
Gunnebo Capital Market Day 2006

Stockholm 14 November 2006
Göran Gezelius, President & CEO Gunnebo AB
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Program

13.00 – 13.15  Welcome! Göran Gezelius

13.15 – 14.15 Presentation of Gunnebo One Company Göran Gezelius

14.15 – 15.00 Presentation of Competence Centre Secure Storage Robert Hall

15.00 – 16.00 Visit to National Swedish Police Board/
Kronobergs Prison Janerik Dimming

16.00 – 16.15 Coffee

16.15 – 16.45 Presentation of Customer Centre Gunnebo UK/Ireland Jay Wright

16.45 – 17.15 Presentation of Gunnebo One Company (contd.) Göran Gezelius

17.15 – 17.30 Comments on Gunnebo’s Q3-report Lennart Gustavsson

17.30 – 17.45 Gunnebo IS/IT-activities Hans af Sillén

17.45 – 18.30 Q&A

19.00 Departure to Wallmans salonger
19.30 Dinner
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Gunnebo in brief

Á Annual turnover of MSEK 6,600

Á 7,000 employees

Á Market capitalisation of MSEK 3,200

Á Gunnebo Industries distributed and floated
14 June, 2005 – since then fully focused on security

Á 85% of sales in Europe
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Gunnebo major market presence

Furthermore, Gunnebo has market presence
on some 100 markets through agents and 
distributors.
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France 26%

Great Britain 11%Germany 9%

Nordic 13%

Spain 9%

Other 21%

Sales per market January-September, 2006Sales by market January-September 2006

Italy 4%

Canada 3%

India & Indonesia 4%
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Guarding, 39%
Other, 7%:
Perimeter protection, 4%

Cash handling*, 2%

Secure Storage, 1%

Alarm system, 
16%

Locks, 14%

Access & Entrance 
control, 15%

CIT** 9%

Sales per market January-September, 2006The European security market 2005
Market value: BSEK 400

*    ATM, depositing, dispensing

**  Including transport, counting, 
re-fill, cash handling
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Status May 2005
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Mission from the Board

Á To consolidate some 40 acquisitions

Á To create a Security Group from those 40 
acquisitions with common mission, 
vision and values

Á To create growth and profitability
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Focus 2006: Gunnebo One Company integration project

Á Why?

Á Some 40 acquired companies – little coordination

Á Low organic growth on a growing market

Á Mediocre profitability

Á Time to release the synergies!
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Common denominator: Customers
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Site Protection 41%

Bank 34%

Secure Storage 15%

Retail 10%

Sales by Business Lines*

* % of total sales, January-September 2006
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Gunnebo One Company: Vision

Á Achieve common customer focus, same way to 
market and a common name/brand

Á Create common values and attitudes

Á Engage in recurring system solution business

Á Share support systems (logistics, quality, supply 
chain, ERP, etc.)

To make a big change in a short time
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Á Increased organic growth and profitability

Á Net cost of MSEK 185, of which MSEK 98 
until Q3 2006

Á Annual savings of MSEK 90 with full effect
during 2007, whereof about 60 MSEK during
the calendar year 2007

Á Reduction in workforce by some 150 persons, 
reduction in cost of premises

Á Financial goals at least:

Á Organic growth of 5%
Á The equity ratio shall not fall below 30%
Á ROCE of 15%
Á Operating margin of 7%

Gunnebo One Company: Financials
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Á New customer focused organisation as of 1 January
2006 

Á 3,000 co-workers in new positions or with extended
tasks

Á Most employees outside production in Europe has changed
position, got new manager, new colleagues, new roles and 
new tasks 

Á Extensive education, trainings, customer activities, 
exhibitions, etc.

Á Information, communication and negotiations with 
the Unions completed

Á Implementation of GUNNEBO as THE brand

Gunnebo One Company: Major actions
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Á Contacts with importing agents/distributors
regarding takeover of agreements – business to be 
done directly by Gunnebo

Á 100 companies will become 60 by the end of 2007

Á Frequent management meetings

Á Frequent meetings with Unions

Á Frequent follow-ups

Á Frequent flow of information to the market

Gunnebo One Company: Major actions (contd.)

13 November, 2006, page 16

Gunnebo One Company: Major actions (contd.)

Á Quality & logistics

Á SVP Logistics and Quality appointed
Á Non-conforming report system implemented
Á Project on creating a European distribution warehouse for 

Secure Storage initiated

Á IT

Á CIO appointed – will present the status later today
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Gunnebo One Company: Major actions (contd.)

Á GUNNEBO is now the name on all Customer Centres in 
the Group:

Gunnebo Australia Pty Ltd
Gunnebo Belgium NV
Gunnebo Canada Inc.

