework for strategic outsource 

partnership 

Á bŀƳŜŘ Ψт MedTech ǎǳǇǇƭƛŜǊǎ ȅƻǳ ǎƘƻǳƭŘ ƪƴƻǿΩ ōȅ aŜŘƛŎŀƭ 5ŜǾƛŎŜ ŀƴŘ 

Diagnostic Industry (MDDI). 

Á Named global pharma ŎƻƳǇŀƴȅΩǎ Ім {ǳǇǇƭƛŜǊ Ǝƭƻōŀƭƭȅ ƛƴǘŜǊƴŀƭƭȅ ŀƴŘ 

externally 

Á Filed patents for Polyurethane Gel adhesive formulation and 

antimicrobial silicone 

Á Strong pipeline building through active engagement with the top global 

healthcare companies 



Revenue by segment FY12 vs. FY14 

Transdermal / 
Drug Delivery 

Medical 
Devices 

Advanced 
Wound Care 

Consumer 
Wellness 

Calculated at current exchange rates 
Excludes Asia 

45% 
£17.8m 

28% 
£11.1m 

23% 
£9.2m 

4% 
£1.4m 

31.5% 
£21.6m 

30% 
£21.0m 

36.5% 
£25.1m 

2% 
£1.5m 

FY12 FY14 

Total revenue £39.5m Total revenue £69.2m 

Video 



MOBILE DEVICE 
FIXATION 

P L AT F O R M 

Portfolio initiatives  

M A R K E T S 

S I L I C O N E   

P L AT F O R M 

High tack  
variants 

Consumer 

Med Device 

AWC 

TD / DD 

Antimicrobials 

AWC 

Consumer 
Wellness  

Actives 

P O LY U R E T H A N E   

P L AT F O R M 

Med Device 

Consumer  

AWC 

TD / DD 

High tack 

variants 

Anti 
microbials 

AWC 

Consumer 

Consumer Consumer 

A C R Y L I C 
P L AT F O R M 

Scar  

Therapy 
Anti-fungal 

Consumer 

AWC 

Sensors Other 

Consumer 

Med Device 

TD / DD 

Actives 

Consumer Consumer 

Med Device 

TD / DD 

Capability enhancement ongoing 
Substrate evaluation ongoing 

Actives 

Consumer 

New product development portfolio 
combination products drive growth 



Healthcare summary 

ÁOur strategy is working 

ÁSkin friendly turn-key value proposition resonates 

ÁInnovation strategy gaining traction 

ÁDedicated and motivated healthcare team  

ÁActively engaged with the top global healthcare companies 

ÁPipeline is growing! 

ÁMarketing message getting stronger everyday 



 
 
 
 
 
 
 

Industrial 

Revenue 

Trading profit 

Trading margin  

2014 2013 

£145.7m 

£7.9m 

5.4% 

£140.7m 

£7.2m 

5.1% 

Á Industrial continued to improve with revenue growth of 3.6% 

Á Driven by the continued improvement of retail and double digit 

growth of Automotive 

Á Distribution in North America exceeds market growth whilst Europe 

reflected the flat economic environment 

Á Identified and focussed on segments with critical mass and 

leveragable position 

Á Formed segment based organisations to give focus and address 

distinct requirements of each market 

 + General Industrial 



Segment focus and strategy 

 
 

Automotive Cable 

Retail Distribution 

ÁFocus on wiring harness, protection, assemblies and seat 

heating 

ÁMaximise our current market and design position at 20 

OEMs including Peugeot, GM, Audi, Chrysler and VW. 

ÁFocus on product development aligned with fast changing 

design requirements 

ÁFocus on strategic solutions selling through a dedicated 

Ǝƭƻōŀƭ ƻǊƎŀƴƛǎŀǘƛƻƴ ŀƭƛƎƴŜŘ ǿƛǘƘ ƻǳǊ ŎǳǎǘƻƳŜǊǎΩ ŦƻƻǘǇǊƛƴǘǎΦ 

ÁFocus on submarine, high voltage and fibre optics segments 
of the market which requires high reliability and carries 
significant cost of failure 

ÁLeverage strong reputation and market position in a very 
niche and concentrated customer base and competitive 
landscape 

ÁLeverage global footprint to service global supply chain 

ÁFocus on strategic solution selling through dedicated global 
organisation 

ÁBroaden product and service offerings to offer one stop 
solution 

ÁLeverage strong brands and distribution networks 

ÁExpand additional POS across geography and categories 

ÁExpand the product range beyond core tapes to adjacent 

items to increase our shelf space 

ÁBroaden and exploit our digital strategy 

ÁAddress broad and fragmented market across many 
markets and applications 

ÁFocus on areas where we have critical mass and 
competitive positioning 

ÁMaximise profitability through product portfolio 
management and operational efficiency 

ÁMulti-tiered engagement model to increase our services 
level 

ÁLeverage inside sales and digital strategy to lower cost to 
serve 



Industrial summary 

ÁClear focus and strategy 

ÁOrganisation and resources re-aligned to the new focus areas 
and strategy 

ÁDeveloping a solid pipeline of new opportunities 

ÁStrategic engagement with key customers across their global 
footprint is yielding immediate return 


