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Logistics evolved: Agility and Ability

Disclaimer
This presentation includes statements that are, or may be deemed to be, “forward-looking statements”. These forwardlooking statements can be identified by the use of forward-looking terminology, including the terms “believe”, “estimates”,
“plans”, “projects”, “anticipates”, “expects”, “intends”, “may”, “will”, or “should” or, in each case, their negative or other
variations or comparable terminology. These forward-looking statements include matters that are not historical facts and
include statements regarding the Company’s intentions, beliefs or current expectations.
Any forward-looking statements in this presentation reflect the Company’s current expectations and projections about
future events. By their nature, forward-looking statements involve a number of risks, uncertainties and assumptions that
could cause actual results or events to differ materially from those expressed or implied by the forward-looking statements.
These risks, uncertainties and assumptions 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. You should not place undue reliance on
forward-looking statements, which speak only as of the date of this presentation. No representations or warranties are
made as to the accuracy of such statements, estimates or projections.
Please note that the Directors of the Company are, in making this presentation, not seeking to encourage shareholders to
either buy or sell shares in the Company. Shareholders in any doubt about what action to take are recommended to seek
financial advice from an independent financial advisor authorised by the Financial Services and Markets Act 2000.
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Highlights

Highlights – Financial

Group revenue growth of 16.5% to £164.9m (2015: £141.5m), driven by strong growth in all
divisions
Group EBIT growth of 23.2% to £7.6m (2015: £6.2m):
o e-fulfilment logistics – EBIT of £4.2m, up 21.7% (2015: £3.5m)
o Non e-fulfilment logistics – EBIT of £5.9m, up 18.9% (2015: £5.0m)
o Commercial vehicles – EBIT of £1.3m, up 20.4% (2015: £1.1m)
EPS of 5.3p, up 23.3% (2015: 4.3p)
Interim dividend of 2.4p per share, up 20.0% (2015: 2.0p)

Note: The highlights are for the 6 months ended 31 October 2016, as compared to the 6 months ended 31 October
2015
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Highlights – Operational
The further penetration of online activity within retail is driving growth with new and existing
customers
Click and Collect Joint Venture with John Lewis Partnership finalised - KPIs consistently attained
o

The Waitrose store estate is now fully integrated, Waitrose wine is now also operational
and third party retailer “onboarding” underway – marketing push early 2017

Commenced several new operations in the period:

o Bulk storage consolidation and inventory flow management for Halfords
o Multi-channel solution implemented for Links of London
o Retail & e-comm solution for Mon Purse (Australian entrant to UK)

o E-fulfilment solution implemented for 4 more brands from the stable of a major
international retailer
Continuing strong pipeline of new business opportunities
Several new projects in-hand within our German operations
Continuing strong performance from commercial vehicles business
6

2

Financial review

Summary Income Statement
£m

Revenue
Cost of sales
Gross profit
Other net gains
Admin expenses
EBIT

Net finance costs
Profit before tax

6m to 31
October
2015
2016

141.5

164.9

Change Year to 30
%

16.5%

(100.0) (117.3)

April 2016

290.3
(205.8)

41.5

47.6

0.3

0.1

0.3

(35.6)

(40.1)

(70.3)

6.2

7.6

(0.7)

(0.8)

5.5

14.8%

23.2%

6.9 25.5%

84.5

14.5

• Strong top-line performance in the period driven by all
business units
• Key EBIT metric saw continuing strong growth, again
driven by all business units
• Finance cost in-line with prior year
• Profit before tax ahead by 25.5% to £6.9m (2015 £5.5m)

(1.4)
13.1

Income tax

(1.2)

(1.5)

(2.8)

Net income

4.3

5.3

10.3

Earnings per share (p)

4.3

5.3 23.3%

10.3

Interim dividend per share (p)

2.0

2.4 20.0%

-

• EPS ahead by 23.3% to 5.3p (2015 – 4.3p)
• Interim dividend up 20% to 2.4p (2015 – 2.0p)
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Segmental performance
Revenue
£m

6m to 31 October

Change

2015

2016

%

E-fulfilment logistics

42.6

58.9

38.2%

Non E-fulfilment logistics

55.9

61.3

9.7%

Total logistics

98.5

120.2

22.0%

Commercial vehicles

43.7

45.6

4.4%

Inter-segment sales

(0.7)

(0.9)

141.5

164.9

16.5%

6m to 31 October

Change

Group total

EBIT
£m

• Strong growth in all aspects of Logistics:
o Continuing organic growth with existing
customers, particularly in e-fulfilment (e.g
Asos, John Lewis and Wilkinsons)
o Full year impact of prior year contract wins
(e.g Philip Morris and M&Co)
o New contracts brought on stream including
ancillary services for JLP at a new site in
Northampton, returns for M&S, and new
brands for a major international retailer.
o Storage and packing of high value products.

