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Disclaimer 

2 

This presentation has been prepared by Hero Acquisitions Limited and/or its subsidiaries and affiliates (“HSS”). The information contained in this presentation is for information purposes only. 

The information contained in this presentation has been provided by HSS and not been independently verified and no representation or warranty, express or implied, is made as to, and no 

reliance should be placed on, the fairness, accuracy, completeness or correctness of the information or opinions contained herein. The market and competitive position data contained in this 

presentation are estimates by management based on industry publications, and from surveys or studies conducted by third-party industry consultants that are generally believed to be 

reliable. However, the accuracy and completeness of such information is not guaranteed and has not been independently verified. HSS shall not have any liability whatsoever (in negligence 

or otherwise) for any loss howsoever arising from any use of this presentation or their contents or otherwise arising in connection with the presentation, or any action taken by you or any of 

your officers, employees, agents or associates on the basis of the information. 

The information contained in this presentation should be considered in the context of the circumstances prevailing at the time and will not be updated to reflect material developments that 

may occur after the date of the presentation. The information and opinions in this presentation are provided as at the date of this presentation and are subject to change without notice.  

This document and any related presentation does not constitute an offer or invitation to subscribe for or purchase any securities nor does it solicit interest in any securities and nothing 

contained herein shall form the basis of any contract or commitment whatsoever. Any decision to purchase securities in the context of a proposed offering, if any, should be made on the 

basis of information contained in an offering memorandum published in relation to such an offering. Securities may not be offered or sold in the United States absent registration under the 

U.S. Securities Act of 1933, as amended or an applicable exemption to registration, or in any other jurisdiction absent compliance with the securities laws of such jurisdiction.  

The information contained herein does not constitute investment, legal, accounting, regulatory, taxation or other advice and the information does not take into account your investment 

objectives or legal, accounting, regulatory, taxation or financial situation or particular needs. You are solely responsible for forming your own opinions and conclusions on such matters and 

the market and for making your own independent assessment of the information. You are solely responsible for seeking independent professional advice in relation to the information, should 

you wish to use it for any purpose. 

This document contains, and any related presentation may contain financial information regarding the businesses and assets of HSS. Such financial information may not have been audited, 

reviewed or verified by any independent accounting firm. Certain financial data included in the presentation are “non-IFRS financial measures”. These non-International Financial Reporting 

Standards (“IFRS”) financial measures may not be comparable to similarly titled measures presented by other entities, nor should they be construed as an alternative to the financial 

measures determined in accordance with IFRS. Although HSS believes these non-IFRS financial measures provide useful information to users in measuring the financial performance and 

condition of its business, users are cautioned not to place undue reliance on any non-IFRS financial measures and ratios included in this presentation. 

Certain statements in this presentation are forward-looking. By their nature, forward-looking statements involve a number of risks, uncertainties and assumptions which could cause actual 

results or events to differ materially from those expressed or implied by the forward-looking statements. These include, among other factors, the satisfaction of the conditions of the offering, 

changing economic, business or other market conditions, changing political conditions and the prospects for growth anticipated by management. These and other factors could adversely 

affect the outcome and financial effects of the plans and events described herein. Forward-looking statements contained in this presentation regarding past trends or activities should not be 

taken as a representation that such trends or activities will continue in the future. HSS do not undertake any obligation to update or revise any forward-looking statements, whether as a result 

of new information, future events or otherwise. You should not place undue reliance on forward-looking statements, which speak only as of the date of this presentation. 

This document and any related presentation is being communicated only to and is only directed at those persons in the United Kingdom that are (i) investment professionals falling within 

Article 19(5) of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005 (the “Order”), or (ii) high net worth entities or other persons falling within Articles 49(2)(a) to (d) 

of the Order.  

The distribution of this presentation in other jurisdictions may be restricted by law and persons into whose possession this presentation comes should inform themselves about, and observe, 

any such restriction. Any failure to comply with these restrictions may constitute a violation of the laws of any such other jurisdiction.  

By attending this presentation or by reading the presentation slides, you are agreeing to be bound by the foregoing limitations. Any failure to comply with these restrictions may constitute a 

violation of applicable securities laws. 
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Paul Quested 

Joined August 2016 

Previously Chief Corporate 

Development Officer at 

Electrocomponents, General 

Manager at RS UK and Finance 

Director at Western European 

Supply Chain at InBev 

Steve Ashmore 

Joined June 2017 

Previously held a number of 

senior roles at Exel, along with 

being UK Managing Director at 

both Wolseley, prior owners of 

Brandon Hire, and Brammer  

Today’s presenters 

Chief Financial Officer Chief Commercial Officer 

Tom Shorten 

Joined January 2017 

Previously held a number of 

senior board level roles during a 

ten year career with Phones4u, 

along with being Interim CCO 

for Regus 

Chief Executive Officer 
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Executive summary 

 

 Transformational change has now been materially completed 

 New operating model improves customer service, flexibility as well as operational and capital efficiency 

 Revenue momentum building on the back of recent sales initiatives 

 Majority of cost actions completed and on track to deliver top end of targeted savings 

 Deleveraging underpinned by sustained profit growth and cash generation 

 New experienced Executive team in place, focussed on delivering the strategy and maximising benefits of the 

operating model 
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An overview of the equipment rental market 

What products does the rental market comprise of? 

