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In the past 18 months, market circumstances have been 

very challenging, particularly in Europe and the Pacific 

Europe and the Pacific represent c. 60% of Group sales 

Constant and same-day sales evolution 

FY 2012: -1.8% 
o/w Europe:  -3.3% 

 Pacific : -7.8% 
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Investor Day May 2012 
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9m 2013:  
o/w Europe :  

 Pacific:  

-3.2% 
-5.2% 

-11.2% 



Despite those strong headwinds, we showed continuous 

resilience in profitability and cash-flow performance 

2011 2012 2013 outlook 

+6.2% Sales on a constant and same-day basis -1.8% -2% to -3% 

5.7% Adjusted EBITA margin  5.7% 5.5% to 5.6% 

601 Mú 

76% 
FCF before I&T 

as a percentage of EBITDA 

628 Mú 

75% 

> 600 Mú 

> 75% 

Solid operational efficiency 

Strong cash-flow generation 
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Our high-growth initiatives generated solid organic growth 

and outperformed the market 

Sales (in úm) 
2012  

vs. 2011 
6m 2013 

Y-o-Y 

change 

High-potential business categories 

ÅEnergy efficiency 

ÅBuilding automation (incl. Home Automation) 

ÅRenewable energies 

 

+16% 

+45% 

-8% 

 

324 

47 

120 

 

+13% 

+20% 

-23% 

International customers & projects (IKA and IPG) +3% 358 +11% 

Vertical markets  (Oil & Gas and Mining) +1% 283 -4% 

TOTAL Energy in Motion, including renewable energies +5% 1,132 +3% 

TOTAL Energy in Motion, excluding renewable energies +7.2% 1,012 +7.5% 

Compared to Group 

organic sales 

down 4.7% Y-o-Y 

17.5% of Group Sales 

Targeting continued double-digit growth  

over the medium term 
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Since January 2012, we have stepped up our M&A 

15 acquisitions* 

North America 

USA 
2 strategic acquisitions 

(Platt and Munro) to strengthen 

our presence and accelerate 

the development of our high-

growth initiatives 

Canada 
Reinforcing our presence 

(Liteco) 

Latin America 

Creating a platform in Brazil 

(Delamano & Etil) and entering 

a new country (Dirome in Peru) 

Europe 

Seizing opportunities in France 

(Eurodis and SCT), Spain (Erka), 

UK (Wilts), Belgium (La Grange) 

and strengthening value-added 

segments (Esabora) 

Total investment of c. ú650m* c. ú900m of annualized sales* 

Asia 

Strengthening value-added 

segments and enhancing our 

footprint in SE Asia (LuxLight  

 and Lenn in Singapore and 

Quality Trading in Thailand) 

* Including the 3 acquisitions announced today 
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Rexel occupies a strategic position in the value chain 

Creating a world of energy tailored and designed around the end-user 

Rexel is strategic foré 

Strategic partnerships with top 

suppliers 

Broad-scale cooperation with 

consolidating supplier base 

Platform to bring innovation to the 

market 

Product and service provider 

Facilitator and integrator 

Partner of preference with global 

reach and local relevance 

Customized solutions 

Dedicated technico-commercial 

teams and experts 

Tailor-made approach to specific 

verticals 

Suppliers Customers End-users 

Top 25 suppliers      55% 

Other      45% 

Large contractors      20% 

Small & medium contractors  40% 

Industrial companies      22% 

Commercial companies       8% 

Other      10% 

Industrial      33% 

Residential      23% 

Commercial      44% 
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We have leading positions in most markets 

and a strong platform to benefit from market recovery 

Mapping of Rexelôs 21 biggest countries  

(2012 sales > ú50m) 
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Nr. 3 or below Nr. 1 or Nr. 2 