Gunnebo CZ s.r.o
Gunnebo Deutschland GmbH

Gunnebo España SA
Gunnebo France SA
Gunnebo India Ltd
Gunnebo Italia SpA
Gunnebo Luxembourg SARL
Gunnebo Mojyarorszak Kft
Gunnebo Nederland BV
Gunnebo New Zeeland Pty Ltd
Gunnebo Nordic A/S
Gunnebo Nordic AB
Gunnebo Nordic AS
Gunnebo Nordic Oy

Gunnebo Österreich GmbH
Gunnebo Portugal S.A.

Gunnebo Singapore Pte Ltd
Gunnebo South Africa (Pty) Ltd

Gunnebo Suisse SA
Gunnebo UK Ltd

PT Gunnebo Indonesia
Gunnebo Wanasee
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Gunnebo’s organisation from 1 January 2006

Á In total, Gunnebo has 
129 managers on level
1 and 2

Á Of those, 10 has joined
the Group so far during
2006

Á Of those, 11 has left the
Group so far during 2006
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Group Management 2004
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Group Management 2004: As of 1 January 2007
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Group Executive Team, 1 January 2007

= Employed in the Group during 2006

Göran Gezelius Christian Selosse Hans af Sillén Lars Wallenberg
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Gunnebo Management Team, 1 January 2007

= Employed in the Group during 2006

Hans af SillénGöran Gezelius Christian Selosse Lars Wallenberg Janerik Dimming Göran Gustafson

Robert Hall J-M Betermier Rob Wheeler Åke Sundby Stefan Andersson Sven Boëthius

Gilbert Korchia Olle Magnusson José Ortuño Jay Wright William Mouat
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Headcount

-89-113694165669675787054TOTAL

5262621Central functions

-430186624419181101836Comp. Centres

0

-82208232820463802164Tot. RIOR

-89894115885115983RIOR production

7118821311612651181RIOR CU

0

-30101721651703401711Region South

-55-461246191274181292Region North

Of which
Int. Plan

Diff. 
Dec/DecDec -06FC

Of which
TempsSep -06

Of which
Temps.Dec -05
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What happens after Gunnebo One Company?

Á Integration project Gunnebo One Company ends
31 December 2006
Á Exception: France

Á Focus on improved organic growth and increased
profitability in each Business Line

Á No major changes during 2007 - focus on 
the vision: To become a preferred supplier
of integrated security solutions to our target
customer groups.



www.gunnebo.com
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Competence Centre Secure Storage

Robert Hall, Competence Centre Manager
CMD Stockholm 14th November 2006
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CCSS / Competence Centre Secure Storage

Á First Impressions & Thoughts Of Gunnebo!

Á What is CCSS all about?
Á Channels / Markets / Overview

Á CCSS Focus Areas For Now & The Future
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Robert Hall  - Competence Centre Secure Storage Manager

Á British,  46 yrs Old, Married, 2 Children 

Á 20 years Experience with Sandvik AB
Á Various Management Positions in UK & Switzerland
Á Sales Management
Á International Product Management
Á Product Centre Manager
Á MD Dormer Tools UK 

Á 4 years Working with Ballingslov AB 
Á Senior Management positions in Sales & Marketing 

Á Joined Gunnebo AB in Nov 2005
Á Manager of Competence Centre Secure Storage
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1st THOUGHTS & IMPRESSIONS

Á Lacking a Common Company Culture (diversified cultures) 

Á Missing a Clear common Vision and Goal

Á Logistics!!

Á Willingness & desire to change, particularly from ‘middle 
management’

Á The ingredients are here - Great Products, Now a common 
clear focus, desire, abilities/competence of the people.….
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CCSS / Competence Centre Secure Storage

Á First Impressions & Thoughts Of Gunnebo ! V

Á What is CCSS all about?
Á Channels/ Markets / Overview.

Á CCSS Focus Areas For Now & The Future
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What is CCSS all about!

Á Currently there are 7 Plants manufacturing CCSS products 
within the group (5 Western Europe, 2 Asia).

Á Bazancourt France        230 Employees
Á Mora                  Sweden        85 Employees
Á Doetinchem Holland       250 Employees
Á Granollers Spain           65 Employees
Á Markesdorf Germany      45 Employees
Á Jakarta               Indonesia    335 Employees
Á Halol India          350 Employees

Á CCSS Sales Value is 81 mill€ (manufacturing sales values )
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What is CCSS all about!

Á CCSS’s mission is to Support the Customer Centres with 
supply of products, systems and know-how to the Business 
lines Bank/Retail & Secure Storage.