 Hired equipment is generally used in applications relating to the 

“new- build construction”, “maintenance” or “operation” of property 

and related assets 

 

Benefits of renting vs owning  for customers 

 Lower large-scale capital outlay required for equipment 

purchases 

 Access a comprehensive range of well maintained, ready-to-use 

equipment 

 Avoiding costs of idle fleet and lower costs for equipment 

storage, maintenance and transportation 

 Access to complementary support services from the rental 

company 

 Easier allocation and movement of equipment through rental 

company distribution networks 

 Minimise exposure to variable and unpredictable credit market 

conditions 

 

6 

 Hired equipment is generally used in applications relating to the 

“new- build construction”, “maintenance” or “operation” of property 

and related assets 

 The “new-build construction” segment is further divided into heavy 

construction and fit-out 

o Heavy construction includes activities such as site 

preparation, cladding and roofing and ground stabilisation, 

while fit out includes activities such as utility connection, 

water removal, heating, ventilation, air conditioning 

(maintenance and installation), commissioning of mechanical 

installation such as lifts and escalators and interior 

decorations 

 The “maintain” segment refers to customer activities such as 

refurbishments, external improvements and concrete repairs while 

the “operate” portion of the market includes facilities 

management, transportation and cleaning, among others. 
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The rental market remains fragmented and weighted 

towards construction end markets… 

…however, HSS focused on more resilient “maintain” and “operate” market segments with 

limited construction exposure 

Number of rental companies by 

employees 
UK equipment rental end-markets 

18 

76 

3.753 

> 250
empl.

50–
249 

empl. 

1–49 
empl. 

No. of rental companies 

Source: European Rental Association 2016, data as of 2013  

Construction  
60.0% 

Non-
construction 

40.0% 

Source: European Rental Association 2016  

Includes maintain & 

operate segments in 

Services sector, 

Consumer sector, 

Industrial sector 
Includes Residential, 

Non-residential and 

Infrastructure 

UK tool and rental market shares 

Source: Company filings, European Rental Association 

2016  

A-Plant 
7% 

Speedy 6% 

HSS 6% 

VP 4% 

Lavendon 
2% 

Others 
76% 

2016 market share 
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The UK equipment rental industry is facing a number of 

challenges… 
Key purchasing criteria1 

10% 

11% 

11% 

12% 

12% 

14% 

14% 

16% 

Range of
products

Price

Safety

Convenience

Service

Availability

On-time delivery

Quality of kit

1st choice

Source: Kantar TNS 
1 What is most important to you when choosing a tool hire company? Base: 805 
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Key challenges in rental market 

 Ongoing maintenance and quality control of fleet 

 Balancing availability across national network to meet 

customer demand 

 Driving utilisation of existing fleet 

 Ensuring health and safety compliance 

 Providing customer proposition that enables margin 

retention 
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…and stable growth is set to continue 

5,438 5,432 

5,587 

5,739 

5,847 

6,026 

10.8% 

(0.1)% 

2.9% 2.8% 

1.9% 
3.1% 

4,500

4,700

4,900

5,100

5,300

5,500

5,700

5,900

6,100

6,300

6,500

FY13 FY14 FY15 FY16E FY17E FY18E

-2.0%

0.0%

2.0%

4.0%

6.0%

8.0%

10.0%

12.0%

Turnover (£mm) Equipment rental market growth

Source: ERA report 2016 
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Our history 

