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Diese Kommunikation enthält bestimmte in die Zukunft gerichtete  Aussagen, z.B. Angaben 

unter Verwendung der Worte «glaubt», «geht davon aus», «erwartet» oder Formulierungen 

ähnlicher Art. Solche in die Zukunft  gerichtete Aussagen unterliegen bekannten und 

 unbekannten Risiken, Ungewissheiten und anderen Faktoren, die dazu führen  können, dass 

die tatsäch lichen Ergebnisse, die Finanzlage, die Entwicklung oder die Performance der 

Gesellschaft wesentlich von den jenigen ab weichen, die in diesen Aussagen ausdrücklich 

oder implizit angenommen werden. Zu diesen Faktoren gehören unter anderem: der Wett-

bewerb mit  anderen Unternehmen, die Auswirkungen und Risiken neuer Techno logien, die 

laufenden Kapitalbedürfnisse der  Gesellschaft, die Finanzierungskosten, Verzögerungen bei 

der Integration von Akquisitionen, die Änderungen des Betriebsaufwands, die Gewinnung 

und das Halten qualifi zierter Mitarbeiter, nachteilige Änderungen  anwendbaren Steuerrechts 

und sonstige in dieser  Kommunikation genannte Faktoren. Vor dem Hintergrund dieser 

Ungewissheiten sollte sich der Leser nicht auf derartige in die Zukunft gerichtete Aussagen 

ver lassen. Die  Gesellschaft übernimmt keinerlei Ver pfl ichtung, solche zukunftsgerichteten 

Aussagen fortzuschreiben oder an zukünftige Ereignisse oder  Ent   wicklungen anzupassen.
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Facts and figures in brief

2    Facts and fi gures in brief     

Key Figures
  IFRS                   Swiss GAAP FER
in CHF million, except where indicated 2004/05 2003/04 2003/04 2002/03 2001/02  2000/01

Net sales 980.1 978.1 985.0 967.2 1’027.0 683.7

EBIT 121.5 118.3 120.9 108.7 123.0 68.2

Net profi t 66.1 47.2 56.8 45.7 61.8 41.9

Market capitalisation (as at 30 June) 1’251.3 923.8 923.8 688.5 1’141.6 1’266.0

Earnings per share (in CHF) 18.5 13.2 15.9 12.8 17.3 11.7

Kaba Group Segments
 Financial Year   Financial Year 
in CHF million closed 30.6.2005 % closed 30.6.2004 %

Door Systems 252.7 26 233.0 24

Data Collection 75.9 8 75.4 8

Access Systems 408.7 42 415.4 42

Key+ Ident Systems 215.7 22 223.4 23

Others /eliminations/fi nances 27.1 2 30.9 3

Total 980.1 100 978.1 100

■ Profi t closes at CHF 66.1 million (+40%) 

■ Market share gains in Europe

■ Currency-adjusted EBIT increases by 5% 

■ EBIT margin rises from 12.1 to 12.4%

■ Organic currency-adjusted sales growth at 2.1%

■ Reduction of gross debt by CHF 103.4 million 
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The terms of offi ce of Ulrich Graf and Gerhard Zeidler expire 

at the Annual General Meeting of October 25, 2005. The 

Board of Directors proposes that they be reelected. More-

over,  the Board of Directors will ask the General Assembly 

to approve the election of Klaus Schmidt as a new mem-

ber.

Klaus Schmidt, German citizen, born in 1958, is Chairman of 

the Board of Management of DEKRA AG and member of the 

supervisory board of several of its subsidiaries since 2003. 

Moreover, he is a member of the following bodies and orga-

nizations: Advisory Board, Deutsche Bank; Advisory Board, 

Gothaer Versicherungsbank; Horváth & Partner AG; Deputy 

Chairman, LHS Leasing- und Beteiligungsgesellschaft; and 

Norisko S.A., as Chairman.

Klaus Schmidt has been with DEKRA AG since 1996, serv-

ing the company in various executive functions. The focal 

points of his activities were the restructuring, diversifi cation, 

and internationalization of the group. Schmidt also assumed 

direct responsibility for the group’s business in France and 

achieved a successful turnaround of the initially defi cit-

ridden DEKRA motor vehicle inspection network. Mean-

while, DEKRA France S.A.S. is DEKRA’s most signifi cant 

foreign operation. Previously, Klaus Schmidt was managing 

director of Alcatel Air Navigation Systems GmbH and 

held various positions with Standard Elektrik Lorenz AG 

(SEL Alcatel AG).

Klaus Schmidt received a degree in technically oriented 

business administration from the Technical University of 

Stuttgart. He rounded out his academic background in the 

MBA Program of the University of Oregon, USA, and com-

pleted the Advanced Management Program at INSEAD in 

Fontainebleau/Paris.
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Farmers who do not sow cannot harvest. What is true for 

farmers applies to entrepreneurs as well. Those who do not 

invest will have nothing to sell and nothing to earn. But 

investing is not just a matter of money. For the seed to come 

to fruition, the time, place, and mode of investment must be 

well chosen. A full purse alone does not guarantee fat prof-

its. A sustainably high return on investment depends on abil-

ities best described by terms such as strategic thinking, 

foresight, technological competence, market familiarity, 

enthusiasm, organizational discipline, intuition, courage, 

patience, and endurance. Without false modesty, Kaba can 

present itself today as a company that has courageously 

sown for generations and has always been rewarded with a 

rich harvest. 

Each lock is one-of-a-kind

Master key systems are an example of such an investment. 

Kaba has never manufactured simple, like-keyed individual 

locks but specialized from the outset in sophisticated lock 

systems involving equally sophisticated keying hierarchies. 

This requires ingenious cylinders with trillions of locking pos-

sibilities. With its many rows of tumblers and multi-tiered 

tumbler planes crafted with watchmaking accuracy, each 

Kaba lock is unique. As early as the 1980s, this mechanical 

marvel was complemented by a contact chip, the predeces-

sor of the Legic high-security chip. The mechatronic key was 

born, combining the functions of locking, access control, 

and time & attendance recording. Common Identifi cation 

(COM-ID) − the option of using keys and/or access control 

cards interoperably with access control readers and/or me-

chatronic or digital cylinders − began its victorious march. 

The ultimate achievement of traditional lock technology – 

mechatronics – had been combined with access control to 

form an absolutely compatible system. 

Welcome to the world of Kaba
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In addition, access control software was developed to link 

traditional master key confi gurations with sophisticated elec-

tronic access control systems. And thanks to compatible 

technology, these systems also open automatically con-

trolled doors: “Open Sesame”, made by Kaba, is silent and 

immediate. Today, Kaba offers a unique, contiguous range of 

access control solutions throughout Europe, from the me-

chanical cylinder for a boat house up to integrated access 

control and time & attendance recording systems for glob-

ally active corporations. 

«Total Access» as a cross-selling platform

Parallel with investments in new products, Kaba has also 

invested in markets. The initial step was the establishment of 

European distribution companies for individual products. 

These companies were then expanded into bases of support 

for «Total Access» solutions, i.e., for “doorkeeping security”. 

This opened the door to effective and “natural” cross-selling: 

The door customer becomes a master key system custom-

er, the master key system customer becomes an access 

control customer, and the access control customer becomes 

a customer for integrated systems. 

Kaba has always backed up the diversity and fl exibility at the 

front lines of the market with maximum synergies in research, 

development, production, and marketing. With only two 

master key system technologies, Kaba covers the entire 

European market. Thanks to modular cylinder manufactur-

ing technology, locks that comply with all current EU stan-

dards can be supplied out of merely two production facilities 

in Austria. The generation of synergies has also been a con-

sistent aim of Kaba’s investments in corporate acquisitions.