Á OEM business is also handled directly by CCSS

Á The Product Program is: Burglary Resistant Safes                       
Fire Resistant Safes
Vaults and Doors
ATM’s
Safety Deposit Lockers

Á Channels selling these products: 35% BL Bank
20% BL Retail
40% BL Secure Storage
5% BL Site Protection

Data media cabinets

Security cabinets

Filing cabinets

Cash safe with
fire protection

Cash safe

Document cabinet

Business Line Secure Storage
Customer Types:          Jewellers

SOHO   (Small Office, Home Office)
Government Buildings
IT Offices
Propoerty Developers
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CCSS Financial results

1’426-232Factory Profit

8’8209’332Inventory
3.0%-0.6%Factory Profit Margin

47’65840’823Sales

2006 
Q 1/2/3

2005      
Q 1/2/3’000’s €
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The European market for Secure Storage (Graded)
MEUR 365

Vaults & Doors, 27%

Low Grade Safes, 27% High Grade Safes, 23%

Fire Resistant, 11%

Steel Storage, 11%

Ungraded Safes, 1%*

* Ungraded Safes with Graded locks
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Gunnebo’s market shares

Steel Storage

30%

Fire Resistant

54%

Low Grade Safes

28%

Vaults & Doors

23%

High Grade Safes

27%

Ungraded Safes
with graded locks

10%
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Share of Key European Market for Secure Storage Products

Key European 
Markets

Gunnebo 
Share%

Germany 10%
France 35%

UK 30%
Italy 10%

Spain 15%
Nordic 25%
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Market trends

Á Gunnebo trends

Á 2000-2004: Decreased production volumes
Á 2004-2006: Production volumes has stabilized on a lower level
Á Reduced number of plants
Á Reduced number of factory employees

Á General market trends 2000 – 2006

Á There has been a significant move from High Graded safes to Lower 
graded safes (High value to low value, or high cost to low cost).

Á Customer mix change: 

Á Banking (high value & grades). This sector has probably resulted in 
total market decrease of around 3% p.a. over the last 10 years.

Á Retail (medium value and grades). This sector has had little growth 
during this period. 

Á Secure Storage (low and un-graded products). This sector has 
shown significant growth. 

Á Overall the market will have decreased annually at around 2% in value, 
but stayed static in volume.
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Business Line Sales for Secure Storage Products: Europe

Business Lines Total Market
Bank 25%
Retail 45%

Secure Storage 30%
Total 100%
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Business Line Sales for Secure Storage Products: World wide

Business Lines Total Market
Bank 15-20%
Retail 25-30%

Secure Storage +50%
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Ungraded & 
untested products

ECB-S and High 
graded products

ProfessionalsSmall & Medium 
Sized Enterprize

Small Office 
Home Office

Secure Storage Retail Bank

Bazancourt
Mora

Sourced  / EU East  /  Halol /  Jakarta  /  

SecureLine                Chubbsafes Fichet-Bauche 
Rosengrens

THE GENERAL OVERVIEW FOR CCSS
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CCSS / Competence Centre Secure Storage

Á First Impressions & Thoughts Of Gunnebo ! V

Á What is CCSS all about? V
Á Channels/ Markets / Overview.

Á CCSS Focus Areas For The Future
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1.DELIVERY SERVICE

2.QUALITY

3.PRODUCT DEVELOPMENT

4.PRODUCTION MANAGEMENT

FOCUS AREAS FOR CCSS

For CCSS to achieve growth and success, then the   
following are the 4 areas that will be put into focus.
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Á Current method is tying up huge amounts of Capital  
(12mill €, of non/slow moving stock that is greater than 
1 year of consumption).

Á There are 21 Secure Storage Warehouses within Europe.

Á Customers are too frequently complaining about deliveries 
(Order shipped on time were 76.4%). 

Á Poor logistic performance has put too much Sales resource 
into logistic issues rather than sales creation.

Á The full potential of ranges and workshop potentials are not 
fully realised.

Á 20% of CU stocked product is locally sourced.

DELIVERY SERVICE – Situation at the beginning of 2006
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DELIVERY SERVICE – Situation Going Forward

Á Create a European distribution centre for Secure Storage 
products in the Netherlands.

Á Orders to be shipped on time 100% (97% in Sept 06).

Á 25% Reduction of slow moving stocks in production in 2006 
(2.6 MEUR to 1.8 MEUR), and to be repeated in 2007.

Á CCSS finished stock to be 100% available for A articles
(fast moving products), and a minimum 95% available for 
B’s & C’s.
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QUALITY – Situation at the beginning of 2006

Á Many CU Warehouse’s repairing product before despatch!

Á Little goes back to the production point, and so it goes on…

Á ‘Good Enough’ is not good enough.

Á Quality costs Gunnebo CCSS considerable sums every year.

Á Gunnebo has to have an image that commands respect for 
its quality products, which in turn can command a higher
price.
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Á Actions currently being taken within CCSS

Á Change the culture and continuously preach the message

Á Admit to the issues, and start to resolve them

Á Create standard measurable’s (what gets measured gets done)

Á Cost Of Non Conformance: 

Á Scrap Rates/Returns/Credit notes/ Complaints/ Warranty 
/Machine Down Time……

Á 12 actions started within the plants

QUALITY – Situation Moving Forward
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Á Western European Production cannot survive making “me too”
products. The Eastern European/Asian/Chinese prices will not
allow this.

Á CCSS have to differentiate ourselves through Innovative
Products.

Á There is a need for more products like the Data Media Cabinets
& SecureLine program.