Germany 

Brazil 

Italy 

Poland 

USA China 

Mkt share 

above 30% 

France 

Switzerland 

Austria 

Ireland 

About 65% 

of Group sales 

are in 

concentrated 

markets where  

Rexel is  

Nr. 1 or Nr. 2 

c.30% of Group sales c.5% of Group sales 

c.65% of Group sales 

Mkt share 

20%<30% 

UK 

Belgium 

Norway 

Finland 

Spain 

Canada 

Chile 

Australia 

NZ 

Sweden 

 

Mkt share 

below 20% 

The NL 

8 



We are continuously upgrading our business model 

for better reach and relevance 

Evolution from a branch-centric modelé éto a multi-channel business model 

Branch 

Counter & sales reps 

Installer Installer 

Installer Installer 

Branch-centric business focused on 

product offering & logistics quality 

Complementary touch points to customers 

with tailor-made value propositions 

Customer 

Branch Internet 

Tech. center Mobile 

Sales reps 

Call center 
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Our performance at a glance 

Thanks to the inherent strength of our business model and the positive 

impact of our Energy in Motion plan, our performance has been resilient 

 

The headwinds we have faced in the past 18 months have not changed 

our strategic course 

 

Thanks to our restructuring efforts and productivity measures, we are 

structurally better positioned to benefit from a market recovery in the future 

 

In many areas, we have upgraded our capabilities and strengthened 

our leadership structure to effectively transform the company in a changing 

energy world 

 

10 



Our medium-term ambitions  

Outperform the market through a combination of organic growth 

and acquisitions 

Grow adjusted EBITA margin to around 6.5% (over a period of three to five 

years, depending on the speed and strength of the recovery in our key markets) 

In lockstep with sales growth, on the basis of a c.10 basis point change in adjusted 

EBITA margin for each percentage point change in organic sales growth 

Driven by continuous gross margin discipline and strict cost control 

Generate strong free cash-flow before interest and tax of at least 75% of 

EBITDA and after interest and tax of around 40% of EBITDA, thanks to low 

capital intensity and tight management of working capital 

Funding an attractive dividend of at least 40% of net recurring net income 

Enabling an annual M&A budget of around ú500m on average 

Maintain a sound and balanced financial structure with a Net-debt-to-EBITDA 

ratio not exceeding 3x 
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Todayôs Investor Day focuses on four business imperatives 

Driving  

operational excellence  

as an enabler 

for profitable growth 

4 

Accelerating  

high-growth initiatives 

through strategic 

portfolio management 

1 

Boosting growth 

through  

targeted acquisitions 

3 

Enhancing  

customer-centricity  

for mainstream 

organic growth  

2 

IMPROVING  

FINANCIAL  

PERFORMANCE 
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ACCELERATING 

STRATEGIC HIGH-GROWTH INITIATIVES 
Pascal MARTIN, 
Management Board member, Group Senior VP, Corporate Strategy, 

Business Portfolio Management and Business Development 

1. 



Energy in Motion: Accelerating high-growth initiatives 

through strategic portfolio management 

Targeting 

high-growth categories 

Energy Efficiency 

& Building Automation 

A 

GROWTH 

OPPORTUNITIES 

SUPPLIER 

RELEVANCE 

COMPETITIVE 

ADVANTAGE 

Serving 

international customers 

IKA & IPG 

B 

Developing 

high-potential segments 

Oil & Gas   

C 
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TARGETING 

HIGH-GROWTH CATEGORIES 

Energy Efficiency & Building Automation 

1.1. 



Energy Efficiency: 

Rexel generated ú620m of sales in 2012 

ú80m sales 

Central Europe & Nordics 

ú225m sales 

Southern Continental Europe 

ú65m sales 

Asia-Pacific  

ú250m sales 

North America 

Application / product scope  

Lighting and motors 

(only when linked to retrofit) 
 

Measurement & regulation devices 
 

Heating, ventilation and air conditioning 

(HVAC)  
 

Monitoring systems 

(sensors, motion detector 

 and command centralization) 
 

Speed variators & high-efficiency 

engines   

Service scope  

Energy audit 
 

Turnkey solutions 
 

Administrative support 
 

Financing 
 

Training, Maintenance 
 

Project management, ROI and TCO* 
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* Return On Investment and Total Cost of Ownership 