Active role in the globalization process

While farmers usually sow only on their own land, a company 

must plant its seeds where it can expect to harvest the most 

attractive yield. Based on this insight, Kaba decided many 

years ago to venture into Japan, where it has developed a 

respectable installed base all on its own. In 2001, Kaba 

crossed the Atlantic and acquired Unican, a company that 

was comparable in terms of revenue to Kaba at the time and 

Rudolf Hauser, Chairman of the Board of Directors (on the left)

Ulrich Graf, President and CEO (on the right)
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whose strong profi tability in the last few years has contrib-

uted substantially to the good performance of the extended 

Kaba Group. 

The capital market has energetically supported the interna-

tional growth of the Kaba Group. Long-term investors who 

are not primarily motivated by quick results and special situ-

ations have been doing well with Kaba. But not all investors 

are willing to exercise patience. Many expect a long-term 

strategy yet want short-term profi ts. However, even the best 

companies cannot always meet such expectations. Thus, 

while Kaba achieved organic, currency-adjusted growth of 

4.9% in the fi rst half of fi nancial 2004/2005, it had to report 

stagnant sales (–0.6%) in the second half of the year. Where 

is Kaba heading in the medium and long term? The question 

is best answered by a look back at the company’s long-term 

track record in growth and a look forward at the strategic 

objectives of the Kaba Group. 

Kaba is solidly positioned

Assessing the worldwide security markets has become an 

increasingly diffi cult job in the last few years. Although these 

markets basically have a long-term perspective and, there-

fore, require long-term development strategies, they are not 

exempt from volatilities and situation-driven trading. In any 

case, the accuracy of short-term forecasts will tend to dimin-

ish. At the same time, however, the various stakeholders – 

from investors to employees, business partners, and cus-

tomers – are by no means willing to scale down their 

expectations regarding, for instance, profi t stability, job 

security, or product quality. The Kaba Group must, therefore, 

seek to position itself and act in such a way that it can fulfi ll 

these multiple expectations. 
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One measure in this context is the subdivision of the Group’s 

activities into four business segments that are subordinated 

without exception to the common «Total Access» strategy. 

This organizational structure provides Kaba with a degree of 

fl exibility and compatibility that is unique in the world. Simul-

taneously, the structure makes it possible to profi tably satisfy 

a broad range of customer requirements. Of course, the 

structure itself must remain fl exible enough to allow for peri-

odic adjustments to changes in the market environment or 

to growth by acquisitions. In this respect, Kaba has repeat-

edly demonstrated remarkable adaptability. This will help the 

Kaba Group to systematically and successfully play out its 

strengths, even under diffi cult market conditions.  

Higher dividend with payout in the form 

of a par value reduction

Based on the perceptibly higher consolidated net income 

generated during the year under review and as a token of 

Kaba’s investor-friendly payout policy, the Board of Directors 

proposes to the Annual General Meeting of 25 October 2005 

an increase of the dividend by CHF 0.80 to CHF 4.80 per 

share. The proposed distribution is to take the form of a 

reduction of the par value of currently CHF 10.00 per share 

by CHF 4.80 to CHF 5.20. This will enable many Kaba 

Holding AG shareholders to avoid the double taxation of 

dividends that is commonplace in Switzerland. It is expected 

that the amount of CHF 4.80 will be distributed in January 

2006 after compliance with all formalities.  

A word of gratitude

Our employees are certainly among the people most directly 

exposed to generally mounting expectations and accelerat-

ing market volatilities. In fi nancial 2004/2005, they again 

delivered a consistently high level of performance and thus 

demonstrated their commitment to the company and its 

customers. We would like to thank our nearly 6,000 employ-

ees for their dedication to furthering our technological lead-

ership and to tapping market opportunities for the continued 

growth of the Kaba Group. 

Rudolf Hauser  Ulrich Graf

Chairman President 

of the Board of Directors and CEO 
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Group Structure
As per 1 July 2005

10    This is Kaba    

Kaba Group

Ulrich Graf

President and CEO

Deputy: Heribert Allemann

Corporate Business

Development + IT

COO Heribert Allemann

Executive Vice President

Finance, Controlling,

Legal + Communications

CFO Dr. Werner Stadelmann

Executive Vice President

Door Systems

COO Jakob Gilgen

Executive Vice President

Kaba Gilgen AG

Schwarzenburg/CH

Kaba Gallenschütz GmbH

Bühl/DE

Kaba Türsysteme GmbH

Bühl/DE

Kaba Door Systems Ltd.

Telford/GB

Kaba Garog (Vega Ltd.)

Warrington/GB

Kaba Porte Automatiche S.p.A.

Uboldo/IT

Kaba Nederland BV

Nijmegen/NL

Kaba Belgium NV/SA

Turnhout/BE

Kaba Ltd.

Hongkong/HK

Kaba Access Technology 

(Suzhou) Co. Ltd.

Suzhou/CN

Kaba Benzing GmbH

Villingen-Schwenningen/DE

Kaba Benzing (Schweiz) AG

Dietikon/CH

Kaba Benzing GmbH

Wien/AT

Kaba Benzing S.A.S.

Poissy Cedex/FR

Kaba Benzing America Inc.

Miramar/US

Kaba srl

Castel Maggiore/IT

Kaba Holding AG

Board of Directors

Executive Board

CEO, CFO, COOs

(9 Members)

Data Collection

COO Bertram Schmitz

Executive Vice President
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Kaba AG

Wetzikon/Rümlang/CH

Kaba GmbH

Dreieich/DE

Kaba Mauer GmbH

Heiligenhaus/DE

Kaba GmbH

Herzogenburg/AT

Kaba (UK) Ltd.

Tiverton/GB

Kaba S.à r. l.

Suresnes/FR

Kaba SF2E S.A.S.

Le Mesnil-Saint-Denis/FR

Kaba AB

Eskilstuna/SE

Iberkaba S.A.

Madrid/ES

Kaba Security Sp.z.o.o.

Warszawa/PL

Kaba Elzett Rt.

Budapest/HU

Nihon Kaba K.K.

Yokohama/JP

Kaba Security Pte Ltd.

Singapore/SG

Kaba Jaya 

Security Sdn.Bhd.

Kuala Lumpur/MY

Kaba Australia Pty Ltd.

Wetherill Park/AU

Kaba New Zealand Ltd.

Auckland/NZ

Kaba Ilco Corp.

Winston Salem/US

Kaba Mas Corp.

Lexington/US

Lodging Technology Corp.

Roanoke/US

Kaba Ilco Inc.

(Capitol Montreal)

Montreal/CA

Kaba Ilco Inc.

(Access Systems Montreal)

Montreal/CA

Silca S.p.A.

Vittorio Veneto/IT

Silca S.A.S.

Porcheville/FR

Silca GmbH

Velbert/DE

Silca Ltd.

Sutton/GB

Silca Key Systems S.A.

Barcelona/ES

Kaba do Brasil Ltda.

São Paulo/BR

Legic Identsystems AG

Wetzikon/CH

Kaba Ilco Corp.

Rocky Mount/US

Corporación Cerrajera Alba

S.A. de C.V.

Mexico/MX

Access Systems Key + Ident Systems

Europe

COO Ulrich Wydler

Executive Vice President

Asia Pacifi c

COO Andreas Brechbühl

Executive Vice President

Americas

COO Frank Belfl ower

Executive Vice President

Europe/Asia Pacifi c

COO Guy Petignat

Executive Vice President

Americas

COO Frank Belfl ower

Executive Vice President



Group organization by segments

Financial reporting by segments

Prior to the transition to IFRS, Kaba systematically submitted 

fi nancial reports on the basis of the Group’s divisional struc-

ture. The divisions were equivalent to companies, and  

whether or not a company sold another division’s products 

was immaterial. Pursuant to IFRS, however, business seg-

ments are defi ned by products. In earlier annual reports and 

investors’ handbooks, Kaba had already described such a 

structure. One of its consequences is that an individual com-

pany which makes products of different types will appear 

in more than one product segment. This approach prioritizes 

the homogeneity of business segments by products.