Á The minimum Target is to launch an innovative marketable
product from Mora, Bazancourt, & Jakarta, each year. 

Á A safe is a safe! So re-engineering is an ongoing development
requirement, for improved efficiency and market needs. 

Á CCSS are working on new materials to be used within the
Secure Storage products, and believe some products will be
ready for launch in 2007.

PRODUCT DEVELOPMENT
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PRODUCTION MANAGEMENT - Background/Objectives

Á There is a need to present a far more cost effective 
production.

Á Gunnebo still has excess capacity in Western Europe.

Á Most or All product groups today are made in 1 or more 
plants, often up to 5 plants make the same product group.

Á CCSS are to Create Product plants not Brand plants, so as 
to have focussed plants manufacturing specific products.

Á Reduce the capacity (fixed costs) in Western Europe.

Á Transfer more production to India and Indonesia.
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Granollers Closure – Exceutive Summary

Á Gunnebo still has excess capacity in Western Europe.

Á Cost of closure is 7.6mill€, (4.3mill€ after the sale of land &
Building).

Á Annual Cash Benefit will be 2.2mill€.

Á Short Payback time of 1.35 years.

Á 65 employees effected, net reduction of 44 people.

Á Production will move to Asia and production units in Europe.
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Granollers: Facts

Á Geographic location
Á Suburb to Barcelona, Spain

Á Main factory activities
Á Production of safes, vaults and vault doors

Á Number of employees concerned:
Á The Headcount reduction in Granollers will be -65. 19 Jobs will be

transferred to other European production, the remaining work is
transferred to Jakarta. 

Á What happens with current production?
Á The CCSS Production project, means that the closing of Granollers will

transfer/replace products from Western Europe with those coming from
Jakarta.

Á Financing
Á Partly financed by factory property sales
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Á The Positives

Á Banking market in Asia, Africa, Middle East and Canada is expected to 
continue upwards trend.

Á Strong Sales increase in the Secure Storage Business Line globally.
Á Granollers Closure.
Á More production from Jakarta.
Á Increased Product availability.
Á New Products.
Á The right structure.

Á The Negatives

Á Banking market in Western Europe expected to remain stable.
Á Delay in CCSS Projects. 
Á Delay in solving quality and delivery issues

Á Expectations 

Á BL Bank / BL Retail slight sales growth of 0/5%.
Á BL Secure Storage sales growth of 5/10%.
Á Minimum expectation to move the consolidated 

Operating profit from 8% to 10%.

CCSS 2007 Financial Outlook
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CCSS

Á 1st Impressions & thoughts of Gunnebo! V

Á What is CCSS all about V
Á Channels / Products / Markets / Sales / Overview

Á CCSS Focus areas for the future V
Á DELIVERY SERVICE
Á QUALITY
Á PRODUCT DEVELOPMENT
Á PRODUCTION MANAGEMENT

-Granollers Closure Proposal
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Competence Centre Secure Storage

Robert Hall, Competence Centre Manager
CMD Stockholm 14th November 2006
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Customer Centre UK & Ireland

Jay Wright, Country Manager UK & Ireland
CMD Stockholm 14 November 2006
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Jay Wright – Country Manager Customer Centre UK & Ireland

Á British, 55 years old, married, 2 children

Á Over 30 years in the security business:

Á 1980 – 1987: Engineering Manager – Henderson Building 
Systems – 2nd largest UK industrial door manufacturer

Á 1987 – 1990: Manufacturing Director – Tarmac Building 
Products Division – largest UK industrial door manufacturer

Á Over 15 years within CSI/Chubb/Gunnebo:

Á Working as Managing Director within CSI/Chubb/Gunnebo 
since 1990, whereof three years in Italy

Á Country Manager Customer Centre UK & Ireland since 
1 January 2006
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Gunnebo CU UK & Ireland– Presentation

1. Key Overall Objectives
2. The Team
3. Original Structure
4. Target Structure
5. The Process of Change
6. Where we are today
7. The future
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Gunnebo CU UK & Ireland – General Key Objectives

Á Gunnebo shall organise its sales and 
service operations per country and in each 
country by customer segments, i.e. bank, 
retail, site protection etc.                                    

Á Gunnebo sales units should operate as  
single legal entity per country.

Á All changes should be enacted and 
operational by January 2007 latest.

Á Minimise the impact on the business and 
make all efforts to grow.
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Sales Unit UK

Jay Wright 

Secure Storage

Tom 
Rochford 

Bank

Martin 
Houseman

Retail

Martin
Houseman

Site Protection

Paul 
Green

After Sales
Service

Frank Kelly

Internal Service
& Support

Jay Wright

Gunnebo CU UK & Ireland - The Team
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Sales Unit UK

Jay Wright 

Secure Storage

Tom 
Rochford 

Bank

Martin 
Houseman

Retail

Martin
Houseman

Site Protection

Paul 
Green

After Sales
Service

Frank Kelly

Internal Service
& Support

Jay Wright

Gunnebo CU UK & Ireland - The Team

Head Operations
Andy Rymill 

Head of Finance
Richard Baker
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Gunnebo CU UK & Ireland – Business Review

Á Team formed in October 2005
Á Business review undertaken in 

October/November 2005
Á Integration plan formulated and presented 

to local board early December 2005

Approval to proceed given on 6th December
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Situation as at 31st December 2005
7 Operational Companies

Churchill Safes Ltd.  
CSI Security Ltd. 