A dedicated organization is in place to provide expertise 

and deliver value-added services 

17 
Current offer positioning Under development 

Value proposition 

Tools and enablers 

Internal organization 

Dedicated organization with strong expertise at both 

Group and country level 
 

Creation of an energy efficiency community covering 

16 countries 
 

More than 200 people dedicated to driving multiple 

local actions plans  
 

Specific local structures to reach end-user 
 

Share of 

 value-added services 

High 

Medium 

Applications 

upgrade 

Integrated energy 

efficiency solutions 

1 

2 

Enhanced Audit: majority of countries equipped with audit 

tools  
 

France (Vesta)       Spain (Smartsave)   USA (Ecolnsight) 

 

 

 

Financing: existing local financing solutions. 

Global contract under deployment 
 

Energy performance 

contracting  

 

 
Financing 

3 



Case study: Energy savings solution  

for the second-largest casino in the USA 

Optimal energy saving : Mohegan Sun Casino, USA 

CUSTOMER NEEDS:  

Reduce energy consumption  

Reduce maintenance cost & disruption 

Improve quality of light 
 

VALUE PROPOSITION:  

Focus on lighting retrofit: 

~12,000 lighting sources to be replaced 

USD650,000 annual energy savings  

(1 year payback) 

Technical expertise to select lighting solution 

tailored to the casinoôs atmosphere 

Technical optimization to reduce future 

maintenance costs and operations 

Turnkey solution approach 
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Energy Efficiency: key growth drivers 

Highly driven by government regulatory pressure and energy price 

increases 

Upgrade our expertise in branches with energy efficiency programs 

(training, merchandising, etc.) 

Leverage the know-how of more than 200 people dedicated to the energy 

efficiency business 

Capitalize on utility and government incentive programs, tax credits 

and financing schemes 

Address end-users directly through specific routes to market 

and tailor-made programs 

Double-digit average annual growth 
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ú11m sales 

Building Automation:  

Rexel generated c. ú100m of sales in 2012 
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ú55m sales 

Central Europe & Nordics 

ú30m sales 

Southern Continental Europe 

ú4m sales 

Asia-Pacific  North America 

Application / product scope  

Heating, ventilation and air 

conditioning controls 

Lighting controls 

Fire and safety 

Supervision 

Service scope  

Energy audit 

Integrated solution proposals 

Technical and design support 

Multi-protocol  

Training 



The organization is in place to ensure effective execution 

Value proposition 

Tools and enablers 

Partnerships with key suppliers 

Proprietary dedicated software 

for residential and under 

development for commercial 

New standards for building automation 

Structure and people 

Specific customer segment, addressing: 

integrators, engineering firms, consultants 

Project-oriented business 

Specification of solutions 

50 people in countries 

Rexel presence during 

marketing events 

Services: Technical and 

project expertise 

Commercial 
Solutions: 

Software 

tools 

2 

3 

Products: Full scope of 

product offering 

1 

Residential 

Share of 

 value-added services 

High 

Medium 

Current offer positioning Under development 
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Software 

solutions 

Case study: Success story in commercial building 

22 

Project: Sveavägen 44 Stockholm, Sweden 

A very complex project: 

50,000 m² 

Multi-purpose building: office, shopping center, 

apartments, hotel 

Rexel interacting with all stakeholders: 

engineering firms, integrator, contractor 

ČRexel implemented a multi-supplier KNX-based solution for total sales of ú500k 

ČStrong learning curve on multi-stakeholder projects 

Lighting controls 

HVAC controls 

Wiring devices 

Building automation system 

Rexel value proposition 

Services 

Products 

Assessment of multi-supplier 

solution and recommendation 

Technical expertise (KNX standard) 

Design of the building automation 

architecture 

Not leveraged for this project 

In scope Out of scope 

2 

3 

1 



Building automation: Key growth drivers 

Standards for building automation 

 

Project coordination supported by dedicated tools and specialized software 

 

Direct access and cooperation with integrators 

 

Technical expertise and dedicated category management to drive business 

development and marketing 
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Double-digit average annual growth 



SERVING 

INTERNATIONAL CUSTOMERS 

International Key Accounts (IKA) 

& International Project Group (IPG) 

1.2. 