Kaba’s reporting covers four segments

■ Access Systems

■ Door Systems

■ Data Collection

■ Key+ Ident Systems

Market servicing through Strategic Business Segments 

(SBS)

The following Strategic Business Segments service the 

 markets by customer need and jointly implement the «Total 

Access» strategy.

Segment Access Systems 

SBS Access Control

The product portfolio of Access Control, our largest busi-

ness segment by sales, includes mechanical and mecha-

tronic locks and cylinders, masterkey systems, and the con-

trol software of integrated access systems for general 

commercial applications. It also contains market-specifi c 

products such as pushbutton locks, which are widely popu-

lar mainly in the USA and in Asia Pacifi c. Kaba’s electronic 

PowerLever locks have gained global fame; they require nei-

ther batteries nor wiring to a power source. The ability to 

combine masterkey systems with access control has resulted 

in interesting innovations that have created a signifi cant 

competitive edge for Kaba.

SBS Safe + Container Locks 

Kaba is the leading manufacturer of high-security and safe 

locks. The product line extends from purely mechanical and 

combination locks to sophisticated electronic devices and 

redundant high-security locks. The portfolio also contains an 

extensive line of bolt assemblies. Locks for the manufactur-

ers of ATMs (Automatic Teller Machines) provide selective 

access to a machine’s individual compartments during spe-

cifi c time windows, logging all successful and attempted 

access transactions.
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SBS Lodging Systems 

The dependability of Kaba systems appeals mainly to large, 

internationally active hotel groups. Apart from access con-

trol, Kaba products also cover applications such as cashless 

purchases or authorization time-window management. 

Door Systems segment

SBS Door Systems

This business segment is focused on security doors and 

automatic doors. The respective markets are serviced in dif-

ferent ways. Together with platform screen doors, automatic 

doors focused in new market segments have the greatest 

growth potential of the overall market.

Data Collection segment

SBS Data Collection

Kaba is a global technology leader and Europe’s market 

leader in enterprise data collection as well as time + atten-

dance recording. The Group is only just beginning to develop 

the promising markets in North America and Asia Pacifi c. 

Kaba Benzing cooperates with specialized systems and 

software vendors, offering their customers tailor-made solu-

tions. As a certifi ed SAP Partner, Kaba Benzing can provide 

attractive solutions that integrate seamlessly into SAP envi-

ronments.

Key+Ident Systems segment

SBS Key Systems

Kaba is the world market leader in the replacement key busi-

ness. With its Silca and Ilco product lines, Kaba can serve its 

customers with an extensive range of mechanical, electronic, 

and industrial key cutting and coding machines. The Kaba 

Group’s leadership position is strengthened by a dense 

global network of customers and dealers as well as close 

collaboration with OEMs (Original Equipment Manufacturers) 

in the automobile industry. 

SBS Identifi cation Systems

In the challenging global market for electronic identifi cation 

systems, Kaba occupies a leading position with its Legic 

product line. The heart of Legic identifi cation systems is an 

electronic no-contact authorization medium. Integrated in a 

key, badge, ID card, or bracelet, it conveniently and securely 

covers virtually every operational need in the domains of 

identifi cation, organization, verifi cation, and cashless pay-

ment transactions.

Management Board from left to right: 

Heribert Allemann, Chief Operating Offi cer, Head Corporate business development & IT. Deputy Chief Executive Offi cer

Ulrich Wydler, Chief Operating Offi cer, Access Systems Europe Division

Andreas Brechbühl, Chief Operating Offi cer, Access Systems Asia Pacifi c Division (as of 1 July 2005)

Frank Belfl ower, Chief Operating Offi cer, Access Systems Americas Division

Bertram Schmitz, Chief Operating Offi cer, Data Collection Division

Dr. Werner Stadelmann, Chief Financial Offi cer, Finance Division 

Ulrich Graf, President and Chief Executive Offi cer

Jakob Gilgen, Chief Operating Offi cer, Door Systems Division

Guy Petignat, Chief Operating Offi cer, Key+Ident Systems Europe Division 
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People who thought that the European Union (EU), an asso-

ciation of most European countries, would swiftly bring 

about a unifi cation of norms and standards were in for some 

big surprises. A traveler still needs an extensive set of adapt-

ers to use the power sockets in the various countries of 

Europe. Sometimes, it even takes a transformer to adapt the 

local mains voltage to the electrical rating of an appliance. 

A similar state of affairs prevails in security technology. In 

locking technology, cylinders and keys of the same family are 

interchangeable. But when it comes to electronics, many 

products run into compatibility problems. Locking techno-

logy (predominantly mechanical) and access technology 

(electronically controlled) are still offered as separate disci-

plines by most providers. As a result, users are forced to 

employ several different identifi cation media. Procedures 

becomes more complex and vulnerable, operating and main-

tenance costs are higher, and acceptance among users is 

lower.

The Kaba way: systematic and sustainable 

compatibility

As a company that develops its products from the per-

spective of users and customers, Kaba chose a different 

approach from the very beginning, an approach that is aptly 

named «Total Access» strategy. 

The systematic implementation of the «Total Access» strat-

egy already begins when new products and product families 

are still in the design stage. One of the top priorities for 

Kaba’s developers is to make new modules compatible with 

all existing and future products. To implement this strategy 

without compromise, all companies of the Kaba Group must 

be suffi ciently integrated to produce systems, processes, 

and methods that are compatible with each other. Regard-

less of whether a company develops, manufactures, advis-

es, or sells, it cannot be an outsider; any insular solution 

would undermine the «Total Access» philosophy. 

Total integration of mechanical locking technology 

and electronic access control

Kaba is the only provider worldwide with the capability of 

uniting locking technology and access control within a 

single, user-friendly system. Two core competencies help 

Kaba achieve this goal:

■ Mechatronic locking cylinders based on the Legic RFID- 

technology

 They merge mechanical functions with electronic conve-

nience. Identifi cation criteria and authorization capabilities 

can be programmed and modifi ed quickly and securely at 

any point in time. 

■ Com-ID (Common Identifi cation Media) 

 Com-ID is a globally protected Kaba technology that uses 

one single identifi cation medium (key, card, or a combina-

tion of the two) and the associated authorization manage-

ment to sustainably control access to buildings, facilities, 

or networks. 

«Total Access» – Security as a system
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Horizontal and vertical compatibility is at the heart of the «Total Access» strategy that has propelled Kaba 

into an undisputed leadership position in the global race of expertise and competencies. The real winners are 

the customers who benefi t from Kaba’s guarantee of three-fold investment protection philosophy. 



What customers need

Investments in security are usually made with a medium- 

to long-term perspective. However, in the course of time, 

certain parameters – some of which cannot be infl uenced – 

will make changes necessary. Residential and business 

facilities alike are subject to such changing requirements. 

For Kaba customers, these changes are nothing to worry 

about because they know that they can adapt their installed 

modules and systems at any time. Exactly why, when, and 

to what extent such a change is necessary cannot be antic-

ipated and doesn’t even really matter. New requirements 

may arise when a company expands or integrates acquired 

fi rms, when the risk scenario and the security needs change, 

or when greater user convenience is desired. In each of 

these cases, the new modules and systems are compatible 

with the Kaba solution already installed. 