Gunnebo Entrance Control Ltd. 
Gunnebo Perimeter Protection Ltd.

Gunnebo Security UK Ltd.
Rosengrens Tann Ltd.

Werra Fencing & Gate Sales UK Ltd.

Gunnebo CU UK & Ireland - Original Company Structure



5

13 November, 2006, page 9

Planned Situation by 31st December 2006
1 Operational Company

Churchill Safes Ltd.  
CSI Security Ltd. 

Gunnebo Entrance Control Ltd. 
Gunnebo Perimeter Protection Ltd.

Gunnebo UK Ltd.
Rosengrens Tann Ltd.

Werra Fencing & Gate Sales UK Ltd.

Gunnebo CU UK & Ireland - Target Company Structure
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Gunnebo CU UK & Ireland – Original Office/Warehouse Locations

Churchill Safes Ltd 
Newcastle Under Lyme 

Gunnebo Entrance
Control Ltd  

Hyde

Rosengren Tann Ltd  
Hitchin

Gunnebo Security 
UK Ltd. 

Wolverhampton

Gunnebo Entrance
Control  Ltd 

Uckfield 

Gunnebo Perimeter 
Protection UK 

Taunton 

CSI  Security UK 
Bedford 

Werra Fencing
UK Ltd 

Wolverhampton



6

13 November, 2006, page 11

Gunnebo CU UK & Ireland – Proposed Office/Warehouse Locations

Churchill Safes Ltd 
Newcastle Under Lyme

Gunnebo Entrance
Control Ltd  

Hyde

Rosengrens Tann Ltd  
Hitchin

Head Office,
Sales Admin Service

& Secure Storage
Central Warehouse

Wolverhampton

Service & Installation 
Admin. EC Products

Uckfield 

Sales Admin Site 
Protection
Taunton 

Sales Admin Retail 
& Banks 
Bedford 

Werra Fencing
UK Ltd 

Wolverhampton
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Á BLM’s : Established new sales teams focused on the 
business sector.

Á Key concern : Maintaining focus  on selling during 
change period.

Á Established : Small change management team.
Jay Wright - Team Leader - Union and HR Issues

Andy Rymill - Sales Admin, Warehousing & Logistics

Richard Baker – Properties, IT, Legal & Finance

Á BLM’s : left free to focus on the training, 
development and driving the new selling 
organisation. 

Á Established with the team a  ‘Can Do’ approach to 
problems and situations. 

Gunnebo CU UK & Ireland - Process of change
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Á Kept reporting lines short with regular progress 
reports and general feedback.

Á Kept final objectives and time scale unmoveable, 
but kept plan flexible and adapted to situations as 
they arose.

Á Kept were ever possible all employees informed of 
progress with regular informal meetings and formal 
team briefs.

Á Did not assume that when the concept was 
explained to employees it was understood, even 
when they confirmed they understood. Kept going 
back and reminding and reinforcing mission.

Gunnebo CU UK & Ireland - Process of change
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Were are we after
10 Months ?

Gunnebo CU UK & Ireland - Today
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Gunnebo CU UK & Ireland – Actual Office/Warehouse Locations

Churchill Safes Ltd 
Newcastle Under Lyme

Gunnebo Entrance
Control Ltd  

Hyde

Rosengrens Tann Ltd  
Hitchin

Head Office,
Sales Admin Service,

Site Protection
& Secure Storage

Central Warehouse
Wolverhampton

Service & Installation 
Admin. EC Products

Uckfield 

Sales Admin Site 
Protection
Taunton 

Sales Admin Retail 
& Banks 
Bedford 

Werra Fencing
UK Ltd 

Wolverhampton
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Á Seven administration offices down to 
three.

Á Four warehouses down to one.
Á Seven companies down to one.
Á Sales teams established with dedicated 

support staff.
Á Reduction in staffing levels.

Currently 2006 down – 197 to 191  (3%)

January 2007 down – 197 to 183  (7%)

Gunnebo CU UK & Ireland - Changes
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To name just a few

Á Rent on offices & warehouses.
Á Staffing costs.
Á Better overall vehicle leasing costs.
Á Better telephones costs, in particular mobile.