HSS acquired by 

Davis Service 

Group plc 

Acquired by 

Aurigo and 

Och-Ziff 

Acquired by Exponent 

followed by strategic 

acquisitions of ABird 

Bert Taylor opens 

the UK’s first 

dedicated tool and 

equipment hire shop 

in Kensington in 

1957 

HSS continues to 

expand with branches 

opening in 

Birmingham, 

Southampton, Cardiff 

and Manchester 

Franchises open in 

Greece, Spain, 

Netherlands, Norway, 

Italy and the Middle East 

(later discontinued); first 

Irish and US branches 

also opened 

Launch of HSS 

Safe & Sure, HSS 

Hire Weld, HSS 

Training, HSS 

OneCall and 

workshops 

Acquired by 3i and 

management and acquires A1 

Hire & Sales in Bournemouth 

Disposes of its 

HSS Event Hire 

and German 

operations 

New focus on network 

optimisation, operational 

efficiency, Key Account 

growth and customer-

focused culture 

HSS LiveHire 

launched 

Becomes the second 

largest provider of 

compact powered 

access in the UK 

Acquires Laois 

Hire in Ireland 

HSS Event Hire and 

HSS Lift & Shift 

established 

1950s – 

1960s 

2007  

1970s – 

1980s 

2000s 
1990s 

2004 

2005  

2009 

2010 

2011 

2012 

2013 

Source: Company information 

Awards 

Quality ISO 

certification 
Large European Rental 

Company of the year - 2011 

Hire company of 

the year - 2012 

10 

2014 

2015 

2016 

HSS acquires 

Scottish generator 

hire company, Apex 

HSS Hire 

Group plc 

lists on the 

London 

Stock 

Exchange 

HSS opens 

its National 

Distribution 

and 

Engineering 

Centre 

(‘NDEC’) in 

Cowley, 

Oxfordshire 

Acquires rail 

safety training 

specialist MTR 

Training 

Strategic acquisitions 

of UKP, MTS Ireland 

and TecServ 

Continues 

investment in 

national operating 

and logistics 

system 

Commences roll 

out of new format 

branches 

Wins Hire 

Association 

Europe Hire 

Company of the 

Year 

2017 

Wins 

awards 

from both 

Hire 

Association 

of Europe 

and the 

ERA 

New Executive 

team in place 

Launch of sales 

initiatives 
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HSS Hire Group Overview 

Business overview 

 Market leading provider of tool and equipment hire and related 

services across the UK & Ireland with a well-established brand 

 Operates primarily in the highly attractive ‘maintain and operate’ 

segment of the market  

 Offers a broad range of equipment and services across its core and 

specialist businesses 

 Complementary services offered include one-stop shop hire solutions, 

health and safety, and general training  

 On average over 37,000 trade customers, of which over 90% of 

revenue from B2B market  

 Listed on the LSE Main Market since February 2015 

At a glance 

UK + Ireland 

265+ 
locations 

C. 2,900 

Colleagues 

23 PRODUCT 

CATEGORIES 

90% 

B2B 

Regional & 

local 

accounts2 

Cash 

accounts3 

Key 

accounts1 

37,000+ 
Live customer 

accounts on average  

1 Defined as accounts earning or with a potential to earn over £100k; 2 Defined as accounts typically earning less than £100k;  
3 Defined as customers with no credit terms who pay a deposit up front then the remaining balance on completion of the contract  

c. 1,600 PRODUCTS… 

…but access to a wider 

range of thousands 

more through OneCall 

11 11 
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HSS has a highly diversified equipment rental and 

services offering 

 Core & specialist product offering 

 Owned fleet targeted towards 

“maintain” & “operate” segments 

 Leading market positions 

 Capital-light exposure to 

cyclical construction 

growth  

 Lower margin but high 

returns 

Total revenue (Dec 16A): £342m 

12 12 

Rental 

77% Services 

23% 
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13 
13 

2011 - 2016 

Semi-consolidated 

hub and spoke 

model 

 

2007 - 2010 

De-centralised multi 

site hire depot 

model 

 

Transformational change has created a flexible platform 
Today 

Centralised, industrialised 

NDEC 
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Engineering and logistics 

locally managed 

Large footprint depot network 

High ‘fixed’ costs per site 

Low utilisation of rental fleet 

Limited opportunity for 

national economies of scale 

Engineering and logistics 

consolidated to 30-35 CDC1 

locations 

>70 smaller, lower cost 

branches opened 

Better cost control 

Improved productivity and 

utilisation 

Opportunity to drive limited 

level of scale efficiencies 

Core engineering and logistics 

industrialised 

Optimised CDC and branch network 

Scalable infrastructure providing flexibility 

Improved utilisation and capital efficiency 

Continuous improvement philosophy 

driving operational efficiency 

Platform continually improves customer experience, efficiency, flexibility and utilisation 

 

 

 

 

 
Improving customer availability and fulfilment 

1 CDC = Customer Distribution Centre 
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% of fast moving fleet items fulfilled 

Improved availability and capital 

efficiency 

New operating model delivering improved capital and 

operational efficiency leading to better customer service 

Fulfillment levels consistently above 

2015 levels Enhanced customer experience 

NPS SCORES GRAPH 

TBU 
Units of maintenance YTD 

 New operating model allows superior 

maintenance capability, driving availability 

 Realising c.£4-6m capex savings 
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FY15 (Average YTD) FY17