For Kaba customers, sustainable compatibility within the 

scope of the «Total Access» strategy simply means invest-

ment protection. More precisely, this investment protection 

is three-fold: 

■ Horizontal compatibility across all existing modules 

■ Vertical compatibility between existing and subsequently 

added modules 

■ Continuity of the Kaba Group as a guarantee of profes-

sional worldwide customer service 

It is no coincidence that the Kaba Group generates about 

70% of its sales within the installed base of existing custom-

ers. Kaba’s employees are aware of the respon-sibility this 

entails. With their know-how and their personal commit-

ment, they make sure that Kaba remains a global leader in 

the competitive competence arena.

This is Kaba    15
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Ulrich Bremi, Entrepreneur, Zürich 
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“I only invest in companies that I know well. This lets me assess how the 

stock will perform. With Kaba, I am convinced that the worth of the 

company will rise, and I can cite 

three reasons: First, Kaba has 

been doing an outstanding job 

of positioning itself in the marketplace. Identifi cation systems in the 

domain of access control are opening up a sustainably profi table mar-

ket with perspectives. Second, Kaba is working hard to gain the front-

running position in technology development and is globally recognized 

for that. You can see and hear that it is growing with its customers. And 

third, the management obviously identifi es with the company. It appears 

to be smart and also pragmatic enough to combine imagination with 

down-to-earth realism. Kaba needs shareholders who think entrepre-

neurially and demand a lot from this company. It will rise to the occasion. 

That’s why I’m invested in this stock.”

Why do you invest in Kaba stock?



Josef Felder, Chief Executive Offi cer Unique (Flughafen Zürich AG), Zürich 
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At Unique, the operator of Zürich’s intercontinental airport, security is 

paramount. Actually, a large airport’s core competence is the ability 

to master risk. Beyond 

properly assessing risks, 

the objective is to minimize 

them. That’s why choosing the right partners in the domain of security 

is so important to us. For the access systems of our highly diversifi ed 

infrastructure, we want a partner who understands and accommodates 

our needs. From our perspective, Kaba is the right partner for the opti-

mal implementation of our specifi c requirements. Kaba provides holistic 

solutions, not merely locks. And not least, Kaba is an ambassador 

of Swiss precision – I couldn’t imagine a better match for the airport of 

Zürich as Switzerland’s gateway to the world.

Why did Zürich Airport opt for Kaba locks?



Barbara Cummings, Customer Service Manager, Kaba Ilco Corp., Rocky Mount  
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“Customer satisfaction is the top priority!” Barbara Cummings joined 

Kaba Ilco in 1974 as a Production Control Clerk and during her career 

there held several positions in 

product line management within 

the marketing department. “With 

over 30 years of service, it goes without saying that I have seen many 

changes within the company as well as in business technology. What 

must stay the same though, is a strong focus on customer satisfaction. 

That’s why it’s important to remember your roots while embracing the 

challenge of change. When I was appointed Customer Service Manager 

in 2004, my experience and knowledge put me in a position to imple-

ment new methods; to ‘raise the bar’. Without hesitation, I can say that 

I’m proud of the support provided by the Customer Service Team and 

the quality of the products manufactured and sold by Kaba Ilco. 

That kind of pride is important for the success of a company.”

What makes a company successful?



Burkhard Röhrig, Chief Executive Offi cer GFOS mbH, Essen
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Kaba’s global presence and innovative spirit are important pillars of our 

long-standing partnership. Kaba is the right ally for our plans – further 

sales growth and a pan-European 

business outlook. This year, for 

example, we were able to jointly 

win a major contract from a prominent retail organization that is active 

throughout Europe. It’s an important step in the right direction. Kaba 

Benzing’s extensive product line empowers the seamless integration of 

our software because Kaba’s hardware is based on an open platform. 

Our modular subsystems and Kaba Benzing devices are a successful fi t, 

especially in complex projects that involve sophisticated expectations 

with regard to security standards, technology, and functionality – and 

certainly dependability and quality as well. These assets give us a deci-

sive competitive edge that will allow us to mutually handle many more 

projects. Together, we’re strong: that’s our motto for the future.

Why did you pick Kaba as your partner?
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In fi nancial 2004/2005, the Kaba Group in local currencies 

posted organic sales growth of 2.1% and held currency-

adjusted EBIT at the prior-year level. Despite negative 

currency translation effects, especially the continued weak-

ness of the US dollar, reported EBIT rose from the previous 

year’s CHF 118.3 million to CHF 121.5 million. The EBIT 

margin increased from 12.1% to 12.4%. The gain is a non-

recurrent effect resulting from the adjustment of Swiss pen-

sion plan benefi ts to the rise in life expectancy. In the year 

under review, the adjustment contributed CHF 7.8 million 

to EBIT.

The trend in consolidated net income was also extremely 

positive. Although Kaba incurred a one-time refi nancing 

charge of CHF 7.9 million in October 2004, reported profi t 

(restated pursuant to IFRS) rose by CHF 18.9 million or 40% 

to CHF 66.1 million versus fi nancial 2003/2004. The increase 

is due mainly to signifi cantly lower fi nancial expenses (as a 

consequence of the refi nancing measures) and to a reduc-

tion of the tax burden by about CHF 7.3 million. The new 

fi nancing scheme made it possible to cut cash and cash 

equivalents by CHF 71.8 million and net debt by a further 

amount of CHF 31.6 million. This reduced net debt to CHF 

351.5 million. 

Disparate sales trends 

Business development in the year ended 30 June 2005 was 

everything but uniform. In the fi rst six months, currency-

adjusted consolidated sales picked up briskly by 4.9%, but 

this was followed by a surprising slump (–0.6%) in the sec-

ond half of the year as opposed to a strong second half in the 

previous year. The momentum exhibited by the individual 

segments was disparate as well. In America during the fi rst 

half of the year, Access Systems advanced by no less than 

9.9% expressed in dollars, but then had to surrender this gain 

in the second six-month period. To some extent, this down-

trend can also be explained by the basis effect of an extreme-

ly successful prior-year period. The sales declines posted by 

Access Systems Asia Pacifi c, expressed in local currencies, 

were 28.2% in the fi rst half of the year and 11.9% in the sec-

ond half of the year. Here, it was mainly the shift in demand 

from high-end mechanical locking systems to mechatronic 

and electronic access systems that had a negative impact.

These downtrends are offset by signifi cant gains in the Door 

Systems segment and in the subsegment Access Systems 

Europe. With a plus in local currencies of 8.9%, Door 

Systems generated more growth than any other segment, 

followed by Access Systems Europe with a gain of 6.4%. 

Despite the decline in demand in Germany and the USA, the 

Data Collection segment (Kaba Benzing) reported a 2% 

increase in currency-adjusted sales. Within the Key+ Ident 

Systems segment, sales were not homogeneous, either, 

rising by 1.9% in local currencies in the segment’s European 

markets but declining in North America, resulting in stagna-

tion on the bottom line.

Report on financial 2004/2005
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The Kaba Group succeeded in boosting consolidated net profi t by 40% to CHF 66.1 million and gained market 

share in Europe. The sales and earnings trends of the individual segments were quite disparate. 



Incongruent EBIT

Regardless of the partially disappointing sales trend, consol-

idated earnings grew by 5% compared to the previous year. 

The Door Systems segment doubled absolute EBIT to 

CHF 19.3 million and raised the EBIT margin from 3.8% to 

7.6%. The non-recurrent adjustment of Swiss pension plan 

benefi ts contributed CHF 3.5 million. The Access Systems 

segment pushed EBIT by 6.6% but still accounts for the 

lion’s share – 71% – of consolidated earnings which closed 

at CHF 121.5 million. Due to massive raw material price 

increases and to declining sales in North America, the 

Key+ Ident Systems segment had to post a decline of the 

EBIT margin. In Europe, however, the segment reported 

overproportional margin growth thanks to reorganization 

and productivity enhancement measures initiated some time 

ago. In the Data Collection segment, the smallest one in 

terms of sales, EBIT during the year under review declined 

from CHF 9.7 million to CHF 7.1 million. 