Á Less IT Software support costs.
Á Less Legal & Professional  fees

Gunnebo CU UK & Ireland – Saves achieved & potential 
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Sales Unit UK

Jay Wright 

Secure Storage

Tom 
Rochford 

Bank

Martin 
Houseman

Retail

Martin
Houseman

Site Protection

Paul 
Green

After Sales
Service

Frank Kelly

Gunnebo CU UK & Ireland - Orders Jan – Oct

Market Sector Split 

Orders, MEUR
2006 10 10 6 11 6      

Growth YTD
2006                      5%               53%                  -9%                -5%                  3%
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Gunnebo CU UK & Ireland - Key Figures - Jan to Sept - €M
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Gunnebo CU UK & Ireland - Key Figures - Jan to Sept - €M
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Orders Sales Margin Overheads Profit

Orders up  12%

Strongest growth in Banking Sector

Good  growth in Secure Storage

Relatively stable in Retail & Service

Weaker in Site Protection
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Gunnebo CU UK & Ireland - Key Figures - Jan to Sept - €M
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Orders up  12%

Sales up   2%

Timing Issue : Site availability
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Gunnebo CU UK & Ireland - Key Figures - Jan to Sept - €M
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Orders Sales Margin Overheads Profit

Orders up  12%

Sales up   2%

Margins down  2%

Shortfall due to service sector
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Gunnebo CU UK & Ireland - Key Figures - Jan to Sept - €M
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Orders Sales Margin Overheads Profit

Orders up  12%

Sales up   2%

Margins down  2%

Overheads up  €300K

4% increase year on year

Company ceasing trading unusually
high in first half  - €450K extra

13 November, 2006, page 24

Gunnebo CU UK & Ireland - Key Figures - Jan to Sept - €M
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2005 2006

Orders Sales Margin Overheads Profit

Orders up  12%

Sales up   2%

Margins down  2%

Overheads up  €300K

Profit Down with  €691K to 2,4 MEUR

9% to 7%
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Á Continue training both in products and 
technical skills.

Á Start to integrate and even out employee 
terms and conditions 

Á Start to establish and enter the electronic 
security market.

Á Continue to improve marketing materials 
to reflect the one company image.

Á Continue working on potential savings 
brought about by integration.

Gunnebo CU UK & Ireland – The Future

13 November, 2006, page 26

Á 2007 Outlook

Á The Positives: 
. Secure Storage market stable with further growth in low
end products.
.  Retail market upgrading installations to meet new 
threats
. New opportunity with combining article tagging & CCTV 
in our growing retail market sector. 

Á The Negatives: 
.  Banking market retracting slightly.

.  Fencing and Gate market remaining very competitive. 

Gunnebo CU UK & Ireland – The Future
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Á Growth: Target 5%
Á Achievable: 

Electronic security.
Core business stable.
First SafePay installations expected.

Á Operating Margin: CU’s Target > 10%
Á Achievable: 

Less company liquidations.
Full year savings on properties.
Full year savings on staffing costs. 

Á With the major part of integration complete 
the UK team expects to take full advantage 
of the new stable organisation.

Gunnebo General Financial Targets – UK & Ireland

Questions



Gunnebo Capital Market Day 2006

Stockholm 14 November 2006
Göran Gezelius, President & CEO Gunnebo AB

13 November, 2006, page 2

Reduction of production capacity
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Status production capacity mid-2007

13 November, 2006, page 4

Reduction of production capacity: Status November 2006

Á 2000 – 2003: First program in conjunction with acquisition of 
Chubbsafes

Á 2004 – 2005: Second Program

Á Mumbai, India
Á Salzgitter, Germany
Á Sarreguemines, France

Á 2005 – 2006: Extended second programe

Á Ödeborg, Sweden
Á Barrie, Canada

Á Granollers, Spain
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This is what we have done: Production restructuring

Production hours in factories in Europe and Canada
(excluding Outdoor and Indoor Perimeter Security)

Thousands of hours
used hours

Bazancourt, France 240 240
Doetinchem, Holland 180 200
Mora, Malung, Sweden 130 80
Wolverhampton, UK 150 -
Dordrecht, Holland 120 -
Mörfelden, Germany 70 -
Granollers, Spain 80 70
Markersdorf, Germany (50) 50
Sarreguemines, France 50 -
Barrie, Canada 50 -

Sub Total 1 120 640

2000
used hours

2006

Jakarta, Indonesia 170                       300

Total 1 290 940

13 November, 2006, page 6

Restructuring 2000 – 2006
MSEK

Year

2000 Safe Production Mörfelden etc. 94 29
2000 Chubb Safes 270 100 - 150
2001 Ritzenthaler 62 30
2002 Leicher 28 18
2003 Kubon 8 9
2004 Elkosta 77 30
2004 Lips Vago/Chubb Belgium 27 16
2004 Sarreguemines, Mörfelden, Malung  etc. 96 54
2005 Closure Mumbai (Moving to Halol) 14 4
2005 Closure Barrie factory Canada 20 5
2005 Mörfelden factory 18 6
2005 Elkosta, additional closing cost 12 -