Update for Rob Hall data 

 Higher fulfilment levels driving greater 

consistency in service and supporting regain 

of market share 

 HSS is now placed well above the top third 

of the TNS B2B Benchmark¹ 

 Increased availability and enhanced 

customer promise supporting continued 

growth in same day contracts 

24 

33 
35 36 

42 42 42 
47 

Dec 2014/
Mar 2015

March/June
2015

May/Aug
2015

Sep/Dec
2015

Jan/
March 2016

March/June
2016

June/
August 2016

Dec/March
2017

HSS score

Benchmark average amongst the top third of industry

Source: Kantar TNS; 1 Benchmark data used in this report comes from Business to 

Business studies. The sectors included in the benchmark are Manufacturing (e.g. durables, 

consumer goods, investment goods, other manufacturing industry), Service providers (e.g. 

logistics, call centres, leasing, consulting), Utilities (e.g. water, gas, electricity) 

36 

27 

70%

75%

80%

85%

90%

95%

100%

2017 average weekly fulfilment rate
2015 average quarterly fulfilment rate

NPS Score – All HSS Customers in UK 

New operating model in place 

Time, weeks YTD 

14 

https://www.google.co.uk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjC0OXngd7UAhVCuhQKHSNGAU8QjRwIBw&url=https://www.fors-online.org.uk/cms/casestudies/hss-hire-service-group-gold-re-accreditation/&psig=AFQjCNHf7JbB46p265d7b4OnaXVqX403ag&ust=1498652476602103


R:0 G:137 B:207 

R:255 G:212 B:28 

R:188 G:69 B:77 

R:103 G:194 B:150 

R:202 G:60 B:150 

R:0 G:186 B:211 

R:248 G:153 B:72 

R:19 G:117 B:166 

R:238 G:57 B:69 

R:41 G:179 B:75 

R:118 G:64 B:152 

Agenda 

Introduction to HSS           6 

Our strong and unique credit story        16 

1 

2 

Historical financial overview         25 

Q2 momentum building, restoring profitable growth       30 

Conclusion           38 

3 

4 

5 

15 

https://www.google.co.uk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjC0OXngd7UAhVCuhQKHSNGAU8QjRwIBw&url=https://www.fors-online.org.uk/cms/casestudies/hss-hire-service-group-gold-re-accreditation/&psig=AFQjCNHf7JbB46p265d7b4OnaXVqX403ag&ust=1498652476602103


R:0 G:137 B:207 

R:255 G:212 B:28 

R:188 G:69 B:77 

R:103 G:194 B:150 

R:202 G:60 B:150 

R:0 G:186 B:211 

R:248 G:153 B:72 

R:19 G:117 B:166 

R:238 G:57 B:69 

R:41 G:179 B:75 

R:118 G:64 B:152 

Our strong and unique credit story 

1 

2 

3 

4 
5 

6 

7 

Strong and 

improving market 

positions 

Enhanced barriers to entry 

with differentiated customer 

proposition 

Sector leading 

financial track record 

through the cycle 

Efficient and flexible 

operating model 

following NDEC 

implementation 

Diverse customer 

base across resilient 

end markets  

Positioned for future 

profitable growth 

Well invested asset 

base 

16 
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 Clear leadership positions underpinned by differentiated business 

model 

o #2 in the UK tool and equipment rental market by revenue in 

our market segment 

o #2 in the UK powered access market by fleet size, with the 

strongest growth amongst peers since 2010 

 Continued market share gain from 2010 to 2016 

 Structural share gains set to continue given fragmented market 

and HSS’s superior fleet availability and network coverage 

Strong and improving market positions 

Source: Company filings, ERA report 2016 

1 

A-Plant 
7% 

Speedy 6% 

HSS 6% 

VP 4% 

Lavendon 
2% 

Others 
76% 

UK tool and rental market shares 

2016 market share 

(2)% 

1% 2% 3% 

SpeedyLavendonVPHSSA-Plant

0% 

Change in mkt share from 2010-2016 

11,493 

4,018 

3,823 

2,566 

2,305 

Lavendon

AFI

HSS

Easi Uplifts

A-Plant

10,430 

9,503 

5,694 

3,700 

3,150 

Nationwide

HSS

AFI Uplift

VP

A-Plant

2010 2016 

Source: Cranes & Access Top 30 List 
1 Includes impact of UK Platforms acquisition 
2 A Lavendon Group Company  

‘10-16 

CAGR 

(2%)  

8%1 

6%  

N/A  

5%  

Leadership position in the UK powered access market 

Fleet size (# of machines) 