2015

2016

%

E-fulfilment logistics

3.5

4.2

21.7%

Non E-fulfilment logistics

4.9

5.9

18.9%

(2.3)

(2.6)

• Commercial vehicle growth driven by both new
vehicle sales and aftersales

Total logistics

6.1

7.5

23.0%

• Share based payment charges increased by £0.2m

Commercial vehicles

1.1

1.3

20.4%

(1.0)

(1.2)

6.2

7.6

Central logistics costs

Head office costs
Group total

• Investment in solutions development and IT
infrastructure

23.6%

9

Summary cash flow statement
£m

6m to 31 October
2015
2016

Year to 30
April 2016

EBIT
Depreciation & Amortisation
Other non-cash items1
Change in working capital
Net interest paid
Tax paid
Net cash flows from operating activities
as % of EBITDA2

6.2
1.8
0.2
(0.8)
(0.7)
(0.7)
6.0
76%

7.6
2.3
(0.1)
2.5
(0.7)
(1.5)
10.1
103%

14.5
5.0
0.5
0.6
(1.4)
(2.1)
17.1
87%

Net capital expenditure
Investment in joint venture
Acquisition of subsidiary
Net cash flows from investing activities

(2.7)
(1.0)
(3.7)

(5.6)
(2.3)
(7.9)

(5.7)
(2.2)
(7.9)

Net drawdown of bank loans
Finance leases advanced
Repayment of capital on finance leases
Dividends paid
Net cash flows from financing activities

2.8
0.4
(1.5)
(3.2)
(1.5)

4.9
2.1
(2.7)
(4.0)
0.3

(3.9)
0.2
(3.2)
(5.2)
(12.1)

Net increase / (decrease) in cash & cash
equivalents

0.8

2.5

(2.9)

1.
2.

Other non cash items comprise share based payments, exchange differences and movement in fair value
of derivatives
EBITDA calculated as EBIT plus depreciation and amortisation

• Cash generated from working capital includes an
element of creditors related to capital expenditure
• Commercial Vehicles working capital substantially
funded by manufacturers
• Good underlying cash flow and cash conversion
• Majority of capex is back-to-back with agreements by
customers to repay the capital through open-book
contract mechanisms.
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Summary balance sheet
£m

6m to 31 October
2015
2016

Year to 30
April 2016

Intangible assets
Property, plant & equipment
Investments
Non-current assets

24.8
20.7
45.5

24.8
38.3
2.0
65.1

24.9
25.6
50.5

Inventories
Trade & other receivables
Cash & cash equivalents
Current assets

25.6
44.9
2.7
73.2

37.2
57.5
1.5
96.2

26.2
39.9
0.7
66.8

Trade & other payables
Borrowings
Short term provisions
Current tax liabilities

75.3
9.5
0.1
1.2

102.4
6.7
0.1
1.8

72.2
6.6
0.1
1.7

Current liabilities

86.1

111.0

80.6

Borrowings
Long term provisions
Deferred tax liabilities
Non-current liabilities

13.0
0.7
0.5
14.2

24.9
0.8
25.7

12.9
0.8
0.2
13.9

Net assets

18.4

24.6

22.8

• Investment in fixed assets largely to support new
open-book contracts under which capital will be
repaid over the term of the contract
• Net reduction in working capital investment
• Large fleet sales now pass through Northern
Commercials resulting in higher gross levels of stock
debtors and creditors
• Net debt £30.1m, in-line with the Board’s
expectations
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Operational review

Overview

The Group’s strategy is set around four key principles – all of which have seen positive developments over
the period under review:
Build on Clipper’s market leading customer proposition and continue to expand the customer base
Continue European expansion through our profitable German platform

Develop new, complementary products and services
Consider complementary acquisition opportunities
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E-fulfilment
Thought Leadership market positioning leading to new contracts:
o
o
o
o
o
o

Links of London
Mon Purse – Australian brand entrant to the UK
4 further brands of a major international retailer
Returns management via “Boomerang” for John Lewis
Project Dice (Click & Collect) roll out to the Waitrose estate
Project Dice (Click & Collect) third party “onboarding” underway – Whistles, Mint
Velvet & Go Outdoors all now “live”