 

Growth-promoting measures launched

During the year under review, the Kaba Group initiated 

numerous measures with the objective of eliminating growth 

weaknesses to the greatest extent possible and to expedite 

the Group’s ability to seize market opportunities. Among 

them are the accelerated introduction of products and 

systems with a sizeable market demand and the further 

exploitation of cross-selling potentials. Another aim is to 

further improve the Group’s competitiveness by systemati-

cally optimizing cost structures. One of the measures in this 

context is the development of a proprietary assembly plant 

for sliding door drives in China. The products manufactured 

there increase the Kaba Group’s pricing leverage in the Asian 

markets. 

Outlook 

From today’s perspective, differences in growth between 

accounting periods and across segments and regions as we 

experienced them in the past fi nancial year are likely to char-

acterize the future trend as well. It is likely that the overall 

development of the markets of relevance to Kaba and of the 

Kaba Group as a whole in the fi rst half of the current fi nan-

cial period will not deviate signifi cantly from the scenario that 

affected the Group overall in the second half of 2004/2005. 

The adjustment of pension plan benefi ts during the year 

under review, which resulted in a positive EBIT effect of CHF 

7.8 million, was a one-time event that will not come to bear 

in the current fi nancial year.

The refi nancing charge of CHF 7.9 million incurred in the fi rst 

six months of 2004/2005 was a one-time expenditure; this 

will have a positive effect on the income of the current fi nan-

cial year. Conversely, the taxation rate is likely to return to 

a range of between 30% and 35% of consolidated income 

before taxes.

The Kaba Group has repeatedly demonstrated its ability to 

generate sustainably high earnings even under heteroge-

neous market conditions. This justifi es a continuing positive 

appraisal of the longer-term business trend.
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The realignment of the segment is making good progress; 

many measures have already been implemented within the 

scope of the ongoing turnaround. The result was a substan-

tial increase in sales and an additional improvement in EBIT. 

Not least thanks to the consistent reinforcement of distribu-

tion, sales grew more briskly than the market average. In 

England, for example, Kaba Door Systems expanded its 

regional after-sales services and further decentralized its 

distribution.

In fi nancial 2004/2005, the two manufacturing companies 

Kaba Gilgen AG in Schwarzenburg (Switzerland) and Kaba 

Gallenschütz GmbH in Bühl (Germany) were again very 

successful and demonstrated that they are in touch with the 

real-world needs of customers by launching various innova-

tions and upgraded products. Examples of new develop-

ments include the Charon turnstile, the Orthos security inter-

lock, and the new sliding door with an integrated 

windbreak.

Kaba Door Systems also increasingly managed to broaden 

its stature as a successful provider in large-scale projects. 

For instance, the segment supplied approximately 2000 tri-

pod barriers for buses in Russia and 200 automatic drives 

for special tunnel gates in the NEAT railway project in 

Switzerland. For the Hong Kong and Paris subway systems, 

Kaba is building automatic platform screen doors to be 

incorporated in door systems of driverless subway trains. In 

Kaohsiung and Taipei (Taiwan), Kaba has been awarded 

additional sizeable projects whose implementation has 

already started.

Major projects are currently being tendered in the Asian 

region. The placement of orders for these projects will begin 

in 2006. Kaba Door Systems is actively engaged in the bid-

ding process for these projects. 

The establishment of the distribution and production struc-

ture in China is well underway. In a fi rst step, Kaba Door 

Systems established the assembly of sliding doors for the 

Asian market and expanded its existing distribution opera-

tions in northern and southern China by a base in the greater 

Shanghai area.

The English distribution company was able to increase sales 

substantially but still needs to further streamline its manage-

ment structures and internal procedures. For the current 

fi nancial year, the company’s baseline conditions are reas-

suring and should bring about a major improvement in 

earnings.

The German distribution company Kaba Türsysteme clearly 

increased its earnings and attained the breakeven point in 

operations. Despite the adverse market situation in Ger-

many, the company was able to post a strong gain in new 

orders. Market shares were expanded. 

The order backlog of Door Systems as at 30 June 2005 

clearly exceeds the prior-year level and justifi es expectations 

that the segment will continue to evolve well in the new fi nan-

cial year.

Segment Door Systems  
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The Door Systems segment has consistently pursued its realignment program and achieved high growth rates in 

sales and EBIT. The distribution structures were further optimized in the year under review. Additionally, the two 

manufacturing companies developed new, attractive products and solutions. Overall, this resulted in an enhanced 

market presence. The segment has a solid order backlog which suggests a continuation of the positive trend.
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Due to the recession cycle in the manufacturing industry, 

many of our customers postponed new purchases and con-

tinued to use their existing systems. This has led to a lower 

demand for Kaba Benzing hardware. But the segment’s 

companies achieved substantial increases in sales of soft-

ware and services of integrated solutions, which resulted in 

moderate overall growth. 

In the Americas, operating income failed to meet the high 

expectations. Nonetheless, it was possible to further 

strengthen the strategically important market leadership in 

SAP subsystems. The Kaba Benzing time and attendance 

control terminals are equipped with an SAP-certifi ed inter-

face which guarantees the fl awless transfer of data between 

individual SAP modules and the data collection periphery. In 

the year under review, our market share in the USA in this 

sector has grown to nearly 90%.

Kaba Benzing promotes the integration of technology and 

partner relationships. The segment has currently more than 

100 partners in Germany and more than 40 in Switzerland. 

In the USA, it won SSA global as a new alliance partner. 

Such partnerships are of crucial importance in this fi eld of 

business. The commitment to long-term partnership alli-

ances and a partnership-oriented corporate culture distin-

guishes Kaba Benzing from its competitors. 

Kaba Benzing enjoys long-lasting business relationships 

with many of its customers. Turbine Fuel Technologies in the 

US became the 8th separate unit within Goodrich Corpora-

tion (North America) to purchase a Kaba Benzing solution 

since 2002.

In France, Auchan, a Kaba Benzing customer for more 

than 10 years, selected Kaba Benzing for another project 

involving 1,000 terminals for time and attendance and 

access control and 50,000 Legic cards to be installed over 

several years in about 130 supermarkets across France. The 

project will be implemented in multiple stages over the next 

few years. 

Our investment in the Middle East has generated the fi rst 

project: The police department of the Emirate of Abu Dhabi 

is using our new fi ngerprint terminals with Exos.

At the end of fi nancial 2004/2005, Kaba Benzing signed a 

global agreement with Volvo for a worldwide roll-out of Kaba 

Benzing’s subsystem for SAP commencing in the next fi nan-

cial year. At BMW, we have installed our solution together 

with partners in more than 20 countries. Our expectation is 

to roll out this solution in more than 80 countries within the 

next years. 

Segment Data Collection
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The fi nancial year of the Data Collection segment in Europe was characterized by reluctant investment activity, 

primarily due to economic and political uncertainties in Germany. The segment nevertheless succeeded in 

increasing its sales volume, mainly through strong growth in the areas of software und after-sales services. 

Business with the Americas failed to make a positive contribution to the result. 
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In the most important markets, Switzerland and Austria, 

Kaba managed to further expand its broad market share by 

complementing its product range with compatible mecha-

tronic and electronic components. In both countries, the 

systems business grew at doubledigit rates and profi tability 

was appreciably improved. In Germany, potentially the larg-

est market, sales to the specialized security trade closed at 

an above-average level. By contrast, the systems business 

suffered a setback due to sluggish equipment spending.

The highest growth rates were achieved in England and 

Spain. In these countries, the Kaba organizations, after years 

of systematic development, have reached critical mass and 

are increasing their earnings overproportionally. 