Why is the Nationwide -ve 

2 

17 

Source: Company filings, ERA report 2016 
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Enhanced barriers to entry with differentiated customer 

proposition 

2 

 National coverage with high fleet availability underpinned by distinctive 

distribution model 

 Unique ability to provide a one-stop solution through an integrated supply chain 

 Sector leading digital platform, with 48% market share of online hire traffic1 

 Best-in-class proprietary IT infrastructure systems 

 Rigorous training and investment in industry standards to deliver a high quality 

and safe working environment 

 

 

 

National Distribution Centre CDC HSS Branch 

One-stop customer product solution 

Retail-like distribution model, enhanced by NDEC rollout, supports unique 

service capability and industry-leading product availability 

Comprehensive product offering addressing >90% of industry equipment 

demand 

 Core & specialist 

product offering 

 Owned fleet targeted 

towards “maintain” & 

“operate” segments 

 Leading market 

positions 

Rental 

77% Services 

23% 

 Capital-light 

exposure to cyclical 

construction growth  

 Lower margin but 

high returns 

Total revenue (Dec 16A): £342m 

18 

1 48.4% of total web visits from a defined competitor set within the Hire Industry; Source: SimilarWeb 
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Well invested asset base 
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Core Specialist Non-hire Depreciation

3 

To add utilisation 

Market growth 

 Nationally managed fleet with a current replacement value of c. £250m 

 £164m invested in hire fleet over the past 3 years 

 Young fleet with average age of c. 3 years  

 Capex now returned to normalised run rate levels 

o Maintenance capex of c.£25m per annum  

o Flexibility in capex requirement to match demand / utilisation 

 Improved fleet management driving utilisation to record highs 

o Core utilisation improving from low 40s in Mar-13 to c. 50% in 

Mar-17 

o Specialist utilisation improving from low 50s in Mar-13 to mid 70s 

in Mar-17 

 New operating model enabling further opportunities to improve 

utilisation/ capital efficiency 

 Nationwide footprint and NDEC provide effective opportunity to align 

availability to demand 

 Capitalise on relatively young fleet to build future revenues 

 

25.6 25.4 

36.8 

83.6 84.1 

42.4 

x% % of sales 

12.4% 

26.9% 

16.2% 

14.0% 14.5% 

29.4% 

19 

10.3%-10.8%1 

1 Based on FY17E consensus sales estimate 
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Efficient and flexible operating model following NDEC 

implementation 
 Market leading facility located in Cowley with significant flexibility for 

expansion, dealing in 196 products with 2,413 deliveries every day1 

 Underpinned by centralised and industrialised engineering and 

logistics through NDEC & refurbishment centre 

 Scalable and flexible infrastructure and integrated systems to support 

faster, low cost growth 

 Opportunity to optimise CDC and branch network and to further 

develop digital offering 

 

 

Enhanced integrated customer service proposition 

supporting further revenue and growth 

 

4 

To add utilisation 

Market growth 

20 

1 Based on 121 calendar delivery days this year 
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Diverse customer base across resilient end markets  

To add utilisation 

Market growth 

 Low customer concentration on average >37,000 regional & local 

trade accounts 

o Over 90% of revenue from B2B market 

 Focus on “maintain & operate” market segment, which is opex 

driven and less cyclical 

o Only modest exposure to new build construction sector 

 Broad end market exposure with leading blue-chip customers 

 Visibility underpinned by recurring customer hire needs 

5 

    Source: Company data, broker research 
     1 Defined as accounts earning or with a potential to earn over £100k; 2 Defined as accounts typically earning less than £100k;  

3 Defined as customers with no credit terms who pay a deposit up front then the remaining balance on completion of the contract  

Key accounts1 

Cash accounts3 

Regional & local 

accounts2 

>37,000 

accounts 

Breakdown of clients (by revenue) 

21 

Key accounts diversification1 

1 Based on customer information split as per 2016 revenue where sector split is available and excludes Regional Accounts 

Facilities Mgt 
22% 

Ind, Eng & Tech 
18% 

Infrastructure 
16% 

Retail & 
shopfitting  

13% 

Property 
services  

12% 

Housebuilding & 
maintenance  

11% 

Other 
6% 

By number of customers 
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Revenue 

177 182 

226 

285 
312 

342 

FY11 FY12 FY13 FY14 FY15 FY16

ROA (FY08–16)1 

Sector leading financial track record through the cycle 

 Attractive revenue growth track record, ahead of the market 

 Sector leading returns driven by maximum product availability 

and superior asset turnover 

 Investment in new operating model provides platform to drive 

further growth and improved profitability 

 Clear upside to bring returns in line with historic averages 

 