Total 2000-2005 (excl. "One Company") 728 301 - 351

Restructuring
cost

Yearly savings
and synergies
(pre-calculated) 
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Gunnebo – bridge*

Operating result effect 2000 - 2005 MSEK Year Operating
result

Operating result Gunnebo Security, 2000 182
2000 182

Yearly savings + 300 2001 315
Decreased sales - 230 2002 385
Other changes + 1091) 2003 428

2004 416
Operating result Gunnebo Security, 2005 361

2005 361

1) Mainly within Gunnebo Physical Security and Gunnebo Integrated Security

* Excluding Gunnebo Engineering and Group Common costs

13 November, 2006, page 8

Buildings sold and for sale

Á Sold 2006

Date Book value Sales value Capital gain

Á Mumbai, India*/** June MSEK 21  MSEK 37 MSEK 16
Á Barrie, Canada* September     MSEK 14  MSEK 25 MSEK 11
Á Barcelona, Spain** December MSEK 15  MSEK 55 MSEK 40

MSEK 67

Á Buildings for sale 2007

Book value Exp. sales value Capital gain

Á Trezzano, Italy**
Á Belgium, two properties**
Á Granollers, Spain*
Á Salzgitter, Germany*/**

*  Factory
** Office

MSEK 50 MSEK 100 MSEK 50
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Items affecting comparability and integration costs 2006

167Net Integration costs

-58Capital gain on fixed assets

50
Other (IT, legal,
communication,etc.)

30
Office leases, moving
offices etc.

145Redundancy costs

Cost split-up

430156108167Total net costs 2005-2007

-5-310262007 FC

23063631042006

106630432006 Q4 FC

124063612006 Q1-3

20512345372005

Total
Production &

Misc.
Inventory write

down

Integration plan 
(Gunnebo One 

Company)

Net costs MSEK 
(incl. capital gain on fix
assets)

13 November, 2006, page 10

Business Line Bank

Jan-SeptJuly-Sept

7.8

38

486

2005

11%

8%

Diff.

6%

5%

Diff.

6.5

101

1,551

2005

8.0

42

526

2006

6.5

107

1,636

2006

Operating margin, %

Operating profit

Revenue

MSEK

Á Positive development for agent markets in the Middle
East, Canada and Africa

Á Solid development for traditional banking products

Á Positive development for Automated banking services
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Business Line Retail

Jan-SeptJuly-Sept

3.8

6

160

2005

-

11%

Diff.

-

6%

Diff.

0.9

4

470

2005

-2.8

-5

177

2006

-4.6

-23

500

2006

Operating margin, 
%

Operating profit

Revenue

MSEK

Á Positive development on SafePay™ orders -
also to new markets - and new pilot installations

Á Positive sales development for EAS-systems but
significant provision for customer loss

Á SafePay installations still on a low level v.s plan

Á Positive development for integrated security systems
within the European retail trade

13 November, 2006, page 12

Á Continued priority

Á Installed base Q3 2006: 1,200 systems

Á Estimated order intake 2006: 1,000 systems

Á Low installation due to technical problems in our production during Q1

Á Orders on a regular basis in seven European countries

Á Interesting pilot installations in France and Spain

SafePay™: Status November 2006
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Business Line Site Protection
Jan-SeptJuly-Sept

5.2

35

674

2005

-54%

4%

Diff.

-98%

2%

Diff.

2.9

56

1,912

2005

2.3

16

701

2006

0.1

1

1,945

2006

Operating margin, 
%

Operating profit

Revenue

MSEK

Á Unfavourable product mix

Á Increased prices for raw material

Á Sound development for Indoor perimeter protection
(Gunnebo Troax)

Á Weaker performance in France and the Nordic region

13 November, 2006, page 14

Business Line Secure Storage

Jan-SeptJuly-Sept

9.2

22

239

2005

-18%

-1%

Diff.

50%

4%

Diff.

5.6

38

676

2005

7.6

18

236

200
6

8.1

57

705

2006

Operating margin, 
%

Operating profit

Revenue

MSEK

Á Generally good utilization of capacity

Á Positive development for OEM-customers (ATM)

Á Positive effect from structural changes in
production
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Outlook 2006 – Unchanged according to Q3 report

Á The integration programme in connection with 
the re-organisation is continuing in all 
essentials as planned. However, the business 
in France, which is the Group’s largest single 
market, has, particularly during the first half 
of the year, been affected by disruptions 
associated with the integration process. In 
addition to this, Business Line Site Protection 
noted a weaker result than expected.

The Group’s invoiced sales is expected to 
show a positive development also during the 
fourth quarter. The result after financial items 
and excluding items affecting comparability 
for 2006 as a whole is in spite of this expected 
to be significantly lower than the previous 
year’s result (MSEK 238).