After a few diffi cult years years, the distribution company in 

France has returned to a solid growth course and is report-

ing positive income from operations. In Hungary, the restruc-

turing program is delivering the fi rst successful results.

Encouraging developments were reported from the new 

markets Poland, Italy, and the Middle East, where Kaba has 

been locally present for a year and has already implemented 

several interesting projects. The «Access Systems» segment 

has received orders from India for the fi rst time. This up-and-

coming industrial country is an important benchmark for the 

competitiveness of Kaba hightech products outside of 

Europe.

Although the recovery of the hotel market has been sluggish, 

sales and EBIT picked up in comparison with the previous 

year. The EBIT margin clearly outperformed the industry 

average. Reassuring growth rates were also achieved in the 

niche market of safe locks. The demand for sophisticated, 

networked systems for structured and monitored access to 

automatic teller machines is on the advance. 

With the pioneering «Total Access» strategy, Kaba for over a 

decade has pursued the integration of its specifi c access 

control business segments. This trend has meanwhile spread 

to the entire market and will be additionally accelerated by 

the introduction of the digital line of cylinder and door hard-

ware solutions.

With the most comprehensive and innovative product range 

on the access control market worldwide, Kaba will succeed 

in its endeavor to further expand its market position in 

Europe and overseas. The newly launched Virtual Network-

ing solution will contribute to this success. Relying on the 

data transfer between an online access system and non-

wired locking devices via the read/write function of the 

authorization medium (electronic key or personal ID card), 

Virtual Networking by Kaba is designed for cost-effective 

installation in existing buildings or facilities without maxi-

mum-security requirements. 

Segment Access Systems: Europe 
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The Access Systems segment has again achieved organic growth in Europe that clearly exceeds the market 

average. At the same time, it further improved its EBIT margin substantially. This reassuring development resulted 

from the ongoing optimization of the «Total Access» strategy, the growing demand for security systems, and 

the systematic continuation of the productivity enhancement programs. 
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In the Asia Pacifi c region, the fi nancial year was character-

ized by a stagnant demand for mechanical products in the 

upper price range. On the other hand, growth in the market 

for mechatronics and electronic access control appears to 

be accelerating. The capability of combining mechanical 

locking systems, mechatronic locks, and electronic access 

control is becoming more and more important as a growth 

driver. Electronic access control is increasingly perceived as 

a subsystem within integrated security solutions that incor-

porate alarm systems, burglary protection, and CCTV; the 

progressive availability of broadband networks and IP tech-

nologies is expediting this integration process as well.

In Japan, Kaba was able to benefi t from the growth momen-

tum in the segment of premium products thanks to the 

recently launch of mechatronic cylinders and locks as well 

as integrated access control solutions. But this positive 

trend could not make up for the substantial decline in 

mechanical products. The demand for mechanical security 

cylinders fell sharply from prior-year fi gures. We are confi -

dent, however, that the market will stabilize again, albeit at a 

lower level.

In Southeast Asia, the technological trend is similar to 

Japan’s. Here too, mechanical systems remained static at 

prior-year levels, and future growth can be expected pri-

marily in the segments of mechatronics, electronic access 

control, and integrated security solutions.

In Australia and New Zealand, the expansion of the dealer 

network with key services has continued to make good 

progress and enabled us to further strengthen our organi-

zation. 

Kaba’s position in the premium segment favors price 

perception – in contrast with providers in the mass-market 

segments. Nonetheless, our competitiveness is being chal-

lenged by imported products, largely from Europe and the 

USA. To remain competitive and successfully achieve our 

market development targets, we are envisaging the expan-

sion of production capacities in Asia. Several projects with 

this aim are being planned or are already underway. They will 

signifi cantly strengthen Kaba’s position in these markets 

during the next few years.

In this context, it was decided last year to headquarter the 

management of Access Systems in Asia Pacifi c in Hong Kong. 

This makes it possible to coordinate the activities in the 

Pacifi c region from a local base. Additionally, the companies 

in the region are now being headed up by a joint manage-

ment. An important step in this process was the appoint-

ment of Andreas Brechbühl as new CEO of Access Systems 

in Asia Pacifi c. With Mr. Brechbühl, Kaba was able to enlist 

a top executive with profound experience in the Asian 

markets. 

 

1 CCTV = Closed Circuit Television
2 IP = Internet Protocol

Segment Access Systems: Asia Pacific 
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Access Systems in Asia Pacifi c was able last year to benefi t from the growth momentum in the fi eld of electronic 

and mechatronic access systems. However, this encouraging development was counterbalanced by the 

adverse growth trend in the market for mechanical products, especially in Japan. The management was restructured 

and new offi cers were appointed.
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According to IFRS, with the introduction of the new segment 

reporting concept, the businesses of the former Access+ 

Key Systems Americas Division were split up. The Access 

Systems segment in the Americas discussed here com-

prises electronic access systems, mechanical and mecha-

tronic locking systems, as well as hotel and security locks, 

whereas the American key duplication business is now part 

of the Key+ Ident Systems segment. 

During the year under review, sales remained roughly at the 

previous year’s high level. Whereas the demand for security 

and safe locks, hotel locks, push-button locks, and replace-

ment cylinders rose sharply in the fi rst half of the year, busi-

ness was less brisk in the second half. Public-sector cus-

tomers in particular were hesitant with orders in the 

high-security domain. The potential of the Gitcon (Goods in 

Transit Lock) product line for the security and monitoring of 

freight and cargo could not yet be fully exploited because 

public-sector markets often develop slowly. The fl uctuations 

are mainly due to the fact that the Access Systems segment 

focuses on attractive niche markets with clearly defi ned tar-

get groups and is, therefore, largely subject to the metrics of 

the capital goods industry. Measures to intensify the mar-

keting of these extremely technologically attractive products 

have been initiated. They include a reinforcement of the end-

user relationship in combination with training seminars where 

Kaba can directly demonstrate the product benefi ts to the 

customers in the lodging industry. 

Sales of locking systems for hotels and residential buildings 

advanced in fi nancial 2004/2005, although the weakness of 

the US dollar versus the Canadian dollar had a negative 

impact. The fi rst implementations of the new Atlas system 

are complete and have elicited a very favorable response 

from operators and users. Atlas stands for “Advanced Tech-

nology Lodging Access Control System”, an access control 

system for hotel applications developed together with IBM. 

Atlas is equally suitable for small boutique hotels and large-

scale hotel complexes. The system is expandable for up to 

16,000 guest rooms and 50 workstations. 

The new model of the Oracode push-button lock is already 

well established in the multiple-dwelling market. This web-

based product is being further refi ned for applications in the 

condo/apartment and commercial premises markets. The 

option of controlling access during specifi c time windows 

from remote locations via special software makes Oracode a 

candidate for a wide range of applications. 

Driven by the increased demand for the E-Plex electronic 

push-button lock, sales of access systems have developed 

favorably. This product is based on the wireless LectroBolt 

technology patented by Kaba. The product line will be 

expanded by various innovations this coming fall. 

The “Lean Thinking” program, launched in fi nancial 

2003/2004 to continuously optimize costs, quality, avail-

ability, and customer utility, is being intensifi ed. 

Segment Access Systems: Americas
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Sales of Access Systems in the Americas segment remained at the previous year’s high level. Currency-adjusted 

EBIT increased, but the continued depreciation of the dollar had a negative impact on translation into Swiss francs. 

Supported by state-of-the-art products and a market servicing offensive, Access Systems has launched in the 

Americas measures to return to a growth course. 



40    Financial Year 2004/2005    

Large picture: Silca keys.



According to IFRS, within the scope of the new segment 

reporting concept, Key+ Ident Systems not only includes the 

European Silca business but also Ilco’s key cutting business 

in the Americas (formerly part of the Access and Key 

Systems Americas Division). 