18% 

9% 

23% 
21% 21% 

30% 

26% 

14% 14% 

FY08 FY09 FY10 FY11 FY12 FY13 FY14 FY15 FY16

“Through-cycle” average: 20% 

1 ROA company defined as adjusted EBITA / (Average Total Assets (excluding intangible assets) – 

Average Current Liabilities (excluding amounts due to group undertakings)) 

(£m) 

ROA (FY08–16)1 

6 

(£m) 

ROA vs peers 

12.4% 
14.4% 

19.8% 

10.3% 

14.4% 14.3% 

N/A 

3.8% 

2015 2016
% return on assets 
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4,852 
4,906 

5,438 5,432 

5,587 

5,739 

5,847 

6,026 

1.1% 

10.8% 

(0.1)% 

2.9% 2.8% 

1.9% 

3.1% 

2.6%  

24.8%  

25.5%  

9.7%  

9.6%  

4,500

4,700

4,900

5,100

5,300

5,500

5,700

5,900

6,100

6,300

6,500

FY11 FY12 FY13 FY14 FY15 FY16E FY17E FY18E

(2.0)%

2.0%

6.0%

10.0%

14.0%

18.0%

22.0%

26.0%

30.0%

Turnover (£mm) Equipment rental market growth HSS growth

Positioned for future profitable growth 

Source: Company filings, ERA report 2016 

 ERA estimates market growth of 1.9% for 2017 and 3.1% for 

2018 

 More resilient end-markets through the cycle with focus on 

“maintain” and “operate” market segments 

 Customers with recurring hire needs 

 Focus on high opportunity hire segments 

 Ability to take advantage of operational gearing to drive 

incremental profit growth 

7 

23 

Industry turnover and HSS revenue growth 
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Historical financial performance 

Revenue 

177 182 

226 

285 
312 

342 
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£mm, Revenue 

Adj. EBITDA 

1 Adjusted EBITDA 

Source: Company information 
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25 

Impacted by revenue mix 

and costs associated 

with phasing-in of the 

NDEC alongside existing 

distribution network 
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HSS expects to see a FCF gain as a result in 2H 2017 based on 

historical trends 

Cash generated by operations1 

(3.0) 

4.4  

10.2  

4.7  

(14.2) 

(5.0) (2.1) 

20.3  

(4.7) 

6.5  6.4  

16.5  

1.4  

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1

Cash generated by operations (£m)

 Working capital performance improving due to proactive 

management action 

 Higher revenue and cashflow contribution in second half 

of the year 

o Seasonality of equipment rental industry leads to 

higher demand in H2 

 H217 expected to have improved cash generation in line 

with previous years  

 Management focus on net debt reduction to reduce RCF 

drawdown in H2 

Change in working capital 

4.9  

(9.9) (14.2) (9.6) (4.7) 

13.3  

2.7% 

(4.4)% 
(5.0)% 

(3.1)% 

(1.4)% 

3.9% 

-6.0%

-4.0%

-2.0%

0.0%

2.0%

4.0%

6.0%

(16.0)

(12.0)

(8.0)

(4.0)

0.0

4.0

8.0

12.0

16.0

FY12 FY13 FY14 FY15 FY16 Q1 LTM

Change in working capital (£m) % of sales

1 Defined as cash from operations pre interest and tax, post purchase of hire equipment 

2014 2015 2016 2017 

26 

https://www.google.co.uk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjC0OXngd7UAhVCuhQKHSNGAU8QjRwIBw&url=https://www.fors-online.org.uk/cms/casestudies/hss-hire-service-group-gold-re-accreditation/&psig=AFQjCNHf7JbB46p265d7b4OnaXVqX403ag&ust=1498652476602103


R:0 G:137 B:207 

R:255 G:212 B:28 

R:188 G:69 B:77 

R:103 G:194 B:150 

R:202 G:60 B:150 

R:0 G:186 B:211 

R:248 G:153 B:72 

R:19 G:117 B:166 

R:238 G:57 B:69 

R:41 G:179 B:75 

R:118 G:64 B:152 

HSS has a well invested fleet and a proven ability of managing 

capex through economic cycles 

 Well-invested fleet maintained through the cycle  

 Disciplined investment approach with decisions 

made centrally 

 Optimised procurement and focus on refurbishment 

reduces capex requirements 

 Flexible capex requirements with ability to 

materially decrease investment if demand / 

utilisation falls 

 Flexibility to manage capex without impacting 

revenue and profitability 

 

 

Well-invested fleet  
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Maintenance Capex required Actual Capex
£mm, Capex 

Maintenance capex of approximately £20-25m 

x% 
Maintenance capex 

as % of total 

187% 
99% 

83% 85% 

51% 

31% 38% 

66% 
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1 Maintenance capex defined as depreciation of materials and equipment held for hire 