13 November, 2006, page 16

Gunnebo One Company: Financial targets

Á Gunnebo shall earn a long-term return on capital
employed of at least 15% and an operating margin
of at least 7%

Á The equity ratio shall not fall below 30%

Á The Group shall achieve organic growth of at least 5%

Á Given the results achieved so far, and some delays to 
the Gunnebo One Company integration project, it is 
considered that the above targets will not be reached in 
all respects during the 2007 financial year.
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Comments on Q3-report

Lennart Gustavsson, CFO Gunnebo AB
CMD Stockholm, 14 November 2006

All comparative figures are excl. GIAB

13 November, 2006, page 2

Summary of the third quarter 2006

-1.40-1.90Earnings per share, SEK

* Before items affecting comparability

-27-69
Costs affecting comparability, MSEK

-63-82Result after tax, MSEK

-31%8357Operating profit*

-48%6433
Result after financial items*

July-September

1,559

1,588

2005

1,640

1,656

2006

4%
6%

Order intake
- Of which organic growth

5%
7%

Invoiced sales
- Of which organic growth

Diff. %MSEK
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Summary of January-September 2006

-1.55-2.75Earnings per share, SEK

* Before items affecting comparability

-71-124Costs affecting comparability, MSEK

-69-121Result after tax, MSEK

-35%15098Operating profit*

-67%10033Result after financial items*

January-September

4,609

4,953

2005

4,786

5,048

2006

2%
1%

Order intake
- Of which organic growth

4%
3%

Invoiced sales
- Of which organic growth

Diff. %MSEK

13 November, 2006, page 4

Items affecting comparability

-124-69Total, net

-27-3Production restructuring etc.

-151-80

-63-63Inventory write-off

-61-14Gunnebo One Company project

27

Jan-Sept

11

Q3

Capital gain property sale

Non-recurring costs

MSEK
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MSEK MSEK

Quarterly values (left hand scale)
Moving 12 months (right hand scale)
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13 November, 2006, page 6

MSEK MSEK

Quarterly values (left hand scale)
Moving 12 months (right hand scale)

* Excl. items affecting comparability
and depreciation of goodwill
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Profit after financial items*



4

13 November, 2006, page 7

MSEK

Quarterly values

-100

-50
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20062003 2004 2005

Operating cash flow
Before financial items, tax and re-structuring costs

1    2   3    4    1     2    3    4    1    2    3    4    1   1    2   3    4    1     2    3    4    1    2    3    4    1   2    32    3
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MSEK %

Order intake (left hand scale)
Organic growth (right hand scale)
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MSEK %

Invoiced sales (left hand scale)
Organic growth (right hand scale)
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Order in relation to invoiced sales, 2003-2006
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MSEK %

Operating result (left hand scale)
Operating margin (right hand scale)

0

20

40

60

80

100

0

2

4

6

8

10

20052003 2004 2006

Operating result, third quarter 2002-2006*

2002
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* Excl. items affecting
comparability

13 November, 2006, page 12

4,8334,8964,730Total equity and liabilities

1,6751,7551,564Other provisions and liabilities

1,9501,9092,140Interest-bearing provisions and 
liabilities

31 December30 September

1,2081,2321,026Equity

744749660Tangible fixed assets

4,896

150

1,606

972

210

119

1,090

2005

4,730

144

1,687

858

170

123

1,088

2006

4,833

169

1,639

838

219

126

1,098

2005

Operating recievables

Liquid funds

Total asset

Inventory

Financial fixed assets

Other intangible fixed assets

Goodwill

MSEK

Consolidated balance sheet
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Examples of what’s been accomplished 2006:

Á Gunnebo’s PC’s and Servers on the Gunnebo.net are secured and maintained centrally.

Á Gunnebo’s needs for standard office SW and standard Server software in any parts of the 
world is harmonized and managed centrally
Á (However not most local business systems)

Á “All” of Gunnebo can collaborate on one common platform 
Á “All” of Gunnebo has instant messaging and other live inter-company communication.

Á (However the Wide Area Network needs upgrade in certain geographic areas)

Á Managers of Gunnebo can view the monthly and quarterly performance on one common 
Business intelligence platform
Á (But must have been reported and consolidated by HQ first)

Á The foundation to support the “One Company” has been put in place
and……

Á The next generation Business system (extended ERP) has been 
Á Evaluated and selected. Approved by the board 
Á The implementation partner has been selected
Á The organization is in place
Á and the program is ongoing (as from November)

13 November, 2006, page 8

The Extended ERP program (MBS AX 4.0) 

Program: 
Start Q4 2006  
Center by Center 
According to urgency and benefit 

Scope:
Common object coding
Core/ Local processes
Ca. 60 Centers and 2000 users
Common landscape
Integration & extension

Investment:
Less than 20 MEURO over 4 years
Benefits:
As from year 2

My SAP

SAP all in One

etc.

EPICOR
ASW

etc.
     MBS AX

1 2 3 4 5 6 7 8 9
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Other Ongoing Group IT Activities

Á Global WAN (wide area Network) re-sourcing

Á HW Global frame agreement 

Á Content mgmt platform upgrade

Á Misc. and etc. 

Thank you