During the year under review, the Legic technology platform 

was successfully refi ned, and the new generation, Legic 

advant, is now ready for release. For Kaba, this represents a 

decisive breakthrough in technological development and 

underscores the company’s pioneering role in the fi eld of 

13.56 MHz RFID technology. 

In fi nancial 2004/2005, the Italian Silca business was able to 

benefi t from the product innovations of the last two years. In 

the fi rst year after their launch, the IDEA and Bravo nuovo 

key cutting machines met with strong demand and contrib-

uted signifi cantly to the positive result of the key cutting 

machine business. The web-based key duplication concept, 

presented last year as a worldwide novelty, was commercial-

ized for the fi rst time in cooperation with Kaba Austria. 

Further projects, among others in the market of replacement 

car keys, are in advanced stages of development or are 

about to be launched on the market.

The key duplication business reported a strong fi rst semes-

ter, but sales growth bottomed out in the second half of the 

fi nancial year. Due to the switch of the Cologne hardware 

show – the most important European show for this seg-

ment – from an annual to a biannual cycle, the growth impact 

usually emanating from shows was missing in the second 

half of the year. 

With the aim of sustainably safe-guarding and optimizing 

profi t margins in the European key duplication business, 

Silca has introduced an additional effi ciency improvement 

program effective July 1, 2005. The program is called “Lean 

Enterprise” and includes, among other measures, the intro-

duction of SAP across the entire European key business. 

This will result in optimized processes and additional pro-

ductivity enhancement effects. 

While Kaba does not expect any signifi cant momentum on 

the European market in the near future, promising opportu-

nities are arising in threshold countries, such as China, India, 

and South America. Key+ Ident Systems is closely monitor-

ing these developments.

Ilco’s American key cutting business suffered in the year 

under review from substantial increases in raw material 

prices and a decline in sales. Measures to improve produc-

tivity and profi tability have been intensifi ed. Business with 

original equipment manufacturers was successfully expand-

ed. Sales of “painted keys” by Ilco, a key collection with the 

emblems of football teams, increased yet again. 

Segment Key+Ident Systems  
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In the identifi cation systems business, the Key+Ident Systems segment achieved double-digit sales growth 

and an overproportional earnings increase. Sustained momentum is expected from the launch of the new 

Legic advant platform. The key systems business held up well in Europe but suffered in North America due 

to the steep rise in raw material prices and a decline in sales. 
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Headquarter

Kaba Holding AG

Hofwisenstrasse 24

CH-8153 Rümlang

Tel. +41 44 818 90 11

Fax +41 44 818 90 18

info@kaba.com

www.kaba.com 

Kaba Management + Consulting AG

Hofwisenstrasse 24

CH-8153 Rümlang

Tel. +41 44 818 90 11

Fax +41 44 818 90 18

info@kaba.com

www.kaba.com 

Door Systems

Kaba Gilgen AG

Freiburgstrasse 34

CH-3150 Schwarzenburg

Tel. +41 31 734 41 11

Fax +41 31 734 43 79

www.kaba-gilgen.ch

Kaba Gallenschütz GmbH

Nikolaus-Otto-Strasse 1

DE-77815 Bühl

Tel. +49 7223 286 0

Fax +49 7223 286 111

www.kaba-gallenschuetz.de

Kaba Türsysteme GmbH

Nikolaus-Otto-Strasse 1

DE-77815 Bühl

Tel. +49 7223 9407 0

Fax +49 7223 9407 100

www.kaba-tuersysteme.de

Kaba Door Systems Ltd.

Halesfi eld 4

GB-Telford, Shropshire TF7 4AP

Tel. +44 1952 682 100

Fax +44 1952 682 101

www.kaba.co.uk

Kaba Garog (Vega Ltd.)

14 Leacroft Road

Birchwood

GB-Warrington WA3 6GG

Tel. +44 870 000 0600

Fax +44 870 000 0642 

www.kaba-garog.co.uk

Kaba Nederland BV

Tarweweg 9A

Postbus 6666

NL-6503 GD Nijmegen

Tel. +31 24 352 33 33

Fax +31 24 354 02 11

www.kaba.nl

Kaba Belgium NV/SA

Steenweg op Gierle 339 F

BE-2300 Turnhout

Tel. +32 14 44 80 44

Fax +32 14 44 80 40

www.kaba.be

Kaba Porte Automatiche S.p.A.

Via L. Muratori, 60

IT-21040 Uboldo (VA)

Tel. +39 02 962 5026

Fax +39 02 962 48356

Kaba Ltd.

2108 Futura Plaza

111-113 How Ming Street

Kwun Tong

Kowloon

Hong Kong

Tel. +852 2375 6110

Fax +852 2406 2602

Kaba Access Technology (Suzhou) Co. Ltd.

Block No 28, Unit A/B

Suchun Industrial Square

428 Xinglong Street

Suzhou Industrial Park

CN-215126 Suzhou

Tel. +86 512 6283 6228

Fax +86 512 6283 6338
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Data Collection

Kaba Benzing GmbH

Albertistrasse 3

DE-78056 Villingen-Schwenningen

Tel. +49 7720 603 0

Fax +49 7720 603 102

www.kaba-benzing.com

Kaba Benzing (Schweiz) AG

Lerzenstrasse 12

CH-8953 Dietikon

Tel. +41 44 745 15 15

Fax +41 44 741 43 35

www.kaba-benzing.ch

Kaba Benzing GmbH

Dominikanerbastei 6

AT-1010 Wien

Tel. +43 1 512 799 20

Fax +43 1 512 799 225

www.kaba-benzing.at

Kaba Benzing S.A.S. 

5/7 rue Edouard Jeanneret

Le Technoparc

FR-78306 Poissy Cedex

Tel. +33 139 224 242

Fax +33 139 229 926

www.kaba-benzing.fr

Kaba Benzing America Inc.

3015 N. Commerce Parkway

US-Miramar, FL 33025

Tel. + 1 954 416 1720

Fax + 1 954 416 1721 

www.kaba-benzing-usa.com

Kaba srl

Via A. Costa, 6

IT-40013 Castel Maggiore (BO)

Tel. +39 051 417 8311

Fax +39 051 417 8333

www.kaba.it

Key+Ident Systems: Europe/Asia Pacifi c 

Silca S.p.A.

Via Podgora 20 (Z.I.)

IT-31029 Vittorio Veneto (TV)

Tel. +39 0438 913 6

Fax +39 0438 913 800

www.silca.it

Silca S.A.S.

B.P. 37, 12 rue de Rouen

Z.I. Limay-Porcheville 

FR-78440 Porcheville

Tel. +33 1 3098 3500

Fax +33 1 3098 3501

www.silca.fr

Silca GmbH

Siemensstrasse 33

DE-42551 Velbert

Tel. +49 2051 271 0

Fax +49 2051 271 172

www.silca.de

Silca Ltd.

Unit 2, Kimpton Trade and

Business Centre, Kimpton Road

GB-Sutton, Surrey SM3 9QP

Tel. +44 208 641 6515

Fax +44 208 644 1181

www.silcaltd.co.uk

Silca Key Systems S.A.

c/ Santander 73 A

ES-08020 Barcelona

Tel. +34 93 4981 400

Fax +34 93 2788 004

Kaba do Brasil Ltda

R: Eng. Jorge Oliva, 111

BR-São Paulo, SP 04362-060

Tel. +55 11 5670 7175

Fax +55 11 5670 7176

www.kabadobrasil.com.br

Legic Identsystems AG

Kastellstrasse 1

CH-8623 Wetzikon

Tel. +41 44 933 64 64

Fax +41 44 933 64 65

www.legic.com

Key+Ident Systems: Americas 

Kaba Ilco Corp.