1 
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HSS has demonstrated resilience through the last downturn… 
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Source: Company filings 
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Q1 17 comparators impacted by non-recurring items 

Do we want to include more information on 

the page or in voiceover? For e.g. what are 

the management actions to tackle parallel 

costs and mix 

North 

(2.4) / (16%) EBITDA change  (£m) 

30 

Adjusted for one-off items: 

 53rd week 

 Easter  

 Rehire mix  –  annualisation of 

large managed services 

contract 

14.7  

12.3 

8.5  

17.8 

Q1'16 reported adjusted EBITDA Q1'16 normalised
EBITDA

Q1'17 normalised
EBITDA

Q1'17 reported
 adjusted EBITDA

Adjusted for management actions 

taken to address issues impacting 

Q1: 

 Decline in rental business offset 

by services growth (mix) 

 Parallel running costs 
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Management initiatives are delivering improving revenue 

growth and profitability 

Benefitting from the new 

operating model 

3 
■ Roll out of new operating model now complete 

■ Enhanced customer proposition, through better availability and fulfilment 

■ Evidence of utilisation levels driving operational and capital efficiencies 

Revenue momentum 

building 

1 
■ Launched new sales initiatives for re-engagement with SMEs delivering positive revenue 

growth 

■ Re-focus on Specialist business growth to drive market share growth in attractive 

segments 

Significant progress on 

delivering announced 

cost savings 

2 
■ Management expects to achieve top end of annualised target range of £11-13m, against 

Q1 run rate 

■ No disruption to ongoing operations 

Improvement in working 

capital management 

4 
■ Improved cash collection through implemented process changes 

■ Strong working capital management through harmonising the terms between customers 

and suppliers  

31 
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0%

5%

10%

15%

20%
2017 vs. 2016 rolling growth rate

Recent revenue trends showing benefit of management 

sales initiatives 

 Stable customer base with c. 37,000 accounts on average 

 New sales initiatives launched in large core markets in March 2017 

 Re-engagement with over 1,650 SMEs  

 Already seeing benefits through enhanced growth in London & 

Manchester markets 

 Industrialising the initiatives across other major markets 

 

1 

Improving YoY growth in key markets 

2 

3 

4 

5 
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2017 vs. 2016

Sales initiatives commenced 

Time, weeks YTD 

Time, weeks YTD 

March  February April May June 

6 

1 

2017 vs. 2016 post initiatives 
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1 

1 4-week rolling revenue growth 
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Targeted annualised savings against Q1 run rate largely  

delivered 

9.9 

3.0 

11.0 

13.0 

Supplier contract
renegotiation

Labour Branch closures Efficiency Cost savings
delivered to date

Planned actions Annualised targeted
cost savings against

Q1 run rate

■ Further operational efficiencies  

■ Estimated to be achieved by Q3 17 

    

Is it possible to provide a timeframe for 

achieving the remaining cost savings? 

> 75% of 

targeted cost 

saving target 

achieved 

Completed 

2 

Management expect 

to achieve the top 

end of the target 

range 

Total savings incur cash costs to achieve of 
c.£3m of which £1m to be incurred in delivering 

remaining planned actions 

33 
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% of fast moving fleet items fulfilled 

Improved availability and capital 

efficiency 

New operating model delivering improved capital and 

operational efficiency leading to better customer service 

Fulfillment levels consistently above 

2015 levels Enhanced customer experience 

NPS SCORES GRAPH 

TBU 
Units of maintenance YTD 

 New operating model allows superior 

maintenance capability, driving availability 

 Realising c.£4-6m capex savings 
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FY15 (Average YTD) FY17

Update for Rob Hall data 

 Higher fulfilment levels driving greater 

consistency in service and supporting regain 

of market share 

 HSS is now placed well above the top third 

of the TNS B2B Benchmark¹ 

 Increased availability and enhanced 

customer promise supporting continued 

growth in same day contracts 

70%

75%

80%

85%

90%

95%

100%

2017 average weekly fulfilment rate
2015 average quarterly fulfilment rate

New operating model in place 

Time, weeks YTD 

3 
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24 

33 
35 36 

42 42 42 
47 

Dec 2014/
Mar 2015

March/June
2015

May/Aug
2015

Sep/Dec
2015

Jan/
March 2016

March/June
2016

June/
August 2016

Dec/March
2017

HSS score

Benchmark average amongst the top third of industry

Source: Kantar TNS; 1 Benchmark data used in this report comes from Business to 

Business studies. The sectors included in the benchmark are Manufacturing (e.g. durables, 

consumer goods, investment goods, other manufacturing industry), Service providers (e.g. 