ú115m 

Central Europe & Nordics 

ú300m 

Southern Continental Europe 

ú20m ú145m 

Americas 

A solid and diversified platform  

Targeting customers with sales 

above ú1m, acting in several 

countries with  

a centralized organization 

58 international accounts 

served in 48 countries 

Improved share of wallet 

driven by a global offering  

Strong growth dynamic 

Annual growth > 10% 

Each IKA client served 

in 5 countries on average  

Gaining new customers 

in 18 countries 

 

Rexelôs International Key Accounts (IKA) 

generated sales of ú580m in 2012 
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Asia-Pacific  



International Key Accounts (IKA): An organization with 

global power and local presence, in touch with customers 

Footprint 

Experienced dedicated team 

Single point of contact  

Standardized consolidated reporting 

Automatized transactions through Web 

shop, punch out, EDI. 

Sharing of best practices  

Ability to deploy large projects beyond 

MRO 

Advanced services including 

Total cost of ownership  

Supply management solutions 

Process 

A global organization with four regional 

platforms 

A fully dedicated network of 121 key account 

managers across 37 countries 

A consistent offer wherever the customer 

is located  
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Case study: IKA at work across Europe 

Rexel designated as the single supplier for electrical 

supplies across Europe: up to ú10m per annum 

A unique approach to satisfy customer requirements 

Single point of contact in Scandinavia for all aspects of the 

contract: marketing, ordering, invoicing, payment etc. 

Customized delivery and value-added services (kitting, labeling, 

packagingé) in 7 European countries through Rexelôs local 

supply chains 

Leverage local footprint to quickly and efficiently 

implement this unique solution  

Potential to expand the partnership to North America 

and Asia-Pacific 

Customized solution in Europe for a major telecom operator 
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International Key Accounts (IKA): Key growth drivers 

Address international customersô need to rationalize their supplies 

Consistent global response to fulfill customer demand 

Increase current customer base penetration 

Deploy in new countries and provide additional services  

Acquisition and development of new IKAs 

Focus on customers with highly-centralized ED procurement organization 

and need for value-added services 

Enhance value creation for customers through supplier partnerships 

For global bids, guarantee on critical parts delivery, anti-counterfeit offering, etc. 
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Double-digit average annual growth 



Rexelôs International Projects Group (IPG) 

generated sales of ú77m in 2012 
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Addressable market on large projects 

2012 2015 

Rexel IPG has the ability to serve customers 

on their projects all around the globe 

Leveraging Rexel footprint or offshoring 

capabilities 

Strong potential for future growth 

Low market share to dateé 

éwith proven growth dynamics over the last 

yearsé 

éand expanding relationships with Tier 1 EPCs 

Global sales benefiting all Rexel zones Strong growth potential  

~37úm sales 

North America 

~9úm sales 

Asia Pacifc 

~13úm sales 

Europe & Middle East 

~18úm sales 

South America 

Note: Projects served in Africa through exports are included in North America 

and Europe & Middle East figures 

USD2.0b 

USD2.6b 



International Project Group (IPG): A strategic partner for 

major contractors and industrial players across the globe 
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Our value 

proposition 

to 

customers 

Key 

markets 

we serve 

Oil, Gas & Chemicals Power Mining Infrastructure 

Transportation 

Large Industrial 

Upstream 

Midstream 

Downstream 

Conventional 

Nuclear 

Renewable 

Extraction 

Transformation 

Help our customers optimize time, quality & cost 

Supply chain consolidation to increase efficiency in procurement and engineering 

Technical advice, global and competitive sourcing to optimize material cost without 

affecting quality 

Project management services and solutions to track progress and anticipate issues 

Project logistics services to optimize inventory (working capital) and increase 

construction productivity 