Further capability has been added to the enhanced processing services developed for
ASOS, and which now forms part of the “Boomerang” returns capability – this now also
includes Bridal Wear
Relocation of Go Outdoors to Swadlincote to maximise the benefit of the Click & Collect
opportunity
Large mezzanine floor expansion of the site created in 2015 for a major international
retailer to cater for e-comm growth
The 10 year agreement signed with John Lewis now has all four key business streams
operational – returns management and Click & Collect being the e-fulfilment elements
Existing e-comm customers still experiencing volume shift into on-line driving continued
Clipper growth – further enhanced by the associated returns activity
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Non E-fulfilment
A further strong performance in the period.
The management of the John Lewis “forward orders” business stream commenced
We have extended our contract with New Look for the storage and management of “t-shirt
blanks” along with system enhancements to improve inventory flow
New contract with Halfords for the bulk handling and inventory flow management of their
bicycles and motor accessories streams – the Daventry site is undergoing a refit to ensure
optimised handling
As a result of growth and the plan to launch ladieswear we are integrating an additional
Clipper site into our Morrisons Nutmeg clothing network
Inbound pre-retail, forward orders for John Lewis
Significant tobacco rework activity has been handled during the period for our customers
(Gallaher, BAT, PML, ITL) as a result of changing legislation

Isotrak fleet management system rolled out across the fleet. The benefits are driver and
vehicle efficiency & enhanced fleet security, now regarded as a best in class solution
Contract with M&S for store returns management, e-comm support and gift card logistics
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Click & Collect – “Project Dice”
It is very pleasing to report that we have won the following awards in recent months for the
Click & Collect initiative:

Retail Week Supply Chain Awards 2016
Delivery Initiative of the Year
SHD Awards 2016
Innovation
Overall winner of the Awards Event
Supply Chain Excellence Awards 2016
Retail & etail Award
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New site developments
The new site (Northampton 3) at Junction 15 of the M1 is now
operational and is home to:
JLP - pre-retail, forward orders, returns management and Click &
Collect

A major international retailer – 4 on-line brands
Doc Martens
The site has further potential mezzanine capacity and will continue
to feature as a shared use development site

In addition we have opened new sites at:
Tannochside - our new cross-dock hub for Scotland
Bristol - our new cross-dock hub for the South-west
Both sites have been developed to support customer growth and the Click & Collect
opportunities
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Clipper – Continues On The Right Track
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Clipper – Continues On The Right Track

Click & Collect drives sales but only if the outbound solution is
robust and efficient – customers are intolerant of errors/delays.
Dice meets the challenge

The opportunity to efficiently route customer returns back to the Clipper
returns facility via the Dice network on the same day is class leading. It makes
inventory work hard, removes customer dissatisfaction and limits working
capital
19

Dice & Boomerang – a great solution set!

4

Summary and Q&A

Outlook
Positive momentum into H2 and FY18:
o Contract wins achieving full run-rate
o Click & Collect
o Strong new business pipeline
Confident of delivering strong financial performance for full year FY17 and into FY18
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Appendix
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Clipper’s leadership team

Tony Mannix
Chief Executive Officer

Steve Parkin
Executive Chairman

Sean Fahey
Chief Information Officer

David Hodkin
Chief Financial Officer

•

34.0% shareholder

•

1.4% shareholder

•

1.4% shareholder

•

7.8% Shareholder

•

Founded Clipper in 1992

•

Joined Clipper in 2006

•

Joined Clipper in 1992

Retail logistics specialist

Appointed Managing Director
in 2007

Joined Clipper in 2003 as
Group CFO

•

•

•

Has held positions of
Development Director and
Project Director within
Clipper

•

Currently responsible for
the IT, projects and
implementation functions
as CIO

•
•

•

Developed customer-focused,
value-added, alternative
logistics solution for retailers
Responsible for overall
strategic direction of Clipper

•

Career in retail logistics
spanning more than 25 years

•

Chartered Fellow of the
Institute of Logistics and
Transport

•

•

Held a variety of board level
roles prior to Clipper,
including Group FD of
Symphony Group plc and
Kunick Leisure Ltd
Chartered Management
Accountant
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The Clipper Equity Story
1
Highly attractive
exposure to online
retail




Structural growth market
Providing solutions to latest challenges of
online retail:
o Multi-channel -> Omni-channel
o Returns management

2

5


Clear growth
strategy




Further expansion of customer base (new
customer wins, new services to existing
customers)
European expansion
Boomerang






Servicing and parts sales drive profitability
Strong profit and cash generation
Synergies with Logistics business
Provides scale




Attractive working capital profile
Operating profit growth coupled with high
cash conversion




Proven retail logistics management team
Combined 100 years experience in retail
logistics
Recognised industry leaders

6
Innovative retail
specialist

3
Longstanding, blue
chip customer base






Specialist offering in retail logistics
Strong history of innovation
Strategic consultation model
Bespoke software implementation



Leading e-tailer customer base (ASOS, John
Lewis, George)
Value-added consultancy model with strategic
level relationships
Low customer churn – never lost an efulfilment contract to a competitor
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Attractive business
model




High level of open book/minimum volume
guarantee, long term contracts
Highly visible profit and cash flow generation
Management fee allows sharing of cost savings
generated for customers, plus benefits from
volume upsides

Complementary
commercial
vehicles business

7
Strong financial
profile

8
Management track
record
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