logistics, call centres, leasing, consulting), Utilities (e.g. water, gas, electricity) 
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NPS Score – All HSS Customers in UK 
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Enhanced process in place for better working capital 

management 

 Implemented process changes to improve receivables 

(e.g. invoicing systems) 

− Reduced overdue debtors by 37% 

 Harmonising payment terms between customers and 

suppliers 

 Q1 working capital inflow of £2.5m (prior year outflow of 

£15.6m) 
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Management actions driving EBITDA growth 

59.2 

64.2 

69.7 68.6 

5.0 

Reported Q1 17
LTM EBITDA

Estimated cost
savings

Pro forma adjusted
EBITDA

Q2-Q4 EBITDA
contribution

FY17 analyst
consensus estimate

FY16 EBITDA

South 

(£m) 

Benefitting from the new 

operating model 

3 

Revenue momentum building 

1 

Significant progress on 

delivering announced cost 

savings 

2 

Improvement in working capital 

management 

4 
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1 Represents estimated costs savings  would have retained had certain cost savings measures that are currently being implemented or have 

recently been implemented been put into effect as at 3 April 2016. These include cost savings resulting from (i) certain operational contract re-

negotiations, (ii) employee headcount reductions, (iii) branch closures and consolidations and (iv) rationalisation of our spend policy 
2 EBITDA adjusted to remove the effects of certain exceptional costs, which the Company believes to not be indicative of its underlying operating 

performance 
3 Based on third party analyst reports 

1 

Includes new sales initiatives 

taken and already ongoing Equates to £13m 

on Q1 run rate 

basis 

2 3 
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Foundations in place to drive profitable growth  

38 

 Market leadership position with strong, heritage brand 

 National coverage with high fleet availability underpinned by unique flexible distribution model 

 Well invested, young fleet with high utilisation 

 Evolving and differentiating routes to market to serve large and diverse customer base 

 High quality team driving operational success 

 

Well positioned to gain profitable market share in a fragmented market 
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Key drivers of future performance 

Historically HSS has outperformed market growth Supportive market environment 

Revenue growth momentum 

Enhanced capital efficiency 

 ERA estimates that the market will grow 1.9% and 3.1% in 

2017 and 2018 respectively  

− ERA estimates already reflect the potential impact of the 

Brexit vote 

1 

 Enhanced customer proposition 

 Benefit of sales initiatives with SMEs 

 Winning and driving breadth of purchase in key customer 

contracts 

 Maintain pricing levels across portfolio mix 

 Margin expansion 

 Benefit from flexible operating model as top line grows 

 Drive operating efficiency in new operating model 

 Reduce central overheads and discretionary expenditure 

 Run-off parallel operating costs 

 Improved procurement of rehire product and general 

overheads 

 

 Large well invested fleet with capex reduced to ‘steady state’ 

 Relatively new fleet, expected to benefit from greater capital 

efficiency 

2 

3 4 

Source: ERA 2016 Equipment Rental Industry Report 

1.1%  

10.8%  

(0.1%) 

2.9%  2.8%  

1.9%  3.1%  

2.6% 

24.8% 
25.5% 

9.7% 9.6% 

(5)%
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30%

2012 2013 2014 2015 2016 2017 2018

Market growth HSS growth

Capital  

efficiency 
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Our strong and unique credit story 

1 

2 

3 

4 
5 

6 

7 

Strong and 

improving market 

positions 

Enhanced barriers to entry 

with differentiated customer 

proposition 

Sector leading 

financial track record 

through the cycle 

Efficient and flexible 

operating model 

following NDEC 

implementation 

Diverse customer 

base across resilient 

end markets  

Positioned for future 

profitable growth 

Well invested asset 

base 

40 

https://www.google.co.uk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjC0OXngd7UAhVCuhQKHSNGAU8QjRwIBw&url=https://www.fors-online.org.uk/cms/casestudies/hss-hire-service-group-gold-re-accreditation/&psig=AFQjCNHf7JbB46p265d7b4OnaXVqX403ag&ust=1498652476602103


R:0 G:137 B:207 

R:255 G:212 B:28 

R:188 G:69 B:77 

R:103 G:194 B:150 

R:202 G:60 B:150 

R:0 G:186 B:211 

R:248 G:153 B:72 

R:19 G:117 B:166 

R:238 G:57 B:69 

R:41 G:179 B:75 

R:118 G:64 B:152 

… supported by our new operating model 
 

Transformational change has now been materially completed 

New operating model improves customer service, flexibility as well as operational and capital efficiency 

Revenue momentum building on the back of recent sales initiatives 

Majority of cost actions completed and on track to deliver top end of targeted savings 

Deleveraging underpinned by sustained profit growth and cash generation 

New experienced Executive team in place, focussed on delivering the strategy and maximising benefits of the 

operating model 

41 
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