Ilco Rocky Mount

400 Jeffreys Road

US-Rocky Mount, NC 27804

or: P.O. Box 2627

US-Rocky Mount, NC 27804-2627

Tel. +1 252 446 3321

Fax +1 252 446 4702

www.kaba-ilco.com

Corporación Cerrajera Alba

S.A. de C.V. 

Circ. G. Baz No. 16, Col. México

Nuevo, Atizapan de Zaragoza

MX-52966 Edo. de México

Tel. +52 55 5366 7200

Fax +52 55 5366 7291

www.kaba-mexico.com
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Access Systems: Europe

Kaba AG

Mühlebühlstrasse 23

CH-8620 Wetzikon

Tel. +41 848 85 86 87

Fax +41 44 931 63 85

www.kaba.ch

Kaba AG

Safes + Vaults

Hofwisenstrasse 24

CH-8153 Rümlang

Tel. +41 44 818 92 11

Fax +41 44 818 92 04

www.kabasafes.ch

Kaba AG

Systems Development

Hofwisenstrasse 24

CH-8153 Rümlang

Tel. +41 44 818 93 11

Fax +41 44 818 93 93

www.kbr.kaba.com

Kaba GmbH

Frankfurter Strasse 151c

DE-63303 Dreieich

Tel. +49 6103 9907 0

Fax +49 6103 9907 299

www.kaba-gmbh.com

Kaba GmbH

Int. Contracting Business

Am Bahnhof 29

DE-98529 Suhl

Tel. +49 3681 798 30

Fax +49 3681 798 315

www.kaba-gmbh.com

Kaba Mauer GmbH

Frankenstrasse 8–12

DE-42579 Heiligenhaus

Tel. +49 2056 596 0

Fax +49 2056 596 139

www.kaba-mauer.de

Kaba GmbH

Wiener Strasse 41–43

AT-3130 Herzogenburg

Tel. +43 2782 808 0

Fax +43 2782 808 5505

www.kaba.at

Kaba (UK) Ltd.

Lower Moor Way

Tiverton Business Park

GB-Tiverton, Devon EX16 6SS

Tel. +44 1884 256 464

Fax +44 1884 234 415

www.kaba.co.uk

Kaba S.à r. l.

9, 11 rue Pagès

FR-92150 Suresnes

Tel. +33 141 38 98 60

Fax +33 141 38 01 06

www.kaba-france.com

Kaba SF2E S.A.S.

3, rue Descartes

Zac de la Ferme des Roses

FR-78320 Le Mesnil-Saint-Denis

Tel. +33 130 13 04 04

Fax +33 130 13 04 05

www.kaba-sf2e.fr

Kaba AB

Filargatan 12

SE-63105 Eskilstuna

Tel. +46 1616 1500

Fax +46 1616 1573

www.kaba.se

Iberkaba S.A.

Calle Maria Tubau 4

ES-28050 Madrid

Tel. +34 91 736 24 60

Fax +34 91 736 24 30

www.iberkaba.com

Kaba Security Sp. z o.o.

ul. Polczynska 51

ul. Kontuszowa 22  

PL-01-336 Warszawa  

Tel. +48 22 665 8827 

Fax +48 22 665 8862

www.kaba.pl

Kaba Elzett Rt.

Váci út 117 119

P.O. Box 198

HU-1138 Budapest

Tel. +36 1 350 1011

Fax +36 1 329 0692

www.kaba-elzett.hu
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Access Systems: Asia Pacifi c

Nihon Kaba K.K.

German Industry Center

1-18-2 Hakusan, Midori-ku

JP-Yokohama 226-0006

Tel. +81 45 931 89 00

Fax +81 45 931 91 00

www.kaba.co.jp

Kaba Security Pte Ltd.

Block 203A, Henderson Road

#07-03, Henderson Industrial Park

SGP-159546 Singapore

Tel. +65 6275 12 11

Fax +65 6275 12 33

www.kaba.com.sg

Kaba Jaya Security Sdn. Bhd.

(604105W)

Suite B-13-1

Plaza Pantai

5 Jalan 4/83A

off Jalan Pantai Baru

MY-59200 Kuala Lumpur

Tel. +60 3 2282 0032

Fax +60 3 2282 0053

Kaba Australia Pty Ltd.

Unit 3, 42-44 Redfern Street

AU-Wetherill Park NSW 2164

Tel. +61 2 8787 47 77

Fax +61 2 9609 66 10

www.kabaaustralia.com

Kaba New Zealand Ltd.

Unit A/39A Sir William Avenue

Greenmount East Tamaki

NZ-Auckland

Tel. +64 9 274 3341

Fax +64 9 274 3301

www.kaba.co.nz

Access Systems: Americas

Kaba Ilco Corp.

Access Systems Winston

2941 Indiana Avenue

US-Winston Salem, NC 27105

Tel. +1 336 725 1331

Fax +1 336 725 8814

www.kaba-ilco.com

Kaba Ilco Corp.

Kaba Access Control

2941 Indiana Avenue

US-Winston Salem, NC 27105

Tel. +1 366 725 1331

Fax +1 366 725 8814

www.kaba-ilco.com

Kaba Mas Corp.

749 W. Short Street

US-Lexington, KY 40508

Tel. +1 859 253 4744

Fax +1 859 255 2655

www.kaba-mas.com

Lodging Technology Corp.

5431C Peters Creek Road

P.O. Box 7919

US-Roanoke, VA 24019-0919

Tel. +1 540 362 7500

Fax +1 540 366 6521

www.lodgingtechnology.com

Kaba Ilco Inc.

Capitol Montreal

5795 De Gaspe Avenue

CA-Montreal, Quebec H2S 2X3

Tel. +1 514 273 0451

Fax +1 514 273 3521

www.kaba-ilco.com

Kaba Ilco Inc.

Access Systems Montreal

7301 Decarie Boulevard

CA-Montreal, Quebec H4P 2G7

Tel. +1 514 735 5410

Fax +1 514 735 8707

www.kaba-ilco.com



Tuesday, 25 October 2005, 3.00 p.m.

Annual General Meeting of Kaba Holding AG

March 2006 

Letter to Shareholders and media release 

on the semi-annual results as at 31 December 2005

Monday, 18 September 2006

Financial Media conference

Letter to Shareholders with results 

for the 2005/2006 fi nancial year

Dispatch of Annual Report

Invitation to Annual General Meeting

Tuesday, 24 October 2006, 3.00 p.m.

Annual General Meeting of Kaba Holding AG

Information Schedule
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Communicative devices

Annual Report

Financial Report

Corporate Governance

Letter to Shareholders

Investor’s Handbook

Security Update, customer’s magazine

www.kaba.com
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Hofwisenstrasse 24

8153 Rümlang

Switzerland

Tel. +41 44 818 90 61

Fax +41 44 818 90 52

www.kaba.com

investor@kaba.com

Project management

Kaba Management + Consulting AG, Rümlang
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NZZ Fretz AG Schlieren

This communication contains certain forward-looking statements including statements 

using the words “believes”, “assumes”, “expects” or formulations of a similar kind. Such 

forward-looking statements involve known and unknown risks, uncertainties and other 

factors which could lead to substantial differences between the actual future results, the 

fi nancial situation, the development or performance of the Company and those either 

expressed or implied by such statements. Such factors include, among other things: com-

petition from other companies, the effects and risks of new technologies, the Company’s 

continuing capital requirements, fi nancing costs, delays in the integration of acquisitions, 

changes in the operating expenses, the Company’s ability to recruit and retain qualifi ed 

employees, unfavourable changes to the applicable tax laws, and other factors identifi ed in 

this communication. In view of these un-certainties, readers are cautioned not to place 

undue reliance on such forward-looking statements. The Company accepts no obligation 

to continue to report or update such forward-looking statements or adjust them to future 

events or developments. 
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